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8 SELECTED SUCCESS STORIES 

8.1
Enrivonmental and educational project for conservation of young fish inhabitanting temporarely separated water reservoirs in the delta of the Volga River

Summary

In the flood fall period, many thousands of young fish species such as sazan (carp), bream, vobla, etc are blocked in the temporary separated water reservoirs of the delta of the Volga River. This natural factor entails expenses and involvement of human resources to save the young fish. In order to carry out this task the local communities are engaged, including schoolchildren from rural schools, located in the delta of the Volga River. 

Thanks to the consolidated efforts of the rural administrations and tourist firms, the local population on the one hand receives additional environmental knowledge and skills, the local residents become better informed on a need to carry out measures to conserve the aquatic community in the delta of the Volga River. These efforts make a real contribution to the increased environmental awareness of the population. On the other hand, the rural residents are provided access to additional income-generating opportunities. 

Description of activities 

Annually, during the spring time the water level in the delta of the Volga River increases so much, that small rivers and water channels flow together and constitute a common water space. The flood flow usually occurs in the second ten-day period of May, and then the water starts to decrease, but remains in lowlands thus forming numerous temporarily separated water reservoirs. Such reservoirs accumulate many thousands of fry of such fish species as sazan, bream, vobla, etc. The federal state agency “Sevcasprybvod” carries out activities from June 15 to August 15 to save the young fish inhabiting such water reservoirs.  

This period is characterized by high air temperature that leads to intensive water evaporation, rapid decline of the water level in the reservoirs, higher water temperature and can cause the fry death. In this context it becomes imperative to involve additional labour and financial resources.   

Those tourist firms, which specialize in providing services to tourists – fishermen, join the young fish live-saving campaign. The tourists firms create seasonal jobs and attract residents of the neighboring villages: teachers, schoolchildren and their parents.  

Agreements on co-operation are entered into with the rural administrations and rural school administrations 8 – 9 months in advance of the start of activities; these agreements envisage delivery of training and establishment of “Blue Patrol” teams. Environmental booklets are disseminated at school meetings. Terms and conditions for competitive selection of participants to be included in the “Blue Patrol” teams are announced; training workshop is conducted. 

The training workshop program includes theoretical and practical lessons covering the following topics: 

· critical importance of the “Blue Patrol” efforts for fish resources and biodiversity conservation in the Volga-Caspian Region;

· specifics of formation of the temporary separated water reservoirs, the seasonal factor;

· relief’s features; 

· plant community of the water reservoirs; 

· fish fauna of the water reservoirs;

· young fish live-saving techniques, which depend on remoteness from the main river-bed:

· implements and equipment;

· safety measures (in the course of implementation of rescue activities and transportation of participants);

· possible injuries, composition of first-aid set;

· the medical care.  

The specialists of the local fish inspection service, rural teachers of biology, ecology and safe livelihood are engaged as trainers. The training fees represent an additional income source for the rural residents.  

The “Blue Patrol” teams are composed of the workshop participants, who have successfully acquired the necessary knowledge in ecology and the first-aid and safety measures.

The rural teachers are appointed as the team leaders. They are responsible for: 

· team management;

· control over the safety measures application when the participants are transported and when the assignment is implemented;

· overall supervision of the activities;

· maintenance of statistical records of the saved young fish;

· preparation of a final report;

· submission of information to the authorities concerning recognition of the best participants. 

In order to carry out the young fish live-saving activities the following equipments are needed – spades, buckets, scythes, landing nets and dragnets. The scythes are used to cut grass in those places, where the young fish are anticipated to move. The dragnets are produced themselves from ordinary nets the overall net size: 2m x 3 m; cell size – 20 mm x 20 mm. 

In order to prevent the participants from insects, cuts, and sunburns a special uniform is purchased (gloves, T-shirts, caps and waterproof boots); the participants permanently on a free basis can use these goods.  

According to the agreement with the federal state agency “Sevcasprybvod” each tourist firm is appointed as responsible for certain water reservoirs, where the relevant activities should be carried out. 

The tourist firms’ responsibilities include provision of water transportation facilities and experienced staff to deliver the participants to the water reservoirs. A number of motorboats depend on a number of participants. The boats are specially equipped for transportation of passengers. The firms have been licensed to provide water transportation services; they should also purchase adequate quantities of fuel and lubricants. When the activities are planned a depth, size and remoteness of a particular water reservoir from a rural settlement are taken into account.    

In order to attract attention to the problem of fish resources conservation the campaign is covered in the press. After the campaign’s completion an information workshop is carried out with participation of regional representatives. These outreach efforts contribute to the information dissemination among the local population and to the fund-raising aimed to support similar fish live-saving activities in the future seasons.  

Thanks to the consolidated efforts of the rural administrations and tourist firms, on the one hand, the local population receives additional environmental knowledge and skills, the local residents become better informed on a need to carry out measures to conserve the aquatic community in the delta of the Volga River. These efforts make a real contribution to the increased environmental awareness of the population. On the other hand, the rural residents are provided access to additional income-generating opportunities. 

Economic considerations

This project is a non-commercial one. A draft budget for 20 beneficiaries is provided below. The estimated project period is 11 months.  

1. Labour costs: total– Euro 1245 

· Team Manager – the remuneration covers the following assignments: to conduct a competitive selection and to form groups in March; to supervise the team field activities in June and in July

Euro 50 * 2.5 months * 1 person = Euro 125 

· Trainers  will delivery of the workshops (hour-based fees):  10 hours * 1 group * Euro 2  = Euro 20

· Hunters (the national park staff) – are initially investigate of the respective fishponds, to prepare of the drag-nets and direct involvement in the young fish saving activities. Euro 50 * 2 months* 2 persons = Euro 200

· Trainees – implement young fish saving activities in the period from June 15 to August 1: Euro 40 * 1.5 months* 15 persons = Euro 900

2. Taxes on wages, total– Euro 170.56 

3. Supplies – total– Euro 686.6.

· Implements:  spades: 8 units per team * Euro 5 = Euro 40; drag-nets: 8 units per team * Euro 6 = Euro 48; scythes – 8 units per team * Euro 14.5 = Euro 116; buckets: 15 units * Euro 2 = Euro 30; landing nets for each participant - 15 units * Euro 5 = Euro 45; the first-aid sets – 4 units per team * Euro 3 = Euro 12.

· Uniform should be purchased for all schoolchildren and the team manager in order to avoid risks of sunburns, cuts and insect stings. The uniform is provided free and irretrievably, and represents a supplementary benefit for schoolchildren or teacher’s family: special shorts - 16 units * Euro 4.2 = Euro 67.2; caps - 16 units * Euro 4.6 = Euro 73.6; water boots -16 pairs * Euro 12 = Euro 192; gloves - 6 pairs * Euro 0.8 = Euro 12.8.

· Stationery – Euro 50 

4. Transportation costs- total  – Euro 800 

Motor boat rent, including fuel and lubricants 

2 boats * Euro 20 * 20 days = Euro 800

5. Rent of facilities– total - Euro 80

The rented facilities are co-ordination center office, classrooms in rural schools to deliver the training workshop, an auditorium to deliver the information workshop. 

6. Outreach costs: total – Euro 635.

These include booklet publication costs – 3000 copies; articles in newspapers – overall space – 1000 sq. cm, 2 TV program and 4 radio programs.  

	Total: Euro 3617,165 
	

	Including: wages and fees: 
	Euro 1245,00 (the residents’ income)

	Taxes:
	Euro 170.57

	Other costs:
	Euro 2201.60


Common pitfalls 

As the activities are to be carried out by schoolchildren, when temperature in the daytime can be up to 40 degrees, the working time should be limited to 4 hours. It is safer to carry out the activities before 12 a.m. or after 16 p.m. 

As for young fish rescue activity is important to consider climatic specifics of this period. The intensive water warming up and evaporation in a temporarily separated water reservoir leads to fry death. Therefore the activities should be started in shallow water reservoirs.

To avoid small-scale fry losses the dragnets of appropriate size of cells (not more than 2 cm x 2 cm) should be used. 

Sources of information

Printing materials of the federal state agency “Sevcasprybvod”, experience of the “Blue Patrol” teams. 

8.2
Small-scale fish farming   

Summary

The private fish farming is a new area of freshwater inland aquaculture with poorly established infrastructure. It is usual to adapt natural water reservoirs for aquaculture purposes and to use low-cost and low-input fish farming practices. Normally it takes over 5 years to construct aquaculture facilities and to achieve anticipated fish farm productivity. In general, the fish farming profitability is low. 

It is recommended to rely on the following management practices: 

· To use extensive pond fish farming practices and to increase eventually the fish production to achieve 0.35 t/ha and ultimately – 0.5 t/ha;

· To use non-traditional feeds to improve the performance of the fish raising operations (food waste, grain waste and aquatic plants);

· To improve a structure of aquaculture facilities in order to achieve self-sufficiency in fish eggs and fingerlings.     

Description of activities

The success of a fish-farming venture depends on existing aquaculture approaches and advanced (low-cost, input-saving and viable) fish farming practices on effective fish disease prevention and treatment methods as well. 

The integrated aquaculture has a strong environment impact:  

· fish stocking ponds increase air moisture, improve microclimate and contribute to higher yields of agricultural crops;

· fish farming in artificial and natural freshwater ponds improves the environment due to a control of nature conditions;  

· fish stocking ponds are used for irrigation and for agricultural water supply, as drinking water sources for agricultural animals, for leisure purposes, etc. 

As opposed to the arable farming the aquaculture, in particular, the pond fish farming does not require expensive annual soil tillage before the growing season. 

· Though the construction of artificial ponds requires substantial costs, the ponds do not need summer treatment, that is necessary for fields;

· The intensive concentrate feeds-based fish farming practices allow to use fish excrement to fertilize a fish pond; 

· A fishpond can be operational during the whole year and can produce good products for people without additional energy costs. Thanks to these special characteristics the fish can be kept alive and without loosing its taste qualities in cold water, therefore cost of freezing, preserving etc. can be avoided; also fish can be sold at a higher price in the winter time. 

Both standing, weakly flowing surface water resources and lake-type ponds are used for the fresh water aquaculture.

In order to maximize the use of natural feeds in fish ponds selected species of fish are stocked and quite often reared jointly (a polyculture). Usually in polyculture more than two fish species are grown, which differ in terms of fish feeding patterns, under the maximum stocking density.

The polyculture enables the integrated management of fishponds and the use of zero-waste and input-saving fish farming practices. 

Phytophages and detritophages play an important role in the polyculture.  

Phytophages (white amur-fish, silver carp, etc) improve the fish farm performance through cutting a trophic chain and, therefore by reducing energy losses; they are also biological ameliorators, since they eat macrophytes (white amur-fish) or phytoplankton (silver carp).   

Detritophages (carp, crucian, etc) are the most rapidly growing species that produce high fish yields. The detritophages include many crustaceous species. 

This is the case of individual farm “Start” can be the successful story of efficient fish farming. 

The operation is based on the integrated farm management.

The farm has got cattle and sheep herd. Alfalfa, cereals and potatoes are also grown. 

The cattle graze on pastures and produces an extremely valuable organic waste input – animal manure that is used to improve the fish ponds productivity.

The pond is used to irrigate agricultural lands and to supply water for agricultural production, it also source of drinking water for agricultural animals, used for recreational activities of the family and friends fishing as a hobby may be also developed. 

The family consumes the potatoes, while the surplus potatoes are sold; the money is invested into the farm expansion.

The agricultural products output of the cattle and sheep breeding includes meat, wool and milk, as well as 800 tons of manure for the fish farming. The on-farm produced barley (30-50 tons) is used from the 1st of July to feed fish in the pond thus reducing the production costs.   

The farmer purchases fingerlings for stocking in his fish pond: 700 units/ha of carps, 100 units/ha of white amur-fish and 200 units/ha of variegated silver carp and 1000 units/ha of white silver carp. The fish survival rate is 60-70%.

The fish farm output (the size of the fishpond is 58 ha) is 49.5 tons of fish, that is the fish productivity is 0.8 t/ha.

Economic considerations

The individual farm has 200 heads of cattle, 1000 sheep and 4 700 ha of pastures. It produces 600 tons of alfalfa. The cereals (barley) occupy 50 ha. In addition the land area of 45-70 ha is used for potatoes; yields of potatoes under the Dutch technology reach 30 t/ha, and the yields under local technology - 15 t/ha.   

The fish sales revenues totaled Euro 31520, including:

· white silver carp: productivity - 0.35 t/ha; total output – 24 tons, price – Euro 0.44 per kg, the total revenue is Euro 10560.  

· white amur-fish: productivity - 0.057 t/ha; total output – 4 tons, price – Euro 0.9 per kg, the total revenue is Euro 3600.  

· variegated silver carp: productivity - 0.1 t/ha; total output – 7 tons, price – Euro 0.44 per kg, the total revenue is Euro 3080.  

· carp: productivity - 0.2 t/ha; total output – 14 tons, price – Euro 1.02 per kg, the total revenue is Euro 14280.  

The costs incurred by the private farmer are listed below:

· the purchased fingerlings: the stocking density per 1 ha is 2 thousand units at a price of Euro 1 per kg; - 41 Euro/ha; the total costs = Euro 2390;

· animal manure: 1000 tons * Euro 0.9 = Euro 900. 

· barley: 35 tons * Euro 0.03 = Euro 1050;  .

· alfalfa: 60 tons * Euro 0.06 = Euro 3600.

· mineral fertilizers:  10 tons for the total amount of Euro 1176. 

· Subtotal costs: Euro 9116.

· wages: Euro 13235.

· water use fees – Euro 776.

Total individual farm costs = Euro 23127. The individual farm profit = Euro 8393.

Currently the farm business management is based on 2-year cycle, but the private farmer is planning to move to one-year cycle and to produce over 0.5 -0.6 t/ha and up to 1 t/ha.

The farmer purchases now fingerlings and yearlings, while he is planning to grow fry himself that is substantially cheaper.  

Common pitfalls
The most common pitfalls of the fish rearing operations are listed below:

· lack or inadequate protection of fish ponds;

· utilization of ponds that can not be fully discharged that entails fish production underperformance and losses of expensive stocking material, interruption of the fish rearing cycle and increase of its duration; 

· inadequate fish pond melioration that causes decay of organic matters accumulated during the feeding period;

· neglect of fish disease prevention measures;

· purchase of poor-quality, but less expensive fingerlings for stocking purposes;

· inappropriate matching of fish species ratio in the polyculture. 

Sources of information 

Those rural residents, who are interested in fish farming as an income-generating source, can benefit from advisory services offered by specialists of regional fisheries agencies (Department of Fisheries of the Oblast Administration; Department of Agriculture; Federal State Unitary Enterprise “Caspian Fish Farming Research Institute”, “Astrakhanrybkhoz” Association; Fish Farming Scientific and Production Association; All-Russia Fish Production Research Institute, Rybnoe, Moscow Oblast, “Rosrybkhoz” Association, Moscow). They could also contract experienced private farmers and get access to relevant publications and farm fishing handbooks:

· Dorokhov S.M., Pakhomov S.P., Polyakov G.D. Fish rearing in ponds: Manual for rural colleges and on-the job training. M., Vysshaya Shkola, 1981, 240 p.  

· Karpanin D.P., Ivanov A.P. Fish Farming: Manual for technical schools; Published by “Pischevaya Promyshlennost”. M, 1967, 370 p. 

· Fish Farmer Handbook (edited by Sukhoverkhov F.M.) M., Publishing House of Agricultural Literature, 1960, 350 p. 

8.3
Ecotourism development. Ecological tourism in the delta of the Volga River – experience of Astrakhan State Biosphere National Park 

Summary

Unique natural ecosystems of the Volga River is delta and centuries-old history attracts over 200 000 tourists annually to Astrakhan Oblast from various cities of Russia and foreign countries. However virtually all local tourist firms offer their clients only traditional types of recreation services – fishing and hunting. These create additional pressure on the biotic communities in the region.  

The ecotourism development contributes to the sustainable development of the regional economy and is based on underlying principles of environmentally friendly use of natural resources, on environmental responsibility of the tourist business and makes a real contribution to the increased environmental awareness of the local communities. 

The main tourist product of Astrakhan National Park is the explorative tour “Cruise in the delta of the Volga River” that includes various boat excursions along the national park river channels. In order to promote ecotourism the national park has built or refurbished mini hotels, purchased boats, designed explorative cruises and trained tour guides. The national park provides services to nearly 1 500 tourists every year.  

Description of activities

The delta of the Volga River is the unique part of nature. Flat islands with shallow inland lakes, sandbanks covered with reed, gallery-type forests of white willow on the banks of numerous river channels, magnificent lotos – these picturesque landscapes are attractive not only because of their beauty, but also because of their diverse native fauna, where birds are of the greatest interest. Waterfowls that build their nests on trees or in the reed dominate the local ornithofauna. The goose-type fowl population is the largest. Annually one can meet nesting swans, grey geese, wild ducks, pochards, etc. Numerous white terns and river terns build their nests there, and in the springtime the black and white-wing terns can be met as well after the nesting period.      

The tourist boom in Astrakhan Oblast started in the mid-90s. After loosing their traditional recreation sites in the Crimea and in the Caucasus the tourists started to explore Volga Akhtubinsk flood-lands and the delta of the Volga River. As a result numerous tourists firms and private entrepreneurs appeared in the oblast. However, actually all of them offer only traditional recreational services to their clients - fishing and hunting, thus increasing the pressure on the local ecosystems. At the same time the ecological tourism is one of the most preferable and sustainable types of tourism in the world; this is a specific sector of the tourist industry that encourages communication with nature, exploration of its wildlife and landscapes as well as active recreation in the natural environment. The ecotourism development contributes to the sustainable development of the regional economy and is based on underlying principles of environmentally-friendly use of natural resources, on environmental responsibility of the tourist business and makes a real contribution to the increased environmental awareness of the local communities

This tourist sector has been successfully promoted by Astrakhan State Biosphere National Park; it initiated ecotourism development in the region over ten years ago. Key types of ecological excursions include: ornithological cruises (wild birds viewing: April – the first part of May, September – October) and botanic cruises (lotos blossoming: the second part of July – the first part of September). The main tourist product of Astrakhan National Park is the explorative tour “Cruise in the delta of the Volga River”. The tour conditions are acceptable for people of any age, no special training is needed, while the successful trip is ensured by the national park’ researchers, who have been specially trained to act as tour guides. 

 Model itinerary of explorative tour 

Day 1. Arrival in Astrakhan. Transfer by a river boat or by a bus (70 km) to a lodge facility – one of cordons in the protected area of Damtchinsk and Obzhorov parts of the national park. The road passes along grasslands and forests. 

Day 2. Boat cruise along river channels of the national park. Native landscape and wildlife viewing: forest, reed, grassland ecosystems and their inhabitants (grey woodpecker, etc)

Day 3. Boat cruise to a coastal area and exploration of the extremely dynamic coastal area of the delta, that is specific only for the delta landscapes. Watching bird population in islands located in mouth of the river channels (swans, grey geese, ducks, sea gulls, turns and sandpipers). Lotos viewing (in July – September).  

