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LAND O'LAKES, INC 
FARMER TO FARMER IN THE NIS 

COOPERATIVE AGREEMENT # FAO-A-00-00091-00 

FINAL REPORT 

SEPTEMBER 1992 - SEPTEMBER 1999 

INTRODUCTION 

The Land O'Lakes Farmer to Farmer Program (FTF) began as a three-year program funded 
through USAIDfBHRPVC for $2,000,000 that eventually extended into a seven-year program 
funded at a life-of-project level of $4,391,000 The goal of the Farmer to Farmer project was to 
stimulate development of pnvate sector agncultwal enterpnses in Russia and Ukraine 
Land O'Lakes assisted FTF partners in their transition away fi-om the centrally controlled Soviet 
system of the past To better meet this goal, Land O'Lakes refined its program strategies, 
volunteer and FTF partner selection, and other matters over the course of the project The key 
proved to be matching volunteers with practical experience to host partners who were open to 
change and who had the capacity to move to a farm-to-market system, where the functions of 
production, processing, and retall were all under their control Many of the partners' success 
stones are contained in Appendices C and D The statlstlcs about Impact are in the impact 
monltonng tables of Appenhx A 

Land O'Lakes and the subrecipient, FFA Foundation, fielded 328 volunteers from 37 states As 
one might expect fi-om an implementor based in the Upper Midwest, one-thlrd of the volunteers 
were from Mmnesota and Wisconsin Disaggregated by gender, the volunteer make-up was 13% 
women and 87% men Volunteer tracking information, including technical assistance objective 
categonzation, is included in Attachment B The volunteers' assignments were located in 
twenty-two (22) oblasts of the Russian Federation and six (6) oblasts m Ukraine 

11. PROGRAM STRATEGIES 

PARTNER SELECTION 

Initially, Land O'Lakes targeted four specific regions in Russia Kalimngrad, Ivanovo, Vologda, 
and Ryazan, based on local progressive leadershp in the admlnlstration This was done to 
concentrate resources in order to maxlmize Impact Volunteers were also sent to selected 
agnbusmesses in other regions, where the management of the agnbusmess exhibited exceptional 
market onentatlon and local leadership Later in the program, as elections changed, the people 
involved in regional government and, correspondingly, the admimstration's attitude toward 
market reforms, the program expanded into new areas Through the work done by the PRART 
project to identify progressive regions, Land O'Lakes expanded into the Chuvasha Republic 
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We ut~lized a three-prong approach to identifying recipient orgamzat~ons, working through 
regional AKKOR offices, the reg~onal department of agriculture, and educational institutions 
Each of these orgamzations limited their recommendations to a very seIect group of agnbusiness 
people By workmg with each of them, this approach allowed us to expand our contacts and 
diversify our client contacts 

W l e  former government farms were never excluded fi-om the program, Land O'Lakes FTF d ~ d  
little work with them Th~s  was due to the fact that they exhibited no interest in either purely 
techmcal-onented ass~stance or in ~mplementing sigruficant market-onentated change in their 
operating procedures These f m s  received sigmficant assistance fiom the government and so 
were not In need of assistance 

In Ukrame, Land O'Lakes mtially worked In close cooperation with the Lviv Association of 
Pnvate Farmers, Lviv Oblast Center for Privatization and the Transcarpathan Fund for Pnvate 
Farm Support to ident~fy potential host partners Toward the final two years of the project, 
however, the focus sh~fted away fiom these groups Ths  occurred first of all because by this 
time Land O'Lakes had already Identified a core group of progressive agnbusiness operations on 
whch to focus ~ t s  activities Secondly, FTF began to work closely with partners of Land 
O'Lakes' Western Ukraine Inrtiative to complement that project's offenng of assistance actm ties 
Third, as local farmers increasingly expressed their dissatlsfact~on with the Lviv and 
Transcarpathmn fanner support orgamzations and thelr close ties to the state, when the project 
sought new partners, it chose to do so through other channels As a result, the project began to 
Intensify ~ t s  work w~th  truly Independent local orgmzations such as the Agnbusmess and 
Marketmg Development Organization and the Lviv League of Pnvate Dalry Processors Land 
O'Lakes also increased its cooperation with international projects, including CIME, Ronco, 
CNFA, and the Peace Corps to utilize the resources of each to better serve the needs of their local 
partners 

For more on the issue of partner selection, refer to the Lessons Learned section later in this 
report 

PROGRESSION OF PROGRAM STRATEGIES 

Education 

Attention was devoted dunng the first half of the program toward asslstmg agncultural education 
institutions translt~on into the developing market economy These institut~ons were Iaclng In 
market economy experbse and faced continual reductions in h d m g  from the government 
Structurally, the holdover Soviet agncultural education system was top-down and lacked a means 
for theoretical knowledge and practical expenence to Interact 

Land 0' Lakes worked in a number of ways to assist interested institutions In transitiomng 
Farmer to Farmer volunteers worked d~rectly to pass on market-onented knowledge and 
reference matenal to interested institutions Through work wth  FFA and Russian agncultural 
youth organ~zat~ons, we worked to provide students wth practical expenence in addition to 
theoretical knowledge 
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Institutionally, we worked with several orgamzations to develop a more grassroots-dnven 
extension service In Kaliningrad, Ivanovo, and Vologda, our work with our partner 
organizations evolved d u n g  the latter half of the program into the establishment of outreach and 
traimng programs Farmer to Farmer volunteers worked with the staff and provided on-the-job 
training in extension This served to pass on needed knowledge to, and establish a more direct 
link with, local agribusiness Also of importance, it provided the institutions with a means for 
bnngmg m additional revenue 

Also d u n g  the first few years of the program, ass~gnments were concentrated in production 
agnculture This was dnven by a large number of production operat~ons appeanng in Russia 
These individuals were either breakmg off from collective farms or relocating from Central Asia 
A significant portion had llttle expenence in agriculture and none of them had expenence 
running a market-onented business 

Market Or~entat~on 

Market onentation quickly became a theme for the project as our clients ran mto problems 
created by the collapse of the Soviet infrastructure Privatization of the farm-to-market chain in 
mput supply, storage, processmg, d~stnbution, and marketing quickly created monopolies in all 
of these areas Producers were faced with maximized pnces for mputs and services combined 
with minimized pnces for their product At the same time, consumers were facing maximized 
pnces In addition, inflation dunng the first few years combined with delayed payments from the 
monopolies to producers to further hlnder the development of production agnculture 

In the final year of the program, assignments were conducted to assist existing lending 
organizations expand the~r portfolio mto agnculture This was dnven by regional government 
initiatives designed to create sustainable agnculture lending institutions In progressive areas of 
the country, money traditionally distnbuted through the department of agnculture as grants or 
soft loans to producers was bemg used to establish agnculture lendmg organ~zations This was 
done for a number of reasons Pnmanly, the existing system of credit distribution was 
ineffective and exhibited chronic loan default Ths  was compounded by the collapse of SBS- 
Agro, the bank dispersing federal momes earmarked for agnculture 

These newly formed organizations with whom Land O'Lakes worked had expenence in lend~ng 
but lacked expenence in agricultural lending We worked with them in tightemng their 
accounting systems and m developing a system for evaluating loan applicants We also worked 
with them to establish self-sustaimng systems resembling credit cooperatives 

In the volatile apcultural environment that existed dmng the imtial years of the program, 
progressive agnbusmess managers came to the realization that in order to survive they would 
need to access the market directly Land O'Lakes also realized that in order for the Farmer to 
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Farmer program to be able to provlde financial impact to an agnbusiness, that agnbusmess 
would need to have a direct market for their produce 

Access to financial resources were a sipficant obstacle for all agnbusmess Because of the 
deficient market system, the vast majonty of agnbusmess was involved in elaborate barter 
relationsh~ps This was done to acqulre inputs and market their produce Unfortunately, most of 
these barter relatlonshps did not have a cash component In addlhon, the pncmg system for 
items was inflated agamst the producer and tended to not reflect the goods' actual market value 

What began as a target for the program soon became a requirement A potentla1 partner 
agnbusiness needed to have a direct market for the~r product, otherwise, the first assignment with 
them would be targeted at establishmg this market After the dn-ect market was established, the 
program would provlde volunteers in other areas of the agnbusmess's activ~ties, from processing 
to financial management and down into production 

T h s  proved to be very successful and resulted in measurable financial impact Changes 
implemented at the marketing level attained sigmficant profit increases for the recipient 
organization Changes made in processing and production, when the agnbusmess had an 
established direct market, expanded profits geometrically up through the cham That is to say, 
improvements and innovations in processing had a tendency to double profits as they moved up 
through direct marketing to the consumer Changes at the production level could quadruple as 
they went through processmg into direct market~ng, provided the agnbuslness had complete 
linkages from farm to market 

COLLA BORA TION WITH USAID MISSION STRA TEGIES 

h g h t  from the very start of the Farmer to Farmer program in Russia, Land OYLakes' Moscow 
representative office worked in close contact with the Moscow M~ssion of USAID T h s  contact 
was based on the sound reporting system that ensured frequent feedback to the Mission about the 
results achieved and the development of the program in Russia in general Regular meetings 
w ~ t h  representat~ves of the Mission responsible for the programs related to small business 
development, and agnbusiness in particular, also helped to coordinate the work of Land O'Lakes 
Farmer to Farmer program team m Russia 

Volunteer assignments were always focused on acheving ~mpact w ~ t h n  USAID'S strategic 
goals The three strategic objectives - broad-based economic growth, building sustainable 
democracies, and sustainable environmental use and protect~on - were given pnonty in the 
development of the scopes of work for the volunteers All the procedures used by Land 07Lakes 
Farmer to Farmer team in select~on of Russian partner orgamzat~ons as well as m momtonng of 
their development and impact assessment were developed following the recornrnendat~ons and 
gu~delmes of USAID'S Miss~on in Russia 

Always eager to improve methods of implementation of the program, Land 07Lakes Farmer to 
Farmer team welcomed site vislts to Russian partners by Mission officials, as well as the U S 
Ambassador Such visits helped in the verification of the reported results as well as in steenng 
the program in accordance with the specific problems of agncultwe in Russia 
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Due to Land O'Lakes' concentration m specific regions, USAIDLMoscow requested assistance on 
several Mission imtiatives 

Credlt Cooperatives Land O'Lakes has worked in support of a Mission-funded init~ative to 
support developing credit cooperatives Ths  program is also stnving to util~ze USDA 
monetized funds to provide financial support to credit cooperatives FTF volunteers have 
worked with several credlt cooperatives in Chuvasha, Yaroslavl and Rostov In Chuvashia, 
we assisted in coordinatmg th~s  work with the PRARI project, through which a consultant on 
cooperatwe legslahon worked with the regional government In addition, our Russian 
partner NGO Veche has recently completed an analysis of the credit cooperative movement 
for the Eurasia Foundation 

MOFSA The MOFSA program in Russia was targeted at trans~tioning former government 
farms into a market economy Land O'Lakes provided Farmer to Farmer volunteers to work 
with local participants in support of t h~s  program in the Vologda region 

PRARI This program, designed to facilitate Investment in the Russian economy, identifies 
and provides techmcal assistance to progressive regional governments in Russia Land 
O'Lakes has worked with the program, assisting to distnbute information about the program 
to the regions where FTF operated In Vologda we have worked with the department of 
agncultwe and economics on investment projects In Chuvashia, Land O'Lakes has 
facilitated meetings between potential investors and FTF partners 

PUBLIC OUTREACH IN U S 

The majonty of Farmer to Farmer volunteers perform public outreach actiwties, which assist 
Land O'Lakes m publicizing the Farmer to Farmer program and also in finding qualified 
candidates to conduct assignments Land O'Lakes stresses the importance of public outreach 
activities to every volunteer who travels to Ukraine and Russla D u n g  the bnefing meeting, the 
project officer explains the different types of outreach activities that can be conducted, and asks 
that the volunteer attempt to perform some type of activity Land O'Lakes has found that the 
volunteers enjoy discussing their assignments with other people and like to share their 
expenences with others 

Volunteers conduct vanous types of outreach actiwties ranging from speeches at churches, Lions 
Clubs, board meetings, employee meetings, wversity classes, credit m o n  meetings, and 
cooperative and association meetmgs Many volunteers also have articles published in their local 
newspapers, which allows for a great medium for publicizing the Farmer to Farmer program 
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IMPACT ASSESSMENT 

RUSSIA IMPACT 
The general directive of the FTF program m Russia has been to strengthen downstream pnvate 
agricultural enterpnses T h s  directwe, as well as the Strategic Objectives of USAID for the 
program, remained unchanged throughout the whole seven-year hstory of Farmer to Farmer m 
Russia The emphasis of the Land O'Lakes implementation of the program evolved with t~me  to 
better answer the needs of our Russian partners 

Farmers' Assoc~ations 

The opemng of Farmer to Farmer in Russia coinc~ded w~th  the then massive campaign of the 
Russ~an government aimed at supporting reforms in agnculture A new soc~al group was 
emerging in post-Sowet Russia - pnvate f m e r s  The need for an organization that would 
represent them and defend their nghts was so great that farmers' associations began to appear in 
dfferent provinces of the country Finally they were all jolned together as the All-Russia 
Farmers' Association - AKKOR Unfortunately, the head office of AKKOR m Moscow was 
established in the worst traditions of Soviet government style Its major fwnction became the 
distnbut~on of government subsidies to pnvate farmers, and when the subsidies dwmdled, the 
role of AKKOR decreased accordingly 

At the same time, many honest people came to work in regional branch offices of AKKOR, and 
it was with them that Land O'Lakes preferred to work A lot of effort was put into developmg 
local Farmers' Associat~ons into independent representatwe organs of pnvate farmers m Russia 
In many cases, for example in Vologda and Kalimgrad, local Farmers' Associations have 
become long-term Farmer to Farmer partners They have always played a significant role in 
coordinatmg the jomt efforts of pnvate farmers m their reglons and were helpful to Land 
O'Lakes m targeting potential participants of the Farmer to Farmer program 

In turn, we provlded diverse informational and consulting assistance to them and are glad to note 
the growth in the ranks of the Vologda AKKOR and the reestablishment of some of the regional 
Farmers' Associahons m ow target regions (Ivanovo and Ryazan) 

Farmer-Owned Processmg Plants 

The appearance and the growmg numbers of pnvate family farms In Russia was not welcomed 
by the collective or state farms' leaders Very soon ~t became evident that they would do 
anything to prove that pnvate f m s  are not efficient and have no place in Russ~an agnculture 
From the onset, the competition between pnvate farms and collective and state farms was not 
equal, as the latter had control over the mfi-astructure All the processing fac~litles were In their 
hands, for instance 

Selling their produce unprocessed, the pnvate farms were barely able to survive and in many 
cases lost money The more successful and enterprising ones began to develop their own on-the- 
f m  processing The Farmer to Farmer program came to their aid through the Russian Farmer 
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Foundation and volunteer-assisted business plan development to obtain loans from banks and 
other credit mstitutlons 

The Russian Farmer Foundation that was set up with the assistance of Land O'Lakes provided 
credlt to start over 60 pnvate farmer-owned processing plants all around Russia Needless to 
say, ~t boosted the produchon of the corresponding f m s  as well as therr ne~ghbors 

Numerous volunteers were applied for to assist the development of farmer-owned processmg 
plants TOO Dionis in Ivanovo region, TOO Tatiana m Nizhny Novgorod region, Kentavr ( I 
Davidovich) m Yaroslavl region, Bakharev dairy plant m Vologda region and many others were 
established and grew with the assistance of Farmer to Farmer volunteers 

Consultmg Centers 

The need for information about modem technologies and techruques in agnculture grew among 
the farmers when they began to go into processing and marketing of their products The limited 
resources of FTF didn't allow Land O'Lakes to satisfy all the applications for volunteer 
assistance 

Some of ow Russlan partners had a chance to go to the USA vla a Reverse Farmer to Farmer 
program and saw how the extension semce operates in Amenca Naturally they wanted 
somethmg of that hnd to be established m Russia 

All these factors prompted the appearance of Informat~onaI-Consultmg Centers in the reglons of 
Russia Land O7LakesY through the Farmer to Farmer program, asslsted vanous organizations In 
desgning the establishment and fund ralsing for the work of such consultmg centers Through 
these centers we were able to reach a wider range of agribusiness people, thus increasing the 
effect of volunteers work The dissemination of agriculture-related materials brought by the 
volunteers and the translation into Russian were also much facilitated by the work of these 
consulting centers 

Agnbusmess consulting centers at Ivanovo Agricultural Academy and at Kalimngrad Institute of 
Agnbusmess were started with Land OyLakes Farmer to Farmer volunteer assistance 
Consulting centers in Krasnodar and Ryazan benefited fiom worhng with our consultants The 
FTF role, when workmg wlth these organizations, was m developing them into financially 
sustamable ~nstltutions that provide useful services to agnbusmess people and that would 
continue their work even after the close-out of the program The most notable result was 
achleved in Kalimgrad, where the consulting center grew into a network of branches in other 
towns of the region, in order to be in a better position to reach the maxlmurn number of clients 

NGOs 

Throughout the program, the Land OYLakes Farmer to Farmer team always provided support and 
assistance to the non-governmental orgamzations (NGOs) related to agnculture It is necessary 
to explain that numerous NGOs appeared in Russia in the course of democratic reforms both at 
the federal and local level The Service Center in Serglev Posad (Moscow region), the Business 
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Center m Severskaya (Krasnodar krai), the Morozov Center in Ryazan, the Educational Center in 
Vologda and many others were among our Russian partners 

Cooperation with these orgmzations was fku~tful and led to noticeable results only when there 
was a live connection between them and local agnbusiness people Strong ties with pnvate 
farmers was the most important condition of our collaboration w ~ t h  NGOs in Russia 

Land O'Lakes actively partmpated w i t h  the fi-amework of the Farmer to Farmer program in the 
creation and development of a Russian NGO - Veche Fund - founded by pnvate farmers from 
vanous reglons of Russ~a The Land 07Lakes Farmer to Farmer team took active part in the last 
project of Veche Fund - a research of the credit market in modern Russian agnculture Ths  
project was supported by a Euras~a Foundat~on grant received by Veche Fund with the assistance 
of Land O'Lakes, Inc Based on th s  research, recommendations were made to the Eurasia 
Foundation concermng its plans of launchng a program of financial support for rural cred~t 
cooperatives in Russia 

In the last two years, the emphasis of the Land O'Lakes Farmer to Farmer program was on the 
ass~stance in farmers' credit cooperatives development The collapse of Russ~a's bank system in 
August of 1998 boosted the urge to develop a credit cooperative The absence of rehable and 
affordable sources of credit for farm operat~ons prompted the pnvate farmers of Russia to invent 
ingenious schemes in order to generate funding for their newly orgamzed credit cooperatives 

Through volunteer consultant assignments designed to address the spec~fic needs of each 
particular group of farmers mterested in startmg a credit coop, Land O'Lakes ass~sted in the 
creat~on and development of several such credit orgamzations Credit cooperatwe Soyuz in 
Chuvashia, Small Enterpnse Development Fund in Chuvasha, Sodruzhestvo credit coop In 
Yaroslavl region, Donskoy Farmer credit coop in Rostov-on-Don reglon and some others 
continue to operate with mcreased efficiency after they became Farmer to Farmer partners 

Long-Term Strategic Partnerships 

The Impact of the program in the long run is best seen on the Russian partner orgamzations that 
have been parhcipating in FTF program activibes contmuously over the years 

It is interesting to note that those of our partners who acheved the most notable results followed 
a similar pattern m their development All of them start off as production farms and evolved ~nto  
closed farm-to-market systems combining production, processmg, storage and marketing of their 
products Pagad agnbusiness in Ryazan region, TOO Dioms in Ivanovo region, TOO Tatiana in 
Nizhny Novgorod region, TOO Tsvety and The House of Flowers in Vologda region, Pavlovsky 
agnbusiness in Kalinlngrad region, Kentavr agnbuslness (I Davidovich) in Yaroslavl, Shanchak 
agnbusiness in Chuvasha, Alena agnbusiness in Krasnodar krai, and Verkhovazhsk Millstones 
cooperative in Vologda region are all good examples of such Farmer to Farmer partners 

Multlple volunteers assisted them through vanous stages of their development Some of them 
also participated in Reverse Farmer to Farmer program These partners are now the core of the 
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Land O'Lakes Farmer to Farmer program in Russia They and similar agricultural enterpnses 
constitute the most dynamic segment of Russm agnbusmess now 

Individual impact reports on some of the best Farmer to Farmer partners in Russia are included 
as Attachment C Here are the partners included 

UKRAINE IMPACT 
The impact reports in Attachment D detail the wide range of successes that have come about 
throughout the course of Farmer to Farmer's six years of assignments in Ukraine They represent 
cooperation with partners from western Ukraine pnmanly, and from Lviv oblast m particular, 
and involve collaborabon with producers, processors, associations and cooperatives Whle not 
meant to be exhaustive, these articles focus on a representative sample of the lunds of pnvate 
agriculturalists on which Land O'Lakes has concentrated its efforts in Ukraine 

In addition to these individual success stones, the impact that a number of activities have had on 
a broader level should also be noted Through targeted efforts in particular sectors, by utilizing 
Farmer to Farmer assistance in nontraditional ways (these will be detailed later), positive 
developments were brought about for agriculture throughout the oblast and, in some cases, 
nationwide These areas included cooperative development, dairy processing, and canola 
production 

Canola 

Through an mtenslve focus on rapeseed, and especially canola, Land O'Lakes, together with FTF 
assistance, identified and helped revive the production of a lucrative crop that was western 
Ukraine's number one crop pnor to Soviet collectivization Land O'Lakes' work brought together 
local producers, processors, input providers and a local vegetable marketing cooperative As a 
result of these efforts, the cooperative expanded its activities into providing both inputs and 
markets for rape producers, membershp in the cooperative increased, cooperation was imtiated 
between producers and those with drylng operations, and over a dozen partners began growing 
canola, thereby increasing their revenue by an estimated $254,950 in 1999 alone Furthermore, 
project activities in partnershp wlth the Institute of Rape and Flax in the city of Ivano-Frankivsk 
have helped increase the profile - and production - of t h s  crop in several additional oblasts in 
southwest Ukraine 

Cooperative Development 

Cooperative development activities, such as volunteer assignments, traimng and study tnps to 
cooperatives in Hungary and Poland, helped foster the creation of two vegetable procurement 
and marketing cooperatwes in Lviv oblast and have spurred on the development of a similar co- 
op in Transcarpatha These cooperatives provide members with Inputs at reduced pnces and 
secure hgher sale pnces for their produce 
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Private Dairy Processing 

The work of vanous volunteers and Land O'Lakes staff with the Lviv Oblast League of Pnvate 
Dairy Processors and its members, as well as participation m LOL-orgamzed trade fairs in 
Ukraine and Romama, has helped the dairy-processmg industry in a number of ways Lobbying 
by the League to exempt fanners from VAT helped lead to its adoption nationwide for a penod 
of five years Land O'Lakes assistance also made possible a promot~onal event for local da~ry 
products that attracted over 700 attendees, featured prominently in local pnnt and local and 
nat~onal broadcast media, and resulted in an increased demand for local dairy products 
Furthermore, FTF volunteer assistance helped League members improve their marketing efforts 
and expand product lines 

Swine Production 

Whde tradihonal feeding methods are largely outdated in Ukraine and require a 12- to 14-month 
fattemng penod to produce low-quality and hgh-fat pork, Land O'Lakes has launched a number 
of training activit~es to try to improve the situation - with notable results Over a dozen farmers 
have made study tnps with Land O'Lakes assistance to learn from more advanced Polish swine 
producers, a practical seminar was orgamzed at a farm owned by a partner who is utilizing 
modern feeding techniques and dry feeds and obtaining dramatic results, and a swine production 
and marketing cooperative is bemg developed to secure lower-cost inputs and premixes and to 
provide better sales markets to ~ t s  members As a result, five partners already have completely 
switched to dry feeds purchased fiom a suppl~er Land O'Lakes introduced them to, and another 
ten are either presently constructmg modem swme facilities to inihate or lrnprove swme 
production, or have begun feed tnals at the~r farms A Farmer to Farmer volunteer also prepared 
a great deal of techn~cal information on the fundamentals of swine management, talung into 
considerations local conditions and constramts 

Spotlight on an Exceptional Volunteer 

Roy Chapin, who conducted two six-week Farmer to Farmer ass~gnments, completed vanous 
successful assignments in Ukraine Mr Chapm held workshops, orgamzed a test farm, and 
published many brochures and articles related to ammal nutntion in Ukraine In addition to his 
work w ~ t h  mmal  nutntion, Mr Chapin participated m a local seminar on rapeseed production 
Followmg ths  seminar, Roy focused on t h s  field d u n g  many of h s  Farmer to Farmer 
assignments Land O'Lakes also became very interested in rapeseed production and held their 
own seminar due to Roy's research and work on the subject Both parties realized that canola 
meal could be used as a much needed protein resource in Western Ukrame 

Mr Chapin also wrote a three-part senes on swine nutntion that ran m the local newspaper, as 
well as two brochures on swine nutntion and utilizmg canola meal in hestock rations, 
respectively, whch Land O'Lakes will be distnbuting to local farmers 

In addit~on to work with livestock nutntion and rapeseed produchon, Chapin worked on liquid 
feed manufactunng, whch provided a Ternopil processing plant with t echca l  informat~on on 
producing it and the potential economic benefits 
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Certainly there were many more successful assignments m both Ukraine and Russia, and these 
are due in large part to the success of previous, exemplary volunteers and their ability to reach 
out to other potential consultants through publlc outreach activities 

Dunng the past seven years, Land O'Lakes unplemented over 325 assignments in Russ~a and 
Ukrame Through these assignments, Land O'Lakes formed many successful partnershps with 
agnbusinesses, cooperatives and other orgamzations in vanous regions of Russla and Ukrame 
Some of the more successful partnerships were formed with 

9 Kallmngrad Institute of Agnbusiness - Russia 
> Stremilche Agnbusiness - Ukraine 

An impact story on the Kalinlngrad Institute of Agnbusmess may be found in Attachment C 
The story on Stremilche Agnbusiness IS m Attachment D, along with mdividual impact reports 
on fourteen more of the best Farmer to Farmer partners in Ukraine 

Impact indicator momtonng tables for the life of the project are included as Attachment A 
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V. LESSONS LEARNED 

A PARTNER SELECTION CRITERIA 

In terms of selection cntena for Ukraiman partners, there were several changes in focus 
Through the project's work, it had become clear that the most successful assignments had 
occurred with hosts that not only had a willingness to l~sten to outside evaluat~ons and accept the 
limitations of their own expertise, but who also had the resources to ~mplement changes m their 
operations Land O'Lakes also d~scovered that many of the successful pnvate agnbusinesses it 
encountered in Ukraine (and whch fit the aforement~oned cntena) were integrated, multi-sector 
enterpnses, or farm-to-market systems There are several major reasons for the prevalence and 
success of these types of operat~ons 

In an environment where processing and storage is controlled so extensively by the state, 
having one's own processmg andlor retail creates the ab~lity to market one's own produce 
without bemg dependent on state structures, 

Added value remains in the producer's hands when it has ~ t s  own processing and retail 
operations, 

Diversification throughout vanous sectors and links m the farm-to-market chain reduces nsks 
to agnbusmesses in Ukrame's unstable and unpredictable economic and regulatory 
environments, 

Incomplete land reform and the difficulty of obtamng addit~onal land makes diversificat~on 
beyond product~on a more feasible way to expand one's operations, 

Retail and processing operations provide steady, year-round cash flow for cyclical farm 
busmesses 

Land O'Lakes chose to focus on worlung with or helping to create these systems for a number of 
reasons 

a) First of all, the very fact that integrated fm-to-market systems have been able to grow &om 
s~mpler production, processing or retail operations is an indicabon that the businesses have 
been successful, and that the ownership is c o m ~ t t e d  to investmg profits m its own 
operat~ons Furthermore, thls economic success translates into an increased ability to 
generate resources needed to implement volunteer recornmendat~ons 

b) Working with larger operations, and not just small, family farmers, made it posslble to effect 
larger changes and have a spread effect on a wider group of beneficlanes, both in terms of 
more employees of a given enterpnse and more external enterpnses that were linked to a 
given host operation 

c) Pnvate processing creates new alternatives to state processors for producers, thereby 
potentially benefiting an entlre comrnu~llty 
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As part of tlus emphasis on integrated, multi-sector operations, assignments were increasingly 
targeted away fi-om technical, production-based focuses and toward downstream aspects of these 
enterprises Financial management, strategic planrung, sales and marketing were emphasized via 
a number of assignments In addition, assignments devoted to computer-based financial 
management were facilitated by obtainmg six donated, used computers fiom an Amencan 
company These computers were provlded fiee of charge to several local host orgamzatlons 

