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. 
INTRODUCTION 

Appointment and Composition pf Committee 

On the suggestion of the Chairman, National Co-operative Develop- · 
ment and Warehousing Board, the executive committee of the ·Board in 
its 28th meeting held on 19th November, 1969, decided that a committee 
consisting· of the following members should be appointed to suggest 
measures for the development of consumers' co-operative movement in 
the country. The decision was ratified by ti-e National. Co-operative 
Development and Warehousing Board in its 11th meeting held on 25th 
February, 1961. 

2. Composition of the committee:-

1. DR. P. NATESAN, 
General Secretary, Tamil Nadu Co-opera
tive Union Ltd~, Madras and Member of 
the Executive Committee. 

2. SHRI JAGAN PRASAD RAW AT, 
Chairman, U. P. Co-operative Land 
l\Iortgage Bank; Lucknow and Member of 
the Board; 

3. SMT. SAVITRI DEVI NIGAM, M.P. 

4. SHRI CmNT.Altr.A.NI P ANIGRAID, M.P. 

5. SHRI B.s. DHAVLE, I.A.S., 
Dy. Secretary, ~finistry of Community 
Development and Cooperation, (Depart
ment of Cooperation). 

Chairman 

lifember 

Member 

Member 

Member 
Secretary. 

The Chairman of the committee was further authorised to co-opt 

any person to work on the .committee. 

The committee in its meeting held at New Delhi on 5th December, 

1960, decided to co-opt SHRI l\I. L. BATRA, I.A.~., Registrar of Co-

t . Societies Punjab to work on the committee. opera 1Ve • ' 

S S T Ir~~sHALANI, Research Officer of t):le Board, was attached HRI . • :u!. · 

'ttee to assist the committee in its work. . 
to the comml . . 

Terms of refereace . 

3
.. 'fhe terms of reference of the committee were to review the 

. . d to examine the promotional and organisational 
existing positiOn an 
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aspects of consumers' co-operatives with a ·view to ensuring their soun<.l 
:tnd speedy development 'during the third five year plan. 

Procedure "of work 

4. The procedure followed to collect information regarding the 
present position of consumers'. stores was: (i) Issue of different Ques
tionnaires to selected agencies (ii) Visits to selected consumers' stores 
:tnd institutions. (iii) Disucssion with officials and non-officials during 
visits. 

Questionnaire 

5. A set of three Questionnaires was prepared to elicit information 
from different agencies. 

Questionnaire I (~nnexure I) was issued tp Registrars of Co-opera
tive Societies of different states with a view to collect information regard
ing the working of consumers' stores in· those states. Registrars were 
requested to give their own views and suggestions on different aspects of 
consumers' movement in their states, particularly, in the light of their 
own experiences. Information was received from 11 states in all. A 
list of such states· is at annexure V. This Questionnaire was also issued 

to some officials associated with the movement and veteran cooperators 
experienced in the line with the object of ascertaining th~ir views on 
various problems connected with the subject. A list of su~ persons who 
responded to the Questionnaire is given at Annexure VI. · 

6. Questionnaire No. II (Annexure II) was prepared for individual 
primary and wholesale stores for eliciting detailed information regarding 
their working and the problems faced by them. Copies of this ques
tionnaire were also sent to Registrars of Co-operative Societies with a 
request to furnish information on the basis of a representative sample 
consisting of selected good, bad and indifferent stores. Information re
ceived covered 100 stores from different states inclusive of the 48 visited 
by the committee. Complete evaluation of d.ata regarding these stores 
will be found in Volume II of the report. Data regarding 48 storEs, i.e. 
43 primary and 5 wholesale, has been utilised in this volume. These stores 
are functioning in the states visited by the committee. Of these 48 stores 

. ' 
34 were actually visited. and the remaining 14 were selected to make the 
data representative in character. 

7. A separate Questionnaire (Annexure III). was also issued to 

central financing agencies with a view to ascertaining difficulties if an 

experienced by them in financing consumers' stores and the extent ~i. 
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fi~ancial assistance which they were in ~ position to provide for consumers' 
stores. An:1lysis of the data supplied by them has been included in the 
chapter on finance. 

Visits and discussions: 

~. With a view to undertake on-the-spot studies and obtain first 
hand knowledge of the working and problems of consumers' stores di
ffer~mt states were viSited. While selecting states for visits due considera
tion was given· to the standard of development of the movement there 
and the question of regional representation was also kept in view .. In all 
forty-eight. stores in seven states were chosen for visits viz :.:_JI.Iadras (9), 
Gujerat (7), 1\:Iaharahtra. (13), West B.engal (10), Bihar (1), Uttar Pradesh. 
(6) a:td Punjab (2). Of these 48 stores, d~ta regarding 34 stores, has been 
utilised in this .volume. The remaining 14 were either not purely con
sumers' stores~ or the required data could not be made available by them. 
Particulars of the 34 stores visited have been given in Annexure IV. 

9. During vhits to various states discussi9nS were held with 
Registrars on the positio~ of consumers' movement there and their views 
and suggestions regarding improvement and future deveiopment wer,e 
noted. Summary notes of their views will be found in Volume II of the 
report. Discussions were also ~eld with leading co-operators from those 
States· as well as with office hearers of the stores actually visited .. 

Meetings: 

10. In all, the committee held nine meetings. The first meeting 
of the committee was held at New Delhi on 5th December, 1960, in which 
procedure and programme of visits tol various states was decided. This 
was followed by five meetings in different states. In these meetings 
position of consumers' movement in the states visited .and progress of the 
colilmittee's ·work were reviewed. Three further meetings were held at 
New Delhi to discuss the draft outline of the report. The nineth and 
the last meeting was also held at New Delhi on 9th May, 1961. In this 
meeting the report of .the committee was finalised and passed. 

Acknowledgements: 

11. ·we are indebted to the hoards of directors of co~sumers' stores 
and . Registrars of Co-operative Societies of the States which we visited 
for making necessary arrangements for our visits and facilitating our work. 
We are alsq thankful to other institutions, officials and non-officials who 
responded to our request and gave the committee the benefit of their 
views on the various aspects of the· subject under enquiry. Our special 
thanks are due to Shri 1\I. R. Bhide, I.C.S., Secretary Ministry of Com-
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inunity Development and Cooperation, (Department of Co-operation), 
Shri G. D. Goswami, I.A.S., Joint Secretary, ~Iinistry of Community Dev
elopment and Cooperation (Department of Co-operation), Shri J. C. Rayan, 
Chief Officer, Agricultural Credit Department, Reserve Bank of India 
and 1tfr. B. Mathsson, Director International Co-operative Alliance Training 
Centre, New Delhi who spared valuable time and gave their experienced 
views on the subject ~hich were of great help to tis. · 

12. . Preparation of the .report entailed collection and collation of a 
vp.riety ,of statistics, and detailed study of the various records. The staff 
connected with the work had to put in considerable effort and hard work. 

· We, theref~re,. wish to place on record our appreciation of the commenda
. able industry and efficiency shown by the staff particularly by Shri A. 
Sar~ar, Deputy Director, Co-operation and Shri S. T. Khushalani, (Re
search Officer, National Co-operative Development and Warehousing 
Board)who accompanied the committee to the various states and was 
associated with its work throughout: · 

13. We also desire to express our gratitude to our Chairman, Dr. 
P. Natesan for his able guidance as well to our Member-Secretary, Shri 
B. S. Dhavle who shouldered main responsibility of the committee's 
work. 



CHAPTER I 

THE BACKGROUND 

Brief history of consumers cooperative movement: 
Modern consumers' co-operative movement dates as far back as 

1844, when a small group of- 28 flannel weavers, started a store of their 
own called the "Rochdale Equitable Pioneers Society" in Toad · Lane, 
Rochdale, near Manchester in England. 

2. The m~in idea was to make arrangements by raising sWficient 
amount of capital in shares of one pound each for the pecuniary benefit, 
and improvement of the domestic condition of members. The objects 
included:- · 

Sale of provisions and clothing etc. to members. 

Building or purchase of houses for members. 

Manufacture of articles for the employment of unemployed and under 
employed members. · 

Purchase or hire of estates of land for cultivation by unemployed 
or undere!Jlployed members. · 

.Promotion of sobrlety and establishment of a self-supporting ho~e 
colony of united interests. · 

3. The following. business rules were the main cause of its success:~ 

(i) Sale· of goods at prevailing local prices. 

(ii) 

(iii) 

(iv) 

(v} 

Restriction to ·a fixed rate of interest upon capital and inter~st 
to have first claim upon profits. · 

Distribution· of profits (after meeting expenses and interest 
charges) in proportion to purchases. · 

Purchase and sale against cash on delivery of goods. 

Eqqality in membership rights ·to botli sexes: 

(vi) One vote per member. 

(vii) Regular and frequent meetings for discussion of society's busi
ness and receiving suggestions for improving welfare. 

(viii) Proper ma.inten~nce of accounts and audit and p~eSe1!tatior 
of balance sheets to members regularly. 

. . 
4. Thus from o, humble beginning in 18441 consumers' co-opera-

tives have at present grown into a powerful co-operative sector in U.K. 
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Consumers' Co-operatives in India: 
5. In India co-operative movement started with the enactment of 

the C:l~operative S:>cieties Act of 1904. Being predominantly an agricultural 
country the main emphasis was on agricultural· co-operatives particularly 
credit co-operatives. In fact the Act of 1904 did not at all pr~vide for 
the organisation. qf consumers' co-operatives. However, with the pass
ing of the Co-operative Societies Act in 191'2 this lacuna was finally re
moved. Nevertheless, the gr~wth of consumers' C::l-operatives in th~ 
country has not been satisfactory and leaves m·uch to be desired. 

. 6. In 1928-29 there were 323 primary consumers' stores only in 
the country. Subsequent progress was so shw that 10 years later i.e. 
by 1938-39 the number incr9ased from 323 to 396 only. Thus primary 
consumers' stores had not made any appreciable· progress before the 
Second World War. However with the scarcity of essential commodities 
and rationing of foodgrains during war time and in the immediate post
war period the movement gained momentum in many of _the states. 
Primary consumers' stores came to be utilised largely. by government ·as 
agencies for distributio~ of various controlled C:lmmodities. While in 
some states they received preference over other agencies in other states 
they enjoyed monopoly i_n the _distribution of rationed 'and other con
trolled commodities. Under government patronage and in the absence of 

.keen competition in the market their number swelled considerably. As 
against 396 primary consumers' stores in 1938-39 having a turnover of 
Rs. 0.57 croras the number rose to 9,757 in 1951-52 with a turnover of 
Rs. 82 .16 crores. But from 195~-52 onwards following de_-rationing and 
decontrol of number of commodities, their business suffered and financial 
position deteriorated .. 1\Iany of the stores were saddled with heavy stocks 
which. wiped out their profits, many closed down while the rest continued 
their unequal competition wit~ private trade in the open. market in the 
hope of stabilising thems~lves i!l the field. The following figures roughly 
indicate the trend of growth and decline of primary consumers' stores in 
India:-

1938.:..39 1949-50 1951-52 1955-56 1958-59 

No of primary stores 396 8,949 9,757 7,359 6,857 
Membership (in lakhs) 0.43 21.55 18.46 14.14 . 13.76 
Owned funds 

(Rs. in lakhs) 2.47 449.46 552.70 490.00 504.67' 
Sale.;;: (R.;;. in lakhs) 57.15 7,045.41 8,215.69 1,448.00 2,708.65 
Profit: (Rs. in lakhs) ·101.00 80 .. 87 29.00 49.84 
Loss: (Rs. in lakhs) 20.70 37.64 40.00 40.73 

It will be seen that the position after 1951-52 has been one of steady 

decline. 
7. The position as on 30.6.1960 in some of the states from which 

information has been received has been given in the adjoining table 'A'. 



TABLE 'A' 

.AS ON 30.6.1960 (Rupees in lakhs) 

--------
West Uttar 

·Bihar Delhi Gujerat Bengal Pradesh Punjab Maharashtra Rajasthan :J:ladras Total 

1. Total number of 218 170 491 672 422 242 1,117 409 514 4,255 
primary stores. 

2. _Number in work- 197 66 N.A. 278 120 N.A. N.A. 209 513 1,383 
ing order. · 

3. Number of 24,359 11,818 ' 89,628 _83,422 1,48,000 31,'700 ·1,69,742 39,060 2,86,342 8,84,071 
members. 

4. Paid-up share. 4.68 5.91 . 22.10 13.50 14.09 29.77 25.{)6 8.52 59.32 183.85 
capital / 

5. Working capital 13.11 15.90 90.15 ·36.56 54.78 90.19 N.A. 18.81 352.09 67!'.59 

6. Purchases. 65.58 76.92 369.63 235.96 276.82 415.18 1,310.82 122.17 1,876.19 4,749.27. 

7. Sales. ... 70.22 80.10 381.39 277.52 280.74. 206.19 1,374.29 123.42 2,359.21 5,153.08 .. 
8. Borrowing from 0.23 1.42 N.A. 1.05 4.44 6.44 N.A. 0;35 71.80 85;73; 

financing banks. 

9. Trade deposits. ... N.A. 5.29 N;A. Nil 10.89 N.A. N.A. 3,.77 Nil 19.95 

10. Reserve fund. ... 6.98 0.76 37.64 8.00 25.36 3.88 46.37 3.44 149.43 281.86 

11. Profit 3.45 0.34. N.A. 1.28 3.10 N.A. 1.49 1.47 50.03 61.16 

12. Loss 0.63 N.A. 0.35 N.A. 17.18 '.18.16 ...:J 
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Causes of slow pro~ress: 
8. Slow progress of consumers' stores is attributable to the follow-

ing factors:-

(i) Weak organisational structure, 

(ii) Small and uneconomic size. 

(iii) pependence to a large extent on controlled commodities only. 

· (iv) Inadequacy of funds and heavy working costs. 

(v) Lack of business kn~wledge or experience on the part of members 
of managing committees. 

(vi) Inadequate loyalty on the part of members. 

(vii) Dependence on honorary services and lack of interest in manage-

(viii) 

(ix) 

ment. 
. . 

Lack of p~operly trained and ~xperienced staff and inadequate 
supervison over personnel. 

Keen competition from private trade and very low margin of 
profit. 

Need for consumers' stores: 

9. The economic benefits which consumers' stores ca;n confer by 
assuring quality, correct weight, reasonable prices etc., particularly on 
middle and poorer classes of the community are very valuable indeed. It 
is common knowledge that the general price level of consumers' goods has 
been on the increase, the level recording a rise of 23 per cent against the base 
year (1949) and there is a possibility of a further rise in prices under the 
third five ·year plan with increased developmental expenditure. Con
sumers' stores will, therefore, have 'to play a very vital role in arranging 
distribution of consumers' . goods at fair prices. 

Pro~ramme of development of consumers' co-operatives 'during the 
Third Five Y~ar Plan: · 

_10. It has been observed in the first five year plari that "in urban 
areas special importance must be attached to consumers' . co-operatives. 
It wo'ulo in our opinion be in the best interest of the planned development 
of distributive trade that an attempt is made to build up consumers' co
operatives over as wide a field of distribution as possible." 

11. The second five year plan also reiterated th~ scope for develop
ment of consumers' co-operatives in the following terms:-

"A net work of consumers' co~operative stores in urban areas will 
be a source of strength to the consumer· co-operative movement in rural 
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areas as well as ·to produce~ co-operatives.· Alth~ugh ta:rgets for develop
ing the consumer co-operative movement have· not ·been worked out so 
far, it is recommended that problems in this.field should rec_eive ·closer 
study and programmes worked out. The.· close linking up . of producer 
co-operatives and consumer co-operatives will be an important factor for 
increasing rural incomes." 

However upto the end of the Second Five YearP Ian period no precise 
programme with targets had been worked out and no financial provision 
for assistnce to consumers' co-operatives was made.· In the third plan 
a programme for developing consumers' co-operatives has been accepted 
by government on the basis of the recommendations made by the ·working 
Group on co-operatiye development. 

12. Organisati_onal set-up: 

(i) As the success of a consumers~· store largely depends on tlie 
volume of its turnover, to begin with, special attention should 
be given to develop· consumers' stores in -larger towns. and cities 
and_ in places where there is 'a fairly large conce~tration of 
persons such as in industriai centres. 

(ii) ~ bigger towns and cities, stores ~ay be run by a single organi
sation with .a network of branches to cover .the entire area, or 
separate stores may be ·organised to serve different localities . 

-in a city. The balance of advantage would ~ie·in having· a few 
strong organisations with a numb~r of branches. 

(iii) There is vast scope for the organisati()n of stores amongst em• 
ployees of government, public bodies, busiriess concerns, etc. 
and industrial workers. Stores for government . employees,_ 
industrial workers etc., are in an advantageous position as 
they genera~ly have the facility. to effect credit sales to members 

and recover dues fro~ their salaries or wages. · _ 

(iv) In respect of employees and industrial workers, whether 
separate societies-should be formed for ·the supply of credit and 
consumers' goods to them or whether the same society: may 
undertake both the functions. is ~ matter to be decided on the 
merits of each case. It may be dangerous .to combin~ ballking 

·and tradi.Il.g' functions~ On the .other hand there ar~~. n.dvan
tages in combining l:ioth for this would enable a society to pay 
a decent' rate of interest on members' deposits: and make avail
able funds required to carry on stores' business. 

~(v) At. tho v!llage level it may not he necessary to set up separate 
organisations for supplying consumers' goods required by 
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villagers. Service co-operat1ve should be in a position to under
take this work. 

(vi) In some states, co-operative wholesale stores are working. They 
. should be established in places where they have not yet been 

formed. 

(vii) In places where for any reason primaries cannot be set up in 
the near future or where the existing ones are defunct, whole
sale stores may open branches to be converted into independent 
primaries in due course when circumstances are favourable. 

13 .. State participation: 

State contribution towards share capital may be limited to 
Rs. 2,500 for each primary stores subject to matching contr~bution 

by· members. Similarly wholesale stores may be given a State contri
bution upto Rs. 251000 subject to a matching contribution by members . 

. This assistance should be given to new stores as to the stores taken up 
for revitalisation. 

14. Finance: 

. 9o-operative central financing agencies are not providing adequate 
finance to consumers' stores as' funds obtained by them from the Reserve 
Bank cannot be advanced to coruiumers' stores and funds secured by them 
by way of deposit etc., are not adequate in most cases. · In the first place 
central co-operative banks should finance wholesale stores to the extent 
they can on the basis of a floating charge. The State Bank of India may 
also be moved to finance consumers' movement, as in the case of market
ing ~a-operatives. 

15. Managerial costs: 

In the initial stages subsidy may be given to primary stores 
and wholesale stores for meeting managerial cost to enable them to com
pete successfully with private trade in the open market. The amount of 
subsidy may be as follows:-

Co-ope~ative wholesale sto~es :_ 

First Year . . • 50 per cent of the manageria.l cost subject to 
a maximum of Rs. 1,500. 

Second Year 33/t per cent of the managerial cost, subject to 
a maximum of Rs. 1,000, 

Third Year 16f per . cent of the managerial cost, subject to 
a maximum of Rs. 500; 
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Primary stores: 

First Year 50 per cent of the managerial cost subject to 
a maximum of Rs. 900. 

Second Year ..• 33l per cent of thli! · managerial cost subject to 
a maximum of Rs. 600. 

Third Year 16f per cent of the managerial cost, subject to 
a maximum of Rs. 300. 

16. A total outlay of about Rs. 2 crores was recommended by the 
Working Group on Co-operative Development as under:-

Plan outlay: 

!-Share capital participation: 

(i) for 4,000 primary stores at Rs. 2,500 
{2,000 new primary stores to be established 
and 2,000 primary stores to be taken up 

. ' (Rs. tn crores) 

for revitalisation) 1. 00 

(ii) for 100 wholesales stores at Rs. 25,000 

II-Employment of managerial staff: 

(i) · for 4,000 primary stores at Rs. 1,800 each 
(ii) for 100 wholesale stores at Rs. 3,000. 

Total! 

0.25 

0.72 
0.03 

1.25 

0.75-
---·.---

2.00 



CHAPTER II 

o·RGANISATION AND STRUCTURE 

Primary consumers' co-operative stor~s: . _ 
Priniary stores in India are by and· large rickety organisations and 

have a high incidence of mortality. In the context of the rising trend of 
prices. of co~umer goods and the growing need for a consumers,· organisa
tion for the oehefit of industrial and. urban population which, with ·the 
rapid industrial and economic development of the country ~s on t~e_ in
crease. the small nuinb.er of primary stores stand in a sad contrast to co
oper~tiv~s- in other sectors which have mamtained . a comparatively steady 
growth. During our visi~ t9 some of the ~tates and from. the d~ta collect
ed we have observed that primary stores_ are·gt;lerally small units having 
inadequate act~ve membership, meagre sh~re capital and .a business turn
over not ~u~cient to make them economically viable. The follq.wing 
data .. would be relevant in this connection:-

No. of _,Average Average Average bt(,sineBs 
States prima1·y _ . member- share turnover (Figures ... 

stores ship capital approximately) 

1 2 3 4 5 

Gujerat: .. 
1958-59 399 90 4,842 Rs. 48,000 

1959-60 488 183 4,405 
(Bombay 1958-59) 

· Maharashtra: .~ ........ . , . ... ~ 

1959-60 1,117 152 2,324 
West Bengal: 

1957-58 552 127 1,924 
1958-59 589 119 1,818 Rs. 49,153 
1959-60 672 124 2,009 Rs. 41,297 

Punjab: 
., 

1957'--58 288 75 3,224 Rs. 8,364 
1958-59 231 82 3,108 Rs- 11,000 
1959-60 223 102 

Bihar: 
3,668 Rs. 28,677 

1957-58 240 133 2,238 Rs. 15,863 
1958-59 218 134 2,174 Rs. 32,000 
1959-60 218 112 2,147 · Rs. 32,211 
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.Madras: 
1957-58· 514 551 7,401 Rs . . 83,964. 
1958-59 502 550 7,420 'Rs. 1,QO,OOO 
1959-60 507 549' 8,313 Rs. 2,24,014 

Uttar Pradesh: 
1956-57· 409 445 .4,369' Rs. 39,081 

.1957-58 394- 383 3,815 Rs. 38,490 
1958-59 419 387 3,549 Rs. 49,313 

. .1959-60. 413 :· 356 .. - . 3,138 

' . I 

It will be seen that in the states of Madras and Uttar Pradesh ·the 
··average ·:membership of primary stores . exceeds. 200 whereas : in-. -other

states the average membership is below 200~ Similarly except for the 
state of Madras the average share capital is below ·Rs.· 5;000· and the 
average annual business turnover is upto and below .Rs. 50,000. - . 

-- ·• 

2. - The all India :position in this regard is as follows: 

1956-57 1957-58 1958-59 

1: Total No. of primary stores. 6,578 6,435 '6,857 

2. Total membership in lakhs. 11.16 13.74 13.76 

3. . . ~verage membership for store 170 . 214 2oo··: 

4. Average share capital 3,316 3,256 

3. The following statistics for the year 1959-60 available for some 
of the states will indicate the position of primary stores in working order 
which. is generally not. veiy satisfactory:~ 

1'otal number Numbe1· in (3) as percentage 

States ofprimary , working of(2) 

- stores ordert 

1. West Bengal 672 278 41.3 

2 .. Uttar Prade;h 413 -no 28.1 

3. Bihar· 218 197 90.4 

4. Rajastha~ 409 209 51.1 

64 38.1 
5. Delhi 168 

Total: 1,880 864 46.0 

tlnciud~s -ali stores other than dormant~ · 



·gori.es·. ·-Rural ~~ores; mainly·. ·orga11~zed during ·war-time as·- agenciei-for-· 
~ha~elis#)g_ ·_controlle~ _and _short supply c.ommodities, seem to _be the 
wea~e·st of all ·ba:rring a·. few: exceptions like the Chandrashekharapuram 
~U:ral Store wh.ich we visited in :M:~dras. 

· 10;-· It may not be· out of place to make a passing reference to ·the 
pgs_it.!_~I_l:- ()f_1llem~~rs?ip; s~~re capital and. business t1:1rnover. ~f p~imary 
stores in some of the foreign countries. The following table will give. an. 
idea of average membership in some of the Western countries:~ · 

Country Total no. of stores. Average membership 

I. Great Britain 947 12,745 

2. Germany 310 6,000 
. ' 

3. Finland 495 2,000 

4. Sweden 680 1,618 

- -- -·· ....... --------- ---·~·· 

In U.K., ·particularly, average membership has undergone appre
ciable change,increasing from 1,200 in 1,900 to 12,745 in 1958. T~e trend 
cim ·be sei:m .from .the following:-

1900 

1905 

19f5 

·Year 

.1925. _______ --- .. u. -· -

1935--

1958 

····· 

:. 

No. of societies 

. 1,419 

1,429 

1,337 

1;255 

1,096 

947 

A ve~age membership . 

1,200 

1,501 

2,423 

.3,877-

6,772 

12,74£) .· 

. . 
· This steady increase is partly due to a realisation of the economics 

of Iarg~ scale organization. l\Iore important perhaps is the fact -~h~t only 
large organization can underta~e the range of"services riow demanded from 
a co-operative store. 

11. It is equally interesting to study the. changing size of member-
s-hip of primary stores in U.K. . · .. · · · 
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No .. of societies in each size group 
Size of society 

:Members 1881 1914 1949 

100 and below 824 82i 254 

1,001- 2,000 72 . 228 165 
2,001-. 10,000 57 259 393 

10,001- 20,000 3 48 99. 

20,001- 50,000 21 76 
. 50,001 .•. 1,00,000 28 

Over one lakh · 9 

Total: 956 1,377 1,024 

12. Stores in U.K. and Sweden also have substa~tial share capital 
as will be evident from the following figures: 

1956 U.K. 

1955 Sweden 

No. of stores 

932 

688 

Bhare capital 

In lakhs 

£ 243.00 

Sales 

In lakhs 

I £ 897.340 

$ 488:000 

13. As against this impressive position obtaining in these countries,· 
the average share capital and sales turnover of primary stores in India 
is indeed insignificant. The all India position in 1957-58 and 1958-59 was 
as follows: 

All India No. of stores Share capital Sales 

In lakhs In lakhs 

1957-58 6,275 Rs. 712.00 Rs. 2,262.00 

1958--59 6,857 Rs. 826.00 Rs. 2,708.00 

. 14. On the business side primary stores in U.K. handle 14.5 per cent 
of the total retail trade in food and household goods. In Sweden they 
command about 25 per cent of the national trade in food-stuffs and about· 
14 per cent of the entire retail trade while in India these percentages are 
very low. 
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Wholesale consumers' co-operative stores: 

15. Primary stores at the base have not as.yet developed any well 
'kcit organizational structure of their own either at the district, regional 
or apex leveL In the course of our visits to the states we came across the 
following organizational set-ups:-

·I. Uttar Pradesh 

16. In the state of Uttar Pradesh primary stores within a district 
are affiliated to the district co-operative. federation which is a . central 
organisation for primary stores, marketing societie:: and other co-opera
tives entrusted with distribution work. The district co-operative federa
tions in turn have federated to form the Uttar Pradesh Co-operative 
Federation Ltd., Lucknow, which is an apex institution at the state level. 

II. Gujerat 

17 .. In Gujerat s.tate primary stores are affiliated with taluka pur
chase and sale unions at the tahsil level and with central wholesale federa
tion at the apex level. However no regular ht~siness link has yet be.en 
established between primary stores and the central wholesale federation 
and the' link continues ·to be of an organisational nature only. 

III. Madras 

18. In Madras state there are primary stores at the base and at 
the district level there are district co-operative supply and marketing 
societies. In the early years of the .'second World-War district level 
societies were organized purely as federations of primary stores for pur
chasing and supplying· bulk of their requirements. Later during 1955-56 
these were reorganized as district supply and marketing societies and their 
scope w~s enlarged to include supply and marketing activities for prima~y 
marketing societies as well. At the state level, there is an apex co-opera
tive supply and marketing society having all district co-operative supply 
and marketing societies .as its members. 

IV. West Bengal 

19. ~n West Bengal primary stores consist mostly of workers' and· 
employees stores organized on il · b · · . ra ways, In usmess concerns, Industrial 
undertakmgs and to some extent in collieries and f t• · ll are unc wnmg we . 
But they. have no fed.eration at the district or state level ~or have they 
been affiliated to agricultural co-operative marketing federations at the 
district or st~te level as in the case of Uttar Prad~sh, Gujerat and Madras. 

At present some primary stores ha.ve become members of the state 
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handloom weavers' co-operative society for· obtaining supplies of· hand
loom cloth. 