Day 4. Excursion in the coastal waters to remote islands covered with reed. Watching of waterfowls inhabiting reed; aquatic flora and fauna viewing.   

Day 5. Boat cruise along the national park. Watching of nesting settlements of cormorants and herons. Waking trip (in the second half of the day) to view waterfowls and other bird species.   

Day 6. Return to Astrakhan by bus. Excursion around the city, sightseeing. Departure from Astrakhan (groups from other cities).   

It is advisable to elaborate Technological Maps for each tour route. A component of such technological map is presented below. 

TOUR TECHNOLOGICAL MAP (route № …)

Topic of the tour: “Nature and History of Astrakhan Natural Park” 

Duration (hours): 3 hours 

Distance (km): 15 km  

Designed by: personnel of Astrakhan Biosphere National Park 

The tour itinerary: introductory excursion (the 3rd day of the tour), general overview of the nature and history of Astrakhan National Park: visit to the Nature Museum, boat explorative cruise (viewing of main elements of the national park landscape and typical inhabitants of various ecosystems).  

Tour itinerary:

	Parts (stages) of traveling along a route from the initial meeting point of excursionists to the last point of a specific route
	Stopping places and viewing objects


	Sightseeing duration 
	Core information


	Instructions on appropriate safety measures 


	Methodological guidance



	1. …
	
	
	
	
	

	2. …
	
	
	
	
	

	3. Boat cruise along the river channels of the national part 

	
	2 hours
	Viewing native landscapes and wildlife of the national park:  forest, reed, grassland ecosystems and their inhabitants (grey woodpecker, etc)
	Water transportation instructions, distribution of life vests  

Speed should not exceed 10 km/hour; lower speed and stops near natural objects; making pictures and videos
	Presentation of summarized information on the national park flora and fauna, demonstration of the most interesting objects in the natural environment, demonstration of various biotic communities, etc. 



	4. etc.
	
	
	
	
	


To transport participants of the river cruises boats of “fishermen” types (4-5 passengers) with “Veterok -8” engine or “Crimea” (4 passengers) with “Suzuki – 30” engine are used. Not more than 2 excursions with strictly defined routes are arranged every day.  The trip along the same route is made with less frequency than 1 time in 7 days.   

Accommodation conditions: Lodging facilities in Damtchinsk cordon:  rooms for 4-8 persons in local hotels. 

Special conditions: 

The groups should not exceed 8 people. All tourists must follow the special rules for the national park visitors. In addition to personal things and hygienic items the tourists need to have waterproof footwear, clothes, binocular, repellents (mosquitoes are the most active in the period from June 10 to July 20).  

The flow of tourists into the protected area of the national park (the number of visits per time period) is determined by the maximum admitted pressure in a season and for a specific route. When a demand surpasses these limits an alternative tourist product may be offered. A visit to the Nature Museum is arranged for those groups, which reside in Damtchinsk part of the national park. The museum offers various excursions: a general overview (4 museum halls) and thematic excursions (excursion in 1-2 halls focusing on a specific topic).

The promotion of the museum excursions will enable to expand the range of services for ecological tourists, on the one hand, and will dramatically decrease a need to arrange direct visits to view the natural areas, on the other hand.  

Economic considerations 

An estimated budget for 90 groups (1200 people), per year is presented below. 

 Including:

40 excursion groups up to 20 people = 800 people = 800 man/days

30 excursion groups 10 people = 300 people = 300 man/days

20 tourist groups x 5 days x 6 people = 100 people = 600 man/days

	Budget items 
	Amount, $

	1. COSTS 
	

	1.1. Initial overhead costs:
	3 500

	Costs associated with provision of tourist services (payment of statutory fees; costs associated with obtaining tourist business licenses and certificates, sanitary service and fire control inspections permits)
	1 000

	Elaboration of 5 tourist routes (field explorations, preparation of technological maps and route descriptions)
	2 500

	1.2. Annual infrastructure maintenance and operating costs 
	5 300

	Hotel refurbishment, fixed assets amortization costs
	2000

	Business promotion and publication (booklets, leaflets, tourist maps)
	500

	Communication costs 
	500

	Tourist accommodation costs (heating, electricity, gas delivery) 
	2 000

	Annual fees: compliance with certification requirements, sanitary service and fire control inspections, etc. 
	300

	Acquisition of tourist insurance policies 
	100

	1.3. Direct costs, associated with tourist business
	19 000

	Transfers – transportation costs for delivery of 100 groups to the excursion place (70-80 km far from the city):  

20 tours (up to 6 people) $20 x 20 trips x 2

70 excursions (up to 20 people) $40 x 70 trips
	3 600, including:

800

2 800

	Rent of water transport (boats) to serve visitors of water cruises (rental fee is $10 per hour; 1 boat transports 5 people):

70 excursions with one-hour trip - (1100 people : 5) = 220 boats x 1 hour x $10

20 tours with 2 trips  (600 man/days : 5) = 120 boats x 3 hours x 2 days x $10
	9 400, including

2 200

7 200

	Purchase of food products and preparation of 3-time meals: $10 x 100 people x 6 days (for 20 tours) 
	6 000

	3. Other costs 
	8 632

	Tourist business personnel fees and benefits (managers, tour guides, interpreters, cook, waiters, housemaids, drivers, etc) during a season (6 months)  
	1 000

	Taxes: VAT (18% of the total revenues)  


	7 632

	Total costs:
	36 432

	2. Revenues:
	

	Tourist service fees (transfer, excursion services, visit to the museum, accommodation, meals), including:  

20 tours (a full package of services); 6 people; 5 days; $60

30 excursions (without meals and accommodation costs); up to 10 people (average price per group is $80)

40 excursions (without meals and accommodation costs); up to 20 people (average price per group is $100)

Notes:

- it is not feasible to forecast the ratio of number of tours and excursions, while 5-day tours are the main source of revenues; therefore, a substantial reduction in revenues should be anticipated when the demand for tours decreases; 

- a tour duration may be reduced (3 days), in that case all cost items in point 1.2 should be reassessed;  

- a group may reject to pay for transfer services and use own transportation (a car or a van), in that case the respective costs and revenues for that group should be deducted from the budget (see point 1.2); 

- other changes in range of services offered for each specific group are also possible.


	42 400

-------------

36 000

2 400

4 000

	Total revenues:
	42 400

	3. Gross profit (points 2-1)
	5968

	4. Profit tax (24%)
	1432

	5. Net profit (point 3 - point 4)
	4535


Comments to the budget: 

In 2002 Astrakhan National Park obtained a tour operator license for the next period and received all necessary conformance certificates.  

A package of tourist service documentation is formed for each group. The package includes an excursion (tourist) service agreement and annexes, which form an integral part of such agreement: a special order for excursion (tourist) group tour, an order form and behavior rules for the national park visitors. All visitors are instructed and this is recorded in the respective book. Maintenance of such documentation enables to monitor the number of visitors and to have a better understanding of the economic aspects. As it is evident from the table, the fees charged from the excursion groups of schoolchildren and students (our key clientele) hardly cover the actual servicing costs, and the major revenues are generated by the sales of commercial tours. The tours are arranged mainly for rich lovers of nature – ornithologists from Germany, Netherlands and various cities of Russia. But the national park annually serves less than 30 of such groups, since the servicing of the VIP-tourists requires a lot of human resources – each group (in addition to the support staff) is served by 2-3 state inspectors and a researcher - ornithologist.     

Common pitfalls

It is essential to engage the local communities in provision of ecological tourist services so that such services meet not only the needs of direct customers (tourists) and the service suppliers (tour agencies and tour operators). 

There are certain difficulties associated with engagement of the local population in servicing the tourist routes, since this type of activity requires not only transportation management skills and knowledge of routes, but a certain level of culture, both social and environmental. In this context it is advisable to take into consideration these factors in selecting seasonal workers and to deliver tailored training for them. 

Sources of information 

Astrakhan State Biosphere Natural Park 

414021 Astrakhan City, River Tzarev Embankment, 119,

tel/fax (8512) 30-1764 (44)  abnr@astranet.ru 

Russian Ecotourism Association 

http://www.ecotourismrussia.ru/project/index.shtml 

“Dersy Uzala” Ecotourism Development Foundation Moscow, Khamovnitchesky Val 6, Tel Тел.(095)518-59-68 e-mail: dersu@ecotours.ru, elenik@deol.ru 

http://www.ecotours.ru/russian/ 

Ecological Travel Center http://www.ecotravel.ru/ 

“National Parks” Environmental and Information Center

Ecological education center “Zapovedniki”

8.4
Livestock production on private household farms 

Summary

A significant part of rural communities in the CIS countries traditionally keep cattle on their household farms. Usually, the young cattle fattening efficiency on private household farms is low. As practical experience shows, even minor alterations in beef cattle management practices and additional investment enable to improve dramatically the beef enterprise performance. 

Given below success story describes, how a balanced feeding of beef calves has enabled to achieve average daily weight gains of 700 – 800 grams under the existing conditions with labor input of 1.5 – 2.0 hours per day. 

Description of activities 

The devastating agricultural crisis had caused unemployment for many thousands of rural residents. The Vasiliev family also had suffered. The wife lost her job when she was 42, and private household farming became her main occupation. 

The family lives in a cottage house in a village with a land plot of 0.04 ha used to grow vegetables. In addition, there is field land plot of 0.35 ha, that is used under potatoes. The household farm has got 2 beef calves and 20 hens. The farm produces 3.5 – 4.0 tons of potatoes, collects and process up to 500 kg of wild berries; the family is self-sufficient in vegetables. 
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The private household farm income is composed of the husband’ wages (he is an electrician employed by a local utilities agency; and his monthly wages – Euro 143), revenues from sales of potatoes, berries and beef meat.  

The available cash income allowed to meet only the subsistence needs of the family and prevented an expansion of the private household farm output. After the family discussed the issue it was decided to contact the local Foundation for Agricultural Development Support to receive an advice in order to identify the feasible alternatives of their private household farm development and to obtain a loan. 

Given the current profitability estimates of various enterprises on private household farms in the local area (figure 8.2.1) the advisers have proposed the Vasiliev family farm to focus on beef production. 
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Figure 8.2.2 Food allowance’s composition in Vasiliev household farm

In order to improve the feed conversion efficiency it has been recommended to purchase young beef cattle (live weight of 100 kg each) and to sell them for beef meat after intensive fattening during 12 months. The intensive fattening of young beef cattle on a private household farm results in the average daily weight gains of 650 – 700 grams when the calves are up to 10 months, and 700 – 800 grams when the calves reach 11 – 18 months.   
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In order to calculate the balanced feeding ration the monthly requirements (in feeding units) have been assessed taking into account the age of beef cattle and the number of animals to be fattened. Given the existing private household farm limitations the following feeding ration has been formulated (figure 8.2.2.) 

In addition, the feeds requirements have been estimated in physical terms using the nutritional value of various feeds (figure 8.2.3). The Vasiliev family got a loan in the amount of Euro 570 in October 2002, the loan proceeds were used to purchase 3 beef calves for fattening (5-6 month old, live weight – around 100 kg). Since the household farm already had two calves, in order to maintain the herd number after their slaughter two more calves were purchased in April next year. 

Also 2700 kg of combined fodder were purchased for the total amount of Euro 310. In addition, the family produced the necessary quantity of hay (6.3 tons). In the winter period the cattle was fed with own potatoes (2.5 tons).

In January and in February 2003 two calves were slaughtered, and the beef sale revenues comprised Euro 500. The other three calves were slaughtered in August and in September 2003; the farm raised beef succeeded to command a price of Euro 2 per 1 kg in the local market and in the public catering system for the total amount of Euro 900.

The Vasiliev family spent on average 1.5 – 2.0 hours a day to keep the beef cattle and up to 10 hours a day during the period of fodder (hay) harvesting– within 5-7 days.  

Economic considerations

The Vasiliev family income during the project implementation period reached Euro 710, including the beef cattle production project contribution – Euro 525 (or Euro 43.8 per month). This amount comprises three quarters of the total family income. The profitability (without consideration of the family labor costs) reached 130%.

The Vasiliev household farm cash flow statement evidences that the available resources allow complying with the loan repayment schedule without deteriorating the family financial position during the project implementation period. 

	
	
	Cash flow statement: Vasiliev household farm, Euro  
	

	 
	2002
	2003
	Total

	Months
	10
	11
	12
	1
	2
	3
	4
	5
	6
	7
	8
	9
	 

	Cash inflows 
	 
	 

	Wages 
	143
	143
	143
	143
	143
	143
	143
	143
	143
	143
	143
	143
	1716

	Beef sales: quantities, kg 
	 
	 
	 
	128
	162
	 
	 
	 
	 
	 
	128
	323
	 

	                             price, RUR/kg 
	 
	 
	 
	1,7
	1,7
	 
	 
	 
	 
	 
	2
	2
	 

	                             amount
	 
	 
	 
	217,6
	275,4
	 
	 
	 
	 
	 
	256
	646
	1395

	Sales of fruit and berries 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	85,7
	128,5
	214,2

	Loan 
	570
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	570

	Interest rate subsidies 
	 
	 
	 
	7,1
	 
	 
	7,1
	 
	 
	7,1
	 
	7,1
	28,4

	Total cash inflows
	713
	143
	143
	367,7
	418,4
	143
	150,1
	143
	143
	150,1
	484,7
	924,6
	3923,6

	Family consumption of own farm products
	 
	 
	 
	33
	41,6
	 
	 
	 
	 
	 
	95,65
	97
	267,25

	Cash outflows 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Family living expenses 
	143
	143
	143
	110
	101
	143
	143
	143
	143
	143
	47,2
	45,8
	1448

	Purchased beef calves: number of heads 
	3
	 
	 
	 
	 
	 
	2
	 
	 
	 
	 
	 
	 

	                        live weight, kg 
	300
	 
	 
	 
	 
	 
	200
	 
	 
	 
	 
	 
	500

	                       price: RUR/kg 
	0,85
	 
	 
	 
	 
	 
	0,85
	 
	 
	 
	 
	 
	 

	                        amount 
	255
	 
	 
	 
	 
	 
	170
	 
	 
	 
	 
	 
	425

	Purchased combined fodder: 
	2000
	 
	 
	 
	 
	700
	 
	 
	 
	 
	 
	 
	 

	                       price: RUR/kg 
	0,12
	 
	 
	 
	 
	0,1
	 
	 
	 
	 
	 
	 
	 

	                        amount 
	240
	 
	 
	 
	 
	70
	 
	 
	 
	 
	 
	 
	310

	Hay production costs 
	 
	 
	 
	 
	 
	 
	 
	 
	36
	72
	 
	 
	108

	Potato production costs 
	 
	 
	 
	 
	 
	 
	 
	72
	 
	 
	 
	72
	144

	Veterinary service fees 
	8,6
	 
	 
	 
	 
	 
	5,7
	 
	 
	 
	 
	 
	14,3

	Interest payments 
	10
	10
	10
	10
	10
	10
	10
	10
	10
	10
	10
	7,5
	117,5

	Repayment of principal 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	142,85
	427,15
	570

	Contingency costs 
	7,1
	7,1
	7,1
	5,5
	5,05
	7,1
	7,1
	7,1
	7,1
	7,1
	2,4
	2,3
	72,05

	Total costs 
	663,7
	160,1
	160,1
	125,5
	116,05
	230,1
	335,8
	232,1
	196,1
	232,1
	202,45
	554,75
	3208,85

	Balance for the period 
	49,3
	-17,1
	-17,1
	242,2
	302,35
	-87,1
	-185,7
	-89,1
	-53,1
	-82
	282,25
	369,85
	714,75

	Balance with accumulated total amount 
	49,3
	32,2
	15,1
	257,3
	559,65
	472,55
	286,85
	197,75
	144,65
	62,65
	344,9
	714,75
	 


An analysis of the project sensitivity to changes in beef prices and purchased animal feed prices demonstrates that the project is sensitive to the beef price fluctuations. For instance, if the beef price falls by over 30%, the Vasiliev family will suffer losses from the beef operation and will loose the time allocated to fatten the beef calves. The same will happen, when the animal feeds prices double. 

Common pitfalls

The successful project implementation depends on a whole range of external and internal factors, and to avoid possible mistakes in the future it is imperative to identify and to assess them. The SWOT analysis conducted to appraise this mini project had revealed the following opportunities and threats for the successful operation of the Vasiliev household farm, its strengths and weaknesses.  

The following opportunities have been identified: 

· existing beef cattle management skills;  

· existing pastures and grasslands; 

· access to veterinary service. 

The following strengths have been identified:

· existing good winter cowshed for housing five beef calves;

· adequate available time to keep animals and a possibility for family members to  replace each other; 

· the family members themselves are engaged in hay and potato production using mechanized services of a large-scale farm or the village residents, who have got agricultural machinery;

· available beef marketing channels (public catering system and local market).

At the same time following external threats have been identified:

· anticipated growth of combined fodder prices. In order to reduce this risk the Vasiliev family had decided to pay in advance for the total required quantities of combined fodder to their regular reliable supplier, while it had been agreed that the needed quantities of animal feeds with delivered on a monthly basis;

· anticipated decline of the farm product prices;

· risk of beef cattle murrain. The Vasiliev family had decided to reduce that risk by requesting a veterinarian to inspect calves to be purchased and by obtaining the livestock insurance. It was decided to purchase the beef calves older than 6 months because insurance companies provided insurance policies only for beef calves older than 6 months. 

There are also some weaknesses; the most important of them are listed below:

· further beef cattle herd expansion (over 5 heads) requires additional cowshed and, correspondingly, additional capital investments;

· unbalanced feeding ration. The rural residents traditionally feed the beef cattle with the minimum use of combined fodder (concentrates). In this case study the feeding ration included combined fodder that accounted for 35% of the total nutritional requirements in the winter period and 20% - in the summer period;

· the utilized pastures and grassland are not legally owned or leased by the private household farm holders. 

Sources of information 

Those rural residents, who are interested in beef cattle fattening as the family income-generating source, can use recommendations and advisory services offered by:

· regional agricultural research institutions and higher educational institutions;

· rural advisory services;

· rural micro-finance institutions;

· agricultural divisions (departments) of local administrations;

· they may also rely on rural residents’ experience in intensive beef fattening system management. 

8.5
Poultry farming in Gyaursk Etrap, Akhalat Velayat, Turkmenistan
Summary

A major part of the rural population in Turkmenistan traditionally keeps small poultry flocks on private household farms. Favorable conditions for entrepreneurship development create opportunities to set up own mini-scale poultry farms in the rural areas. 

In Turkmenistan the private household farms keep around 37 700 poultry; that is nearly 46% of the total poultry population in Turkmenistan. 