Finally, it is worth noting a change of geographcal focus over the course of the program 
Initially, Land O'Lakes focused ~ t s  activities on the oblasts of western Ukraine, and its 
subawardee, FFA, focussed on Cnmea The reason for t h s  was to concentrate FTF efforts in a 
limited area in order to maximize its profile and Impact in those regions it considered most 
progressive This strategy was further refined by the Gev  Mission when it selected Lviv oblast 
as one of three target regions As a result, Land O'Lakes started to make Lviv the man focus of 
each new volunteer assignment, although it continued to utilize these volunteers, when possible, 
also to build on partnersbps ~t had already established with host orgamzations from other parts 
of Western Ukrame 

In Russia, the key factor to assignment success was the identification of recipient orgamzations 
Land O'Lakes developed and continually refined both a systematic approach to reaching 
recipients and a checklist for potential partners This system has served to maximize the impact 
of the Farmer to F m e r  volunteers 

Land O'Lakes took an intensive approach to recipient identification Concentrating resources in 
several key regions of the country, we sought to reach as wide a cross-section of the agribusiness 
commuty  as possible In each region we worked with the local admimstration, department of 
agnculture, department of economics, AKKOR, Peace Corps volunteers, forelgn and Russian 
NGOs working locally, agnculture equipment manufacturers and retailers, commercial funding 
organizations, educational mstitutions, assignment coordinators (see below), and the local media 
By combimng all of these elements, we were able to establish widespread contacts and reach the 
most appropriate orgamzations T b s  also allowed us to develop an in-depth understanding of the 
local agricultural environment to better l rect  our program and meet our partners' needs 

Reg~onal Partner 

In each region where we worked, we fostered a close relationship with the most progressive of 
these eIements By worlung through these organizations to provide assistance, we established a 
sustainable entity which would continue to provide consulting semces after the Farmer to 
Farmer program ended In Vologda, Ivanovo, and Kaliningrad, together with our partner 
organizations, we were able to leverage financial resources to further strengthen their positions as 
providers of consulting services 
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Small- and Medium-Sued Enterprises 

Larger enterpnses tended to have sipficant government support and therefore have resources to 
pay for consultmg services Furthermore, tlus government support reduced their need and 
corresponding interest m outside consultmg Protected from the "invisible hand" of the market, 
larger orgamzations tended to resist implementing change With large orgamzations there was 
additional resistance due to the fact that the organization needed to replace an established 
existing system The soviet management system was deeply entrenched in these enterpnses at 
every level Small and medium enterpnses, on the other hand, were usually not receiving 
sipficant government support These orgamzations were very interested In new market- 
onented approaches to grow thelr business Then- size made them vulnerable, and at the same 
time, made them more flexlble and better able to utilize consultants Thls resulted in maximum 
impact 

Vertical Integration 

In an unstable market, being self-sufficient became the detemmng factor for an organization's 
success Unable to depend on suppliers and buyers, the enterpnses leading agnbusiness were 
those which began to develop their own vertical integrabon Land O'Lakes worked wlth these 
businesses back through their vertically integrated cham We started with market access, then 
processing and eventually worked down to production 

Market Access 

With the collapse of the Soviet infrastructure and the nse of processing and marketing 
monopolies, market access became the determining factor for an agnbusiness's survival Our 
implementation was designed to make a solid market the number one pnonty and we worked 
with clients who shared our vlsion For those who did not have market access, we worked with 
them to establish it For those who had market access, we worked with them to strengthen the~r 
position and expand thex market 

Value Added 

After establishmg a market, we worked with partners to include a value-added link to their 
verticaIly integrated chain For orgaruzations with existing cleamng, processing and/or 
packaging activities, we worked with them to improve their operations In many instances, these 
newly opened processing facilities lacked fundamental techmcal knowledge and were learnmg by 
tnal and error Farmer to Farmer consultants served to tram then- staff, improve efficiency, 
reduce costs, and Improve quality 

Management 

Due to the rapid growth and expandmg activltles our reaplent orgamzations faced, management 
became another target area for the program Orgamzmg the activities for a retail outlet, 
processing facility and production operation as part of one integrated business is a considerable 
task Land O'Lakes, as part of a successful vertically integrated farm-to-market organization, 
was perfectly suited to provided assistance in all aspects of the busmess, from personnel 
management to financial management 
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Association Development 

Work early on in the program targeted at association or cooperative development faced 
sipficant challenges Culturally, after decades of collectivization, apcultural producers were 
wary of any relationshp that would have them worlung collectively w t h  others They also 
refused to enter Into any form of relationshp where there was any feas~ble way for them to be 
exploited Ths  was compounded by the fluid nature of the Russian legal system, wh~ch left 
many contract issues open to easily mfluenced interpretation In addition, existmg legislation 
regarding cooperatives is wntten for former government farms and leaves traditional apcultural 
cooperatives without an inherent advantage m the Russ~an agriculture system 

Worlung agncultural associations and cooperatives are almost exclusively informal, at the 
production level, and between relatives Relationshps between producers, processors, and 
d~stnbutors in Russla tended to be too exploitative m nature to allow for the development of 
mutually beneficial structures resembling a cooperative 

For more on Partner Selection, refer to the Program Strategies section earlier in this report 

Long-Term Commitment to Partners 

Given the task of developmg an extended small- and medium-sized busmess, Land O'Lakes took 
a long-term approach to relationships with our partner organizations Repeat assignments were a 
cornerstone of the FTF program 

As each agnbusiness grew, the FTF program assisted them through the new phases of their 
busmess All of the data collected in each information packet was stored in a reclplent file In 
tlvs way, we were able to track the business throughout the~r development The information 
ftom all past assignments was made available to each new volunteer as a means to bnef them on 
the recipient orgamzation 

B VOLUNTEERS 

Evaluation of Volunteers 

Over the course of the program, a substantial database of volunteers was developed Both 
recipients and coordinators worlung w ~ t h  the individual volunteer filled out volunteer evaluation 
forms Ths, together with impact assessments of the volunteers' work, was used to assess the 
performance of the volunteers Theoretical knowledge was of little use on assignments The 
best volunteers were those w~th  extensive hands-on expenence Volunteers who viewed their 
ass~gnrnent as an opportunity to actively adapt their knowledge and expenence to local 
conditions achieved the best results 

Repeat Volunteers 

As volunteers traveled to the NIS, their understanding of the overarching problems faced by our 
recipients grew This resulted in an increase of their ability to properly assess given situations 
and provide accurate admce 
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Repeat Assignments 

Volunteers with an established relationshp mth a host orgmzation were brought back for repeat 
assignments with that host orgmzation Ths  also served to facilitate impact In addition to the 
volunteer already beginrung the assignment mth clear understanding of the orgmzatlon, a level 
of trust and respect had already been established between the two orgamzations 

Trends III Volunteer Participation 

Highly qualified volunteers from varied backgrounds conducted Farmer to Farmer assignments 
m Russia and Ukraine A variety of volunteers were fielded lncludmg retirees, Land O'Lakes 
employees and cooperative members and graduate students An mcreased number of women 
were also fielded on assignments during the past two years of project mplementation 

Durmg Years 6 and 7, Land O'Lakes also began to utillze m-country volunteers to mmrnlze 
program lrnplementation costs Peace Corps volunteers were the most utillzed m-country 
volunteers m both Russia and Ukrame In Ukrame, Peace Corps volunteers worhng at the 
Business Support Center conducted busmess p l m n g ,  marketmg and computer traming 
courses with many Farmer to Farmer recipients 

Land O'Lakes also utillzed other cost-savmg measures m order to mplement more Farmer to 
Farmer assignments Some volunteers conducted six-week assignments and some volunteers 
conducted assignments in both Russia and Ukrame on one trip 

Sector Focus for Volunteers 

A final major change in program admmstration in Ukraine mvolved the increased role of sector- 
focussed (versus host-based) interventions Whereas the program ongmally was Implemented 
between one host and one volunteer, t h s  model changed as Ukraine staff identified certain key 
sectors, and field~ng a volunteer to focus on each of these sectors dunng an assignment By 
focussing volunteer-based activ~ties on an entire sector withn the Lviv oblast, for example, the 
volunteer gained the opportUTllty to become acquamted with the general situation within a sector 
and not just with the challenges facing an indimdual enterprise 

By basing certam volunteers out of the Land O'Lakes office in Lvlv, and arranging field visits to 
host partners as needed, the project benefits m the following ways 

The volunteer is In a better position to utilize project resources to get acquamted with m- 
country agricultural and economlc specifics These resources lnclude project staff knowledge 
and expertise, statistical and market mformation, and commumcat~ons resources, 

Being m Lviv provides an opporbmty to set up meehngs w ~ t h  relevant agnbusmess 
professionals, government officials, and staff from agriculture assistance projects in the city, 

Spendmg 24 hours day on a farm for an extended penod of tune requires a great deal of time 
and energy from the host, and typ~cally limited living quarters are cramped even more so by 
the presence of both volunteer and Interpreter Both host and volunteer are often served by 
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the volunteer being present only for specific meetmgs and activities, for t h s  makes it easier 
for the farmer to keep up with h s  own work and simultaneously leaves the volunteer m a 
position to accompl~sh other valuable work in the project office or at other scheduled 
meetmgs, 

By not l~miting the spec~ahst's work to one particular host enterpnse, the volunteer is both 
able to get a better sense of the dynamics of the sector he is providing assistance m (and not 
just of the individual enterpnse he happens to be worlung with), and afforded the opportumty 
to share hislher expertise w t h  a wlder auQence 

It is hoped that this expenence will provide other projects with a model w th  which to Improve 
the effectiveness of their volunteer-based, t echca l  assistance activities 

C TRANSLATORJCOORDINATOR POSITION 

Onginally, ~nterpreters for FTF ass~gnments were paid consultants who were hred on an as- 
needed basis for particular volunteer interventions In order to increase the effectiveness of the 
program, Land O'Lakes evolved these part-time interpreter posit~ons mto full-tlme coordmator 
pos~tions This change in approach benefited the program in several ways 

1) Coordinators working full-time on FTF were able to build on their expenences to improve 
their mterpreting slulls, knowledge of specialized agricultural terminology, and strategies for 
worlung with Amencan volunteer consultants, 

2) Through their long-term work with the program, coordinators got to know better both host 
orgamzations and specific issues and charactenstxs of agriculture in Russia and Ukraine 
Not only did ~s facilitate trust between Land O'Lakes and its host organizations, but it also 
allowed the coordinator to facilitate useful connections between vanous agnbusinesses, 

3) The coordinators wrote valuable reports on each assignment regarding the volunteer's 
recommendations and the host orgamzation's reaction to those recornrnendat~ons, 

4) Through ongoing work with FTF, coordinators were better able to represent both FTF and 
USAID in their professional work, 

5) The coordmators educated people in the area about the details of the Farmer to Farmer 
Program and helped identify potential new host partners, 

6) Finally, it should be noted that the use of several Ukra~man-Amencans as volunteers 
simplified the issue by making interpreters unnecessary 

D EVALUATION 

Evaluation of program accomplishments is one of the most challenging parts of admlmstenng 
FTF Not only is progress often difficult to measure, but also because of tax concerns, clients are 
usually reluctant to d~scuss financial details with anyone, much less an outs~der In addition, it is 
s~mply human nature that entrepreneurs are reluctant to attribute positive developments to 
outside assistance and prefer to take credit themselves for any successes In order to address 
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these difficulties, FTF took the followng approaches over the course of the project to improve its 
evaluation methodology 

Whereas expatnate staff had mtially been used to conduct follow-up, there was a subsequent 
switch toward utilizing coordmators for t h s  purpose Ths  was helpful, first of all, because 
the coordinator who had Interpreted for an assignment was clearly the most qualified to 
pursue follow-up He or she already was best acquainted with what the operation was like 
pnor to the mtervent~on and knew what to look for in terms of mpact, 

Whereas an Arnencan had imtially performed follow-up, the increased use of full-time 
coordinators enabled the establishment of more continuity in Land O'Lakes' relationshps 
with its host clients Also, the fact that coordmators were locals simplified communication 
and made host cl~ents more comfortable dealmg with them As a result, host clients felt more 
free to be forthcoming about developments in their own businesses and about their true 
impressions -- positive and negative -- of their FTF expenence, 

The comfort level between coordinator and host client was addit~onally enhanced by 
increasing the frequency of contact between Land O'Lakes and host clients Rather than 
waitmg 4 to 6 months after an intervention to vis~t a host for follow-up, an effort was made to 
visit each client on a more regular basis to stay informed about thelr work and to let them 
know about the project's continued mterest in them and eagerness to continue working 
together, 

Training was provlded to coordinators to emphas~ze some strategies for collecting follow-up 
These included, for example, ashng fewer direct quest~ons about impact £tom assignments 
and asking more broad questions about the health of an operation and the direction it was 
moving in Thls strategy is used to show the listener that one is truly mterested in the 
operation's success, and not just the perceived success of the assignment In addition, hosts 
often are hard pressed to identify positive impacts immediately While it may be temptmg to 
go down a l~s t  of volunteer recommendations and ask if the host ~mplemented each one or 
not, t h~s  can create the sense that the host is being judged against the infallible advice of the 
specialist In reality, many FTF impacts are more subtle than the list of specific wntten 
recommendations the specialist submits, and they may be missed if the person conducting 
follow up limits the discussion to the contents of the wntten report 

In addition, to meet the challenges associated with results-onented reporting, Land O'Lakes 
developed a system for gathenng mformation Ths  system consisted of an information packet to 
be included for every asslgnrnent At the imtial contact with the recipient orgmzation 
information was gathered regardmg then hstory, current activities, and future plans Together, a 
detailed scope of work was developed and ths  also went mto the informahon packet The 
volunteer's recommendations and the coordinator's report were included in each information 
packet on the assignment Thls set of documents was used to bnef the person conducting the 
impact assessment The impact assessment was also added to the information packet 
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E COLLABORATION 

Working together w ~ t h  other organizations, including farmers' associat~ons, local governments, 
and development organizations further Increased the impact the FTF program was able to 
acheve Among these orgmzatlons were Peace Corps, Eurasla, Citlzens Democracy Corps, 
Center for Citizens' Imtlatives, Ronco, and Chemonlcs Through this cooperat~on we were able 
to expand our client base and both Land O'Lakes and our partnenng orgamzation were able to 
expand the services offered to clients %ley as noted previously, m Ukrame official 
government structures proved to be more of a hdrance  to FTF activit~es than a help, in Russia 
there was more collaboration, as explamed below 

Reg~onal Government 

In Russla, the regional atmosphere 1s very dependent on how the regional head of admirustration 
relates to market reforms In areas such as Ryazan, where a communist governor won the 
elect~on, Land O'Lakes found that the working environment for our recipient organizations m the 
reglon substantially worsened In contrast, the progressive president and admimstration of the 
Chuvasha Republic has done much to improve the market in the area The ab~lity of the Farmer 
to Farmer program to acheve impact IS greater in such a region 

Work with the regional departments of agriculture has been challenging Whde there is 
substantlal diversity among regions, overall the bureaucracy was not designed to facilitate the 
market, but to control the market For t h s  reason, transitlorung into a new role has proven to be 
difficult 

Land O'Lakes has found the regional department of economics to be much more comfortable In 
the~r new role of facilitating transition Correspondingly, they are much more receptive to 
cooperating with development programs 

F ADMINISTRATION 

Coordination with Western Ukraine In~tiat~ve 

The FTF program worked closely with the Western Ukrame Initiative, a USAID-funded program 
m Ukraine also administered by Land O'Lakes, to maximize the impact of both programs By 
beginning work in Ukraine, the Farmer to Farmer program had prowded a basis and foundation 
for the USAIDLand OYLakes Western Ukraine hbative Program Many recipients of this 
successful program were introduced to the project by the Farmer to Farmer program The two 
programs also shared resources, whch saved expenses and helped them both to successfully 
implement the~r respectwe programs 

Coordination between Russia and Ukraine Offices 

After a seminar and team meetrng in Moscow d u n g  year six, the Farmer to Farmer team 
Initiated an integrated approach to their assignments that encompassed production, processing 
and marketing sectors This approach allowed the team to focus the assignments on meeting 
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all of these sectors withm the agricultural mdustry The goal of the program became 
strengthening the entire cycle by assisting w~th  the production, processing or marketmg 
sectors This semlnar also allowed the team to facilitate more cooperation between the 
Moscow and Lviv offices The two offices coordmated assignments and began workmg more 
closely on quarterly and Impact reports 

Adrnln~strat~on m the U S 

There were a few admmstrative changes wlthm staff structure throughout the seven years of 
the Farmer to Farmer program The changes were facilitated very smoothly, which allowed 
the program to run w~thout lmdrance The positions m the U S were consolidated so that one 
person conducted activities for both Russia and Ukrame, Instead of one person for each 
country Effic~ency rose due to this change in headquarters personnel 
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LAND O'LAKES, INC 
FARMER TO FARMER (FTF) IN THE MS PROGRAM 
COOPERATIVE AGREEMENT FAO-A-00-92-00091-00 
IMPACT INDICATOR MONITORZNG 

Ukrame numbers in the tables reflect years 5 to 7, but not year 4 
The Russia numbers are inclusive of years 4 to 7 

PAGE 1 

Table I Institutional Partners 

Indicators 

I partnerships 

I 

Table I1 FTF Host Orgamzations 

Previous 
Total 

Number of FTF ImplementorIInstitutional partnerships 
Number of FTF ImplementorIU S organization 

Table I11 Improved Mobhation of Resources by PVC's PVO Partners 

This 
Reportlug 

New Total 

42 
3 6 

Indicators 

Number of hosts w~th  first-time FTF asslgnrnents 
Number of FTF implementorJhost organization partnerships 
Number of FTF facilitated U S organlzation/host 
organization partnerships 
Number of host organizations that have graduated 
Number of Inactive host organizations 
Total number of host organizations 

Previous 
Total 

93 
5 1 
20 

1 
5 

150 

T h ~ s  
Reportmg 

Period 

3 
0 
0 

0 
0 
3 

Indicators 

Period 
1 
1 

New Total 

96 
5 1 
20 

1 
5 

153 

- -  - 

Est value of FTF volunteers professional tune 
Est value of resources leveraged by FTF ~mplementers, 

Previous 
Total 

U S partners, hosts and volunteers 
Number of host organlzations assisted in mobilizing 

43 
3 7 

$1,630,222 

resources 
Value of resources mobilized by FTF host organizations 

I 

This 
Reportmg 

Period 

$256,231 

New Total 

$13,750 

13 
$408,000 

$1,643,972 

$39,739 $295,970 

1 
$2,500 

14 
$410,500 
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Table IV U S Pubhc Awareness Ralsed 

PAGE 2 

Indlcators Prevlous I Thls I New Total 11 I Total Reportmg 

Table V Summary of Prlmary Strategc Objectives for Host Orgamzations 

Number of FTF volunteers who have performed public 
outreach activities 
Number of media events by ~mplementers and FTF 
volunteers 
Number of group presentahons by implementers and FTF 
volunteers 

Period II 

21 1 

91 

529 

Indicators 

Number of host organizations with Broad-Based Econormc I 120 I 4 124 11 

0 

0 

0 

Previous 
Total 

21 1 

9 1 

529 

Growth as the prlmary objectlve 
Number of host organizations with Sustainable 

Total number of host organlzatlons 148 1 5 1 153 11 

This 
Reportlug 

Env~ronmental Use or Protection as the prlrnary objective 
Number of host organizations with Building Sustamable 
Democrac~es as the prlrnary objective 

Table VI Strategic Objectives for Broad-Based Economc Growth 

New Total 

1 

Indlcators 

27 

Prevlous I This I New Total 11 
Total Reportmg 

0 1 

1 28 

I 

1 Number of host organizations with produchon increases over 

Number of host organizahons adoptlng innovative practices I 40 1 3 1  43 11 

pre-project levels 
Number of host organizations operating with Increased 
efficiencv 

44 

40 

Number of host organizations with Increased financ~al 

exchange earnmgs 11 

Per~od 
2 

performance 
Number of host organizations with increased forelgn 

46 

1 

46 

4 1 

3 

0 46 

0 3 
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Table Vn Strategic Objechves for Sustamable Environmental Use or Protection 

Previous 
Total 

ThLs 
Reportmg 

Number of host organizations with improved waste or 

natural resources (sod, water, forest, gramg lands, national 
park land, etc ) 

pollution management 
Number of host organizations with improved management of 

Table VIII Strateg~c Objectives for Bulldmg Sustamable Democracies 

8 

PAGE 3 

Period 

0 

11 

New Total 

0 

Indicators 

Number of host organrzations that were created with FTF 

Prev~ous 
Total 

assistance and that are operatmg with democratic principles 
(1 e transparency, accountability and rule of law) 
Number of host organrzations that have expanded 

Number of host organizations with improved policies for I 4 2 1  8 

Thls New Total 
Reportmg 

6 

membership 
Number of host organizations providlng new or improved 
services to members (advocacy, newsletters, etc) 

Per~od 
0 6 

12 

Table IX Objectives for Change m Knowledge through Trammg 

0 12 

13 

functioning of grass roots, democratic organrzations 

1 14 

I 

Indicators 

Number of host organizations with Change in Knowledge 

Previous 
Total 

through Training as an objective 
Number of host organlzahons with new courses or new 

Thls New Total 
Reportmg 

20 

subject matter for courses 
Number of host organizations with improved tralnlng 

Period 

0 20 

14 

materials and s l l l s  
Number of persons tralned with FTF volunteer assistance 

0 14 

18 

Number of host counterparts trained in U S Reverse FTF 
and all other U S traming/exchange programs 

0 18 

2445 114 2559 
35 0 35 
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January 1,1996 - September 30,1999 

Table X Summary Of Host Organ~zahons And Impact By USAID Strategic Objectwe 

Hosts with Flrst- 
Tlme FTF 
Assstance 

FTF GranteelHost 
Organlzation 
Partnerships 

U S  

Organlzation 
Partnerships 

Total Number of 
Graduated Host 

BROAD BASED 
ECONOMIC 

# of Orgs GROWTH 
Table VI 

SUSTAINABLE BUILDING 
ENVIRONMENTAL SUSTAINABLE 

MANAGEMENT DEMOCRACIES 
Table VII Table VIII 

Inactive Host 
Organnations 

Total Host 
Organizations 

FTF Program llnkages to USAID Strategic Objectives are measured by ind~cators in Sectlon I1 of the FTF 
Program Impact Reporting Model (Tables VI, VII & VIII) 

a Broad-Based Economc Growth mdicators are related to FTF volunteer assignment codes 1,2B, 3B, 4 and 
Table VI 

Sustainable environmental management is related to FTF volunteer environmental assignments m the 
trackmg system and to Table VII 

Buildmg sustainable democracies objective is related to FTF volunteer assignments 2A, 3A, & possibly 5&7 
of the FTF volunteer tracking system and to Table VIII 
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I Table XI Summary Of Impact Assessment w ~ t h  Host Orgamzat~ons - Number of Host Organ~zations and 

Levels 1,2 & 3 are defined as Primary, Secondary & Strateg~c Level Impacts 

- 

I 
Level of Impact 

I # of Orgs 

96 

51 

20 

1 

5 

153 

i 
I 
) 

) 

I 
I 

Hosts with Fmt- 
T m e  FTF 
Assistance 

FTF GranteelHost 
Organnation 
Partnerships 

U S  
Orgawation/Host 

Organnation 
Partnerships 

Total Number of 
Graduated Host 
Organnations 
Inactive Host 
Orgawations 

Total Host 
Organnations 

Level 1 
Prlmary 

40 

28 

0 

1 

3 

72 

Level 2 
Secondary or Spread 

Effect 

11 

17 

0 

0 

0 

28 

Level 3 
Strategic Impact 

0 

1 

0 

0 

0 

1 



ATTACHMENT B 

VOLUNTEER TRACKING 



LAND O'LAKES, INC 
FARMER TO FARMER PROGRAM - NIS 

Cooperative Agreement FAO-A-00-92-00091-00 
VOLUNTEER TRACKING 

PROJECT TOTALS 

September, 1992 - September, 1999 

II # of Volunteer Technical Assistance Obr ective 11 
1 Total I Male I Female I 1 I 2 3 4 5 6 7 8  ! !I 

II Volunteer States II 

Volunteer States 

AL 

ND 

AR 

2 1  

NE 

3 8 2  

AZ 

NH 

CA 

NJ 

CO FL 

NM 

1 4  

GA 

NY 

LA 

OH 

ID 

4 9 1 2 3 2 2 7 9 1 5 5 2 4 3  

OK 

2 8 1 3 8  

IL 

OR 

IN 

SC 

KY 

SD 

1 8  

LA 

TN 

MA 

TX 

1 6  

MD 

VA 

ME 

WA 

MI 

1 4 5 5 9 1 1  

WI 

5 1 8 5 6 3  

MN 

WY 

MO 

TOTAL 

328 

MT 

3 



I I I I m r ' a - - -  
LAND O'LAKES. INC PAGE 2 

PROJECT TOTALS 
September, 1992 - September, 1999 

TOTAL OBLAST 

Ivano-Frank~vs'ka 
Kyyvsk'ka 
L'vivs'ka 
Respublika Krym 
Ternopil's 'ka 
Zaharpats'ka 

# OF VOLUNTEERS PER T A OBJECTIVE CODE 

1 

12 

1 G 

1 1 2 1 . 3  1 4 1 ~ 1 6 1 7 I 8 l  9 
fRUSSIA. ' n 

I 
'i t i  ' ( ' r  i , i  

i t  , ! & t i  2 i +$ 8 $ 2  $1 4 ,  i i 'n I j i  4 t ,  i d T , , i  8 

1 
3 
2 
1 
2 

TOTALS 1 
t 

, I  i t  
f 'i i 

1 

19 
4 
1 

13 

28 Oblasts 

2 
2 

3 7 
1 I 
2 

34 

1 
1 
3 

3 

61 1 451 1481 3 1 2 1 60 1 3 [ 1 I 5 1 328 

2 

Amur 
Cherepovets 
Chuvash~a 

1 
1 

2 

4 

2 

1 
I 
8 1 

1 



ATTACHMENT C 

RUSSIA IMPACT STORIES 

Alena Apbusiness 
Arklupov Agnbusiness 
Dionis Agnbusiness 
House of Flowers 
Kaliningrad Institute of Apbusiness 
Kharolsky Bakery 
MASHA 
Oadim Fish Agnbusiness 
Pagad Agribusiness 
Shanchak Meat 
Soyuz Credit Cooperative 
Verkhovazhsk Millstones Cooperative 



FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes. Inc. 

