JANARTH: MARKET ENGAGEMENT FOR IMPROVING FARM INCOMES OF THE POOR

Context

Janarth, began with an aim of improving agronomic practices, and through those incomes of the farmers of the drought prone regions of Gangapur.  Janarth first set up both, a network of input supply shops as well as a mechanism for providing farm credits. But this did not yield the desired results, therefore Janarth decided to take a seat in the local agricultural Produce Market Committee’s yard and play in the market.  It has always chosen to be a ‘deliberate and persistent bull’ in all auctions; Janarth’s intervention manages to push the price of the produce thus benefiting the farmer.

Introduction  

Janarth;  ( benefit of the people); was set up as a Large Project Initiative by Action Aid in 1986. Praveen Mahajan anchored it since its establishment and Usha Mahajan, an Action Aid employee joined the organization along with Praveen. Janarth is registered under the Indian Societies Act with its office in Delhi. Its operational area comprises of over 100 villages in Gangapur, a drought prone tehsil of Aurangabad district in Maharashtra.   Praveen explored several areas and eventually decided to work in Gangapur as this is a chronically drought prone region falling in the SAT region of the country. With just 3% of the lands able to access irrigation, even now, virtually the entire farming community in the Tehsil can be considered poor. 

First Market Engagement of Janarth

Janarth started with a multi-sectoral approach. Janarth saw improvement of farm incomes as a major method of impacting poverty. This could be achieved if farmers used productive and modern inputs for cultivation. Poor access to agricultural inputs, perennial indebtedness aggravated by usurious interest rates charged by moneylenders made it difficult for the farmers to buy inputs from the markets for cash. Janarth also noted that as farmers were reluctant to accept modern practices, extension advice was an important activity. Janarth’s response to these problems was to start Agricultural Service Centers (ASCs) in 16 villages. Initially establishing and managing the ASCs was its major activity.

There were total 2678 households in the chosen 26 villages of Gangapur Tehsil. About 2005 had some lands, of these, 1282 had land holding less than 3 Ha (7.5 acres) and were  the target group. Of these, over 80% were very poor as they had only dry lands and hence were vulnerable to weather induced crop failures. The ASCs were set up to address these problems.

Establishment of any center was preceded by intense village level mobilization work and setting up of development committees in the villages. The committees chose young men to run shops set up to service the village and surroundings. Janarth obtained licenses to deal in fertilizers, seeds and pesticides; purchased in bulk and supplied to the 16 centers through a network of godowns and feeder points. Janarth also kept some implements and equipment for sale. The implement/equipment line was discontinued from 1993 as it evoked little demand. 

Janarth provided interest free credit to the target group farmers on certain conditions (this being defined as those who had less than 7.5 acres of total land and no irrigated land at all). Provision of the credit as well as its recovery was done according to norms evolved by Janarth. The Committees had a right to recommend exemptions particularly in regard to credit recovery. A degree of involvement was also encouraged in choice of the product mix to be stocked and sold through these shops as  Janarth wanted to hand these shops back to the community representatives later. The ASC reached out to 67% of the target group of farmers and the proportion of credit sales was much higher to this group.

In 1986 the activity of input supply had much greater relevance as many of the inputs such as fertilizers or seeds were in short supply. This made for monopolistic behavior by the shops that sold the materials to farmers and also permitted larger trading margins. Hence substantial purchases for sale to farmers enabled Janarth to reap the advantages of quantity discounts that were then passed on to the members. As there were no input suppliers in most of the villages, in which Janarth worked, the farmers had articulated this as a pressing need. Then again, poor road network made villagers to spend a whole day traveling to the market town to buy their input.

Most of these factors have changed now. Inputs are in abundant supply. Competition has made materials available wherever there is an outlet. A majority of the villages where Janarth works has several private shops selling inputs. Margins on fertilizers have come down sharply and there is little advantage in buying in bulk. 

Now the activity of ASC is no longer as salient for Janarth or help to the farmer and the people were not very keen to take charge of the centers either. Organizational inertia is probably the only reason why ASC still continues at Janarth.