Hens are the most popular among all other types of agricultural poultry. The successful poultry raising is carried out on large-scale commercial poultry farms of industrial type and on private family farms. The popularity of hen growing to a large extent is explained by their high egg-laying performance and short production cycle. Currently only hens produce eggs for human consumption (quails should not be taken into account, since the share of their eggs is negligible as compared to the hen eggs). Hen eggs are characterized by a high biological and nutritional value. They contain all necessary indispensable amino acids in the most favorable composition for the human consumption. The egg-laying productivity of hens varies dramatically. A hen can produce 90 – 300 eggs depending on a breed and housing conditions. The balanced and intensive feeding can result in sustainable average daily weight gains of 20-30 grams.  

The chicken meat is characterized by a high nutritional value. It surpasses the geese meat and duck meat in terms of the biological value, since it contains relatively more valuable proteins and less fat. One hen of elite meat-type breed can produce on average 2.5 kg of meat.  

In terms of performance type chicken breeds are classified as egg-type chicken, dual-purpose chicken and meat-type chicken breeds. 

It is more advisable to purchase dual-purpose chickens to ensure a higher rate of return of the invested money and greater profits. The hens can produce eggs during 10 years, but their performance is the highest in the first 2-3 years, and later they should be replaced by the young stock. In our case study it is planned to keep hens during 1-2 years to produce eggs and then to slaughter them for meat by replacing with young stock grown on the farm. 

This case study describes a small-scale poultry operation with a planned further expansion by creation of own incubation facility to produce young stock and to keep a breeder flock. 

Description of activities 

The Ovezmuradov family lives in the rural area, which is located in Gyaursk Etrap of Akhalat Velayat. They have got own land plot, where they raise hens for their home consumption. During years they have accumulated an extensive experience in poultry farming. A decision to handle a poultry operation will allow not only to satisfy the residents needs in eggs and in poultry meat, but the family will be able to have a very satisfactory labor return from the poultry business.  

Prior to the launch of the own business the family head went to Turkey, where he visited the most prosperous min-scale poultry farm specialized in elite poultry breeding and benefited from professional advice in regional industrial poultry production and financial aspects of such business. 

The experts recommended to focus on dual-purpose chicken raising, since the industrial poultry meat production was poorly developed in the region due to the inadequate profitability of purely meat-type chicken enterprise. This farm enterprise is characterized by a longer production cycle, higher labor-intensiveness and less economical conversion of feed to poultry meat. If the poultry farm starts production and marketing of both eggs and chicken meat, this will reduce the payback period, and the business will become competitive.  

The Ovezmuradov family decided to register their business. The government supports this farm enterprise and provides certain tax exemptions. 

In order to set up the poultry farm a business plan had been elaborated; it was anticipated to use a supplementary funding source – a bank loan. The loan amount will be Euro 24 400. 

The business plan envisages two phases of business development:

1. Business start and initial development:

· To set a mini-scale dual-purpose poultry operation;

· To lease a land plot in Gyaursk Etrap, Akhalsk Velayat; The leased land plot (2 ha) will be used to produce own feeds, including:

i. 0.5 ha – under alfalfa;

ii. 0.5 ha – under potatoes;

iii. 1.0 ha – under vegetable roots and cereals. 

· To rent a building for poultry housing with the area of 60 – 80 square meters. The adequate housing facilities for chickens are essential for their good health and the productivity. The bird house should meet the following requirements: to provide chickens with adequate floor space to move (in bad weather, mainly, in the winter time, the birds will stay in-house during the whole day), to protect chickens from the bad weather (that is the roof, walls and the floor should be adequately water and heat isolated; the building should keep the birds dry, protected from extreme temperature variations, provide adequate ventilation and be easily accessible for cleaning.  easily cleaned.. 

· To purchase 8000 heads of elite meat-type breed in Turkey;

· To purchase an automated set of equipment for chicken keeping, feed distribution, drinking, egg collection and litter removal;

· To purchase mixed fodder (concentrates) with high nutritional value and feed additives from local manufactures.   

2. Business expansion:

· To purchase an incubator in order to grow own chickens:
· To expand the mini-scale farm capacity up to a level of 16 000 heads (in-house at any given time).
The project dealer had been very serious and responsible in starting the new business; and his wife was a great supporter of that initiative. After they contacted advisers and received their consultations, after they studied the business plan they realized the need to learn and to understand a lot. The knowledge will affect their business success or failure. 

The anticipated loan in the amount of Euro 24 400 had been obtained. The bank had extended the loan under the following terms and conditions:

· Loan period – 2 years;

· Loan costs – 18% interest rate;

· No grace period for repayment of interest and the principal;

· The loan repayment to be made quarterly, in equal installments.

The investment plan reflecting the investment requirements and investment sources is presented in Table 1. 

Table 1

Investment plan 

	№
	Investment requirements 
	Investment sources 
	Amount of investment 

	
	
	Own sources 
	Bank loan 
	

	1.
	Leased land plot 
	300
	-
	300

	2.
	Purchase of the poultry house and the automated set of feeding, drinking, egg collection and poultry manure removal equipment 
	1200
	16 000
	17200

	3.
	Purchase of young poultry stock 
	
	2400
	2400

	4.
	Purchase of incubator 
	5000
	-
	5000

	5.
	Purchase of specialized combined fodder (concentrates) and additives from the local manufactures 
	-
	6000
	6000

	
	Total:
	6 500
	24 400
	30 900


The investment requirements had totaled Euro 30 900, including own funds – Euro 6 500 and the loan – Euro 24 400. 

In order to calculate the feeding ration the monthly requirement in nutritional units had been identified taking into account the poultry structure and the flock number. An appropriate feeding ration had been developed taking into account the feeds, which were accessible for the Ovezmuradovs’ farm (Table 2).   

Table 2

Daily rations for meat-type chicken breeds (grams) 

	№
	Feed ingredients
	Summer period 
	Winter period 

	1.
	Cereal grains 
	45-55
	55-60

	2.
	Legume grains 
	5-10
	5-10

	3.
	Farinaceous feeds 
	30-35
	20-25

	4.
	 Cake meals, oilseed meal, dry yeast 
	6-8
	8-10

	5.
	Feeds of animal origin 
	4-5
	5-7

	6.
	Green feeds, potatoes, vegetable roots 
	50-60
	50-60

	7.
	Coniferous, grass and hay meal
	-
	5-10

	8.
	Mineral additives, 

including salt
	5-7

0,5
	6-8

0,5


The final products – eggs and poultry meat are sold in the local market of Akhalsk Velayat and Ashkhabad City. The market analysis had shown that the average number of customers was 800 000 people. 

According to the poultry meat production technology the feeding of industrial poultry, its slaughter and sales of the poultry meat is done during one-year cycle. The meat-type chickens grow very rapidly. The balanced feeding and appropriate housing enables to produce on average 2.5 kg of meat per bird.  

The average poultry meat consumption in family ration is 1.5 kg per capita/month. The market price of poultry meat is Euro 1.1 per kg. 

The annual demand for poultry meat is:

800 000 people х 1.5 kg х 12 months = 14 400 000 kg/year

14 400 000 х 1.1 = Euro 15 840 000 /year

1 phase: (a flock of 8000 birds)

The annual chicken meat output of the poultry farm: 8000 birds х 2.5 kg = 20 000 kg /year

2 phase: (a flock of 16000 birds)

When the poultry farm achieves 100% capacity (16 000 birds) the total poultry meat output will be: 16 000 birds х 2.5 kg = 40 000 kg/year

At the first phase the poultry farm sales share will account for 0.14% of the total market, as for the second phase – 0.28% correspondingly. 

One layer produces on average 319 eggs per year. The daily farm output (8000 laying hens) will be 7000 eggs. The average human consumption rate is 15 eggs per month. The egg market price is Euro 0.045.

The estimated average annual per capita egg consumption:

800 000 people х 15 eggs х 12 months = 144 000 000 eggs / year.

144 000 000 х  Euro 0.045 = Euro 6 480 000 per year

1 phase: (8000 birds)

The annual egg output of the poultry farm: 7000 eggs х 365 days = 2 555 000 units /year

2 phase: (16000 birds)

When the poultry farm achieves 100% capacity (16 000 birds) the total egg production will be: 14 000 eggs х 365 days = 5 110 000 eggs/year.

At the initial phase of the poultry farm will account for 1.8% of the total egg sales in the market; at the second phase – 3.6% correspondingly. 

The poultry farm marketing outlet structure is presented below:

·  “co-operative” markets in cities – retail sales   10 %;

· wholesale and distribution companies – wholesale trade – 60 %;

· public catering (on a contractual basis) – 30 %. 

Economic considerations

Table 3 contains cash flow estimates for the mini-scale poultry farm. The estimates are based on data presented in the Ovezmuradov’s poultry mini-scale farm business plan. 

The estimates show that the investment had totaled Euro 30 900 in the first year of the business operation. The costs incurred by the poultry farm in the first year exceeded the revenues that resulted in the negative balance (-Euro 5360.8, -Euro 15924) in the second and the third quarters of the first year of the business initiative. But the negative impact on accumulated amounts was only in the third quarter of the first year (the cash flow deficit in the amount of Euro 12732). In other periods the balance was positive. The egg sales started already in the 4th quarter of the first year and reached Euro 28 728, and the poultry meat sales – from the 3rd quarter of the second year of the business operation, and the total sales reached Euro 11 000. 

At the end of the first year the cash flow accumulated balance comprised Euro 2199.5 and continued to grow in the subsequent periods. This is explained by the fact that the first year was the year, when the business was launched. The return of funds invested into the mini-scale poultry farm will be only when the productive flock starts producing products for marketing – eggs and poultry meat. The dual-purpose chickens reach physiological maturity when they are 90-100 days old. At the end of the third year the accumulation of capital had increased by 81% as compared to the second year.  

The project implementation results have shown that the dual-purpose breed selection has been justified, and the family has received a sound income from this farm enterprise. 

Common pitfalls

The successful project implementation depends on a whole range of external and internal factors; it is essential to identify and to assess them in order to avoid possible mistakes in the future. The SWOT-analysis for this mini-scale poultry farm has revealed the following opportunities and threats for the successful operation of the Ovezmuradovs’ mini-scale poultry farm.

SWOT Analysis

Strengths:

· extensive experience in poultry farming

· existing poultry house 

· access to advanced equipment and machinery

· best management practices

· own fodder production

· access to veterinary services

· elite poultry breed

· distribution system

· environmentally friendly practices

· existing good winter house for birds 

Weaknesses:

· inadequate experience in business management

· inadequate stocks of products in the period of the top sales

· product promotion

· leased land under fodder crops 

· product packaging 

Opportunities 

· Growing demand 

· Business profitability 

· Government support programs and priority projects

· Business expansion

· Establishment of a pillow production facility using environmentally friendly technologies

· Growing market

· Purchase of  product packaging line

· Professional advisory services

· Access to information

· Access to loan capital

· Training in farm business management

· Purchase of elite poultry breeds

· Participation in exhibitions arranged by Commerce Chamber 

Threats:

· Draught and natural disasters

· Feed price growth

· Lack of adequate own feed production

· Air epidemics

· Poultry murrain

· Strong competition 

· Unstable electric power supply

· Decline of market prices

· Decline of living standards

· Incompliance with temperature regime

· Poor-quality feeds.  

Sources of information

Those persons, who are interested in the poultry farming as a useful source of family income-diversification, may use the recommendations and advisory services provided by:

· Agricultural research institutions

· Divisions and departments of agriculture of the local administrations

· Veterinary services

· Experience of other farmers

· Statistical institutes

· International programs implemented locally and abroad (Internet) 

· Public libraries 

	Table 3 
	

	Estimated cash flows 

	 
	1 year
	2 year
	3 year

	Indicators
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	12

	 
	1 quarter
	2 quarter
	3 quarter
	4 quarter
	1 quarter
	2 quarter
	3 quarter
	4 quarter
	1 quarter
	2 quarter
	3 quarter
	4 quarter

	Cash inflows 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	1. Own capital 
	6500
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	2. Sales of eggs 
	0
	0
	0
	28728
	28728
	28728
	28728
	28728
	28728
	28728
	28728
	28728

	3.  Sales of poultry meat 
	0
	0
	0
	0
	0
	0
	11000
	11000
	0
	0
	11000
	11000

	4. Loan 
	24 400
	0
	0
	0
	0
	0
	0
	0
	 
	 
	 
	 

	Total cash inflows 
	30900
	0
	0
	28728
	28728
	28728
	39728
	39728
	28728
	28728
	39728
	39728

	Cash outflows:
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	1. Wages 
	1000
	1000
	3300
	3300
	3300
	3300
	3300
	3300
	3300
	3300
	3300
	3300

	2. Purchased feeds 
	0
	0
	6000
	6000
	6000
	6000
	6000
	6000
	6000
	6000
	6000
	6000

	3. Electric energy costs 
	0
	50
	50
	50
	50
	50
	50
	50
	50
	50
	50
	50

	4.  Lease payments 
	0
	300
	300
	300
	300
	300
	300
	300
	300
	300
	300
	300

	5. Purchase of the poultry house and equipment 
	17200
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0
	0

	6. Purchase of young poultry stock 
	0
	0
	2400
	0
	2400
	0
	2400
	2400
	0
	0
	2400
	2400

	7.  Other expenses, including taxes 
	0
	0
	0
	410
	0
	0
	0
	410
	0
	0
	0
	410

	8. Purchase of incubator 
	0
	0
	0
	0
	0
	0
	0
	0
	0
	5000
	0
	0

	9. Repayment of principal 
	3050
	3050
	3050
	3050
	3050
	3050
	3050
	3050
	 
	 
	 
	 

	10. Interest payments 
	1098
	961
	824
	686
	549
	412
	275
	137
	 
	 
	 
	 

	Total cash outflows: 
	22348
	5361
	15924
	13796
	15649
	13112
	15375
	15647
	9650
	14650
	12050
	12460

	Balance 
	8552
	-5361
	-15924
	14932
	13079
	15616
	24353
	24081
	19078
	14078
	27678
	27268

	Balance with the accumulated total amount 
	8552
	3191
	-12733
	2199
	15278
	30894
	55247
	79328
	98406
	112484
	140162
	167430


8.6
Rabbit farming on household farms

Description of activities

The Ibragimov family lives in Khatchmassk Rayon in the north of Azerbaijan; it used to receive income from selling of fruit and vegetables that were cultivated on the private household farm. In spring neighbors gifted their children 4 rabbits (one male and three female rabbits). There were no special conditions for their housing and the rabbits were placed in a pit (2x2x3 meters); in the nighttime the pit was covered with a fender. Their feed ration comprised of various green fodder (maize ears, clover, alfalfa, peas, nettle, burdock, stems of flowers, vegetable crop wastes); leaves (acacia, lime-tree, asp, willow, broom and parts of coniferous trees); vineyard wastes, carrots, boiled potatoes with salt, fodder watermelon, pumpkin, cabbages, feeds of animal origin and special vitamins.   

By the autumn period the rabbit herd number had increased to 64 animals. The rabbits started to dig burrows and holes. It had become necessary to alter the rabbit housing conditions. Since the appropriate housing is important for good rabbits health, for efficient weight gain and a quality product, special attention had been paid to the improvement of rabbit cages design and their optimal selection. There exist several rabbit management systems: free, semi-free and caged one the latter is the best one; it is was widely recognized by rabbit farmers, since it enables careful breeding, a balanced diet, mating in the most appropriate periods and improved breeding.  

Three-deck cages were constructed for young animals from saw-timber waste. The overall height of the cages is 1.95 meters, the width – 1.3 meters and the depth – 0.75 meters. Each deck has a floor of wire mesh material and a solid floor. The square mesh of the floor is 17 – 20 mm. Each deck is divided into two parts, which enabled to construct 6 sections (a size of each section is 0.54 square meters). 

[image: image2.png]



The rabbit are characterized by their fabled reproductive habits. It takes 4-6 months for a doe to reach maturity (depending on a breed). Each doe produces 4-5 litters a year (on average – 5-6 young rabbits in each). The pregnancy of does lasts on average 30 days; a doe feeds young rabbits until they reach 30-45 days; does can produce litters during the whole year round.   

The commercial rabbit sales necessitated registering their rabbit operation as a private (family) farm. The Ibragimov family head – Elman had to learn how to slaughter rabbits, how to flay and to process their skins. A furrier was hired; a veterinarian started to visit the rabbit farm on a regular basis. 

At the beginning of the second year of the rabbit operation 4 bucks and 24 does were left after sales of rabbit meat and skins for herd replacement purposes. Now the rabbits were slaughtered when it was necessary, and even in that situation by the end of the second year the herd reached around 1000 animals. In the second year the number of rabbit cages increased up to 300, but later it was identified that the optimal number of rabbits on the farm was 500.  It was decided to maintain that herd number and to avoid its further expansion.  

The rabbit meat is not represented in the traditional Azerbaijan cuisine and is not popular among the local population, therefore its marketing was challenging. But Khatchmassk Rayon is located in resort area of Azerbaijan with a well-established restaurant network; this became the main marketing channel for the rabbit meat, while the skins were sold to furriers from Dagestan. The closeness to the Russian border also allowed to sell the rabbit meat in Dagestan. In order to schedule appropriately the meat sales it is necessary to purchase a refrigerator and in this case the slaughter and the sales of products will not be affected by the seasonality.  

Economic considerations     

Currently the Ibragimov family income is composed of revenues from sales of rabbit meat and skins as well as sales of fruit and vegetables.

The rapid rabbit reproduction required building cages and in the winter it became necessary to create warmer rabbit sheds that required additional investments.

The Ibragimov’s farm is the only rabbit farm in the village, since the rabbit meat is not popular among the local population. However, the restaurants willingly purchase the rabbit meat, since they cater mainly to the visiting guests.  

Several local craftswomen started to make rugs and decorations from the rabbit skins, therefore, 5 more residents of that village had additional income source. A market price for a rabbit carcass is Euro 1 (6 thousand manats) per 1 kg, and a price for a rabbit skin is Euro 5 (30 thousand manats).   

The rabbit operation performance indicators are presented in the table below. 

	Indicators
	2002
	2003
	Growth (%)

	Rabbit herd number at the end of the year, heads
	140
	1200
	900

	Rabbit carcass sales, kg 
	360
	2800
	770

	Revenues from rabbit meat sales, Euro (thousand manats) 
	360 (2160) 
	2800 (16800)
	770

	Rabbit skins sales, units 
	90
	700
	770

	Revenues from rabbit skins sales, Euro (thousand manats) 
	450 (2700)
	3500 (21000)
	770


Common pitfalls
One of the most serious mistakes in handling a rabbit operation is inappropriate management of the breeding program that leads to reduce animal reproduction performance and weakened health. In order to avoid mating among relatives within one family a terminal sire needs to be changed periodically.

Appropriately balanced feeding ration is essential to produce a stable and strong rabbit stock. Famished or fat bucks and does are reluctant to mate. The offspring of the famished or fat does is weak. The veterinary advice is required at least 4 times a year.  

One doe-rabbit (live weight of 4 kg) with litter size of 20 rabbits a year requires the following feeds: grass, 600 – 700 grams of potatoes, carrots and other root vegetables, 110 – 150 grams of cereal feeds; 80 – 100 grams of salt; 1.5 grams of chalk and 7 grams of bone meal. 