IMPACT 

ALENA AGRIBUSINESS 
Krasnodar Krai, RUSSIA 
2 assignments, 2 volunteers 

The Smchdo family agnbusmess, Alena, is a growmg, 
vertically Integrated enterpnse, led by an expenenced manager, 
Anatoly Smchilo Anatoly worked most of h s  profess~onal life In the 
local collective farm Dmng t h ~ s  tme  he established processing 
plants for almost all of the f m ' s  produce, a meat processing plant, a 
sunflower seed oil press, a dairy, and a bakery 

When Anatoly began h s  f m l y  agnbusmess 199 1, he 
~mmediately began to repeat the same approach he had used to make 
the collective farm successful He set up a vert~cally mtegrated 
system of production and processing He also qulckly reahzed the 
new problems created by the trans~tion from a controlled economy to 
a market economy and established retail outlets for h s  produce 

Whlle the Sinchlos work to Improve then- agnbusmess, the 
once successful local collective farm is on the verge of bankmptcy 
Of their processing plants, only the oil press and the bakery are still 
workmg The oil press is working far below capacity and the bakery 
is only used to provide bread for Internal use, 1 e , m trade for back 
wages to collective farm members 

Anatoly first leased sunflower seed oil extract~on equipment 
and later on a flowmill Although he was able to pay the loans back 
on time, Anatoly Sinchlo was d~ssatisfied with the level of 
profitability of both h s  processing operations The first volunteer 
who worked with Alena Agnbusiness assessed and evaluated all the 
operations of the enterpnse His recommendation was to open a store 
in order to get around the barter arrangements the farm was heavily 
mvolved in at the t~me  and to Increase its sales for cash 

Implementing Land O'Lakes' volunteer's recommendations, 
the S~nchilos rented a retail store within one month after the 
consultant's departure and started a bakery in two months time They 
were able to barter flow for used balung and pasta production 
equipment for a very low pnce (Ths impact was reported m the 
Land O'Lakes' fourth quarter report FY 1998 ) 

The used equipment did have its disadvantages The 
Sinchlos ran mto multiple problems mth the equipment resulting m 
poor bread and pasta appearance and quality The crust of then- bread 
was cracked and crumbly Their pasta had a rough surface and dark, 
dull appearance T h s  affected their ability to mamtain sales in the 
competitive local bread market They could only remain competilve 
because their vertical mtegration allowed them to offer a lower pnce 
Alena Agnbusiness decided to apply to Land O'Lakes for t echca l  
ass~stance for their bakery and pasta llne 



ALENA AGRIBUSINESS (Continued) 
Krasnodar Kra, RUSSIA 

The volunteer, Arthur Fischer, recommended several changes 
to be mtroduced mto the bread formulas used at the bakery The most 
fundamental changes were to maximize the percent of water used in 
the dough and maintam a hgher humldlty in the proofing cabmet 
After expenmentmg mth the formulas under the gmdance of the 
volunteer, the bakers were able to improve and stabilize the quality of 
thelr bread using the same equipment and without any additional 
expenses At the same time, using more water ln their formulas 
produced more dough, and the amount of bread produced mcreased 
by 3% 

Bread production, unfortunately, was becommg less profitable 
for other reasons The Krasnodar oblast adrnmstration fioze the 
pnce of bread m the region Our partners in the Saratov regon also 
reported that the reg~onal admin~stratlon fioze the pnce of bread The 
Russian consumer's buyng power has fallen sigmficantly since the 
banlung collapse In August Ths, in combination with growing 
competit~on, has served to keep the pnce of bread low throughout 
Russla, in spite of a record low wheat harvest 

Ths  could also be a contributing factor to the low pnce of 
wheat on the Russlan market The pnce of wheat on the internal 
Russ~an market has been one-thud the world pnce for wheat Ths, in 
turn, has meant that a sign~ficant amount of Russ~an wheat has been 
sold abroad, intensifjmg the deficit on the Russian market caused by 
last year's drought 

When faced wlth the problem of a restrictive bread market, 
the Sinchilos and Arthur Fischer began to work on dwersifjmg their 
product line After all, the pnces for pastry and cook~es are not 
regulated by the Krasnodar Adrnlmstratlon 

The Alena bakeryhtore is located across the street fi-om the 
local hgh  school The students who fi-equent the store prefer to buy 
pastnes over bread and they are willing to pay more for pastnes The 
volunteer tramed the bakery personnel m the producbon of three 
pastnes for their production h e  

The low pnce for bread has pushed many local bakenes to the 
verge of bankruptcy Alena Agnbusmess bakery was able not only to 
survive, but to Increase their profit by $400 per month, whch 
amounts to a 15% Increase in the bakery's profit They were able to 
do this thanks to the ass~stance Arthur Fischer provided to divers~fy 
their production and improved the qual~ty of their bread 

At present, Alena Agnbusmess has already doubled their 
pastry production, and accordmg to Alla Sinchilo, the manager of the 
bakery, this summer the demand for their pastnes will grow 
considerably Their bakery 1s located in a town on the Azov Sea, and 
the population doubles dunng the summer because of all the tomsts 

J Improved bread quality 

J Increased bread production 
wthout additional costs 

4 New products 

4 15% increase in profits 

J Doubled pastry production 



ALENA AGRIBUSINESS (Contmued) 
Krasnodar Kra, RUSSIA 

The bakery already knows what they will do with this 
additional profit Arthur Fischer deterrmned that part of the problem 
with their pasta quality is caused by worn-out parts in their pasta 
machine T h s  money will be reinvested to improve the quality of 
their pasta 

Whlle the volunteer was on assignment at Alena Agnbusmess 
bakery, h s  work was covered m the local newspaper Ths  gave the 
enterpnse some good publicity and helped them to compete with 
other bakenes 

Refer to the next page for a schematic of the Alena Agnbusmess 
operations 

(Newspaper) "Pulse of the Week" 
Krasnodar Krai 
18-24 January 1999 

AMERICAN BREAD FROM YASENKY 

It IS not a corncidence that goods from the recently opened Alena bakery are in great 
demand with the inhabitants of Yasenskaya statron Anatoly Sinchilo, the head of t h s  
business, has a rule to perfect each of h s  new enterpnses and bnng it up to world standards 
of quality 

The staff of the bakery is constantly looking for ways of improving the quality of their 
product, trylng out new formulas and paying attention to the recommendations of 
expenenced specialists They have already learned a lot £i-om the bakers of the biggest 
bakery in Yeisk, "Yeiskmoloko," and especially their head speclalist, Mrs Chernodyrko 
Last Monday they turned thelr equipment over to an expenenced baker from the USA, Arthur 
Fischer He came as a volunteer on the Land O'Lakes Farmer to Farmer program Arthw 
proved the fact that there's no limit to perfecbon Usmg the same old equipment and the 
same ingredients, the master of balung produced new hnds of bread and they taste great 
Now it's the matter of borrowmg h s  expenence and knowledge 

As a matter of fact, the volunteer, as he calls himself, Arthur Fischer worked with the 
Alena Agnbuslness for free His tnp to Russia to provide technical assistance, as well as 
similar tr~ps by other volunteers, was pad  for by Amencan taxpayers In the opimon of the 
Arnencan Government t h s  is a more efficient means of helping our country's economy 
improve dwnng this difficult penod of time, than providing direct dollar subsidies 



ALENA AGRIBUSINESS (Contmued) 
Krasnodar Krai, RUSSIA 

I 
I 
l 
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"Alena" Agribusiness 
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FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes. Inc. 

IMPACT 

ARKHIPOV AGFUBUSINESS 
Vologda oblast, RUSSIA 
1 assignment, 1 volunteer 

Valery Arkhipov can justly be proud of h s  f m  Despite the 
pessimism, and in some cases, open hostility of h s  former colleagues 
fiom the local collective farm, he has managed to turn h s  small 
family farm into a successful agnbusiness 

Seven years ago the Arkhipovs and two other families from 
Ivanovskoye in Cherepovets province of Vologda reDon decided to 
quit the collective farm and become pnvate farmers Getting thelr 
share of land presented no problem, but getting their share of 
collectwe farm property was more difficult In the end, the 
Arbpovs  and the two other families decided to work together 
receiving two old tractors and an unfimshed farm buildmg as thelr 
share of property from the collective farm 

The three families haven't formalized their cooperation in any 
official way, but seem to have developed a strong mutual trust, whlch 
helps them to avoid conflicts Valery A r a p o v  is definitely the 
leader of the group, although he prefers to use persuasion rather than 
authonty in settlmg disputes 

It was their unammous decision to choose dalry production as 
the major operation for their pnvate farm Back in 1992 Valery got a 
bank loan and purchased eight cows and one bull Their first task 
was finishing the construction on their barn It put a stram on their 
resources, but they managed to finish the building before winter 
That first winter on their own was, accordmg to Valery, the hardest 
experience in lus life 

It soon turned out that it was simply impossible to make any 
profit producing milk and selling it to the local dairy plant The pnce 
was not good, but even worse, the dairy plant was not tlmely w t h  
payments for the delivered milk Getting paid a month later meant, at 
that time, that inflation was talung 10% to 20% of the profit These 
circumstances pushed the Arbpovs  to the verge of bankruptcy In 
1993, having evaluated the demands of the market, Valery decided to 
concentrate on h s  lumber and hay operations, and slmply maintain 
his dairy operation 

By selling hay and lumber in the years that followed, Valery 
was able to raise funds to upgrade the farm buildmg as well as 
purchase a new tractor and a bailer His dairy herd slowly grew, 
remaimg nevertheless the least profitable operation on h s  farm At 
the same tlme, Valery was always sure that the future of the farm lay 
in the development of the dairy operation 

The economic conditions changed m favor of dairy farms last 
summer The financial cnsis pushed the pnces for da~ry products up 
which resulted in greater demand for raw milk Valery was able 



ARKHIPOV AGRIBUSINESS (Continued) 
Vologda oblast, RUSSIA 

to negotiate a much better pnce for his m lk  and the dairy plant begar 
to pay the farmers on time for their milk, on the same day of delivery 
All this prompted Valery's decision to increase his dairy operation 
His plan nght fiom the start included a new breedrng program for his 
herd based on artificial insemination (AI) This was when Valery 
declded to apply for technical assistance from Land O'Lakes Farmer 
to Fanner program, as neither he nor any of his partners had any 
expenence in AI 

Robert Bower, the volunteer who worked with Valery, not 
only taught hm and his wife artificial insemination techniques, but 
assisted him in developing a sound busmess plan for the increase of 
thew dairy production 

When the volunteer came to the Arkh~povs' farm, they had a 
small herd of 12 dary cows with a product~on level of about 190 
liters of milk per day, or 15 8 liters per cow Elghty percent of the 
milk went to Cherepovets dairy plant, 10% to the local orphanage and 
only 10% was direct marketed to local consumers 

Implementing the business plan developed with the 
volunteer's assistance, the Arkhipovs kept all their he~fers born this 
spnng and purchased 5 more cows wlth good pedigree The number 
of m~lkmg cows went up fiom 12 to 20 and the product~on of milk 
from 190 to 400 l~ters per day The average productivity per cow 
went up as well from 15 8 liters per cow per day to 20 Below is a 
graph that depicts how the Arkhipov dairy operation has increased 
milk production 

Arkhipov Dairy Operat~on 

M~lk Production 
growth in /r 
compared to 
1998 levels 

Feb Mar Apr May June 
99 99 Moaqhs 99 99 

VaIery was able to achieve thls Increase In milk production 
not only by Increasing the number of milking cows, but also through 
changing the feeding ration As recommended by the Farmer to 
Farmer volunteer, Valery has increased the amount of ground oats 

J 25% Increase in milk 
product~on per cow 



ARKHIPOV AGRIBUSINESS (Contmued) 
Vologda oblast, RUSSIA 

and other small grams fed to his millung cows proportionate to the 
amount of milk each cow gives per day Despite the additional 
expenses for feed, accordmg to Valery's own words, he was able to 
increase the profitability of his dairy operation through the increased 
mllk production by 70-80% Ths  gives the Arkh~povs an additional 
$900 a month 

W l e  the volunteer was working with the farmer, the latter 
was contemplating the possibility of buying a rehgerator tank for his 
milk Mr Bower supported h s  decision, and the rehgerator was 
installed and started working In March 1999 It is payng off already, 
as Valery is able to store h s  milk and take it to the processor only 
once in two days, saving on transportation costs and tune Spending 
only half of 3,000 rubles ($125) to dnve 100 hlometers to the dairy 
plant and back, VaIery also saves 22 hours of his working time a 
month 

Refhgeratmg milk increased its quality and dachnzky (city 
folks commg to the villages for weekends or summer vacations) are 
now buying milk from Valery more willingly than from anybody else 
because h s  mllk keeps longer without going sour 

Below, Farmer to Farmer volunteer Bob Bower consults on 
the maintenance and operation of the new cooler tank for milk 

v+' Profit Increased by an 
average of 75% per month 

4 Transportation costs 
reduced by half 

4 22 hours of working time 
are saved 



ARKHIPOV AGRIBUSINESS (Cont~nued) 
Vologda oblast, RUSSIA 

The weakest point of Valery's dairy operation was feed production, 
as the volunteer pointed out Following Robert Bower's advice, 
Valery began to make silage for his cows this summer earlrer than he 
usually d ~ d  The volunteer explained to him that the nutnt~on value 
of most grasses decreases in the late stages of growth, thus decreasing 
the quality of rough feed produced fiom them The farmer also, after 
discussing it with Land OYLakes volunteer, has introduced ryegrass 
on his f m ,  which enabled h ~ m  to put the cows m the pasture two 
weeks earlier t h ~ s  year 

The most important part of the volunteer's assignment was 
teachmg Valery AI techniques so that he could start worhng on 
improving the genetics of his dairy herd As a result of this training, 
Valery is not only practicing M on hls farm, but providing a fee- 
based servrce to other smaller farmers He purchased a n~trogen tank 
and microscope for semen storage and analysis, and he is sure that he 
will earn this money back this year There are over 100 pnvately 
owned dairy cows in the neighbonng villages Providing A1 to them 
could bnng 8,000 rubles net profit, whereas the nitrogen tank and the 
microscope together cost Valery onIy 4,000 rubles - a profit of 4,000 
($1 70) 

Valery is very optim~stlc about the future of his dairy 
operation The next recommendation of the volunteer that he plans to 
implement in the near future is improving the watenng system on his 
farm, which he plans to get done before winter This is likely to 
increase m ~ l k  production by about 5% compared to the present level, 
which will bnng the farm the addit~onal profit of $90 per month 

Below is a schematic of the Arkhipov agnbusiness 

Small 
Support 
Famx 

Da~ry Plant, Dachn~k~, 
Orphanage 

J Artificial insemination 
practice established 

Arkhipov Agr~busmess 



FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes. Inc IMPACT 

DIONIS AGRIBUSINESS 
Ivanovo oblast, RUSSIA 
2 ass~gnments, 2 volunteers 

In 1996, the small agribusiness Dioms was In senous 
financial hfficulty They had taken a loan itom a local bank for 
the~r da~ry operat~on Without packaging, the plant could only 
sell ~ t s  product ~n bulk to government ins~tutions-pnmanly 
hosp~tals and schools Due to budget problems, these 
organ~zations were not receiving money from the government and 
could only pay D~oms in Ivanovo Region Vouchers These 
vouchers could only be used to pay taxes, and D~oms could not 
recelve cash for the~r product They could not pay their milk 
supphers and they could not pay their loan 

Land O'Lakes volunteer, Bill Behrens, who worked with 
Dionis in 1996, provided technical assistance to the manager of 
the plant m business plan development to reorganize the work of 
the plant and renegot~ate the terms of the loan from the bank m 
Ivanovo With the help of Bill Behrens, Valentina Kravtsova-the 
manager of the plant-was able to get a low-interest loan from the 
Ivanovo branch of the State Fund for Support of Small and 
Med~urn Pnvate Enterpnses ($18,000) Ths  low-mterest loan 
practically saved the plant from clos~ng 

With th~s  new start, Dioms was able to attract investors to 
the~r business These Russian investors prov~ded a new 
packag~ng line Sour cream and quark are packaged into small 
plastic containers, and t h s  meant that the dairy could now sell 
the~r product to retad stores and receive cash The dairy is no 
longer in debt to its milk suppliers and can pay them on bme 

When the volunteer amved, the dairy plant, due to cash 
flow problems and the resulting problems w ~ t h  milk supphers, 
was processing almost no mlk Now the plant IS workmg two 
shfts at maximum capacity of 10 tons 

In May-June 1998, Dionis requested another 
Land O'Lakes volunteer John Parsons amved to provide tra~ning 
in yogurt product~on and provide recommendations concemmg 
the future development of the enterprise 

Working directly with the staff of the dairy plant, John 
Parsons provided hands-on demonstrat~ons and tramng to 5 
employees of the plant in yogurt production Test batches of 

4 Renegotiated loan terms, 
received new loan, saved 
business from bankruptcy 

4 Leveraged $50,000 
mvestment 

4 New packagmg line 
purchased 

4 Product~on increase 

4 Staff tramed m yogurt 
production 



DIONIS AGRIBUSINESS (contmued) 
Ivanovo oblast, RUSSIA 

different lunds of yogurt were produced at the plant with the 
assistance of the consultant John also provlded a book on cheese 
productlon, cultures for yogurt and other dairy products, dial 
thermometers, and pH paper slips 

After they had worked out the production of yogurt, they 
test-marketed it through the stores where Dionis products are 
usually sold The firm received additional advertising when the 
local TV station m v e d  at thelr plant and did a story on the work 
that John Parsons was dolng at the plant and the development of 
Yogurt 

Using the recoption the agnbusiness received through 
thls television exposure, an advertismg campaign was developed 
with posters of John Parsons trylng the yogurt These posters 
were hung up around the capital of the regon, Ivanovo Sales of 
Dionis products Increased markedly (15%) after t h s  interview 
was shown on TV T h s  amounted to additional sales worth 
almost 65,000 rubles in July, or almost $1 1,000 See the graph on 
the next page 

Together they worked out a business plan to start yogurt 
productlon at the plant John was able to provide concrete 
information about what equlpment they would need to expand 
their productlon into yogurt The volunteer also assisted the 
manager of the plant-Valentina Kravtsova-with the development 
of a busmess plan to expand the operations of Dioms apcultural 
firm 

Dionls took this business plant and applied for a loan from 
SBS-Agro Bank to purchase the needed equipment to begin 
yogurt production A month after the volunteer's departure, 
Dionls company received a $200,000 loan from SBS-Agro Bank 
at half the interest rate of the Central Bank of the Russian 
Federation 

The Dioms orgamzabon is an excellent example of the 
long-term approach Land 07Lakes has with its Russian partner 
organizations The goal is to assist agnbusinesses like Dioms 
through each stage of their development The next work with 
Dionls will be worlung with them and the area mdk producers 
which supply thelr plant 

Please refer to the schematic and graph on the following 
page 

J Marketing plan developed 

J 15% increased sales, $1 1,000 

Business plan developed 

J $200,000 in leveraged funding, 
loan for yogurt processing 
equlpment 
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FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes, Inc 

IMPACT 

HOUSE OF FLOWERS 
Oleg Yevgemevich Nllutln 
Vologda oblast, RUSSIA 
1 assignment, 1 volunteer 

The House of Flowers was onginally part of the greenhouse 
operations of a state f m  Oleg Yevgemevich Ndutm, together with 
other greenhouse personnel, pnvatized the greenhouse He also 
began a family company in partnership with the greenhouse to sell 
fresh cut flowers His wife, daughter, son and son-m-law are the 
backbone of the company, each of whom has an artistic background, 
important in flower arrangements Nihtin turned the greenhouse 
operations f?om a losing vegetable into a profitable flower operation 
while other greenhouses m the reglon went bankrupt 

Oleg Nikitin was not familiar with nursery operations and 
turned to Land O'Lakes for assistance John Gerten, owner and 
operator of a successfully family-owned greenhouse and garden 
center, provided technical ass~stance in December 1997 

The first recommendation they agreed to was to hire a young 
manager, nght out of the military, who is a "new Russian not spoiled 
by the old system " Basically, Gerten left a detailed list of 
management, marketing and techmcal recommendations that are 
bemg implemented one by one N~kitin said that Gerten 
c'revolutionized our way of th~nking " For example, by shfiing work 
schedules (cuttmg flowers every day, not just on weekdays), there 
was an imrnehate increase in production New flower vaneties, 
double plastic insulation (more effective and '/4 the cost of traditional 
glass), the addition of advertising, the addition of two new shops and 
other changes have increased sales fkom 40 million rubles in 1994 to 
6 billion rubles expected at the end of 1998 See graph on the thrd 
page of t h s  report Gerten's suggestions account for half, or 3 billion 
rubles of t h s  increase As of June with the exchange rate at 1 USD = 

6 00 rubles, that equaled US$500,000 

J Pnvatized greenhouse 

J Successful family 
business 

J New management 

J Reduced costs 

J Increased sales of 3 
billion rubles, or 
US$500,000 



HOUSE OF FLOWERS (contmued) 
Vologda oblast, RUSSIA 

The greenhouse manager has implemented 14 of the 35 
recommendations so far, including (1) measurement of 
potassium levels, (2) increased lighting for lilies, (3) better indoor 
varieties of roses and chrysanthemums, (4) increased temperature 
and more minerals for lilies and roses, (5) additional fertilizer on 
sunny days, (6) use of tomato plants to measure air quality, and 
(7) installation of back-up heaters if the boiler fails When asked 
what was the most important recommendation, he sald "It is a 
new attitude towards your job and work " 

J New technology 

The Vologda Administration has opened the former U S Embassy as a museum and invited the U S 
Ambassador to Russla, Ambassador James Collins (second from nght, above), to attend the opening In 
June 1998 In preparation for the tnp to Vologda, the Ambassador expressed a des~re to vlsit a slte of 
American actlvit~ties in the Vologda area, and USAID recommended vlslting a Farmer to Farmer partner 
of Land OILakes, The House of Flowers The Ambassador v~s~ted  the House of Flowers wth  the 
Consulate General from the U S Consulate in St Petersburg (Tom Lynch, left of the Ambassador) and 
John Thomas from USAID (second from left) The Ambassador spoke with Yelena Antyp~na (far nght) 
about the hstory of the busmess and the~r work w~th Land OILakes The work that the House of Flowers 
and the FTF volunteer had done together to improve local production at the~r greenhouse and to expand 
theu stores m Vologda and m the reglon were of particular mterest Yelena explained that their 
partnership wth Land O'Lakes is a key element in the cont~nued improvement and expansion of their 
busmess 



KHAROLSKY BAKERY ENTERPRISES (contmued) 
Ryazan oblast, RUSSIA 

Anatoly Kharolsky (second fiom left) and two of the women bakery workers proudly display 
their new "Amer~kansky" breads The man second fiom rlght is the interpreter for the FTF 
volunteer Arthur F~scher 

Bread Production Growth 



HOUSE OF FLOWERS (continued) 
Vologda oblast, RUSSIA 

Green- 
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Business revenues growth of House of 
Flowers 

Total projected Ll 

\ I As of June 1998 1 

extensive assstance was prowded In all 
aspects by FTF volunteer In 1997 



FARMER TO FARMER IN THE NIS 
RUSSIA IMPACT 
Land O'Lakes Inc. 

KALININGRAD INSTITUTE OF AGRIBUSINESS 
Kalmmgrad Oblast, UKRAINE 
2 assignment, 2 volunteers 

Agncultural educahon m the Soviet Umon was markedly different than the US system Conforrmng to 
the Soviet style of centralued management, educabonal needs were dlctated from the government 
through the educahonal msbtubons T h ~ s  meant that the orgamzabons mvolved m produchon had little 
mput as to what t r a m g  they received A system that reacted to the producers needs and provided 
them with the howledge they needed slrmlar to the US extension system did not exist In most cases, 
professors had little or no contact with the people and orgamzahons mvolved m produchon and 
processmg The trammg that was provlded through a system of retrammg msbtubons requrred that 
people leave thelr farms for several weeks to partxipate m obligatory trammg that the educational 
msbtubons, not the agnbusmess people, decided was necessary 

Wlth the fall of the Soviet Unlon, those mdividuals who left the government farm system and became 
prwate agnbusmess people fell outside the system and dld not even have the opbon of particlpatmg m 
trammg provided by agncultural mstituhons In addlhon, the agncultural educahon mshtubons did not 
have the howledge or expenence necessary to provlde trammg for the demands of the newly f o m g  
market economy and pnvate ownership 

The Kallrungrad Inshtute of Agribusmess 1s workmg to change thls Together w t h  Land 0 Lakes, 
Inc , they have leveraged fmancmg from the Eurasia Foundahon m order to provlde trammg courses to 
asslst the agnbusmess people m the Kalmmgrad region make the transition to a market economy 
They now are able to provide the trammg that the agnbusmess people need to work m the new market 
economy They are also a drivmg element m the reforms that the Kalmmgrad Oblast Admistration is 
workmg to conduct m agnculture 

In connecbon with this, Land O'Lakes, Inc provided two volunteers to work with the Kalmmgrad 
Inshtute of Agnbusmess Dale Dunwan and Thom Bellch 

In March 1998, Dale Dunwan worked on a project recommended by the head of the Oblast 
Department of Agriculture, Yuny Shalmov The purpose of hls work was to develop a program of 
reorganlzabon for the former government farms The round table discussions he facilitated between 
the different elements of the agnculture system-members of the former government farms, 
government officials, pnvate farmers, and mversity staff-provided the mterested parbes with a 
forum to voice therr views, hear new opmions, and compare t h~s  with the US expenence that Dale was 
able to share w~ th  them The volunteer worked w t h  two staff members of the Insbtute who took part 
m development of the sermnars and adaptahon of educabonal matenals that were later used at the 
sermnars The volunteer brought educabonal matenals (brochures, books and booklets) whlch he 
donated to the host organuabon In the course of h s  work, the volunteer visited an ex-collecbve farm 
which is on the verge of bankruptcy and is mcluded mto the program of reorgamzabon of Agn- 
mdustnal C o m t t e e  of the Kalmmgrad region The volunteer met w t h  the manager and the leadmg 
specialists of the farm and consulted them on different Issues concernmg farm reorganlzahon and farm 
management 

This work was done m conjunction wlth the Agrr-Industrial Umon of Kalmmgrad region The 
Kalmmgrad Inshtute of Agnbusmess was mvolved m the development of the Agn-Industnal Union of 
Kalmgrad  region and the work that Dale Dunivan did, through the reorganlzabon round table 
meetmgs and hls farm management tramng courses, was mstrumental m bnngmg the parhcipants of 
the union together to work on a common problem and affect agncultural policy m the area 



KALININGRAD INSTITUTE OF AGRIBUSINESS (Contmued) 
Kalmngrad Oblast, RUSSIA 

Thom Belich also worked with the Kalmgrad  Inshtute of Agnbusmess, providmg marketmg trammg 
Thom developed an educa'nonal program worlung dnectly with 3 staff members of the Ins'ntute, so that 
these staff members could contmue the Marketmg course and consequently it was added to the list of 
courses and sermnars after the technical assistance mtervenhon by the volunteer The volunteer 
conducted Introductory and Intermediate Marketmg Sermnar mth  three mfferent groups of people 
One group of 16 people was composed of agnbusmess people from Kalmgrad  region, the second 
group was composed of employees of Kallnmgrad region Tax Inspechon (12 people) and the t h d  one 
- of agncultural government officials who work at Kalmmgrad region Department of Agnculture and 
at the Agn-Industrial Comrmttee of Kallmngrad region (1 5 people) 7 k s  work went a long way to 
tramng the people m the Oblast government who are mvolved m unplementmg agncultural policy 

The work of the volunteer also mcluded prac'ncal classes for those who attended the sermnars on 
wntmg marketmg plans and executmg them Thom Belich was able to uhllzmg his expenence m 
mternahonal consultmg, usmg concrete examples of slmlar marketmg cases of Polish dauy 
cooperahves whlch related closely to the situa'non m Kalmgrad regron 

Leveragmg the new trammg that they developed m cooperahon with Land O'Lakes, Inc , the Inshtute 
was able to prove to the German government that they are a leader m providmg market-onented 
educabon m agriculture In recognibon of this, the German government donated a bus which has been 
turned mto a classroom on wheels It is equipped mth  computers and a v~deo as well as mth  a gas 
stove and a refngerator The bus comes equipped with a tent whch allows them to provide the group 
trammg vitally needed m the rural areas of the Kalrnlngrad Oblast Usmg the money they earned 
through thelr for fee courses, the msbtute was able to pay the registration fees and Russian duties on 
the bus (they paid roughly $4,000) 7 k s  new asset mcreases the ability of the Inshtute and 
subsequently of the Consultmg Center to provide higher level consultmg services to agnbusmess 
people m remote parts of the Oblast 

The work that the Land O'Lakes volunteers have done has been mcluded mto the msbtute's for-fee 
t r a m g  program Every year, about 30-35 people enroll m the Institute for-fee courses The charge is 
fiom $150 to $200 per six months m s  has provided the Institute with the resources necessary to keep 
it afloat 

Currently, the Mmistry of Agnculture is under senous fmancial constramts, as are all government 
organlzahons dependent on the Federal Budget The Kalmgrad Inshtute of agnbusmess has 
d e t e m e d  that through thelr expanded role m market econormc trammg, they will be able to survive 
on 20% of then- former budget fiom the Mlnlstry of Agnculture 

The graph on the next page illustrates the growmg mdependence of the Insbtute Given the budgetary 
problems the govemment is faced with, the amount of support the Insbtute receives from the 
government has been threatened In conjuncbon with Land 0 Lakes, Inc parkipahon, the Inshtute 
has been able to transihon from complete dependency on the government budget Funds from the 
Russian Government m11 only amount to 20% of the total budget for the Kalmgrad  Inshtute of 
Re t r amg  and Agnbusmess In cooperahon with Land O'Lakes, Inc volunteers and utilmng the 
$25,000 leveraged from the Eurasia Foundabon, the Insbtute has been able to cover 50% of theu 
budget m 1997, or roughly $58,000 In 1998 the figures will grow to 80% of theu budget, or roughly 
$92,000 for a total of $150,000 over h s  two-year penod 



The Kalirungrad Insutute of Retraiiung and Agnbustness, m cooperahon wth the Land O'Lakes, Inc 
Farmer to Farmer program, has been acqulnng new knowledge to pass on to the agnbuslness people 
of the Kalimngrad Regon and developmg new methods to reach thelr clients Ths has gone a long 
way toward malong them a susta~nable enterprise provllng needed support to the agnbuslness people 
of the Kalln~ngrad regon 

Kaliningrad Institute of 
Retraining and Agribusiness 

- Government 
contr~ but~on 

+Inst~tute 
Earn1 ngs 

- -- -- I Kallningrad Insbtute of Retmmng and Agn-Buaness I 

For-Fee S e ~ c e s  
Eurasta Foundabon Grant Agriculture and Market Economy 

$25 000 Educabon 
$67 000 

1 

Land 0 Lakes Inc Farmer-to-Farmer VoIunteers I 



FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes, Inc. 