 ASC from a small organization engaged mainly in providing input and agricultural extension support to the farmers has grown; 60 direct employees and over 300 project employees are now with it in 2004. The main activities of Janarth now are:

· Market engagement aimed at improving farmers’ income. (This comprises of three activities: input supply through the Agricultural Service Centers, working as a commission agent and a trader in the mandi and processing of pigeon pea and other pulses for value addition and sale)

· Women’s empowerment

· Disability counseling; awareness and rehabilitation

· Seasonal schools for the children of migrant sugar cane cutters in Maharashtra

Work with urban poor is slated to begin this year.

These activities are not the focus of this case study
. This case study focuses mainly on the market engagement and agro-processing activities as they are directly oriented towards strengthening and stabilizing livelihoods of the farming people in this drought prone area. 

Janarth’s Market Engagement in Adat

By 1995 Janarth realized that its efforts in agricultural extension did not make much headway, particularly introduction or cultivation of crops hitherto not grown by these farmers, and thus it discontinued this work. The farmers repeatedly told Janarth that it was imperative for them be sure of the marketability of the crop and also they experienced hardships and exploitation in marketing their produce. This feedback from farmers led Janarth to start its market engagement in output markets from 1996.

Adat is the popular term used for any firm that acts as a commission agent for agricultural commodities in an agricultural produce market.  Praveen Mahajan persuaded Action Aid to allow him to participate in the local regulated market (APMC), the mandi at Lasur station. This activity is referred as Janarth Adat within the organization as well as by the user and trader community. The formal name for this activity is Janarth Marketing and Warehousing Services. Action Aid gave an initial financial support to the tune of Rs. 7 lakhs for him to start the Adat operations. 

The Lasur station mandi, which the farmers from the area frequent, follows an open auction procedure. What this means is that for any lot, the commission agent acting on the farmer’s behalf holds an auction. Starting with a base price, there is open bidding and the highest bidder wins and is required to buy the lot so long as the seller is willing to sell it at that price. The commission agent gets a 3% margin on the value of goods sold and is required to pay the farmer for the lot the same day. 

Factors Influencing The Market Price

Praveen Mahajan explained that there are many factors that determine the price of a commodity at a given point of time. Some of these factors are dependent on the lot of the produce brought to the mandi by the farmer. Some others have to do with things that happen in far away places within or outside the country. Finally some others relate to the orientations and behaviour of the traders who participate in a market. (Refer box 1).  The player in the market has to make a fine judgment about the ‘right’ price for a lot in a very short time. When Janarth wants to act as a bull, they try to take the price as close to the right price as possible by constantly bidding the current quote up. However in the process they can take it at too high a level. If that happens, they would incur a loss while disposing of the commodity purchased in the terminal mandi. Also, the rest of the traders tend to gang up to see that Janarth becomes over committed (exhausts all its financial resources) and then they drive the price down to their advantage. Such things need to be avoided, and this puts a limit on the extent to which Janarth can push the price high in favor of the farmer. Mahajan says that when he believes that the net margin available for the trader (that is the difference between the price at which transaction occurs and the parity price for disposing it in the most likely terminal mandi) is fair, he allows the trader to pick up the lot. 

Box 1 -Determinants of Commodity Prices

	Factors related to the lot of the produce: While the general price band of any given commodity remains constant for all farmers, the price fetched by a particular farmer for a particular lot of produce that he has brought to the market depends on the quality of the produce. Thus in general the price of pigeon pea (safet turi in the local parlance) is around say Rs. 1,900 per quintal on a given day. But the lot of 3 quintals which one farmer has bought may have too much foreign matter, may be wet or very humid, may be affected by some pest, may have a lot of ill formed or immature grains (or as a contrast, could be free from all these defects and have some very desirable properties in addition). The buyers judge the produce on quality - pertaining to a lot, and discount or increase the price at which they are willing to buy the lot.       