V. 1\faharashtra 
20. . In l\Iaharashtra state there is one wholesale society knqwn as 

the All Bombay Consumers' Co-operative Societies'· Federation. It is a 
federation of primary stores in Greater Bombay only. It supplies to its 
primaries controlled commodities .like wheat, sugar, rice a11:d .kerosene. 
In other parts of the state there are district sale and purchase unions at 
the district level and _some primary st:ores have be!3n affiliated with them. 
At the .state level there is an apex marketing society, which also supplies 
controlled commodities like wheat, rice, sugar and kerosene. This over
lapping of functions has led the All Bombay Consumers' Co-operative Socie
ties' Federation to seek recognition ·as the sole distributor for controlled 
commodities.' 

21. Conditions thus vary widely from··state to state and ·the affilia~ 
tion of. primary stores is to a limited extent either with wholesale stores 

-or. with marketing organisations at the primary or district level. At-the· 
stat.e level the movement has not yet developed any organisation .'of ~ts 
own with the result that in some states primary stores have affiliated with 
apex marketing societies. 

22. Although in principle some sort of a link exists· between pri~ 
m~ries and higher level organisations in some areas, in practice no well 
planned business link as such has been established. Wholesale 
organisations themselves are not in ·a position to meet the needs of their 
constituents. Besides admission by them of individuals as me~bers and 
sales in retail hav~ further contributed to a sort of mutual indifference . . -
between them. 

23. This is evident from the following particulars in. respe~t of t~o 
43 primary stores selected by us:-

No.- Utility of affiliation 
State No. of affiliated . 

primary with higher Yes No. ·No. 
stores .organisation response 

' 1. 1\Iaharashtra. 9 2 - 9 
.2. Gujerat _. _ . g_ .6 . 1- 3- . .. 4 .. ··-
3. West Be~gal. 10 1 9 
4. 1\Iadras: 8 3 s· 
5. Uttar Pradesh. 5 2 2 l 2 

3 <) 1 2 ""' 6. Bihar. 

Total: 43 15 3 14 26 
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Thus of the 43 primary stores· .only 15 are affiliated with higher 
organisations and only 3 have confirmed the utility of such affiliation: 
The rest have either replied i~ the n~gative or have not replied at all. 

24. In Maharashtra, ·of the primary stores referred to above, only 
2 are .affiliated to the All Bombay Consumers' Co-operative Societies' 
Federation. In Gujerat of the 8 primary stores 6 are affiliated to the 
·Ahmedabad Central· Consumers' Co-operative Society. In Madras of the 
8 priniaries 3 are affiliated to the Chinglepet District Co-operative Supply 
and Marketing Society. In Uttar Pradesh of the 5 primaries, 2 are affi
liated to the dist~ict co-operative federations. Of these primaries majority 
have replied in the negative regarding utility of existing affiliation. 

25. Further details of the organisational structure in the states 
visited by us as available at the end of the year 1959-60 are given belowi-

(i) 

(ii) 

(iii} 

(iv) 

West 
Madras Bengal Punjab Gujerat 

No. of wholesale stores. 13 10 19 3 
(pure types_ and others) 

Membership 
(a} Primary stores 485 26 Nil 88 
(b) Individuals 9,412 475 '7,834 171 
(c) Others 2,444 Nil Nil 

No. of primary stores 485 Nil Nil 7 
affiliated to district 
co-operative supply and 
marketing societies. 

No. of primary stores Nil 646 254 210 
not affiliated to any 
wholesale stote or dis-
trict supply and market-
ing society/federation or 
apex marketing society/ 
federation. 

26. 

(i) 
The following facts emerge from the above analysis:-

Number of such wholesale stores I·n the c t · 't · · ·. · oun ry Is qui e Insigni-
ficant and far below the requirement. By the end of the year 

1958-59 there were 62 wholesale stores only in the country of·· 
which 55 are situated in the states of Madr!ts, Gujerat, Maha-
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rashtra, West ·Bengal,' Uttar Pradesh· and Punjab visited· by 
us. Of t.hese 55· also, all are not· in working order · and."quite a 
number arE:. in a dormant state; bf those "in working order "most 
of them are dealing in a few 'controlled commodities which 'are. 

routed through them . by government. . 

(ii) Membership consists largely of individuals. 

(iii} Co-verage of. primary stores is equally smalL 

Working of wholesale stores:-

27. Details of the working 'of" wholesale stores visited by 'us,· for the 
period 19~6-57 to 1959-60, are given below from whic~ the trend would be 
noticeable:-

(Rs. in lakhs) 

1956-57 1957-58 1958-59 1959-60. 

I. Madras: 

1. Total no. of wholesale 14 . 13 13 13 
stores. (district supply 
and marketing societies) 

2. No. in working order 14 13 13 13 
3. Membership: 

A Class 6,238 4,848 5,037 4,516 
B Class 5~493 6,752 6,448 6,826 

4. Paid up share capital .19.28 14.82 15.31 17.66 
5. Working capital 152.66 139.29 409.38 130.46 

6. Purchases 148.79 301.06 589:65 842.85 

7. Sales 107.99 319.26 339.58 1,236.90 

8. Borrowings from financ. 46.15 39~17 314~34 38.46 
ing agencies. • 

9. Reserve fund 64.18 52.91 50.91 52.15 

10. Profit 5.19 4.'78 4.57 26.55 

11. Loss 3.63 7.55 7.63 4.33 

It is clear that inspite of the fluctuations in membership, share 
capital and working capital there was a spectacular rise in the sales effected 
which stood at Rs. 1,236.90 lakhs. in 1959~60 as against Rs. 107.99 lakhs 
during 1956-57. Most of these sales however were made to agricultural 
marketing societies, individual members and private agencies. Primary 
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. stores have been responsible for only a small percentage of the total sales 
effected. The extent of.purchases made by them, during 1959-60, from 
the district supply and marketing societies with whi<lh they were affiliated 

. and from other age:p.cies can be seen from the folloWing table:-

Purchases made from 

(i) Distric~ supply and marketing societies 

(ii)" Other co-opera;tives 

(iii). Op~n market 

Moo• - ·- ~ ·Total· 

Purchases Percentage 
of 

(Rs. in lakhs) total 

Rs. 133.50. 13% 

Rs. 25.51 2% 

Rs. 873.01 .85% 

Rs. 1,032.02 100% 

·--~ .. -. .. . -·· '- -- . 
28. Thus p~~hases made by primaries from district. supply and 

~a!keting societies constituted only about 13 per cent of the tot!Ll pUr
chases made by them and 11 per cent of the total sales made by the latter.· 
Primary stores have in fact been making 85 per cent of their total pur
chases from the open market and only 15 per cent from the co-operative 

. . . 
sector. ' - . 

(Rs. · in lakhs) 

1958-59 1959-60 

II .. Gujerat 

I. . Total ~umber of wholesale stores. 
2. ·Number or"m~mbers (individuals and societies) 

3 3 
287 299 

a: Share capital . • . 0.59 0.60 
4. · Reserve and other funds 1.38 1.62 
5. W?rking capital 4ll ... . 5.63 4.67 
6~ ~urchases. 6.40. 11.97 
7, :Sales ·; · .. · / .. 7.29 12.86 
8. Number of,stores in Profit 3 3 

Loss. . _______ ...... __ ... ··---------- _ .. _,_,.;. _ .. - ... . ... .. . 

29 .. In Guje~~t there is .no business link between primary stores and 
wholesale stores. Their interrelationship· is only of an advisory nature 

which ~merged during yhe war period. Du!ing the wa.r days p;im~ry 

de~It ·in rationed commodities only· and wholesale stores which stores · 
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. functioned as federations of primaries helped theni to: repres~nt tlieir' 
grievances to government . Beyond this no business relation was esta
blished. ·wholesale stores are now carrying on business through retail 
branches and allow sales to individuals. By their b~siness practice, they .. 
have Ce\).sed 'to be of any real benefit to the affi1iated primaries. 

III. Maharashtra 

30. In 1\:Iaharashtra state there is only one wholesale store viz. the 
All Bombay Consumers' Co-operative Societies' Federation witJ!. an. ~rea 
of operation confined to Greater Bombay city. Its membe.rship consists 
of primary stores as well as individuals. On 30.6.1960, it had a :ql~mber
ship of 226, a paid-up share capital of Rs. 1 ~56 lakhs and :reserve ~pd other 
funds amounting . to Rs. 12,900. Its business is confined to c~mtrolled 
commodities like rice, wheat and sugar and kerosene, Cal~phor, COff~e etc .. 
During the year ended 30.6.1960 it made purchases worth Rs. 4~ .. 47 
lakhs, sold goods worth Rs. 424.17 lakhs and earned a profit of Rs. 92,000.' 

IV. Uttar Pradesh 

1956-57 1957-58 1958-59 1959"-60 
•'· 

1. Total number of who~esale 8 7 7· 9· 

stores. 
2. Number in working order 4 ·6 ·3 '4 

1,300 1,300 1,300 
. ' 

3. Membership ·1,000 
(Rs. ·in lakhs) 

4. Pq,id up share capital 1.01 1.13 1.13 1.13. 

5. Working capital 3.59 3.50 3.73 3.37. 

6. Reserve-and other f'!lnds. 0.57 0.61 0.01 ·0;62 

7. Deposits 1.79 1.60 1.62 0.58 

8. Borrowings from financing 0.22 0.16 0.37 . 1.04 

agencies. 
9. Ptirchases 8.24 4.51 7.52· 16;76 

10. Sales 6.83· 5.35 7.73 17.65 

11. Profit 0.096 0.08 0.09 
, 

0.29' 

·Loss 0.009 0.0009 -

31. The composition of membership· is not known. .But tl}.cre are 
about 400 primary ~tores in the state. All of them haye not yet been 
affiliated to wholesale stores .. 

Of the 9 wholesale stores during 1959-60, only 4 are in working order. 
The total averag~ saJe of those in workii{g order during the year Rs. 4.41 
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lakhs only. It is not known to what extent sales were made to primary stores. 

V. Punjab 
(&. in lakhs) 

1956-57 1957-58 1958-69 1959-60 

1. Total number of wholesale 
stores. 
(district, supply and 
marketing federations) 

2. Memebership 
3. Paid up share capital 
4. Working capital 
5. Purchases 
6. Sales 
7. Number of stores in Profit 

Loss 
8. Amount of profit 

Loss 

14 

6,827 
21.15 
46.47 

146.90 
145.90 

12 
2 

1.00 
0.12 

17 19 19 

7,008 7,268 7,834 
20.55 20 .68 21.11 
60.06 54 .61 66.51 

146.31 212.06 360.95 
140.84 216.83 442.24 

11 17 17 
2 

0.78 1.87 2.94 
0.25 0.02 0 .13 

32. Membership of these district supply and marketing federations 
does not include primary stores. There are 254 primary stores in the state. 
District supply and marketing federations are engaged in the supply and 
distribution of commodities like sugar, fertilizers, seeds and implements 
etc. But practically no sales have been effected to primary stores though 
during the past four years, sales have increased by more then three times. 
These federations have been rendering service mainly to agriculturists in 
rural areas and hence have not proved to be of any substantial help to 
primary stores. 

All India position of wholesale stores: 
33. The country.wide position in regard to the working of wholesale 

stores for which statistics are available upto 30 .6.1959 was as follows :

(Rs. in lakhs) 

1957-58 1958-59 

l. Number of wholesale stores. 75 62 
(pure types and others). 

2. Number of branches 168 1,691 
3. Number of members 23,511 23,128 
4. Paid up share capital. ... Rs. 42.09 Rs. 41.32 
5. Working capital ... Rs. 216.41 Rs. 490 .23 
6. Sales ... Rs. 597.70 R.s 699.54 
7. Number of stores working with profit 43 33 
8. Amount of profit ... Rs. 7 .29 Rs. 4.55 
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It will be seen that the number of stores and their paid up share 
capital showed a decline. Although the number of branches multiplied 
by more than ten times sales increased by about 16 per cent only and the 
number of stores working with profit as well as the amount of profit de
clined considerably. 

34. From the above account it will be obvious that one of the main 
causes of slow growth for stagnancy of consumers' movement in India has 
been the absence of a strong and a well knit organisational structure. 
Effective business relationship between primary and wholesale stores is 
sadly wanting. No systematic working arrangement or method of relation
ship hM been evolved. Primaries do not derive any real benefit from 
existing links and have had to function in isolation. On the other hand 
wholesale organisations are on the decline for want of support from their 
constituents and have taken up in many cases marketing of agricultural 
produce and supply of agricultural requisites. It was rationing and 
shortage of consumer goods that called for a structure and the structure 
grew up like mushroom. The growth was naturally haphazard and ill 
planned. It is therefore nece:<sary in this context to think of a bold action 
programme for developing on sound lines a well planned structural Or,"'ani
sation on which the grand edifice of the consumers' movement must rest. 

Approach· to the problem of or~anisatlon: 

Size and viability: 

35. It has been observed that weakness of consumers' movement 
is largely attributable to smallness of size (i.e. membership, share capital 

· and business turnover) in so far as the organisational aspect is concerned. 
Therefore while organising a store particular attention has to be given 
to the question of size and vaibility. It has already been indicated that 
in Great Britain average membership of primary stores is fairly large 
(i.e. 12, 745), and they have a net work of branch organisations. An 
investigation carried out by the Japanese Ministry of Welfare into the 
affairs of consumers' co-operatives revealed that a consumers' store should 
have about 500 to 600 members within a reduius of .one kilometer and 
should be able to selll.50 million to 2.00 million yen worth of goods per 
month to pay its way as an efficient business unit. In Germany and 
Scandinavian countries medium sized stores have become common feature 
of the consumers' movement. Many look upon them as the most suit
able type not too small for retail business and not too large from the point 
of view of developing contacts with members. If a unit is too small it 
cannot withstand competitioiP and cater to a wide range of goods for 
earning sufficient income and if it is large there is always a danger of 



.26. 

over capitalisation with its consequences. A careful and a judicious 
balance has therefore to be struck for determining the economic viability 
of a unit. Factors such as socio-economic condition of people, their 
standard of living, consumer preferences, as also size, volume of business, 
efficiency of management etc. are important and due. consideration will 
have to be given to them. Broadly speaking the general principle should 
be that a store ·must pay its way within a reasonable period of time. Along 
with the primary unit it would be necessary to think of a viable wholesale 
store ·which in fact would constitute the backbone of the consum·ers' 
movement: 

Size and viability of a primary store 
' • ' • I 

36 .. To .determine the minimum membership, share capital and 
business tu:rn~ver of a primary store, it would be necessary to estimate 
in the first instance the minimum. expenditure needed to run it efficiently. . 
From our observations in the course of oilr visits we. have come to the 
conclusion that to run a store in an urban area on fairly efficient lines so 
as to .enable 'it_ to compete effectively with 'private trade the following 
expenditure. would be necessary:~ 

One Manager-cum-accountant 
One salesman · '< · · · 

One wieghman 
One sales:agent-cum~delivery'm~ri (for home. 

delivery service) ... . 
Rent .. . 

Annual establishment cost 
~. 

Total 

Other business expenditure and a nominal . 
' reserve 

Total 

Rs.'125 p.m. 
Rs. 75 p.m. 
Rs. 50p.m. 

Rs. .60p.m. 
Rs. 50 p.m. 

Rs. · 360p.m .. 
Rs. 4,320 (360 X 12) 

per year· 
Rs. 1,680 (approx.) 

per year 

Rs. 6,000 (approx.) 
per year. 

• · A primary store will thus have to inc~ an annual expenditure of 
Rs. 4,320 towards establishment cost. A sum ~f Rs. 1,680 has been added 
to provide for unforeseen expenses inclusive of a noil!-inal reserve. There
fo~e to earn Rs. 6,000 annually, a primary store must have an annual sale 
of Rs. llakh approximately taking the average margin in retail trade to 
be 6! per cent. · · · · 

37. Next comes the. question of working capital:required for the 
estimated sales turnover. In this connection. statistical statements of 
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the R~serve Bank of India show that during _the year 1957-58, all pri
mary stores in India having a w9rking capital of Rs. 9.68 crores recorded 
a sales turnover of Rs. 22.62 crores. In the year 1958~59 all prinlacy 
stores ·with a working capital of Rs. 8. 26 · crores. recorde'd ·a sales· turnover 
of Rs. 27.08 crores. · It is thus clear that the working capital of these. 
stores revolved three and a half times approximately. But it must be 
realized that in these stores there is a preponderance of inefficient or do~
mant stores o:q. account of which the roll over has been on the .low side. 

·From our study of 43 stores, none of which was dormant, we have observed 
that on an average the working capital revolves .for about ten times a 
year. Thi~ will be evident from the follcn~ing table:-:- · 

Classification of primary stores according to ·wo.rking 
capital and their annual sales during 1959-60. '. 

. . - . . . . . . . 

Size· of the Annual Sales · 
'Total 

Below . Rs. 50,001 Rs. 3,00,000 Above Rs. 
, Size of the stores'·. 
· workinfcapital 

Rs. 50,000 to Rs. to Rs. 

1 2 

Below Rs. 50,000 4 
Rs. 5,001 to Rs, 30,000 2 
Rs. 30,001 to · 1 

Rs. one lakh. 
Above Rs. one lakh. 1 

Total:· 8 

3 lakhs 10 lakhs 10 lakhs 

3 

1 
9 
3 

1 

14 

4 

2 
7 

6 

15 

5 6. 

5 
13 
11 

6 14 

6 43 

Thus of the five societies having less than Rs. 5,000 as working 
capital, four~of them had s~les below Rs. 50,000. ' Similarly of the 13 
societies having a working capital between Rs. 500 to Rs. 30,000, 9 had 
sales between .. Rs. 50,000 to Rs. 3lakhs. In the case of other groups also 
th,e sales were mostly the result of rolling over of working capital to the 
extent of ten times. On the other hand additional data collected by us 
for the year 1959-60 shows that in Maharashtra all primary stores with a 
wo~king capital of Rs. 72.33 lakhs had a sales turnover of Rs. 1,374.29 
lakhs (approx.) (i.e. about 19 times the working capital); in Bihar primary 
stores with a working capital ofRs. 13.00 lakhs had effected sales to the 
tune of Rs. 70.00 lakhs (approx.) (i.e. more than 5 times the. ~or king 
capital) and in West Bengalprimary stores with a WQ!king capital of 
.Rs. 37.00 lakhs had made sales to the tune of Rs,, 2. 70 crores (approx.) 

' 
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(i.e. more than 8 times the working capital). · In Madras, where the move
ment has gained momen~um and where primary stores are above the all
India average in respect of performance, primary stores with. a working 
capit~l of Rs. 302.00 lakhs had made sales of the order of Rs. 2,359.00 
lakhs approximately in .1959-60 (i.e. about 7 times the working capital). 
Similarly the sales turnover for the year 1959-60 .of primary stores in 
:Uttar Pradesh, where only. 28 per cent of them are in working order, show 
that the working capital has rolled for about 6 times in a year. 

38. It would therefore he. safe to presume that, on an average, the 
working capital of a primary store would roll for about six to ~even times 
a year. On this broad assumption we ..are of the view that the working 
capital of ,a primary.store should not be less than Rs. 15,000 to Rs. 16,000 
in the initial stages. The minimum share capital required for raising 
this working ?apitalfrom_ financing agencies ~ould thus be Rs. 15,000. or _so 
in view of the fact that central co-operative banks ar~ generally shy of 
advancing loans to such stores beyond two to three tiines the~r paid-up 
share capital Or 9Wned funds On a very liberal estimate. As regards 
membership we have already observed that the average monthly sale per 

. m~mber in a primary store in working order varies between Rs 25 to Rs. 30 
· per month and sales to non-members are not less than 25 per cent to 30 
- per cent of the totai annual saies. . A primary store with about 250 mem-

bers can therefore expect to have an annual business turnove; of Rs. 75 000 
. . ' 

in the initial stages the balance of Rs. 25,000 being met by non-member 
sales. . . . 

39. We therefore recommend that primary store should have a share 
- capital of Rs ~,000, an annual business turnover of Rs. one lakh and a 
.. members~p of 25Q t_o_ b~com_e a .viable economic unit in an nrban area. 

In big cities like Calcutta, Bombay and Madras etc. the requirements of 
membership, share capital, business turnover etc. of a primary store would 
be proportionately higher because of the keen competition and the 
necessity to ·maintain an efficient managerial staff. Similarly in the case 
of workers' and employees' stores the ·requirements would be compara- · 
tively less because of the various concessions that they receive from em
ployers in the initial stages. 

Size and viability o~. a wholesale .store at district .or regionai levei: 

40. A wholesale store is the pivot round which the movement will 
revolve. It must therefore ·have ·a strong foundation for enabling it to 
render necessary assistance and guidance to its constituents \ind thus 
command their confidence.· · From. :whatever we have been able . to see 
during our vists a wholesale· store will require a fairly large managerial 



staff and equipment. It must also have good accommodation an!tsP,ould: 
be situated in a prop~r loc~:j.lity., :Above all it must have rea~6nable busi
ness turnover from its constituents to be able to pay-its way; Considera
tion· will also have to be given to the number of primary units which it 
should serve at the beginning when organised at the _state level as an apex . 
wholesale store or at the regional level as a wholesale store for tw~.or three 
districts or at the district i~vel as a dfutrict wholesaie stor{l~ For· a viable 
unit of the minimuni economic size at the district or regionai i~vel the 
following st~ff seems· necessary in the interest' of . efficie:ilcy o£ manage

ment:-

I. One Manager 
2. O~e accmintimt 

Establishme'nt cost 

... 
3. · Depot or. stores manager. 
4.. Junior office staff (3)-@ Rs. 100 p.m. 

on average .per 'head. ..:·· · ;,,' 
. 5~ 2 weighmen· @ Rs: so per month. · -
6. Field staff (2) @ Rs 125 · p.m. on 

. average per head .. 
7. · Contigeiicie~ ~ 
8. . Rent __ ~ _ · . _ · · · 

Total: 

. . . 

Rs. 250 p.m. 
Rs.150 p.m • 

· Rs. 150 p.t;n. 

' 
. Rs. 300 p.m. 
Rs. 160 p.m~ 

· Rs. 250 p.m. 
R~. 250 p.m. 
Rs. 250 p.m. 

· Rs. ( 760 p.m~·, 
i. e. Rs. -21,120 or 
Rs. 22;ooo per year 

aptn;oximately. 

Rs. 22,000 appt:o~a~tely would be thus required to meet the annual 
establishment cost for which it would be necessary to have an annual 
business turnover of about Rs. 12 lakhs inclusive of a margin on sales of 
2 to 3 per cent necessar~ for meeting o~her business expenses and build

ing up a nominal reserve. 
' .. 

. On this broad basis; we. r~commend that wholesale stor~· at. the. dis: 
trict or regional level. should" have a sp.are capital of Rs. 50,000~ workuig 
capital of Rs. 2 Iakhs, membership of about _100 pr!mary stores and . an 
annual business turnover. of Rs. 12 lakhs approximately. 

Size ~nd 'viability of a wholesal~ store at the apex 
level with branches to serve. affiliated prim'ary stores:. 

41. A viable apex· or state level wholesale store of the minimum 
economic size with three regional branches would necessitate the following 
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establishment:.:.._ . 

A...:._Esta~lishment cost at headquarters 

(i) One manager •. . Rs. 

(iif One chief accountant 

(iii). · One accountant 

. (iv} Four clerks . 

(v}- .Two chaprasis. ... 

(vi} Rent for office and godown. 

Rs. 

Rs, 

Rs. 

Rs. 

Rs. 

Total: Rs. 

·500 p:m. 

350 p.m. 

200 p.m. 

500, p.m • 

150 p.m. 

500 p.m. 

2,200 p.m. 

B·_:. Establishment <;:ost in a regional bra~ch 

(i) One manager-cum-accountant Rs. 150 p.m. 

(ii) One s~2re keeper ··' Rs. 100 p.m. 

(iii) One.delivery man Rs. SO p.m: 

(iv} One weighman Rs. 60 p.m. 

(v}' Rent for office and godown 'Rs. 150 p.m. 

Total: Rs. 540 p.m. 

For three regional ·branches: Rs. 1,620 p.m. 

A~ '·ne~dquarter Esstt. Rs. 2,200 p.m. 

B. Three r"eg1onal branches Rs. 1,620 p.m. 

Tot~l: Rs. 3,820 p.m .. 
'i.e. · Rs. 45,840 or 

Rs. 46,000 approx. 
per year. 

To meet the annual establishment cost of Rs. 46,000 approximately 
the store must have an annual sales turnover of Rs. 30 lakhs inclusive of a 
m.argin on sales of 2 to 3 per bent necessary for m'eeting other business ex
penses and building up a nominal.reserve. We therefore recommend that 
a store of this type should have about· 200 primary stores as members 

' .. . ,. 
Rs. 1 lakh as share capital and a working capital ,of about Rs. 5 lakhs. 
We further recommend .tha~ the above br.oad stan~ards should be kept in 
view for determining the size a~d viability of an urban prllriary sotre a 

. . ' 
district regional wholesale store and an apex wholesale store for checking . 
the organisation of .small uneconomic units. Registrars of co-operative 
societies should generally not register stores (primary or wholesale} which · 
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do not conforin t·o these standards-or do not hold any promise of attain
ing these standards within·. a reasonable period of time. 
. . 
Essentials before organising a store: . 

42. In modern economy i~ consumers' stores are to compete success
fully with well-d~veloped private trade considerable attention will have 
to be given to preparatory ground_ work for making them well organised 
units with strong foundations. . 

1 . 

43. A group of consumers who want to open a primary store must 
!ealise that they are entering a. business venture with all its chances and 
hazards. The individual who attempts to set himself up in bu~iness a:D.d 
fails, loses his own and perhaps hls. creditors' money. . A store, however, 
which attempts to set up business prematurely and fails does much greater 
harm. It ioses,the money of a larger group of people who 'generally can 
can ill-afford to lose it and earns a bad reputation not only faa itself but 
for the movement as such. For this reas-on, the group must be careful 
and should take all necessary precautio~s' conductive to the success of 
the venture. 

44. . It is absolu.tely es~ential that the following requirements are' 

met:-:-. 

(i) The participants must· thoroughly. understand the. principl_es 
and methods of consumers' co-operation .. 

(ii) The participants should make sure that there is a genuine need 
for organising a store in the locality chosen for the purpose and 
that adequate response from the inhabitants is forthcoming. . 

(iii) The. participants should 'York <?Ut a detailed plan for setting 
up the store, taking into consideration the resources available 
and ·the local needs~ 

· (iv) ' It would be an advantage if. amongst the_ prospective members 
there are a few who are familiar with the principles of modern 
r~tanfug and know what the. consu~er expects· from a 'retail store 
.which they would like to patronize. It would also be· desirable 
if before moving for formal reg~tration the participants make 
sure that they have necessary financial re-~ources, have "reason
able chances of securing suitable accommodtion and services 
of competent managerial staff and that amongst them: . would 
be some who would be in a pc;>sition to spare time to supe~vise 
the. working, fairly closely, during the early stages. 

' 

(v) Co-operative developments would, therefore, do well not to 
register stores in haste. While there should be no objection to 
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the departments taking reasonable time in educating pros
pective members and assessing the chances of success of the 
stores they should at the same time not unduly delay decisions 
regarding registration. 

_ Jtole of_ women-folk in the organisation and 
promotion of consumer's . stores : 

45. The association of women is desirable in the co-operative field. 
Their participation is all the more essential in the consumers' movement, 
as consumers' stores are dealing mostly in house-hold requirements; Un
fortunately for various reasons women have not been associated suffi
ciently with the consumers' movement. 
. - . . 

46. The position in regard to women membership in consumers' 
stores for' which information has been incorporated in this report is as 
under:-

Women-membership as on 30.6.1960: 

No. No of stores No. of Av~rage women-
State of halving women- women membership per 

stores membership members society 

1. .·Gujerat · 10 8 316 40 
2. Maharashtra ... 10 5 114 23 
3. _ Jrfadras . 9 8 409 51 
4. . West Bengal . 10. p 27 15 
5. . Uttar Pradesh 6 2 31 16 
6.· Bihar 3 

Total: 48 29 957 33 

The.48 stores referred to above include 43 primary stores and 5 whole 
sale stores.· Only 20 of them had a women-membership of 957 the average 
being: 33: Madras State had the highest average of 51, Gujerat averaged 
'40 and West Bengal averaged 15 only. In Bihar State, all the 3 socie
'ties ·had no_ women-members.· 

47~ Apathy of women-folk is also one of the factors retarding the 
progress· of.· consumers' stores. · Therefore for encouraging women's parti
dpatiO:n in consumers' activity we would recommend the following 
measures:___;, 

(i) Now-a-days women generally make purchases of all domestic 
requirements. Proper arrangeme~ts should therefor~ be made 
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in all stores to ·attend to and receive women members so that 
they can come in greater numbers and make regular purchases. 

(ii) Special drive should be made -to enroll women ~embers. 

(iii) Where women members are not represented on purchase commit
. . tees _and boards of management they should be co-opted. 