IMPACT 

KHAROLSKY BAKERY ENTERPRISES 
Ryazan oblast, RUSSIA 
1 assignment, 1 volunteer 

The Kharolsky family was one of the many familles who departed Central 
Asia after the fall of the Soviet Union as attitudes toward the Russian population 
detenorated Anatoly and Alexandna packed up their belongings in 1991 and 
together with thew three daughters and two sons-in-law relocated to the Shilova 
Distnct of the Ryazan Region 

Anatoly worked in the management of a large bakery, and Alexandna 
worked as an economist in Kazakstan The family was able to piece together a 
bakery using equipment they gathered from Kazakstan and Russia It was soon 
discovered that compebtion in the local market was fierce A number of small 
bakenes competed for the customers in the regional center and even in the village 
where their bakery is located A strategy was put into place whereby thelr bread is 
sold in the surroundmg villages The Kharolskys purchased a truck and began to 
bnng bread to seven separate villages Of course, truckmg bread to the villages 
means addihonal transportahon costs The second part of the Kharolskys' plan was 
to reduce the cost of the ingredients of their bread 

When FTF volunteer Arthur Fischer mved, the Kharolsky Bakery was 
explonng expansion optlons They were thlnking that they needed an aggressive 
plan to stay compebbve A bakery had recently gone out of business and they were 
considenng purchasing the bankrupt business Thelr fear was that another bakery 
would purchase this facility before them and dnve them out of the market After 
discussing their opbons wth Arthur, they understood that they could avoid ths  
significant investment in another bakery, and corresponding nsk, by increasing the 
amount of bread that their enterpme could produce and improving its qual~ty 

The bakery had several problems wrth quality The recipes had not been 
standardized and the ingredients were not bemg accurately measured, creatlng 
vanable levels of quality The appearance of the bread was also suffering due to a 
lack of moisture in the ovens 

Arthur set up readily accessible bread reclpes for the staff He also tramed 
them m how to determme the quality of the flour they receive from the mill Damp 
cotton towels in the proofing processes for the bread significantly improved the 
appearance of the~r bread 

Amencansky Bread 
Arthur was able to provide them with information on ten new lunds of 

bread The most popular bread was a wh~te bread they began to produce whch the 
local population called "Amencansky Bread " See the p~cture on the t h ~ d  page of 
the story Ths bread, due to a more efficient raising process, reduced the amount 
of ingredients by 6 percent 

J New 
products 

J Reduced 
costs 



KHAROLSKY BAKERY ENTERPRISES (contmued) 
Ryazan oblast, RUSSIA 

In total, the bakery has added six new products to thelr product h e  
Dunng his work at the bakery, Arthur not only developed two new recipes a 

day, but also test marketed t h s  bread at the store and provlded fiee samples The 
bakery was able to get Instant feedback from thelr customers 
Arthur was able to slgnlficantly reduce the amount of time needed to prepare bread 
dough The bakery had been using a two-stage raising process for their dough, and 
by implementing a one-stage process that Arthur showed them they have cut their 
production time m half The volunteer aIso suggested that they add another shft to 
the bakery By doing this, the bakery was able to Increase its production by 120 
percent without additronal mvestrnent 

"The most ~mportant thrng for us was the increase in the quality and 
quantity of our product line We were able to increase our sales m spite of the 
competition this summer," Anatoly Kharolsky stated 

J More jobs 

J Increased 
production 

J Improved 
quallty 



FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes. Inc 

IMPACT 

MOSCOW AREA SHEEP ASSOCIATION (MASHA) 
Moscow oblast, RUSSIA 
5 assignments, 2 volunteers 

Peter Hagerty and Land O'Lakes began worlung together 
m Russia in 1995 through the Farmer to Farmer program Peter's 
experience in Russia, however, goes all the way back to 1985 At 
this hme he began a joint venture, Sovret-Amencan Woolens, 
which produced yarn and woolens from a blend of Arner~can and 
Soviet wools The busmess has evolved along with the changes 
takmg place tn Russra and with the collapse of the Soviet Umon 
became Peace Fleece 

The goal of this business is to support cooperation through 
trade between different groups of people, tradibonally in conflict, 
using agriculture as common ground Thrs goal made Peace 
Fleece and Land O'Lakes natural partners through the Farmer to 
Farmer program Over the course of our cooperation, Peace 
Fleece has provided 6 on-site workshops In addrtlon, Peace 
Fleece has also organized the participation of a total of 30 
Americans in these workshops 

When Land O'Lakes began cooperation through the 
Farmer to Farmer program wrth Peace Fleece, Peter provided 
tralnrng at the Sergeyev Posad Re-qualificatron Instrtubon to local 
sheep producers Thrs project was hrther developed through the 
cooperat~on of P~pestone College in Minnesota, whrch provrded 
their correspondence materials on sheep production These 
materials were translated and used in this trainmg The most 
active particrpants finished the Pipestone course and went on to 
form MASHA, the Moscow Area Sheep Assocration 

P~cture of MASHA member Lyudmlla Komeva dylng wool for Peace 
Fleece products 

J Pipestone College trarning 
course 

J Producers association formed 



MOSCOW AREA SHEEP ASSOCIATION (Contmued) 
Moscow oblast, RUSSIA 

This is a diverse group, composed of three separate famlly 
agr~busmesses The Kornyev family armed m the Moscow area 
as refbgees from Kazakhstan The Podstrelovs left their jobs in 
Moscow and moved out to their farm eight years ago Tamara 
Brusova, in her 60s, also left Moscow to begin a farm in the 
countryside What they have in common is a fierce commitment 
to make thelr agribusinesses successful 

This relationship has grown into a business partnership 
between Peace Fleece and MASHA Uslng wool from MASHA 
members, Peace Fleece direct markets their products through a 
mail order business In addition to the blended wool, the origmal 
Soviet Woolens sold, Peace Fleece also sells Russian felt baby 
boots and wool socks They have also launched an "adopt-a- 
lamb" program Participants "buy" a lamb on a MASHA 
member's farm They receive a plcture of their lamb, annual 
updates on the animal's progress and purchase items made from 
its wool 

The dornestrc wool market in Russia is dominated by 
monopollstic wool processing facilities offenng unprofitable 
prices to producers Through Peace Fleece, MASHA members 
have opened a new market for their farms Proceeds from these 
sales go into a bank account for MASHA members Wool, which 
had become a waste product for producers, is now bringing in 
essenbal inputs for their farms This money is used to purchase 
needed inputs medicine and animal management products, which 
Peter bnngs over during seml-annual visits to Russia 

The support and knowledge that Peace Fleece provides has 
enabled MASHA members to expand the~r farms Lamb mortality 
has dropped off from over 50% to almost zero and herd size has 
gone from 24 in 1995 to 100 m 1998 Refer to the chart at the end 
of this story 

J Joint venture 

J New markets 

J Resources reinvested in 
production 

J Decreased loss 

J Increased production 



MOSCOW AREA SHEEP ASSOCIATION (Continued) 
Moscow oblast, RUSSIA 

The end result of this has been that MASHA members are 
now in a perfect posihon to access the Moscow market With the 
devaluation of the ruble's buylng power, Imported lamb has 
become too expensive and the Russian market has begun buying 
locally MASHA members find themselves not only with an 
expanded market, but a market that is paylng around $1 00 per 
head for lamb carcasses 

Peace Fleece continues its active involvement in the 
development of MASHA On Peter's last tnp to Russia, he was 
accompanied by Anne Hayes and Joshua Themault Anne Hayes 
of New York Unwersity is makmg a film of the Peace Fleece - 
MASHA partnershp whch w~l l  be available tlvs spnng Joshua 
is working on the development of an exchange program for 
teenage Arnencans and Russians mvolved in apculture 

Peter will be returning in the spnng Among the Issues to 
be addressed dunng this tnp are a number of requests from other 
sheep producers to complete the Pipestone course and become 
MASHA members 

Peter says that essential to the sale of Peace Fleece 
products is the story of the Russian farmers who live the story 
every day To this end, Peace Fleece attaches wntten matenal 
about Land O'Lakes, MASHA and the Farmer to Farmer program 
on every one of the nearly 80 products it sells in its catalog to over 
8,000 annual customers For additional mformation and a list of 
products made from MASHA members7 wool, please vis~t the 
Peace Fleece Website at www ~eacefleece com 

Peace Fleece makes a considerable contribution to the 
Land O'Lakes Farmer to Farmer program In addition to h s  time, 
Peter provides h s  own international transportation and most of hi 
in-country expenses, with Land O'Lakes providing visa and in- 
country support We also work in close partnershp with Peace 
Fleece on another humanitanan project in the West Bank Land 
O'Lakes would like to take th s  opporturuty to thank Peter 
Hagerty for all the time and creative energy he has devoted to 
these programs 

Please refer to the d~agram and the chart on the follow~ng 
page 

4 Improved pnce 

4 Expanded market 



FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes, Inc 

IMPACT 

OADIM Agribusiness 
Valery Dlrnov 
Krasnodar oblast, RUSSIA 
1 assignment, 1 volunteer 

Land O'Lakes learned of the OADIM agnbusiness from its 
strategic partner in the reglon, the Educat~onal Business Center It was 
the first time of thls Russian host organization workmg with 
Land O'Lakes through the Farmer to Farmer program 

In 1993, Valeny Dimov began his agnbusiness m fish production 
He separated from the state farm where he worked as an engmeer As h ~ s  
share of the fam, he received 5 hectares of ponds The fish ponds had 
been abandoned for a number of years, wh~ch was why the state farm 
allowed h m  to receive them 

Wlthout a background in aquaculture, he began to ask advice 
from other state farms producmg fish in the area and from professors at 
the local university As it turned out, much of the advice they gave him 
mcreased his costs and decreased his production 

When Land O'Lakes Farmer to Farmer volunteer Craig Paulsen 
m v e d  in May 1998, OADIM agnbusiness had four ponds of vanous 
sizes, some land around the ponds, and also a building where Valery 
D~mov intended to install fish processing equipment There were 6 
employees working on the farm The average product~on per year was 35 
to 45 tons of fresh fish sold at the local market 

Craig provlded information on practically every aspect of fish 
production, from measuring and regulating water quality to modification 
of the pond system and canal construction 

The volunteer provided training and hands-on demonstrations 
usmg a borrowed l~ght microscope and haemocytometer to estimate 
phyto-plankton density as an inhcator of pond production potentla1 The 
measurements were correlated with a Secch Disk, which was later 
donated to the farm by the volunteer This prov~des OADIM 
agnbusiness w ~ t h  a s~mple and quick means of eshmatmg pond 
productivity on an ongoing basis Thls has helped Valery Dimov to 
adjust the amount of feed he uses for raising fish in every pond 

In fact, it helps hlm to use much less feed, 20%-25% less 
compared to last year's figures A meter was used to gauge the amount 
of feed The local professors had told h m  mcorrectly how to measure 
feed consumption, and he was polluting the water of his ponds by over 
feeding h s  fish 

J Reduced costs 



OADIM AGFUBUSINESS (continued) 
Krasnodar oblast, RUSSIA 

Craig also assisted Valery m the constructlon of a monltonng log 
form to record cntical water quality parameters necessary to track pond 
conditions T h s  data prov~des Valery with the information necessary for 
identlfymg and respondmg to unfavorable pond condit~ons quickly in 
order to w m m z e  losses to farm production 

Followmg these recommendat~ons and using the methods of pond 
conditions monltonng acquired from the consultant, Valery was able to 
increase h s  fish production by 10%-15% already m th~s  year using 20%- 
25% less feed than last year See graph on next page 

His fish harvest by h s  estlrnate will be over 50 tons of fresh fish 
(25 tons already sold by August 1998) Fresh fish is sold at the local 
market at 13-14 rubles (before the August cnsis pmes) per kllo The 50 
tons w ~ l l  sell for approxmately $100,000 Out of that sum, according to 
Valery Dimov's own words, $24,000 was made thanks to better use of 
the natural productivity of the ponds carrying out the recornmendatlons 
of the volunteer 

Some other recommendations of the volunteer take more time to 
mplement, but they are also being implemented by the host orgmzat~on 
Thus fol lomg the consultant's advice, Valery Dimov began the 
reconstruction of his pond and channel structure and also began the 
constructlon of a new fifth pond Ths  will both increase Valery's abillty 
to control the condit~ons of h s  ponds and fish populations in them and 
increase h s  farm's fish production capability 

One other recornmendatlon was to speed up the construction of 
the fish processing mim-plant Implementmg th s  recommendation, 
Valery Dimov has purchased processmg equipment and has constructed a 
refngerated storage for processed fish as part of the mmi-plant The 
mini-plant will start working t h s  October, when Valery is going to 
harvest the rest of this year's fish and process ~t to be sold at a higher 
pnce 

Whrle working with Valery and h s  farm, the volunteer gave an 
interview to the local newspaper (see art~cle attached) soliciting support 
for Valery's project and ralsmg public awareness of the Farmer To 
Farmer program After the volunteer's work with D~mov, several pnvate 
ind~vlduals living in the same town w ~ t h  h m  have expressed their des~re 
to invest in Valery's farm The agnbusmess has already received 
mvestrnent from the community amountmg to $30,000 

J Increased production 

J $24,000 mcreased profit 

J Value-added processing 
plant opened 

J Leveraged hnd~ng 
investment of $30,000 



OADIM AGRIBUSINESS (conttnued) 
Krasnodar oblast , RUSSIA 

OADIM A~ricultural Firm 

I Market I 

Increase of fish production efficiency of OADIM 

lO0/~-1S0/~ using thekatural productivity 
of the ponds as recommended by R-F 

volunteer 



OADIM AGRIBUSINESS (contmued) 
Krasnodar oblast, RUSSIA 

Item #I 
Krasnodar Krai, Stamtsa Severskaya 

Zory (Dawns) (local newspaper) 
4" of June, 1998 

Economics The Difficult Way of Reconstruction 

I got acquainted w t h  Valery Dimov about a year ago In the past, Valery worked as an engineer 
in the ex-collechve farm Za Mir Later he rented the ponds of this collectwe farm and started his own 
pnvate agnbusiness - OADIM -to grow, process and sell fish 

The largest problem that he encountered was the lack of operatrng capital Although many people 
of means showed interest toward Valery's business, no one was ready to lend him money I wrote about 
that penod of OADIM farm business history in the arhcle "The Poverty of the Rich " Then I organized a 
meetmg between Valery and Nelly Nikitina - the Director of the Business Center in Severskaya Nelly 
told Valery that she would probably try to arrange a visit of an Amencan specialist to Valery's farm 
When Valery learned that the consultant was not gorng to bnng any money wth  him to Invest in Russia, 
he was somewhat disappointed, but said to Nelly -"Let h m  come anyway " 

Recently I met Valery in Severskaya and he announced happily that the Amencan specialist had 
arnved I asked him at once ~f the consultant was usefbl "Very" - was the answer "He helped me to get 
a microscope to analyze the water zn my ponds," said Valery 

Craig Paulsen is an aquaculturalist from the USA He came to Valery's farm as a volunteer of the 
Amencan cooperahve - Land O'Lakes that is not only one of the largest producers of dalry products in 
the USA, but also an actwe parkipant of the mternational program of the Congress of the USA to 
support agnbusiness people in developing countnes Craig came together w t h  Land O'Lakes coordinator 
from Moscow - Arkady Zhdanov 

For over 27 years Craig has been travelling to different developing countnes to consult the 
beginning aquacultunsts there the Philippines, Malaysia, China, Egypt, Kuwait, Saudi Arabia and East 
European countnes Craig Paulsen is a very expenenced specialist in fish production In his opinion 
Valery's business plan is one of the best he had seen dunng I s  numerous travels Craig is sure that 
Valery can acheve great results as he is the lund of person who "can make things happen " 

Valery Dimov, in hls turn, is very much impressed w t h  Craig's level of experhse "I learned a lot 
from Craig," said Valery "He explained the importance of monltonng the quality of the water in the 
ponds every day and helped me to create a small lab at my farm Together w t h  Arkady Zhdanov and 
Craig we went to local schools loohng for the necessary tools I'm very grateful to Craig and to Arkady 
too for their help Craig also taught me the new modern methods of feeding the fingerlings, that helps to 
not waste too much feed which was also spoiling the quality of pond water, and shortens the growng 
penod of the fingerlings," said the farmer 

"Craig also taught me different methods of preventing the penetration of predators Into my 
production ponds, and also ways of avoiding pollut~on of the ponds I can not really menhon all the 
useful things I learned from Craig On the whole his visit was very useful for me," said Valery 

I was really pleased to hear that I was also glad to hear how Cralg pralsed Valery's diligence and 
hard work All this proves that all our efforts to help Valery were not wasted and also proves that money 
is not the only ingredient of success It is equally important to know as much as you can about your 
business and use every opportunity to learn more 

It turned out that Craig's wife knows Russian and Russian business people as frequent vmtors in 
their house Valery told me that he hopes to Invite Craig to come again to h s  farm with his wfe  



OADIM AGRIBUSINESS (contmued) 
Krasnodar oblast, RUSSIA 

Cralg on his part is sure that Valery wl l  be a successful busmessman 
The Amencans are trusting and optimistrc people They trust their laws, then- President, their 

Government They trust themselves too 
We are different we don't trust anybody even ourselves, but at the same time we let corrupt 

polibcians and simply crooks cheat us 
I wlsh that Valery succeeds in his work in the farm We realize that m Amenca fish farmers have 

computers that monltor the quality of pond water and many other things too, t h s  IS sometlung we can 
only dream of now, but Valery is not gomg to give up Meebng w~th  Craig boosted his opbmism 

One more idea was born whle Craig was workmg wth  Valery - to Introduce new fish specles 
say red fish Th~s  wl l  be the next step 

Item #2 
A Letter of Autxeciahon 

I would llke to express my grabtude for the bmely and very useful vlslt of the Amencan speclalist 
Craig Paulsen and your coordinator Arkady Zhdanov After then- vlsit the development of my 
agnbuslness went faster I'm finishng, as we have planned wlth Craig, the construction of the smoke 
house and a new pond (3 hectares) for fish producbon I'm sure I will finish t h s  work in the autumn 
Although I don't have enough financial resources of my own for the development and realization of all of 
my projects, still I look Into the future wlth more opbmism than before Craig's vlslt Especially because 
after the work of the Amencan specialist at my farm many people in our town are interested m investing 
money Into my enterpnse 

I thnk that I need some help wth  the quesbons of financial management and busmess plan 
development If you could send a specialist on financial management in the near future that would be a 
great help for me 

Nelly N~kitina and her Business Center who helped to organize Cra~g's vlsit continues to prov~de 
assistance to me and other agribusmess people of our distnct 

I wlsh our cooperation to continue If you don't forget about us we are ready to work together for 
the better future 

Respectfully yours, 

Valery Dimov 
Stanltsa Severskaya 
24 07 98 



FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes, Inc. 

IMPACT 

PAGAD AGRIBUSINESS 
Ryazan oblast, RUSSIA 
3 assignments, 2 volunteers 

Yury Pavlov started h s  farm m 1991 As a livestock 
speclalist, Yury planned the major operation on h s  farm. to be hog 
production Gram production was included to provide feed Yury 
counted on h s  hog operation to become the major source of mcome 
for his family In the b e g i m g ,  Yury sold all h s  produce to the local 
meat processing plant and h s  excess grain to the local flourmill This 
was the way most of the local collective farms, as well as newly 
organized pnvate farms, operated 

T h s  did not work out to be very profitable for the farm The 
profit margin for selling to the flourmill and the meat processing 
plant was not very hgh  Worst of all, these local monopolies had 
significant delays in payment These amounted at times to upwards 
of six months 

Very soon Yury noticed that his hog operation was losing 
money, whereas his grain production was just marginally profitable 
This situation, together with delayed payments fiom buyers, was not 
allowing the farm to develop and grow Scraping together barely 
enough money for the next harvest, Yury found it hard to keep h s  
machmes in good shape or to buy inputs Very soon this began to tell 
on production It became apparent that without bemg able to reinvest 
money in at least the upkeep of h s  equipment, he was headed toward 
a dead end and could lose h s  farm 

These unexpected dlfficulbes prompted Yury to apply for 
technical assistance from the Land O'Lakes Farmer to Farmer 
program Since 1994, Ywy has been an active participant of t h s  
program He traveled to the USA on the Reverse Farmer to Farmer 
program 

D e m s  Hamrnen, the first volunteer who worked w t h  Yury, 
came dunng th s  penod of financial difficulties for the farm Yury 
was ready to close h s  hog operation and concentrate on grain 
production The hog operation was brought to marginal profitability 
due to the techmcal assistance of the volunteer, and Yury's grain 
operahon has flomshed 

Having analyzed the situation, the voIunteer pointed out the 
need to get dlrect access to the market Ths  has proven to be a fact 
across Russia Only producers actively involved in marketing their 
produce are surviving 

After discussion with the volunteer, Yury decided to open a 
store He invested what little profit the farm had from ~ t s  grain 
production ~nto  the construction of a retail store by the hghway 
Yury's farm has a favorable location for a store on the Volgograd - 
Moscow highway 

J Retarl outlet established 



FAGAD AGRIBUSINESS (Continued) 
Ryazan oblast, RUSSIA 

The store allowed the Pagad agnbuslness to stop sellmg ~ t s  
wheat to the local flourmill With a retail outlet, Yury could recelve 
flour to trade for goods and these goods he could sell through the 
store By bartenng with the mill, the mill receives 30% of the wheat 
in payment and Yury recelves flour With the mill havmg a flour 
extract~on rate of 70%, the end result for Pagad agnbuslness IS that lt 
was able to Increase ~ t s  profit margln by over 100% through this 
barter operation 

Devoting more time to marketmg, Yury was able to find much 
better deals for his flour outslde Ryazan reglon Bartenng his wheat 
flour for tractor and automobile parts In Kazan, Yury sold them 
through his store An additional 20% mark-up was added to these 
goods, which Increased the profitability to over 120% as compared to 
grain production 

The retail outlet also brought in a steady supply of cash for the 
business This meant that Yury was able to buy new agricultural 
machmes a new combine and a new tractor, as well as the necessary 
fertlhzers and chemicals Thls enabled hlm to do two things Flrst, 
he was able to Increase h ~ s  wheat yleld, achieving 4 metnc tons per 
hectare This is almost 35% higher than the regonal average of 3 
tons 

Yury Pavlov reinvested hls profits in farm Implements, 
pictured below 

Bartenng flour = 100% 
increase m profit margin over 
grain sales 

120% profit margin In cash 

Profits reinvested In 
production 
Increased production 



PAGAD AGRIBUSINESS (Continued) 
Ryazan oblast, RUSSIA 

Second, he was able to rent more land Throughout Russia, 
there is a s~gn~ficant amount of fertile land lymg fallow because 
producers have cash flow problems and do not have strong enough 
markets to support thelr current production levels By solld~fying h ~ s  
market, Yury created a reason to increase the amount of land he 
plants Yury now owns 430 hectares and rents an addltlonal 100 
hectares Over 80% of thls land IS used for wheat production 

The next logcal step for the Pagad Agnbusiness was to open 
a bakery to process ~ t s  wheat flour Due to the absence of a credit 
system for agriculture in Russla, Yury has to depend on self 
financing For t h s  reason, he was only able to set up a bakery m 
1998--as soon as he had enough money to buy the necessary 
equipment Havlng no expenence In balung, Yury turned to 
Land 07Lakes for assistance 

The new bakery had difficulties mth the consistency of their 
bread quallty Some of the loaves would come out too dry and with 
cracked surfaces, others with under-baked centers Strong 
competition m the local bread market created additional difficulties 
for the new bakery There are 5 other bakenes worlung in the area 
All these factors forced Yury to pnce h s  bread 20% lower than h s  
competitors to be able to make sure that all of it is sold Operating in 
such a way, the bakery was able to stay open only because Yury was 
using h s  own flour The profitability of the bakery was dangerously 
low 

The Pagad agnbusiness was havlng growing pams Whde the 
staff did have pnor expenence working in a bakery, Yury had no 
pnor expenence managing a bakery It didn't take the volunteer long 
to realize that the bakery had management problems 

Changes were made in the bakery Samtation was very slack, 
and the volunteer warned that there was a slgmficant danger of a 
bactenal contamination getting a foothold in the bakery All the 
production orders and policies were put m wnting and the smtary 
rules stnctly observed Dmng production, recipes were not stnctly 
observed Now, recipes are all wntten down and tight control was 
put on the use of ingredients The volunteer was able to acheve 
considerable progress in the two weeks he spent with the host 
organlzatlon These measures made sure that h s  help wth  the 
techca l  issues would have a lasting effect 

With the assistance of the volunteer, the bakery was able to 
establish proper baking procedures and achieve a hgh  quality of all 
types of bread produced at Pagad Agnbusiness bakery, with a stable 
production level of 1,000 loaves of bread per day The compebtive 
quality of thelr bread enabled Yury to Increase the pnce by 20%, 
from 2 rubles per loaf to 2 4 Ths  increase In pnce bnngs Yury an 
addltional$500 Income per month 

J Increased land in production 

J New enterpnse opened 

J Improved quallty 

J 20% Increase in profits 



PAGAD AGRIBUSINESS (Contmued) 
Ryazan oblast, RUSSIA 

Havlng unproved the quality of h s  product, Yury took the 
first opportuIllty to gain some good publicity for h s  enterpnse 
%le the volunteer was still worlung with the Pagad Agnbusmess, 
the bakery took part in the local bakery fair, put on for the governor 
of the Ryazan region 

This is of particular importance because the governor of 
Ryazan IS a member of the communist party, and since he has taken 
office, family agriculture enterpnses have been under increased 
pressure in the region T h s  provided the Pagad Agnbusmess a 
chance to show what a farmly busmess can do 

The Pagad Agribusiness is an example of a family farm that 
over the past five years developed mto a vertically integrated 
enterpnse In so doing, the busmess was able to make itself 
profitable Before adopting the "closed system" model for his farm, 
Yury was making no profit and thus had no incentive to increase his 
production Now he is malung money off h s  grain production and he 
is reinvesting that money nght back into hls farm 

J Participated m a local fair 
attended by the regional 
governor 
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FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes. Inc. 

IMPACT 

SHANCHAK MEAT PROCESSING AGRIBUSINESS 
Chuvashia oblast, RUSSIA 
1 ass~gnrnent, 1 volunteer 

Gennady Illananov began pnvate farming in 1992 with a 
lwestock product~on operation He soon ran Into the common 
problem of delayed and delmquent payments fiom h s  buyers 
His solution to t h s  problem was to expand h s  busmess in 1993 to 
include a meat processmg facility He also set up two retail 
outlets in order to completely vertically mtegrate h s  farm and 
market h ~ s  processed meat d~rectly to the consumer 

Gennady shfted h s  operation away fiom product~on and 
began processing the lwestock of h s  neighbonng farmers And 
Gennady, unl~ke the other meat processmg plants in the area, pays 
cash for livestock T h s  prov~des a much needed stable market for 
the local livestock producers For many farmlies in the area, t h s  
is the only source of cash they have It also guarantees that 
Gennady has a stable supply of livestock 

Unfortunately, Gennady was new to meat processing and 
after struggling for a l~ttle over a year, he was forced to close shop 
in 1995 because he could not make enough money to pay for 
renting the fac~lity whch housed h s  processing eqmpment 
Judging that the rent was too hgh, Gennady set about bullding a 
processing facility to get around th s  problem 

It was not until February 1998 that he was able to 
complete construct~on of t h ~ s  budding He promptly returned to 
processing meat, but he was disappointed in the profit he was 
malung Even after the time and resources he had invested m 
order to reduce his overhead, he still was not satisfied with h s  
sales and profit margln With a capac~ty to process 500 lulograrns 
a day, the plant was only able to consistently sell 150 hlograms 
of product per day through its two stores 

After workmg with Farmer to Farmer volunteer Aubrey 
Hilyard, Gennady has been able to turn h s  business around T h s  
was accomplished through two approaches 

First, the plant personnel were trained in butchemg 
Traditionally in Russia meat is not separated out into different 
cuts of meat The carcass is cut up piece meal and all cuts are just 
as likely to be processed into sausage as they are to be sold as 
ii-esh meat Aubrey showed them the d~fferent cuts of meat and 
how to div~de up the carcass to maxlrnlze their profit 

Second, Aubrey trained the agnbusmess's retail outlets 
how to market their meat In contrast to the way product was 
presented before, piled in a heap, Aubrey showed the staff how to 
lay the cuts out m a more ordered manner that is attractwe to the 

Tramed processing plant and 
store staff in preparation and 
presentation of product 



SHANCHAK MEAT PROCESSING (Continued) 
Chuvasha oblast, RUSSIA 

eye He also educated the staff on the difference between the cuts 
so that they could explain them to thelr customers 

Four new recipes were developed dwng Aubrey's work at 
the plant Perhaps even more sigmficant than these new sausages 
are the marketmg techmques that the staff were tramed in By 
explamng what their new products were and giving free samples, 
the stores were able to both allow potential customers the chance 
to try their product and receive feedback from consumers on what 
they want 

Gennady explained, "Under the Soviet system deficits 
were the rule and our approach to sales was that if I can produce 
~ t ,  it will be purchased I had always seen a retail outlet as being 
the key to our meat processing plant succeeding What Aubrey 
showed me was that I had to do more than just own a store I had 
to prove to my customers that my product was worth buying " 

The results of the changes made to their fresh and 
processed meat retail outlets have been astoundmg As of October 
1998, the stores have been able to increase their per lulogram 
pnce on meat fi-om an average of 18 rubles to 35 rubles Thls 
amounts to an increase of over $1 per lulogram, an increase of 
over 50% Most importantly, t h s  was accomplished wlthout any 
additional expenses 

Aubrey also provided assistance m the management of the 
plant After examining their operation from start to h s h  he was 
able to provide recommendations on each aspect of their busmess, 
from slaughter to samtation, standardization of recipes, managmg 
inventones, and equipment care and maintenance The result has 
been to maximize the facilities capacity It has also improved the 
quality and appearance of their product 

These together have combined to bnng about an increase 
in sales for the business Gennady stated, "One of the goals I 
developed working with Aubrey was to increase our sales 
annually by 20% We have already increased our sales volume in 
only 3 months by over 300% " 

Aubrey also worked out a development strategy for the 
expansion of the business Gennady says he is devotlng h s  new 
profits to purchasing the equipment detailed in h s  plan T h s  will 
double the capacity of then- processing plant 

Gennady's long term goal is to restart h s  livestock 
operation "I onginally started my own business because I wanted 
to raise livestock I wanted the independence of o m n g  my own 
business, but I also wanted to be m produchon I have had to 
expand my operation to keep it alive, but my long term goal is to 
have a successful livestock farm as part of my operation " 

J New product developed 

J 50% increase in retail profits with 
no additional expenses 

Increased production 
J Increased quality 

J 333% increase in sales 
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FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes, Inc. 