Macro level factors: The Lasur mandi is essentially a primary market. This means that only a small part of the goods sold by farmers here are actually bought by people for local consumption. A bulk of the goods are traded and sent to transit or terminal markets. For instance, Mumbai is a huge terminal market for many agricultural commodities such as sorghum or pearl millets traded here in Lasur. So the buyers who buy these goods send them to Mumbai. Naturally, the prices of these goods in Mumbai have a direct bearing on the prices here. This relation is expressed in terms of ‘parity price’. This means that a trader selling in Mumbai will have to pay for transporting the goods to Mumbai, pay for loading and unloading there, any taxes if involved, the commission of the agents in Mumbai and any other associated costs. Hence he will reduce all these costs from the price prevailing in Mumbai to determine what is the highest he can afford to pay in Lasur. This is easy enough to understand. What makes it more complex is that a trader has an option of selling the goods in a host of other mandis (e.g. Ahmedabad, Indore, Chennai, Delhi etc.) and the prices of the same commodity in different markets may be behaving differently due to a combination of internal and national factors. Hence the more information a trader has about the national market and the better he is about integrating all the information in his mind, the better decision he can make.  

There are even more remote macro factors. We continue with the example of turi for specificity. It may so happen that through out the first fortnight of June 2004 the price of FAQ grade turi has remained around Rs. 1,900 per quintal. But the ‘market’ (which essentially means all those who buy or sell the concerned goods) comes to know on the 16 June that a ship with 11containers containing tur dal is expected to dock at Mumbai port the next day. This naturally pushes the price of turi at Lasur station down. The extent to which the price will go down depends on how significant is 11 - containers load vis a vis average consumption levels in Mumbai. Other macro factors are either seemingly irrelevant events or expectation of events in relevant field: e.g. a strike is expected, diesel prices are expected to push up transport rates, variation in foreign exchange rates etc.

Factors specific to traders: These too influence the behaviour of a group of traders and since the price at which transaction will occur depends on their participation and its nature, these affect prices. Some examples of these: a trader may have already committed to selling a certain quantity of turi in Mumbai. He has to buy a matching quantity to honor his commitment there. Hence he will try to acquire a lot even by paying a higher price. Some trader may be short of money on a given date and may have stretched his credit limits from all sources. He is unlikely to buy too much and hence will not push up the price. A group of traders may want to see that a particular party rue its antagonism to them and hence may artificially act in a manner that causes acute problems for the party. 




Janarth’s Market Philosophy

There is a fundamental difference between Janarth’s objective and the objective of the traders. Janarth wants the farmers in general to realize high prices without Janarth having to make a loss. The traders are quite content to simply go on maximizing their own profits irrespective of the price fetched by the farmers. The only check on the trader is the commission agent’s interest of 3%; he strives to get a good deal to the farmer because an unhappy client will destroy his goodwill in the market with other farmers.  

If there are many traders in a mandi and if there is no collusive behaviour among them, this process of open auction is expected to result in a fair price discovery and there would be no need for a deliberate bull. But often neither of these two conditions prevails. Lasur is a small mandi, there are only sixteen agents there and the number of traders acting there is thus small. Worse, these traders are all blood relations as they are descendents of a small band of Maheswari families that came and settled here a hundred years back. Thus there is a real possibility of collusive behaviour to the disadvantage of the farmers. 

Praveen Mahajan says the mandate of Janarth Adat operations is to act ‘as a persistent bull’ for all the commodities. This means that he or his colleague operating in the mandi constantly try to push the price of the farmers’ produce up. They push the prices as high as they can without incurring large losses or requiring unmanageable levels of other costs or commitments.  

Janarth’s role is beneficial because it acts as a counter-mechanism to the imperfections of the existing free market commodity trade locally. Praveen Mahajan expects that because of Janarth’s role as a ‘persistent bull’, the farmers realize a better price by about 1 to 2%. Thus if the deal for a lot of turi were to be settled at Rs. 1,850, his action there leads to the deal closing between Rs. 1,870 and 1,890. Considering that the total trade volume of the mandi is about Rs. 40 crores, this translates into a gain of between Rs. 35 and Rs. 70 lakhs for the approximately 20, 000 farmers of nearly 200 villages bringing their produce in the mandi. 