(iv) Special sub-committees of women should be formed to approach 
families, particularly house-wives, resid!Ilg .in. the areas of 
operation of stores for explaining to them the benefits of correct 
weight, pure quality, fair price etc. and thus persuading them 
to purchase from the stores. The services of such members 
may be appreciated if necessary by payment of honoraria in 
suitable cases. 

(v) Women's organisations like the All India Women's Council 
with branches in the States, 1\Iahila Kalyan Samaj, Women's 
Welfare Association and 1\Iahila Mandals should be approached 
for educating their members in the benefits of consumers' 
co-operation. 

(vi) 'Vomen's organisations and women members should be en
c_ouraged to give suggestions for improving efficiency of stores. 

(vii) Embroidered articles, pickles,· paper, bari, jam, jellies and 
stitched garments, etc., prepared by women's organisations and 
women members should be kept for sale in primary stores. 

Structural pattern 

At the ground level: 

48. It is needless to mention that primary stores should form the 
base. As described earlier they would include the following categories. 
(a) Rural Stores, (b) General Stores and · (c) Workers' and Employees' 
Stores. 

Rural stores 

49. Hitherto small rural sto.res have been tried to some extent in a 
few states. But by and large, barring very few exceptions, they have 
not been much of a success. The reasons are not far to seek. In rural 
areas the requirement of a variety consumers' goods has not been appre
ciable mainly because of the simple standard of living there. But with 
the impact of development programmes the position is gradually chang
ing. Nevertheless, we visualize that· for some time to come it would be 
difficult for a full fledged consumers' store to ensure sufficient business 
to warrant an independent existence there. 
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It would t~erefore be worthwhile combining consumer activity with 
the functions of service co-operatives so that expenses on staff, shop 
accommodation, godowns etc. could be cut down to the minimum. This 
would also help to tide over the difficulty of obtaining necessary finance. 
Such a combination would not only increase the business of service socie
ties but would also foster members' loyalty who othenvise have to turn 
to the vj.llage bania for their consumption requirements. However, we 
are also conscious of the fact that too much involvement of trading with 
banldng activities may prove harmful to the development of service co
operatives at this stage. Large scale consumer activity may very well 
result in over-stocking, locking of funds and involvement in trade risks 
due to price fluctuations. Keeping these consideration in view we would 
recommend that in suitable areas-the satisfactorily working service co
operatives should be allowed to take up functions of c~nsumers' stores 
to a limited extent- to start with. Separate sections for consumers' goods 
may be Opened for the purpose and there should be a limit , beyond Which I 
societies' owned funds should not be committed to this· activity. Simi-.· 
larly societies taking up these functions should ordinarily deal in such goods 
as have a quick turnover and are not subject to heavy price fluctuations 

, viz. kersosene oil, match boxes, sugar, gur, edible oil, ghee vanaspati, soap, 

salt etc. 

General stores: 

50. General stores in urban areas form the bulk of the existing 
number of consumers' stores. . Their nun1ber swelled phenomenally during 
the war and the post-war period of· controls on essential commodities· 
At present a large number of them are dormant, defunct and saddled witl~ 
various problems. However with the rapid growth and expansion of 
~owns and cities unde~ development plans. it has become !necessary to 
develop the consumers' sector for the benefit of middle and poorer classes 
of urban population. Therefore side by side with revitalisation of the 
existing weak units organisation of new ones will have to be considered. 

51. Broadly speaking two types could be tried in urban areas viz. 
(i) Unitary type (i.e. one society for each area) and (ii) a single l~rge· 
scale society with branches spread over different areas of the same city 
or town or in different small towns. Each type has its own advantages 
according to circumstances. 

In the unitary type .the advantages _are:-

(i) Assures greater degree of members' loyalty. 

(ii) Facilitates increased member participation in management 
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which is in keeping with principles of co-operative democracy 
and 

(iii) Promotes mutual knowledge and mutual interest to a greater 
extent. 

In a single large-scale society with branches the advantages are:-

(i) It is possible for the central society to tdke advantage of the . I 
economies of large-scale operations; 

(ii) . to maintain expert, highly paid staff at Headquarters and effi
cient personnel at each branch; 

(iii) to pool resources of the different areas and thus offset losses in 
some ~eas from the profits made in others; 

(iv) to compete with private dealers on account of its greater bar
. gaining _power . 

. 52. In India most of the general stores are of the unitary type. It 
is not known, exactly, how many of the general stores in India have their 
own. branch organisations. ·Statistics available as on 30.6.1959 ·show 
that against a total of_ 6,857 stores of various categories in the country 
the total nuinber of branches· w~ only 503 which includes ration shops 

-also. Stores with branches are thus comparatively few in number. The 
T.U.C..S. and the Chandrasekarapuram store in Madras state and the 
south India store at Matunga in Bombay are instances of succes~fuJ stores 
with branches that we have seen. In the U.K. and other continental countries, · 
c~nsumers' co-operatives· have a wide network of branch organisations 
from. headquarter cities down: fo small ~owns and even villages and. they 
have made spectacular progress. However, we are of the view that there 
should be no rigidity on this question. We would therefore recommend 
that in small towns general stores should preferably be organised as uni
tary ones. In big cities like Bombay, Madras etc. both types may be 
tried ~ccording to local conditions and if necessary even the existing well 
established stores may be encouraged to start branches in suitable areas. 
·we are also of the view that wherever such branches have gathered suffi

. cient strength to become economically independent viable units the possi-
bility of their conversion into independent units should· be considered. 
Decision in _each case should be taken very cautiously after making a 
thorough study of local conditions and the interest that could be aroused 
·in the local population. · 

Workers'· and Employees' Stores 

53. Statistical data available show th~t workers'. and employees' 
stores in:.India have a better record of performance than general stores. 
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Under the development plans industrial and commercial activities are ex
panding by leaps and bounds~ Many new industries are fast coming up 
under the public as well as the private sector. Many new industrial town
ships like Bhillai, Rourkela, Durgapur and Chittaranjan, etc. have alreay 
been set up. Government departments too have beeri expanding and 
residential colonies for government servants are also on the increase. There 
is thus ample scope for successful organisation of workers' and employees' 
stores in all these sectors. 

w~ therefore recommend that in each sizable factory unit, indus- . 
trial area and workers' and government servants' colony workers' and 
employees' stores should be organised in a planned way. We further re
commend th.at it should be made obligatory on the part of employers 
and industrial undertakings to introduce consumers' co-operative activity 
in their labour welfare programmes. . . . 

54. We are also of the view that wherever workers' and employees' 
co-operative thrift and credit societies have been well established, there 
should be no objection to their opening separate sections for consumer 
goods for the benefit of their members. The adyantage in this arrange
ment is that surplus funds of the society could be profitably~ invested in 
the store section and recovery of dues on account of credit sales could be 
effected by deduction from members' salaries. This experiment has 
worked successfully in Batanagar Employees' Store, Calcutta, which 
we visited and has resulted in increasing the sales of the society by more 
than four times. It is however necessary to safeguard adequately the 
interests of such societies and of the members who hold deposits in them. 
In our view there· should be a limit beyond which the owned funds of such 
societies should not be invested in store sections. Besides accounts of 

• both sections ought to be maintained separately so that working of store 
sections· could be separately assessed. 

School and College stores 
55. There is ampl_e scope for the organisation of consumers' stores 

in ·schools, colleges and other educational and training institutions. 
There are already some in existence and many of them. are working success
fully. But these have not yet been tried to any appreciable extent in all 
states. Such stores not only help to inculcate and foster· the spirit of 
co-operation in the younger generation, but also help student members 
to a considerable extent in obtaining books, stationery and other requisi-
ties at reasonable prices. · . 

We, therefore, recommend that efforts should be made to organise 
such stores in colleges, high schools and similar other institutions. The 
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authorities concerned should induce students to participate in the acti
vities of such co-operative stores, and. the interest shown by them should 
not pass un-noticed. 

Revitalization of weaker units 

56. Statistical data already presented show that a larg·e number of 
primary stores are dormant or inactive. Such ,weak organisations have 
shaken the confidence of members themselves and have come in the way 
of the expansion of the movement. 

57 .. In U.K. inspite of the fact that the movement is so well developed 
the Co-operative Independent Commission recommended amalgamation 
of consumers' stores for increasing their competitive power vis-a-vis multi
ple shop organisations. The commission observed that "the present large 
number and diverse size of co-operative retail· societies places the move
ment un~er a severe handicap in ~ompetrng with the multiple shop organi
sation. We do not believe, _quite apart from any social considerations, 
that a strong economic case exists for the . creation of a single national 
society. But we do believe that the number of societies sho.uld be drasti-
cally reduced and the average ~ize increased ............ ". . . · 

58. The study team sent by the Government of India to ·study co~ 

operative movement in Israel has also observed that "a process of rationa
lisation and amalgamation of the weaker consumer societies has also been 
going on resulting in th~ merger of two or more societies into one strong 
society for each locality." · 

59. The ·co-operative Planning Committee in 1945 had foreseen that 
·co-operative stores might face such a situation when controls are with
drawn and had suggested that a policy of amalgamation of small st~res 
should be followed for the purpose of creating strong· city stores having 

adequate capital.-

60. We are strongly of the view that a vigorous drive for consolida
tion and revitalisation of the existing weak units should be launched in 
all the states during the third five year plan. we therefore recommend 
that wherever revival" is possible attempts should be made to revitalise 
dormant or indifferent store~ b;y amalgamating them with the existing 
ones in contiguous areas. or by con,verting them into branches ofbigstc·res 
according to local circumstan~es and feasibility of each case. Fi~ancial 

· t should be made available by government for strengthenmg and ass1s ance 
't 1. · ch unit~ Wherever revival is not possible, the units should reVI a 1smg su · 

be weeded out. 
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At higher levels 

Importance of higher echelon : 

61. The necessity of having a strong organisation at higher levels 
need hardly be emphasised. Prim~ry stores can compete successfully 
with traders if there is a wholesale organisation of their own to cater to 

/ 

their needs at favourable prices. They would then be in a position to ob-
tain their requirements cheaper than in the open wholesale market and 
pass on the benefit. of bulk buying to their own member consumers. 

62. _ In U.K. and Scandinavian countries, where_ consumers' move
ment has made great strides primaries have joined together to· form a_ 
strong wholesale organisation of their own which besides supplying con
sumers' goods undertake all sorts of processing and manufacturing acti
vities. Some details are given below:-

63. The Central Wholesale Society of Englandw~ich is one of the 
biggest organisations of its type, produces articles ranging from a pin to 
a--motor car. It owns more than 200 factories employing about 52,000 
workers. Its. total production during 1957 was of the order of £ 144.84 
million. It owns tea estates in India and ·Ceylon and transports goods 
in its own ships. 

64. In Sweden the Kooperative Forbundent generally known as 
KF, is the wholesale society, the industrial organisat~on of local con
sumers' co-operatives and also their _union. It· undertakes wholesale ~isti:i
bution of commodities, productive activities, educational propaganda, 
training activities and provides assistance and guidance .to local socie
ties. 

During the year 1956, it sold goods worth 935 million kroner to 
member socie~ies. Through the medium of KF local societies conduct 
not only wholesale trading and import business but ah,;o run some 40 
factories with 12,000 employees. The fundamental purpose behind 
many of K.Fs industrial ventures has been to serve as a check on mono
polies and on the -unfair fixing of- prices. For instance, prices of electric 
bul~s and of rubber goods have been reduced by 40 per· cent and 50 per
cent respectively as a result of production by consumers' organisations. 
The very existence of the strong co~operative movement yields benefits 
which are shared even by those who are_ not members of co-operative 
societies. 

During 1959, retail societies 'in Sweden handled 14 per cent of the 
national trade, and 26 per cent of the- total fo.od -trade. 



39 

Wholesale stores-the type 

65. vVe have seen earlier that one of the main causes of the failure 
of consumers' movement in India _is its organisational weakness. Pri
mary stores by and large are financially not strong enough to . make bulk· 
purchases on any appreciable scale and cannot affo~d to have large sto~age 
godowns needed for the purposes. There is hardly any strong and pure 
wholesale store which gives the benefit of bulk buying to its primaries. 
Bulk purchase and supply through wholesale stores is in itself sufficient 
to give the affiliated primaries a considerable economic advantage over 
their competitors. Over and above this if wholesale stores take.up 
production 'of consumer goods, they would certainly be in a position to 
pass on higher price margins to primaries. . _Experience has shown that in 
U.K. and other Scandinavian_ countries, consumers' movement has flourish-· 
ed mainly due to the inherent strength of their strong· wholesale organisa
tion which secure~· for primaries the advantages of large. scale buying and 

· also undertakes productive activities. At present the Central Whole
sale Society, London is meeting alone 72 per cent of the requirements of 
its 820 me~ber societies. Therefore. unl~ss and until there are soma 
strong wholesale organisations which take up similar functions the con
sumers' movement cannot be expected to show substantial results. 'Ve, 
therefore, emphasize that the objective should be that. the movement 
should develop ·its' own wholesale organisation in each state not only to 
lend the much needed support to existillg stores which are generally weak 
but also to promote new ones. In the initial stages it may undertake pur~ 
chase of the requirements of its constituents from the internal market; 
inter-state market as well as from foreign countries by import if necessary 
and later on as it grows in strength and stabilizes its position, it should 
take up production of consumers' goods, as far as practicable, as an addi
tional important function to reduce the price margin f~ther in the.interest 

of the consumer~.· 1 

66. Such a· wholesaleeorganisat1on should undoubtedly be a strong 
one having sufficient financial resources. It should be able to supply wide 
range of consumer goods to affiliated. primary stores at competitive 
prices as against private wholesalers who are well established and firmly 
entrenched in the field. It must also have an efficient management. Its 
membership should consist of sufficient number of primaries to enable it 
to raise the required share capital. \-Ve have "seen before that the num
ber of primary sto.res' in working order in the states is not large. There 
is theref~re little possibility of raising on an average a share capital in 
excess of Rs. 500 from a primary store. On this basis about 100 stores 
must exist on the ground to form a wholesale store at the district or 
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regional level and a majority of them should have a sizeable turnover to 
draw upon the wholesale store regularly to make it a viable unit of the 
desired kind. Such . conditions do hardly exist. From the statistical 
data already presented it is clear that in some of the states like Uttar 
Pradesh, Bihar, Rajasthan, and Delhi etc. the members of primary stores 
in working order is· below 200. Therefore organising a wholesale store 
at the district or regional level to start with would not be a sound and an 
economic pr9position. In fact such stores c~mld come up later, as far 
as possible; independently, when conditions are ripe for their success. We, 
therefore, recommend that the normal pattern should be to establish in 
each state a wholesale store at the apex level with at least 200 primary 
stores as members. We further recommend that an apex wholesale store 
should, if necessary, open regional branches at suitable places in the state 
to feed constituent primary stores according to their needs. This would 
reduce the cost of distribution and effect a saving in managerial expenses. 
~e also fe~l that each branch should have a local advisory body on which 
members stores of the area should be represented. & regards existing 
district/regional wholesale stores (pure type) we would sugge~t that they 
may not He diSturbed and may be affiliated to the respective apex whole
sale stores to be set up in the states. 

·· Fun~tions of a wholesale store: 

67 · · A wholesale . store which should be a business organisation and 
a promotional body for the development of primary stores should in our 
view appropriately have tP,e following functions:-

(i) Procure and store consumers' goods for supply to primary stores. 

(ii) :Maintain close co-ordination with marketing, processing and 
industrial co-operatives of th~ area for obtaining supplies direct 
from them. 

{iii) Undertake,_ processing and manufacutre of consumers' articles 
as and when possible. . . 

(iv) Supervise and advise member-primary stores on management, 
business techniques etc. 1 

(v} Open branches l.f necessary to feed members stores. 

(vi) Organise independent stores in new areas, where consumers' 
stores . have not come. up. 

(vii) Take up import of consumer goods, on behalf of constituent 
stores and function as an agent of government for the distri
bution of short supply or controlled commodities through mem
ber stores or otherwise. 
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(viii) Recommend loan applications of ·primacy stores to ·co-opera~ 
tive banks etc. 

(ix) Unde~e generally all such _functions as may help develop
ment of consumers' movement within its area of operation. 

-68. We also recC!mmend that all .types .of primary stores, whether 
general, workers' and employees, and rural stores should affiliate with 
the wholesale store of the ar~a concerned. This would. giv~ the latter 
better bargaining power, added organisational strength ~nd would enable 
it to distribute its risks over many commodities. Attempts to organise 
separate wholesale stores for differe11t types of prim~ stores should be 
a voided because such separate organisations would divide the structure 
into ·watertight c~mpart:t?-ents and thereby-weaken the movement. 

69. We also recommend, that, as wholesale stores are essentially 
federations of primary stores, they should not encourage individual 
membership. 

Interim arrangement: 

70. We have. observed in- the foregoing paragraphs· that loose 
organisational· links exist in some of the states between primary ~tores 
on one hand and the district/apex agricultural marketing federations on 
the other. These organisational links were more or less· brought- about 
by exigencies of controlled distribution of food .grains during war time 
and have been continuiDg so far though not effectively .. In r_egard to the 
advisability of their continuance on a permanent footing we have alreadY 
expressed the firm· opinion tlliLt consumers' movement ni.ust have a 
separate wholesale orgimisation of its own. However, till ~uch time as 
this objective is achieved, some i~terim arrangement s~ms_ ~ecessary for 
meeting the needs of primary stores in the matter of bulk · procurement_ 
of food grains, their storage and supply as they have no suitable godowns 
of their own, no touch with fo~grain growing areas and are not in a posi
tion to take advantage of bulk purchases for want of sufHcient financial 
resources. 

71. We, therefore, recommend that as interim measure 'the existing 
district and state level marketing organisations should extend the follow
ing assistance to affiliated primary stores besides supplying consumers' 
goods channelled through them, taking agencies for certain standard con
sumers' goods and undertaking imports on their behalf (1) Assess seasonal 
or annual food gram requirement of ~liated primaries by indent system 
and arrange for outright bulk purchase on their behalf during the season 
when prices are most favourable, (2) Arrange for storage of stocks pur-
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chased (3} Issue stocks on demand by members at purchase price plus 
handling charge at 4 per cent for storage; shrinkage~ insurance etc. plus 
~nterest at 6 per cent on the value of stocks remaining uncleared. Such an 
arrangement woUld not only benefit p~ary stores by helping them to 
maintain their competitive position vis-a-vis private trmlers but would 
also help marketing federations to stabilize their position in the market 
on account of assured custom. Marketing societies in Uttar Pradesh 
charge 6 nP. per bag per month for storage of grain belonging to their 
members. 'B' type warehouses charge the marketing societies 12 nP. 
per bag per month for storage, insurance etc. This roughly works out 
at 4 per cent varying of course with the value of the commodity. Even 
if an extra percent were to be charged over and above the margin of 4 per
cent for meeting some unforeseen expenditure primary stores will have 
to pay not more than 11 per cent over and above the purchase.price. Pro
curement, with this margin, of food grains and other produce which 
generally maintain a steady price rise varying from 12 per cent to· 25 per
cnet on an average during the year would indeed help primary stores in 
offering goods at competitive prices to member cons~mers. In this arrange
ment though losses are to be borne by affiliated primary stores by creation 
of price fluctuation funds out of their profits, it would be desirable on the 
part of marketi~g federations to assist them by deferring handling charges 
etc .. in a situation wher.e primaries are not in a position to meet the entire 
losses.. · . 

At the national level: 

72. We visualize ~hat, for the la~ger interest of the consumers' move
~ent in India, a federal organisation at the national level may be necessary 
U: future if not immediately. As in the case of other national co-opera
~lVe organisations its functions should be to advise government in plann
.1~g, to conduct research on day-to-day problems .of consumers' co-opera-
~lve.s and to guide them where necessary, . 



CHAPTER III 

FINANCE 
Need for finance: 

Finance is the life bloo!;l of any business concern. It is not enough · 
just setting UP. a store, but a store must have sufficient Capital to operate 
successfully. Inadequacy of capital has forced many a store to wind up. 
Exact requirement. of capital would of course ·depend upon the size of a 
store. · 

Sources of finance: 

2. Sources of finance of consumers' stores can be broadly classified 
into categories (i) internal resources such as paid-up share ca_pital1 reserve 
and other f).lnds and deposits fro~ members and (ii) external sources such 
as borrowings from _various· financing agencies an~· trade C!edits. · 

Share capital: 

3. Share- capital raised from members usually forms bulk of the 
working capital of a store. Among the 43 primary stores and 5 whole-· 
sale stores, included in this study, face value of a share of a primary store 
ranged between Re. 1/- and Rs. 250f- and that of·a wholesale store bet
ween Rs. 10/- and Rs.· 1,000/-. Of the 8 primary stores, in l\fadras, _ 5 
had shares of the face value ofRs. 5/- ~ach, 3 ofRs.10/- each and the whole
sale store had shares of Rs. 50/• each. In (:ujerat ·state face value of 
shares ranged between Re. 1/- and Rs. 50/- each. Of the 8 primary stores, _ 
2 had shares of Re. 1/- each, 2 of Rs. 5/- each, 3 of Rs. 10/~ each and one 
of Rs. 50/- each. Of the two wholesale stores, one had shares of Rs. 10/
.each and the other had shares .of Rs. 10/- each for individual.members 

and Rs. IOOJ- each for society-me~bers. In Maharashtra the range was 
between Rs. 5/- and Rs. 25/- each., Of the 8 primary stores one hnd 
shares of Rs. 5/- each, 7 _ofRs. 10/- each and one of Rs. 25/- each. The 
only wholesale store had shares of Rs. 100/ each; In West Bengal the 
range was ~etween Rs. 10/- and Rs. 250/- each. Of the 10 primary stores 
7 had shares of Rs. 10/- each, one of Rs. 100/- each and one of Rs. 250/-" 
each. In Uttar Pradesh all the 5 primary stores had shares of Rs. 10/-. 
each and the wholesale store of Rs. 1,000/- each. In Bihar of the 3 pri
mary stores, one had shares of Rs. 5/- each, one of Rs. 10/- each and one 
of Rs. '25/- each. The consolidated position was under:-
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Primary stores: 

Face value of a share 

Re. 1/- .... 
Rs. 5/-
Rs. 10/-
Rs. 25/-
Rs, 50/-
Rs. 100/~ 
Rs. 250/~ 

Wholesale stores: 

Face val 'lie of a share 

Rs. 10/-

Rs. 50/-

Rs. 100/-

Rs. 1,000 

Total 

Total: 

No. of stores. 

2 
9 

27 
2 
1 
1 
1 

43 

No:' oj- stores. 

1 

1 

2 

1 

5 

/ 

4. Co-operation is essentially a peoples' movement. It is necessary 
therefore that people from all walks oflife have easy access to the member
ship of stores. With wider membership stores _also would derive inner 
strength. Higher face values of shares would keep many prospective 
members away due to their inability to go in for such shares. If the face 
value of shares is riot unduly high persons of moderate means would find 
no difficulty in joining stores and this would help the latter to enroll more 
members. We would, therefore, suggest that primary stores should have 
shares of a face value ~enerally not exceeding Rs. 10/-. In the case of 
wholesale stores too which are essentially federations of primary stores it 

. would not be desirable to keep the face value of shares high particularly 
. because the financial position of primary stores in the country is generally 
very weak. We, therefore, recommend that the face value of a share of 

·a wholesale store should not normally exceed Rs. 100/-. 

5. Details of paid-up share capital of the 43 primary stores and 5 
wholesale stores, selected by us, for the period 1956-57 to 1959-60 are given 
below:- · 



Classification of . p'rimary stores accordin~ 

to siz·e of share capital; 

Size of share N.umber of stores •. 
capital · 

195EHi7 1957-58 1958-59 

Rs. 5,000 and below 11 a 11 12 
R~. 5,001-25,000 19 20 20 
Rs. 25,001-50,000 ~- 3 1 
Rs. 50,001_- one lakh 1 4 
Above Rs. 1lakh 4 4 4 

Total: 3.7 3.9 41 

45. 

1959-60 

12 
.22--

2 
:2 
5 

43: 

It will be seen that. about 30 per cent of the stores had a share capital · 
less than Rs. 5,000/- and about 75 per cent had less than ·Rs. 25,000/-: 

6. Of these 43 stores only 6 had been organised after 1956-57 while 
the remaining 37 had worked for a long time. Dnring the past four years,
for which information has · been given in the above table; no significant 
change took place in the volume of share capital. The following tabl_e w:Hl 

-show age-wise grouping ~f t~es~ primary ~tores:- · · 

No. of :primary stores according to their age. 
State ---Total· 

5 years &-10 11-15 above 15 
and below ' -

years years years .. 

1. Gujerat. 1 1 6 - s· 
2. :Maharashtra 1 5 3 9 .. 

3. Madras 2 2' 4 8, 
4. West Bengal a.· 4 2 -1 10 
5. Uttar Pradesh. 1 1 3 5 
6. Bihar. 1 2 3 

Total: 7 9 ll 16 43 

Thus 27 stores have-worked for more than 10 years while 7 stores 
are below 5 years of age. In Gujerat and Maharshtra particuiarly~ where 
the size of share capital is comparatively low, all stores have worked for 
more than 5 years. 
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7. State-wise classification of primary stores as on 30.6.1960, 
according to the size of paid-up share capital is given as under:-

(As on 30.6.1960) 

No. of stores according to size of share capital 
-State 

I. Gujerat 
2. Maharashtra 
3. Madras 
4. West Bengal 

· 5. Uttar Pradesh. · 
6. Bihar 

Tcital: 

Rs. 
5,000 
below 

3 
2 
1 
4 
1 
1 

12 

4 1 
5 
4 1 
5 
3 
1 

22 2 

2 

2 

2 

1 

8 
9 
8 

10 
1 5 
1 3 

5 43 

Position- in this regard is comparatively better in 1.\Iadras state where 
2 stores have share capital above Rs.1 lakh and only one below :&\'1.5,000/-. 
Gujerat ~nd West Bengal states have·a· arid 4 stores respectively having 
share .capital below Rs: 5,000/-. In Gujerat State particularly stores have 
·smaller share ·capital 7 out of 8 having less than Rs. 25,000/~. 

Wholesale stores: 
8. Particulars with regard to paid up share capital of wholesale 

- stores were as un9-er :-
(Rs. in lakhs) 

Paid-up share capital 
Name of wholesale store 

1956-57 1957-58 1958-59 1959-60 

Gujerat: 
1. Surat Wholesale Stores 0.24 0.24 0.24 0.24 
2. ·Ahmedabad Central Whole- 0.13 0.12 0.12 0.12. 

sale Stores. 
Maharashtra: 
3. All . Bombay Consumers' 0.19 0.24 0.56 1.56 

Co-operative Federation. 
Madras: 

4. Ch~ngleput pist. Supply 1.86 . 1.85 1.71 1.2 
andMark~ting Society. 

Uttar.Pradesh: · 
5. U.P. Co-~perative 22.00 27.00 32.28 32.45 

Federation. 
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In Gujerat share· capital of wholesale stores. was small and declined 
to some extent du!'ing the past four. years. . In Maharashtra the .All 
Bombay Consumers' Co-operative Federation made good progress and its 
share capital increased by about seven times during the past four years. 
Share capital of Chingleput Dist. Supply and Marketing Society de-. 
clined from Rs. 1.86lakhs during 1956-57 to Rs. 1.29lakhs during 1959-
60, a decrease of about ;JO per cent. The U.P. Co-operative Federation, 
which is mainly an apex marketing institution, made considerable pro
gress as a result of share capital contribution from the state government. 

Deposits: 

9. Deposits which stores obtain from members as· well as non
members have . their own advantage over outside borrowings. Besides 
strengthening internal resources they help to inculcute the habit of thrift 
amongst members and to foster their loyalty." Stores also pay less interest. 
on deposits than on outside borrowings. Rate of interest generally "\'aries· 
besween 3 to 5 per cent depending on the period of deposit •. 

, 10. ·.Classification of primary as well as wholesale stores on the basis 
of deposits is given in the following tables: 

State-wise cla~sification of primary. and ,wholesale stores 
.according to average deposit per member as on 30-6-1960. 

. ' 

.Number of stores according to ~verage per 
member deposits. 

State Total 
Rs. . Rs. Rs. Above 
Nil 1-25 26-50 · Rs.50 

' 1. Gujerat. 6 (1) 2 (1) s (2) 
2. Maharashtra '5 (1) 1 2 1 9 {1) 
3. Madras. 4 (1) 1 1 2 8 (1) 

. 4. West· Bengal. 6 ·a 1 10 
5. Uttar Pradesh 4 (1) 1 5 (1) 
6. Bihar. 2 1 3 

Total 27 (4) 7 3 6 (1) 43 (5) 

• (Figures in brackets relate to wbolesiue stores) •. 