IMPACT 

'SOYUZ' CREDIT COOPERATIVE 
Chuvasha, RUSSIA 
2 ass~gnments, 2 volunteers 

Chuvashia is a small, e h c a l l y  diverse, autonomous republic about 500 kilometers 
east of Moscow Traditionally, agncultwe plays an important role here in this densely 
populated region Chuvasha is known for its h~gh-quality potatoes, hemp, hops, and beer 
The young and progressive president of Chuvash Repubhc, Mr Fyodorov, and his team did a 
lot to open the republic to new ~deas and to make it attractive to investors They act~vely seek 
ways of facilitat~ng the development of small and medium pnvate enterpnses and jomt 
ventures in Chuvash Republic 

The work of the Chuvasha Small Enterpnse Development Fund is completely and 
solely devoted to the support of small pnvate business that began to appear after perestoyka 
Such Funds were created throughout the country following the model set by the federal 
government The work of these Funds in different regions vanes greatly Many of these 
Funds tend to work with speclfic individuals earmarked by the adrninistrat~on in power The 
Fund In Ryazan regon, for instance, doesn't work with farmers at all The one in Ivanovo 
does provlde loans to farmers, but still gives preference to other clients There is a long 
standing (dating back to socialist tunes) belief in Russ~a that agriculture is not a good 
investment T h s  belief was shaken by what Vladimlr Krasnov d ~ d  in Chuvasha 

Vladimir Krasnov, the General Director of the Chuvashia Small Enterpnse 
Development Fund, is not the lund of person to lead the quiet life of a government employee 
His goal has always been to find new ways to support the economlc reform in the Chuvashia 
Republic and assist the growth of the pnvate sector in his republic 

Last year while meeting w~ th  some of h ~ s  colleagues In Moscow, Valdim~r learned 
about credit cooperatives that started to appear in different reglons of Russia He vis~ted one 
such cooperat~ve in Smolensk The conclus~on that he came to after the visit was that this 
was exactly what they needed in Chuvashia The idea was to give access to the resources of 
the Fund to small businesses and startlng businesses Among these small businesses were 
pnvate farms and other kmds of family enterpnses that are too small for the Chuvashia Small 
Enterpnse Development Fund to work with 

Having very little expenence in cooperative development, Vladimir Krasnov applied 
for assistance ii-om Land O'Lakes through the Farmer to Farmer program At the same time 
he and the ~nitiatwe group that he orgamzed continued to prepare the documents to register 
their credit coop The gaps in Russ~an corresponding legslature made the job of gett~ng 
Vladimir's coop officially registered next to impossible Finally Vladim~r was able to 
register it m Komsomolsk, one of smaller towns m Chuvashia where the local mayor 
supported his ideas 

They named their credit coop "Soyuz" (Umon) The registrahon took place in 
October 1998, but the operations started only in the second half of January 1999 There were 
36 members (none of them farmers) m their coop ~mtially and ~ u s t  10,000 rubles capital in 
members' shares The government of Chuvashia perceived the cooperative as Vladimir 
Krasnov's whmsical toy and did not take it seriously T h s  indifferent attitude to the 
cooperat~ve could easily change to a negatwe one and considerably slow down its 
development In Chuvashia, as elsewhere in Russia for that matter, the bureaucratic machine 



'SOYUZ' CREDIT COOPERATIVE (Contmued) 
Chuvashia, RUSSIA 

of local government can slow any new development to a complete 
halt That is why the benevolent attention of the adrmmstration was 
of great importance for Vladimlr Krasnov and h s  partners The visit 
of forelgn consultants helped hun to acheve th s  

When Land O'Lakes volunteers armed m February 1999, the 
credit cooperatlve was m the process of draftmg contracts for the first 
two loans to its members Both Joyce Hams and Marty Rmgharn 
actively participated in the establishment of the first credlt 
cooperative in Chuvasha They also took part m the promotional 
campalgn for credlt cooperatives in local mass media There were 
meetlngs with the Minister of Economics of Chuvasha and with the 
heads of admirustration of two districts of the Republic where 
Vladimlr Krasnov plans to open branches of h s  coop At these 
meetings the strategy of the development of credit cooperatlves 
infrastructure m Chuvashla was discussed as well as the involvement 
of the government in this process It was stressed at these meetings 
that the credit cooperatives work for the good of the republic on the 
whole and so deserve the support of the government Several articles 
were published covenng the work of the Amencan consultants All 
of the articles were very pro credlt cooperative in nature Two radio 
and one local television programs about the credit cooperative were 
released after the consultants' departure 

The excitement the Arnencan specialists to Chuvashia vlsit 
had stirred helped in drawing attention to Vladim~r Krasnov's credit 
coop and resulted In new members joimng the coop In the three 
months that followed, the membershp of "Soyuz" has more than 
doubled Now they have 78 members and 11 of them are pnvate 
farmers The capltal in members' shares has grown fiom 10,000 
rubles to 241,000 or 2,400% See the last page of t h s  story for a 
graph showmg the growth in capltal 

The most productive work occurred with the credit 
cooperatlve's employees Both consultants shared their professional 
expenence on managing the everyday operations of cooperatives and 
credit umons in the USA wlth the staff of "Soyuz" credit coop 

Vladlmir and h s  employees managed to make ample use of 
the consultants' knowledge and deslre to help According to 
Vladlmlr, especially useful were consulta~ons and samples of 
documents regarding work with loan applications Borrowing the 
busmess expenence of their Amencan colleagues, the loan officers of 
the "Soyuz" credit coop were able to accelerate thelr work They 
were saved the trouble of "reinventmg the wheel" and developing the 
forms for their clients and files formats for their records 

Important changes were Introduced into the credit uruon's 
policies and procedures governing the work of credit officers with 
loan holders and applicants As a result of the implemented 

Lobbied and received local 
government support 

Membership of the credit 
coop more than doubled 

2400% increase of the 
capital of the cooperative 
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recommendations of the volunteers, the number of loans grew from 1 
to 47 for the sum of nearly 900,000 rubles Seven loans for the sum 
of 368,500 ($15,450) went to pnvate farmers 

With the borrowed funds the farmers were able to purchase 
badly needed inputs fuel, seed and fertilizers when ~t was most 
necessary T h s  way the farmers - members of the credit coop - were 
able to prepare for the planting season and complete all the farrnmg 
operations in the fields in good time T h s  in its turn ensured good 
harvest in the fall when they will be paying the loans back Some of 
the farmers are interested in borrowing money for longer penods of 
time to purchase trucks or tractors, for example 

In order to satisfjr the financial needs of its members, the 
credit cooperative borrowed money fiom the Chuvasha Small 
Enterpnse Development Fund Ths  revitalized the work of the 
Chuvashia Small Enterpnse Development Fund after the financial 
cnsis last August Dunng that cnsis most banks and other financial 
orgamza~ons went bankrupt The Chuvashia Small Enterpnse 
Development Fund also began to expenence difficulties m its work, 
as many of its clients went bankrupt too Through the creation of the 
credit coop, Vladimir Krasnov increased the clientele of the Fund and 
created what he himself called an incubator for its hture cl~ents The 
establishment of the credit coop proved to be beneficial not only for 
the farmers and other small businesses in Chuvasha, but for the Fund 
itself as well 

A lot of time was spent by the volunteers explamg the 
methods of how to evaluate nsk and work with bad loans Using 
their expenence, the management of the credit cooperative has 
developed a very flexible approach to cases when borrowers cannot 
pay on time They separate the cases when the prospects of getting 
the money back are good from those that are considered hopeless and 
use different procedures for them Currently they have 85% of the 
loans paid back on time and almost 15% after prolongation of the 
loan agreement Only one case went to the Court of Justice so far and 
the credit coop won, getting its money back m the end T h s  is an 
exceptionally good result for Russia at any time, but especially d u n g  
the financial cnsis penod In this country, where the government 
suspended paying its own debts, bad loans are in most cases simply 
wntten off The work of t h s  credit cooperat~ve set a new precedent 
of legal collection of 100% of its loans 

The Land O'Lakes volunteers not only worked with the credit 
cooperative's staff to develop the policies and procedures necessary 
for a successfid financial enterpnse, they also assisted the 
cooperatwe's parent organization, the Chuvasha Small Enterpnse 
Development Fund, in lobbylng the Chuvasha Republlc government 
for positive new legslation to assist the development of agricultural 
credit cooperatives 

4 46 new loans given 

1 1 loans to pnvate farmers 
to purchase inputs 

4 $29,000 low-interest loan 
received by the coop fiom 
Chuvashia Small Enterpnse 
Development Fund 

J 100% loan repayment 

J Chuvashia Law on Credit 
Cooperatives drafted 



'SOYUZ' CREDIT COOPERATIVE (Continued) 
Chuvasha, RUSSIA 

Land O'Lakes put Mr Krasnov in contact with the USAID PRARI 
program Worlung together wlth a Russian credit m o n  consultant 
provlded by PRARI, Vladlrmr Krasnov headed a group worlung on 
the Chuvash Republic Credlt Cooperative Law The law IS currently 
under consideration by the Chuvasha Republlc Parliament T h s  law 
will, in the absence of federal laws govemng credlt cooperative, 
allow the local Chuvasha government to regulate the work of credit 
cooperatlves In the Chuvashia Republic Vladimir IS c o m t t e d  to 
openlng new branches of the "Soyuz" credlt coop in other parts of 
Chuvashia The first two branches of the credlt coop wlll be opened 
by the end of h s  year 

The volunteers also rewewed Vladlmr Krasnov's applications 
to the Eurasia Foundation for grants to support the orgamzation of the 
credit cooperative branches and launchng of the leasmg program of 
the Fund The grants w l l  help the cooperative cover the start-up 
costs associated with expandmg their servlces The grant proposals 
have been submitted after the volunteers' departure and are being 
reviewed by the Eurasia Foundation Judging by the reaction of the 
Foundation's management, Vladlmir is confident In h s  chances to 
receive at least one grant t h s  fall 

The cruclal element of the volunteers' assignment turned out 
to be the explanation to the credit cooperative staff and membershp 
of how to success~lly market the credit m o n  phlosophy The credlt 
w o n  can survive only if it attracts savings deposits, whch in turn are 
loaned to its members W i m g  the confidence of pnvate depositors 
seemed to be a next-to-~mpossible task m the country where people 
have been constantly cheated by different financial pyramids 

The successful work of the credlt coop "Soyuz" in the first SIX 

months of its existence, however, brought the savings accounts of 
nearly all ~ t s  members into the coop They trust their coop much 
more than any bank now Many non-members especially retired 
people, are eager to deposit money in the credit cooperative as well 
The policles for worlung with non-members' money is being 
developed by the cooperative's management now 

Vladimir Krasnov is much more confident of the successful 
future work of the credlt cooperative than he was a few months ago 
"True, we still have many difficulties m our work, but with the 
support of the community we will preval," he sald 

On the next page is a graph showng the tremendous growth 
in capltal of the "Soyuz" credlt cooperative 

J Two new branches of the 
credlt coop due to open this 
fall 
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FARMER TO FARMER IN THE NIS 
RUSSIA 
Land O'Lakes, Inc. 

IMPACT 

VERKHOVAZKSK MILLSTONES COOPERATIVE 
Vologda oblast, RUSSIA 
1 assignment, 1 volunteer 

North of Vologda in a small logglng town, seven farmers 
have been struggling to make their farms profitable The farms, 
owned by three brothers and four fhends, produce rye and feed 
grains They soon discovered that it was not posslble to receive 
cash for then- grain When they learned that they could receive 
eggs in barter for their feed grams fiom a state poultry plant, they 
opened two stores and started to sell the eggs there 

In thelr search for a market for their rye, the farmers 
worked out a system by whch they trade 30% of their rye and 
recelve the remaimg 70% back m flour Ths  flour they began to 
sell in the~r store Without packaging for the bulk flour, sales 
were slow and this led them to add two bakenes to thelr operation 
to bake the flour into bread, and they sell k s  bread at the~r store 

The next step was a flow mill and they turned to 
Land O'Lakes for techmcal assistance Farmer to Farmer 
volunteer, Glenn Babcock, met with the members and worked 
with them on the pnnciples of cooperative management and 
operations, new planting technologies, and helped prepare a 
business plan 

The cooperative used their business plan to get a $50,000 
loan from the Russ~an Farmers' Foundation to acqulre a flour 
mill The cooperative bought a building and renovated it for the 
mill that just began operations The mill has a capac~ty of 500 
kilograms of wheat flow per hour Then- rye runs slightly slower 
at 360 lulograms of rye flour per hour 

In this lumber town in the north of the Vologda region, the 
new mill is especially significant Not only is the flour mill 
prowding jobs in t h s  area, but because of then- vertical 
integration, the cooperative can provide a lower-pnced staple for 
the comrnumty 

The cooperative produces on average 800 tons of rye a 
year, which w~l l  account for 70% of the flour m1117s volume The 
remaining capacity of 350 tons will be filled by the other area 
producers At the market pnce of 0 80 rubles per kdogram, they 
would receive 560,000 rubles, or $93,000 for the rye production 
of all 7 farms With the mill, they will receive 600 tons of flour 

J Barter system 

J Cooperative formed 

J $50,000 flour mill 

J New jobs created 



VERKHOVAZKSK MILLSTONES CO-OP (contmued) 
Vologda oblast, RUSSIA 

(200 tons of by-product is not to be used as flour, but makes 
excellent chcken feed and will go Into their barter arrangement 
wlth the poultry plant) The cooperative now mll also avoid the 
problems they had when they were milling thelr grain at the local 
flow mill, experienced delayed payments, and had no control of 
flow quality The varying quallty of the flour they were receivmg 
was espec~ally a problem for then- bakenes 

This year the cooperative will save the 30% of thelr 
harvest that they were payng the local flow null That amounts 
to an additional 240 tons of gram At a return rate of 75%, they 
will recelve an add~tional 180 tons of flour, w h ~ h  at the market 
pnce of 1 70 rubles per kilogram, amounts to additional income 
for the cooperative of 306,000 rubles, or $51,000 To th s  they 
add at least a 30% barter fee for milllng 350 tons of other area 
producers' grain In add~tion, they have income from the by- 
product for eggs barter arrangement to cover expenses The end 
result is that the cooperative will be able to pay off their loan in 
one year's time 

Please refer to the schematic and graph on the followmg 
page 

J Add~tional income $5 1,000 



VERKHOVAZKSK MILLSTONES CO-OP (contmued) 
Vologda oblast, RUSSIA 
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UKRAINE IMPACT STORIES 
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FARMER TO FARMER IN THE NIS 
UKRAINE 
Land OSLakes, Inc 

IMPACT 

HORACHEK AGRIBUSINESS 
Myroslav Horachek 
L'vivs'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

Horachek Farm is a small pnvate farm and retail store In 
the Zhydachv distnct of Lvivska oblast The store was founded 
In 1988 when Myroslav Horachek received a government grant 
for cooperative development In the early 1990s Horachek 
pnvatized the store and expanded h s  operations by establishng a 
farm on the land parcel of 15 hectares that he had been granted by 
the state At present, he has 36 hectares of land and is engaged in 
grain, vegetable, dairy and pork productlon Much of the farm's 
produce, including all of ~ t s  m~lk, is sold in the store In early 
1997, because of the local commun~ty's excess demand for milk, 
Mr Horachek decided that he wanted to Investigate ways of 
Increasing h s  own milk production, as well as the slze of h ~ s  
herd Because Mr Horachek had been Involved pnmanly in trade 
pnor to recelvlng his land share, he had received no formal 
traning in agriculture Therefore, he expressed great interest in 
receiving consulting servlces from a specialist through the Farmer 
to Farmer Program 

In September of 1997, a FTF volunteer visited Horachek 
Farm in order to help increase milk production per cow and to 
investigate the most effective means of rncreasmg the herd to 
twenty head Over the course of the week he spent at the farm, 
volunteer Lee Stadnyk worked closely w~ th  the hosts in order to 
balance several different summer and winter rations utilizing 
ingredients readily available on the farm The host hmself noted 
that pnor to the assignment he had known almost nothmg about 
anlmal nuintion However, by worlung with the farm's 
management and employees to improve rations and other feeding 
practices, the FTF volunteer helped to educate them about the 
specifics of dairy nutntion As a result of t h s  new information 
and the rations provided by the volunteer, mllk productlon 
Increased by 15% In addition, the specialist recommended that 
the farm dig a well in order to facil~tate an Increase m the 
availab~lity of dnnkmg water for the herd 

Dmng the assignment, the volunteer also developed three 
different strategies by which the farm could expand ~ t s  herd to 
twenty head, and outlined the benefits and disadvantages of each 
optlon Mr Horachek utllized t h s  information to come to the 
decision to purchase young 3- to 4-month-old calves In addition, 
the specialist recommended that Horachek expand the dairy 
products it offers in order to market its increases in production 

Retail store founded in 
1988, farm founded on 15 
hectares three years later 

Land expanded to 36 
hectares two years later 

FTF volunteer in dairy 
management works to 
develop strategy to increase 
herd size 

Rations improved with 
volunteer assistance 

Milk production increased 
by 15% thanks to volunteer 
recomrnendatlons 



HORACHEK AGRIBUSINESS (Contmued) 
L'vivs'ka oblast, UKRAINE 

The host recently took the first step m th~s  direction by purchasing 
a separator m order to sell cream m addition to milk 

In h s  final report on t h s  assignment, the FTF specialist, 
who had previously spent several years in the NIS on vanous 
assignments, called Horachek Farm "probably the best pnvate 
family farm I have ever seen either in Ukrame or in Russia " In 
accordance wlth t h s  assessment, Horachek continues to expand 
In addifion to the improvements noted above, last year the farm 
rented an additional 60 hectares in order to increase grain and 
vegetable production, and will lease another 25 hectares by the 
end of 1999 

Its hog-ralsmg operations will be expanded as well After 
the Land OYLakes-organized study trip to Pol~sh hog farmers, 
Horachek and two of h s  other fellow fanners decided to form a 
procurement/market~ng cooperative with a special focus on plg 
product~on Roy Chapin, FTF volunteer in an~mal production, has 
also given Myroslav specific recornrnendat~ons on how he could 
make traditionally protein-defic~ent feed more nutnbous by better 
balancing it and adding a small amount of canola meal D u n g  a 
short farm vislt t h s  summer, Roy also emphasized the ~mportance 
of cooperation with other farmers in the area m order to reduce the 
cost of mputs and better market then produce - a subject area that 
Mr Chapin is familiar with from h s  long-term work on the 
USDA Cooperative Development Project m Ukraine in 1997 In 
addifion, Land O'Lakes has recommended Horachek to Southern 
States Cooperative, whch w ~ l l  make him and his partners a 
component of their upcoming cooperative development and feed 
~mprovement project Therefore, Myroslav wlll not only be 
assisted m finalizing the registration of the cooperative, but w l l  
also obtam adltional specific t echca l  expertise m grain 
processmg and gain access to Amencan feed rmll~ng equipment 

On the following page is a schemahc of the 
Horacheck agribusmess's farm-to-market system 

Separator purchased in 1998 and 
cream now sold separately for a 
premium 

Volunteer rates farm the best 
he's ever seen in Russ~a or 
Ukrame 

Add~tional 85 hectares bemg 
cultivated by 1999 

Participates m LOL-sponsored 
swine study tnp to Poland 

Volunteer in swine nutntion 
helps Horachek improve hog 
rations 

Farmer now in first stages of 
developing cooperatwe 
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FARMER TO FARMER IN TRE NIS 
UKRAINE 
Land OSLakes, Inc. 

IMPACT 

KOLO AGRIBUSINESS 
Lvws'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

Judging by the explosion of interest in rapeseed among 
farmers in Ukraine today, one might be swpnsed to learn that this 
was western Ukrame's number one crop pnor to 1930 
Introduced with great success from Germany a century before, by 
the 1950s rapeseed produchon had been entirely eliminated and 
replaced w ~ t h  sunflower cultivation Following the collapse of 
the Sowet Unlon, however, Ukraine's fledgling pnvate farmers 
began seelung crops that would provide them with higher returns 
than traditional oil and gram crops In rapeseed, some farmers 
believed they had found just that a lucrative cash crop with 
potential for both domestic sales and export 

Oksana Tomas is one such fanner For the past two years, 
she and her partner Petro Lupyvovk have grown large quantities 
of rapeseed on Kolo Farm, then- operat~on in Lv~v oblast, and 
have marketed it successfully not only domestically, but to buyers 
in Poland as well Because buyers of rapeseed generally deal 
only in large volumes, and also smce her operation's drying 
equipment had sipficant under-ut~hzed capacity, Oksana felt 
that by joining together w ~ t h  other producers she could mprove 
her operation's profitability and increase ~ t s  leverage with 
processors and other buyers Joint work with Land O'Lakes and 
Farmer to Farmer volunteer Roy Chapln has helped make t h s  
idea a reality 

Having recogmzed in its Ukra~nian partners a strong 
interest ~n rapeseed, last fall Land O'Lakes, together with Chapm, 
launched a project to bnng producers, processors, input suppliers, 
cred~tors and buyers together to share technical expertise and 
market research at an interactwe seminar held in Lwv Only two 
months later, t h~s  activity produced some extremely posit~ve 
results 

Of 25 farmers that attended the January seminar, over half 
have already decided to start growing rape A number of them, 
including Bohdan Malashivsky of Mostyska, Lvivska oblast, have 
convinced others to go into rape production as well (see enclosed 
impact report on Malashvsky for more inforrnat~on) Because 
this is a new crop for many, cooperation with Land O'Lakes and 
expenenced growers w ~ l l  be especially important for them t h s  
year Each of seven small producers w~l l  produce rape 
independently this year The total amount of land they plant with 
spnng and winter rape will exceed 70 hectares and should bnng 
in at least 105 tons of rapeseed, which is worth at least $17,850 

Rapeseed, though Ukraine's 
number one crop pnor to 
1930, was eliminated by 
1950 

Once agam rape now seen 
as crop with huge domest~c 
and export potential 

FTF volunteer assistance 
helped bnng potential 
producers and processors 
together 

Seminar held in Lvw in 
January 

Over half of 25 participants 
decide to begin producing 
rapeseed 

FTF Partners w~l l  receive up 
to $1 7,850 in revenue from 
newly introduced rapeseed 
production 



KOLO AGRIBUSINESS (Contmued) 
Lvivs'ka oblast, UKRAINE 

Since most of these seven farmers have relatively small 
operations, this revenue will have a sign~ficant impact on their 
cash flow 

Even more dramatic results have been acheved by five 
farmers that decided to work together afier orgamzmg a meeting 
in February to follow up on the initial gathenng in Lviv Kolo 
and four other participants used t h s  opportuIllty to explore the 
potential for working together to ensure rapeseed volumes and 
share resources After this second meetmg, the group decided to 
form a partnershp, and agreements were signed to purchase 
excess rapeseed and rent machmery fiom Kolo As a result, 3 
farmers purchased 2 tons of seeds and will plant over 250 hectares 
(in addition to Kolo's 300 hectares) These seeds are five times 
cheaper than the ones sold locally by Gaben, a foreign seed 
distributor And through t h s  sale Kolo Farm made over $1300 - 
money that is helplng to fimsh construct~on of a new swine 
production facil~ty Just as important, the cult~vation of canola, 
one of the types of rape that the farmers will be growmg, w11 
provide Kolo and other local farms with canola meal - an 
excellent protein source m feed for dairy and livestock product~on 

Finally, Land O'Lakes has worked with a local NGO, the 
Agency of Agnbusiness and Marketing Development (AAMD), to 
explore potential avenues of cooperation between rapeseed 
growers and the Stnyshy Vegetable Marketing Cooperat~ve As a 
result of this effort, the cooperative will expand ~ t s  activities to 
Include rape this year The co-op has already come to an 
agreement with a local trade house that will provide cooperatwe 
members with mputs on a trade-credit basis and guarantee a 
rapeseed purchase pnce of $170 per ton For the five farmers that 
have joined the cooperative, this not only guarantees them a 
market for their production, but will guarantee them a m i m u m  
of $68,000 for the 400 tons of rapeseed they expect to produce as 
well 

Refer to the next two pages for a structural layout of the 
Stnysky Cooperative of Rapeseed Growers 

Thanks to volunteer 
recommendation, Kolo Farm 
forms partnershp w ~ t h  four other 
f m s  

FTF assistance leads to $5200 
savings in seed purchase and 
leads to $1300 in addit~onal 
revenue for Kolo Farm 

Five FTF Partners join Stny 
Cooperative and expand its 
activities to rapeseed marketing 

Co-op's sales agreement will pay 
members $170/ton for rapeseed, 
guaranteeing a mimmum of 
$68,000 m revenue 



KOLO AGRIBUSINESS (Continued) 
Lvivs'ka oblast, UKRAINE 

STRIYSKY COOPERATIVE OF RAPESEED GROWERS 
Structure Layout 
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FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes Inc IMPACT 

LESHKO BAKERY 
Y m  Leshko 
Zakarpatska Oblast, UKRAINE 
1 assignment, 1 volunteer 

Leshko Bakery is a good example of the great impact that a small group can have when it 
bands together for the sake of the ent~re cornrnun~ty One of the most valuable things that the 
Sov~et Union depnved its citizens of was a sense of mutual trust, and t h ~ s  has resulted m the 
w~despread reluctance of many businesspeople dunng this transition penod to share resources 
and to focus on anyth~ng other than short-term personal gain The close relationsh~p between the 
Baptist Church and the Leshko Bakery, however, provides a model for how this trust can be 
restored In a small community and used for the common good 

Leshko Bakery IS a bakery and retail operation that produces and sells bread, baked 
goods, and pasta in the southwestern Ukrainian town of Vekyk~ Luchky Its close ties with the 
local Bapt~st cornmun~ty go back to its very founding six years ago When a Baptist group 
offered the community two used balung ovens in 1992, Y m  Leshko stepped forward and built a 
large facility and obtained the necessary remaining equipment to open the bakery This new 
busmess provides not only jobs for 23 of the local Baptist comm~~llty's 150 members, but also 
demonstrates a new way of doing business Leshko contributes 30% of h s  income to the church, 
and the bakery's actlvit~es are malung it possible to construct a new church for the local 
congregation nght next door to the bakery The church, in turn, has a daycare fac~lity that 
prov~des the town's worlung parents, including several bakery employees, with a safe, reliable 
childcare opt~on In accordance with their religious beliefs, the bakery does not have any locks 
on its doors Not only has this not led to any thefts, but Leshko himself believes that the 
business has not been approached by the ever-present protection racket because of the bakery's 
religious connections 