Janarth thus effectively introduced trade practices that the improved the disadvantaged farmers chances of effectively participating in the market exchange; the intent was not increasing the bottom line of Janarth-the participating agency in the commodity market, but a greater more equitable return to the farmers for their produce. This distinguishes Janarth, a development organisation’s participation in the market from any other commercial entity.

Market Intervention

During 1997-2000, Mahajan dealt in the whole range of crops: maize, sorghum, pearl millets, pigeon pea, chick pea, green gram etc. Since the role of the persistent bull required Janarth to buy several lots, Janarth had to establish reasonable ways of disposing off the lots without making losses. Hence Mahajan had to make significant efforts to establish a network of contacts with traders and commission agents in a large number of mandis. This was not always easy. The main capital of a trader is his network of such contacts and his credibility with them. No trader who perceived Janarth as a threat would pass this valuable capital to Janarth. He had to work hard; invariably every new contact would try to take advantage of Janarth’s ignorance of that particular market. Praveen Mahajan developed personal rapport with some key players in Mumbai market as well as some of the largest pulse millers of the region. These helped him as their tacit support matters a lot in the trade circles. This is his strength. 

Farmer Support for Janarth  

Mahajan said that while the community people have no direct role in operation of the Adat, they indicate their participation by patronizing the shop. Though the farmers  can go to an agent of their choice, a significant number, particularly from the erstwhile ‘project area villages’ choose to sell their goods through Janarth. Such patronage enables Janarth to earn a commission of 3% on their goods; the same as charged by all the agents in Lasur mandi. However, it is now widely recognized that Janarth operates the Adat only with a view to ensure that farmers get a better price for all their commodities, whether they trade through Janarth or otherwise. Farmers look forward to Janarth’s participation in the trade of their lot. On numerous occasions, particularly when the arrivals peak in the mandi, farmers have welcomed Mahajan and his colleague arrival in the yard.  Janarth accessed information related to prices and made it available to the producer
.

Janarth’s presence in the market itself influenced the market prices as it acted as primary discover mechanism. By intervening at the market level, Janarth has exploded many myths about NGOs and their livelihood interventions. For instance:

1. It has consciously chosen to enter the open market operations rather than engage in capacity building

2. It has recognized the fact that becoming a part of the system and understanding its mechanism is an important aspect of intervention

3. Traders are also working for profit maximization, which if employed intelligently could immensely benefit the marginalized section.

As is commonly known, spot margins in any commodity business (that is margins on purchases if the material is sold almost immediately) are razor thin and can at times be negative. A single deal that goes wrong can set the operations back for a whole year. At the same time, if one has the capacity to either add value to the raw commodity or to hold it, margins can improve. Also, ability to add value increases the degrees of freedom with the market player.  Janarth believes that value addition to their crops by dry land farmers is the only way of enhancing their livelihoods. Not only would value-addition reduce the risk of the commodity market but value-added goods fetch higher profits for producers. Thus, Janarth established the Janarth Agro-processing Unit at Wadgaon some six kilometers from Lasur. 

Janarth’s Agro-Processing Unit

The Wadgaon agro-processing unit was established with a loan from Doen, a Dutch donor who operates through MSG in Delhi. The loan of Rs. 84 lakhs was given in two installments, with an interest of 6% and payable in ten installments. (Changes in RBI policy midway led to some anxious moments).  The unit comprises of a dal mill of the capacity 25 MT per day, drying yards and godowns. Later, Janarth also installed a small 5 MT per day capacity unit. More recently, Janarth installed a maize pulverizer as well as small machines for cleaning and polishing whole grains such as sorghum and green moong. 