It will be seen that 27 out of 43 primary stores and 4 out ~f 5 whole
sale stores had no deposits from members at all. Only 6 primary stores 
and 1 wholesale store had deposits in excess of Rs. 50/· per member. In 
the states of Maharashtra, Madras and West Bengal there were 4 . stores 
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ea.ch ha.ving deposits from members. In Ma.dra.s sta.te pa.rticularly, there 
were two stores having deposita of about Rs. 60/· per member. 

Deposits as percentage of working capital: 

No. of stores with deposits as percentage 
to working capital 

Year 

1956-57 
I957-58 
1958-59 
1959-60 

Nil 

20(4) 
22 (4) 
22 (4) 
24 (4) 

2% 3%to 
below 10% 

1 (I) 4 
1 
4 

3 

t(Figures iu brackets relate to wholesale at<> res). 

l1%to Above 

25% 25% 

5 8 
5 II (I) 
5 9 (1) 
5 11 (I) 

Total 

38 (5) 
39 (5) 
41 (5) 
43 (5) 

11. It is clear tha.t the position of deposits remained almost 
stationery during the past four years. The main reason appears to be lack 
of adequate efforts on the pa.rt of stores to atract sizeable deposits. In 
Madras, T .U.C.S. has been able to collect Rs. 8. 60 lakhs by way of deposits 
from members and non-members. Cha.ndra.sekharapuram store, in the 
same state, has raised Rs. 2A2lakhs by way of fixed deposits from members 
alone and is financially self-sufficient. It ha.s never ta.ken recourse to 
borrowings from outside agencies which charge interest at 6i per cent. The 
store has been able to obtain deposits mainly by offering attractive rates 
of interest e.g. 41 per cent for 3 months, 5 per cent for 6 months and 51 
per cent for l year, whereas the rate of interest on fixed deposits offered 
by Madras Central Co-operative Bank is 4 per cent for one year and 5 per 
cent for 2 years_ We would, therefore, suggest tha.t consumers' stores 
should attract deposits by offering liberal rates of interest from their 
members and make i,ncrea.sing use of this source of finance. 

Trade deposits: 

12. Stores also receive another type of deposit. known a.s trade 
deposit. In this system members deposit amounts generally equivalent 
to their monthly purcha.ses at the beginning of a month. Stores provide 
them with pass books in which these deposits are entered. Members 
draw on such deposits by making purchases from time to time which are 
also entered in the pass books for working out balances in credit in any 
month. Some stores allow interest on trade deposits varying between 
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2 to 3 per cent. Trade deposits thus not only provide ready cash in 
advance to stor~s for making purchl!ses but also assure custom for them. 
This source has however not been tried seriously by stores in general barr· 
ing a few exceptions like Chandrasekarapuram Consumers' Co-operative 
store in llla.dras state, Pragati lllandal consumers' Co-operative Store in 
Bombay state etc. We, therefore, recommend that primary stores should 
introduce a system of collecting trade deposits from members if necessary 
by allowing interest. 

13. Internal resources, i.e. share capital , reserves, deposits etc. 
form the bulk of working capital of stores. The following table gives 
percentages of internal resources to working capital, as on 30.6.1960, for 
primary as well as wholesale stores. 

Percenta~e of internal resources to working capital 
as on 30.6.1960 

No. of stores with internal re,ourcu 
as percent of working capital. 

State Total 

33% or 34% to Above 
l;elow 66% 66% 

I. Bihar 2 3 
2. Gujerat 1 (2) 7 8 (2) 

3. llladras 1 1 (l) 6 8 (l) 
4. lllaharashtra l 2 6 (I) 9 (I) 
5. West Bengal 2 8 10 
6. Uttar Pradesh 2 (I) 3 5 (l) 

Total 2 10 (4) 31 (l) 43 (5) 

*(Figures in br...,kets relate to wholesale storeo). 

Thus 31, out of 43 primary stores had internal resources above .66 
per cent and only 2 had below 33 per cent. Percentage of internal .re
sources was comparatively lower in the case of wholesale stores. Of the 
5 wholesale stores, 4 had intornal resources below 66 per cent and only one 
had above 66 per cent. This difference in the percentage of Internal re
sources of primary and wholesale stores is mainly due to the fact that 
wholesale stores had greater vulume of outside borrowings than primary 

stores. 
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Borrowln~s : 

14. Borrowings of stores include borrowing from central financh 
agencies and trade credits. From our observations we saw that pract 
cally all stores made purchases on credit. The reason advanced for su< 
a practice was that goods purchased on credit were returnable if foun 
bad in quality whereas with outright purchases on cash it was difficult t 
exchange such goods. Another reason was want of sufficient accommoda 
tion from central financing agencies. 

Borrowln~s from central financing a~encles: 

15. Consumers' stores borrow fllhds, to some extent, from centra: 
financing agencies also. Maximum borrowing limit of consumers' sto.:~• 

varies from State to State. In Gujerat it is 2 to 4 times the owned funds 
whereas in Bihar it is upto 5 times the owned funds. In Uttar Pradesh 
it is equal to owned funds while in Punjab it is equaJ. to paid.up share 
capital only. The rate of interest on such borrowings varies from 5 to 
7 per cent. However in actual practice the extent of such borrowings is 
not appreciable. Barring very few exceptions, hardiy any store can borrow 
more than one or two times its owned funds. 

16. Position in this regard in different states during thE! past four 
years is given in the following table:-

Borrowing from central financing agencies: 

Primary stores: 
(Rs. in lakhs) 

1956-57 1957-58 1958-59 1959-60 
Stales 

Nio. Amount No. Amount No. Amount No. Amount 

1. Gujerat 0.05 2 0.53 
2. Madras 2 2 .72 3 3.15 4 63.51 4 12.15 
3. Maharashtra. 0.11 0.18 
4. Uttar Pradesh 

5. West Bengal 

6. Bihar. 0.20 

TotaJ. 4 2.88 3 3.15 4 63.51 8 13.06 
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Wholesale Stores: 
(Rs. in lakhs) 

States 1956--57 1957-58 1958-59 1959-60 

l. Gujerat 
(i) Sura.t 1.39 1.82 2.27 0.81 

(ii) Ahmedabad o:3s 0.39 0.31 0.41 

2. Madras: 
Cbinglepet 46.25 44.45 

3. U.P. Federation. 0.10 18.35 

Total 1.87 2.!11 48 .83 64.02 

It will be seen that though there was some progress in the advances 
made by C.F.As during the past four years, the number of stores receiving 
accommodation and the amounts advanced were negligible. During the 
year 1959-60 only 8 out of 43 primary stores got accommodation to the 
extent of Rs. 13.06 lakhs. In Uttar Pradesh and West Bengal not a. 
single store was advanced any amount during the past four yeo.rs while 
in :Maharashtra. a.nd Bihar only one store each received accommodation 
to the tune of Rs. 18,000/· and Rs. 20,000/· respectively. In :Madras 4 
stores received accommodation of Rs. 12.15 lakhs. Financial accommo
dation generally given to consumers' stores consists of cash credit or over
draft or short-term loans for a period not exceeding one year. Stores 
commonly prefer cash credit but they seldom get adequate accommoda
tion from centro.! financing agencies. Reasons for such an apathetic atti· 
tude on the part of central financing agencies have a bearing on both sides. 
It is argued that the financial position of consumers' stores is generally 
not sound enough for making large scale advances. It is also contended 
that many a time the working and management of consumers' stores 
happen to be quite unsatisfactory. In a. number of states e.g. West 
Bengal, Bihar, Gujemt and Punjab, we understand that central financing 
agencies already have heavy commitments on hand regarding provision 
of agricultural credit with the result that they do not have enough funds 
to meet the requirements of consumers' stores. In Maharashtro. we were 
told that central financing agencies bad sufficient funds to accommodate 
consumers' stores also but the weak financial position of consumers' stores 
had stood in the way of granting financial accommodation to them. This 
is a vicious circle. Consumers' stores do not get financial accommodation 
because their financial position is weak and their financial position is weak 
because they do not have any strong economical source of finance. 
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TABLE 

· Statetn~~t.-~howing_ financial accommodation _given .to 

__ .(Rupees . 

. 1956-57 1957-

..!:l 
··No. of ~· 

Cj 

~· ,.,"1::1 -~~ ,.,~ 

O.F.A's. Cj~ ...... "' Cj~ States c .... 
~-~ ,..;;:.~ ~.,.-... ., 

---~ 
. ~ ~ . 

.... "ci ·r: ~~ . ,_., 
~t:l ~(;) -~t:l ~ ~ ~t:l ~~ 

1;-<ll OS~ c.~ OS~ 1;'>~ OS~ . ~ c Cj c t:l c Cj 
-~ ~- .. c ,_ - ~ ~ ·c:) ,_ . ~ ~-~ 

~~. ~"g ~~ ~"g ~~ ~'"g 

1.: Gujat:at 3 8 0.55 1 2.50 12 1.68. 

2. Punjab 4 3 0.09 7 0.13 

.. 
3. Madhya Pradesh 3 5 1.22 6 2.20 

4. Rajasthan 2 - . 1 

5. Maharashtra ... 7 3 0.07 

6. Andhra ... 4 16 2.62 3 63.05 16 2.14 

7. Madras 14 127 18.51 10 55.5() 121 24.42 

8. Kerala 3 2o 3.82' 1 11.50 19 3.31 

9. Mysore 2. 3 . 0.72. 
4 0.58 

Total: 42 182 27.53 15 . 132.55 189 34.53 
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consumers' stores by the· central financing. agencies. 

in lakhs) 

1958 1958-59 1959-60 

2 . 3.40 17 1.56 2 3.70 31 3.11 2 

7 0.18 7 0.30 

6 9.72 12. 2.58 

10 

5 ... 0.55 ····· .- - .. - ..... 7 .. 3.84: 

. 53: 

3.70. 

3 55.03 16 2.91 3 55.88 20 3.79 3 58.69 

11 57.95 127 79.21 11 231.02 .125 35.32. 11' 171.87 

' 
1 4:.00 22 2 ·o.s7 4.97 2 1.20 23 l 5.16 

~ ... 

' .. 
1 6 0.66 3 5 0.77 '4 

-18 . 120,38 .216· 99.76 21 '291,80 .. 230 . 54.87 22 235.13 



17. Enquiries were made with central financing agencies in different 
states regarding accommodation granted by them to consumers' stores 

· during the past. fou~ years, . the riumber of default~r-stores, the amounts 
inVi:>lved in such cases and the estimated amounts which could be advanced 
by them. Information was received from 42 central financing agencies 
from- ~i~e -_states. · Parlic~lars in ~ega~d ~o. a~commod~ti~~ gra~ted · to. 
primary as well as wholesale stores have been indicated in table 'A' on the-
next page. · It will be seen there-from that there has been a steady rise 
in the number of stores accommodated and the amounts advanced during 
the past four years. DtlJ:in'g 1959-60, of the total number of 230 primary 
stores accommodated and the total amount· of Rs. 54.87 lakhs advanced 
by 42 banks in different states, in Madras State alone 125 stores were 
granted acc~mmodation to the tune of Rs. 35.32 lakbs by 14 banks. In 
the. ~ase o(wholes~le stores also bulk. of the help was rendered in Madras· 
state ·where of the 22 wholesale stores accommodated and Rs. 235.13 
lakhs advanced, · 11 wholesale stores received Rs. 171.87 lakhs. C.F.As. 
in the sta~es of Aridhra, Kerala and- Gujerat have also beeri able to advance 
sizeable amounts.·· In the rest of the states however the number of stores 
assisted and the amounts advanced were not much. 

18. Of these 42 banks 22 had defaulters. In all 91 stores had made 

defaults and th(} .m;:uount involved was Rs. 5.82 .lakhs. These defaults 
were mostly the 'result of weak financial poisition' of the store~ concern~d. 
State-wise position relating to defaulting-stores is given in the following 
table:-

{As on 30.6_.1960) 
(Rs. in lakhs) 

No. of No. of 
State O.F. As . .having defaulter Amount ,, defaulters stores. involved· •' 

1. Gujerat 2 8 0.64 
2~ PUnjab '4 5 0.05 
3. Madhya Pradesh 1 1 0.01 
4. An<lh;ra Prad_esh 3 

/ ao .. 1.37 
5~. Madras 8 43 3.21 
6. Kerala 2 2 0.48 
7. Mysore 2 2 0.06 

Total 22 91 5.82 
. - -·. ·-·· ·--

:Maciras st~te had the largest. number ~fae:faulti~g stores viz. 43 
_involving Jl,n a,mount. o.f ltE! .. a~21Jl\.1PJ.S, __ .. 



19. 26 of the 42 bimks have estimated the amounts which they· would 
be in a position to advance to consumers' stores provided the_prescribed 
terms and conditions are fulfilled. State-wise position of these estimates 
has ·bee~ indicated in the following_ table:-

Estimate of amounts that could be advanced by C.F.As. 
to· consumers' stores:· -

(Rs. in lakhs) . 

· No. of" O.:F.As. Amount th'at Prevalent 

State which can could be rate of 
advance funds advanced interest. 

1. Gujerat 2 5.10 5f-6!% 

2. . ~u:njab 1 0.56 61~ .. 2 0 

3: Madhya Pradesh 2 . 2. 75 6t-7!% 
4. Raja~than 1 5.00 7!% 
5. · Maharashtra 5 17.40 6 -6!% 

6. Andbia Pradesh : 2 . 26.00 .5~ 7% 

7. Madras 10 158.67 4!-6!% 
8. Kerala 2 12.00 5!-:-7% 

9. Myso!e · 1 25.00 6t% ' 

Total: 26 2q2.48 ~l:-7!% 

Central financing agencies in Madras state. have giyen ·as ~~timate 
higher than any other state. Rate of interest is also lower in -that stat·e. 
During o]ll' visit t~ various states some of the stores represented that the 
procedure and terms and conditions prescribed by C.F.As were rather 
tough and that therefore it was difficult to approa·ch them for financial 
accommodation. We have already seen that, of the 43 ·primary ·stores 
included i:Q. the study only 8 had secured financial accommodation from 
central banks during the year -1959-60. 

Terms and conditions: 

20. ~ Terms and conditions required to be fulfilied ·were as follows:;_ · 

(D . The society should hold shares ·of the bank of adequate vaiue 
which should be either 5 per cent of its own paid up share capjtal 
plus reserve fund or 10 per cent of the maximum borrowing from 
the bank whichever is higher. · 

(ii) Interest will be charged at half yearly rates, 

(iii) Rate of interest will ~e subject to change on 7 day's notice; 

(iv) In case of default of the bank's dues penal interest will be charged 
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. at 1. per cent above the usual rate of interest. 

(v) ' All combustible stockS should be got insured against fire, for their 
full value with and approved ·insurance company and policies of 
hypothecated stocks should be got en:dorsed in favour of the 
Bank. 

(vi) No sales on credit of whatever type should be allowed . 

.. ("V:ii) All sale proceec]s of hypothecated. goo~. should be directly 
.. banked in the respective ~ash credit account and should not be 
, utilised for any other purpose without the previous permission 

of the bank. 

·(viii) Stii'eties shoUld be takeif from all responsible employees of the 
. .. s~ciety, _such as secretary, salesman etc .... 

(ix) . · Monthly statements regarding financial position and fortnightly 
· statement regarding hypothecated stocks, showing particulars 

of kind, quality, value etc. for the fortnight ending 15th and 
-30th/31st for .each month as the case may be, should be sub

. mitted to the bank regularly so as to reach on or before the 20th 
. of the current and 5th of the 'succeeding nionth respectively •. 

(x) ·-The bank wiil ~e· at liberty to take actual po,ssession of the sto:ck; 
-··. - : ~ hypothecated to ·it, in case any of. the banks' conditions in res

.·· pect of credit is not satisfactorily observed. 
~ ' ~ - .._ . -· . ., . . . . .. 

(xi) Wherever necessary licence should be obtained from the authori-
'. · . ties: concerned before drawing. on the credit. · 

· (xii) . No operations on credit should be ·allowed unless all necessary 
documents· are fully executed by the auth~rised office bearers of 

. . the society: 

(xili) Ma~um borrowing· power will be taken into account while 
· sanctioning credit. 

'• 

(xiv) Members of managing co.rnmittee will be held responsible per
sonally in case the bank suffers any losses. in transactions. For 

. this, :purpose it will be necessary to execute a security bond on 
stamped paper signed by :iii managing committee members for 

'I" • • • ' 

the' full amount 'of. cash cred~t s.anctioned to them !lnd they will 
be held responsible jointly arid severally. · 

. . . ' 

(xv) The store should function in· such a way as .to con;unand suffi
cient vol'!l~e of business and work at a profit. 

(xvi) Value of stocks shbuld not, at any time, ~xceed the amount fo~ 
which they have been insured ... : · 
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(xvii) ·Value of stocks in trade held should riot fall below the amount 
outstanding under cash credit. 

(xviii) Loan applications should be got recommended for credit by the 
Registrar. 

(xix) Manager should be from among personnel who have received 
proper training in business. The institut!on should be big enough. 
with large turnover and share capital, for paying its 'staff ade
quately lest they should resort to malpractices. ~he board of 
directors should be strong and ~fficienK 

(xx) The society should use funds only for the purpose for which they 
are sanctioned. , 

21. Con'ditions governing overdraft accommodation: 
(i) · Overdraft will be in force for the period ending 30th June of every. 

year and application must be made sufficiently early if renewal 
of the facility is required. 

(ii) Without reference to foregoing.rule overdraft may be terminated 
or reduced on 15 days' notice. 

(iii) Interest will be charged on daily balances at 5 per cent on the 
drawn portion and at ! per cent on the undrawn portion per 
annum. 

· (iv) The society should keep· goods in the joint nal1les ·of the society 
and the bank insure them against loss or damage by fire, deposit 
in the bank such policy or policies and produce, when called 
upon to do so, the last receipts· of payment of premia thereunder. 

(v) .The facility should be used only for the purchase and stocking of 
provisions and essential food-stuffs . 

. (vi) All payment to wholesale stores or any other suppliers should 
be . made only by cheques. . 

(vii) Amount of overdraft, at any time, shall not exceed 10 per cent 
of the amount advanced and outstanding against the stock, in the 
custody of the society, and the cash on hand. 

(yiii) At the end of every qwarter the society should send a statement 
furnishing therein particulars regarding·quality, quantity, value 
of stock on hand,. amount advanced and the amount for which 
'the stock has been insured. jh case there' is any flu~tuatimi. in· 
the market value, the fact should be reported to the bank at once. 

(ix) All facilities should be offered for the verificati~n ~f stocks .by an 
employee of the bank or by a departmental Inspector whenever 
necessary. 
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(x). In case any of the cond~tions laid-down is violated the bank will 
-be at liberty. to take possession of the stock and sell or other
wise dispose it off for the realisation of the ·amount due. 

(xi) The society should submit daily collections to the b~tnk towards 
its overdraft account. It can utilise its collections (sale proceeds) 
otherwise only after the amount drawn from overdraft account 
is completely recouped. 

(xii) · Usual bond for the amount of overdraft should be executed and 
sent to the bank within 15 days of the re.ceipt of the sanction 

·order, in default of which the same ·will lapse. ·All withdrawals 
from the ~ccount can be made only after the receipt of the bond 
by the central bank. 

(xiii) The society should furnish a certificate once a month signed by 
the bank inspector in the area, to the effect that stock registe~ 
and other necessary registers are being maintained up-to-date. 

(xiv) · The society should furnish to the bank within l5 days from the 
date of drawing the amount, from overdraft 'B' accommodation, 

· a statement of stock purchased from the money so drawn showing 
the value failing which no further cheques will be honoured by 
the bank. 

(xv) Conditions (i) to (xiv) above should be placed before the meeth!g 
of the board· of directors and incorporated as subsidiary rules. 

22 .. From·. the details given in the foregoing paragraphs it is clear 
that:-

I 

(i) Number of stores receiving accommodation from C.F.As. is very 
small (ii) Amounts advanced cover only a fraction of_ the total needs of 
consumers' stores, (iii} Number of defaulting stores is alarming: which is 
about 40 per .cent, (iv) Repay~ng capacity of consumers' stores is weak 
whe:re their general finEtnCial _condition is not strong enough .. (v) Central 
banks do not have sufficient funds, over and above their requirement for 
rural credit, to meet the needs of consumers'.stores also. (vi) Terms and 
conditions presc~ibed by central barik~ are· partly responsible_ for keeping 
away consumers · stores. from approachmg them for financial accommoda
tion and (vii) Rates of interest on borrowings ranging from 6 to 7 per cent 
in some States are on the high-side. · . 

Working capital: 

23. Primary as well as wholesale stores have been classified accord
·ing to the size of their working capital in the following table:-



Year 

1956-57 
1957-:-58 
1958-59 
1959-60. 

It will be seen that during I959-60, of the 43 primary stores 29 had 
a working c\tpitalless than Rs. 1 lakh and 18 less. thaJ?. Rs. 30,000/-. Simi
larly there was no appreciable change in the size of working capital of pri
mary stores during the past four years. This reflects the financia~ stagnan(Jy . 
of primary stores. · · 

24. State-wise position during 1959-60 regarding size of working . . 

capital was as under;-

State·-wise classification of primary and wholesale stores 
ac~ording to ·the size of working capital (as on.30-6-t960 

No.· of stores according to size of working capital 
State Total . Rs. Rs. Rs. A.bo've 

5,000 & 5,00I to 30,001- Rs. 
below 30,000 llakh 1 lcukh 

L Bihar 1 l ; l 3 

2. Gujerat 1 4 3 (2) 8 (2) 

3. !fadras 3 5 (1) 8 (1) 

4. Maharas}:ltra 1· 2 3 3 (1) . 9 (1Y 

5. West Bengal. 3 4 2 ·1 . 10 

6. Uttar Pradesh I '2 I 1 (1j 5 (1) 

Total: 5. I3 11 14 (5). 43 (5). 

Position was better in Madras state, with 5 primary stores out of
'S having a worldng.capital in eicess of Rs. 1lakh. In West Bengal 7 pri
: niary stores out of 10 had a working capital less than Rs. 30,000/- and 

less than Rs. 5,000/-. 
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It is possible to conclude from the above details that the financial 
position of a majority of consumers' stores is weak and far below the re
quired 1imit necessary for running busine~s on economic lines. Inadequacy 
of capital has led to many evils viz. business inefficiency, reduced turn
over and less managerial efficiency and credit worthiness. As explained 
already working capital of consumers' stores mainly consists of share 
capital and reserves. Wlien the share capital is low borrowing power 
is also low. Stores therefore resort to making purchases on credit by 
p~ying higher prices which in turn reflect in their low profits and also 
adversely affect the building up of their owned fmids. Thus weakness 
at one place circles around and affects the position at every other place. 
The problem therefore needs to be tackled at the very root by devising 
ways and means to increase borrowing power of stores, strengthen their 
internal resources and provide larger financial accommodation to them. 

(a) State participation in share capital of consumers' 
stores to increase borrowing power. 

25. · It is needless to reiterate that the very reasons and justifications 
which actuated government to offer financial assistance to other types 
of societies in the form of share capital participation apply to consumers' 
stores equally well. · When government has been rendering liberal financial 
assistance in the form of loans, share capital participation etc. to market
ing, processing, producers and other co-operative societies for accelerating 
the pace of their deveiopment, it is all the more necessary for it to render 
financial assistance to consumers' stores as. well to enable them to under
take effective distri~ution of all consumers' goods produced at reasonable 
prices under conditions of planned economy. 

26. Consumers' stores need funds mainly for working capital. One 
of the ways of helping them to raise adequate working capital from ceritral 
financing agencies would be to strengthen their share capital base since 
credit given depends upon owned funds. We would therefore recommend 
that government should participate in the share capita,! of consumers' 
stores on a matching basis in the same way as in the case of service socie-
ties, processing societies, marketing societies etc. Such· contributions 
from government towards share capital of consumers' stores should be 
retired by them within a period of 10-15 years as in the case of societies 
of other types. 

27. We have already recommended that a prim~ry store, to be a viable 
unit of the minimum economi9 size; should have a paid-up share capital 
of Rs. 5,000 and a membership of 250 to start with. We have also re-
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commended that the value of a share should be fixed at·Rs. IO to keep it 
within the paying capacity of an average consumer. Thus a share capital 
of Rs. 2,500 can be expected from a primary store in the initial stages 
and it would be necessary to meet the balance of Rs. 2,500 by govern
mental share capital contribution to enable it to raise the requinid working 
capital. We have further recommended that the minimum paid up share 

. capital for a district/regional wholesale store should be Rs. 50,000 and for 
an apex store Rs. I lakh. · Wholesale stores 'at the district regional level 
which may hardly have about 50 primary stores as members, -cannot be 
expected to raise even 50 per cent ofthe required share capital of Rs. 50,000. 
We have therefore· suggested C'rganisation of apex wholesale stores with 
branches \vhich are likely to· have about 200 primary stores as :r:nembers,' 
to start with, who can contribute on an average Rs 250 each to the mini
mum. The balance of Rs. 50,000 should, as before come from government 
by way of matching s~are capital contribution to enable them to have 
a share capital base of Rs. I lakh. We would therefore recommend govern
mental participation in the sl!are capital of consumerS' stores on the follow-

ing scale:-
I. · Upto Rs. 2;500 for a primary store (new frevitalised)(on matching 

. basis). 

II. Upto Rs. 50,000 for an apex wholesale store. (on matching basis}. 

Financial assistance in the above form would.not only mean lesser 
financial burden on government but. would also help to strengthen the 
co~fidence of central financing agencies in consumers' stor~~. 

(b) Measures to. provide h1creased financial accommodation: 

28. Consumers' stores must nec~ssarily turn to central financhig 
agencies for their requirements of credit. However, being· preoccupi~ 
with agricultural credit central financing agencies have not been able to 
fulance consumers' stores to any appreciable extent: 'we, ther~fore, ~re
commend that central financing agencies should be persuaded by govern
ment to earmark funds out of their own resources for providing loans and 

.advances to consumers' stores. 

29. The Res~rve Bank of India have.a~eady taken up sch~~es fo~ 
the supply of long ~nd short term credit tQ indu~trial co-operatives. o.it 
this analogy we would recommend that the Reserve Bank of India should 
make additional funds available to central financing agencies for providing 

increased financial accommodation to consumers' stores .. 

: 3o. Consumers' stores do not get· any representation in the manage
ment of co-operative banks. To safeguard their intersts, it is necessary 
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that they shou_ld. be given adequate representation either on the boards of 
. management o:r on the,loan sub-committees set up by co-operative banks. 

We would, therefore, recommend t~t adequate representation should be 
given .to !JO:Usunier:s' 13tores on the boards of management of co.operative 

· banks failing which their representatives should be co-opted on the loan 
sub-committees set up by co-operative banks. 

31. We ha~e ~bserved in chapter 2 that a viable prim"ary store would 
require a paid up share capital of Rs. 5,000 and a work,ing capital of 
Rs. 15,000 to 16,000. Similarly a viable apex wholesale store. would re
quire a sh~re capital of Rs. one lakh and a working capital of Rs. 5 lakhs. 
Thus the gap between their owned funds and the requked working capital 
~orks ~U:t at two times the paid up .share capital in the case of primary 
stores and fo~r times the ·paid up share capital in the case of apex, whole
sale stores. We. have already seen that C.F.A's in Gujerat provide cash 
credit to co~umrs' stores from 2 to 4 times their owned funds and. in 
:j3ihar a~d MadJ:as upto 5 times their owned funds. C.F.A's should, there
fore, be able to provide cash credit to primary stores upto two times . their 
owned funds in the .initial stages. We, therefore, recommend that central 
financing agencies should provide ·cash creait to primary store~ at least 
up~o twj~e their owned funds on the- basis of a floating charge on their 
assets. 

. 32 .. In the case of apex wholesale stores t~e requirement of working 
capital would be much in excess of their owned funds and state co~opera. 
tive bariks may not come forward to mee.t the requirement without govern. 
ment guarantee .. We, therefore, recommend that state co-operative banks 
should provide working capital loans to apex wholesale stores upto 4'times 
th~ir o~ed funds against government . guarantee and . on the condition 
th~t losses, if a~y~ would be sharable in the ratio of 50 : 40 : 10 between 
central government, state go-yernment and state co-operative bank con
cerned. 