The rabbits quickly get accustomed to a certain feeding regime, and this regime should be maintained. Doe-rabbits after kindling and young rabbit stock up to 2.5 months of age should be fed at least 4 times a day, the other animals – at least 3 times a day. 

The rabbits are very sensitive to mud, dampness, draught and overcrowding. Therefore, special care should be taken to maintain clean and dry cages with adequate space, but without draughts. In addition to the daily cleaning of cages and farm implements it is important to carry out routine disinfection. A blowlamp can burn the metallic parts of cages, while the wooden parts and implements can be scalded with the boiling water. 

Sources of information 

Those persons, who are interested to start handling a rabbit operation, need to receive advice from: 

· Neighbors, who have got extensive experience in rabbit farming; 

· Livestock subject-matter specialists, veterinarians and other experts; 

· Specialized publications and journals, for instance “Rabbit Farming”.

Summary 

It is rationale to handle a rabbit operation in the Caspian Region to produce rabbit meat, skins and fluff.  The rabbit meat is soft, tasty and has good digestion characteristics (up to 90%). As for calorie content it exceeds poultry meat, fat veal and beef of average fatness. At the same time the chemical content of the rabbit meat makes it a dietary product and is recommended as special nutrition for people, who suffer from liver diseases, gastritis, anemia, obesity, etc. 

A slaughter of a rabbit with a live weight of 5 kg gives a carcass yield of 3.5 kg. Annually one doe-rabbit and its offspring can give nearly 60 kg of meat, 20 – 25 skins and 1 kg of fluff.

The rabbit farming can be a successful household operation. It is essential to select the most suitable breed, to follow sound housing and feeding practices, to manage efficiently breeding and marketing program.

As for the hair growth characteristics, the rabbits are classified as normal-haired, shorthaired and longhaired. It is recommended to handle an operation of raising shorthaired animals in the Caspian Region (Siberian Squirrel, Black, Blue, Brown, Silver, Black and Brown breeds) and normal-haired in some local areas (Grey Giant, White Giant, Silver, Black and Brown, Vienna Blue, Chinchilla, Butterfly and other breeds).

8.7
Milk collection scheme 

Summary 

This case study, first of all, describes the success story of agricultural producer co-operation. 

The development of private household farming (expansion of land plots, increase of cattle herd number and output) is largely supported by guaranteed sales of the farm products. If the marketing channels for agricultural products produced by the local population are not well established, the private household farming is limited by the domestic (home) demand, the production is oriented to satisfy own needs, the needs of relatives and neighbors. Schemes designed to collect milk produced on household farms allows to address the marketing problem efficiently, encourages growth of dairy cow herd and commercial farm output, and enables to release working time and to reallocate it to expand the private household farm operation.   

There exist at least 4 major options of milk collection scheme arrangements: 

1. A dairy processing plant expands its staff by hiring milk collectors, it provides a milk tanker truck and designs a milk collection route;

2. Permanent milk collection centers are established in the rural area, the dairy processing plant hires milk collection staff and engaged in the collection and delivery of the collected milk to the plant;

3. Large-scale farms (possibly, large private farms) collect milk from the local population and then sell it via well-established marketing channels;

4. Rural residents set up co-operatives, including a milk collection co-operative to deal with milk produced on private household farms.

A successful story of marketing milk produced on private household farms is described below. 

Description of activities 

What is the rationale for milk collection scheme? Which management option should be selected? In order to get answers to these questions an analysis of the milk production and marketing has been carried out in the project implementation area, in particular, the following have been revealed:

· Decline of dairy herd number on private household farms;

· Low level of local population self-sufficiency in own dairy products (28.5%);

· The private household farms account for around 50% of the local milk output;

· In the summer time the milk produced on the private household farms enjoys a good demand, when summer residents move to villages, in the winter time, correspondingly, there are large milk surpluses; 

· The price for milk heavily depends on remoteness of marketing outlets and varies from Euro 0.15 to Euro 0.24 per liter; 

· Private household farm holders run their operations individually and have no incentives to expand their output. 

The lack of sustainable all-the-year-round demand has resulted in minimization of possible milk surpluses; the rural residents had eventually reduced the dairy herd number and kept the dairy cattle mainly to meet their home consumption requirements. The current situation in the rayon is characterized by the following initial parameters for the scheme launch: 

· some milk surpluses;

· high start price for milk is established due to the milk deficit, high input prices and labor requirements for feeding animals; the price is also shaped by seasonal marketing pattern, when there are opportunities to sell milk to summer residents;

· limited number of household farm holders, who are capable to increase their dairy herds to ensure stable milk collection.

The discussions with the rural community concerning the milk collection scheme management have resulted in identification of key factors of successful co-operation:

· milk farm-gate pricing should reflect the current local price level as well as private household farmers costs incurred when they sell milk on their own;

· it is desirable to pay for the products concurrently, when the milk is purchased (on-the spot);

· milk collection and quality assessment arrangements should be simple, reliable and not time-consuming;

· milk collection centers should be located in the direct vicinity of the private household farms (at a distance that allows household farm holders to deliver milk themselves to the collection center);

· an integrator
 should ultimately get profits (or should avoid losses) from the scheme implementation (the difference between the price for marketed and collected milk should cover the incremental costs associated with this scheme implementation: transportation costs, employees’ wages, milk quality assessment costs, etc). 

The proposed schemes differed in terms of costs; correspondingly, it was necessary to assess the integrator’s capability and to get his agreement to implement the scheme. The following integrators were considered as the most appropriate to launch the scheme:  milk processing plant, local large-scale farms (farm enterprises) and large private (family) farms.  

The local dairy processing plant rejected to invest funds in implementation of such scheme referring to high costs, low efficiency and profitability associated with such projects; the rural residents also did not want to co-operate (nobody wanted to be responsible). As a result the third option was selected: minimum costs and no need to establish new entities. However, large-scale farms (farm enterprises) were reluctant to act as the milk collection scheme integrators, since they delivered milk to the dairy processing plant at a price that was substantially lower than the required one. It was imperative to identify an integrator, capable to sell milk at a higher price. 

As a result an individual farm performed the integrator’s function. The private farm used to specialize on plant production, while the dairy enterprise was at the initial phase of development.  The private farmer had decided to increase the milk output by implementing the milk collection scheme; moreover, at that time the milk demand exceeded the supply. 

A feasibility study had been prepared and the decision had been made to launch the milk collection scheme. A range of participants had been identified (participating rural settlements and individual residents), milk surpluses had been estimated and the transportation scheme had been elaborated and tested at a limited number of rural household farms. The calculation of the milk surpluses had enabled to identify the optimal option of the milk collection transportation scheme (table 1) based on the underlying principle – to collect as much milk as possible with the lowest transportation costs. 

Table 1

Milk surplus estimates: selected rural settlements 

	Rural settlements
	Dairy cows 
	Average milk output 
	Number of family members
	Used for 
	Estimated milk surpluses, liters 

	
	number of heads
	annual, tons 
	daily, kg
	
	animal feeding 
	Personal consumption
	annual, tons 
	daily, kg

	1. Moshkino 
	33
	132
	362
	109
	13,2
	29,43
	89,37
	245

	2. Rassvet
	20
	80
	219
	54
	8
	14,58
	57,42
	157

	3. Tchegla
	10
	40
	110
	26
	4
	7,02
	28,98
	79

	4. Ponomaryevo
	3
	12
	33
	10
	1,2
	2,7
	8,1
	22

	5. Vakhova Kara
	12
	48
	132
	37
	4,8
	9,99
	33,21
	91

	Total
	78
	312
	855
	236
	31,2
	63,72
	217
	595


Owners of dairy cows in the selected villages had been surveyed (by questionnaires). The anticipated milk quantities at the initial phase of the scheme implementation had been defined, the farm-gate price level had been negotiated and the milk quality requirements had been specified. The local population survey had indicated that the milk collection was necessary in the winter period, when there were no summer residents (from November to May), the anticipated milk quantities to be collected in the above mentioned 5 rural settlements (as evidenced by the completed questionnaires) could reach up to 240 liters per day.  

The selected route has been tested in practice in terms of the time required for collection; the breakeven point had been calculated (quantity of milk collected required to cover the integrator’s incremental costs relating to the scheme implementation). The calculation had shown: in order to cover the additional costs incurred by the integrator it was necessary to collect at least 110 liters of milk per day along the route of 25-30 km. At the initial stage the plan of activities had been elaborated, the responsible persons had been identified and the implementation time fixed.     

Prior to the scheme implementation the integrator purchased the missing equipment: a device “Clever 1M”, cans and reagents; he delivered training to the milk collector, he thoroughly worked out the logistical aspects of the milk collection scheme – the technological chain of milk collection and marketing, including the own farm milk production. Special attention had been paid to the availability of:

· required statutory certificates and permits;

· facilities that meet the current sanitary and hygienic requirements;

· professional personnel;

· milk quality testing equipment and reagents;

· a cooling tank;

· containers for milk collection;

· vehicles for milk transportation;

· marketing channels for the collected milk. 

The following critical factors, which affect the milk collection scheme performance, had been identified:

· decline of consumer demand for milk in a city;

· inadequate quality of the products collected;

· decrease of the collected milk quantities, etc. 

The risk assessment had confirmed the relative sustainability of the proposed scheme. Therefore, it had become feasible to implement the milk collection scheme embracing all above listed activities and to ensure its certain performance standard. 

Economic considerations

Acting as the intermediary in the milk supply chain (from rural residents to the urban consumers) the integrator collected 24.7 tons of milk in the first winter period (200 days); that accounted for 40.5% of the total output. The private farmer income from each liter of milk comprised Euro 0.05. Actually, private farmer’s additional income totaled Euro 1206 (including subsidies).  The additional costs relating to the scheme implementation comprised Euro 1082 or Euro 0.043 per liter of the collected milk. As a result the modest profit in the amount of Euro 123 was obtained. The scheme profitability level was 11.4%.
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From December to the beginning of February the quantity of milk collected exceeded the quantity of milk produced on the private farm (see diagram), that enabled the private farmer to retain the milk consumers (clients) in the urban market. 

At the same time, the rural population (milk suppliers) had received even higher benefits. The monthly revenues earned by the rural residents averaged Euro 23.8 per month. The scheme had succeeded to engage 28 household farms on a regular basis; other owners of dairy cattle supplied milk on ad hoc basis. Therefore, the household farm holders had a stronger interest in the scheme implementation than the integrator, since the scheme had not become profitable, but allowed  only to cover incremental costs, including: 

· wages of milk collector (in proportion to the actually time spent);

· wages of milk seller (in proportion to the percentage of the total sales);

· transportation costs (fuel, lubricants, depreciation) for additional route;

· periodical tests of the collected milk (reagents, milk tests). 

Table 2.

Milk collection scheme performance (200 days of operation). 

	№
	Indicators
	Measuring units
	Actual  amounts

	1
	Quantity of milk collected 
	liter
	24732

	2
	Percentage of milk collected under the scheme 
	liter
	96,8

	3
	Average sale price per 1 liter 
	Euro
	0,23

	4
	Revenues from sales of the collected milk 
	Euro
	5557

	5
	The scheme implementation costs, including:

Milk purchases 
	Euro
	5567

4474

	6
	Budget subsidies 
	Euro
	131,5

	7
	Profits from the scheme implementation, including subsidies 
	Euro
	122

	8
	Scheme gross margin 
	Euro
	1204

	9
	Income per liter of the milk collected under the scheme 
	Euro/liter
	0,05

	11
	Number of private household farmers
	people
	28

	12
	Average monthly income per 1 participating household farm
	Euro
	23,8

	13
	Average daily quantity of milk collected 
	l/days
	124

	14
	Breakeven point 
	l/days
	111,6


In the next (second) season the private farmer rejected to sell the collected milk in the market, since he had own milk surpluses for trading purposes. Taking into account that the scheme implementation is highly socially oriented (it encourages dairy herd maintenance and supports self-employment and rural income growth) its further implementation needs to be backed by the local administration. As a result a municipal dairy plant was engaged in the scheme. Now the private farmer acted as the intermediary between the rural residents and the dairy processing plant. A special farm-gate price was been established for household farm products that exceeded the farm-gate price fixed for the local large-scale farms. The practical experience shows: if it is impossible to achieve mutual benefits for the scheme participants, it is necessary to identify possibilities to partially compensate the costs. The budget appropriations usually are the source of compensation. 

As for the integrator, the scheme still has not been a significant income source – the number of collection trips and their regularity has decreased. As a result in the second season the milk collection has decreased by 2.5 times, and the revenues could not cover the costs incurred by the private farmer. 15 household farms participated in the scheme, and the additional monthly income comprised of RUR 400 per farm.  

Common pitfalls
When milk collection schemes are initiated it is important to focus on the following key points: 

· Milk surpluses to be collected from the rural population should be adequate to allow to launch the scheme, in addition, it is necessary to forecast the growth (or reduction) of surplus products;

· It is necessary to encourage the growth of dairy herds on the rural household farms (to target the private household farms in the rural development programs, to subsidize farm  products, to compensate partial costs of pedigree livestock purchases, to provide loans for expansion of household farm operations, to arrange competitions for the best household farm, etc);

· The scheme implementation should be supported by the local authorities and inspection agencies, including veterinary, trade inspections and sanitary-epidemiological service. Sometimes impediments appear at the initial phase of the scheme implementation;

· Prices should be established at a mutually beneficial level; it is essential to get a sound estimate of the critical price for the integrator. If the agreement is not reached it is necessary either to identify a source of partial costs compensation or to abandon the scheme;

· The integrator needs to remember that it is difficult to acquire confidence of the rural residents, while it is easy to loose it; therefore, the milk collection should be carried out on a regular basis, the payments should be made in a timely fashion and claims should be justified;

· In the summer period the quality of the collected milk decreased dramatically, mainly, due to inappropriate milk cooling practices. Special attention should be also given to the milking practices and the availability of cooling tanks. A system of premiums for high-quality milk should be established.

Sources of information 

It is advisable to study the practical experience of the milk collection schemes implementation accumulated by the Foundation for Agrarian Reform and Rural Development Support (RosAgroFond) in Moscow and AgroMIR Foundation in Oryol, as well as to contact directly the participants of such schemes via Departments of Agriculture and Food in respective regions (for instance, in Leningrad Oblast the schemes were implemented in Lodeinoye Pole, Luga and Volkhov Rayon, in Oryol Oblast – in Mtsensk Rayon). 

8.8
Folk arts and crafts 

Summary

The existing adverse conditions in rural areas force the residents to rely more heavily on non-agricultural activities in order to increase their incomes. Arts and crafts business is one of such income-generating activities. It is feasible to turn crafts hobby into the principal source of income: 

· if you learn the underlying principles of small-scale business and production management;

· if you offer items consumers are driven to buy;

· if there are enabling conditions for handmade piecework marketing;

· if you are can have access to a loan on reasonable terms. 

Description of activities 

Two crafters – Galina Golubova and Vera Vasilieva lived in a small town on a bank of a large river. Both craftswomen enjoyed making handmade piecework; Vera crocheted and Galina embroidered. Both became unemployed. They had no money to make their living and both had decided to generate some income from selling their handicrafts.  

Vera crocheted napkins and tablecloths, and displayed them at a show of craft works. Her craft pieces were highly recognized; Vera was awarded a diploma, and several tablecloths were marketed. Galina used old clothes, sacking and other stocks of materials on hand in order to make pillow-cases, aprons, slippers, cushion for needles and other useful small items. All handicrafts were decorated with embroidery. In the spring time Galina sold her handicrafts to tourists at the nearest river quay, where large motor ships landed. The handicrafts were not expensive and the tourists gladly purchased them as souvenirs.  

Inspired with the first success both craft artists decided to expand their home craft business. Both registered as private entrepreneurs. Vera borrowed some money from friends and purchased thread. Then she visited neighboring villages and found several women, who were committed to crochet tablecloths according to her crochet patterns, and she signed contracts with them. Pursuant to the contractual terms and conditions the payment had to be made when the handicrafts were sold. At the same time she purchased a building to set up a workshop and started to refurbish it. 

Galina participated in a basic business management-training course delivered by the Foundation for Small-scale Business Support. Then she approached the Municipal Foundation for Rural Development support and obtained a loan in the amount of Euro 200; the loan proceeds were used to purchase thread and fabric.  

After some time Vera had accumulated a stock of tablecloths and napkins, but she could not sell them. The tablecloth crochet is a time-consuming activity; it takes nearly a month to make one piece. Therefore the price is not low – Euro 45 and more. The napkins were less expensive – over Euro 10. Nobody purchased tablecloths in the town where Vera lived, since the average wages of local residents comprised Euro 45 at that time. The main buyers of napkins were tourists, the demand for tablecloths was sluggish and actually absent in the winter period.  

In the spring when the river navigation started, the demand for handicrafts had increased. Galina sought to find out how to forecast trends and stay in front of the competition by offering handicrafts consumers are driven to buy in order to take into account the consumer preferences. Initially she started to produce small quantities of new craft patterns to assess the marketing opportunities. She marked her handicrafts with embroidered monogram that was well-received by the foreign tourists. In order to stand out from a crowd of craftsmen she dressed up in her handmade folk costume and photographed with the tourists. The pictures became an additional advertising for Galina’s arts & crafts items, many tourists readily photographed and did not leave without at least a small homemade piece. At the end of the tourist season Galina succeeded to pay back the loan and to receive sound profits. The profits were reinvested in the arts & crafts business; she sought to identify sources of cheaper raw materials, she also used inexpensive textile waste and materials. Galina spent a part of profits for her personal needs.     

In the next year Galina started to sell not only her embroideries, but also to market handicrafts of other craftswomen. That had become feasible thanks to a creation of a non-governmental organization – “Club of craftspeople”. Galina was elected as deputy chairman of that organization. Not every crafts artist could sell easily his/her handicrafts themselves, and they readily gave them to Galina, who arranged their marketing at a low margin (10%). For instance, the co-operation with craftswomen engaged in making homespun matting floor-coverings allowed Galina to earn Euro 115 during one season only. Currently Galina’s business is thriving. 

Economic considerations 

Galina’s family is composed of herself and her husband; both of them are pensioners. They run a small household farm and have a vegetable garden. The vegetable garden is cultivated by her husband; they abandoned cattle breeding, since in the winter time Galina spends all her spare time on making her handicrafts, and in the summer time – on marketing. 

In the second year of involvement in the arts & crafts business Galina purchased adequate quantities of raw materials (because she obtained a loan) and produced handicrafts for the total amount of Euro 1820. She succeeded to sell two thirds of the handicrafts during the river navigation period; the other items have to be sold in the winter period and in the next year. Galina can sell her arts & crafts pieces at the winter holiday fairs, but the marketing opportunities will be limited.   

Galina’s family income from other sources, in particular, her and her husband pensions and own products of their household farm (vegetables, potatoes) estimated in the local market prices totaled Euro 1670 per year. Therefore, the contribution of the arts & crafts business exceeded the income generated from other sources. The annual arts & crafts business revenues are comparable with incomes from other sources. 