Quality Variation in Pulses

Grains of pulses like pigeon pea (turi) and chickpea (chana) have a somewhat tough and tight skin. Milling of pulses comprises of essentially removing the skin and causing the pulse grain to split in two equal parts. Wholesome, mature and healthy grain with proper milling gives smooth dal with no scratches on its surface. Such well formed, large and shining dal is called in trade parlance “fatka bold” and is considered the best quality. At the other end of the spectrum are broken pieces of pulse grains, mixed with some skin materials.  This kind of pulse is called in trade parlance “tukdi” or broken. Ill-formed green grain or pieces thereof are called mukni. Several qualities separate tukdi or mukni from fatka bold. The price difference between fatka bold and tukdi or mukni could be as much as 80%. Fatka bold of turi was traded at around Rs. 3000 per quintal in June 2004 while tukdi sold for Rs. 900 and mukni for Rs. 700 per quintal, the intermediate qualities having intermediate prices. The skin, chuni itself comprises of 23% w/w of the pulse and is sold as cattle feed at around Rs. 600 per quintal. It is not possible to reduce the quantity of chuni as it is part of the raw material.  Hence it is in the interest of the farmer to ensure that milling is done to yield as much pulse of higher grades as possible.  

Milling Process

The milling process essentially comprises of repeatedly passing the material through a number of vibrating screens to separate materials of different size. The grain is then passed through rolls for the skin to be rubbed off. This rubbing is aided by application of some oil and water. The first pass removes all the foreign matter (soil and sand, leaves etc.) and the ill formed grains. The second pass is through the first roll. The pass is supposed to rub all the grain and in the process take bits of skin off the grains. Relatively ill formed grain split in this roll. The split grain is separated from the rest. It is processed separately from the grain that remains whole. The latter gives the fatka materials while the split grain can give only medium quality dal. Oil and water is applied to the material that passes through to the second roll. The material after second roll is again applied some water and then sent out to dry in the drying yard. This process of application of water/oil and sun-drying helps remove the skin. The fatka grains automatically split into shining, well-formed dal. The final stage comprises of polishing in which the material is rubbed against leather belts The finished material has a bulk moisture of about 8% while the market accepts materials up to 9-10% moisture without imposing price discounts. Thus moisture level is adjusted; material thoroughly mixed and then bagged in plastic lined gunny sacks.

Janarth has a connected load of 100 HP, which ensures reasonably smooth power supply. The entire unit is in a 2.5 acres plot of land with a high compound wall. The walls are necessary to keep cows and dogs from getting to the material kept out for drying in the yard and the security of the stocks. Janarth has hired fifteen regular workers. In addition contract workers are hired to shift the materials. These are paid on piece rate. A foreman works in each shift supervising the workers. They report to the factory manager and are responsible for the processing as well as commercial operations of the unit. The workers are paid by the ruling industrial wage rate of about Rs. 60 per day. Contributions are made to their provident fund. They get an annual bonus and some other benefits in line with the industry. The contract labor manages to earn about Rs. 5,000 to 6,000 per month and tends to shift to another factory if their pay falls below Rs. 4,000 due to low volume of operations. Most of the workers live in the factory premises, while others commute from the neighboring village.  Manager lives in the factory when the workload is very high. 

Against the rated capacity of 25 TPD, Janarth has a capacity utilization of about 47%. The average capacity utilization in the industry is about 65-70%. Several large pulse mills have really not closed their factory at all for several years, says Mahajan while he runs the factory for not more than 250 days in a year. Of these, he runs the factory for two shifts for about four months. Mahajan says that paucity of working capital for buying and holding materials is the major bottleneck in increasing the length for which the factory is operated. Turi is available at reasonable price only in the season (December-March) while the production of dal goes round the year and hence if he wants the factory to run full year, he must have material to process.  In months away from the season, turi is available but the prices may not be remunerative.  

Essentially Janarth has set it up the processing facility as a supportive activity for lending strength and stability to their mandi operations and not as a commercial venture. The danger of business aspects of the unit themselves becoming dominant is quite high.  Mahajan has to balance the business as well as the social purpose of the intervention. 