· 33. ·It has been accepted in principle that wherever centr,al financing 
agencies are not in a position to meet financial requirements of co-opera
tives the State Bank of India may finance such co-operatives according to 
their terms arid conditio~s. On this basis the State Bank of India has 
been offering financial accommodation to some ·extent to marketing and 
processing societies. We, therefore, recommend that wherever central 
financing agencies are not in a position to meet financial requirements of 
consumers' stores, the State Bank of India sh~mld provide necessary 
financial accommodation on the same. terms and conditions as are • appli. 
cable to marketing and processing societies. · · 
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· :\c) Measures to increase intetnat·resources·: 

34. Although we ha':"e recommended assistance .from' government 
and financial accommodation from co-operative finandng agendes for 
encouraging the speedy development of consumers' stores, it is necessary 

.. that consumers' stores should take every possible step to raise funds from 
within and build up their own funds sufficiently. In this connection we 
have already suggested that deposits in addition to trade deposits, should 
be attracted from members by paying enh~nced rates of interest where 
necessary. We have ~lso suggested that payment of rebates on purchases 
should be exteJ?,ded even to non-members to. enable them to purcha~e 
shares through accumulated amounts in their accounts opened for the 
purpos~. <;>ver. and above this, internal resources could be strengthened 
by inc~easing membership and the average size of share holdings per 
member. In western countries consumers' stor~s have f~om the very 
b~ginning tried to be self-sufficient. For instance in Great Britain pri
mary consumers' stores financed the entire increase in capital assets during 
1953 to 1955 without ariy recourse to external borrowings. ·· · .. · · 

35. How~ver general position in this respe.ct in consumer~' stores 
here is not satisfactory. This is mainly" due to the fact that stores have 
low membership and members are apathetic towards increasing their share 

capital holdings. The following table will give an idea of population covered . 

. by primary stores in their areas of operation:- . ._· 

Classification. of primary stores according .to percentage, 
of population· covered (as on 30.6 .1960). 

Percentage of population covered 
·No. of · Category State Total 

stores. of sto1'es 10% II- 26- 51- Above " 

and· 25 50 75 75 
below %' % .% % 

1. Bihar 3 General 1 1 
Workers & 1 1' - 2 
employees. 

2; Maharashtra.. 9 General 4 4 
... Workers & 1 1 1 '3 

employees. 

General 2 2 2 6' 

·Workers &· 1. 1 2 
a. Gujerat 8 

employees. 

Ge11eral 5 5 
Workers & 1 . 1 1 3 

4. Madras s· 

employees. 
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State No. of 
stores. 

5. West Bengal 10 

6. Uttar 
Pradesh. 

5 

Category 
of stores. 10% 

and 
below 

General 2 

Workers & 1 
employees. 

General 2 
Workers & 1 

employees. 

Total: 43 General 15 
Workers & 3 
employees. 

Percentage of population covered 

n..: 
25 
% 

1 
1 

3 
3 

26-
50 
% 

1 
2 

4 
6 

51-
75 
% 

1 

1 

1 
2 

Above 
75 
% 

1 

1 

Total 

4 

6 

3 
2. 

23 
18 

Of the total 43 primary stores such information was available in the 
case of 41 stores only. Of these 41 stores, 23 were general stores and 18 
workers' and employees' stores. Of the 23 general stores, 15, i.e. about 
63 per cent, had covered even less than 10 per cent population in their areas 
of operation. There was only one store which had covered more than 50 

·percent population,. while the rest had covered less than 50 percent 
population, In the case of workers' and employees' stores position was 
slightly better. Of the total of 18 such stores 6 had covered more 
than 50 per cent employees and 12 less than 50 per cent employees of which 
3 had covered less than 10 per cent emplo;vees. Normally, such stores 
are expected to bring in their fold majority of employees but this was not 
so with the stores selected. From these details it is possible to conclude 
that the position with regard to coverage of population by stores is far 
from satisfactory. Reasons in brief are:-

(i) Absence of organised ~nd planned efforts to increase member
ship. Members of the boards of directors do not approach local people 
individually to join consumers' stores. Their attitude in this respect is 
one of passiveness. In some stores we even found that management did 
not want to increase membership as they feared clash of group interests. 
(ii) Lack of proper publicity and propaganda on the part of stores. (iii) 
Inadequate commodity coverage by stores. We, therefore, recommend 
that (a) An intensive drive should be made to attract and increase member
ship. Members of the boards of directors sh~uld personally approach 
local people regularly a~d persuade them to join stores. (b) During co-
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operative weeks cultural programmes should be organised by · stores to 
develop contact with people. (c) Stores should print leaflets giving 
accounts of their working and services rendered by them_ (d) Stores should 
increase commodity coverage according to local needs. 

3.6. Details regarding average share holding per member in the 
stores selected for study have been given below:-

I. 
2. 
3. 
4. 
5. 
(). 

Classification of primary stores according to average · 
·share holqing' per me~ber as on 30.6.1960. 

State 

Gujerat. 
:J\Iaharashtm 
1\fadras. 
West Bengal. 
Uttar Pradesh 
Bihar 

Total: 

No. af stores according to average sharelwlding 
per metmber. · 

5 or below 

8 
6 
6 

~ 
2 
3 

~4 

6-10 11-15 Above 15 Total 

2 
1 

3 

l 

1 

l 

l 

2 

8 
9 
8 
9 .. 3 
3 

40 

The above information was available for 40 stores only .. Of the 40 
stores 34, .i.e. 85 per cent ha~ an average share holding per member of 
5 shares and below. In thfl remaining 15'per cent of stores, i.e., 6 members 
had on an average more than 5 shares each. It is thus obvious that mem
bers have not taken adequate interest in buildirtg up owned funds of stores. 
\Ve, therefore, recommend, that (i) Managing committees should 
approach members and pursuade them to purchase more shares. (ii) Stores 
should adopt following business practices which would increase members' 
share holdings:-

.(a) Dividend on shares should not be distributed in cash, but credited 
to members' share account,· 

' . 
(b) Rebate on purchases should not be paid in cash but credited 

to members' share account. 

(iii) Stores should allocate higher percentage of distributable profits 
.towards strengthening their reserves position; 



CHAPTER IV 

BUSI.NESS TECHNIQUES AND OPERATIONS 

It has been well said that ''there is no particular quality, virtue or 
magic in co-operation which will enable it to succeed without the appli
cation of sound 'business· principles". Consumer~' co-operatives must 
therefore. employ scientific business principles to compete successfully 
with private trade. · The following are some of the important principles 
enunciated by Rochdale Pioneers :-

(i} Sale, at prevailing local prices. 

(ii) Restriction to fixed limit of interest upon capital. 

(iii) All trading against cash. 

(iv) Distribution of profits in proportion to purchases. 

(vJ Proper maintenance of accounts. 

These principles' still hold good. · To these must be added two more, 
viz., (i) Correct weighment and (ii) Pure quality goods. 

2. The success of any consumers' store is measured by its efficiency 
in supplying goods . and services that members need. It is, ther~fore, 
n~cessary for .any primary store to ascertain preferences of its members 
fir~t. . In India; no organised system ~r method seems to have be~n adopted 
by stores to a's certain consumers' preferences. The growing. range of 
domestic requirements has made an organised study of consumers' needs 
essential.· In Great Britain, C.W.S. is one of the few manufacturing and 
dist~ibuting concerns to have a market research department which em
ploys its own field staff for establishing direct contact with consumers. 
More ~han 25,000 members ~f the public are interviewed annualy by the 
market research departments staff. In India stores can not embark upon 
such costly ventures with their weak organisational structure and financial 
position. ·,we would hm;ever em~hasize the necessity of ·ascertaining 
consumers preferences With the obJect of developing contacts with them. 
We, therefore, re~ommend t~at (i) Primary. stores should organise monthly 
or quarterly meetmgs of their members to discuss the working of the stores 
and in~te suggestions for improve~e~t. (ii) Stores should also ke~p 
suggestiOn books for purchasers to Indicate commOdities and qualit f 
goods that they need, (iii) Stores should contact other associations p~r~
cularly women's associations for ascertaining consumers' prefie . rences. 
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This practice is widely followed in Great Britain, where the National 
Women's Co-operative Guild, th_e National Co-operative 1\Ien's Guild and 
the National Guild of Co-operators have always lively interest in the 
standards maintained by retail societies and the C.W.S. 

Commodity-coverage: 

3. The success of stores also depends to a great extent upon. the 
range and variety of commodities they can deal in. In India consumers' 
stores were mostly organised during the war period for distributing con
trolled articles and this heritage still continues. :Majority of stores deal. 
in few commodities o:rily. Of the 43 primary stores, selected for the pur
poses of our study, 15 stores dealt in controlled commodities like sugar, 

.kerosene and cereals. In Gujerat, particularly, the range of commodity 
coverage was very small. All the 8 primary stores that we visited were 
dealing in few selected commodities. The reason given for not dealing 
in many commodities was that maintenance of stock account would become 
difficult due to shrinkages in weight. However some of the other .. stores 
that we visited dealt in a wide variety of goods. For instance T.U.C.S., 
in Madras, was dealing in about 344 articles while Chandraselmrapuram 
store, in the same state, and Pragati Mandai Consumers' . Co~operative 
Store in Bombay State, dealt in about 1,000 articles each. All of ~hem 
had worked well and mn.de good profits. These stores have· acquired 
sufficient experience in estimating pOssible shrinkages in commodities 
which are taken "into account while fixing prices. Ch..:'tndmsekarapuram 
Store; though, functioning in a rural area, is dealing in a wide range of 
goods such as foodgrains, provisions, patent foods,_ tinned goods, general 
merchandise, cloth, cycles, cycle accessories, chemical fertilizers, cement 
etc. It has infact been organised like a multi-departmental store and 
this has helped. to ensure loyalty of members and keep up their_ interest. 
In a store dealing in few commodities, members are apt to lose interest for 
the sill!ple reason that the store does not serve all their· needs. A primary 
store must therefore adapt itself to the growing needs of consumers. In 
western countries too co-operative stores try to bring under one roof all 
possible requirements of consumers. We, therefore, recommend that 
primary stores in India should aim at providing variety _of goods and serv
ing larger interests of consumers. In the beginning it may not be possible 
for a primary store to cover wide range of articles. It should, therefore, 
start by dealing in few selected ·commodities of daiiy necessity like food
grains and provisions which have a quick turn-over so that its capital will. 
not remain locked up for a long period. Later, as it establishes itself, 
it should e~pand the field of coverage also. 

4. Range . and yariety of commodities to be covered depend upon 
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several factors, e.g. (i) Socio-economic conditions in the area of operation 
(ii) Composition of population in the area and (iii) Consumption habits in 
the area. Stocking of specialised articles in an area inhabited largely by 
labour class will not be desirable. In fact the general principle should be 
that commodities needed by the major section ?f members should be 
stocked in preference to such commodities as have a short-turn-over. 
Similarly it would not be desirable to deal exclusively in such articles which 
have low d~mand. We would, therefore, emphasize that commodity 
coverage should be decided keeping in view local conditions and needs of 
consumers. 

Purchase policy: 

5. We have already seen that well organized wholesale stores do• 
not exist at present which can cater to the needs of primary s~ores. Those 
which exist deal mostly in few cont~olled commodities. Primary stores 
have therefore no option but to be at the mercy of private wholesalers. · 
·we have come across some well organised stores which make purchases 
from production centres but such stores are very few indeed. Thus in one 
of the major spheres of operation, viz. purchase policy, the consumers' 
movement has not developed any system conducive to the growth of 
primary stores and this has re~ulted in low business efficiency. 

6. We have also observed that majority of stores make purchases 
on credit. - This is because most of them are short of funds and want to 
take advantage of credit facilities available in the market. Private whole
salers generally allow credit, ranging from a fortnight to a month, but they 
charge interest on the value of goods supplied with the result that a store 
has to bear an extra percent or two over the actual sale price. This addi

.tional expenditure is much in excess of the interest payable on a corres
ponding loan amount and as such proves unduly costly in the end. Un-

·less such economies are effected by primary stores, chances are that they 
would not be in a position to offer competitive prices having regard to the 
fact that the average retailer in the country today has been retailing at 
extremely low margin indeed. Solution of the problem obviously lies 

·in establishing strong wholesale stores and developing effective business 
links with them which we ~ve already recommended. 

7. Primary stores have generally been dealing in foodgrains. This 
is expected in a country where a large portion of the consumers' income 
is spent on daily necessities. It would be advantageous if purchases of 
such agricultural commodities are made in bulk from production centres 
immediately after the harvest. when prices are low. It w~uld also. be 
desirable to make such purchases through appropriate co-operative agencie3 
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in the loca1 area or in sUrplus state. In fact T:U.C.S. and Chandrasekra
puram Store, in Madras, which we have visited have been purchasing bulk 
of their requirement of rice from Nellore_ district of Andhra Pra.desh .which 

~appens to be surplus in rice, 

8. Similarly it would be in the. interest of primary stores to atte~pt 
establishment of links with industrial co-operatives for purchasing articles 

manufactured by them. 

9. We, therefore, recommend that primary stm:es should take 
advantage of favourable market conditions in surplus states by making 
bulk purchases of agricultural commodities· through appropriate co~ope~a
tive agencies. They should also develop links with other production 

• societies if such links do not exist· through higher level organisations. 

Processing and production activities: 
10. One of the objects of consumers' stores is to check unfair: rise 

in prices. They can effectively do so if they are in a position. to undertake 
manufacturing and productive activities also.· In Sweden the K.F. has 
been able, by undertaking manufacturing activities, to reduce prices of 
certain electrical and rubber goods by as much as 40 to 50 per cent .. 

' . 

II. Primary stores should therefore, if funds permit, undertake 
simple processing activities like oil extraction, rice hulling, coffee grinding,. 
wheat and spices grinding etc. This would enable them t<? offer compe
titive prices and supply pure quality commodities. Large scale processing 
activities could be more economically undertaken by whole sale stores. 

12. It is, however, necessary to see that this does not lead to un
healthy competition between processing undertaken by . producers socie
ties and that undertaken by primary or wholesale stores. At pres~nt 
only in Madras State some stores have undertaken processing activities. 
We have visited two such: .stores viz. the T.U.C.S. and the Chandrasekara- -
puram Co-operative Store. During the year 1959-60, in Madras State, 
10 stores had undertaken paddy husking, 15 stores oil crushing and 14 
stores coffee grinding. The extent of processing activity has been indi
cated in the table below:-

1957-58 1958-59 1959-60 

(i} No. of stores undertaking process-
ing activities ... ... 16 

(ii) Total value ·of ·goo~ processed 
(Rs. in lakhs) · - ... · .·.. . 18.12 

(iii) Kind of processing activity: 
(a.) rice hulling 
(b) coffee grinding, 
(c) oil crushing. 

28 39 

60.59 92.95 
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Increase in the value of goods_ processed, during the past three years, 
was more than five times. · This result is. no doubt encouraging. 

13. We, therefore, recommend that wherever processing societies 
have not or are not likely to come up and where there is no risk of un
healthy competition with processing societ-ies, suitable primary. or whole
sale stores should be encouraged to take up processing activities for which 
financial assistance from government. should be made available according 
to the scale applicable to processing societies. 

Inrrport of consunrrer.~oods: 
14. With the· restrictions on import quotas profiteering is rampant, 

at present, in imported consumer goods. · ·It is needless to mention that 
if consumers' stores are allowed to import all permissible items of con
sumer goods, distribution at reasonable prices could more effectively be 
done according to the. requirement of consumers. Consumers' stores are, 
however,. given licences to imporl .;,ery few items of consumer goods. 
The terms a~d co~ditions for import as indicated in the import policy 
decision of g~vernment for the period ending 31.3 .1961. are reproduced . 
in brief below:- . 

A co-operative society:. 
(i) Should have a. membership of not less.than one hundred and 

a. minimum annual sales turnover of Rs. 20,~00. 

(ii) Should have been in operation during the last three co-opera
tive years. 

Eligible Co-operative societies should submit applications on the 
usual forms, fUrnishing the following additional information:-

(i) . Share Capital 

{ii) Working Capital 

(iii) ~umber of members 

-(iv) Sales turnover during the last three co-operative years. 

(v) Items in which_ th~ society deals in. 

(vi) Arrangements for financing imports. 

(vii) Balance sheet for the last three years. 

A statement showing the above particulars should be attached to the 
application duly certified by the Registrar of Co-operative Societies of the 
state concerned. 

15. The list of permissible items to be licensed to consum~rs' eo
operatives during the p~riod (October-March, 1961) is as follows:-



Description 

(1) 

Milk powder 
J\Iilk food for infants 

Part IV. 

Drugs and medicines mentioned in list 
of Appendix 19. 

Books 
Time pieces 
Artists' brushes 
Fishing hooks 

Farinaceous and patent foods 
Water colours 
Rubber contraceptives 
Tennis balls 
Squash balls 

Part V. 

... . 
I 
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. S. No. and.part af the import 
trade contror schedule. 

(2) . 

9 
74 

109. 

169-170 
108 (c) 
324 (a) 

325 (a) 

12 (a) 
34-37. (b) 
41 (i) (b) 
95 (a) 
95 (b) 

Represe:ry.tatives of consumers' stores who saw us at· the places 
visited by us stressed the need for relaxation of the above term~ and condi-
tions on the !allowing grounds :- ' 

(i) The present restriction, that a con13umers' store should have been 
in operation during the last three years to qualify for a licence, 
excludes . newly organised stores and wholesale stores even if 
they have made a promising start and have good turnover. 

(ii) 

(iii) 

(iv) 

',l'he maximum value up to which licence can. be granted to a 
consumers' store for the import of a single permissible item is 

very small. 

The "totaJ maximum v~lue upto which all permissible items can 
be imported to the full extent by an apex or a district wholesale 
store does ~ot exceed the corresponding maximum limit fixed 
-for a large sized primary store. This denies to an apex for a 
district wholesale store scope for import :upto the aggregate value 

_ of the indents placed by affiliated primaries. 

As against the twelve permissible items of import for consumers' 
stores most of which are not popular established importers are 
permitted to import a much Wider range of popular consumer 

goods. 
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cash and the remaining 8 which were formed by workers and employees, 
mostly allowed credit sales to their members. Bye-laws of these workers' 
and employees' stores permit them to allow credit to their members upto 
a certain percentage of their salary, generally 50 per cent and yet all of 
them did not allow credit sales. Of the total of 19. workers and employees' 
stores covered in the study only 8 allowed credit. In workers' and em
ployees' stores or in credit societies running store sections, credit sales can 
be justified on the ground that employers undertake responsibility of 
·collecting. dues from members. There is therefore no danger of the capital 
being locked up for longer period and of bad debts arising: HoweveF to 
saf~-guard adequately the interest of workers' and employees' stores and 
the interest of depositors and creditors in workers and employees' credit 
societies running store sections, we recommend that the following terms 
and conditions laid down in the model bye-laws for primary stores af\ 
adopted in some states should be strictly adhered to:-

(i) No credit should be given to any member on daily wage. 

(ii) . Any member who is on weekly or monthly wages or pay should 
pay in full the credit allowed to him for a week or month on 
receipt of his wages or salary for that 'weel\: or month as the 

· . case may be. · 

(iii) There should be a list of members showing the extent to which 
credit can be allowed to each member with reference,· to his 
earning capacity on the recommendation of a director of the 
store/society concemed. · • · 

(iv) No credit should be allowed to a meinber unless he enters into 
agreements with the storefsociety i:md the officer disbursing his 
salary in the form prescribed agreeing for the deduction of dues 
to the st01e{society from his salary and authorising the pay 
disbursing officer to effect such recoveries. 

,(v) If a member does not pay the amount due on or before the date 
fixed (i.e.) th'e date on which he receives pay for the month cr 
wages for the week ·or before the lOth of the month as the case 
may be, no fudher credit shculd be allowed and interest at 
G! per cent should be. collected from the date of default to t.he 
date of collection. 

(vi) For a member who has cor~tributed substar.tially towards share 
capital, the credit limit should not exceed 80 per cent ·of the 
paid up share capital. . 

. ' ' . - . 
(vii) Such credit transactions should be brought to the notice of the 

board of directors at least once a month. 
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(viii) "\Vhen the directnrs themselves· want credit the limit should he 
·fixed by the· general body. · 

Sale to members only 

21.. This principle has come_ to be rehtxed and _in every country sal~ 
have been· allowed to non-members in varying degrees. In India it would . ' . . - . ' 

bs difficult to restrict sales to members only. The·reasons- are obvious; 
~i:embership generally is low ailCl purchases per member n;re few which 
mak~ it uneconomical to 'run stores on members' sales only at-this stage of 
development. Sales to non-members has been the legacy of the war period 
during . which primary stores had to undertake distribution . of controlled 
commodities and' sell them to non-membes .also. Even now· primary 
stores dealing in controlled· commodities or c~mmodities . in . short 
supply are obliged to sell them to non-members. This_ is because con• 
~rolling authorities inake 'it a c:_ondition t~at societie_s entrusted· ·wit~ 
distribution of such commodities should sell them to non-members -as well. . - . -· 
The table given below shows per-centage of non~member sales in respect 
of the stores selected by us for study:- . 

I. 
2. 
3. 
4. 
5, 

6. 

. I 

Classification of primary stores according to perc~ntage·. 
sales. ·to non-memb~rs: 

Percentage sales to non-members: 
State Total 

25% and 26%- 51%-- Above 

.. 

below 59% 7&% 75% . ' . 
-

Gujerat l 1 1 3; .. 

1\faharashtru. l 2 l l 5 
Madras.· 1 3 l 5 
West Bengal 3. 2 2 1 8 
Uttar Pradesh, 1 l 
Bihar .2 ·•) ... 

Total: 5 11 5 3 24 

Of the 43 primary stores, informatioi1 was available for 24 stores 
only. Of these, three stores made more than 75 per cent and-five stores 
made more than 50 per cent of their sales to non-members. 

22. Basically primary stores are associations of .consumers.· They 
cannot, ·therefore, thrive long on the patronag~ of no-n-members alone. 
This calls for an effort to make non-member customers as members. In 
Great Britain, every ·member of a ~o-nsuiners' store is not necessarily a 
share holder. A purchaser ~isiting a store is first made a member by 
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charging a no]Ilinal fee, one shilling or so, at the time of purchase. As a 
member he is' then entitled to patronage dividend, generally termed 'Divi' 
on purchases that he makes. The di-rldend is accumulated for conversion 
into shares.· By purchasing a share subsequently he can become a share
holder when besides 'Divi' on purchases, he is entitled to a fixed interest 
on his shares. Thus an opportunity is given to each non-member to accumu
late the minimum share capital necessary for becoming a full member 
(share-holder). Through this system a store has the advantage of selling 
to non-members who are then made members and the sanctity of one of 
the fundamental principles of co-operation is preserved. But in India 

. sales to non-members without any such arrangement has become a rule 
rather than an exception. We, therefore, recommend that a system of 
patronage dividend to non-members on their purchases, to be accumulated 
in their names for contribution towards share capital by the indirect met~od, 
should be adopted to bring more and more consumers within the co-opera
tive fold. 

Pricin~ policy: 
23. Formulation of correct pricing policy is another important factor 

for the survival of ·a store. In India where the general manageria~ effi
ciency. of store is by no means satisfactory it is ~ecessary to work out care
fully a judiciol?-s pricing policy. This would require a good deal of technical 
knowledge as well an· upto date knowledge of market conditions and 
market movements. Members of managing committee should therefore 
be well conversant with these matters. ' They should also be in.a position 
devote sufficient time to the affairs of stores. But with honorary mem
bers who are generally not in a position to devote much time iOn account 
of their pre-occupations, the main aspect of business policy gets neglected 
altogether. It is, therefore, necessary to appoint experienced and well 
trained persons as paid managers of stores who should be closely assoCiat~d 
with members of managing committees. During our visits we came 
across stores where managers had not been associated with the formulation 
of purchase and price policies and this lack of co-ordination had led to 
their failure. We also came across stores like the T.U.C.S., Chandra
sekar~puram Store, Pragati Mandai Consumers' Store etc. which were 
followmg a well planned policy and as a result were highly successful. 
We, .therefore, recommend that primary stores should lay special em
phasis on the adoption of suitable purchase and price policies and on the 
establishment of proper co-ordination between managers and members 
of managing committees. · 

24. The policy underlying pricing of articles by primary stores has 
always been a much debated issue. The time-honoured principle, en-
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undated by Rochdale Pioneers, emphasises t_hat consumers~ co-operatives 
must sell at market price. This is because if .a primary store undersells, 
it is bound to invite rivalry and competition from private traders who 
would combine together, notwithstanding competition . arn.ongst . them
selves, for ousting it from the field. This is particularly _true under Indian 
conditions where primary stores have practically no .hold on. market condi
tions. By selling below the market price a store would not be in a posi
tion to make good profitsr which would ultimately lead to a weakening of 
its financial position. However, prevalent thinking in western coun
tries is that consumers' co-operatives are meant for consumers and that 
therefore they should benefit them by selling at lower prices. In fact in 
some of the countries like Sweden where consumers' movement is well 
developed consumers' stores have adopted what is called the "Active Price 
Policy". Prices are worked out in such a way that the net surpluS· after 
allocations to funds . etc. is just sufficient to permit payment. of 3 to 4 per 
cent dividend on purchases. This shows that prices fixed by private 
traders do not govern prices in co-operative shops. Private traders are 
thus obliged to maintain pr_ices which are as lo~ as those ~harged in co
operative shops. In actual practice societies giving low rate~ of dividend 
on purchases hav:.e tended to grow more rapidly in Sweden than those which 
sold at market prices and gave high dividends. But such· a policy is not 
suitable under Indian conditions where primary stores are few in number~ 
are financially weak, are unable to undertake manufacturing a~d pro· 
ductive activities and have very little say in the handling of n~tional trade. 
It is, therefore, adVisable to follow a market price policy in the country. 

25. , Prices in a primary store must necessarily. be somewhat higher 
than what the store itself has paid. If the difference just covers the 
stores' expenses there will be neither profit nor loss. It is however im
possible to know in advance the exact extent of expenses. A store must 
also accummulate in order to expand. It is, therefore, necessary to keep 
the difference between retail price and the price paid by a store sufficiently 
high to cover wages, rent, interest and other expenses and to provide for 
a net surplus. 

26. Primary stores visited by us generally followed the ma!ket 
price policy. Average marg~ charged by them was 6! per cent varying 
with the nature of commodities handled. Percentage of margin charged 
by them generally, on different classes of goods was as follows:-

(i} Food-graips 

(ii} Provision goods , 

(iii) Cloth 

4 to 6% 

6 to 8% 

8 to 10% 
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The margin kept usualiy varied with the frequency of tumover of a 
commodity. The margin kept on short turnover commodities was higher 
thim on quick tlirnover commodities. Foodgrains generally have the highest 
turnover and therefore . the margin kept on them was the lei west. 

. Certain well organised. primary stores, particularly, T.U.C.S. and 
Chandrasekarapuram store ·in Madras State, Pragati Mandai Consumers' 
C~-operative Store and. South Indian· Consumers' Co-operative. Store in 
;Bombay and Dum Dum Air Port Employees' Co-operative Store. and 
Batangar Consumers' Co-operative Store in Calcutta have evolved, from 
their own experience of working, an elaborate system of fixing prices. In 
this system possible.shrinkage.in each commodity is estimated first. Cost 
price is the!f.determined by adding to the purchase price the possible value 
.of.shrink.age, handling charges and even the cost of paper bags ·required 
for . packing. After ar~iving at the cost price, prevailing market rates 
are examined and if the difference between them is too large goods are 

- sold below markeit rate by adding a ressomible margin to the cost price 
_already. worked out. If the difference is not appre9iable, goods are sold 
at. market price, By following such an elaborate. costing system these 

stores . were in a position to know the exact margin and profitability of 
·each .commodity. This system can be. advantageously followed by other 
stores- as -well . 

. ·we would, therefore, recommend that primary stores should follow 
. ·s~ch ·a: sy~tem of fixing prices which would not only benefit. them but 
~onld. benefit' coi:J.sumers also. 

Adjustment of prices: 

27. 1\:Iarket · prices fluctuate from time· to time. Primary stores 
·should, therefore, keep proper vigil on the trend of market prices and 
adjust thei:t prices accordingly. Well organised stores, such as those 
mentio'ned earlie_r, followed market trends closely and maintained an upto 
·date· record showing all price changes. We have also come across some 
·stores. that took no notice of price fluctuations and some which followed 
a one-way policy only viz. reduction of prices with fall in market prices. 
Such unbusinesslike policy had put them into a disavantageous position 
and they· had suffered losses in consequence. ··we, therefore, recommend 
that primary stores being part a~d parcel of the common trade cha~~el 
.should .. keep <ilose watch on. market price fluctuations and adjust . their 
prices ~ccordingly in either direction. · · 

Creation of price fluctuation·'rund: . · .. 