Initially, Leshko competed with the state-owned bread producer in Velyk~ Luchki, so it 
had to produce a better product andor provide it at a lower pnce in order to be successful 
Therefore, when Leshko approached Land O'Lakes wlth a request to receive consulting 
assistance, he wanted to focus on these two issues Increasing the quality of bread produced and 
reduclng the cost of production Over the course of the week he spent at Leshko Bakery in June 
1997, FTF volunteer Trevis Gleason discovered several problems w ~ t h  its bread-makmg process 
and provided useful advice for correcting them For example, as per the volunteer's suggestions, 
the yeast is now mixed m water, which both eliminates the unpleasant yeast smell that othenv~se 
results, and helps the dough to start nsing more quickly In addition, salt is now added only at 
the end of the dough-preparation process, whch allows the gluten to form more qulckly and the 
dough to nse more hlly As a result of these and other changes, the quality of bread produced 
has increased signrficantly This increase in quality has been appreciated by consumers, as is 
reflected by a 15% growth in sales slnce the FTF volunteer's assignment, which amounts to an 
annual increase of over $33,000 m revenues 

This growth m sales would not have been possible, however, without the 



Thts growth in sales would not have been possible, however, without the 
volunteer's recommendattons, whlch helped Increase the bakery's output The slze of the 
operation's ovens 1s the major llrmtlng factor in ~ t s  production cycle, and makes ~t d&cult to 
satls@ demand for fresh bread at peak times In addttton, frequent scheduled power outages 
(every other day for five hours at a time), compound these difficulties When the volunteer 
amved, the bakery already was worlung around the clock m two s M s  in order to mmmue 
production NevertheIess, dunng peak tlmes, thls still was not sufficient to meet demand In 
order to deal wth ths difficulty, the volunteer tntroduced the bakery's employees to a more 
efficient techque of bread placement 1n the ovens Ths method has increased total oven 
capacity from 90 to 150 loaves Not only does thrs lncrease production capacity, but ~t also saves 
energy Stnce the requrred bahng time has not mcreased, the same amount of electnaty that was 
previously requlred to b&e 90 loaves now 1s sufficient to bake 150 loaves Increased capacity, 
supenor quality and low pnces have not only increased profitabrlity, but the competition provlded 
by the bakery also played no small role in leading to the permanent closure of the nearby state 
bakery in late 1997 

Dunng hrs stay m Ukraine, the volunteer also accompanied Mr Leshko on a tnp to Kyv 
to attend a bakmg-equipment trade fair and provide advice on what equipment would be worth 
purchasing Through contacts established at the trade fair, Mr Leshko recently purchased a flour 
mlll It began operatmg in Apnl 1998, and now produces 32,000 kdograms of flour monthly from 
Leshko's own wheat y~elds (he is such a respected gram farmer that he was recogruzed as one of 
the four best m the Oblast in 1997) Thts flour is used in the bakery and sold m the store, and has 
a retad value that wdl amount to over $120,000 per year An additional 32,000 kilograms of flour 
is produced each month for other gram producers Thanks to the newly acquued d, Leshko 
has taken a step toward self-sufficiency in the production cycle he now has a guaranteed market 
for hts gram and can help ensure the supply and qual~ty of flour for h s  balung operations 

LESHKO AGRIBUSINESS 

PRODUCTION PROCESSING SALES 

Village Farmers 1 .Our 

CLOSED FARM-TO-MARKET SYSIEM CREATED WITH LAND 0 LAKES ASSISTANCE 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes. Inc 

IMPACT 

LOZYNSKIY AGRIBUSINESS 
L'vivsk'a oblast, UKRAlN2 
1 assignment, 1 volunteer 

One of the greatest challenges to reformmg agnculture in 
Ukraine IS how to turn former collective and state farms into 
profitable enterpnses In the USSR, Cornmumst doctnne dictated 
that agnculture should be orgaruzed 11ke heavy industry, and 
therefore huge state-run operations were created Heawly subsidized 
by the government, collectives had little mcentive to try to twn a 
profit Indeed, often the opposite was the case the more money a 
collective could be shown to have lost, the greater the chances would 
be of receiving greater subsiles in the future, a significant portion of 
whch, be it in cash or produce, was illicitly dwerted into the pockets 
of managers and employees 

When the Soviet Union fell apart, funding for these 
enterpnses dropped dramatically, leading to high indebtedness 
between agricultural producers, processors, retalers, and input 
producers Consequently, these cash-strapped enterpnses began 
paylng employee salanes late, if at all, further reduclng the incentives 
of workers to work diligently and leadmg to an increase in employee 
(and management) theft Cash shortages also forced farms to start 
slumping on the use of fertilizers, pesticides, herbicides, and to cease 
nearly all cap~tal improvements, leadmg to fiu-ther decreased yields 
The ~ncreasingly mefficient collect~ves were thus dnven even deeper 
into an endless cycle of mdebtedness Flndmg a way out IS especially 
lfficult because while the government has shown llttle mterest in 
providing financ~al support to help these enterpnses, these 
unprofitable and indebted former collectives also hold little Interest 
for most pnvate investors However, as the expenence of several 
Land O'Lakes partners mdicates, one approach to t h s  problem is 
prowng to be utilized increasingly often -- and successfully The 
specifics of how one Land O'Lakes partner has worked to reform a 
former collective is detailed below 

Petro Lozynsluy, a pnvate farmer fiom southwest Lviv oblast, 
has been fanning for over 9 years He founded Kremm Farm on 50 
hectares in 1990 A year ago, he was approached by the raion 
adrninistrat~on and, because of his expenence as a successful pnvate 
farmer, he was offered the opportumty to take over the local 
collective farm T h s  entailed not only talung over the collective's 
three arumal facihties, 350 hectares of land and an abundance of 
obsolete machinery, but the collective's 60,000 UAH debt as well 

The larger the loss shown 
by a collective, the greater 
subsidles ~t would receive 

After the Sov~et Union 
broke up, collect~ves were 
dnven into an endless cycle 
of indebtedness 

Land O'Lakes partners 
found an approach to reform 
collectives 

Petro Lozynskiy founded a 
pnvate farm in 1990 

Local admin~stration talked 
the farmer into talung over a 
collective farm w~th  debts 



LOZYNSKIY AGRIBUSINESS (Conhnued) 
L'vivsk'a oblast, UKRAINE 

Confident that he could apply h s  approach to management of his 
own farm to that of the former collective, Lozynsluy spent most of 
his profits last year to repay the latter's debt 

Now, Lozynskiy is in a position to obtam cre&t for h s  
operations In order to purchase a tractor to help h m  cope with the 
demands of cultivating h s  increased land, Lozynsluy approached 
Land O'Lakes to request Farmer to Farmer assistance m order to 
develop a business plan and apply for credlt Larry Jensen, a Peace 
Corps volunteer worlung with the Odessa Cooperative Extension 
Service, came to Lviv to help Lozynskiy develop a business plan, as 
well as to provlde practical t r a m g  m business planning to Land 
O'Lakesf apcultural consultants in tramng Because Larry was 
already in country, and thus Land O'Lakes did not have to pay for 
airfare, a vlsa, or other related travel expenses, the cost of h s  
assignment was under $100, a mere fiaction of what ~t would have 
cost to bnng a volunteer over fkom the U S f i s  asslgnrnent also was 
successful at the end of August, Petro Lozynsluy's loan application 
for 11,000 UAH was approved by the State Fund for Pnvate Farm 
Support The loan was granted on very favorable terms with 
repayment over two years at a 6% interest rate -- but a tenth of the 
going rate through commercial banks 

Havlng fimshed most of h s  harvesting, Lozynskiy is now 
hard at work improving his swine operation Partmpatlon in a Land 
O'Lakes-sponsored field day devoted to swlne production, as well as 
a number of Land O'Lakes shtdy tnps, informed Lozynskiy of the 
increased production that modem swine management practices, 
including the use of dry feeds, make possible Petro currently is 
renovating the former collective's swine facllity to allow h m  to 
Increase h s  hog operation, and wlll soon lay a new cement floor 
Through Land O'Lakes, he was introduced to Eho, a local feed 
company, and has signed an agreement with them for swine feed on 
credit for very flexible terms with no prepayment required The 
rations he will obtam should allow h m  to double, if not tnple, the 
growth rate of hls hogs, and allow hm to b m g  them to market in six 
months instead of twelve This will shorten the tlme needed to 
receive a return on h s  Investment and allow h m  to raise twice as 
many hogs per year Finally, if he is able to secure additional credit 
fiom Lviv Credit Umon, to whom he recently submitted a business 

Larry Jensen, PCV and LOL 
volunteer, developed a 
busmess plan for the farmer 

Lozynskiy's loan application 
approved for 1 1,000 UAH 
with favorable terms 

Petro is learning of modem 
swine production pract~ces 
thanks to LOL assistance 

The farmer cooperates with 
Eho, a pnvately owned feed 
company 



LOZYNSKIY AGRIBUSINESS (Contmued) 
L'vivsk'a oblast, UKRAINE 

plan, he will also be able to improve the genetic matenal of h s  swme 
herd, thereby improving his production figures even more 
dramatically 

Just as important as Petro's indiwdual success is the effect that 
h s  operations will have on the former collectwe he took over 
Whereas the collective fann was basically laymg idle a year ago due 
to its poor management and indebtedness, Petro is already mvestmg 
resources into the swine operation and wl l  soon start cultivating the 
operation's arable land Because the operation is no longer in debt to 
the state, Petro will now be in control of the farm's production, and no 
longer obligated to sell it to the state for artificially low pnces Just 
as importantly, the operation 1s m a better position to receive credit 
for the inputs needed to increase production and make it more 
efficient While many obstacles remam on the path to malung the 
former collective profitable, a great deal has already been 
accomplished, and a reasonable solution to the dllernrna facing 
former coIlectives has been identified After all, who better to turn a 
former collective into a thriving pnvate operation than a successfbl 
pnvate farmer? 

J Petro is confident that 
another credit for his swine 
project will be granted by 
L'viv Credit Union 

J Petro Lozynskiy is 
revitalizing the stagnating 
collective recently taken over 

Pnvate farmers, such as 
Petro Lozynskiy should lead 
a collective farm 
restructuring process 



FARMER TO FARMER IN THE MS 
UKRAINE 
Land 07Lakes, Inc 

IMPACT 

LVIV OBLAST DAIRY PROCESSORS LEAGUE 
Lvivs'ka oblast, UKRAINE 
3 assignments, 3 volunteers 

The concept of healthy competit~on is one that has been 
difficult for many to grasp in the post-Comm~~llst world m l e  
the Idea that a market works to improve quality and lower pnces 
through competit~on is clear to many, what IS less well understood 
is that there are occasions when it makes sense to cooperate wlth 
other businesses - sometimes even with one's competitors 
Indeed, prec~sely because busmesses in the same field have 
s ~ w l a r  mterests, there often are benefits to thelr workmg together 
It was thls real~zat~on that led several of the largest dairy 
processors in Lviv Oblast to join forces to try to save their 
industry 

Dairy processmg has been in cnsis since Ukraine gained 
its mdependence eight years ago Previously, its two major mputs 
- raw mllk supplies and electricity - were subsidzed When 
processors began having to pay market pnces for these items, as 
well as compete with imported dairy products, it qmckly become 
apparent how ineffic~ent and uncompetitive the Sov~et-made 
equipment - and the ~ndustry as a whole - really were 
Furthermore, lack of affordable credit and the balance of 
payments cnsis made ~t nearly lrnpossible to finance the purchase 
of modem equipment And th s  payment cns~s  resulted In 
increased delays of payment for raw milk supplies, makmg the 
untaxed, if illegal, optlon of selling raw milk directly to 
consumers at retail markets especially attractwe to producers 
Because of these difficulties, many managers became nostalgic 
for the state support that their enterpnses used to enjoy, 
alternately blaming the state for neglecting agriculture, and trying 
to curry favor with state officials m order to obta~n subsidies and 
handouts In 1995, however, several directors of dairy plants in 
Lv~v oblast began to work together to try to answer the challenges 
ahead 

Onginally founded in 1995, the Lvw Oblast Assoc~at~on 
of Milk Processors was created through the former coordmating 
body for the state dairy industry This lmk to state bureaucracy, 
however, made it d~fficult to operate as an Independent 
assoc~ation, and led to d~ssatisfact~on among its members Thus, 
in 1996 the Associat~on was restructured m an effort to make it 
better address, above all, the members' own needs The fact that 
members believed in the ~mportance of having an independent 
orgamzation IS ev~denced by the~r w~ll~ngness to go it alone and 
fund it themselves In the eyes of outs~ders, however, the belief 
that the Association was st111 closely linked to the state had not 

J dairy processing industry in 
cnsis 

J old Soviet processing 
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LVIV OBLAST DAIRY PROCESSORS LEAGUE 
(Continued) 
Lvivs'ka oblast, UKRAINE 

changed To counter t h s  perception, In Apnl 1997 the 
Association was renamed the Lviv Oblast League of Pnvate Da~ry 
Processors 

Over the course of the past two years, the League has 
initiated and participated in a number of activities designed to 
help revital~ze the industry It began collaborating with Land 
O'Lakes in October 1997, when Bohdan Dudzyany, the League's 
General Director, and Volodyrnyr Nehela, the &rector of Rava 
Ruska Dary Plant, were lnvlted to mternat~onal conferences in 
dairy management and association development In Romania 
Over the course of these Land 07Lakes-sponsored activities, 
issues such as those of r u m n g  an association, lobbying, and 
marketing were addressed Participants shared their expenences 
from managing associations in different countnes of Eastern 
Europe and, as a result, the League developed a lobbyng program 
includmg proposed measures to help solve some of the major 
problems facmg the industry The League lobbied for a reworking 
of the value-added tax to better facilitate capital investment, and 
in the spnng of 1998 a new law was passed that allowed food- 
processing enterpnses to discontinue send~ng VAT payments to 
the state budget, and instead utilize them for cap~tal investment in 
their own enterpnses 

In the fall of that year, the League turned to an Amencan 
speclalist in dairy marketing for assistance Michael Straus, a 
Fanner to Farmer volunteer, worked with League members to 
increase their awareness of how to allocate both marketmg and 
production resources in a more rational manner Straus 
discovered over the course of h s  ass~gnment that some processors 
were marketing their products in the same exact packaging as 
other processors, thereby umntentionally subsidizing the 
competition's marketing efforts This meant that processors were 
nsking their quality reputation with the public, because they had 
no control over the quality of the products made by the 
competition In this s~tuation, when the publ~c is unable to 
distinguish one's product from that of the competition, there is 
little mcentive to mprove quality By worlung on branding, 
therefore, the speclalist helped sales and marketing departments 
thnk about how they could better differentiate their products, 
thereby enabling their marketing efforts to ach~eve their full 
potential 

At the same time, many marketing directors were 
introduced to a wide range of ways of selling their products that 
are s~pf ican t ly  less expensive - and more effective - than 
advertising Straus discovered that marketing departments 
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LVIV OBLAST DAIRY PROCESSORS LEAGUE 
(Contmued) 
Lvlvs'ka oblast, UKRAINE 

relied heavily on advertising, whch is one of the most expensive 
kinds of marketmg He helped processors thnk about a number 
of less expenslve and even fi-ee strategies to promote their 
products and bnng attention to their brands For example, a 
number of the plants he worked wlth have their own company- 
owned stores However, few if any of them were being utilized to 
market and emphasize their own dairy brands, despite the plants 
havmg complete fieedom to do so Fmally, the speclalist 
identified a number of opportimties for co-packmg arrangements 
between processors seelung new packagmg equ~pment and those 
with excess capacity 

Two add~tional Farmer to Farmer volunteers worked with 
the League to help its members dlscover ways to assist farmers to 
boost raw milk production Lee and Judy Stadnyk developed a 
ration-balancing computer program aimed at increasmg the 
nutritional value of feed for local dairy herds and thus, their 
production Ths  software was provided to the League, as well as 
to local dairy producers, and a semnar was conducted on its use 

In the autumn of 1999, Dudzyany and Nehela again 
attended the conferences in Romama and discussed the progress 
they had achieved over the last year and new ideas they had 
developed, includmg utilizing new milk-collect~on equ~pment and 
systems to Improve raw m~lk  quality and supplies While workmg 
on its plans, the League's management came up with a new ~ d e a  
as well Because many enterpnses In the food industry face 
nearly   den tical problems with legislat~on, taxat~on, and 
competition fiom imports, the League realized it could broaden its 
base by worlung together with other branches of the food industry 
Tlvs idea was discussed wlth other food industry representatives, 
including the directors of the Lviv Oblast Bread Producers 
Association and Lviv Brewery, and a decision was made to form 
an industry-wide coalition for all of western Ukra~ne 

Because only two League representatives were able to 
attend the conferences in Romania, the League decided to 
organize a similar seminar just outside Lviv for the rest of the 
oblast's pnvate dary  processors Thrty partic~pants, including 
both League members and non-members, attended the 3-day 
conference, whch featured industry specialists fi-om the Unlted 
States Many discussions centered around questions of how the 
League could best work to facilitate cooperation between 
members 

Volunteer helps processors 
choose more effective - and 
lower-cost - marketing methods 

FTF specialist lmks processors 
with potential for copacking 

Volunteers develop computer 
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LVIV OBLAST DAIRY PROCESSORS LEAGUE 
(Continued) 
Lvivs'ka oblast, UKRAINE 

At a time when most of the League's activities have been 
aimed at improving how producers, processors and government 
work and interact with one another, one project focused squarely 
on consumers The Milk Tasting Fair that was held in Lviv in the 
summer of 1999 was patterned after an exhbition Land O'Lakes 
held m Romama Eight dairy plants from Lvlv oblast (Lvlv [two 
plants], Stryi, Sambir, Rava-Ruska, Zolochv, Zhydachv and 
Komarno) presented then- products m seven categones kefir, 
butter, sour cream, hard cheese, cottage cheese, yogurt and 
rzazhanka About 720 people tned those samples and determined 
wnners in all categones In the same building there also were 
stalls where processors could sell their products "We did not 
know that our products are so popular - in half an hour we sold 
more than 15 kilos of our cheese and some other products," said 
one of the saleswomen from Rava-Ruska Butter Plant T h s  event 
not just raised the profile of the local dairy Industry in the oblast 
as a whole (indeed, the event was covered by both local and 
national meda), but accompanying taste-test competitions 
provided recogrution and a seal of quality to its best processors, as 
well as an added incentive for the rest to improve the quality of 
their own production Further evidence of the F a d s  success was 
the fact that lt was declded to make this Milk Tasting Fair a 
tradit~on and hold it every year 

Through events like th~s, the League hopes to develop the 
dary processing industry and continue to dspel the notions that 
competitors are not only to be feared and that competition is a 
zero-sum game 

J Milk Tasting Fan held in Lviv 

J Taste-test competition provided 
recognition and a seal of quality 
to ~ t s  best processors 

J Tremendous success of fair 
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every year 



FARMER TO FARMER IN THE MS 
UKRAINE 
Land 09Lakes. Inc. 

IMPACT 

LYSKANYCH FARM 
Roman Lyskanych 
L'vivs'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

It is no secret that the government is far ti-om supportive of 
the pnvate farmer movement m Ukraine Whde, to a great extent, 
this is a reflection of the reluctance of those in power to devolve their 
authonty, it would be unfi r  to charactenze t h s  lack of enthusiasm 
for pnvate f m m g  as purely a matter of self-interest Because 
pnvate farms in Ukrame typically consist of only a few dozen 
hectares of land, farmers are not able to take advantage of the 
economies of scale that help dnve pnvate agriculture in the West 
For example, whereas collective farms were often intensely 
mechamzed, fledgling pnvate farms often were founded with little or 
no maclunery Furthermore, their small production volumes make 
the purchase of machnery expensive and the capacity of such 
equipment often exceeds the needs of a small operation In addition, 
many government officials like to stress the expertise of the vanous 
professionals who staffed collectives, versus the single individual or 
small family commonly responsible for all of a pnvate farm's 
operations 

What this view does not take into account, however, is how 
pnvate farms -- and farmers -- are changing in Ukraine today Not 
only are farms slowly growng m slze, but they also are increasingly 
benefiting fiom farmers worlung together in order to reap the benefits 
of their combined buying power and production volumes That these 
farms have not been able to grow more rapidly is, in large part, a 
reflection of the State's lack of interest in thelr future, but t h s  limited 
rate of growth should in no way be interpreted as a sign that pnvate 
farming can not be successful here Concerning farmers themselves, 
it certainly has been a challenge for many of them to learn all of the 
slulls needed to run one's own operat~on Whde many current 
farmers had expenence in either business or farming when they 
founded their operations, few had expertise in both of these essential 
areas But many have managed to gain h s  vital knowledge over the 
past few years, and t echca l  assistance offered both by domestic and 
international orgamzatlons are helping to make th s  posslble 

One operation that exemplifies many of the changes now 
taking place in Ukraine's pnvate farms is Lyskanych Farm The 
owner, Roman Lyskanych, had been a computer systems operator 
before he decided to go into fanning three years ago With no 

Pnvate farm~ng movement 
neglected by Ukrainian 
government 
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size and production 
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through independent study 
and talung part m technical 
assistance actlvlties 



LYSKANYCH FARM (Conhnued) 
L'vlvs'ka oblast, UKRATNE 

agncultural expenence at all, he declded to partxipate in Land 
O'Lakes tramng activities, semlnars and study b p s  All of these 
efforts have helped h m  to develop h s  own approach to the farm 
business None of h s  decisions are made without makmg an m-depth 
analysis of the potential nsks and benefits WIde t h s  has entaled 
h s  being more cautious toward certain opportmties than many other 
farmers, t h ~ s  IS only to h s  credit, considermg Ukraine's unstable and 
unpredictable environment The single fact that h s  farm is still in 
operation, not to mention expandmg, at a time when the vast majonty 
of Ukraiman agriculture is unprofitable, suggests that Lyskanych's 
caution IS a virtue But let's examme some specifics 

Last year, Lyskanych used profits from his harvest to 
purchase a used German combine T h s  allowed him to save 10,000 
UAH in one year alone that custom harvestmg of their land would 
have cost Lyskanych also bartered the use of his own combine to a 
neighbonng farmer in exchange for certan necessary farm services 
The combme would have been able to bnng in cash for addit~onal 
custom work, but Roman dec~ded against t h s  Whde farmers often 
buy used machmery to save money, they never have any guarantees 
that the machinery will perform well long Into the future, so Roman 
decided to play it safe and not overtax the combme in its first year 

Roman's cautious approach was also evident when he 
weighed whether or not to go into rapeseed and swine production 
following participation in semlnars orgamzed with Farmer to Farmer 
volunteer assistance on these two production areas Because of the 
nsks involved in raising rapeseed without being in close proxim~ty to 
harvesting and drying equ~pment, the family decided to put off 
expansion Into this sector, despite its great potential profitability As 
it turned out, t h~s  was probably the nght decision, since t h s  summer's 
stormy weather caused significant losses for several producers in the 
oblast, desp~te their havlng immediate access to harvestmg and drying 
equ~pment 

However, Lyskanych did not decide to pass up the 
opportmty to go into swine production Wlule he, like many 
farmers, already had a few pigs he raised informally, a Land O'Lakes 
seminar m May convinced h m  of the benefits of expandmg t h s  part 
of h s  operation and starting to manage ~t for profit He purchased an 
old pig facility, dismantled it for transport, and is now reassembling it 
on h s  farm, together with newly bought pens Four workers have 
been hred to finish the construction as soon as possible Through 
participation in Land O'Lakes-sponsored study tnps, Roman learned 

Lyskanych starts farm three 
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LYSKANYCH FARM (Contmued) 
L'vivs'ka oblast, UKRAINE 

a lot fiom Polish farmers on swine nutrition and has purchased 
premixes that he will use for h s  own pigs Overall, he has invested 
about $4000 in the new swine operation to date He also has built an 
adjoining machnery shelter, which cost h m  about $700 in labor and 
matenals, and has taken part in a berry production internshp in 
Poland In the near future he hopes to be able to utihze th s  experhse 
he is gaining to expand into berry production 

Nevertheless, Lyskanych Farm remains a relatively small operation 
That is has steadily grown over its three years of operabon, however, 
seems mdicative of what is to come for pnvate farms across Ukraine 
~f the Government allows them to contlnue to expand, not to mention 
if long overdue legislation on land reform and other vital topics is 
passed It is true that threats of re-collectivization are sounding ever 
loudly from the left side of the political spectrum, but the more real 
danger facing pnvate farmers is that the lack of faith of political 
centnsts and nght-wmgers in the future of pnvate farming will 
become a self-fulfillmg prophecy 

Partlclpatlon in LOL swine 
raising seminar convinces 
farmer to buy swine facility, 
invest $4,000 into making 
Westem-style operation 
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production internship in 
Poland 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes, Inc. 