Farmers who visit the agro-processing unit are shown the entire plant and all its workings. Mahajan says that Janarth is very keen that the farmers’ add  value to their crops by taking up simple processing themselves individually or in a group. He said that while the investment in a 25 tpd plant is beyond the reach of a small band of farmers, the smaller investment needed for a 5 tpd plant is well within their reach. That is exactly why he set up the small plant to serve as a demonstration to farmers and so that some of them will get into value addition. He has installed the maize pulverizer and the polishing machines for sorghum etc with the same intention
. Time and again Janarth has tried to persuade farmers to undertake simple post harvest steps such as sorting and grading of their materials so that they realize a better price.  

However the participation of the local farmers in Janarth’s both market-based ventures of is minimum. Mahajan argued that jobs such as running an Adat operation or managing a processing plant need specific knowledge and expertise. Unless farmers have such expertise, there is no reason for their participation in management of these activities.   

Impact of the Interventions

The employment effect of the agro-processing plant is limited. Fifteen persons are hired as the operations are largely mechanized. There is also only a limited employment impact of the Adat operations. The ASC employed local youth when the centers started are almost middle aged now. Each shop engages one-person full time and some casual labor for loading, unloading etc. 

The impact of Janarth’s engagement with the market on gender balance is also limited. Janarth recognizes the farm household and takes decisions as required by the household. They have made no stretched or deliberate efforts to involve women in their operations. Janarth has a wing that looks after empowerment of women.   

Janarth has made substantial impact on the net income of the farmers through the Adat operations. The most direct and widespread impact comes through their role as a persistent bull, which was discussed earlier. Their engagement also offers a trusted outlet to the farmers and a large number of farmers have patronized their Adat for that very reason. By acting in the mandi on farmers’ behalf, Janarth automatically influences the behaviour of all the traders not only through a farmer friendly price discovery but also through adherence to norms and behaviors that are favorable to farmers. Janarth is trusted for the weight, quality assessment, payment terms etc. This has influenced the other traders as well and the exploitative behaviour normally alleged on the traders is not to be seen at the Lasur mandi. 

The agro-processing unit contributes to the income impact in two ways. In the first place by opening up more degrees of freedom for the Adat operations, it makes Adat more competitive vis a vis other traders. Secondly, the plant makes surpluses, which go to make Janarth more sustainable in financial terms. 

The best part of the income impact is that it is in a sense free of any need for infusion of fresh funds on the part of the donor community. Undoubtedly the operations have benefited from the grant made by the donors. But now the operations not only pay for themselves, they make a small surplus that feeds back into the kitty of Janarth.

Conclusion and Learnings 

It is clear that agriculture will continue to be the most important source of livelihood for the rural poor. While a chunk of their resources go towards producing purely subsistence crops, they earn cash income by marketing crops grown on the rest of their land/resources. These crops have to be sold through the market system. Common observations as well as studies indicate that markets tend to be hostile to small producers. Yet the importance of the market cannot be denied. It is thus important to enable the producers to trade in the market at terms that are determined by the overall economic conditions without loss of efficiency. Since market players tend to maximize their own gains albeit at the cost of the farmers, becoming a market player for the farmer is a sensible proposition. 

Several agencies have tried to pool farmers’ produce and market it hoping to achieve strength through pooling of the produce. This may not always be the right thing to do. Pooling may simply increase the group risk without compensating benefits. Forming co-operatives of farmers for processing and trading in their goods is another option chosen by some development professionals. This has the likely advantage  of enabling producers’ representatives to take charge of their own business at a suitable date after the business has  established itself. However the success of such cooperatives is mixed. Often cooperatives end up becoming high cost, high overhead structures that become technocratic as well as inflexible in decision making.

Janarth demonstrates that simply participating in the extant market and on the extant terms of the market is of little help, but by taking an explicitly pro-farmer stand can positively impact incomes  in a sustainable manner. To be able to do this though, the development intervener has to achieve a certain skill set
. 