28. It has been observed that consumers' stores many a time suffer 

losses due to sudden price fluctuations in some commodities. To 
heaVY · · . 
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guard against such possibilities we recommend that all· consumers' stores 
should create price fluctuation funds and set ~pa~tpo~tioil.s of clistrib~tabl~ 
surplus each year for the purpose. · 

Sales· incentives: 

29. Consumers' stores should pay particular attention to methods 
. and practices which are conducive. to the promotion of their sales~ . First . 

and foremost amongst th~~ are correct weighment and pure quality of .. 
consumer goods. Consumers' stores should try and set high standards .· 
of quality and build up reputation for quality marks. · 

Home delivery: 

' 30. In modern times with increased complexities of daily life, ·pe~ple 
find very little tim~ to shop by themselves. . They, therefore, expect stores 
to deliver goods at their doors. Primary stores have to meet this rising 
demand from consumers.· Home delivery. service also .helps to ensure 
assured clientele. Such facilities have however not· been extended by all 
primary stores. Of the primary stor~s, visited by us,,only 16 .were provid
ing such service. to their members .. Of these 16 only a few had undertaken 
this service on an organised scale. Mention ~ay. be made here of the . 
Pragati l\Iandal _Consumers' Co-operative Store in Bombay which __ ha.S 
undertaken this service on a planned scale. The store .introduced this 
service du:r:ing the year 1949:-50 when rat~oning was in force and consumers 
had to queue up for hours together to obtain· their. ration. At present, 
the store. has a special staff of 2 salesm~n ai+d three deliv~ry-men for the 
purpose. Salesman carry sample boxes of <:Ommpdities, price lists ·and 
order books and approach .members individually for orders according to 
which goods are delivered at their doors .through delivery men. Manag
ing committee members make surprise checks on the way by weighing goods 
to make sure that goods are :not pilfered in the process. This serviceis-

l
"ded free of cost' to all consumers. Out of a total of 1,800 members, prov · 

1 40
o are now taking advantage of this service which has helped to assure 

t~eir loyalty. We, therefore, recommend that primary stores should 
introduce home delivery services to st~mulate sales·and ensure members' 

loyalty. 

Disposal· of unsold stocks: 

31. It is a common problem with primary storys that unsold stocks 

l
. ith them for longer periods and lock up their capital. During our 
1e W . 

visits to various states we came across such stores, particularly weaker 
:vhich had accumulated larger stocks of unsold goods as a result 

·types, ' . . . . . 
of which their financial position had worsened. :we, therefore, suggest 
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that primary stor~s ~hould follow a system of clearance 'sales by reducing 
rates of unsold stocks. This practice can be undertaken with advantage 
particularly during festive occasions like Diwali and X'mas. Some of the 
stores that we saw actually followed this practice. There is yet arrother 
way ~f clearing stockS in wh~ch stores do not pay patronage dividend in 
cash but i,n kind. Prices of unsold stocks are reduced when patronage 
dividen~ is deClared and stocks are then sold to members in lieu of patronage 
dividend. This practice is widely followed in U.K. and deserves a trial 
here also. 

Payment of rebate: 

32. The practice of paying rebates (patronage dividend) to mem·
bers, in proportion t~ plirchases made by them is a unique feature of con
sumers' movement whi~h distinguishes a store from a capitalistiQ enter
'prise whose main object is to earn maximum profit. Consumers' stores 
in U;K. distributed aout 95.8 per cent of their distributable surplus by 
way <>f patronage dividend during 1953-55. In other western countries 
also consumers' co-operatives distribute major portion of their net surplus 
by way of patronage 'dividend. In India byelaws of primary stores pro
vide that certain percentage of profits, usually not exceeding 25 per cent 
of net ·profits, .may be paid as bonus on purchases made by members. But 
in practice very few stores are declaring such dividend on purchases made 
by members. Of the 43 primary stores, covered by this study, only 11 
declared rebates on purchases during 1959-60 inspite of the fact that all 
had worked with profits in that year~ State-wise position in this regard 
will be clear from the following table:__; 

Number. of primary stores which paid 
rebate during 1959-60. 

No. of stores which paid rebate 
State Total 

Yes No. 

·I. Bihar 1 2 3 
2. Gujerat 3 5 8 
3. Madras. 1 7 8 

4. Maharashtra 5 4 9 

5. West Bengal Nil 10 10 

6. Uttar Pradesh. 1 4 5 

Total: 11 32 43 
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33. In West Bengal no . store granted rebate, .in· Gujerat and 
Maharashtra a number of them paid rebates while in the rest of the states 
only one each allowed rebate. 

In Gujerat stores paid rebates to non-members. as well. The ·l\iadra~i 
Co-operative Societies Act, however, provides that' rebate ·on· purchases 
may be paid to members only. T.U.C.S. pays cash rebate of 2 per cent 
to members on the bill itself. 

· 34. It. will thus be seen that very few stores declared rebate's on . . . ' 

pu'rchases and that the systeni followed is. not uniform. We, the!efore,~ 
suggest that patron~ge dividend should be. declared by all primary- !)tores 
working with profit. Wherever the financial position of primary stores 
does not permit payment of rebates in cash the amount should ·be credited' 
to the share account of members and shar~s of. equal value should . be 
issued to them. Similarly wherever hyela\vs of stores permit payme~t 
of such rebate· to ~on-members also the amount· sho~ld not be paid tC! 
them in cash hut instead it should be accumulated in share accounts to· 
be opened with a view to issuh~g shares and ma_kiil.g them members.· 

Storage facilities: 

35. We. saw during our visits that primary stores had insufficient" 
storage accommodation for stocking goods. . This affected their working 
because, for want of sufficient accommodation; they were not'able to. make 
bulk purchases. Adequate storage. 'facility is ·all the more ~~sential for. 
wholesale stores which have to make bulk purchases for their lllembers. 
Securing accommodation on reasonable rent,. particularly in urban areas,. 
is not an easy task. We, therefore recommend that· government should
provide loans and subsidies to viable prhnary stores for the construction 
of shop~cum-godowns and to· Viable wholesale stores for the constructioP 
of godowns on the following pattern in case they are able to sec'ure plots 
of land in suitable localities. . 

(i) Primary store upto Rs. 15,000/- (75% loan and 25% subsidy).· 

(ii) Apex wholesale store upto Rs. 50,000 for a godown at head
quarters upto Rs. 25,000 for .each regional. branch godown. 

(75% loan and 25%subsidy). 

It is necessary to point out here that although we have not 
recommended earlier the organisation of· districtfregional wholesale stores 
as a pattern we feel that wherever ~uch viable units come up on their own 
and affiliate with apex/wholesale stores government may extend financial 
assistance to them for th~ construction of godowns on the same terms and 
conditions· as are applicable to regional branch godowns. · 
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36. In our view till such premises are constructed, government should 
subsidise rent for the hired· accommodation to the extent of 50 per cent, 
subject to a maximum of Rs. 500/- per annum in the case of primary store, 
and Rs. 900/- per annum in the case of an apex wholesale store, for the 
first three Ylilars. This would enable them to go in for adequate acommo-
dation in proper localities. ' · 

Transport facilities: 

37. · For procurement and supply of consumer goods, ·apex wholesale 
stores and their regional branches would need adequate transport facilities 
of their own to effect economies in time and operational cost. We would 
therefore suggest that long term loans should be provided by government 
to apex wholesale stores to en~ble them to purchase trucks. 

Advertising and publicity: 

38. Advertising, publicity and display have an important function 
of bringing to the consumer inforn.:tation about prices, quality, new commo
dities, sale services, etc. with a view to creating consumers' preferences for 
the goods and services offered and promoting sales. It is, therefore, nece
ssary that advertising and display should form an integral part of a store 
set up as it would help in augmenting its business turnover. 

39. At present· primary stores have not yet adopted any scientific 
system of advertising and publicity. Except for a few well organised 
stores, most of the stores are poor at displa~ng their commodities. Some 
of the bigger stores arrange and display their commodities well and fix 
price labels on each commodity. Of the stores visited by us the publicity 
scheme of Batnagar Store on its working results, deserves mention. The 
store had· prepared elaborate, attractive charts· and graphs showing its 
working results and had displayed them on walls. Such charts have great 
informative value as they serve to impress members as well as visitors. 
We, therefore, . recommend that the following steps should be taken to 
improve me~hods of publicity, window dressing and display of goods in 
primary stores. · 

(i) Staff should be properly trained in methods of sales, organisa
tion, advertising, window dressing, publicity and display of 

. goods. · 

(ii) Attractive bulletins should be brought out showing varieties 
. of goods available, their prices and the services and facilities 
offered. 

(iii) Charts on working results should be prepared and t>osted at 
conspicuous places. 
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(iv) Sale depots a~d godowns of stores should be kept clean and tidy. 
All articles should be properly arranged and displayed and prices 
clearly. indicated. 

Correct accounting: . 

40. The importance of. correct accounting in any business concern 
need hardly be emphasised. Consumers' stores, apart from being business 
concerns,. are also democratic institutions. Managements of stores are, 
therefore, answerable to general bodies of members which have to be kept 
informed of the financial position from time to tD:ne. Th~ main purpose 
of account keeping is to record the financial effect of each business tran
saction in a given period so that the net result of trading as well as correct 
financial ·position can be ascertained. Essential requisites of proper 
accounting are, (I) Account must be a record of facts, (ii) Entries should 
be clear enough to give an idea of the nature of transactions at . any future 
date, (iii} Books should be so arranged that the total result ?f all transac

. tions for a given perio~ may be easily determmed and (iv) iAmount of 
laboUr involved in keeping accc:>unts should not be out of proportion to 
the results obtained. · · · ' · · · 

· · 41. The following accounts books are kept by primary stores under 
the provisions of rules and bylaws:- . · 

(i) Share ledger and register of members.· 

(ii} Minutes book. 

(iii} Admission book. 

(iv) Cash book. 

(v} Receipt book. 

(vi) Voucher file. 

(vii) Register of dividend. 

(viii) Register of bonus on purchases made by members. 

(ix) Goods ledger containing a classification of goods stocked and sold. 

(x) Sales bill book. 

(xi) Daily sales book. 

(xii) Daily summary. 

(xiii) Purchase book showing daily purchase of articles. 

(xiv) Register of purchaees made by members. 

42. Primary stores deal in a number of articles. It is, therefore, 
essential that accounts are kept section-wise and commodity-wise so as 
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. . to ascertain the margin and profitability of each commodity and section. 

From our study we have sElen, that except for a few wen· organised stores 
like T.U.C.S. and Chandrasekarapuram Store in Madras state and Pragati 
1\:landal and South Indian Consumers' S~ore in Bombay, others were not 
maintaining accounts in such detail. We, therefore, recommend. that 

. primary stores should maintain accounts in such a manner as would enable 
them to determine the margin, the profitability and the comparative cost 
of each commodity with a view to guarding against losses while dealing 
in them. 

43. In T.U.C.S. stock accountings are done by persons other than 
those transacting sales. This practice serves as a check against mani
pulations. We, therefore, recommend that in all primary stores stock 
accou~tings and sale transactions should be done by different persons. 

44, Byelaws of consumers' stores make it incumbent on managing 
·committees to verify stocks at least once in a quarter. However this 
practice is· hardly followed in stores. We, therefore, suggest that sotck 
verifications should be done at the end of each quarter in the presence of 
one or more managing committee members. When this is done man~ging 
committees should value stocks according to the purchase price or the 
ruling market price whichever is lmyer and work out the total value of 

stocks-in-trade in the stores. 



dH.APTER v~ 

DEMOCRATIC CONTROL. AND MANAGEMENT 

Democratic set-up, in consumers' stores: . . 
Consumers' cooperatives aim. at th~ ~ealisation of· a ·co-operative 

community in which members become their .own manufactures and are 
able to supply themselves w:ith goods· of the best quality at· the lowest 
possible price;. The burden 'Of management thus obviously falls on mem
bers ... It is, therefore, essential that there should be active participation 
by members in the management of stores. It would also be adyantageous 
if consumers'. stores have conscientious membership because the ultimate 
authority in all matters relating to administration and condu1,1t Qf business 
vests in the general body formed by the~. · In some, stores the general 
body consists of all the members while so.me .stci~~s have representative 
general bodies consisting of representatives elected b.y the I?embers. 

2. The executive management of a store normally vests in a board 
, of directors consisting of 9 to 12 members elected by the general body: 

3. · The board of directors_pften set-up one or more ·~pecial. elected 
committees to look after specific" jobs. Thus many stores ha;ve purchase 
or control committees consisting of 3 members elected from· amongst the 
b~ard of dir~ctors which look after the purchase and the sales policy. 

. · 4 .. In this con.nection it may be of interest to refer to. the typicai 
democratic managemental set-up of the Triplicane Urban Co-operativ~ ·
Store which is the largest. consumers' store with about 42,000 members 

and 62 branches. 

The m~tnagement of the store vests in ·a board of directors elected 
by its various branches, each branch electing.one director. Members of the 
branches, who purchase at least Rs. 50 worth of provisions per half year, 
are eligible to vote at such elections. Each branch has a panchayat elected 
by its members to supervise its working. 

The general body of the store consists of directors, panchayatdars 
of ·various . branches,. five. representatives elected by each branch and re-

t tl·ves elected by other consumers' associations like hostels t presen a .. · e c., 
. I. h chase goods to the extent of Rs. 1,000 every half year. 
w~ pur. . 

The board of directors conducts management ~hrough various commi~ 

d II matters except those specially reserved for the board are 
ttees an a . ' ' 
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disposed of by such committees. Th~ following committees have been 
set-up:-

(i) Office Committee: Consists of 7 directors. Work includes general 
office management, control of staff and appointment of staff 
drawing less . thall. Rs. 50 per month. 

(ii) Purchase Committee: Consists of .7 directors. Work· consists of 
purchase and distribution of commodities. 

(iii) Education Committee: Consists of 7 directors. Work relates 
to admission of members, issue of bulletins and propaganda. 

(iv) Oil .!J!ills Committee: Consists of 5 directors who manage pro
duction and distribution of gingely oil at society's oil mill. 

(v) ··Accounts Committee: Consists of 5 directors who supervise 
the maintenance of accounts, preparation of half yearly budget 

·etc. 

(vi) Building Committee: ·consists of 5 directors. Work includes 
purchase of new · buildings and maintenance of all · buildings 
OWned and OCCUpied by the. SOCiety. 

(vii) Trnasport Committee: Consists of 5 directors who are in-charge 
of lorries, cars and vans belonging to. the society. 

General body meetings: " 
5.. The position in· general in regard to democratic management 

of consumers' stores is far from satisfactory. While general body meet
ings reflect the active interest taken by members i~ the management of 
stores we .have found that a number pf .stores visited by us had not held 
even ~ single gel1er.al body meeting in the COUrse ~~ a 'year: . The following 
table gives details of ge~e~al body meetings held· by stores during · the 
past four years;_ 

1956-57 
1957-58 
1958-59 
1959.:_60 

Year 

Details of general body meetings: 

General body meeting 

Yes 
... 34 

34 
38 

, .. 32 

helrl 

No. 
7 
s 
5 

11 

It will be seen that during the year 1959-60 11 societies did not hold . ,•,, . . . 

any meeting of the general body. This is mainly the result of lack . of 
appreciation on the part of managing committees of their· obligatory 

duties. 
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Attendance- in general body m':_etings: -' _ 
6. The trend of attendance at general body meeting is also not en

couraging as is evident from the following table for the year ~95!l-60: 

Percentage attenda~ce at general body meetings during 1959-60. 

Number of stores according to percentage 
- attendance 

State- Total 
IO% or 11-25 26-50 -Above 
below % % 50.% 

I- 2 3 4 5 6 

I. Bihar I 1 

2. Gujrat 3 3 6 

3. :1\fadras 2 2 - I 2 7 

4. Maha'rashtra 2 1 1 4 

5. West Bengal 2 2 1 4 9 

6. Uttar Pradesh 1 1 

Total:- IO 8 2 8 28 

. -

Of the 32 stores selected by us that had held general body ~eetings, 
information was available for the above 28 stores only. In 18 stores atten
dance was below 25 per cent and in 10, even below 10 per cent; Only 8 
stores had an attendance above 50 per cent. Such indifference ·on the 
part of members has)ed to inadequate patronisation in many cases. 

7. We have further seen that stores having larger percentage 
attendance in general body meetings have been able to effect higher per 
member sales than stores with low percentage attendance. This is clear 

from the table given below:- · 

Classification of primary stores accordin~ to percenta~e 
attendance at general body meetings and average 

per members sale during -1959-60: 

Percentage 
attendance in 

general body meeings 

IO% and below 

n-25% 
26-50% 
Above 50% 

Total 

Average sale per member per annum 

Rs. 100 Rs. 
or below 101-250 

4 3 

1 5 
1 

1 3 
'-

6 12 

. Rs. 
251-500 

2 

2 
1 
2 

7 

Above 
Rs. 500 

Total 

1 10 
8 
2 

2 8 

2 28 
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Thus of the 10 stores with-·percentage attenda~ce below 10 per cent 
effected an' average per member sale of Rs. 250 and 4 below Rs. 100 while 
amongst the eight stores with a percentage ·attendance. above 50 per cent 
four effect~d an average per member sale in excess of Rs. 250 two above 
.Rs . .500 -and .ollly:-..one -below. Rs .. 100. 

.. Our studies as well as the studies made by various other commi
ttees have -brought out -this glaring dra\vback viz. iiuidequate membership 
participation,~ as one of t~e main causes that has retarded the progress of 

-the consumers' movement;- The -remedy would obviously lie in having · 

within th~. movement. suffic~el!:~ .. num~ers of __ act~ve_ ~-e~?e~s familiar with 
co-operative principles and practices. .. One of :the ways of bringing t~i~- · 

. about would be . to launch a programme of membership education on 
. . ... . . 

as wide a scale 'as possible. We, therefore, recomJl!end that adequ~te 
measures should be taken to educate members. in the philosophy, princi
ples and practices of co~umers' co-operation. 

-Role .of. the board of directors: 

___ . __ . t . _Th~_ ~o~r~-?~ IUI],iu~geme~~ i~- equ~lll __ ~esponsi?i~e ·for the efficient 
functioning of a consumers' store. Its functions include (i) Formulation 
of b~iness· policy; (ii) Sei~ction imd appointment of prsom1el, (iii) Super
visions and implemetitation of policy ~ecisions. The board has thus the 
most significant role to play in ensuring all round efficiency. 

9. -The bye-laws of a consumers' store generally provide for a meeting 
of the board of . direct?rs once a month, once a fortnight or oftener if 
necessary but, in actual prac~ice the directors seldom meet· in the required 
manner. · The fo~lowing data in respect of ·stores selected by us will 
give an idea of the number of meetings held by the boards. of directors 
during the past four years:- · 

Classification of primary stores according to the number 
of meetings held by . the boards of directors. 

Year 

1956-57 
1957-58 
1958-59 

-i9im-6o 

Number of 8tores and the number of meetings 
-· held by the boards of directors: 

3·and 4 to 7 "to Above 
less -6 - 12 12 

12 8 13 8 
12 4 19 7 
11 3 17 12 
9 5 17 12 

Total 

41 
42 
43 
43 
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. It will be seen that about 75 per cent of the stores .had less than 12; 
meetings and about 33 per cent less than 6 meetings, during the year~ 
Preoccupation of directors with their own work is mainly the cause of this 
state of affairs. Besides, in many cases directors are ill informed an~ have. 
no knowledge of business principles with the result that they keep on avoid-
ing such meetings. · · · 

10. Success or fail~e of a store depends prnn:arily on. the .efficiency 
and capability of the members of the board ·of dire~tors.: The board o~ 
directors infact should consist of members who are interested in the work
ing of the store and who .are able to devote some time regularly for the 
pUrpose. · We .would, therefore, recommend that in choosing the board of 
directors' persons who have some business experien.ce, capacity to ins
pire confidence amongst members and who can take active in~erest in 
the working of the ·store by sparing some time regularly sho'uld be con

sidered. 

Need .for managerial efficiency: 

11. The importance of managerial efficiency in a business concern 
need not be over emphasised. The success of .any business . e~terprise 
depends on the talent and ability of its captain. Measures taken by full
time officials are obviously of decisive .importance in big economic enter
·prises, as no enterprise can be better than the men wh() administer. it. 
Consumers' stores also 'being essentially business concerns ne'ed .. higher 
standards of managerial efficiency. Stores which have grown to be big 
and powerful organisations owe a great deal to their managers. 

12. ::M:ost of the ~onsumers' stores that we visited had. a skeleton staff 
of two to three persons consistillg of a manager-cum-accountant and one 
or two salemen. So~e of the well organised stores had much more staff. 
For· instance the T.U.C.S. which we visited had employed 373 persons. 
The staff generally was not trained in business management or co-opera. 
t.ive principles except in a few cases where stores had made some arrange
ments for .their training in co-operative institutions. This general inade
quacy and low efficiency is attributable to the small size and weak financial 
posit~on of consumers' stores. In most cases they were not in a position to 
engage well qualified and well-paid staff. · 

13. · . The ultimate result has . been that working efficiency of stores 
has suffered in c?nsequence. We, therefore, .reconimend that consumers' 
stores· should attach more importanee to experience and practical know
ledge rather than educational qualifications a:rid engage competant 
managerial staff since any saving eff~cted by maintaining iow paid, ip.effi. 
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cient s-taff is· off-set by bad handling and mistakes committed· by t.hem 
We have already recommended managerial subsidy to consumers' stores 
by government' during the first three years of their working "i-ith a view 
to helping them in maintaining adequate and competant staff. 

' 

14. We would also recommend the following measures which would 
go a long way in improving managerial efficiency of stores:-

(i) One 'of the. common mistakes made in selecting managers· is the 
employment of relatives or friends of influential members with
out regard to their business ability. The team sent by the 
government of India to study the working of the co-operative 
movement in_Yugoslavia has found that in Yugoslavia managers 
are recruited through a special commission on the basis of tec~i
c~l. ability and. ~dministrative experience. Although it . may 
not be possible to adopt such a procedure here we feel that 
managers should be selected from managerial cadres which should 

. be created and maintained by the· state co-operative unions. _ 

(ii) The success of a store largely depends upon the volume of sales 
effected by it. Salesmen should therefore be induced to pro
mote- sales . by . offering them commission on sales exceeding 
certain minimum -limits. 

(iii) Better :human relations is·_ another hnportant factor, for, the 
employees must feel that they are playing their role as members. 
Employees should, therefore, be permitted to become members 
having a right of vote, but they should not be represented in the 
board of directors. 

(iv) The need to train managers, accountants and salesmen em
ployed by consumers' stores cannot be oyerstressed. Different 
courses on co-operative training have been started by a number 
of co-operative training institutes in the country. Managers 

. of consumers' stores should, therefore, be given training not 
only in the sub~ect of c~-operation but also in business and shop 
management with special reference to sales promotion. Lower 
~ate~or~es of staff also. shoul~ be trained in the existing training 
InstitutiOns and subJects like. salesmanship, store keeping, 
accounts, display, packing_ etc. should be included in the syllabi. 

(v) Excessive interference by members of boards of directors in the 
day to day working of stores has affected t,he performance of 
many -stores. The boards of directors would- therefore do well 
to confine themselves to broad policy matters covering the range 
and quality of goods to be purchased, the mode of fixing of 
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prices, merchandising of goods etc. giving the managers freedom 
to carry on work according to the policy laid down. 

Participation by· managers in board meetings would be advan
tageous' in as "much as they. could adVise the board on matters 
relating · to business , policy ... Manage!s · shquld, therefore, be 
associated with the activities of the board even though they 
may not have ,become members. 



CHAPTER VI. 

GOVERNMENTAL ASSISTANCE 

In a country wedded to a socialistic pattern of society government 
is largely responsible. for the promotion of the welfare of people by en
ccmraging and assisting development of economic activities through 
voluntary . organisatiolliJ like co-operatives. For this very reason co
operatives in the field of agricultural credit, marketing, processing, farming 
etc. have been receiving governmental assistance in various forms. 
Development of consumers' co-operatives is equally important as they 
are obviously one of the most suitable agencies through which the price 
policy of government could be effectively implemented. As vointed orit 

. earlier consumers' co-operatives have not been able to consolidate their 
position and. develop. a strong structure of their own which can sustain 
them against keen and unhealthy competition from private traders. Their 
progress has suffered in consequence. However amongst consumers' 
~tores. primary stores organised_ by workers and employees have shown a 
a better record of performance· than general stores. This has been possi
ble to a large extent due to the assistance extended to them by employers 
such as:-

~i) Recovery of d.ues from members on account of credit sales by 
deduction from their salary bills, 

(ii) Supply of loans at concessional rates of interest or free of interest 
. towards working capital, 

(iii) Provision of accommodation at nominal rent, 

(iv) Grant of managerial subsidy, and 

(v) Grants for purchase of furniture etc. 

2. Workers' and employees' stores organised on railways receive 
the following facilities· from the railway board:-

(a) Financial: 

(i) Subsidy equal to 50 per cent of the establishment and adminis
trative charges incurred by stores during the first three years 
of their working. 

(ii) Provision of accommodation to stores on concessional rent or 
nominal rent ofRe. 1/- p.m. 
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(b) Other facilities: 

(i) Recovery of share -money· from members through th · · I 
b

"ll · err -sa ary 
1 s. . . 

(ii) Recovery of due3 of members on. account of credit sale; from 
their salary bills. . . · : · · · 

(iii) Deputation of railway ~mployees_ to work as secretaries or . 
managers of such stores. · · · 

· (iv) Members of mallftging ·committees are allowed special. casu~l 
leave and granted passes ~6 · attend committee meetings. . 

(v) Employees of such stores are granted privilege p~sses ·and pri-. 
vilege ticket orders. on restricted scale: · 

3. Th~ above concessions ~iven_ by railway admfuistr~tions. have 
been largely responsible for the success of the stores organised by . thek 
employees. Similarly facilities granted by employers to primary stores 
organised by ·workers and ~mpl?~ees of public and private un<;Iertakings· 
have placed them on a better footmg than general stores. · · 

.4. We are,. therefore, of the view that governm~ntal ~ssistance is 
necessary at this stage:for facilitating the~evelopment and speedy growth 
of consumers' co-operatives in the country.·, 

· . 5. Governmental assistance would include (a) Supervision, inspec
tion and audit, {b) Financial assistance, (c) Tax concessions and (d) Other 

developmental measures. 

Supervision, inspection and audit: 

6. Sup~rvision and inspection of consumers' stores are as important· 
as in the case of co-operatives of ·other types. While inspection helps in 
the assessment of the financial position of a society and its 'general working, 
supervision involves general guida~ce an~· a~sistance bo_th from the point ; 
of view of. business and co-operative prmCiples. EffiCiency of co-opera-

. tive ·institutions thus depends largely on the arrangement made for periodi-

cal audit and regular supervision. .. 

7
. This: question has not received proper attention from most of 

the state co-operative departments. Under the existing _se~ u~, in almost 

ll t. I've departments, field staff can spare v.ery little time to visit 
a co-opera . 

, tores It is therefore, nec~ssary to proVIde adequate staff 
consumers s . ' . . . ' . 

.. inspection and audit of consumers stores. 
for supervisiOn, . 

T
. h. lrm' g group on co-operative development during the third s e wor · . . 

' 
1 

h Iso laid considerable stress on the need to appoint special 
five year P an as a . 
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staff for superVIsiOn of consumers' stores. \Ve, therdfore, recommend 
that in each state, necessary additional staff should be appointed for super
vision and audit of consumers' stores. This would mean additional ex
penditure to states who may not be in a position to bear the ~ntire cost. 
We . would, therefore, r~commend that centr~l government. should· bear 
50 pe:r: cent of the cost on additio~al staff appointed by state governments 
as in the case of 'other eo-operative development schemes. ! 

9. As regards ·audit. we are of the view that apart from annual . -
audit ther·e should b.e an arrangement for concurrent audit in the case of 
large-s~zed primary. stores and w~olesale store:9. 

' . 

10. At present consumer~' stbres are charged audit fee ~n the basis 
of their business ·turnover. Representatives of stores visited by us a:rgued 
that this was a cause of har~ship bee~ use a store having. a large business 
turnover does not necess~rily work with profit. In such a situation addi
tional liability on ,account of audit fee worsens the financial position of a 
store all the more. ·we are, therefore, of the view that in the case of con
sumers' stores g~vernment may consider the desirability of linking audit 
f~e with profits.· We further recommend that newly organised consumers' 
stores should not be charged any audit fee for the first three years of their 
working and that consideration should be given to the question of exempt
ing a consumers' store from payment of audit fee in the year in which it 
incurs a loss keeping in view tis over all financial position. 

Financial assistance: 

II. In the chapter on finance, we_ have recommended financial assis
tance from government in the form of share capital contribution to pri
mary and wholesale stores on a matching basis for strengthening their 
borrpwing power .. -We have also recommended that government should 
guarantee loans to be given ~y state co-operative banks to apex whole
sale stores on the basis of sharing losses at 50 : 40 : 10 between central 
government, state goverllinent and state co-operativ.e bank concerned. 
We have further arrived at the minimum turnover necessary to make a 
primary or an apex. wholesale store a viable unit. In the initial stages 
however it may not be possible for consumers' stores 'to have the required 
sales turn-over. On the other hand it is imperative that they should main
tain minimum experienced managerial staff to ensure efficient business. 