The arts & crafts business income allowed to repay the loan and to cover the production costs incurred (table 8.6.1). The net profit generated by the arts & crafts business enabled Galina to improve the family consumption and to extend the arts & crafts business. 

Table 8.6.1

Galina Golubova’ family budget – selected indicators in 2000-2001 

	Indicators
	Amount, Euro 

	Handicrafts sales revenues 
	1150

	Value of produced, but not sold handicrafts 
	660

	Monetary costs incurred to purchase raw materials, to pay a retailer rental fees and to pay taxes on imputed income 
	450

	Loan 
	200

	Other monetary incomes of the household (household farm, the pensions of husband and her wife)
	1670

	Arts & crafts business income 
	1360


Common pitfalls 

What lessons should a newcomer in the arts & crafts business learn from this case study: 

· To rely on local inputs and opportunities;

· To exploit opportunities, to receive training, to upgrade qualification level, to benefit from a professional advice;

· To use an opportunity to obtain a loan on reasonable terms and conditions;

· To focus on accurate estimations and planning of cash flows;

· To investigate market and to assess demand for products;

· To position your crafts in the market, to seek to identify own “niche”.  

Sources of information

Mechanisms of sustainable rural development. Part 1, the RF Ministry of Agriculture, M 2003.

The Basic Guide to Starting Your Business. Practical Recommendations on Business Management. Moscow, the Federal Employment Service of Russia, 1993.  

8.9
Agricultural supply and sales agency  

Summary

Crop production on private household plots is one of the most traditional and affordable types of agricultural activities. Rural citizens usually cultivate small allotments (household plots), using mainly their hand labour. Surveys of rural citizens evidence that many of them could possibly expand their commodity production of potatoes and vegetables but larger acreages would require mechanical cultivation, application of chemicals, and the main constraint here would be lack of certainty that the harvested crops could be preserved and sold in good time. 

There are few entrepreneurs willing to cooperate with private household plot (PHP) holders. Existing supply and sales agencies prefer to deal with legal entities, while PHPs are associated with low profits and too much trouble.

To address the problem there should be a supply and sales agency in the rayon, which would focus on the cooperation of small agricultural producers in the supply of inputs and marketing of produce. Thus such an agency should on the one hand supply rural citizens and small farmers with seeds, fertilisers and chemicals, and on the other hand guarantee purchasing of their farm products.   

Description of activities

The first step to establish a new enterprise was to estimate productive potential of the rayon. The analysis revealed a decrease in production volume and a reduction in use of all types of resources (land, agricultural machinery, fertilisers, chemicals etc.) in the surveyed rayon. At the same time the volume of production and sales (in particular, of potatoes and vegetables) from PHP holders would not be enough to maintain break-even operations of the supply and sales agency. Therefore it was necessary to involve private family farmers and collectively owned farms in that project, to promote PHP-based farming and to develop other types of supply and sales activities.

Rough calculations showed that in order to be profitable the supply and sales agency would need to sell about 700 tons of potatoes and vegetables. If the farm products were to be bought exclusively from PHP holders, with an average area under potatoes per household being 0.20-0.25 ha, the supply and sales agency would have to conclude over 200 contracts (see Table 1 below). 

Table 1

Estimation of planted areas required for implementation of the business project

	Product
	Volume to be sold, tons
	Marketability,

%
	Production volume, tons
	Yield (planned), t/ha
	Planted area, ha

	Potatoes
	375
	60
	625
	12.5
	50

	Beets
	30
	90
	33
	25
	1.3

	Carrots
	125
	90
	139
	25
	5.6

	Cabbages
	160
	90
	178
	30
	5.9


Analysis of the internal market allowed to estimate monthly requirements, which made 70-80 tons for potatoes and 35-45 tons for vegetables. Taking into account competition within the sector a decision was taken to sell a certain part of farm products bought from the local population at external markets (regional distribution centres and big enterprises).  

Site visits were made to neighbouring regions and big cities to study the demand for farm products and invite trading companies to cooperate with agricultural producers of the rayon. In addition to that within the rayon cooperation was established with the existing supply and sales agencies, enterprises and public sector entities.   

A survey of PHP holders, carried out in the rayon, provided information about the possibility of expanding the planted area under potatoes and vegetables provided there would be guaranteed procurement of marketable surpluses. Private household plot holders and family farmers were offered to conclude contracts for the production of crops. Under the agreement the supply and sales agency would provide agricultural inputs (seeds, chemicals, fertilisers), the price of which included acquisition and transportation expenses, and guarantee purchasing of agricultural produce in autumn at previously agreed prices. PHP holders and private family farmers, in their turn, would undertake to produce the crops following the appropriate technology and attracting machinery if necessary. 

The supply and sales agency was registered as a limited liability company. It had a manager and six more members on the staff. Using borrowed capital and founding members’ contributions the agency bought all the necessary equipment, transport, office equipment, rented storage facilities for 250 tons, and purchased chemicals.

One of the key advantages of the supply and sales agency was its accessibility to all types of agricultural producers, both big and small. The only restriction was applied to the produce, which was delivered to the agency’s storage by its own transport, in that case the volume of purchased products should be not less than 3 tons per settlement. If clients delivered the produce to the storage on their own, no limitations on the volume were applied.

The main target was to gain mutual benefit from the cooperation with a supply and sales agency throughout a complete cycle: inputs supply, production and marketing.

For example, under a contract for growing carrots on an area of 1 ha the supply and sales agency supplied the farm with seeds, fertilisers and chemicals with a total value of Euro 190; mechanical works (leasing a tractor with a tractor-driver) cost the farm Euro 147; the value of farm products sold to the supply and sales agency amounted to Euro 1590. And the farm income less the cost of harvesting made up Euro 1070.

The offered scheme of cooperation, provided the farm followed an appropriate production technology, on the one hand, secured marketing of farm products and receiving of fixed income for PHP holders, and on the other hand, made it possible for the supply and sales agency to look for potential clients and conclude contracts.

Prior to concluding contracts an information campaign, including workshops, was carried out to demonstrate to the rural population how the organisation of agricultural production can be improved.    

Economic considerations

Having started as a “potato scheme” the supply and sales agency then diversified its activities, adding carrots, beets and cabbages to the list of vegetables sold to wholesale markets. Over a period of less than two years at least 230 rural residents benefited from the operation of that cooperative scheme.   

The first year was invested in establishing relations between the agency and PHP holders: in that year three contracts were concluded for the supply of inputs and purchase of the crops harvested in autumn, under all contracts mutual exchanges for the supplied inputs and received produce were used..

In 2002 the integration activity expanded: the number of contracts concluded amounted nine, some of the contract were concluded with collectively owned farms. In 2002 agricultural produces were supplied with: 15 tons of potato seeds, 14 tons of fertilisers and 0.5 tons of chemicals. At the end of 2002 the supply and sales agency purchased the following produce in the rayon: potatoes – 157.8 tons, carrots – 38.2 tons, cabbages – 94.3 tons, beets – 23 tons. The average purchase price was substantially higher than that offered by off-the-street dealers.    

In one and a half year the agency created its own client base, and developed relations with PHP holders and PFF in the rayon. Annual sales amounted to Euro 13,200. 

Common pitfalls

Small production volumes, non-standard products offered for sale, remoteness of farms and irresponsible behaviour of clients – those were the factors which affected financial performance of the agency. Therefore it is vital for a supply and sales agency to be proactive and to keep in touch with its existing and potential clients.

Given that the greater part of rural population lives in small villages, not far from which agricultural lands of bigger farms are located, it makes sense to use “a small-cluster method” to concentrate producers and reduce production and transportation costs. The best way to organise community gardens of PHP holders in a rayon is to work with a group of leaders. Each leader should be responsible for a specific line of collective work (mechanical work, receipt and distribution of seeds, fertilisers, chemicals, acceptance of farm products). It is also possible to work with individual farmers and PHP holders (provided they have facilities for planting potatoes on an area of not less than 2 ha using mechanical work), however this may require expansion of their land plots.

Problems may arise from concluding pro forma agreements. Rural residents may sell their produce to another dealer, if current market prices are much higher than the contract price. Thus pricing should be flexible and should take into account concerns of both parties. The contract should clearly state the requirements to the quality of products and production technology. The process of involving PHP holders in commodity production is rather tedious and its success depends on efficient work of an advisory service, department of agriculture, and other stakeholders who are committed to sustainable rural development.

8.10
Beekeeping

Summary

First of all you should decide where your apiary will be located. Ideally it should be a hilly place with rugged relief, where the flowering time of different types of bee plants varies depending on the sun heating of the slopes. On the southern slopes plants begin to blossom earlier, on the eastern and western slopes – a bit later, and on the northern slopes even later. It is also important that on a hilly ground the area in a radius of 2 km (the maximum length of a bee’s working from the hive) will be much bigger than on a flat ground. Try to choose the place for your apiary away from farms, compost pits, big ponds, fields treated with chemicals and high voltage lines. You should also keep away from other beekeepers, because in case of adjacent apiaries diseases may spread from one place to another, bees will steal from each other and swarm, as a result both your neighbour and yourself will have lower honey yields. 

An apiary ground should meet the following requirements:

· it should be on an open space to make it easy for bees to fly up to their hives;

· it should be protected from the wind;

· the hives should be painted in different colours and placed at least 3 m away from each other to help bees find their hives quicker.

Bees should be purchased only from apiaries with no cases of contagious diseases, which should be evidenced by a formal veterinary certificate. It is best to buy bee colonies after their first wintering; in this case the bees will produce saleable honey in the same season. Yet it is also possible to buy new swarms, which will become full-fledged bee colonies by the end of summer. The best time for buying bees is early spring. At this time of the year there are few honey boxes with bees and their brood in the hives, thus it is easier to move them to a new place.   

Only strong colonies with lots of worker bees and brood may bring you good income. The purchased colony should have a queen bee. Buying bees it is important to examine the colony, find the queen bee and make sure that it is not injured. Queen bees live up to 5 years and more but they are most fecund in the first 2-3 years.

Honey and cerago serve as the feed for bees. Honey is flower nectar processed in bee crops, condensed and sealed with wax covers in honeycombs. Cerago is made from flower pollen: bees wet it with nectar, put in cells, press with their head and cover the top with a thin layer of honey. Each colony should have at least 18 kg of honey for the winter. Feed supplies for winter and spring should be made from the first honey yields, as bees passing the winter with honey from the last yields get sick more often.

Description of activities

Firuz Teimurov, a geologist, was made redundant in 1991 and decided to become a farmer. He grew fruits in the Astara rayon of the Caspian region. As a result of bad harvest well-being of his family worsened. A neighbour offered Firuz to buy a bee colony from him on credit and try himself in beekeeping. In spring Firuz bought the first colony. Having no prior experience of keeping bees and relying exclusively on his neighbour’s advice in autumn he received 6 kg of honey (the year was lean) and separated another colony.

In a second year with 2 colonies, having studied special materials and accumulated certain practical experience, Firuz received 65 kg of honey. Studying literature on beekeeping and seeking professional advice from experienced beekeepers by 1996 Firuz already had 18 colonies of bees, and by 1997 – 35. The net income from beekeeping in those two years made up Euro 7,440. In 2000 80 colonies of bees produced 2 tons of honey. In 2001 the apiary increased to 120 colonies, but through an oversight 60 colonies were lost. However, in the next year the lost colonies were recreated and at present the apiary comprises 120 colonies, and new colonies are sold each year (the value of one colony ranges from 60 to 100 Euro).  

· Apart from honey Firuz started to sell the following products: royal jelly, beeswax, propolis, cerago, queen bees, bee venom, bee packs. The year 2004 was not a good year for beekeepers, prices for honey went up, however even under such unfavourable conditions the apiary’s income was estimated to be about Euro 8,600:

· cash honey – 120 colonies х 8 kg х 7 Euro = 6720 Euro 

· 5 colonies for sale – 5 х 60 Euro = 300 Euro

· 0.5 kg of  royal jelly  – 830 Euro

· 20 kg of pollen – 330 Euro

· 10 queen bees х 42 Euro = 420 Euro

As a professional beekeeper, with 10 years of relevant experience, Firuz believes that the optimal number of colonies per apiary is 100, in this case it is manageable and provides sustainable income.

Firuz experienced big problems with the purchase of beehives. In former times beehives were made in Russia and Georgia and supplied to Azerbaijan. However during perestroika the import of beehives ceased. The local manufacturers do not have adequate production capacities and skills, beehives are made to order, which affects the price  (Euro 20 per beehive) and consequently increases the cost of honey. 

Originally the honey was sold to neighbours, later it was decided to market it in big cities, which turned out to be rather difficult, as due to a big number of fake honey customers became rather cautious. At present Firuz sells part of the product to his permanent clients, and the rest at exhibitions organised by the Association of Beekeepers, “Zolotoy Ulei” (golden beehive). Unfortunately there are no specialised honey shops in Azerbaijan, which would be of great benefit both to beekeepers, improving their sales, and to buyers, protecting them from buying low quality honey. 

Economic considerations

The economic aspects of beekeeping and changes in profitability of the farm are shown in the charts below.  
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As shown above, the number of bee colonies was growing steadily, except for the year 2002 when half of the colonies died. As to the sales volume, it depends mainly on the yield. A highly productive year may support the apiary for 2-3 subsequent years. 

A novice beekeeper with an apiary of 10 beehives may expect to have the following cash flow through a year:

	Expenditures
	Euro
	Receipts
	Euro

	Purchase of beehives
	200
	Income from a double increase in the number of colonies
	1000

	Purchase of bees
	1000
	Sales of honey in an unfavourable year

 
	700

	Keeping bees through autumn and winter period 
	1000
	Sales of propolis 
	300

	
	
	Sales of beeswax


	10

	Total
	2200
	Total
	2010




As it is obvious from the above table, cost-recovery in the first year reaches 90%. This is due to the high level of investment required for the purchase of bees and beehives.

Common pitfalls

Most Azerbaijan farmers, who start a PHP-based apiary, have no relevant professional background and rely mainly on the support of their neighbours, beekeepers. Beekeeping, however, requires not only practical experience but theoretical professional knowledge, which should be regularly upgraded. The beekeeper’s knowledge should include information about  climatic factors, ecological and veterinary situation in the region, new medication and technology etc.   

Setting up an apiary, beginners usually do not take into account the nature and capacity of honey producing base, availability of other apiaries located in immediate proximity to the place, or that beehive orientation depends on the wind rose and cardinal points, humidity and other factors, which may affect the strength and health of bees, and in the long run, profitability of the apiary. Neither do they pay attention to timely procurement of apiarian equipment, wax, basic implements and a reference library. 

All those and many other omissions are typical for novice beekeepers, who lack theoretical and practical knowledge on the subject.

Sources of information

V.P. Vinogradov, A.S. Nuzhdin “The Basic Principles of Beekeeping”, Moscow, Publishing Company “Kolos”, 1996

V.I. Poltev, V.E. Neshataeva “Bee Diseases and Pests”, Moscow, Publishing Company “Kolos”, 1997

A.S. Nuzhdin “Beefarming on a Private Household Plot”, Moscow, Publishing Company “Kolos”, 1991

U.G. Sultanly “Beekeeper Manual”, Baku, 1994 (Azerbaijan)

R. Sultanov “Biological Characteristics of Azerbaijan Bees”, Baku, 1999 (Azerbaijan)

“Beekeeping” Magazine

8.11
Potato and vegetable commodity production 

Summary

Remoteness of many rural settlements from oblast and rayon centres, and main farmsteads became the reason for the decline of commodity agricultural activities in those areas: bigger farms gradually ceased to exist and private household plots are kept for subsistence farming. In general PHP holders produce a limited range of products, all of which are mainly for home consumption, and only in case of overproduction surpluses are marketed. Land resources available near such villages little by little are taken out of agricultural land rotation and become inarable, and even if those lands remain in use PHP holders as a rule cannot use them efficiently.

The example below shows how as a result of attracting investment and using fields of former collectively owned enterprises a family can start commodity production, successfully market the products and increase the household income.  

Description of activities 

In 1996 farm managers moved livestock from one of such remote villages to another village. At the beginning part of the working population was transferred to a new farm. However, downsizing of livestock operations and regular delays in wage payments made those workers redundant. In three years only two people, a truck driver and a tractor driver, from that village were still working on the new farm. The main sources of income for the rest of villagers were private household plots, pensions and odd seasonal jobs.  

The family of Oksana Pashkova was no exception: as all other rural families they kept livestock, cultivated a household plot of 0.2 ha, gathered wild berries and mushrooms and where possible marketed farm and non-wood forest products through the trading net of rayon consumer cooperatives or to seasonal buyers, who came to their village in autumn. As the two daughters were growing up the family needs were also increasing. Oksana appreciated that given the size of PHP operations it would be impossible to satisfy those increasing needs. That is why having found out that abandoned fields of the former collective farm could be made available to PHP holders Oksana agreed to participate in a pilot project. 

Out of 56 ha of arable land located near the village 5 ha were spontaneously used by rural residents as hayland and pasture areas. First of all it was necessary to address the issue of granting the right to rural residents to use those lands, which were in common share ownership, for the purpose of running PHP-based agricultural businesses.

Persons wishing to engage in commodity production and having land share entitlements submitted their applications to the head of rayon administration and the farm manager. Since there were no applicable laws, in the first year land was allocated to the applicants by order of the farm manager. The six families united into a group under Oksana Pashkova’s leadership.

Prior to launching the project a feasibility study was carried out, including the estimation of cost and profitability of potato production, and return on investment. The input data included: skills necessary for growing potatoes and cabbages, a stock of potato seeds and equipment for carrying out mechanical field works.

Shortage of cash for the purchase of seeds and fertilisers, and for carrying out mechanical works made the group of PHP holders apply for a loan.

In 2000 the group planted 3 ha with potatoes and 2 ha with cabbages. The low level of self-discipline and self-organisation amongst the group members were the reason for a low quality of field works. Lack of agricultural knowledge led to serious breaches of the technology. The situation was worsened by the weather conditions, which were unfavourable for growing potatoes. As a result the group did not receive the necessary amount of produce and failed to repay the debts. The group broke up, and all the debt liabilities were assumed by Oksana Pashkova as the project initiator and borrower. To resolve the situation, help PHP holders master the technology and make use of the available resources it was decided to set up a demonstration farm based on the private household plot of Oksana Pashkova.

By the beginning of 2001 the plot was expanded to 3.8 ha.

To comply with potato growing technology the farmer was supplied with primary seed of Folva variety (in addition to the farm’s own stock of primary seed of Elizabeth variety), fertilisers, chemicals and a certain amount of money to pay for tractor driver’s services. In addition to that a contract for consultancy services was concluded between the PHP and an agronomist of a seed breeding farm. Under the contract the PHP holder was committed to organise timely implementation of works under consultants’ supervision, to account for expenses and outputs. Such an approach to the organisation of field works made it possible to teach Oksana agricultural methods of cultivating soil and crops throughout the vegetation period.  