Exhibit 1

Profit and Loss Account for Adat and Commodity Trade Operations of Janarth

(Figures in Rupees)

	SN
	Item
	                       For Financial Year Ended

	
	
	March 31, 2002
	March 31, 2003
	March 31, 2004

	1
	Sales
	12,173,837
	19, 433, 598
	24, 400,210

	2
	Other Income
	264,382
	308,735
	19,779

	3
	Cost of goods sold
	11,304,230
	18,688,223
	23,336,519

	4
	Direct Expenses
	449,045
	403,212
	693,390

	5
	Indirect Expenses
	585,368
	631,031
	311,746

	6
	Depreciation
	16,766
	16,766
	15,288

	7
	Profit trf to Janarth
	82,809
	3101
	63,046


Exhibit 2

Quantities of Pulses Processed and Recoveries of Materials of Different Grades

Purchase Details Regarding Tur

(Quantities in quintals, rate in rupees per quintal)

	SN
	Item
	FY 2004
	FY 2003
	FY 2002

	
	
	Qty
	Av. rate
	Qty
	Av. rate
	Qty
	Av. Rate

	1
	Tur white
	11,964
	1,867
	14,525
	1,619
	9,945
	1,501

	2
	Tur red
	118
	1,751
	79
	1,408
	2,016
	1,465

	3
	Tur dollar
	8
	1,460
	24.8
	1,265
	509
	1,480

	4
	Tur gajjar
	0
	
	0
	
	20
	1,550

	5
	mukni
	761
	580
	202
	542
	827
	496

	
	
	
	
	
	
	
	


Sale Details Indicating Proportion of Various Types of Tur Dal Produced 

	SN
	Item
	FY 2004
	FY 2003
	FY 2002

	
	
	Qty
	Av. rate
	Qty
	Av. rate
	Qty
	Av. Rate

	1
	Tur no 3
	400
	2,046
	367
	1,866
	692
	1,630

	2
	Other
	904
	965
	683
	1,078
	1,514
	871

	3
	Chuni
	3,094
	677
	3,643
	670
	3,518
	589

	4
	Tur dal phatka
	4,201
	2,543
	3,324
	2,429
	3,732
	2,216

	5
	Tur dal savva
	5,046
	2,483
	6,139
	2,282
	3,948
	2,052

	
	total
	13,647
	
	14,157
	
	13,404
	


NB: FY 2004 indicates the period April 1 2003- March 31 2004

Exhibit 3
Profit and Loss Statement for Janarth Agro-Processing Unit

(Amounts in rupees)

	SN
	Item
	FY 2002
	FY 2003
	FY 2004

	1
	Sales
	21,398,675
	25,632,430
	30,234,458

	2
	Other Income
	381,406
	605,959
	351,983

	3
	Cost of goods sold
	18,267,999
	22,913,196
	26,517,266

	4
	Direct expenses
	1,826,286
	1,837,046
	1,786,604

	5
	Indirect expenses
	1,629,729
	1,389,651
	2,020,760

	6
	Write offs
	1,283
	1,283
	1,283

	7
	Depreciation
	855,110
	726,205
	709,498

	8
	P/L after Depreciation

Trf to Janarth
	(800,326)
	(628,993)
	(448970)


Annexure I

Other Activities of Janarth from their Website (www.janarth.org)

Community Based Rehabilitation of the Disabled: 

Work among the disabled that covers close to 100 villages.  The work method follows the CBR principles.  It also includes the identification of the disabled and their medical, social, educational and economic rehabilitation.  Encouraging the disabled to form groups and working through the groups for rehabilitation is the approach.  The aim is to help the disabled get their rightful place in society as full contributing members. The Disabled Persons Act of 1995 forms the basis of our intervention.  

About 14 trained Community Based Rehabilitation Workers (CBRW) from the villages carry out the work. A special six months CBRWs training programme in Marathi is offered so that the village youth can be trained. This training is open to other projects also. There is no minimum educational level stipulated, so that even the most backward areas can be covered. So far six other projects have sent their candidates for training. 

Women's Empowerment Process:

Covering over 30 villages and 40 groups, the aim is to enhance women's participation in community development through greater awareness of their rights, responsibilities and strengths.  The aim is also to build self-confidence and ability to counter problems through group strength. 