12. A primary store in ·an urban area would need ~t least a manager
cum-accountant with a pay of about Rs. 125 per month. The pay would 
be higher for stores located in big cities and towns. ·Similarly an apex 
wholesale store would need at least a manager and an accountant costing 
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·the store Rs. 1,000' per month to the minimum. ·We would therefore 
recommended that for·. the :first three to five years government· should 
provide managerial subsidy to selected primary and apex wholesale stores 
in the following scale:. 

· Managerial suhsidy, shareable on f!- 50 : 50 basis between centre and st~tes: 
(i) For a primary store upt Rs. 1,800.00. 

(ii) For an apex wholesale store upto Rs. 12,000.00 
' . . 

13. We are also of the view that financial assistance on the 'above 
pattern should be given to existing primary stores which would be revita
lised according to a suitable programme to' be drawn' for the purpose. As 
recrards existing district/regional wholesale •' stores. no' such assistance 'for 

0 . ~ - • . • . 

revitalisatiori seems necessary as their affiliation; with apex' whole-sale 
stores ~otild help ·them ~i:> obta~ assistance wher(,') necessary .. 

. · 14. Consumers' stores both. primary. imu wholesale :would require 
shop ~nd godoWn accommodati~n for' which loans .and subsidies woUld be 
necessary.: We have already made recommendationS in this regard. It . 
is, however, necessary to poin~ out ~n this connection that representatives 

f consumers' stores drew our attention to the 'Pagree' system in vogue 
0 . ' ' ' ' 
under which private proprietors insisted ori the payment of a pre-determined 
lump sums for making available rental accommodation in· good business 
areas. Consumers' stores can ill afford ~o pay · such sums. · . We would, 
therefore, recommend tha~ government should help consumers' s~ores in 
securing accommodation in suitable localities by ~equis~tioning premises 

if necessary. 

Tax concessions: 

SALES TAX 

15. The general complaint made by consumers'. stores was regarding 
ayment of sales tax. Consumers' stores· are obliged to maintain proper 

;ecords and collect ·sales tax from their customers. The records kept by 
them are subjected to check by different persons at different levels. In 
the case of private traders the records maintained by them are not sub
·ectcd to such varied check. · 'Vith the result that instances of sales tax 
!vasion are not difficult to find.. This has led to unfair .competition bet· 
ween .them. In the stores that we, visited it was represented to us that 
stores need be exempted from' collecting sales tax on this very ground. 
We are told that under the system of collecting sales tax at source this 
disadvantage does not exist but where the multipoint sales tax systep1 
. . vogue consumers' stores are positively handicapped. . While we hope 
tslll 
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that this situation will not pass unnoticed, we feel that a cas~ for exemp
tion of wholesale stores from payment of sales tax exists iri so' far as sales 
by them to their affiliated primaries are concerned; We understand that 
this concession has been allowed in Madras state.; In our view similar 
concession is necessary in. other states also in the interest of primary stores 
~xist.ing there. 

Income-tax 

16. Under the provisions of the Indian Income Tax Act 1922, as 
amended by Finance Act 1960, consumers' store earning profits in. excess 

. of Rs. 15,000 have been subjected to the payment of income tax. During 
our visits we were told that this would adversely affect the reserves posi
tion of stores and weaken them in consequence. We have given con
siderable thought to this question and find that although consumers' stores 
are required to pay income-tax, they have been permitted by a 
separate pr~vision to treat rebates on the total annual sales to members 
as deffered discounts to de deducted from gross profits. In our view, there
fore, it would be worthwhile reviewing the operatio~ of this provision at 
a later date to decide if further concessions are called for in the interest 
of consumers' stores • 

. Other developmental measures: 

17. The following are some of the other development measmes which 
.we would recommend:-

(i) Various ministries, government departments and undertakings 
run by them t~IFough corporations e~c. should by providing assis
tance, if necessary, promote the organisation of consumerf!' 
stores amongst their employees as a part of welfare activity and 
as a measure to reduce the cost of living. 

(ii) Government should make it obligatory on the part . of private 
industrialists to encourage and assist the organisation of con
sumers' stores amongst their employees as a· part of their welfare 
. programme. / 

(iii)· Training course for Labour Welfare Officers should include the 
subject of consumers' co-operation also. 

(iv) Consumer goods manufactured in state controlled and state 
subsidized industries should be distributed through eonsumers' 
stores to the ma~mum extent possible. 

(v) Governments' requh·ement of consumer goods should be met 
through consumers' stores in preference to other agencies. . 
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(vi) Preference should be given by the State Trading Corporation 
to wholesale stores while appointing agents and distributors 
for . the imported consumer goods: . 

DR. P. NATESAN- (Chairman) 

SHRI JAGAN PRASAD RA WAT. 

SMT. SA VITRY DEvr NIG.Alr. 

SHRI CHINTAMANI p ANIGRAHI. 

SHRI 1\-I. L. BATRA. 

SHRI B.S. DHAVLE- (Member-~ecre~ary) 

New Delhi, 9th" JJ1ay, 1961. 
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SUMMARY OF RECOMMENDATIONS 

ORGANISATION AND STRUCTURE: 

(CHAPTER II) 

Size and viability: 

Para 
No. 

I. In organising a primary consumer store particular attention 35 
should be given to the question of size and economic viability. 
Factors such as · socio-economic conditions of people, their 
standard of living, consumers' preferences as also size, volume 
of business, efficiency of management etc. are important and due 

~ 

consideration will have to be given to them. Broadly speaking 
the general principle should be that a store must pay its way 
within a reasonable period of time. Along with the primary 
uU:it it would be necessary to think of a viable whole-sale store 
which in fact would constitute the back-bone of the consumers' 
movement. . The following broad standards should be kept in 
determining the size and viability of primary stores: 

(i) A primary store should have a share capital of Rs. 5,000, 39 
an annual business turn over <1f Rs. one lakh and member-
ship of 250 to become a viable economic unit in an urban 
area. In big cities like Bombay, Calcutta and Madras, 
requirements of membership, share capital and business 
turnover of a primary store would be proportionately 
higher. Similarly, workers and employees' stores which 
get certain facilities and co~cessions from employers 
would have smaller requirements to begin with. 

(ii) A wholesale store at the district or regional level should 40 
have a share capital of Rs. 50,000 working capital of 
Rs. 2 lakhs, membership of about 100 primary ~stores 
and a business turnover of Rs. 12 lakhs approximately 
per annum. 

(iii) An apex wholesale store should have about 200 primary 41 
stores as members, Rs. one lakh as share capital, a working 
capital of about Rs. 5 lakhs and a business turnover of 
Rs. 30 lakhs per annum. 

2. Registrars of Co-operative Societies should generally not register 41 
stores (primary or whole-sale) which do not conform to these 
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standards or do not hold any promise of attaining thes~ standards 
within a reasonable period of time. 

Some important considerations: 

99 

Para 
No; 

3. In the intereo:t of deve}op~p.ent of consumers' stores on sound lines 44 
it is absolutely essential that the following considerations are 
kept in mind before organising a primary t3tore. 

(i) The participants must thoroughly understand the princi" · 44 
pies .and methods of consumers' co-operation. 

(ii) The participants should make sure that there is a genuine 44 
need for organising a store in the locality chosen for the 
purpose and that adequate response from the people of the 

(iii) 

(iv) 

(v) 

locality woul~ be forthcoming. · 

The participants should work out a detailed plan for setting 
up the store, taking into consideration the resources avail-
able and the local needs. · · · 

It would be advantageous if at least a few of the pros
pective members understand the : pnnciples of moder~ 
retailing and are aware of ·the expectations of consumers 
from a co-operative store. 

It would also be desirable, if before moving for formal 
registration, the particepants make . sure that they have 
necessary finacial resources, reasonable chances of securing 
suitable premises for the store and services of competent 
managerial staff and that there would be some among them 
who would be able to spare time to supervise its 
working, fairly closely during the early stages. 

4. Co-operative departments would do well not to register co
operative stores in haste. Whlle there should

1 
be no objecti~n 

to the. departments taking time in educating prospective 
members and assessing the chances of success of a store, decisions 
regarding registration should . not be un:duly delayed·. 

Women's participation: 

~ Participation by :women in the activities of consumers' stores o. 
is essential as they deal mostly in house-hold requirements. 
Following measures are suggested to encourage women's · parti-
cipation in consumers' stores: · 

44 

4.4 

44 

44 

47 
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sz. 
No. 

(i) Proper arrangements should be made in· the stores to 
receive and attend to women members so that they can 
come in greater numbers to make purchases regularly. 

(ii) Special drive should be made to enrol women members. 

(iii) 

(iv) 

(v) 

(vi) 

(vii) 

Where women members are not represented in purchase 
committees and in boards of management, they should 
be .co-opted. 

Special sub~committee of women should be formed 
to approach · families, particularly house-wives, and 
persuade them to make purchases from stores by explaining 
the benefits of correct weight, pure quality and fair price. 
Service of women members should be appreciated, if 
necessary, by payment. of honoraria in suitable cases . 

• 
Women's organisations like the All India Women's council, 
:M:ahila Kalyan Samaj, Women's Welfare associations and 
Mahila Mandals should be a pproched and induced to educate 
their members on the benefits of consumers' c~-operation. 

Women's organisatiqns and \vomen members of the stores 
should be encouraged to give suggestions for improving 
efficiency of store. 

Articles like embroidery, pickles, jams, jelly etc. prepared 
by women'.s organisations and women members should be 
kept in primary stores for sale. 

ORGANISATION AT THE GROUND LEVEL: 

Rural stores: 

Page 
No. 

47 

47 

47 

47 

47 

47 

47 

6. ~t is visualised that, for sometime to come, it would be difficult 49 
for . a f~ll fledged consumers . store to ensure sufficient bus~ess 
and warrant an independent existence in a rural area. It would 
therefore,. be worthwhil~ combining consumers' activity with 
the functions of. a serv:we co-operative so that expenses on 
staff, shop accommodatiOn, godowns etc. could be t' d . . . cu own 
to the minimum. Satisfactorily working service co · t' -opera 1ves 
should therefore be allowed to take . up funct1·0 

f . . ns o a con-
sumers' store to a limited extent to start with A t · , . · . separa e 
consumers goods sectwn may be opened by each · t d · . . . soc1e y an 
there should be a hm1t beyond which the owned funds of the 
society should not be committ~ to this activity. It should 
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deal in such commodities, which are~notsubject to heavy price 
fluctuations. . 

General stores: 

7. With the rapid growth and expansion of towns and cities, under 50 
development plans, it has become necessary . to develop the. 
consumers' sector for the benefit of the middle and poor classes 
of the urban population. Side by side with the revitalisation 
of the existing weak units, organisation of new ones.· win have to 
be considered. 

8. In small towns general stores should preferably be organised as .52 
unitary o_nes. In big· cities like Bombay, l\fadras, etc; unitar) 
types as well as large scale stores with ·branches may be tried 
according to local conditions, and if necessa!y, ~ven the existing 
well established stores may pe encouraged_ to start bra)l:Ches 

in suitable areas. 

9 .. When such branches have gathered sufficient strength, to 52 
, become economically independe!lt viable units, the possibility 
of their conversion into independent units should be considered 
after making a thorough study of local conditions ~nd ·interest. 
that could be aroused in the local population .. 

'Vorkers' and employees' stores: . 

10. In each eizeabie f~ctory unit, industrial area and workers. and 53 
government' servants' colony, workers' and employees' stores 
should be organised in a planned way. It should be made 
obligatory on the part of employers and industrial under
takings to introduce consu:nwrs' co-operative activity in their 

. labour welfare programmes. . . . . 

11. (i) Wherever workers' and employees' co-operative thrift 
and credit societies have been well established, . there 
should be no obiection to their opening separate sectors 
for consumers' goods for the benefit of their members. The 
advantage in this arrangement is that surplus funds of a 
soci~ty can be profitably invested in the stores 'section and 
recovery of dues from members ol\ account of credit sales 
can. be effected by deduction from their monthly ~alarles. 
It will als_o help in. increasing the sales turnover. 

54 
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· (ii) ·Where a workers and employees 'credit society opens a 54 
store section, adequate steps should be taken to safeguard 
the interest of such a society and of the members who hold 
deposits in it. There should also be a _lunit beyond which 
the owned funds of a society should not be fnvested in the 
stores section. It would also be necessary to ensure that 
accounts of both the sections are kept separately so that 
the working of the consumers' section can be separately 
·assessed. 

School and college stores: 

12. Efforts should be made to organise consumers' stores in colleges, 55 
high schools and similar other institutions. The authorities 
concerned, should induce students to participate in the acti
vities of such co-operative stores and the interest shown by 
them.. should not pass unnoticed. 

Revitalisation of existing weak and dormant stores: 

13. Intensive drive for consolidation and revitalisation of existing 60 
weak· units should be launched in all states during the third five 
year plan. Attempts should be made to revitalise dormant 
or indifferent sto.res by amalgamating them with the existing 
ones in contiguous areas or by converting them into branches 
of large scale stores according to circumstanc-es and feasibility 
of each case. Financial assistance fox· strengthening and 
revitalising such units should be made available by government; 
Wherever r~vival is· not· possible, , the units should be weeded 
out. 

Wholesale stores 
14. The· obiective should be that the movement should develop 65 

its own wholesale organisation in all states not only to lend the 
much needed support to the existing primary stores which are 
generally ·weak but 'also to promote new ones. 

15. The normal pattern should be to establish a wholesale store 
at the apex level in each state with at least 200 primary stores 
as members. 

16. An apex_ wholesale store. should, if nece~sary,' open regional 
branches at suitable places in the state to feed constituent 
primary stores according to their needs. This wiil reduce cost 

66 

66 
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of distribution and effect a saving in managerial expenses. 
There may be a local advisory. body for each branch on which 
member stores of the area should be represented. 

. 103 
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17. District or regional wholesale st9res ill existence may also be, . 66 
affiliated to these apex wholesale stores. . 

Functions of whole-sale stores: 

18. A wholesale store should have the following functions: 

(i) To procure and store consumer goods for supply to primary 

stores, 

(ii) To maintain close co-ordination with marketing, processing 
and industriitl co-operatives of the area. for obtaining 
supplies direct from them, 

(iii) To undertake processing and manufacturing activities 
as and when possible. · · 

(iv) To supervise and advise member-'primary stores on manage
ment' business techniques, etc. 

(v) To open branches, if necessary, to feed member sto:t:es. 

(vi) Organise independent stores in new areas where primary 
consumers' stores have not come up. 

(vii) To take up import of consumer goods and function as an 
agent of government for distribution of short· supply and· 

· controlled commodities, through member stores or otherwise. 

/ (viii) To recommend loan applications of prlxaary st.ores to· co
operative banks. 

(ix) . To undertake generally all· such functions as may help 
development of consumers' movement within its area of 
operation. 

67 

19. All types, of primary stores whether general, workers' and 68 
employees and rural or school and college stores should affiliate 
with the wholesale store of the area concerned. 

As wholesale ·stores are essentially federations of primary sto~e; 69 20
' they shoul<l not encourage individual m~mb~rship. . .. . . 

Interim arrangement: 

As an interim measure eXisting district and state level marketing 71 21. 
~rganisations should extend the following assistance to ~iated 
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· primary stores besides undertaking imports on their behalf, 
taking agencies for certain ·standard consumer goods and 
supplying consumer .goods channelle~. through them. 

(i) To assess seasonal or annual food-grain requirement of 
affiliated primary stores by indent system and· arrange for 
outright bulk purchase on their beh.alf during th~ season 
when prices are favo~rable. 

(ii) To arrange for storttge of the stock purchased. 

(iii) To issue stock on demand at the purchase price plus a 
handling charge at 4 p.c., for storage, shrinkage, insurance 
etc. ~~d interest at 6 p.c. on the value of stock· remaining 
uncleared. 

Para 
No. 

22. In this arrangement,. though l~sses are to be borne by affiliated 71 
primary stores by creation of pric"e fluctuation funds out of 
their profits, it would be desirable on the part of marketing 
federations to assist them by deferring handling charges etc. ·in 
a sitU:ation where primaries are not in a position to. meet the 
entire losses. 

Organisation at the· national level. 

23. In the larger interest of the consumers' movement in India a 72 
federal organisation at the national level may be necessary i~ 
future if not immediately. As in the case of other national co
operative organisations, its functions should be to advise govern-
me~t in planning, to conduct research ori the day~to-day pro
.blems of "con~u~ers' co-operatives imd to guide them where 
necessary. 

FINANCE 

(CHAPTER III) 

24. Primary stores should have shares of a face value generally 4 
not exceeding Rs. I 0. 

25. Wholesale stores are essentially federations ~f primary stores. 4 
Under tho present weak financial position of primary stores, 
the face value of a share of a wholesale store should not normally 

exceed Rs. 100. · 
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26. Consumers stores should attract deposits · by offering liberal .. 11 
rates of interest from their members and make increasing use . 

27. 

of this source of finance. 

Trade deposits provide ready cash in advance to stores · for 
mal{ing purchases and also · assure regular custom for ' them~ 
Primar~ stores should, therefore, introduce a system of collect
ing trade deposits from members, if necessary, by allowing 
interest. 

12 

28. To strengthen the financial base of consumers' stores, govern- 26 
ment should participate . in their share cap!tal on a matching 
basis in the same way as in the case of service societies, process-
ing societies, marketing societies, etc. Such contributions from 
government towards share capital should be retired by. 
consumers' stores within a period of' tell to prteen years as in' 
the case· of societies_ of other types. 

29. Government participation in the share capital of consumers' 27· 
stores should be on the following scale:-

(i) Upto Rs. 2,500 for a primary store. (new/revitalised) . 
. (on matching basis). 

(ii) . Upto Rs. 50,000 for an apex wholesale store. 
(on matching basis). 

30. Central financing agencies should be persuaded by . government 28 
to ear-mark funds out of their own resources for prqviding loans 
and advances to consumers' stores. 

31. Reserve Banlc of India should make additional funds available 29 
to central financing . agencies for providing increased financial 
accommodation to consumers' stores. 

32. Consumers' stores should be given adequat~ representation on · 30 
the ,boards· of management of co-operative banks, failing which 
their representatives should be co-opted on .the loan sub-commi-
ttees set up by co-operative banks. · 

33. Central financing agencies should provide ca~h credit to pri- 31 
mary stores at least up to twice their owned funds on the basis 
of a floating charge on their assets. 



106 

sz.· 
No. 

Para 
-No. 

34. State co-operative banks should provide working capital loans 32 
to apex wholesale stores up to four times their owned funds 
agains~ government guarantee and on the condition that losses, 
if any, would be shareable in the ratio of 50.: 40 : 10 between 
central government, . state government and. state co-operative 
ballk concerned. 

35. Wherever qentral financing agencies are not in a position to meet 33 
financial requirements of consumers' stores, the State Bank of_ 
India should provide necessary financial accommodation on 
~the same terms and conditions as are applicable to marketing 
and processing societies. 

36. Consumers' stores should take every possible step to raise funds 34 
from within and build up their own funds sufficiently. Internal 
resources could be ·strengthened _by increasing membership 
and the average size of share holding per member. 

37. For increasing membership, primary stores should take the · 35 

following steps:- · 

(i) An intensive drive should be made to attract and inc:cease 
membership. Members of the boards of directors should 
personally approach local people regularly -and persuade 
them to join· stores. 

(ii) During co-operative· weeks,. cultural J?ro~rammes should 
be ~rgariised· by s~ores to develop contact. with people. 

- -
(iii) Stores should print .leafllets, · giving accounts of.: their 

working 11nd services rendered . by . them. 

(iv) Stores . should increase commodity coverage according to 
local needs. 

38. To increase the average share holding per member, primary ,36 
stores should . ad()J_)t the . following measures.:-

{i) Managing committees_ should approach members and 
persuade thell_l to purchase more shares. 

(ii) Stores should adopt the under mentioned business practices 
for increasing members' share holding:-

(a) Dividend on shares should ~ot be distributed in cash, 
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but credite4. to members' share account. 

(b) Rebate on purchase should' not· be paid in· cash but 
credited to members' share account. 

{iii) Store~ should. allocate higher percentage of distributable 
profits towards strengthenfug their reserves po~ition. 

BUSINESS TECHNIQUES Al':JD OPERATIONS 

{CHAPTER IV) 

Pa,ra 
:tVa~ 

39. To ascertain co~suniers' preferences, stores should introduce 2 

40. 

41. 

42. 

the following ·practices:- · 

(i) Monthly or quarterly meetings of· members should be 
~rganised to discuss the working of stores and invite 
~uggestions for improvement. 

(ii) Suggestion books should b~ kept in the stores for purchasers 
to indicate commodities and quality of goods thattheyneed. 

(iii) Close contacts should be maintained with other associa
tion~, particularly . women's. associations· and· consumers' 
preferences ascertained. 

Primary stor~s. should aim at providillg . variety of goods mid 
serving larg~r interests of consu~ers. In the beginning it may 
not be possible for a primary store to cover wide range of articles. 
It should, therefore, start by dealing in few selected commodities 
of daily necessity, like foodgrams and provisions which have a 
quick turnover so that its capital will not remain_ locked for a 
long period. Later as it establishes itself,. it should expand 
the field of coverage also. 

The variety and :range of commodities to be covered would depend 
upon locai conditions and the needs of consumers. Therefore 
the. general principle should. be that commodities needed. by 
the :maior section of members should be stocked in preference 
to such commodities :which have a short turnover. . . 

Primary stores should take advantage· of favourable market 
~onditions in surplus states by making bulk · purchases of 
aO'ricultural commodities through appropriate .co-operative 

0 . . 

3 

4 

9 
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agencies. They should also · develop links with oter produc
tion societies if similar links do not exist through their higher 
level organisations. 

Para 
No. 

43. If funds , permit, primary stores should undertake simple pro- 11 
cessing activities like oil-extraction, rice hulling,coffee grinding, 
flour making etc. Large scale processing activities could 
more economically be ~ndertaken by wholesale stores. 

44. Wherever processing .societies have not or are not likely to 13 
come up and where there is no risk of unhealthy competition 
with processing societies, suitable primary or wholesale stores 
should be encouraged to take up proce'ssing activities for which 
financial assistance from government should be made availale 
according to the scale applicable to processing societies. 

45. ~ositive preference should be given to consumers' stores in 16 · 
. the matter of granting import licenses. 

· 46. To enable deserving consumers' stores to import consumer 16 
goods to meet genuine needs of members, primary and whole-
sale stores of one year's standing, recommended by the Registrar 
of Co-operative Societies, should be considered for the issue of 
import licenses for permissible items· of consumer goods. 

47. The entire range of importable, popular items of consumer 16. 
goods applicable to established importers should be thrown 
open to consumers' stores. 

48. The maximum value upto which a single permissible item can 16 
be imported and the total maximum value upto which all per
missible items can be imported to the full extent by a primary 
store should be raised by 50 per cent so as to enable it to import a 
reasonable qu~ntity of popula~ consumer goods for meeting 
genuine needs of its members. . ,; 

49. The total maximum value upto which all permissible items of 16 
consumer goods can be imported to the full extent by an 
·apex or district wholesale store importing on behalf of its 
affiliated primaries should be raised and made equal to the 
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aggre~ate . value of the permissible indents that· can be placed 
with them by such primaries. 

' 
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50. Sale of imported goods to no~-members by a primary stores 16 
should be permitted mainly as a support measure. 

51. Government should consider the question of giving adequate 1 G 
and direct representation to consumers' stores on the Import 
Advisory Council. 

52. Consumers' stores, as a general rule, should trade .strictly against 19 
cash except in those cases where they are in. a position to ~nsuro 
weekly or fortnightly recoveries from member-workers and 
employees. 

53. .To overcome the difficulty of members' prefe!ence _f~r credit 19 
sales, stores would do well to train the opinion of members and 
apprise them of the possible disadvantages of credit sales 
encouraged by private traders, viz. less weight, mifair price, 

defective accouD.tmg etc. 

54. Credit sales m workers' and employees' stores or credit societies 20 
running store sections can be· justified on the ground that 
employers undertake responsibility of . collecting dues from 
members and as such there is no danger of the capital being 
locked and bad debts arising. To safeguard adequately the 
interest of such stores provisions of model bye-laws for primary 
stores as adopted in some states should be strictly adhered 
to. 

55· A system of patronage dividend to non-members on their 
purchases, to be accumulated in their names for contribution 
towards share capital by the indirect method, should be adop~ed 
to bring more and more consumers w.ithin the co-operative 
fold. 

22 

56. :j.\fembers of ~anaging committees ·of stores should be well -23 
conversant with market conditions and ·market movements and 
should be in a position to devote sufficient time to the affairs 
of stores. · 
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57. Consumers'- stores should lay. spec:ial e~phasis on the adoption 23 
of a suitable purchase and pricQ policy and the _establishment 
of proper co-ordination between managers and members of 
managing' committees: 

58. Keeping in view the stage of development of consumers' stores 24 
in the country it would be advisabie for ·consumers' stores · · 
to follow market price· policy. 

59. Primary stores should follow a carefully worked out system 26 
of fixing prices which w~uld not only not operate to their disad
vantage but -would benefit consumers also. 

60. Consumers' stores, being part and parcel of the common trade 27 
channel, should keep proper watch on price movements in 
the market and adjust their prices accordingly in either direc-
tion. 

61. Consumers' stores should create price fluctuation funds as a 28 
safety measUre against violent price. fluctuations in certain 
commodities and set apart portions of distributable surplus 

· for the pW1Jose. 

62. Consumers' stores should try and set high standards of quality, . 29 
build up reputation for quality marks and pay particular 
attention to correct weighment and pure quality/ of consumer 
goods. 

63. Primary stores should introduce home delivery service to 30 
stimulate sales .and ensure members' loyalty. 

64. Primary stores should follow a system of clearance sale at . 31 
reduced rates to dispose of. unsold stock. This practice can 
be undertaken with advantage particuiar.y during festive 
occasions like Diwali and Christmas. 

u5. Primary stores should also try the system of clearance sales in .31 
which, when patronage dividend ·is declared, prices of unsold 
stocks are reduced and-they are sold to members in lieu of patro-

nage dividend 
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6o Patronage dividend should be declared. by all primary stores· 34 

working with profit, ·wherever financial positiOn of -pl'llllary 
stores does not permit payment of rebates in cash, the amounts 
should be credited to share accounts of members and shares 
of equal value issued to .them. 

67 Wherever bye-laws of stores permit p~ynient of such rebates. 34 
to non-members also, the amounts should not be piud to them 
m cash but instead accumulated in share accounts to be opened 
with a view to issuing shares· and making the mmembers. 

uS. Government should provid(:) loans and subsi~ies to viable pri- . 35 
mary stores for- the_ construction 'of shop-cuin-godown~ and to . 
viable wholesale- stores for .the' construction of godoWiis. on the 
following pattern in case they are able to -secure ]>lots of land 
in suitable localities:-

(i) Primary store upto Rs: 15,000. (75 per cent loan 25 per
. cei1t subsidy). 

(ii) Apex wholesale store upto Rs. 50,000 for·a godown at head
quarters upto Rs. 25,000 for each regional branch godown. 
(75 per cent loans 25 per cent sub-sidy). 

\ 

As the organisation of district/regional w~olesale stores 
has not been recommended as a pattern, wherever such viable 
units come up on their own and affiliate with apex wholesak 
stores government may exte~d financial assista-nce to them for 
the construction of godowns on th~ same terms and conmW>ns 
as are applicable· to· regional branch god owns. 

69. Till such premises are constructed government should sub:;lidise 36·. 
rented accommodation to the extent of 50 per cent, subiect 

70. 

to a maximum or'Rs 500 per ann~~- for a primary store and 
Rs.· 900 per annum for an apex wholesale store for the first·

three years. 

Long ~erm loans should be provided by government to apex 
wholesale stores to enable them to purchase trucks. for the 
procurement and supply of co~sumer goods. 

37 

1 Primary stores should introduce the following 'measures to 39 7 . 
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improve methods of publicity, window dressing and display of 
goods:-

. (i) Staff should be properly trained, i1+ methods of saler, 
organisation, advertising, window dressing, publicity and 
display of goods. 

(ii) Attractive bulletins should be brought out showing varieties 
of goods. available, their prices and the services and facilities 
offered. 

(iii) Charts on working results should be prepared and posted 
at conspicuous places. · 

{iv) Sale depots and godowns of stores should be kept · clean 
and tidy. ·All articles should be properly arranged and dis
played and ·prices >clearly indicated. 

Para 
No. 

72. Primary stores should maintain accounts in such a manner as 42 
would enable them to determine the margin, the profitability 
and the comparative cost of each commodity with a view to 
guarding !lgainst losses whil~ dealing in them. 

73. Stock ~ccounting sl:).ould be done by persons other than those 43 
transacting sales, · as, this would serve as a check against 
manipulations. 

74. Verifications of stock should be done at least once in a quarter 44 
in the presence of one or more managing committee members 

/ 

and the total stock-in-trade should be valued according to the 
pw;chase price or tp.e ruling market price whichever is lower. 