In 2001 potato yield on the demonstration field of Oksana Pashkova made up 21.4 t/ha, which was above the rayon average, and marketability reached 67%. Oksana sold potatoes to the amount of Euro 2,941, repaid all debts of the year 2000 and created a production basis for 2002. Yields on other PHPs did not exceed 14.5 t/ha. It was the best demonstration for all PHP holders engaged in potato growing that the use of advanced methods of plant cultivation and protection increased the farm profitability.

Oksana’s success inspired other villagers to follow her example and organise commodity production on the fields allotted to them out of common share ownership. By the time of spring field works in 2002 almost all vacant land of the nearby tract of land was transferred in ownership to the citizens. Oksana Pashkova also expanded her land allotment by the size of one land share and in 2002 she planted 1.5 ha with vegetables and 2 ha with potatoes, the rest was set aside as hayland. Apart from Oksana’s potato plantations were set on 8 more hectares by other land share owners. All in all in 2002 PHP holders planted 10 ha with potatoes and 1.5 with vegetables. 

In the course of the project an idea occurred to Oksana to share machinery doing mechanical works on her own fields and providing services to other PHP holders. To implement this idea she bought a hay baler. Availability of her own machinery saved Oksana a lot of labour and made it possible to cultivate potatoes and vegetables on the area of 3.5 ha and make forage on the area of about 3 ha. For harvest season she hired workers and paid them either in cash or in kind.  

Thus the transfer of idle resources to PHP holders, cooperation in the use of machinery between bigger farms and PHP holders or between PHP holders themselves, organisation of demonstration fields for the promotion of advanced farm practices – all those factors helped the rural population to secure employment and increase household income. 

Economic considerations

Table 1

Cost estimate for growing crops on 1 ha, Euro

	№
	Cost Item
	Crops

	
	
	Potato
	Carrot/Beet
	Cabbage

	1
	Seed
	588
	59 - 147*
	58.8 - 176.5*

	2
	Fertiliser
	88.2
	88.2
	88.2

	3
	Chemicals
	88.2
	88.2
	88.2

	
	Total 
	764.4
	235.4 - 323.4
	235.2 - 352.9

	4
	Mechanical and manual labour
	147
	235 - 294
	235 - 441.2

	5
	Harvesting (% to total yield)
	10%
	10%
	10%

	
	Yield, t/ha
	20
	20-25
	20-30


* depending on a variety of the crop

Potatoes: 

Total yield: 20t/ha * 3ha = 60t less harvesting costs (10% to the total yield) = 54t; with marketability being 70% commodity output will make up 37.8t.

Gross receipt from sales of commodity output: 37.8t * 103Euro/t = Euro3,893.4.

Total income from seed sales: 10t * 117.6Euro/t = Euro1,176 

Total revenue: Euro5,069.4 

Net income: Euro5,069.4 - Euro2,735 = Euro2,334 or 85% profitability

Carrots/ beets/cabbages:

Total yield: 20t/ha * 1.5ha = 30t less harvesting costs = 27t 

Gross receipt from sales of commodity output: 27t * 103Euro/t = Euro2,781 

Net income: Euro2,781 - Euro926.5 = Euro1,852 or 102.4% profitability

Common pitfalls

Smooth implementation of the project at a start-up stage depends on step-by-step training of rural residents in the organisation, technology and economics of production. It is necessary to envisage a set of milestones against which the project implementation should be monitored and to demonstrate in a clear and straightforward way possible outcomes of deviations from technology. This approach to training of rural residents in commodity production is very important, as commodity production implies more exacting requirements to the quality of products as compared with subsistence farming. 

One should also keep in mind that the majority of rural residents are former or present workers of collectively owned farms, which means that they specialise in a particular area (e.g. tractor drivers, milkmaids, mechanical engineers etc.) and not all of them realise what a crop growing technology is. Thus while setting up commodity production on private household plots it is important to help farmers not only in the supply with inputs but also in getting access to on-going advisory support.  

A scheme of works on the organisation of PHP-based commodity crop production is outlined below: 

· Launching the process of allocating land to PHP holders to expand the area under crops

· Providing organisational management services in land utilisation and planning

· Setting up crop rotation (in the long term). The technology prescribes a range of activities, which should create proper ripening and bearing conditions for the cultivated crop, forecrops determine the cultivation of a commodity aftercrop. 

· Providing training in cropping technologies. Inviting specialists and practitioners to provide professional advice and training to PHP holders. In crop production it is important to adjust the equipment in compliance with technical characteristics of the operation to be fulfilled.

· Helping PHP holders to get access to deficient resources. Concluding agreements for attracting additional resources from other farms and enterprises.

· Executing control over the implementation of mechanical and hand operations.

· Organisation of harvesting, storage and presale preparation of marketable produce (the scheme of harvesting, grading and sampling of commodity produce prescribed by the state standards).

· Organisation of accounting for receipts and expenditures from PHP-based crop production.   

Implementation of the above scheme may be complicated by the necessity to negotiate concerns of the project participants; in big groups farmers may have opposite interests. Therefore it is better to begin with a small group (2-5 people). In case of a bigger group it is advisable to split it into subgroups in order to reduce possible tension amongst the group members. Contracts should be concluded based on the principles of joint operations. 

The implementation of such a project should help PHP holders master crop production technologies and appreciate their role in the production process and outputs. It is especially important to those families who may decide to expand their operations and continue on their own.

Sources of information

Mechanisms of Sustainable Rural Development. Part I. Ministry of Agriculture, Moscow, 2003. 

8.12
Organisation of a hairdressing salon

Summary

Organisation of a hairdressing business is one of the fast-growing and efficient lines of activity for investing money.

Existing hairdressing salons can be divided into three types: 

· VIP

· Middle class

· Low level

A middle class hairdressing salon is the best option to invest money for two reasons. Firstly, according to specialist forecasts, this is the type of salons, which will constitute the majority in the nearest future. And secondly, this is the type of salon where the majority of clients will come to have a haircut. Thus, this is a good place to coin money!  

What is a middle class hairdressing salon? This is a type of salon with good equipment, adequate entourage, reasonable prices (as compared with a VIP salon) and professional hairdressers. The quality of middle class salons may differ depending on the equipment, staff qualification and prices.   

Description of activities 

A key requirement to the applicant of such a project would be professional background and practical experience in hairdressing business.

As to the institutional framework and legal setting for the project, it could be either registered to do business as an individual entrepreneur without a legal identity of its own or as a legal entity (e.g. as a limited liability company).

The start-up capital should provide for legal formalities of business registration, renovation of the premises, purchase of tools and equipment and consumables for the initial period. 

The first step would be choosing a place where your hairdressing salon will be located (best of all somewhere in the centre of the settlement) and a building. Ideally you already own suitable premises which could accommodate a hairdressing salon (e.g. a shop or a storage). If this is not the case then you can rent the premises: it could be an apartment on the ground floor of a multi-storey apartment block (the rented apartment should be re-registered as non-residential premises). 

Depending on the original state premises may either need reconstruction and major repairs or redecoration. A hairdressing salon designed for three working places (two hairdressers, one manicurist/pedicurist) and back rooms will require premises with the floor space being about 30-40 м2. Rent payment will amount to Euro100 per month. 

Hairdressing services are subject to certification. To obtain a certificate one should apply to a certification body authorized to certify the required type of services. The certification body shall consider the application and implement a certification procedure, which will include assessment of service provision and service quality control, a schedule of certification inspection and regular on-site inspections. Certificates must be obtained before the opening of your hairdressing salon.  

The next step would be choosing and buying the necessary equipment and tools. Prior to buying equipment talk to more experienced colleagues and ask for their advice. They will explain to you what type of barber’s chair is not comfortable, what equipment is not worth overpaying, and where to turn to in this or that situation. A set of equipment (made in Russia and abroad) at minimal prices is included in Table 1 below.   

Table 1

	Description
	Price per unit, Euro
	Number
	Amount, Euro

	Equipment
	
	
	

	Dressing table
	145
	2 pcs.
	290

	Barber’s chair
	210
	2 pcs.
	420

	Wash sink + chair (Russia)
	300
	1 pc.
	300

	Hair drier (Italy)
	165
	1 pc.
	165

	Furniture
	140
	1 set
	140

	Sterilizer
	110
	1 pc.
	110

	Manicure table
	115
	1 pc.
	115

	Trolleys for tools and materials
	85
	1 pc.
	85

	Chair
	15
	4 pcs.
	60

	Tools
	
	
	

	Barber’s toolkit
	85
	2 pcs.
	170

	Nail mending kit
	45
	1 pc.
	45

	Other accessories (hair-curler, containers for mixing hair colours, towels)
	85
	1 set
	85

	Styler-dryer (Russia)

Curling iron
	38

5
	1 pc.

2 pcs.
	38

10

	Hair cutting machine
	44
	1 pc.
	44

	Total
	
	
	2077


The market today offers a wide range of tools and equipment for beauty salons – everything will depend on the amount of money you are prepared to invest. Choosing between price and quality you should give preference to the latter. For a new business any false step is a threat to loose clients, and this is something you can not afford in your situation. Placing of equipment should comply with Sanitary Regulations for the organization, equipment and maintenance of hairdressing salons.   

The success of a hairdressing salon to a great extent depends on the skills of its staff. Clients quite often make their choice in favour of individual masters rather than places. According to experts, in the modern market beauty salons compete on staff.

An important step in launching your business will be making out a list of services for the hairdressing salon (the list should comprise at least 10 types of services). An indicative list of services is included in Table 2 below. 

Table 2

	Service
	Price, Euro

	          For Ladies
	

	Hair washing
	0.5

	Haircut
	1.7

	Hair dressing
	1.1

	Hair dyeing
	4.3

	Highlights
	5.7

	Colouring
	5.7

	Permanent wave
	5.5

	Manicure
	1.7

	          For Gentlemen
	

	Haircut
	1.4

	Beard shaving and styling
	1.3


Economic considerations

Planning day-to-day operations of a hairdressing salon:

· It is advisable to buy consumables from authorized dealers of cosmetic producers. In this case you may be granted discounts and free advice on the use of products. Certificates for all consumables used by the hairdressing salon are mandatory. 

· Staff recruitment: four hairdressers and two manicurists (to work every other day, a twelve-hour shift), all masters should be duly certified, and an office-cleaner. Seven people in total. Possible types of labour remuneration: fixed salaries or a percent of revenue. All administrative work shall be done by the owner of business.   

· Given good time management one master should service 6-8 clients per shift, on average each client will bring you about Euro1.7-2.3. With gross receipts per shift from one hairdresser being Euro14.3 and from one manicurist – Euro14.3, your daily revenue will make up about Euro43 and monthly – about Euro1290.

· In the first months of operations you will have no return on your investment. Usually a hairdressing salon starts bringing interest from the second month. Do not try to save money on advertising. The initial advertising campaign will include making of a business sign (which will cost you about RUR 5,000) and distribution of flyers and placing of advertisements promoting the services of your hairdressing salon.

An estimate of receipts and expenditures is included in Table 3 below. 

Table 3

	Items / Months
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	11
	Total

	Receipts
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Sales receipts
	 
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	12900

	Total receipts
	0
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	1290
	12900

	Expenditures
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 

	Renovation
	1710
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	1710

	Purchase of equipment
	1685
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	1685

	Purchase of tools
	392
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	392

	Making of a business sign
	143
	 
	 
	 
	 
	 
	 
	 
	 
	 
	 
	143

	Purchase of consumables (hair dye, styling aids etc.)
	 
	170
	170
	170
	170
	170
	170
	170
	170
	170
	170
	1700

	Labour costs
	 
	400
	400
	400
	400
	400
	400
	400
	400
	400
	400
	4000

	Community charges
	28,5
	28,5
	28,5
	28,5
	28,5
	28,5
	28,5
	28,5
	28,5
	28,5
	28,5
	313,5

	Rent payment
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	100
	1100

	Advertising cost
	15
	15
	 
	 
	 
	10
	 
	 
	10
	 
	 
	50

	Taxes on income
	 
	65
	65
	65
	65
	65
	65
	65
	65
	65
	65
	650

	Total expenditures
	4073,5
	778,5
	763,5
	763,5
	763,5
	773,5
	763,5
	763,5
	773,5
	763,5
	763,5
	11743,5

	Amount of balance for the period
	-4073,5
	511,5
	526,5
	526,5
	526,5
	516,5
	526,5
	526,5
	516,5
	526,5
	526,5
	1156,5

	Cumulative amount of balance
	-4073,5
	-3562
	-3036
	-2509
	-1983
	-1466
	-939,5
	-413
	103,5
	630
	1157
	


The project’s payback period makes up 9 months, after that monthly net income from the hairdressing salon will be about Euro526.5. 

The above calculations are made based on the assumption that all initial expenditures will be covered by the owner of business. In case if own funds are not sufficient or not available the owner should look for alternative sources of finance, such as credits of commercial banks, loans of municipal funds/microcredit institutions or subsidies granted by local governments. In that case expenditures should include borrowing costs, i.e. interest paid on a monthly basis. 

Common pitfalls

Lack of advertising activities at the start-up period. 

Bad location of the hairdressing salon. Location of a hairdressing salon is one of the key success factors in this type of business. Remoteness from bedroom communities and shopping centres reduce the flow of clients. 

Wrong selection of staff. To a great extent the success of your hairdressing salon will depend on the hired masters. Good skilled masters could expand your clientele bringing their own clients who follow them from one place of work to another because they do not want to loose the high quality of service they got used to. 

Lack of discounts for permanent clients and promotional activities makes it difficult to maintain the reputation of your salon and to attract new clients.  

Sources of information 

Specialised printed information and advertising publications

Training courses for hairdressers

8.13
Microfinance Institution – Municipal Foundation for Support of Rural Development 

Summary

The Municipal Foundation for Support of Rural Development (MFSRD) is a not-for-profit organisation set up to contribute to the overall goal of creating sustainable rural livelihoods. The MFSRD’ mission is to improve the well-being of rural population, increase their incomes and secure employment, to support agricultural producers and raise the living standard of rural residents by means of providing microfinance, advisory and information services. MFSRD promotes the rural population social and economic activity, provides incentives for the development of rural businesses.     

The need to create municipal foundations for support of rural development has been caused by the economic situation, which formed in most CIS countries in the post-soviet period as a result of administrative and economic reforms and the move to a market economy. Under the transition period conditions a substantial proportion of the population grew poor. To improve the situation, first of all it is necessary to create mechanisms aimed at the development of income generating activities by the population. Municipal authorities should play their role in this process and create favourable and equal opportunities for all members of the society, including provision of vocational guidance, consultancy services, access to information, assets and finance. The municipal foundation for support of rural development is an efficient mechanism for implementation of the above tasks, in particular provision of financial support to the rural population economic activity. 

For rural residents and small entrepreneurs the MFSRD is almost the only source of finance. Simple and clear loan application evaluation procedures, close location to clients, client-oriented approach, simplified procedures for obtaining small loans, loan repayment schedules based on the cash flow, opportunities to participate in various targeted finance programmes etc. – all those aspects make MFSRD very attractive and sometimes indispensable to a big number of residents. 

As practice shows, the transparent system of management and decision-making plays an important role in sustainable and efficient operations of municipal foundations for support of rural development. Financial self-sufficiency depends on capital adequacy, planning of operations based on cost recovery principles, appropriate lending policy, monitoring of borrowers’ business performance and stringent control over timely repayments.   

The MFSRD is an affordable and easy to replicate model of a microfinance institution. Its operations benefit both local authorities and donors interested in economic and social development of rural areas, and the rural population willing to improve their livelihoods.

Description of activities 

The Tikhvin Foundation for Support of Rural Development is a not-for-profit organization established by the administration of Tikhvin rayon, Leningrad oblast, in July 2001.

The Tikhvin rayon is an underdeveloped rural area. There are branches of commercial banks there, however, like the banks of many countries in transition from command to market economy, they do not provide small businesses with an adequate access to finance.  

Access to commercial loans in rural areas often proves to be difficult for many reasons: remoteness of banks from rural clients, lack of property that could be pledged as security for a loan, absence of sustainable and documented sources of income, few people who may act as surety, complicated lending procedures. The majority of rural residents have no prior experience of obtaining loans for the development of their own business. Banks, in their turn, avoid dealing with small rural businesses because of high operating costs caused by the small size of loans and remoteness of rural settlements, high risks associated with agricultural production, underdeveloped insurance system and lack of bank specialists with agricultural background. The establishment of a municipal foundation for support of rural development helped to address most of the issues related to private household plot holders lending.  

A supreme governing body of the FSRD, in accordance with its charter documents, is the Steering Committee, which identifies priority lines of activity, considers and approves the programmes, in which the Foundation will participate, takes decisions on introducing changes and amendments to the charter documents, appoints director and discontinues his/her term of office, makes decisions on loans, sets up various committees. The Steering Committee includes five members: representatives of the rayon administration, donors and clients. 

Supervision over the FSRD’s activities is executed by the Board of Trustees. It monitors the disbursement of funds, the Foundation’s compliance with legislation and its charter goals. The Board of Trustees consists of three members: representatives of the rayon and regional administration, and donors.  

There is also a Loan Application Evaluation Committee within the FSRD, which analyses applications for loans and gives expert advice. The Committee includes credit specialists of FSRD and rayon administration specialists, the latter work on a voluntary basis. 

The FSRD has an executive director on the staff. The director is responsible for day-to-day operations of FSRD and reports to the Steering Committee. The staff members also include a chief accountant, a lawyer and two credit specialists. All staff costs are covered by FSRD. A budget for FSRD is approved by the Steering Committee. 
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The Foundation extends loans to residents of the rayon, private family farmers and individual entrepreneurs, cooperatives and other enterprises, which increase incomes and secure employment of the rural population and engage in farm and off-farm businesses.

The greater part of FSRD clients is represented by private household plot holders (PHPs). There are two reasons for this: on the one hand PHPs represent the prevailing and mass category of agricultural producers, and on the other hand, they have a very limited access to other sources of finance. 98% of the total number of loans were extended to PHPs. Most of FSRD clients had no prior experience of dealing with borrowed funds. A considerable proportion of borrowers (about 25%) falls on the rural unemployed. Out of the total number of private persons, borrowers of FSRD, about 70% falls on women (see drawing 8.9.1), for whom the problem of finding a job is even more difficult to resolve.    

Working with borrowers FSRD, on the one hand, makes everything possible to simplify the procedure of obtaining a loan by the client, and on the other hand, to secure high repayment rates, targeted and efficient use of funds. The aim of FSRD is to provide opportunities to participate in various economic schemes to a maximum number of rural residents, because this is the only way to produce a significant positive impact on the overall social and economic situation in the rayon. Such an approach also helps to create reliable clientele and improve sustainability of the Foundation.  

The package of loan documents is not huge. For rural residents it should include a loan application, a letter of support from the rural administration, passport information, information about the household plot and a business plan, which is developed jointly with an FSRD consultant after paying an initial visit to the client. 