IMPACT 

MALASHIVSKY FARM & MOSTYSKA AREA FARMERS 
Lvivs'ka oblast, UKRAINE 
3 assignments, 3 volunteers 

The maxlm that the only thmg permanent is change could 
not be more apt than when ~t is applled to today's economlc 
situation m Ukraine Unpredictable pnces, an unstable currency, 
ever-changmg state regulations and lnconslstent enforcement, as 
well as constant changes to tax codes, all challenge even the most 
slullfd entrepreneur This is especially true in apculture, where 
the lack of true land reform, the breakdown of old supply 
networks, and a dearth of affordable credit compound these 
difficulties In such an environment, agribusiness professionals 
must remaln hghly flexible in order to adapt to changmg 
conditions The expenence of Bohdan Malashvsky, a farmer and 
businessman fiom Lviv oblast, demonstrates both the d~fficulties 
and the potential rewards that can be gamed by entrepreneurs able 
to shake off the Inertia of the past and display the flexibility to 
react to changmg market realihes 

Malashivsky began bulldlng h s  operahon shortly after 
Ukraine gained its independence in 1991 He began growing 
gram on 25 hectares he had gained from the state and soon 
thereafter added swine production to h s  activihes By 1995, after 
receiving additional land from the neighbonng collective farm 
and purchasing its milling and sausage-malung facilities, he had 
created a farm-to-market system for h s  swine operations 
Because of hls llmited expenence m meat processing, Bohdan 
approached Land O'Lakes w t h  a request for Farmer to Farmer 
assistance 

In 1997, Joe Block came to Ukrane and helped the 
operation to improve sausage quality, Introduce some new 
varieties, and to upgrade ~ t s  management practices In the course 
of his work, Block also discovered that the meat-processing 
facihty's management was both overstaffed and under- 
performing, and recommended that a change be made Soon after 
the assignment, Malashivsky took th s  advice to heart and, after a 
close examination of the operation's management, he fired both 
the plant's head manager and head accountant m l e  th s  helped 
improve the facihty's performance, by late 1998, however, 
Malashvsky came to realize that there were external factors that 
would continue to keep meat-processing from bemg as profitable 
as several other potential sectors 

T h s  awareness of the Importance of momtonng 
profitability was somethmg that Malashivsky learned in part 
through h s  work with marketing expert and FTF volunteer Terry 
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MALASHIVSKY FARM & MOSTYSKA AREA FARMERS 
(Contmued) 
Lvivs'ka oblast, UKRAINE 

Bell dunng h s  assignment m May 1998 Both m Ukrame and m 
the USA, where Terry met up with Bohdan dunng h s  
participation in the Cochran Fellowshp Program later that 
summer, their discussions centered around the Western, profit- 
dnven approach to business and the necessity of constantly 
seelung out new opportumt~es Havlng come to understand that 
Ukrame's cntical shortage of raw meat supplies - and of pork in 
parhcular - was preventing h m  from takmg full advantage of h s  
processing facility's capacity, Malashvsky realized that he could 
improve profitability by concentratmg purely on pork production 
In adhtion, after attendmg Land O'Lakes' interactive seminar on 
rapeseed, Bohdan decided that rapeseed production could provide 
a hgh  return as well as supplement h s  pork operations by 
providing an inexpensive, hgh-quality protein source 

As a result, Malashvsky took the bold step of selling h s  
sausage-malung operation in order to generate capital to fund 
these two endeavors, as well as to help h s  son - a dentist - create 
his own dental practice Finally, he passed ownershp of the grain 
mill on to hls son-in-law Ths  way he ii-eed h s  energies to focus 
on rapeseed and meat production As noted above, Land O'Lakes 
not only organized the seminar that provided the Impetus for this 
move into rape cultivation, but also provided cntical information 
and contacts for Malashivsky and others l~ke  h ~ m  who did not 
have expenence growng th s  crop 

Following the semmar, Bohdan attended a follow-up 
meeting and s~gned an agreement with Kolo Farm that will 
provlde h m  w t h  drying equipment and other necessary 
machmery for the 100 hectares he has planted In addition, he 
joined Stnysky Cooperative, whch provlded h m  with inputs and 
guaranteed a market at the very competitive pnce of $170 per ton, 
or $25,500 for the 150 tons he expects to harvest 

Malash~vsky recently convmced 12 other farmers m 
Mostysky raion to go into rapeseed production with h m  as well 
Since he initially was the only representative of the raion in 
Stnysky Cooperatwe, he was concerned about the costs of 
transporting ~nputs and harvested rapeseeds to and from Stny on 
his own Having shared h s  knowledge of the prospects for rape 
production and the mutual advantages of shmng transportation 
costs, however, Malashivsky convmced the farmers to join 
Stnysky Cooperative as well, and now together they receive 
seeds, chemicals and fertdizers as trade creht The 12 fanners 
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MALASHIVSKY FARM & MOSTYSKA AREA FARMERS 
(Contmued) 
Lvivs'ka oblast, UKRAINE 

wlll seed about 500 hectares of land overall this year and produce 
at least 750 tons of rapeseed, whch is worth $127,500 at the 
cooperatwe's guaranteed pnce 

As for Malashivsky's share of the revenue, he plans to 
reinvest it in order to develop a beef cattle operation, as well for 
the purchase of several hogs and piglets Eventually, he hopes to 
Increase h s  pig operation to 200-300 mmals and maintain a beef 
herd of 50-60 head, whch would allow h m  to get back into 
processing wlthout fear of insufficient raw meat supplies But 
whle Malashivsky is convinced of the importance of plamng 
ahead, if his expenence over the last two years has taught h m  one 
thing, it is that one must constantly reassess one's plans and 
pnonties in order to adapt to new obstacles and take advantage of 
unantmpated opportmties 

4 LOL assistance leads to 12 
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FARMER TO FARMER IN THE NIS 
UKRAINE 
Land 09Lakes, Inc 

IMPACT 

MOSTYSKA DAIRY PLANT 
Lvivs'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

Whde Mostyska D a q  Plant is the newest such operation 
in Lviv oblast, the plant has undergone drastic changes over t h s  
penod Founded only in 1989, two years before Ukrame gained 
~ t s  ~ndependence, the operation has had to adapt to a set of 
conditions quite different from those under whch ~t was built 

Under Soviet rule, the plant's management was 
responsible pnmanly for ensunng satisfactory production levels 
Procurement of inputs, deternation of product lines and 
producbon levels, as well as sales and marketmg for all 
production except milk, were taken care of by external entlties 
Economic restructunng has changed all that m l e  new 
economic conditions have opened up a wide range of new 
opportumties for agricultural processors, they have also created 
many new obstacles to success not only for the dairy industry, but 
for companies in many other sectors as well 

Since 1995, Mostyska has collaborated wth  Monomakh, a 
L'viv distnbution company with whch the plant began producing 
and marketing powdered milk Monomakh is owned by Mykola 
Poraiko, who also has stakes m 3 other compmes involved in the 
distnbution and energy sectors In 1998, Mr Poraiko purchased 
60% of Mostyska's stock, and quickly began trylng to turn the 
operation around 

One of the most pressing difficulties that he had to deal 
with was the plant's mdebtedness, whch had reached $100,000, 
due to customers - often the state, itself - that had not paid for 
their purchases The general liquidity cnsis and lack of legal 
protection for producers in Ukrame means that businesses are 
rarely paid on time for what they sell and have little legal recourse 
for recouping debts owed them For Mostyska, for example, t h s  
had the effect of causing delays m its ability to pay producers for 
thelr raw milk supplies, whch discouraged producers fi-om selling 
to processing plants when they could sell their milk - albeit 
illegally - at local markets for a hlgher pnce, receive the money 
in cash, and avoid paying taxes Ths  cycle exacerbated - and 
contmues to exacerbate - an already dlre mlk supply situation 
Whereas previously milk was produced in abundance by large 
collective and state farms, the management of their successors 
often sold off herds for short-term gain, or had livestock holdings 
divlded and distnbuted to former collective members One of 

Newest plant in oblast, 
having been founded only in 

5 began cooperation 
wlth Monomakh distnbution 
company 

Illegal raw milk sales make 
raw matenal procurement 
difficult for dairy processors 



MOSTYSKA DAIRY PLANT (Contmued) 
Lvivs'ka oblast, UKRCVNE 

the results of t h s  latter dynamic is that the average-sized dairy 
herd m Ukrame is now about one or two, hardly a recipe for 
efficiency ln terms of either production or milk collection 

Undaunted by these challenges, Poraiko invested over 
$50,000 ln improvements to the plant's outdated Soviet 
equipment, bought new Tetra-Pak packagmg equipment, and 
made major management changes Having quickly realized that 
the old management had msuffic~ent shlls to turn the plant's 
fortunes around, Mr Porako hwed a new general manager for the 
plant and began to seek out new markets able to pay for the 
plant's products By seekmg pnvate outlets for the plant's 
production among Monomokh's existmg client base in Lviv, 
Porako was able to identify customers that had already proved 
their ability to pay In just six months tune, Mostyska has come to 
terms with 70 retailers in Lviv, more than enough to market then- 
entire production at present Now, less than a year after ~t was 
pnvatized, Mostyska has expanded its product h e  fiom butter to 
milk, butter, sour cream, kefir, and powdered mllk, and the 
operation is malung 15 times more in profit daily than it had been 
a year ago 

Unfortunately, Mostyska's processmg level remains well 
below ~ t s  60-ton capacity of milk per day, even dmng the summer 
when milk supplies are much higher In fact, in order to save on 
electricity, fuel and salanes, the plant operates only every other 
day in the winter Because of t h s  dire situat~on, improving milk 
supplies has been one of Poraiko's major focuses One of the 
main strategies they have developed to deal with t h s  difficulty 
was a result of an Farmer to Famer volunteer assignment this past 
fall 

In October, Michael Straus, the director of marketing of 
Straus Family Creamery, spent three weeks worlung w t h  local 
dairy processors Two of h s  assignment's major impacts, 
however, were not even dlrectly related to marketmg Dunng h s  
visits, Straus descnbed h s  family's integrated milk production 
and processmg operation as one way to guarantee the quantity and 
quality of raw milk supplies As a result, Mostyska investigated 
local dames and identified two large dary farms in nearby 
villages that it will work closely with t h s  spnng to promote better 
da~ry herd management pract~ces Although some other dairy 
plants provide support to producers in the form of fuel and other 
inputs, Mostyska has plans to take a more central role in 
restructuring the farms and utilizing Western technology to 
improve feed, herding, genet~cs, and milk collection practices 
Land O'Lakes will work with Mostyska to make t h s  plan a 

J Average herd slze at present only 
one or two head 

J Over $50,000 invested in plant 
improvements, new packaging 
equipment purchased, and new 
management hired 

J Rapid sales strategy garners 70 
new retailers in less than a year 

J Profitability Increased 15-fold1 

J FTF volunteer in dairy marketmg 
requested 

J In accordance with volunteer 
recommendation, plant will work 
together with 2 dairy farms to 
increase production 



MOSTYSKA DAIRY PLANT (Continued) 
Lvivs'ka oblast, UKRAINE 

reality In addition, Farmer to Farmer assistance afforded plant 
management wlth opportumty to meet with a financial group in 
Lviv that expressed interest m financing such an endeavor, and 
wlth a Dutch project that will provide ongoing dairy management 
experhe 

A second major Impact that Straus had on Mostyska 
concerns dary shelf-hfe standards After spending time in 
western Ukrane, nearly every FTF dairy specialist has singled out 
the state-imposed shelf-life regulations (36 hours for raw milk) as 
needless and excessively stnct In the West, it is believed that the 
producer, not the government, should set shelf-life standards for 
its own products, because the producer knows how long they 
remain fresh The current law results in perfectly good da~ry 
products bemg barred fiom sale, decreasing processors' revenues 
To remedy thw problem, one of the volunteer's recommendations 
to local plants was to try to Increase those standards for products 
that remain good for longer than the state-allowed penods, at least 
for those producers that have proved thelr products' longer shelf- 
life Prev~ously, Mostyska dealt with t h s  difficulty by forward- 
datmg the expiration date pnnted on their mlk  cartons by one 
day However, they were consequently caught quite often for this 
and fined an average of $150 per month Now, however, they 
have imtiated discussions w t h  the relevant state agency to serve 
as an expenmental station for the establlshrnent of revised 
standards T h s  was made possible by Mr Straus' vmt to the state 
agency Wlthm the month, regional samtation agents have 
promsed to give the green llght to t h s  tnal, whch should result in 
shfting responsibility for shelf l ~ f e  over to the producer 

The majonty of Straus' time, however, was spent 
addressing marketing Issues In response to management's search 
for possible new items to add to ~ t s  product line, Mr Straus 
suggested producing cream and packaging it in small cartons that 
have been traditionally used for sour cream As opposed to butter, 
whch is often difficult to sell, cream is a dairy product that has 
become more popular in Ukrame in recent years Through ~ t s  
cream sales, Mostyska 1s hop~ng to capture tlus new mche market 

In accordance with the FTF specialist's recommendabons, 
the plant is also senously cons~denng the possibility of going into 
the co-packing business m order to more hlly ut~llze ~ t s  modern 
packagmg and other equipment One local plant that he 
identified, in particular, is an especially suitabIe cand~date for t h s  
type of partnershp Fmally, Mr Straus worked with Mostyska to 
improve the artwork and shape of its packagmg Whde Mostyska 

J State shelf-life restrictions hurt 
dalry sales 

J Expenmental program with state 
da~ry mspector wlll allow plant to 
extend allowed shelf-life 

Cream sales begun thanks to FTF 
volunteer recornrnendatlons 

J Dairy packaging improved 



MOSTYSKA DAIRY PLANT (Conhnued) 
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has very sleek and profess~onal-loolung packaging by Ukra~nian 
standards, there is still room for improvement Better packaging, 
with a distinctive logo and professional artwork, is especially 
important now that Ukraman goods must compete wlth Western 
products, and it is encouragng that Mostyska's management has 
already expressed interest in mplementmg these 
recommendations 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes Inc. IMPACT 

MUKACHEVO AGRICULTURAL TECHMCUM 
Zakarpatska Oblast, UKRAINE 
1 assignment, 1 volunteer 

After Ukraine gained its independence in 1991, Transcarpathla was one of the nation's 
first regions to grant parcels of land to its residents Many individuals in Transcarpathia became 
some of the country's first landowners, and soon thereafter, its first pnvate farmers Because a 
great number of them had little or no expenence in f a n n g ,  and even fewer had the kind of 
entrepreneurial shlls necessary to run a business, for many, the first few years proved to be a 
time of tnal and error 

At the same time, Uknne's agncultural schools were ill-suited to ease t h s  transition 
Since they were developed to support the Soviet agncultwal system of subsidized state and 
collective farms, their curricula often were not relevant for smaller, pnvate entrepreneurs In 
addition, knowledge of and access to mformation on modern farming techniques and statist~cs 
were quite limited At the same tune, the critically important business skills essent~al to running 
a pnvate farm were not sufficiently emphasized It was ~n these circumstances that Land 
O'Lakes was contacted by an apcultural educational institution in Transcarpathia that wanted 
help in its efforts to modenuze its teachng and make its curnculum more relevant 

Mukachevo Agricultural Techcum is a 4-year mstituhon of hgher l e m n g  in 
southwestern Ukraine that provides instruction for current and future farmers and agnbusiness 
professionals The school's 600 students pursue degrees In the fields of farm management, 
accounting, agronomy, and vetennary science Land O'Lakes recruited Dale Dunivan, a pnvate 
farmer and educator with many years of teachng expenence, to provide assistance in curnculum 
development in order to make the techcum more responsive to the needs of Transcarpathia's 
emerging pnvate agncultural sector 

Over the course of h s  asslgnrnent in the fall of 1997, Mr Dunivan worked with staff to 
update the content of several of their courses and to include new subject areas as well Dale 
presented the school with educational matenals worth over $1000 on agncultural production and 
processing issues, as well as on agnbusmess marketing, bookkeepmg, and total quality 
management These matenals are now being used together with standard textbooks in order to 
provide a contemporary western perspective, as well as more detailed technical information, for 
both student and professor The FTF volunteer also provided the school w ~ t h  a lesson plan and 
accompanyng matenals on small business development, including matenals on sales and 
marketing, two especially vital top~cs that previously had not been included in the school's 
course of study The agncultural statistics he shared with the school were thought to be 
particularly useful As the school's assistant director said, "The statistics he prov~ded on farming 
in the West are especially important because they allow us to gauge our own performance and 
compare it to what is truly possible " 



MUKACHEVO AGRICULTURAL TECHNICUM (Contmued) 
Zakarpatska Oblast, UKRAINE 

Perhaps one of the most valuable aspects of the specialist's work, however, was the 
hands-on teaching that he was involved in at the techzllcurn, as well as at its branch campus in the 
e t h c  Hungman town of Ivavtsy  As part of h s  work, Dale delivered twenty lectures to over 
200 students and faculty in Mukachevo, and to 50 more in Ivmvtsy, on vanous contemporary 
agricultural issues Both the content and the style of teachmg made a deep impression on his 
audience By incorporating discussions, group activihes, and audio-visual matenals into lus 
lessons, he engaged the students to a degree that the school's admimstration had not witnessed 
previously, and inspired the faculty to rethnk their traditional emphasis on lecture-based 
teachng 

Finally, the specialist followed up on his previous Farmer-to-Farmer (FTF) assignment to 
Vinohradovo Agncultural College two years earlier As one of Ukraine's first educational 
institutions to offer courses tailored especially to the needs of pnvate farmers, the college 
benefited greatly from the specialist's expenence in the western apcultural education system 
The FTF volunteer also gave video films and wntten matenals worth over $500 to the college for 
use m their classes After his return visit, Dale D u v a n  remarked that he was especially 
impressed by the progress they had made in incorporating the matenals and ideas he had shared 
with them previously 

Insufficient government fimding and Ukraine's general economic cnsis continue to cause 
senous problems for educational institutions in Ukraine Thanks in part to the efforts of Dale 
Dunivan, however, for those attending courses at both Mukachevo Agncultural Technicurn and 
Vinohradovo Agricultural College, tnal and error increasmgly is becoming a farming technique 
of the past 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes, Inc. 

IMPACT 

NYVA FARM 
Pavlo Turyanytsya 
Zakarpatts'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

WJde pnvate farming in Ukrame is stdl only m its infancy, 
Pavlo Turyanytsya is already canymg on a family trad~tion Withm 
12 months of the country ga img ~ t s  independence m 1991, some 
enterprising young agriculturalists m Transcarpatha, a region in 
southwestern Ukraine, were given the opportumty to obtain small 
parcels of land and, as a result, became some of Ukraine's first 
pnvate farmers Pavlo's father was one of them, having received 28 
hectares of land m early 1992 Pavlo followed in h s  father's 
footsteps and established h ~ s  own farm soon thereafter When his 
father died suddenly two years later, Pavlo took over hls father's 
operation, combmed ~t with his own land, and created Nyva Farm 

Nyva encompasses 50 hectares m central Transcarpathia 
oblast, a region that is located just hgh  enough to have escaped the 
destruction two cataclysmic floods have caused In the province 
withm the past year In addition to growing field crops, Turynytsya 
rases swine, cows and poultry Pavlo benefited greatly from his 
father's expertise in the field and th s  is reflected in the rapid growth 
in h s  swine operation Wh_lle his small 25-hog operation is not 
quite at a Western level of production, he does get his pigs to 
market in seven months thanks to a balanced diet including grains 
and soy meal, a result that compares very favorably with the year 
that many domestic operat~ons take to fatten their hogs to market 
weight Because of less impressive ylelds fiom h s  field crops, 
however, Pavlo contacted Land O'Lakes in early 1998 to request 
Farmer-to-Farmer assistance to help improve h s  soil quality and 
plant protection methods 

In July 1998, volunteer Steve Welker spent a week at Nyva 
Farm examimng the operation and shanng h s  expertise in these 
areas He recommended spec~fic herbicides for Nyva's gram, corn 
and sunflower crops and provided mstructions of thelr application 
Pavlo reports that these herbicides are workmg so well that h s  
harvest will exceed last year's by at least ten percent, increasing the 
value of t h s  year's crops by over $2,000 In addit~on, as the 
speclalist recommended, t h s  fall Turyanytsya will begin using lime 
to increase the pH of h s  soil He has already identified a local, 
low-cost supplier, and the increased pH will allow for both 
mcreased ylelds and better low-term soil quality Finally, a sod test 
and recommendations prov~ded by Land O'Lakes will help 
Turyanytsya to better gauge the proper amount of l~me  and other 
chemicals to apply 

Farm founded with 22 
hectares in 1992 and later 
expanded to 50 hectares 

Hogs raised to market 
weight in only 7 months, 
versus a year in most 
traditional Ukrainian swine 
operations 

Use of herbicides 
recommended by FTF 
specialist has helped 
increase 1999 crop 
revenues by over $2,000 

LOL provided soil analysis 
and recommendations -- a 
$60 value -- to host 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes, Inc. 

IMPACT 

POVERNENNYA FARM 
Yaroslav Shakalo 
Lvivs7ka oblast, UKRArNE 
1 assignment, 1 volunteer 

Yaroslav Shakalo is a born engineer HIS farm is littered 
with machnery and equipment from the old collective farm once 
wntten off as jUnk - an old bus used as a supply transport, a large 
UMZ-6 tractor, two combines, a dumptruck, sawrmll, dnll, and 
other pieces of machmery In fact, when he recently saw a 
ne~ghbonng farmer's new Dutch planter, he went out to buy 
matenals and built a virtual copy for only a few hundred dollars, 
less than a thud of the cost of the ongnal Extremely 
entrepreneurial, Yaroslav 1s bu~lding a diversified operation with 
a brother-in-law and other fnends from the vdlage 

Shakalo founded Povemennya farm five years ago, a 
pnvate gram and vegetable product~on operation an hour south of 
Lv~v Although he founded the farm on just 10 hectares of land 
that he received from the state six years ago, Shakalo has 
expanded h s  operations by bullding a small sawmill and 
feedmill, as well as by leasing more and more land each year At 
present, Povernennya Farm cons~sts of 27 hectares, and w ~ l l  be 
expanded to 57 by the end of the year 

Because of h s  lack of agricultural expenence, Shakalo 
spent the first four years g a m g  knowledge both through 
intens~ve self-study and through ma1 and error Although he was 
able to learn a great deal over this penod, Shakalo understood full 
well the limits of h ~ s  farming background when he approached 
Land O'Lakes in late 1997 to request t echca l  ass~stance in 
production agriculture 

Jeff Adelrnann, an expert m vegetable and greenhouse 
production spent several weeks on Povernennya Farm m February 
of 1998 prov~d~ng consulting ass~stance Over the course of his 
assignment, the volunteer evaluated the whole operat~on and 
provided a number of recommendations that have already been 
~mplemented and are producing significant results First of all, 
Jeff recommended that Yaroslav discont~nue raising hogs and 
cows for their manure due to the high cost of feed, and to use 
more fertihzers, so that he could concentrate on h s  more 
successful gram and vegetable operations 

The volunteer also recommended that the host have a soil 
analysis done, and Jeff helped hnn get m touch w~th  a local 
laboratory that performed tlvs semce As a result of the analysis, 
Jeff determmed that the so11 was not suitable for growmg barley, 
and that oats would not only grow better, but would produce 

J built own modern planter for 
only a few hundred dollars 

grain and vegetable 
operation founded five years 
ago 

J has grown from 10 to 57 
hectares over the past 4 years 

J volunteer assistance 
provided m 1998 In open- 
soil and greenhouse crop 
production 

J plans to expand mto dairy 
and hogs abandoned due to 
volunteer's recommendation 



POVERNENNYA (Contmued) 
Lvlvs'ka oblast, UKRATNE 

50%-60% more in revenues It is expected that Shakalo will 
continue to switch over to oats over the comlng year Training in 
crop rotation provided by the specialist has also enabled Shakalo 
to improve h s  soil and improve yields, and has helped him to use 
pesticides more accurately As a result, m splte of an extremely 
wet summer, Shakalo saw an increase m h s  wheat crop this 
summer of over half a ton per hectare, producing over $1000 in 
increased revenues 

Land O'Lakes is also worlung with a TACIS project in 
Lviv to develop a marketing cooperative of whch Shakalo is a 
foundlng member The co-op was founded and registered by 
TACIS in early 1998 in order to jointly market the vegetable 
production of Shakalo and four other farmers Because the co-op 
is using its members' own transport for delivery, and since 
Shakalo has the most equipment, he stands to benefit most 
through reimbursement for its use 

The majonty of the assignment, however, was spent 
discussing greenhouse construction and growlng techmques Jeff 
also spent two days with the host at a large greenhouse operation 
nearby discussing and demonstrating the latest western production 
techniques He also developed a plan for constructing 
greenhouses for Yaroslav When completed, the greenhouse w l l  
enable Shakalo to greatly Increase his vegetable productlon and 
revenues While t h s  past summer's wet weather has made 
Shakalo temporanly put off construct~on, he has firm plans to 
begin building the coming spnng Those who have seen what 
Yaroslav has reconstructed from the machnery graveyard of the 
local collective farm have no doubt that he will be up to the task 

J volunteer has soil analysis 
performed, and determined that 
soil is not suitable for barley 
productlon 

J due to technical assistance, 
despite temble summer weather, 
wheat yield increased, adding 
$1000 in revenue 

J Land O'Lakes works wlth 
TACIS to register, create 
marketing co-op 

J plans for construction of 
greenhouse operations provided 
by specialist 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes, Inc. 

IMPACT 

ROSAN CAPITAL 
L'vivs'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

Unlike m the West, the typical pnvate farm m Ukraine is 
usually a small, famly operahon producmg a combmation of field 
crops, vegetables and perhaps a few head of livestock Whle t h s  
type of farm usually provldes for most of the food products needed 
for a farmly to sustan itself, it is far fi-om efficient, for it takes 
advantage of neither economies of scale nor the concentration of 
expertise that specialization makes possible The swme-raising 
operation that Rosan Capital is developing m Lviv oblast, however, is 
far fiom typical Thanks to its substantial financial resources, the 
company is in a position to build a modern, fully equipped operation 
And thanks to its Western-style management, Rosan understands the 
importance of talung advantage of the many resources available in 
order to approach t h s  project fiom a professional perspective 

An investment company with a hghly diverse portfolio, Rosan 
Capital began investigating the possibility of going into meat 
processing in 1998 When management discovered the dire shortage 
of raw meat - and especially pork - harnpenng Ukraiman processors, 
however, it got the idea to go into livestock production Having 
identified a potential facility to purchase and renovate, Rosan 
contacted Land O'Lakes for expert advice and help in designing a 
feedlng system for the huge, 10,000-pig facility 

Dunng the spmg of 1999, Land O'Lakes twice helped to 
coorlnate study tnps to Poland to vlsit swine operations on a similar 
scale Because they were paying their own way ($300 per tnp), 
Rosan staff were especially eager to take full advantage of the 
opportunity to gather valuable information and expenence Part of 
their aim was to work with farmers to develop some a feeding 
program Then, in Apnl, ammal nutntiomst and Farmer-to-Farmer 
volunteer Roy Chapin m v e d  in Lviv to continue the cooperation 
He began h s  work by reviewing the proposed feed rations and 
premix formulas for nutntional content and least-cost value, and also 
explained to Rosan some of the general pnnciples of feed 
formulation, as well as how to avoid being cheated by feed 
compames In addition, Chapin developed a swine production 
manual for Rosan addressing all aspects of renovating barns to create 
a state-of-the-art swlne facility, as well as details on the future day-to- 
day management of the operation 

Highly-diversified company 
decides to go into large- 
scale swine production 

FTF arranges two study tnps 
to Poland, whle Rosan pays 
own expenses of $300 per 
tnP 

FTF volunteer reviews 
proposed feeding program for 
10,000-hog operation for 
nutntional content and least- 
cost value 

Specialist produces swine 
production manual for the 
operation 



ROSAN CAPITAL (Continued) 
L'vivs'ka oblast, UKRAINE 

Land O'Lakes also orgamzed a meetmg w t h  Polish feed 
producer LOL Agra that led to negotiations regarding Rosan's desire 
to become a distnbutor of LOL Agra feeds and premxes in Ukraine 
As a result of that meetmg, Rosan Capital is now worlung to get the 
company's feeds and premixes registered for sale in Ukraine Rosan 
has since been authorized by LOL Agra to represent the company in 
t h s  process and to sign all documents relatmg to ~t 

Because of their deep satisfaction w ~ t h  their work with 
Chapin, dunng Rosan's fmal meelng with hm, company 
management expressed ~ t s  desire to mvolve h intensively m the 
swine project over its cntical first year Since the cost of a Western 
expert 1s significantly more than the project had budgeted, Rosan is 
exploring several options for financing th s  cost If Rosan proves 
able to bnng Roy on board, he will work not only formulate, monltor 
and control the feeding process, but also act as an overall manager of 
the operation, stnving to economize resources T h s  would be done 
in part by utilizing modem practices to maximize employee 
performance and to mlnlmze employee theft - a major problem for 
Ukraman agnbusmesses Some of Rosan's Amencan partners, 
including LOL Agra, have indicated that relat~ons w~th  them would 
be enhanced and s~mpl~fied by the presence of an Amencan manager 
withn the company 

At present, only a few weeks after the completion of Chapin's 
assignment, Rosan Cap~tal has already obtamed a swne facility and 
started renovation work on it In addition, LOL Agra's feeds are 
expected to be registered by the end of August, just m time for the 
ant~cipated start of operations of the swine facility in September A 
number of Amencan and Canadian mvestors have contnbuted start- 
up capital, and it is expected that the facility will init~ally operate 
with 5000 pigs (or 50% of ~ t s  projected capacity), before eventually 
reachmg the permanent levels projected in the~r busmess plan the 
following spnng 

FTF sets up meeting with feed 
and premix producer LOL 
Agra that leads to Rosan 
representing latter in Ukraine 

Rosan expresses desire to 
contmue work with volunteer 
intenswely over comlng year 
and explores several financing 
options for this purpose 

Hog facility already obtained 
and presently being renovated 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land O'Lakes, Inc. IMPACT 

SHOSH AGRIBUSINESS 
Karl and Zholt Shosh 
Zakarpats'ka oblast, UKRAINE 
3 assignments, 3 volunteers 

Having no background in agnculture whatsoever, Karl 
Shosh decided to establish a farm in 1990 A former cooperative 
store manager fiom a small town near the Hunganan border, Karl 
first focused on the opportunities for mternational trade when the 
borders opened up toward the end of the Sovlet penod However, 
when presented with the option of renting 8 hectares of land fiom 
the local collective farm in 1990, he seized the opportuIllty to 
expand h s  business into a new field, and has been expanding it 
ever since Now, just eight years later, he has nearly 100 hectares 
under cultivation, a bakery, a wine-makmg operation, and several 
retail stores and cafes where he markets some of his production 
m l e  there are few pnvate farmers in Ukraine who have 
accomplished so much over so little time, the strategy through 
whch Shosh has expanded h s  business to create a farm-to- 
market system is far from m q u e  

In fact, Shosh Agnbusiness is a good example of one of 
the major trends m pnvate apculture in Ukraine today At a 
time when agnculture in Arnenca increasingly is becoming more 
specialized, a great number of Ukrainian agnbusinesses are 
becoming more diversified Surprisingly, diversification is one of 
the most common -- and successful -- ways for farmers in 
Ukraine to expand thelr operations Whde specialization 
elsewhere often enables operabons to take advantage of 
economies of scale, in Ukrame's unpredictable economic state 
today, wherem the old input and distribution networks have 
broken down, and Qstrust of other pnvate individuals and 
government is so prevalent, it is not surprising many agribusiness 
entrepreneurs are sbving to establish the rmssing links m the 
producer-processor-retall chain on their own Doing th s  not only 
provides producers with new markets and helps them capture 
added value, it also helps ensure that producers are paid m cash 
and on time, something unknown to those who sell to the state 
Finally, these pnvate farm-to-market systems oRen offer the local 
c o m u t y  alternatives to state-run processing and sales outlets 

In 1995, Shosh owned nearly 30 hectares of land and had 
already opened a small store and hotel complex near his farm 
These operations provided Shosh with a steady revenue stream 
and retail outlets for some of h s  production Tlus type of 
expansion, however, was also necessitated by the lack of reforms 

4 former cooperative store 
owner established pnvate 
farm in 1990 

4 in just 8 years the operation 
expanded from 8 to 100 
hectares, and now Includes a 
bakery, winery, cafes and 
stores 

4 Shosh Agnbusiness reflects 
trend toward diverslficatlon 
in pnvate agnculture In 
Ukraine 

J addition of store and small 
hotel added steady revenue 
stream 



SHOSH AGRIBUSINESS(Contmued) 
Zakarpats'ka oblast, UKRAINE 

allowrng the fiee purchase and sale of land Because of t h s  
problem, there were-- and stdl are --really only two ophons for 
expanding one's land holdings renting small plots of land fiom 
other individuals, or forging closg ties with the leadershp of the 
local collective farm in order to lease land from the collective 
More often than not, management of collectives are reluctant to 
lease much of their land, because the~r power is denved directly 
fiom it Not surprisingly then, it wasn't until 1997 that Shosh was 
able to rent an additional 50 hectares In the meantime, h s  
expansion reflected the wider tendency of successful 
agnculturalists divers~fying into sectors not requiring significant 
amounts of land 