Monthly meetings of representatives of all groups are organised. In these two-day meetings, new information is imparted, sharing of experiences takes place and the programme for the coming months is decided. Every group implements the programme in their own villages. Problems are discussed and an action plan is made. These deal with both individual and collective problems of the village. 

Active women from the same groups are given additional training to act as facilitators. This sustains knowledge in the villages. 

Sakhar Shala Project (Education to children of migrant workers at sugar factories): 

A project addressing the issue of the right to education of migrant children in collaboration with the Sugar Commission, the sugar factories and government are reaching formal education to children of parents who are forced to migrate to sugar factories in search of a livelihood. Started in 2001-02 with two factories in Ahmednagar district seven factories were covered in 2002-03, and reach approximately 3200 primary school children. 

Thousands of families in the State migrate from their villages to sugar factories in search of livelihood during lean agricultural months. This migration extends anywhere between four to six months from October to April. Travelling along with them are their children who necessarily have to absent themselves from school for the whole period of their parents' migration. Many times the school going older children (middle and high school) stay back in their villages. The younger children have no option but to come with their parents. It is these children that are reached through the Sakhar Shala These schools maintain continuity in their education. The children, carrying certificates of attendance and progress from these schools can be admitted to the next standard in their village schools. This became a reality in the June of 2002 when over 40 villages confirmed the admission to the next class for more than 300 students.

Urban Slum Development Programmes: 

This covers seven slums at present, the approach is forming groups who then with training and exposure, work towards finding solutions to their problems. 

Annexure II

When asked about what would a NGO wishing to adopt the Adat route to market engagement need to do Praveen Mahajan suggested that the following steps are involved:

· The NGO must study the mandi in which it wishes to become a player. Each mandi has its own set of norms and conventions. These are not known easily to outsiders and are not documented. They have to be learnt. These may pertain to the fine details of the business (weightage of the lot, when is the producer to be paid, deductions to be made, the kind of auction system in vogue, norms for settlement of transactions between traders and so on). 

· The NGO must obtain the necessary licenses. These are needed from three or four departments and are handled in a Single Window System.

· Slowly and patiently the NGO must develop a network of contacts with agents and dealers in the relevant commodities in all the relevant mandis with which trade is essential. The participation in auctions without such contacts spells disaster. 

· The NGO must develop an expertise in judging the ‘right’ price of the commodity based on integration of all the information about the quality of the commodity as well as the macro factors. Decisions have to be made in a flash. Hence this ability is very critical. They must also evolve a system of allowing the operators’ decisions without undue procedural encumbrances. 

· The concerned person must develop an intimate understanding of how the trading community behaves. It is immature to antagonize the whole trading community. It is better to recognize that they are economic actors with legitimate economic goals. Their behaviour is shaped by the system. Treating them as villains is of no avail. On the other hand patient and understanding work with and through them can enable the organization to achieve some of the goals of benefiting the farmers. 

· The NGO will need a starting capital of around Rs. 2 million. This is the working capital that helps it to buy and sell goods without getting into a liquidity problem. Finally, the NGO has to be clear that operations in the market carry a degree of risk that cannot be eliminated. Hence it must be prepared to support losses that are bound to crop up once in a while. 

�Case study prepared jointly by Rekha Mehra, Dr. Sanjiv Phansalkar and Mihir Sahana as a part of the LLG activities of ISLP, BASIX, Hyderabad. Financial support by the Ford Foundation is gratefully acknowledged. This Case study is prepared to serve as a basis of discussion on diverse issues and dimensions connected with the task of using market access for promoting livelihoods.  





� Annexure I provides a brief description of other activities of Janarth.


� Exhibit 1 gives the profit and loss statement for the Adat as well as trading operations.


� Exhibit 2 gives the details of the materials processed and recovery of various grades of output for the last few years. Exhibit 3 shows the profit and loss statement of the agro-processing unit). 





� For details on skill set required and procedures to be followed in the Adat please see Annexure II.





Copyright ( Indian School of Livelihood Promotion, BASIX, Hyderabad
PAGE  
11
janarth_v3