All applications are considered by the Loan Evaluation Committee, which gives an expert advice on each business project in terms of its being feasible and economically sound. Decisions on small loans (up to RUR 5,000 about Euro 147) are made by the Director, on bigger loans – by the Steering Committee. FSRD uses collateral as a security for the loan, including third party collateral. Relatively small loans (RUR 5-10 thousand or about Euro 147-294) do not require collateral. FSRD also practices group banking, when loans are secured by social capital.  

Loans are provided for the period of up to two years. The maximum loan amount is Euro 7,500. Interest rates are set at the level of 21-21% per annum, with interest being charged on a monthly basis on the outstanding capital amount. The period of loan and interest rate depend on the type of borrower’s business.  

All loans are provided for production purposes, targeted use of funds is stipulated in the loan agreement. In accordance with the loan agreement the borrower shall confirm that the money has been used as planned, submitting supporting documents.  

There is another reason, which makes FSRD loan terms attractive for clients: small businesses are eligible to participate in the soft loan scheme, financed by the oblast administration, under which they may receive loans at subsidised interest rates. About 500 clients have already enjoyed this privilege. They have received loans for the development of commodity agricultural production and fulfilled the loan agreement conditions (targeted use of funds and timely repayments). Subsidies are paid from the oblast budget at the rate of 16 percentage points based on the information provided by FSRD. Thus, the actual interest rate paid by the borrower is 5% per annum, which makes it possible to increase the profitability of business. All in all from the beginning of its operations FSRD has provided 578 loans to the total amount of over Euro 236 thousand.  

As of 1 January 2004 the Foundation had 283 active clients
; the loan portfolio made up Euro 94,120. To date the value of FSRD’s loan capital is Euro 106,000. The cumulative sources of finance are: donor’s funds (49%), oblast administration funds (22%), rayon administration funds (18%) and FSRD’s profit from lending operations (11%).  

The average loan size, estimated for the whole period of FSRD operations, makes up Euro 410, and the average loan period – 12.2 months. 
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FSRD supports different types of economic activity, including off-farm businesses. The most popular and widespread farm business among rural residents of Tikhvin rayon is livestock breeding (see drawing 8.9.3), 74% of the total amount of loans have been made to this type of business. Within livestock production the following types of activity are prevailing: pig fattening (29%), cattle fattening (19%), and dairy farming (18%). Providing financial support to different types of economic activity FSRD promotes diversification of employment in rural areas. A substantial proportion of loans, 20%, is provided for the development of off-farm businesses (wood processing, rural tourism, service provision, rural trading etc.).

Table 8.9.1 

Performance Indicators

	№
	Indicator
	Year 2003

	
	
	

	1
	Amount of loans disbursed, Euro
	121,560

	2
	Number of loans disbursed
	296 

	3
	Average amount of own funds, Euro
	95,824

	4
	Average loan portfolio, Euro
	90,060

	5
	Inflation rate 
	12%

	6
	Total income, Euro
	21,799

	7
	Total expenditures, Euro
	16,476

	8
	Total income (loss), Euro

(line 6 - line 7)
	5,323

	9
	Inflation adjustment, RUR

(line 3 * line 5) / 100
	11,500

	10
	Adjusted income (loss), RUR
(line 8 - line 9)
	-6,177 

	11
	Operating self-sufficiency, % 

(line 6 / line 7) * 100
	132.4

	12
	Financial self-sufficiency, %

(line 6 / (line 7 + line 9)) * 100
	78

	13
	Loan interest and penalty fees,  Euro
	19,620

	14
	Return on loan portfolio, %
	21.8 


Over the period of two and a half years FSRD has created a reliable client base. At present over 50% of all applications are submitted by clients who would like to take out a repeat loan. All those clients have a good credit history. Many of them applied for and were provided with a loan three and more times. The credit policy adopted by the Foundation secures high repayment rates. The loan portfolio at risk
 does not exceed 1-1.5%. Over 98% of borrowers fulfil their obligations to the FSRD in full and on time. During the life of FSRD no loans were written off as bad debts.  

The Foundation’s activity has been appreciated both by regional and local authorities and clients interested in its sustainable operations. In order to be sustainable the Foundation should achieve operating and financial self-sufficiency. It has already reached the level of operating self-sufficiency, i.e. its operating income covers all operating costs. The current performance indicators and a business plan developed by FSRD are good reasons to believe that the Foundation will reach the level of financial self-sufficiency in the near future, including creation of a reserve for inflation (an increase in loan capital required to maintain the value of funds).  

Common pitfalls
Experience obtained in the process of setting and running the microcredit scheme and analysis of its performance made it possible to highlight the key success factors and potential pitfalls. 

The assumption that a microfinance foundation will be a success and its services will be in great demand from the very start is wrong. As FSRD’s example showed, at the initial stage of a microcredit scheme operations potential borrowers can be very passive and cautious. There are several reasons for the slow take up of credit in rural areas. Most rural residents have no prior experience of applying for loans and managing repayments, moreover they believe that being in debt is wrong and do not see any advantages of using credit. Those who got used to work as hired labour are afraid of taking risks and starting or expanding their own business, especially the risks associated with borrowing costs. Given all that it is very difficult to create a sufficient and secure loan portfolio in a short period of time, even if the microcredit foundation has enough funds. To anticipate the problem it is necessary to carry out a wide information campaign among the rural population. 

It would be wrong to oppose a municipal foundation for support of rural development to a credit cooperative. The form of a MFSRD is best for providing microcredit services in disadvantaged regions, where viable businesses are small in number. For creation of a credit cooperative there should be a relatively big number of successful businesses in the rayon, which may act as initiators. And even in that case FSRD could help working with less active layer of the population and increasing their economic activity. 

In its activity FSRD should be guided by the following principle: credit will only be a useful mechanism for helping people out of poverty for those who are sufficiently economically active. It will not be appropriate for the very poorest of the poor, the elderly or those who are not able to work for other reasons. In their case credit can make things worse. This category of the population requires special support programs. 

Success of the Foundation to a great extent depends on its credit policy and in the first place on interest rates. The Foundation should set interest rates at the level of current market rates. This on the one hand will ensure financial sustainability of the Foundation, and on the other hand help clients learn to run business in a market environment. Clients are attracted to FSRD not because of cheap credits but primarily due to the accessibility of funds, which in particular includes the adopted lending procedure, loan period and terms, and on-going information and advisory support provided to borrowers. Using of market interest rates does not exclude the opportunity of clients’ participation in the soft loan scheme financed under state support programs. Given that subsidies are provided on condition of timely loan repayments they may raise the efficiency of client’s business but they do not threaten its viability in case if they are not made available.    

Maintaining of high repayment rates is important for any credit institution and rural finance schemes are no exception. In rural context it would be a mistake to believe that in certain cases it is not economical (especially when the loan amount is small) to try and recover debts. Calculations may show that it would be better to write the loan off as bad debts rather than incurring additional costs (transport, time of credit specialists, litigation expenses etc.). However such an approach may produce a negative impact on payment discipline. In a rural community the news of forgiving a debt of one of the borrowers will spread like wildfire and may “inspire” other borrowers not to fulfill their loan obligations.    

Another possible problem, which a microcredit scheme may face, is limited access of a FSRD to commercial credits due to the shortage of own funds and lack of collateral. For example the demand for credit in Tikhvin FSRD exceeds its financial capacities by more than 1.5 times. This problem could be solved by including the FSRD in regional and municipal targeted finance programs, fundraising activity and replenishment of the loan capital at the expense of operating profit of the Foundation. 

The Foundation’s performance will be most sustainable, if the size of loan capital and cash flow management provide for continuous operations with no seasonal fluctuations. 

It is crucial to establish client relations built on trust. Borrowers’ businesses should be visited by credit specialists and consultants. High repayments rates should be maintained through simple and clear loan repayment procedures, including debt collection mechanisms such as a Third Party Arbitration Court or regular court. At the same time FSRD should treat each non-payer individually, taking into account the nature of business and analysing the reasons of problems, if necessary a decision should be taken to reschedule the loan. In this case clients will view the Foundation as their partner, interested in the success of their business, rather than as just another creditor. 

Sources of information

State Foundations for Support of Entrepreneurship

Russian SME Resource Centres

Russian Microfinance Centre www.rmcenter.ru
International Finance Corporation  http://www.ifc.org
MicroBanking Bulletin http://mixmbb.org
The Microfinance Gateway http://microfinancegateway.org
8.14
Agricultural Cooperative

Summary

An agricultural cooperative is an organisation, which is:

· owned by agricultural producers, members of the cooperative;

· aimed to provide services to its members and increase their incomes from agricultural activities.

A cooperative is based on free will of its members to unite their efforts in attaining commercial goals. Agricultural producers join or establish a cooperative to do the work, which is easier to do in a group than on one’s own, e.g. supply and sales activity or joint use of agricultural machinery.

The process of setting up a cooperative includes the following stages: 

An idea to organise a cooperative could be initiated by: 

· a group of farmers; 

· a technical assistance project;

· a rural consulting centre; 

· an individual or a legal entity interested in the creation of a cooperative.

The next step would be:

· to identify farmers who may wish to join the cooperative; 

· to provide information;

· to train members in basic principles of a cooperative work.  

Once the initiative group is established the idea of a cooperative needs time to mature. This is a preparatory stage, in the course of which agricultural producers, potential members of the cooperative, begin to realize what a cooperative is. At this stage collection of information and advisory support are of great importance:

· An advisory centre should provide support to the initiative group. Consultants should attend meetings with farmers, acting as facilitators and providing information.

· The initiative group should study experience of other cooperatives – valuable lessons could be learnt from their achievements, and still more valuable from their mistakes.

The initiative group should have an outline of the future cooperative:

· selection of members and their number;

· lines of activities;

· start-up capital and members’ contribution;

· charter documents and regulations.

Services, which could be provided by the cooperative:

· supply of inputs and agricultural machinery;

· sales and processing;

· joint use of machinery;

· consultancy.

Supply of inputs and machinery of good quality and at reasonable prices is the top priority for farmers. Many cooperatives are created for this very reason, to overcome the difficulties created by the lack of agricultural machinery.

A basic rule of the cooperative should be: every cooperative member shall have the right to choose a supply and sales policy for the farm at his/her own discretion; actions, which could be harmful or detrimental to the cooperative shall be prohibited. 

Description of activities 

The given case study describes activities of an agricultural cooperative in Turkmenistan, located in the d/b Yangal, Geok Depe etrap of Akhalsk velayat.. This is a rural area, which lies 43 km away from Ashkhabad, the capital of Turkmenistan. There are about 150 private family farms in the d/b Yangal, 100 of which work under contracts with the government.

The Geok Depe etrap is famous for its advanced farming practices. Most farmers in d/b Yangal have their own agricultural implements but not all of them have tractors. Farmers can not afford buying all the necessary types of agricultural machinery for their private use. Private use of machinery would be uneconomic for two reasons: pressure for money and small size of allotments. However, big machinery could be shared by a group of farmers within a cooperative. The total acreage of farmers’ plots should be big enough to make the use of machinery profitable.

Farmers in the d/b Yangal had three options to solve their problems:

1. To conclude a contract for field works with a supplier of such services. There are state and private enterprises who lease machinery to farmers. The main advantage for a farmer is that there is no need for investment. However the services are rather expensive and the farmer has no guarantee that machinery will be available and field works carried out at the right time.

2. To join a cooperative and share machinery with other farmers.

3. To became a member of a machine and tractor brigade.  

The farmers chose the second option and decided to set up a cooperative to share machinery. 

Inspired by the knowledge and experience of foreign farmers and united by common views and problems 14 farmers from the d/b Yangal on 31 December 2003 registered as an agricultural cooperative named Sakhy Dzhibar. 

The Cooperative has the following lines of activity:

· joint use of machinery; 

· supply and sales activity; and 

· processing of agricultural produce.

The Cooperative has got an equipped office space, where they hold general meetings of cooperative members, organise meetings with experts and officials, deliver training events. 

The start-up capital makes up Euro 403. Each member made an equal contribution of Euro 28.8. The total amount of additional costs associated with registration of the cooperative made up Euro 64.

At the time of registration the total area of agricultural land owned by cooperative members was 44 ha. 

Information about the areas under various crops and some key performance indicators of the Cooperative are given in Table 1 below. 

Table 1

Sakhy Dzhibar Cooperative: Economic Information

	Crop


	Area, ha
	Yield, t/ha
	Total yield, t
	Average selling price in local currency , ths manat/kg 
	Average selling price in Euro
	Revenue, Euro

	Vegetables, including: 
	26.5
	 
	 
	 
	 
	127 710  

	Cucumbers
	2
	25
	50 000
	5 000
	0.16 
	8 065

	Tomatoes
	10
	25
	250 000
	6 000
	0.19  
	48 387

	Carrots
	1.5
	30
	45 000
	7 000
	0.23  
	10 161 

	Potatoes
	10
	35
	350 000
	5 000
	0.16  
	56 452 

	Sweet peppers 
	1.5
	5
	7 500
	6 000
	0.19 
	1 452 

	Aubergines
	1.5
	22
	33 000
	3 000
	0.10 
	3 194 

	Grapes
	5
	20
	100 000
	10 000
	0.32 
	32 258 

	Sunflower
	5
	8
	40 000
	15 000
	0.48 
	19 355 

	Apricots
	3
	10
	30 000
	6 000
	0.19 
	5 806 

	Flowers
	1
	 
	 
	 
	 
	194 

	Melons and guards, including:
	3.5
	 
	 
	 
	 
	19 097 

	Melons
	1.5
	32
	48 000
	5 000
	0.13 
	6 194

	Watermelons
	2
	40
	80 000
	4 000
	0.16 
	12 903

	Total:
	44
	 
	 
	 
	 
	204 420


As it is obvious from the above table cooperative members were provided with sales services to the total amount of Euro 204,420. The agricultural produce was mainly delivered to the city of Ashkhabad. The produce from Geog Depe is in great demand at the city market because of its good quality and reasonable prices. The charge for sale services makes up 2% of sales proceeds. The total amount charged for sale services amounted to Euro 4,088.4. At first sight the rate seems to be high, yet it would be impossible to provide for the economic growth of the Cooperative if other approaches were adopted. Marketing services are rendered not only to the Cooperative members. The charge for non-members is 4% of sales proceeds, which is an additional source of income for the Cooperative. During the reporting period the Cooperative earned Euro 6,800. In the long run the Cooperative is planning to share machinery with non-members as well.  

In accordance with the adopted procedures financial results of cooperative activities are distributed between the members in the form of discounts on the provided machinery and services and premium to a price of produce marketed through the cooperative. The Cooperative’s production activity is not aimed at reaping profits. At the end of year its profit will be equal to zero. Members of the Cooperative made a decision to build up an investment fund for future growth. The fund will accumulate interests on loans granted to members of the Cooperative. The size of investment fund should be determined by members of the Cooperative.

In order to achieve the planned output the Cooperative should set purchasing prices for farm products, and selling prices for machinery provision services at cost. 

Financial results will be assessed only at the end of the year, when all costs incurred during the period will be accounted for:

· At the beginning of the year the Cooperative sets estimated cost prices for services.

· At the end of the year based on a resolution of the General meeting retained income is distributed between cooperative members in the form of discounts on the provided machinery and services and premium to a price of produce marketed through the cooperative.

· Thus the final purchasing price for farm produce will be equal to the estimated cost price plus premium. And the final price for machinery provision services will be equal to the estimated cost price less discount. 

The Cooperative has established three funds, the so-called boxes:

· Green Box – this is the fund for accumulating receipts from services provided to both members and non-members of the Cooperative, grants and members’ contributions.

· Blue Box – financial assets received from external sources of finance: commercial credits, microcredits provided under Tacis and Vinrok projects. 

· Red Box – mutual aid fund, which provides for medical treatment, support in case of force majeure, incentive fees to cooperative members etc.  

For the initial period the Cooperative received financial support from Vinrok, an interest-free loan of Euro784. The loan was distributed between the cooperative members. In accordance with the general meeting’s resolution it was decided to provide financial support in two tranches, first to one half of the members, i.e. to 7 farmers, and then to the other. The decision has been made that members of the Cooperative will receive Euro56 each for the period of 6 months at the rate of 3% per month (see Table 2 below).

Table 2

Terms of granting loans to the Cooperative members

	Loan period, month
	Loan amount outstanding at the beginning of period
	Principal
	Interest 
	Total payment
	Loan amount outstanding at the end of period

	1
	56
	0
	1.68
	1.68
	56

	2
	56
	0
	1.68
	1.68
	56

	3
	56
	0
	1.68
	1.68
	56

	4
	56
	0
	1.68
	1.68
	56

	5
	56
	0
	1.68
	1.68
	56

	6
	56
	56
	1.68
	57.68
	0

	Total
	 
	56
	10.08
	66.08
	 


The total amount of interest on loan paid by each cooperative member makes up Euro10.08 and all in all it makes up Euro141.12. This money will fall into Green Box and will be used for development purposes.  

In June 2004 the Cooperative received a grant, Euro2800, from counterpart funds for well drilling.

In August 2004 the Cooperative was allocated 125 ha on lease to produce wheat under a contract with the government. In accordance with the terms of contract 50% of all costs related to growing wheat are subsidised by the state. All the grain produced will be bought by the state at Euro12.9 per kg. It is the Serdar variety of wheat with an average yield being 2.5 t/ha. The total yield is estimated to be: 2.5 t/ha * 125 ha = 312.5 t. The total income from grain production will make up Euro 4031.25.   

The state will also buy straw from the Cooperative. There is a paper mill in the territory of Akhalsk velayat, and in accordance with the technology straw is used in the production process. The value of straw makes up Euro806. Thus the gross revenue from 125 ha under wheat will amount to Euro4837.25. Deductions at the rate of 20% of total income, which is equal to Euro 967.45, must be paid the local budgets, Daikhanberlishik and Vodokanal. 
An important role in sustainable agricultural development in Turkmenistan is played by the national Law on exemption of agricultural producers and processors from paying taxes to the state budget. 

The Cooperative has got the following equipment:

- 4 tractors;

- 3 lorries; 

- a set of agricultural tools and implements.

To provide services at lowest possible prices the Cooperative should make sure that machinery will be efficiently used throughout its depreciation period. The procedure of service provision is as follows: a member of the Cooperative submits an application for the cultivation of a certain area of land or alternatively for the amount of time machinery will be in use. As a rule, applications for tractors are made based on the required amount of time, and for other types of machinery and equipment – based on the number of hectares. The applicant pays for services listed in the application. The cost of renting machinery and equipment for a cooperative member ranges from Euro50 to Euro150.   

Responsibility for the use and maintenance of machinery and equipment is clearly defined. Prices for services provide for all expenses and for accumulating funds to buy additional machinery in the future.

In the long run the Cooperative is planning to obtain a loan from a commercial bank. The purpose of loan is purchase of additional agricultural machinery. They are also planning to buy machinery at the expense of members’ contributions. For this purpose it is proposed to introduce monthly fees for all members, which will amount to Euro15. 

Management of the Cooperative is executed by the general meeting of its members. All members are involved in a decision making process:

· The general meeting chooses the main lines of activities and strategy of future development;

· The chairman implements the policy approved by the board of directors.