DEMOCRATIC CONTROL AND MANAGEMENT 

{CHAPTER V) 

75. Adequate measures should be taken to educate members in the 7. 
philosophy, principles and practices of consumers' co-operation 
with a view to bringing within the movement suffici~nt number 
of . active members familiar with co-operation principle~ and . 
practices. 

76. While choosing a board of directors persons who have 10 
some business experience, capacity to inspire confidence amongst . 
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members and who can take· active~ interest in the working of 
a store by sparing some time regularly should be considered. 

ll3 

77. Any saving effected by maintaining low paid and inefficient 13 
staff is off-set by bad handling and mistakes committed by 
them. Consumers' store should therefore engage competent 
managerial staff and attach more importance to their experience 
and practical knowledge rather than their educational quali
fications. 

78. Managers should be selected from managerial cadres which 14 
should be created and maintained by state co-operative unions. 

79. Salesmen should be induced to promote sales by offering them 14 
commission on sales exceeding certain minimum limits. 

SO. To establish better human relations employees of stores 
should be permitted to become members having a right of vote 
but they should not be represented in the boards of directors. 

. . 
81. Managers of consumers' stores, should be given training not 

only in the subject ·of co-operation, but also in business and shop 
management with special reference to sales promotion. 

82. Lo\ver categories of staff should also be trained in the existing 
training institutions and subjects like salesmanship,_ store 
keeping, accounts, display~ packing etc. should be included in 
the syllabi. 

14 

14 

83 .. The boards of directors would do well to confine themselves 14 
to broad policy matters covering range and quality of goods to 
be purchased, mode of fixing prices, merchandising of goods 
etc., giving managers freedom to carry on work according to ~he 
policies laid down. · 

84. Participation by managers in board meetings would be advan- 14 
tageous in as much as they could advise the board on matters 
relating to business policy. Managers should therefore be 
at:sociated with the activities of the board even though they 
may not have become members," 
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GOVERNMENT ASSISTANCE 

.·(CHAPTER VI) 

Para 
No. 

85. It is necessary to provide adequate staff for supervision, inspec-· 8 
tio:t;t and audit of consumers' stores. In each state necessary 
additional sta~ should be appointed for the purpose. 

86. Central government should bear 50 p.c. of the cost on additional 8 
staff appointed by state governments as in the case of other 
co-operative development schemes. 

87. Besides annual audit there should be an arrangement for con- 9 
1 current audit in. the case of large-sized primary stores and 
wholesale stores. 

88. The de~irability of linking audit fee with profit instead of turn- 10 
over may be considered by government. :· 

89. Newly organised consumers' stores should not be charged any 10 
audit fee for the first three years of their working. Consideration 
should also be given to the question of exempting a consumers' 
store from payment of audit fee in a year in which it incurs a 
loss keeping in view its overall financial position. 

90. Government should provide managerial subsidy to selected 12 
primary and apex wholesale stores for the first three to five years 
in the following scale to be shared on a 50 : 50 basis between 
centre and states: 

(i) For a primary store upto Rs._ 1,800/-. 

(ii) For an apex wholesale store upto Rs. 12,000/-. 

91. Government should help consumers' stores in securing shop 14 
accommodation in suitable localities by requisitioning premises 
if necessary. 

92.. Wholesale stores should be exempted from payment of sales 15 
tax on sales effected to their affiliated primaries. 

93. It would be worthwhile reviewing the· operation of the pro- 16 
vision regarding . income tax concessions to cc;>nsumers' stores 
at a later date to decide if further concessions are· called for 
in the interest of consumers'. stores. 
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94. Various ministries,. government departments and under-taking~ . 17 
run by them through corporations etc. should, by providing 
assiEtance if neces?ary, promote the organisation of consumer~' 
stores amongst their .. employees as a part of welfare activity 
and as a measure to reduce the co~t of living. 

95. Government should make it obligatory on the part of private · 17 
industrialists to encourage ·and assist the organisation of con
sumers' stores amongst their employees as a part of their welfare 
programme. 

96 Training course for Labour Welfare Officers should include 17 
the subject of consumers' co-operation also. 

97 Consumer goods manufactured m: state controlled and state 17 
subsidized industries should be distributed through consumers' 
stores to the maximum extent possible. 

98 Governments' . requirement. of consumer goods should· be met 17 
through consumers' stores in preference to other agencie::;. 

99 Preference should be given by the State Trading Corporation 17 
to wholesale stores while appointing agents and· distributors 
for the. sale of imported consumer goods. 



ANNEXURE I 

QUESTIONNAIRE ON ''CONSUMERS' 
COOPERATIVE· STORES" (NO. I.) 

Brief Review of Consumers' Cooperative 
Movement in the State 

1. (A) Please furnish a brief note on the 
working of Consumers' Co-operatives 
in your State on the lines indicated 
in Annexure 'A'. 

(B) Has a survey been made of the 
areas where optimum conditions 
exist for successful working of Con
sumers' Stores? 

Structural Pattern: 

2. What should be the suitable structural 
pattern for Consumers' Co-operatives 
(i.e. occupational, non-occupational and 
mixed types) according to needs and 
local conditions 1 What should . be the 
higher organisation with which they 
should be affiliated? Should there be 
separate District and Apex Federation of 
Consumers' Stores or they should be 
affiliated to District/Apex Marketing 
Societies? 

Viability and Size: 
3. What should be the minimum member

ship, share capital, volume of business 
and financial requirement necessary, in 
the light of your experience, for starting 
a viable primary consumers' store and a 
wholesale store? 

Financial Assistance from Government: 
4. What financial assistance, if any, do the 

consumers' stores need at the initial 
stage of their working from Government? 



Managl;!ment: 

5. What should, in your opinion, be the 
pattern of managerial set up (paid ;tafl') 
of a primary consumers' store and a whole 
sa~e store to ensure efficient management1· 

(a) How the paid staff should be re-
cruited and what should be their 
qualifications and training? 

(b) What incentives need be given to 
the staff to improve efficiency of 
work? Is it necessary to give re- . 
presentation to the employees in the 
Board of Dfrectors1 

(c) Is creation of a managerial c!tdre 
necessary? If so, who should main- : 

tain it? 

(d) What are the main functions which 
a Board of Directors should perform 
so as to ensure efficient functioning 
by the managerial staff without 

undue intereference? 

(e) Whether any appointment of women 
as employees of the stores would 
help in the increase in sales of con
sumers' stores and ·if so, whether 
special separate arrangements for 
their. training .are necessary1 

Account keeping: 
6. Is the system of maintenance of accounts 

by the Consumers' Stores in the State 
generally satisfactory? If not, what are. 
your suggestions for improvement? 

Business Finance: 

7. (a} 
What is the- extent ( %) of borrow
ings by Consumers' Stores from 

Central Co-operative Banks? 

(b) What steps need be taken· to induce 
Central Co-operative Banks to 
:finance Consumers' Stores {tdeqriati{y? 

117 
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(c) To what extent have consumers' 
stores been able to attract . trade 
deposits from members? 

(d) What is the usual rate of interest 
on borrowings and trade deposits 1 

(e) What other sources of finance_ can 
tapped by consumer's stores in the 
state? 

Purchases: 

8. (a}..c What is the extent ( %) of purchases 
made by primary consumers' stores 
in the States from ; 

(i) Parent societies 

(ii) Other cb.operatives 

(iii) Open mark. 

(b) What is the extent of purchases 
made by wholesale stores from: 

(i) Co~operatives. 

(ii) Open market. 

(c) Have you any suggestions for im

proving the prevailing system of 
purchases by consumers' stores in 
the State~ 

(d) What, in your opinion, would be the 
most suitable arrangement fo_r en
abling primary consumers' stores to 
undertake distribution of foodgrains 
under the scheme of State Trading1 
Is any distribution .. of foodgrains 
being done by primary cqnsumers' 
stores in the State under the above 
scheme1 If so, how many such 
consumers' stores have been en. 
trusted with the work and on what 
terms? 

Import of Consumer Goods: 
9. Are the consumers stores importing 

consumer goods under the Import Trade 



Policy decisions of Government? If so, 
how many? State the difficulties, if any, 
in brief and give suggestions to enable 
the consumers' stores to particpate 
effectively in the import of consumer 
goods in future. 

Pricing.and Sales: 
10. (a) What_ is the average margin between 

purchase price and sales price re
trained by primary consumers' stores 
and wholesale stores1 Do the 
primary consumers' stores effect 
sales on cash alone or against cash 
and credit? 

(b) Would you recommend credit sales 
to members by primary consumers' 
stores and if so, to what extent and 

under what conditions1 

·(c) Would you recommend sales to 
non-members as a routine business? 

(d) What should be the pricing policy 
of a primary consumers' store, 
taking into account the factor . of 
competition around? 

(e) What are your suggestions. for 
. .:1 ' 

cushioning violent price fluctuation 
by consumers' stores? 

Payment of Rebates: 
11. What is the system of payment of rebates 

or pa~ronage dividend and how these are 
calculated? What is your suggestion· for 
simplifying the system? 

Advertising and Publicity: 
12. Are the Consumers' Store practising any 

system of advertising and display? If 
this is considered necessary, indicate a 
suitable method. 

Training and Education: 
13. (a) Is it necessary to include additional 
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subjects t.o meet the requirements 
of training of the managerial staff 
of consumrs stores in the existing 
co-operative institutes? If so, what. 
additional subjects would you re
commend and what should be the 
duration of suitable courses of train
ing for the different categories of 
managerial staff? 

(b) Do you consider t.hat there is need 
for membership education so far as 
consumers' stores are concerned? 
If so, how best can this be done? 

Supervision and Audit: 

14. (a) What is the existing system for super
vision of consumers' stores, in the 
co-operative department of the State? 

(b) What steps need to be taken to make 
the system of supervision adequate 
in the State? 

(c) Is there any system of supervision 
for the affiliated primary consumers' 
stores by the Apex/District marketing 
societies ot· wholesale stores? 

(d) Are the. consumers' stores regularly 
audited in time? If not, what are 
your suggestions for improving the 
position? 

Productive Activities: 

15. Do yon consider it possible for the pri
mary and wholesale stores to take up 
processing or manufacturing activities? 
If so, which items of production can be 
be taken up by them? 

Link with other Co-operatives: 

16. What are your suggestions for ensuring 
an effect.ive link up between consumers' 
stores on one hand and Industrial and 
Marketing Societies on the other? 



Role of Womenfolk: 

17. What role can womenfolk and women'• 
organisations play in the development of 
consumers' stores! \Vhat measures 
would you sugge•t· to ensure their parti. 
cipat.ion! 

General: 

18. Please give ot.her suggestions, if any, 
for improving the working of consumer's 
~tores. 

ANNEXURE 'A' 

1. A brief review of the Con•umers' Co
operative movement in t.he St" t.e. 

2. (a) Special features of the movement 
in the State. 

(b) Details of assistance - financial 
and other -given by Stnte Govern
ment to consumers' stores. 

(c) General staffing pattern and pay 
scale of managerial staff employed 
by consumers' stores. 

3. Main problems and deficiencies of con
sumers' stores with broad outline of 
suggestions for improvement. 

4. Give details of the different types of con
sumers' stores in the proforma attached. 

5. Structural pattern of consumers' stores in 
the State: 

(a) No. of wholesale stores 

(b) Average membemhip of wholesale 
stores:-

(i) No. of primary consumer8' 
stores. 

(ii) No. of individuals. 
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(iii) Others, if any. 

(c) No. of primary consumrs' stores 

affiliated :to District/Apex Marketing 
Societies. 

(d) No. of primary consumers' stores 

not affiliated to any . wholesale/ 
District marketing/Apex marketing 
Societies. 

6. Have any of the primary consu:rp.ers' 
stores and wholesale stores· undertaken 

manufacturing activities1 If so, give 
the following details, separately for each. 

1956-57 1957-58 1958-59 1959-60 
(if possible) 

(i) No. of stores undertaking processing 
or manufacturing activities. 

(ii) Total quantity/value of goods pro

duced. 

(iii) Kind of the processing activity (i.e. 
rice hulling, oil crushing etc.) 

(a) 

(b) 

(c) 
and so on. 

7. Give the names and address of: 

(a) 2 good primary consumers' stores 

(b) 2 average stores. 

(c) 2 indifferent stores 

(d) · 2 wholesale stores (one good and 
one indifferent, if any). 

8. Please furnish a copy of the model bye
laws of each type of primary consumers' 
stores referred to at (4) above and also 
for a wholesale store. 

No. of units. • 
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PROFORMA 

No. out 
Total of col. 4 

' 

Sl. Type of Consumers' Year no. of in working 

No. Stores. societies. order 

I 2 3 4. 5 

k General Consumers 

Stores (Non-occu-

pa.tional) 1956-57 
1957-58 
1958-59 
1'959-60 

-B. Industrial workers'· 

Stores. l95b-57 
1957-58 
1958-59 
1959-60 

c. Employees' Co-op. ; 
Stores. 1956-=57 

1957-58 
1958-59 
1959-60 

D. Mixed type stores 
(Employees credit 
societies having 
stores section) 1956-57 

1957-58 
1958-59 
1959-60 

E. Wholesale stores 1956-57 
l9rl7-58 
1958-59 
1959-60 
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Proforma "(Contd.) 

(Rupees in lakhs) 

DETAILED PARTICULARS OF SOCIETIES UNDER COLUMN 5. 

No. of Paid up Borrowi~Lgs 
memJJers · share Working Purchases Sales from financ- Trade Reserve Profit/ 

capital. capital ing Banks. de:Josits. fund. Loss. 

6 .7 s. 9 10 11 12 13 14 



ANNEXURE II. 

NATIONAL CO-OPERATIVE DEVELOPMENT·. 
AND WAREHOUSING BOARD (No. II•) 

Questionnaire on Consumers' Co-operative Stores for Individual 
Consumers' Store (Wholesale/Primary) 

I. General particulars: 

. 1. State ..............•.........• • ······ · · • • ··· • • 
3. Full name and "address of the Store. 

4. Whether Primary/Whole-sale. 

5. Date of Registration. 

6. Date of commencing business (please give 
reasons for delay, if any, between. the 
date of registration and. commencing 

business). 

7. Area of operation. 

2. District .................. . 

8. Total population of the area of 1956-57 1957-58 1958-59 1959-60 

operation.- · · ' 

Number of branches. (Please give figures' 9. 
for the last four years) .. 

10. 
Arefwere there other consu.mers' stores 
the same area? If so, please mention 
their number during the four years. 

11• Membership: 
(Please give figures for the last four years).· 

(a) Societies. 

(b) Individuals. 

(c) Of (b) above, 
members. 

number of women 

Do you think women members are more 
12. 

useful to patronise the stores? If so, 



126 

what steps are being taken to attract 
women membership? 

13. Is it an Industrial worker store emplo
yee store. or a genral (non-occupational) . 
store? 

II. Financial Aspects: 

·1.- ·What is the face value of the shares of 
the store? Are there only one type of 
shares or different types? Please men
tion all types and the system of issue. 

1956-57 1957-58 1958-59 1959-60 

2. Paid-up share capital. 

(a) Individuals' contribution (Rs.) 

(b) Societies' contribution (Rs.) 

(c) Total 

3. Reserve and other funds. 

4. Deposits. 

(a) .Members. 

(b) Non-members. 

5. Borrowings. 

• (a) Co-operative Banks . 

(~) Commercial Banks. 

(c) Others. 

(d) Total. 

6. Total working capital 

7. Is the financial position · of the stores 
adequately strong? How do you raise 
the capital? Do you get adequate 
finances by way of short and medium
term loans from the central financing 
agency or any other organisation ~nd at 
what rate of interest? 

8. What is the attitude of central financing 
agency towards the financial needs of 

the stores? 



9. Have you received any financial or other 
assistance [rom the Government? If so, 
please give details of such assistance re
ceived during the last four years. · 

10. Do you think the progress of the store 
has been hampered for want of funds? 
If so, what are your financial require
ments? How would you like them to 
be met? Please give your suggestions 
in tlie light of your experience. 

III. Structure, ·Functions and Business 
Techniques and operations: 

1. Is the store affiliated to the wholesale 
or State level' organisation? Do you 
think this inter-relationship has worked 
to the mutual benefit? If so, in what 
respects and how? Have you any sugges
tions regarding the structural set up of 
consumers' stores which might work 

better? 

2. Does ~he store dea~ in all the consumer 
articles or few selected controlled articles 
only? What system is better? 

3. How do you make your purchases? 'What 
is the prici.ng policy followed? What is 
the usual margin between purchases and 
sale price? 

4. Do you make sales on cash only? Do you 
sell to non-members also? If so, what 
will be the .percentage of such sales to 
total sales? 

5. Wh,'lt steps do you take .. to ensure that 
consumers get pure qual~ty of goods at 
reasonable rates? Have you any further 
suggestions to make this more practi
cable? 

6. What steps you take ·to know the con
sumers' preferences? Does the store 
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make any efforts to develop the con
sumers' preferences through consumers' 
associations or such other niethods1 
If so, _what are the difficulties and. ~ugges
tions to overcome them. 

7. Does the store also deal in such hand/ 
home made articles like embroidered 
articles etc. prepared by the members 
themselves1 · What. is the scope of such 
articles etc. prepared by the members 
themselves1 What is the scope of such 
business? Will it not develop the 
interest and association of members with 
the store? Please give your experience 
and suggestions. 

8. What methods are followed for publicity, 
propaganda and display of goods to 
attract and create interest amongst con
sumers to buy more from the store? 
Are the arrangements adequate? If 
not, what are the difficulties and sugges
tions? 

9. What other facilities are offered by the 
store (like home-delivery of goods, 
taking orders at the consumers' houses 
etc.) to satisfy the consumers and patro
nise the store with them 1 

10. Please give quantities account of the 
business operations of ~he store for the 
last four years: 

· 1956.;_or::7 1957 r:: -o8 1958-59 1959-60 
(a) Total purchases (Rs.) 
(b) Goods received on consignment. 
(c) Total sales. 
(d) Total credit sales 
(e) Total income. 

(f) Total expenditure. 

(g) Management cost. 

(h) Net profit/loss. 

(i) Rebate granted. 



11. 

12. 

Does the store grant rebate? What is 
the rebating system? How rebate is 
calculated and distril:iuted1 

Is the- store connected with any marketing 
society or processing society1 Or does 
it undertake production, processing or 
manufacture of goods that • it sells1 If 
so, please give details for four years: 
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1956-57 1957-58 1958-59 1959-60 

·.(a) Name of commodities/articles pro
duced/processed. 

(b) Quantity. 

(c) Value (in Rupees). 

13. Are you expericening difficulties in under
taking such activity or in linking up 
with producers'fprocessing societies1 
If so, please mention such difficulties, 
the scope of such activity and the sugges
tions to overcome those difficulties. 

13. What ~s the extent of losses suffered by 
the store due to violent price fluctuations 
in cert~tin commodities? What steps and 
safeguards are taken by the store against 
such eventualities1 Please give an 
~ccount _of such ;phenomenon during 
the past four years and your suggestions 
with regard to steps needed to safeguard 
the consumers' stores against such hazards. 

IV. Management and Administration: 

1. Please indicate the present strength, 
composition and occupation of the Board 
of Management. 

2. Is the Managing Committee, as a whole 
or a substantial section of it, taking 
interest in the development of the store? 

3. To what extent is the ~uccess/failure of 
the store due to the management? Is the 
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management alive to the responsibiliiies? 
Have any particular actions of the manage
ment been responsible for the su.ccess/ 
failure of the store? 

4. Please give particulars with regard to the 
regard to the dates and attendance of the 
Board meetings during the past four 
years: 

1956-57 
1957-58 
1958-59 
1959-60 

Date of the 
meeting • 

Strength of 
the Board. 

5. (A) What are · the ·average purchases 
made by a member during the year 
and what percentage do they consti
tute to his total purchases from all 
sources? 

(B) What steps are taken to increase · 
the interest of ordinary members in 
the working of the store? 

6. Please give particulars with regard to the 
dates and attendance of General Body 
meeting during the last four years: 

Attendance 

Date · Strength Attendance 
1956-57 
1957-58 
1958-59 
1959~60 

7. Who looks after the day-to-day working 
of· the Store? (Hon. Secretary/Paid 
Secretary /Paid 1\fanager). 

8. What are the qualifications ·and emolu
ments of paid Secretaryfpa~d l\fanager1 

9. Has the store adequate staff? Please 
give the details of staff employed by the 
store during the past four years. 

I 



10. Does the ~tore experience any difficulties 
in getting adequately trained and ex
perienced stadH Do you feel the necessity 
of Government staff to work on .deputa
tion in consumers' stores~ What is the 
present arrangm_nent for recruitment? 

11. (A) DoesfDid the store experience di
fficulties arising out of the_ operation 

- of any of the byelaws etc.? . If so, . 
please mention t~em and give . your 
own suggestions to overcome them. 

(~) . v~~~!ter .?!1-~"!~b~r~ ~ave made sugges
tions and if so, were they .accepted? 

V. General: 

L Did the private traders, any time c~eate 
any difficulties in the working of the 
sotre? How did you try to overcome 
them and with what results? 

2., Has the store shown: uniform develop-· 
ment since· its organisation or has it" 
gone through ups and downs? Please give 
brief account of the growth. and diffi
culties encountered durin~ its life time. 

3. Have you any further suggestions to offer 
~ithr~g~r~ to the _<l_evelopment_ o_f consu-: 
mers' movement, especially with regard to: 

(a) Organisational structure\ 

(b) Finances.· 

(c) Methods of operation, and 

(d) Staff requirements. 

4. Please supply a copy of the byelaws of 
your Store. 

5. Please supply a copy of the annual 
statement of accounts (Trading A/c.) 
Profits and Loss Afc. and Balance Sheet) 
for the last four years, 1956-57 to 1959-60 
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ANNEXURE III. 

QUESTIONNAIRE ON "CONSU!ffiRS' CO-OPERATIVE STORES". 

(For selected Central Go-operative Banks) 

1. Are the Consumers'· Stores getting 
financial accommodation from the 
central co-operative banld If so, 
please give the following details : 

(i) No. of primary consumers' 
stores assisted. 

(ii) No. of wholesale stores 
assisted. 

(iii) Financial accommoda
tion given: 

(a) Primary 
stores. 

consumers' 

(b) Wholesale consumers' 
stores. 

1956-57 1957-58 1958-59 1959-60 
(If possif?le) 

2. Nature and duration of the loan 
given at !(iii) above: 

3. Rate of interest . charged. 

4. State the difficulties, if any, in 
extending credit facilities to 
consumers' stores. 

5. Have ther~ been cases where eligible 
consumers' stores have been refused 
financial accommodation for want 
of funds? If so, how many? The 
approximate amount involved in 
such cases may be stated. 



u. How many stores have defaulted 
loans of central banks1 To what 
extent and for what reasons1 

7. "\:Vhat are the minimum terms and 
conwtions which the consumers' 
stores are required to fulfil to make 
them eligible for loana1 

8. Please give a rough estimate of 
the volume of financial accommo
dation which can possibly be given 
per year to consumers' stores, 
if terms and conditions required 

are satisfied. 

---

133 



134 

ANNEX' 

PARTICULARS (~SON 30.6.1960) OF CONSUMERS 

Sl. 
No. 

1 

N am~ of Store Year of 
registration 

~----~---;_____. ____ _ 
3 

I. Maharashtra: • 
I. The South Indian Co-operative Coii

sumers' Society Ltd., Bombay~I. · 

2. ·The Jailrin~ · Consumers' ·Co-
operative Society Ltd., Bombay-2. 

3. The All Bombay Consumers' Co- ·· 
operative Societies Federation Ltd., 
Bombay-l. 

4:. Pragati Mandai Co-operative 
Consumers' Society Ltd., Bombay 

5. National Chemical Laboratory 
Co-operative Consumers' Society 
Ltd., Poona. 

II. West Ben~al: 
6. Asansol Railwaymen's Co-operative 

Stores Ltd., Station Road, Asansol, 
Distt. Burdawan. 

7. The Kerala Club Co-operative 
Society Ltd., Calcutta-20. 

8. Calcutta Airport Employees' Co
operative Society Ltd., Calcutta-28. 

9. Batanagar Employees' Co-operative 
Society Ltd., Batanagar, 24 Parganas 

10. Belgachia Consumers' Co-operative 
Stores . Ltd., Calcutta. 

11. Railway Employees' Co-operative 
Multipurpose Society Ltd., 
Calcutta-12. 

12. Chittaranjan Locomotive workers 
Employees' Stores, Ltd., Chittaran
jan, (Dist. Burdwan). 

1929 

21.8.1947 

31.8.1948 

23.8.1957 

. 29.4.1950 

20.8.1948 

17.5.1957 

21.11.1951 

16.-12.1949 

20.5.194.8 

31.7.1954 

30.9.194:8 
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URE. IV. 

STORES VISITED BY THE COMMITTEE: 

(Share Working .. ' 
Capital). ·Capital· Sales' 

Type of :Members hip (Rs. in (Rs. in (Rs. in 
store thousands) thousands) lakhs) 

4· 5 b 7 8 

General 5340 53.40 300.41 22.60 

General 642 10.12 230.84 3.83 

Wholesale 
General· .. 226 155.55 423.29 421.67 

General '1,370 50.00 86.62 8.86 

Wq;rkers and 
. Employees. . . 267 13.18 31.00 . 2.01 

\Vorkers and 
Employees. 894 15.97 40.41 . 4.50 

General 42 23.'70 2.70:·. "" 0:13 

Workers' and 
Employees' . 401 :11.56 25.00 2.00 

Workers' and : 
Employees' 4,370 135.64 1,408.4.0 7.82 

General . 104 6.44 11.52 1.69 

Workers' and 
Employees' 103 22.60 . 80.55 2.~8 

Workers' and 
Employee~' 1,603 12.47 63.53 15.70 
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1 2 

III. Madras: 

13. The Chingleput Distt. Co-operative 
. Supply andlV[arketing Society Ltd., 

Madras. 

14. The Park Town Co-operative 
Stores Ltd., Madras. 

15. T-933 Thiruvaiyairu Co-operative 
Stores Ltd., Thiruvaiyam..Distt. 

lb. The Triplicane Urban Co-operative 
SoCiety Ltd., Madras · 

17. The Kodambakkam Co-operative 
Stores Ltd., Madras. 

18. · Chandrasekarapuram Co-operative 
StoresLtd., Chandrasekarapuram •• 

19. The Integral Coach Factory Em· 
ployees Co-operative Stores Ltd., 
Madras.' 

20. The Madras Dock Workers' Co
operative Stores Ltd., l\Iadras-21 .. 

21. The Simpson and Group Companies 
Employees Co-operative' Credit 
Society ~td., Pudupet, Madras. 

IV. Bihar: 

22. The Jamshedpur · Co-operative 
Stores· Ltd., Jameshedpur 

V. Gujrat: 
23. -The Ahmedabad Central Consumers 

.. ·~Co-operative Society Ltd., 
Ahmedabad. 

24. The Arvind . }.fills 
Supply Society's 
Ahmedabad. 

Co~operative 

Canteen, 

f![}, 2'11l> ltailillad ConHumom' Co-opera-

t!vo SM:iuiy; Ud.; Railrhad, 

Annexure 

3 

28.8.1942 

18.3.1959 

25.9.1942 

20.9.1905 

27.12.1942 

12.9.1955 

6.12.1957 

'22.12.1951 

10.12.1940 

25.11.1943. 

3.4,1940 

- 30.10.i94.3 
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1958-59 .1959-60. 
Name of state 

Total No. in Total No. in· 
no. of working no. of working 
stores order stores. order 

1 2 3 4 5 

I. Union Territory-Delhi 

(a) General stores 82 15 82 19' 

(b) Workers & employees 67- 38 86 45 
stores 

II. Ahmedabad District-

(Gujerat) 

(a) General stores 134 110 173 139 

(b) Workers and employees 43 43 43 43 
stores 

Thus in Delhi union territory about 50 per cent of the workers~ and 
employees' stores are in working order, whereas in the case of general 
stores only 25 per cent of them are .in working order •. In Ahmedabad 
district, where about 50 per cent of the total number of primary stores 
in Gujerat state .are located, all workere' and employees' stores are in work
ing order whereas in the case of general stores only 139 out of 173 are in 
working order. In West Bengal successful primary stores are by · and 
large amongst employees and ind~strial w~r~ers. On. ~he railways even 
the performance of workers' and employees' stores has been satisfactory 
as is evident from the following ~gures: 

Total nurr~:ber of work~~s' Number in 
Year and employees' stores working 

(Raiiways) order . 

1956-57 . 110 110 
1957-58 120 120 
1958-59 '143 143 

1959-60 159 159 

9. Schooi and college stores have also made a promising start al
though from point of utility they cannot be compared with other cate-