Ths  diversification was facilitated and, in part, inspired by 
Shosh's cooperation with Land O'Lakes, a relationship that began 
m early 1995 when he visited the Umted States on a three-week 
study tour of Amencan farms and agnbusmesses It was d u n g  
this tnp that Karl realized the benefits that adding value to h s  
operations through processing and retail could provide h m  w ~ t h  
As he has said, "Thanks to Land O'Lakes, when I returned home I 
decided to open a cafe and bakery " When these plans were 
c m e d  out the following year, Shosh had succeeded in creatmg a 
new market for h s  gram and vegetables, while hmself receiving 
the added value thereby created 

Farmer-to-Farmer volunteer asslstance through 
Land O'Lakes played a large role in the development of many of 
these branches of Shosh Agnbusmess In 1995, specialist David 
Andrews first raised the idea of Shosh growing seed When 
specialist Mark Rehder spent two weeks with Shosh in 1997, they 
focused intensively on vegetable seed production In-depth 
discussions and handbooks provided by Mark provided Karl with 
the necessary techmcal mformation to start producing h s  own 
seeds Now, not only does Karl use the seeds hlmself, but he also 
sells them to other farmers m h s  village Ths  new activity both 
decreases his expenditures on seeds and increases revenues, whlch 
together account for approx~mately $5,00O/year The specialist's 
recommendations regarding greenhouse growing techmques have 
also increased tomato yields by nearly 20% and, just as 
importantly, have improved their quallty Mark also provided 
Shosh with over $100 worth of seed varieties, including exotic 
mimature tomatoes that have attracted new customers to his store 
Finally, Shosh was helped greatly by tramng in transplantmg 
vegetable plugs and new omon-plantmg technologies Thus, 
according to Shosh, "Thanks to Mark Rehder, I am now the area's 
number one vegetable producerl" 

J began leasing 50 additional 
hectares in 1997 

J Shosh vlslted Amencan farms 
dunng LOL study tour in 1995 

thanks to expenences on Reverse 
Fanner-to-Farmer, Shosh opened 
cafe and bakery 

J new market for grain and 
vegetables created 

J vegetable seed production added 
as a result of volunteer asslstance 

J seed production adds $5000/year 
to Shosh's cash flow 

J tomato yields increased by 20% 
thanks to volunteer 
recommendat~ons 

J volunteer provides vegetable 
seeds worth $100 

J specialist helps Shosh become 
area's premier vegetable 
producer 



SHOSH AGRIBUSINESS(Continued) 
Zakarpats'ka oblast, UKRAINE 

Mark also recommended that Shosh begin using lucerne as 
a cover crop This has allowed Karl to Increase h ~ s  soil's organlc 
matter, reducing the need for fertilizer use T h s  activity has 
helped the farm to save an estimated $1,00O/year in fertilizer 
costs, in addition to producing hgh-protein hay for sale to farmers 
with livestock operations Shosh will also be able to improve h s  
soil more accurately thanks to the soil analysis and 
recommendations provided by volunteer Jim Gregory in 1998 

Two years ago, Shosh added part of a former collective's 
vineyards to h s  holdings As in the other sectors of h s  business, 
where he has added processing to add value and make it possible 
to sell the fimshed product through h s  own outlets, Shosh 
expanded th s  operation to include wine m&ng Since Shosh had 
no premous expenence in viticulture, he welcomed the 
opportumty to work with specialist Jim Law in 1998 to Improve 
the operabons' growing techques A recommendation to reduce 
the canopy's density by removmg the leaves was implemented 
immediately T h s  has already resulted In a hgher yield, since 
sprays now can reach the grapes that had been covered by leaves, 
and has prevented much of the clustering that occurs when 
canopies are denser It is estimated that the resulting larger, 
hgher-quality yield w ~ l l  result in additional revenues of $2,000 
th s  year alone 

With all of t h s  activity going on in h s  business, it IS 

remarkable that Shosh finds time to head the local distnct's 
farmers' association as well However, Shosh has managed to 
utilize t h s  organization to support local farmers and encourage 
informal cooperation between them He also has gathered 
association members to learn from visitmg Farmer-to-Farmer 
volunteers, and to share hs own expenences with the former 
group In addition, he has been investigating the possibility of 
forming a marketing co-op with other local residents Whlle 
Communism taught people to distrust one another, and the Soviet 
expenence with co-ops discredited real even co-ops in the eyes of 
many Ukraimans, this tight-kn~t local community of Ukraimans of 
Hunganan descent views cooperation as sometlung very positive 
and very possible In addition, Shosh has gamed a great deal of 
knowledge of marketing co-ops from Land OYLakes-sponsored 
tnps to analogous co-ops in Hungary, as well as his expenences in 
Amenca Whde the practical steps needed to make th s  a reality 
have yet to be taken, Shosh has both the leadershp qualities and 
business success to inspire trust in h m  by all of the potential 
partners in this venture in h s  community 

For a graph depictmg the Shosh agnbusiness ventures and 
their interdependencies, please refer to the next page 

J addition of lucerne as cover crop 
per volunteer's recommendation 
leads to $1,00O/year savings 

4 FTF volunteer provides soil 
analysis and advice in soil 
improvement 

J vineyard and mnery added in 
1996 

J volunteer advice on grape 
production results in $2,000 
annual increase in revenues 

J Shosh head of distnct farmers' 
association 

J Shosh and other local farmers, 
together with LOL, studying the 
possibility of creating marketmg 
cooperative 



SHOSH AGRIBUSINESS (Contmued) 
Zakarpats'ka oblast, UKRAINE 
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FARMER TO FARMER IN THE NIS 
UKRAINE 
Land OyLakes, Inc. 

IMPACT 

SLYUSAR FARM 
Olha Slyusar 
Lvivs'ka oblast, UKRAINE 
1 assignment, 1 volunteer 

One of the biggest challenges faclng pnvate farmers in 
Ukraine is a lack of broad practical knowledge In fact, a great 
number of pnvate fanners here had little to no expenence in 
agnculture pnor to receiving their land in the early 1990s Even 
those who had worked in the field previously had a great deal to 
learn in order to make their new farms successful, since Soviet 
agnculture had consisted of huge collective farms on which each 
worker had a very specific and narrow area of specialization 

This was certainly the case with Olha Slyusar, a pnvate 
farmer fi-om the Lvivs'ka oblast village of Bobyatyn Although 
Olha had worked at the local collective for over ten years before 
she decided to establish her own farm in 1993, her work had been 
as a bookkeeper, and thus she had no expenence in the practical 
aspects of agncultural production However, she did not let this 
obstacle, nor an utter lack of equipment, deter her from her goal 
Amazingly, in only a couple of years she was able to obtain all of 
the equipment needed to cultivate 46 hectares, including tractors, 
cultivators, seed dnlls, and sprayers, much of wbch was built or 
rebuilt by Olha's husband, Stepan In order to further this 
progress and increase her yelds, in early 1998 Olha approached 
Land O'Lakes with a request for Farmer to Farmer volunteer 
assistance m the areas of fertilization and plant protection 

Over the course of the week he spent at Slyusar Farm in 
June 1998, FTF volunteer Lee McGuire discovered several 
problems and provided some useful recommendations to help 
solve them He detemned, for example, that her soil was low 
only in mtrogen Now, instead of applying arnmoma phosphate 
in large volumes - an expensive fertilizer containing mtrogen, 
phosphorus and potassium - she will apply a cheaper mtrogen- 
containing fertilizer and less ammonia phosphate T b s  will save 
her an estimated $1000/year, without reduclng the effectiveness 
of the applications The specialist also discovered that she was 
using almost twice as much Roundup as would have been 
optimal By decreasing the amount applied, she managed to save 
nearly $400 worth of the herbicide 

In addition, Lee helped Olha to improve her crop rotation 
sequence He also provided her with instructions on several 
inexpensive modifications to make her farm equipment operate 
more efficiently Finally, in August, 1998, Olga built a large 
storage facility for both grain and farm machmery 

J compartmentalized 
specialization in Soviet 
agnculture resulted in lack of 
all-around agncultural 
specialists fluent in all 
aspects of farm management 

Slyusar Farm established in 
1993 

J volunteer assisted with 
fertilization and plant 
protection 

J volunteer recommends using 
cheaper fertilizer, resulting 
in savings of $1000/year 

J volunteer helps host 
determine optimal herbicide 
application amount, thereby 
reducing costs by $400/year 

J improved crop rotation 
sequence provided to farm 

J inexpensive modifications 
make machmery run more 
efficiently 



SLYUSAR (Continued) 
Lvivs'ka oblast, UKRAINE 

With Land O'Lakes assistance, Olha visited Poland on a 
number of study b p s  and to visit several agricultural trade fairs 
A great deal of minor farm equipment and hgh-quality seeds were 
bought dmng those tnps They also helped her to better acheve 
her farm's potential through expansion Ths  fall she will buy 
several hazelnut transplants at a specialized farm in Poland and 
start producing hazelnuts There is a large potentlal market for 
&us product m western Ukrame 

Desplte all of t h s  progress, however, Olha envisions t h s  
as only the beginmng At present she plans to expand her 
operations by buylng new equipment and starting a bakery As 
part of her preparation for t h s  latter venture, she will be worhng 
closely with other FTF partners who have experience in baking 
Because one of Olha's close business partners has a milling 
operation 1n the same village, she will be able to both provide her 
bakmg operations with sufficient flow supphes, and create a 
market for her own grain As a result, the new bakery wlll enable 
Olha to create, essentially, a closed farm-to-market system 

J LOL study tnp has made it 
possible for her to go into 
lucrative hazelnut production 

J cooperating with other LOL 
host partners in order to plan 
bakmg operations 

J farm-to-market system will be 
created 



FARMER TO FARMER IN THE NIS 
UKRAINE 
Land OYLakes, Inc IMPACT 

STREMILCHE FARM 
Leomd Oliynyk 
Lvivs'ka oblast, IJKMDE 
5 assignments, 5 volunteers 

At a time when in 1998 agncultural produchon has 
decreased in Ukraine by nearly 50% since the start of the 
decade, marketing might have seemed to be a cunous focus for 
a techmcal assistance assignment After all, as production 
decreased there was less and less to market However, while 
low yields were one s ipf icant  reason for increasingly small 
harvests, production hfficulties alone were not responsible for 
the decline m Ukraine's agncultural output Although 
problems such as detenoration of the old state-run input supply 
networks and the lack of affordable credit cause major 
difficulties for farmers, a problem just as fundamental is that 
there are major disincentives to boost production Low pnces, 
the widespread use of bartering for payments, changlng 
government regulations, and unpredictable markets all foster a 
wait-and-see athtude on the part of many farmers, since they 
make it difficult to predict whether or not Increased production 
will be profitable As a result, there has been a sharp decline 
in cultivated land m a country that contains some of the finest 
soil in the world 

Despite all of the present difficulties, however, some 
enterpming agnculturahsts have taken a more aggresswe 
approach Whde many farmers bemoan the low pnces paid by 
the state or its unfavorable payment terms, others have realized 
that the days are over when the government will guarantee 
each producer a market, on-time payment, and a reasonable 
pnce T h s  latter group understands the necessity of seeking 
new customers to purchase their products, and is utilizing new 
methods in order to find them It is with this aim that a pnvate 
farmer from Lviv oblast turned to Land O'Lakes for marketing 
assistance in 1997, initiating a close partnershp that continues 
to this day 

In 1998 agncultural 
production decreased by 50% 
in Ukraine 

Lack of good marketing 
techniques as well as a 
number of other reasons 
caused a decline 

There are f m e r s  who gave 
up on trying to get the older 
times back 

LOL partnership with 
Stremilche farm started with a 
marketing assignment in 1997 



MARKETING, SALES AND VALUE-ADDED 
PROCESSING 

Stremilche Farm is a pnvate operation near Ukraine's 
border with Poland Stremilche's operations lnclude grain, 
vegetable, dairy and livestock production The farm was 
restructured from collective ownershp with assistance from 
USAID in 1997, and now leases its thousand hectares from 
both the state and former employees of the collective farm 
Oliynyk had managed the local restructured collective pnor to 
leasing 50 hectares fiom it in 1992 and startmg h s  own 
operation growing grain and vegetables, and raising swine, 
dairy cows, and beef cattle After leaving the collective, 
Oliynyk could not help but nohce how it was decreasing its 
production volumes, acqumng debts, and payng its 
employees' salanes with greater and greater delays He was 
not the only one Raion government officials noted both these 
difficulties and the fact that there was a successful pnvate 
farmer with the shlls to help the village In 1997 they talked 
hlm into becomng the manager of the farm once again What 
sets h m  apart from many other former collective managers, 
however, is his willingness to try innovative new management 
approaches m order to better the financial condition of h s  farm 
and improve the lives of the thousand local residents whose 
livelihood depends on the farm's fortunes This willingness 
has been reflected by his close cooperation with Land 
O'Lakes' Farmer to Farmer program 

T h s  cooperation began when volunteer specialist Terry 
Bell armed in Ukraine in late 1997 to provide sales and 
marketing assistance One of the first thngs he did on his first 
visit was to provide Leomd w ~ t h  one-on-one traimng in sales 
techques They then met w th  a number of wholesalers, 
processors, and puchasmg managers of hotels and restaurants 
in Lviv and proceeded to Inquire about the possibility of 
providing them with h i t s  and vegetables 

Leomd was amazed by the concept of cold-calling, or 
makmg spontaneous vlsits to potential clients Not only were 
people wlling to meet w t h  him, but they showed genuine 
interest in what he was selling The restaurant managers 
expressed their dissatisfachon with having to m e  early each 
momng to go to the market in search of fiesh ingredients, 
whle not even knowing m advance whether or not what they 
needed to purchase would be available on that day Most 
significantly, they let it be known that they had never been 
contacted directly by producers before, whch indicates how 

Collective farm re-structured 
w~th  USAID help mto a 
pnvate farm 

4 Raion administration forcing 
the re-structured collective on 
to Leomd Oliynyk 

4 Terry Bell, FTF volunteer 
provides sales and marketing 
assistance to Stremllche Farm 
in late 1997 

4 Leonid amazed by a 
spontaneous-visit concept of 
product marketing 



mde open t h s  potential market w ~ l l  be for Oliynyk if he 
proves able to take advantage of t h s  opportumty 

Withm a month of the end of the assignment, Leorud 
was already util~zmg the newly gamed slulls Terry had taught 
h m  In several areas For example, Oliynyk found a customer 
for 47,000 %-hter jars of peas that he had been unable to sell 
for months T h s  sale alone accounted for nearly $23,000 m 
added revenues Additional sales were made by utilizing the 
sales approaches that Leonid had learned, resultmg in the sale 
of carrots, beets, and cabbage worth a total of $7,500 Perhaps 
even more mportant, however, was the new approach that 
Leorud began to take to h s  busmess after h s  work with the 
specialist As he hmself mdxated, 'Wow I work in a different 
way I first look for my customers and THEN grow accordmg 
to thelr needs " 

Six months after h s  first visit, Terry Bell returned to 
Ukraine on a second assignment with Ohynyk, as well as with 
another Land O'Lakes host orgaruzatlon The assignment was 
focused on findmg both new markets and s t ructmg sales 
contracts in a more favorable way The speclal~st helped 
Oliynyk demand pre-payment, and showed h m  how to 
structure such agreements in order to ensure that he would be 
paid for all of his sales T h s  is a major problem in present-day 
Ukraine, because many state-run orgmzations are extremely 
indebted to other entities As of t h s  wntmg, Leonld had 
already made $10,000 in prepaid sales 

Dunng the volunteer assignment, the host and 
specialist also made tnps to Lviv and Kylv to Investigate new 
sales opportumties In Kyv they found a meat processor that 
pays 10% to 15% more for beef than the going rates in western 
Ukraine They also identified several distnbutors in Lviv that 
may be potential outlets for Leonid's produce Finally, the 
volunteer provided numerous matenals on crop production and 
food processing to the farm 

Despite all of the progress that Stremilche Farm has 
made, however, it seemed clear that even more significant 
impacts would be forthcommg As Leonid continued to adopt 
a more modem, western approach to sales and marketing, the 
different sectors of h s  business would become more market- 
responsive Nationwide, many Ukraman agnbusmesses have 
yet to learn many of these important lessons, but only when 
they do wlll there be incentwes to Increase agricultural 
production in Ukraine And only when that happens will 
Ukraine be in a posit~on to fully take advantage of one of its 
most precious - and perhaps most underutilized - resources 
its land 

New sales strategy helped to 
y~eld over $30,000 in revenue 

Terry Bell's second 
assignment helped Leonid 
restructure sales contracts and 
collect $10,000 in addition 

Wholesale buyer and a 
number of local distnbutors 
identified dunng the 
assignment 



In accordance with one of Terry's recommendations, on 
July 1, 1999, Leomd created a new marketmg and sales 
position and appointed Dima, an employee who previously had 
been in charge of the farm's machnery maintenance, to the 
post The sales manager will also have a support staff that will 
report to him on inventones sold and in storage "Dima is 
young and aggressive, and I can see h m  fulfilling these duties 
successfully," says Oliynyk, who used to handle all sales 
responsibilities himself Now he will be fi-ee to concentrate on 
operations and s t ra tep management of the farm 

Another focus of Mr Bell's work was on trylng to 
increase overall farm profitability One of the ways he 
suggested to increase profit margins without large mvestrnents 
was to have production marketed under Stremlche's own 
label At first, Leomd chose to work together with a local 
vegetable processing plant, providing an exorbitant 55% of h s  
product as payment for the processing services 

Now, however, Oliynyk has decided that he can 
increase profits by having Stremllche itself expand into 
vegetable processing He has identified a small vegetable 
plant 30 krn from the farm that presently is standing Idle, and 
leased a 49% share of the operation with an option to purchase 
for a five-year penod In order to reduce the imtial capital 
investment, only minor renovations have been made to the 
plant's facility Georg~y Cherevko, a Land 07Lakes consultant 
and chair of the Department of Economics at Lviv Agranan 
University, conducted a feasibility analysis for t h s  operat~on 
A s ~ t e  visit to another vegetable plant and cooperative in the 
area, also run by a Land 07Lakes partner, provided valuable 
techn~cal and market information for the Zhovkva area In 
fact, Oliynyk and the Zhovkva processor are now investigating 
the potential for cooperation and, possibly, the creahon of a 
cooperative encompassing both facilities 

At any rate, now we are able to see the farm's 
vegetables in jars with professional Stremilche Farm labels 
produced locally The labels were designed together w ~ t h  
spec~alists fkom Lviv Agrman Umversity and a label company 
fi-om Lutsk, Volyn oblast, in accordance with 
recommendations from Terry Bell Dunng h s  assignment, 
Bell discussed at length with Oliynyk how establishmg a brand 
can help increase sales by developing awareness of the 
dlstlnctness of a product and a reputation for quality Terry's 
emphasis on the importance of product labeling as vital to 
product presentation has already led to some positive changes 
The label below, whch Oliynyk recently developed, contains 

Oliynyk creates a position of a 
sales manager appointing a 
young aggressive individual 

Terry recommended Leonid to 
market under Stremilche's 
label 

Leomd is integrating with a 
local vegetable processor 

However, Leon~d leased 49% 
of a small local cannery's 
stock in July 1999 

Agricultural Univers~ty 
conducts a vegetable 
processing feasibility analysis 

Leonld contacts a vegetable 
cooperatwe in Zhovkva for 
potential collaboration 

Oliynyk develops a distinctive 
label for farm-grown and 
processed pickles 



company information and design characteristics more typically 
found in the West 

On the left, Stremllche's distmctwe logo, as well as mahng address, 
are displayed In the upper comers there are two mottoes "nature's 
freshness" and "the taste of the sun " On the nght slde, there 1s 
mformahon on the pickles, their vanety, nutnbonal values, and net 
welght The label was produced by a label company in Lutsk, Volyn 
oblast, but it IS a result of the ~deas of Oliynyk and Terry Bell The 
logo was developed In coopembon wlth Lviv Agricultural 
Umverslty, and has already helped m producmg hlgh customer 
recognlhon of Stremllche's products 

Strange as it may seem, this was not the first 
promotional event undertaken by Leonid Oliynyk to publmze 
his farm's produce On May 2, in conjunction with Land 
O'Lakes, Stremilche organized a llvestock field day This 
activity gathered over 40 local producers and agribusiness 
professionals who came to see Oliynyk's improved swine 
operation, listen to specialists report on recent advances in 
livestock nutntron, and meet with representatives of the feed 
industry That event also was widely publicized by local TV 
and newspapers, and afforded Ohynyk the opportunity to 
increase the profile of his products 

With much fanfare, on August 25 Stremilche Farm 
exhibited its farm-grown produce using techniques decidedly 
untraditional for Ukraine The fact that vanous fresh 
vegetables, as well as canned corn, peas, and pickles, were 
taken to be sold at the central food market in Radekhiv, the 
local raon center, was nothing out of the ordinary What was 
more usual was that these vegetables were promoted by each 
customer belng given a game piece malung it posslble to win 
T-shuts and caps with the Stremilche logo on them, as well as 
various Stremilche food products A total of 100 tickets were 
gwen away, 60% of which were wimng tickets The 500 

J Stremilche Farm continues 
its publicity campaign 

J Livestock Field Day on 
Stremilche Farm on May 2, 
1999 

J Stremilche runs demonstraron 
of ns products at a local raton 
center 



given away, 60% of whch were w w n g  tlckets The 500 
people in attendance made over 400 hryvnyas (UAH) in 
purchases from Stremilche, and the event was widely 
publicized m the p m t  and broadcast media The importance 
of publicity as a tool to heIp increase profits and expand sales 
markets had been emphasized by Terry Bell who suggested 
that a taste test event be held to let potential customers see for 
themselves the quality and value of Stremilche products 
Whde, in the West, the importance of many marketing areas, 
such as product presentation, advertising, and promotional 
activities is common knowledge, there is little awareness of the 
relevance of these activities for Ukraman farmers Indeed, 
marketing was not needed in Soviet times, when pnces and 
markets were guaranteed by the State 

Just as important, the acqwsltion of a local vegetable 
cannery earller t h s  year will enable Leonld to can lus own 
vegetables and provide h m  wlth a more steady and rellable 
cash flow Oliynyk is shppmg 10,000 jars of plckles to a new 
buyer m Odessa oblast for 2 50 hryvnyas per jar Leomd has 
stated that even lf pnces remam low he will still be able to 
make a minlmurn of 1 0,000 hryvnyas m net profit from the 
30,000 jars of pickles Oliynyk may also add some other 
vegetables to hls product line by supplying them from other 
farmers, such as FTF Partner Petro Fedyna, with whom he has 
already signed a purchase agreement 

LIVESTOCK PRODUCTION PIG BREEDING 

Time spent wlth a Farmer to Farmer volunteer fish 
farrnlng specialist in the fall of 1998 also is only now 
begimng to produce results W l e  aquaculture is now big 
business in western Ukraine, Leomd Oliynyk was not seelung 
profits when he built h s  first fish pond in 1994 Instead, 
Ollynyk was simply seelang to provide a source of fish for h s  
own family and the employees of Stremlche 

Subsequent developments, however, convmced Leomd 
of the potentla1 for t h s  operation In 1996 two additional 
ponds were created, increasing the total area under aquaculture 
to 1 1 6 hectares Although the ponds were stocked with 
several hundred kdograms of carp and pike fingerlmgs, thelr 
growth rate did not meet Oliynyk's expectahons Because of 
h s  close cooperation with Land O'Lakes volunteers in the past 
on other projects, he decided to approach Land O'Lakes with a 
request for Farmer to Farmer assistance with his fish farmlng 
operation 

4 500 people vlsiting the stand 
with 400 UAH in sales 

4 Leonld IS getting ready to ship 
10,000 jars of pickles to an 
Odesa buyer 

J Plans to m h e r  integrate with 
Petro Fedyna's vegetable 
cooperative 

4 Amencan fish farming 
specialist visiting Stremilche 
f m  in 1998 



Dunng the week she spent at Stremilche, volunteer 
Martha Rowan introduced Leomd to Western feedmg and 
pond management practices Martha provided Oliynyk with 
feed rations and schedules, as well as stochng directions and 
recommended ratios She also helped Oliynyk make a secch 
disk, a tool that is used to morutor water in ponds to show if 
fish are being overfed, as well as when and how much a pond 
needs to be fertilized Finally, Martha performed two water 
analyses -- each worth $50 -- at a laboratory at Auburn 
Umversity and determined that the water quality is perfectly 
suitable for aquaculture 

As a result of these recommendations, Oliynyk is now 
talung a professional approach to h s  fish farming operations 
and the fish are growing much more rapidly Production has 
increased by nearly 1800 kilograms per year, producing over 
$1200 in additional annual profit, whle utilizing feed, 
minerals and fertilizer already produced by the farm's vanous 
operations 

RECORD KEEPING 

But improvements in production and profits in some 
sectors are hard to measure and easdy squandered in other 
parts of an operation if financial bookkeepmg does not 
accurately reflect the revenues and expenhtures of an entire 
business When Roy Chapin, an mmal  nutntiomst from 
Oregon, asked Leomd about production costs for h s  hay 
recently, for example, the latter had to t M  for quite a whde 
before answenng Furthermore, figures prov~ded by h s  
accountant contradicted h s  own To enable Oliynyk to better 
maintain his financial records, Roy suggested that Land 
07Lakes help the farmer cornputenze its financial record- 
keep~ng 

Through a donor in the U S , Land 07Lakes obtained 
used computers for Oliynyk and five other FTF partners 
Then, usmg tables provided by the farm's accountant, project 
staff developed software for the farm's operations All 
Stremilche's accountant needs to do now is to enter data on a 
monthly basis and the s o h a r e  provides a complete picture of 
productron costs and revenues T h s  wrll not only save time ( ~ t  
will take only 10% of the time that previously had been spent), 
but will also help the manager of t h~s  diversified farm to better 
track developments in its vanous sectors and make tmely 
decisions Ths  will also help to morutor inventones and 
thereby cut down on employee theft, a widespread 
phenomenon on large farms in Ukraine In the coming 

J Fish feedmg and pond 
management techtuques were 
taught to Oliynyk by Martha 
Rowan, a fish spec~ahst 

J Two water tests conducted in 
the U S were conducted by 
Martha Rowan for $100 

Fish production increased by 
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Roy Chapin, an animal 
nutntionist from Oregon 
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A new software saves 90% of 
time spent previously, and 
helps to better control 
inventones 



computers of the other five FTF partners who recewed 
computers 

CONCLUSIONS 

In order to surnmanze the dramatic changes that have 
taken place over the past several years with Land O'Lakes 
assistance, two charts are shown below Strernilche's older, 
d~versified operation and the present, ~ncreasingly specialized 
one incorporating vegetable processing and p ~ g  breedmg 

Stremilche started m a more or less typxal manner - as 
a highly diversified, cumbersome agncultural enterpnse, as 
shown in Chart 1 below 

Chart 1 Farm Operat~onal Layout 

4 Stremilche tends to become 
more spec~alized in 
vegetables and pork 
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Government-contr 

While most of products produced at the farm were 
marketed mainly to government-controlled inst~tutions or 
wholesalers (such as m~litary bases, hospitals, state-owned 
grain elevators and processing plants) and only a few were 
marketed directly to the consumer, there was practically no on- 
farm value added processing, except for a flow mill providing 
for the needs of the village comm~~llty 

Over two years of collaboration with Land OILakes, 
Stremilche Farm's greatest change was a shft m attitudes 
toward agnbus~ness in a fiee market environment m l e  still 
mamtaining all of the operations in order to mantain social 
and economic stability in the community, the pnnciple focus 
was made on two agncultural areas vegetable production and 
processmg, and swine production w~th  further potential 
processing (whch IS currently being explored) T h ~ s  is shown 
in Chart 2 below 

J Stremilche Farm is now 
more market-onented adding 
value to its raw product 



Chart 2 Modified Farm Production Chain 

Product~on 

Value 
Adding 

Sales 

Vegetables 

Because of hls expansion Into the processing busmess, 
Oliynyk is confident in the future as never before The 
cannery allows hlm to close the food chain, from growing raw 
matenals to producing finished consumer products Finally, he 
is establishing a partnershp wlth a meat processor and 
mushroom producer which should yleld additional raw 
matenals for hls cannery to process m between seasons, 
thereby allowing b m  to add value to these products as well 

4 Stremllche Farm has closed 
the food chain to a large 
extent 