Management bodies of the Cooperative are responsible for:

· Liaising with members of the Cooperative, including protection of their interests.

· Commercial activity, including organisation of supply and sales, and day-to-day operations.

· Technical supervision, including organisation of repairs etc.

· Financial issues.

Organisational Structure of Sakhy Dzhibar Cooperative 
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The chairman devotes to the Cooperative only part of his time, because he also runs a farm. His work as a chairman is unpaid. Efficient management of the Cooperative is based on control over activities undertaken by the chairman on behalf of other members, mutual trust and discussion of problems in an open dialogue.      

The Cooperative has established stringent control over the pricing process. It carries out regular analyses of planned and actual performance and monitors the outputs.

A cooperative is a group of producers united by common interests and observing uniform procedures to achieve the set goals. House rules form the basis of cooperative activities. The cooperative has to compete with other companies, which may have bigger financial resources. 

The main competitive advantages of a cooperative are: 

· control over fulfilment of undertaken obligations; 

· quality control;

· pricing.

Rights and obligations of members, decision making process – all that should be clearly stated in the Cooperative Regulations, which should be:

· adequate to the current situation within the Cooperative and status of individual members;

· approved by all members of the Cooperative; and

· observed by all members of the Cooperative.

The key to success is participation and involvement of all members in the life of the Cooperative.

Common problems

In process of its activities the Sakhy Dzhibar Cooperative deals with various challenges and risks.

Marketing and processing – these are the two major problems of farmers. 

· The Cooperative has to handle big volumes of agricultural produce.

· Members of the Cooperative should observe the rules; sometimes it proves to be difficult.

· Sales and processing services should be supported by contracts concluded between farmers and the Cooperative.

Crop harvesting and storage

· Ideally a cooperative should have its own storage facilities.

· Another option is to conclude agreements with an existing grain elevator.

· The cooperative should monitor transportation of the crops. 

Marketing

· Access to market information is crucial.

· A cooperative may conclude contracts with existing processing enterprises.

· Operations at the international market are rather profitable, but the cooperative should have a strong financial position.  

Processing

· The cooperative should have control over added value.

· Availability of its own processing facilities might be profitable. 

· Another option is to process contractor’s raw material.

· Members rights to their share of profit made on processing should be stipulated in the Charter documents.

· Quality is important.

Prices and terms of payment

Prices should be estimated very carefully, as contracts are concluded several months before the harvest time. Prices should provide for possible changes in the market situation. 

Guarantee system

To obtain a credit the cooperative should provide a guarantee to the bank. Two options are possible:

· The cooperative pledges property or future yields of its members as security for a loan; or

· The Cooperative requests its partner, a processing enterprise to be its surety. The processor in return asks the cooperative to provide a guarantee.   

Guarantee system should take into account:

· creditors’ requirements

· safety of the cooperative

· the value of guarantees should be as low as possible.

Supply/purchase agreements 

Supplying machinery and equipment on credit the cooperative should conclude a contract with its members, stipulating:

· types, number and technical specifications of equipment to be supplied, as well as estimated (maximum) prices and delivery deadlines;

· types, amounts and quality specifications of farm products to be supplied, as well as estimated (minimum) prices, dates and terms of delivery; 

· payment period;

· guarantees.

Sources of information

A cooperative needs information and expert appraisals in certain specific areas. It is not economical to have such specialists on the staff, thus it is advisable to attract external consultants for this purpose. Seeking professional advice the cooperative may turn to subject-matter specialists of administrations, research institutions or law firms.

In Ashkhabad there are information advisory centres, which may provide the necessary services to the cooperative. If such a centre provides services to a number of cooperatives or if it is part of a network of information advisory centres, then its clients may benefit from exchanging experience with other cooperatives.   

Typical services of an information advisory centre are included in Table 3.

Table 3 

	Service
	Description

	Legal advice
	Drawing up of charter documents, registration procedure. Employment contracts, contracts with cooperative embers. 



	Management consultancy
	Organisation of committees. Drawing up of cooperative regulations. Support in preparation of reports for a general meeting. Awareness raising events. 

	Market studies
	Information about suppliers and buyers (including addresses), prices.



	Information and advice on agricultural technologies
	Selection of suppliers (agricultural background). Support in drawing up applications.

	Accounting
	Support to small cooperatives in accounting for joint use of agricultural machinery and equipment. 

	Financial planning 
	Evaluating solvency of cooperative members. Providing support in pricing. Carrying out financial audit on behalf of an audit committee. Business planning. 

	Advisory services for cooperative members
	Individual consultations to farmers on technical, management and financial issues. 


List of international projects operating in Turkmenistan and providing support to farmers and agricultural cooperatives

	ORGANIZATION
	CONTACT PERSON
	PHONE
	FAX
	ADRESS
	E-MAIL

	The Pragma Corporation
	  Kyle Gunther
	39-31-00
39-31-55
30-26-31
	39-31-00
	33 M. Kosaeva Str. 
	kgunther@pragma.kg

	AED/START
	  Tatyana                

Galkanova
	35-02-23
35-02-24 
30-75-35 
35-28-83
	35-02-23

35-02-24
	93/3 Kemine Str.
	gtdtk@online.tm

HYPERLINK "mailto:tgalkanova@aedcar.org"
galkanova@aedcar.org 

	CAAEF
	  Guvanch  

  Rakhmanov
	51-03-22
30-40-26 
	51-03-22
	33 M. Kosaeva Str. 
	Caaef@online.tm

	Counterpart Consortium
	  Yazgylych 

  Charyev
	35-71-20 
35-71-25 
35-70-05
	35-71-20 
35-71-25
	26 Academica Petrova Str.
	yazgylych@cpart.org

	CHAP
	  Murad Elliev
	34-38-51
	35-71-25
	26 Academica Petrova Str.
	chap@cpart.org

	NRMP/PA Government Services Inc.
	Shohrat Orazov
	39-71-69
39-55-71 
	36-71-69 
	34 Telliya Str.
	shokhrat@online.tm

	Winrock International
	Adelya Mishenko
	36-12-33
	39-12-33
	Medeniyet 9 A
	joe@online.tm

	USAID/CAR
	Brad CampE. Samarkina
G. Soltanova
G. Hydyrova
	45-61-30
	45-47-62
	Yunus Emre 1
Emperyal Business Center
	bcamp@usaid.gov
esamarkina@usaid.gov
gsoltanova@usaid.gov
gkhydyrova@usaid.gov

	ABA/CEELI
	John Hickey
	39-42-32
36-38-38 
	36-38-38 
	2050 Str., 29 (former Mezhlauka Str.)
	jhickey@online.tm

	Project "Hope"
	Amangul Bekiyeva
	34-45-32
34-45-43 
	34-45-47 
	3 Bikrovinskaya st., Central TB Hospital
	abekieva@online.tm

	ABT Associates/
ZdravPlus
	Natalya Basova
	34-42-42
30-53-56 
	34-42-42
	43 Gerogly Str.
	shaikha@online.tm
natalyazp@online.tm

	ICNL
	Elena Vasilyeva
	35-71-20
35-71-25
35-70-05
34-75-26 
	35-71-20
35-71-25
	26 Akademika Petrova Str.
	elena@cpart.org
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Figure 8.2.1 Household farm project profitability by farm enterprises (data from 210 loans) 
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Figure 8.2.3 Animal feed requirements of Vasiliev household farm 
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� An integrator co-operates with agricultural producers and other stakeholders in order to encourage income-generating activities, to reduce costs and to market the final products. The integrator (an entity or a natural person) assumes responsibilities for management of the whole downstream chain (from production to the promotion of certain types of products in the market).


� Active clients are those who have outstanding debts to the FSRD.


� Loan portfolio at risk - ratio of loans with clients in arrears to total portfolio.
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		К бизнес-плану развития ЛПХ Васильевой Г.И.

												Баланс доходов и расходов

						2003 год										2004 год

				октябрь		ноябрь		декабрь		январь		февраль		март		апрель		май		июнь		июль		август		сент.		Итого

		НАЧАЛЬНЫЙ БАЛАНС		1,000		827		1,357		1,887		11,417		20,947		21,477		22,007		22,537		23,067		23,597		27,977

		Поступление денежных ср-в

		Заработная плата		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		60,000

		Реализация мяса гов.  к-во								150		150												150		300		750

		цена								60		60												60		60		240

		сумма								9,000		9,000												9,000		18,000		45,000

		Заемные средства		20,000																								20,000

		ИТОГО		25,000		5,000		5,000		14,000		14,000		5,000		5,000		5,000		5,000		5,000		14,000		23,000		125,000

		Расходы денежных средств																										0

		Содержание семьи		4,000		4,000		4,000		4,000		4,000		4,000		4,000		4,000		4,000		4,000		4,000		4,000		48,000

		Покупка телят      к-во  кг 3 гол		300																								300

		цена		30																								30

		сумма		9,000																								9,000

		Покупка комбикормов к-во  кг		2,700																								2,700

		цена		4																								4

		сумма		10,800																								10,800

		Ветеринарное обслуживание		300																								300

		Оплата % по займу		350		350		350		350		350		350		350		350		350		350		350		263		4,113

		Возврат основного долга																						5,000		15,000		20,000

		Непредвиденные расходы		723		120		120		120		120		120		120		120		120		120		270		570		2,643

		ИТОГО РАСХОДОВ		25,173		4,470		4,470		4,470		4,470		4,470		4,470		4,470		4,470		4,470		9,620		19,833		94,856

		МЕСЯЧНЫЙ БАЛАНС		-173		530		530		9,530		9,530		530		530		530		530		530		4,380		3,167		30,144

		КОНЕЧНЫЙ БАЛАНС		827		1,357		1,887		11,417		20,947		21,477		22,007		22,537		23,067		23,597		27,977		31,144





Sheet2

		

		К бизнес-плану развития ЛПХ Васильевой Г.И.

												Баланс доходов и расходов, руб.

				2002 год						2003 год

				октябрь		ноябрь		декабрь		январь		февраль		март		апрель		май		июнь		июль		август		сентябрь		Итого

		НАЧАЛЬНЫЙ БАЛАНС		2,000		5,800		5,200		4,600		15,140		20,430		14,517		7,204		6,900		5,187		3,174		15,366

		Поступление денежных средств

		Заработная плата		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		5,000		60,000

		Реализация мяса,  к-во, кг								150		150												150		300		750

		цена, руб/кг								60		60												70		70		260

		сумма								9,000		9,000												10,500		21,000		49,500

		Заемные средства		20,000																								20,000

		Субсидии части процентной ставки								250								209								125		584

		ИТОГО		25,000		5,000		5,000		14,250		14,000		5,000		5,000		5,209		5,000		5,000		15,500		26,125		130,084

		Использование продукции для потребления семьи								1,800		1,800												2,100		4,200		9,900

		Расходы денежных средств

		Содержание семьи		5,000		5,000		5,000		3,200		3,200		5,000		5,000		5,000		5,000		5,000		2,900		800		50,100

		Покупка телят:  к-во, гол		3												2												5

		живой вес, кг		300												200

		цена, руб/кг		30												30												60

		сумма		9,000												6,000												15,000

		Покупка комбикормов: к-во,кг		1,350										1,350														2,700

		цена, руб/кг		4.00										4.00

		сумма		5,400										5,400														10,800

		Затраты на заготовку сена																		1,200		1,500						2,700

		Ветеринарное обслуживание		300												200												500

		Схрахование животных		900												600

		Оплата процентов по займу		350		350		350		350		350		263		263		263		263		263		263		263		3,591

		Возврат основного долга										5,000														15,000		20,000

		Непредвиденные расходы		250		250		250		160		160		250		250		250		250		250		145		40		2,505

		ИТОГО РАСХОДОВ		21,200		5,600		5,600		3,710		8,710		10,913		12,313		5,513		6,713		7,013		3,308		16,103		106,696

		МЕСЯЧНЫЙ БАЛАНС		3,800		-600		-600		10,540		5,290		-5,913		-7,313		-304		-1,713		-2,013		12,192		10,022		23,388

		КОНЕЧНЫЙ БАЛАНС		5,800		5,200		4,600		15,140		20,430		14,517		7,204		6,900		5,187		3,174		15,366		25,388

		Расход кормов, к.ед. на 1 гол		3.3		3.8		4.5		4.9		4.9		5.3		5.3		6.5		6.5		6.5		8.5		8.5

		Расход кормов, к.ед. на 1 гол		6.5		6.5		6.5		8.5		8.5		3.3		3.8		4.5		4.9		4.9		5.3		5.3

		Расход кормов, ц.к.ед.		6.87		7.32		7.95		9.51		6.96		4.77		7.05		8.55		8.79		8.79		10.83		8.28		95.7

		Доля концентратов		35%		35%		35%		35%		35%		35%		35%		20%		20%		20%		20%		20%

		Питательная ценность к/корма		1.0		1.0		1.0		1.0		1.0		1.0		1.0		1.0		1.0		1.0		1.0		1.0

		Потребность в концентратах, ц		2.4		2.6		2.8		3.3		2.4		1.7		2.5		1.7		1.8		1.8		2.2		1.7		26.7

		Доля грубых кормов (сена)		50%		50%		50%		50%		50%		50%		50%

		Питательная ценность сено		0.40		0.40		0.40		0.40		0.40		0.40		0.40

		Потребность в сене, ц		8.6		9.2		9.9		11.9		8.7		6.0		8.8												63.0

		Доля сочных кормов (картофеля)		15%		15%		15%		15%		15%		15%		15%

		Питательная ценность картофель		0.30		0.30		0.30		0.30		0.30		0.30		0.30

		Потребность в картофеле, ц		3.4		3.7		4.0		4.8		3.5		2.4		3.5												25.2

		Доля зеленых кормов																80%		80%		80%		80%		80%

		Питательная ценность пастбища																0.20		0.20		0.20		0.20		0.20

		Потребность в зеленых кормах, ц																34.2		35.2		35.2		43.3		33.1		181.0

												350														1948.9841269841

		Среднесуточный привес, гр.		512.8205128205				3.0769230769		нужно на 1 на 1 день

				476.1904761905				461.5384615385		нужно еа 5 на 1 месяц										? Ск-ко нужно сена и какая себестоимость

								300

																				1080

																				5400		3240

				0.5479452055														Коэффициент пересчета массы мяса к живой массе								2,11-2,36

																										47,0-44,8
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				октябрь		ноябрь		декабрь		январь		февраль		март		апрель		май		июнь		июль		август		сентябрь

		Потребность в концентратах, ц		2.4		2.6		2.8		3.3		2.4		1.7		2.5		1.7		1.8		1.8		2.2		1.7

		Потребность в сене, ц		8.6		9.2		9.9		11.9		8.7		6.0		8.8		0.0		0.0		0.0		0.0		0.0

		Потребность в картофеле, ц		3.4		3.7		4.0		4.8		3.5		2.4		3.5		0.0		0.0		0.0		0.0		0.0

		Потребность в зеленых кормах, ц		0.0		0.0		0.0		0.0		0.0		0.0		0.0		34.2		35.2		35.2		43.3		33.1

				Зимний период		Летний период

		Концентраты		35%		20%

		Грубые корма (сено)		50%		0

		Сочные корма (картофель)		15%		0

		Зеленые корма (пастбища)		0		80%
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1

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		Реализовано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		11/2/01		159		51.5		210.5		50		145		195						16.64

		11/3/01		152		32.75		184.75		50		189		239						16.64

		11/4/01		147		65.75		212.75				162		162						16.64

		11/5/01		162		94		256		95		180		275						16.64

		11/6/01		160		67.75		227.75		50		177		227						16.64

		11/7/01		169		93.75		262.75		50		204		254						16.64

		11/8/01		192		104.75		296.75		95		117		212						16.64

		11/9/01		200		98.5		298.5		50		213		263						16.64

		11/10/01		172		85		257		50		185		235						16.64

		11/11/01		188		115		303				161		161						16.64

		11/12/01		191.5		130.75		322.25		95		152		247						16.64

		11/13/01		176		73.5		249.5		50		189		239						16.64

		11/14/01		183		140.75		323.75		50		185		235						16.64

		11/15/01		185		149.75		334.75		95		189		284						16.64

		11/16/01		195		136.75		331.75		50		172		222						16.64

		11/17/01		172		115.75		287.75		50		218		268						16.64

		11/18/01		175		134.95		309.95				226		226						16.64

		11/19/01		172		145.75		317.75		95		163		258						16.64

		11/20/01		173		148.25		321.25		50		198		248						16.64

		11/21/01		169		126.75		295.75		50		154		204						16.64

		11/22/01		168		134		302		95		148		243						16.64

		11/23/01		180		142.75		322.75		50		207		257						16.64

		11/24/01		168		152.25		320.25		50		246		296						16.64

		11/25/01		167		162.75		329.75				209		209						16.64

		11/26/01		164		136.75		300.75		95		238		333						16.64

		11/27/01		184		146.5		330.5		50		188		238						16.64

		11/28/01		192		155.5		347.5		50		143		193						16.64

		11/29/01		190.5		186		376.5		95		188		283						16.64

		11/30/01		190		192		382		50		230		280						16.64

		12/1/01		188		163.5		351.5		50		233		283						16.64

		Итого за 31 день		5284.0		3683.7		8967.7		1660.0		5609.0		7269.0		1698.7		500.0		499.2		699.5

		Расчетный период								30





2

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		12/2/01		178		159		337								214		214						16.5

		12/3/01		161		158		319		71						193		264						10

		12/4/01		158		183		341		54						198		252						10

		12/5/01		161		237		398		38						207		245						8

		12/6/01		160.5		130		290.5		49						182		231						5

		12/7/01		152.5		139		291.5		76						230		306						5

		12/8/01		153		97		250		50						224		274						5

		12/9/01		157		117		274		0						207		207						5

		12/10/01		142.5		169		311.5		71						170		241						5

		12/11/01		150.5		136		286.5		105						189		294						5

		12/12/01		159		142		301		0						240		240						5

		12/13/01		155.5		169		324.5		38						167		205						5

		12/14/01		146		152		298		47						184		231						7.5

		12/15/01		139		168		307		44						198		242						5

		12/16/01		154.5		170		324.5		0						234		234						10.5

		12/17/01		145.5		181		326.5		60						166		226						14.5

		12/18/01		140		194		334		44						203		247						8.5

		12/19/01		133		191		324		52						125		177						10

		12/20/01		124		111		235		63						179		242						14.5

		12/21/01		129		97		226		67						127		194						13.5

		12/22/01		129.5		139		268.5		44						248		292						13

		12/23/01		124		236		360		0						0		0						12

		12/24/01		134.5		130		264.5		87						195		282						15

		12/25/01		128		0		128		38						159		197						9.5

		12/26/01		118		200		318		44						194		238						10

		12/27/01		139		141		280		47						152		199						10

		12/28/01		135.3		203		338.3		67						212		279						10

		12/29/01		146		150		296		44						171		215						20

		12/30/01		147.5		168		315.5		0						199		199						21.5

		12/31/01		147		0		147		54						174.5		228.5						23.5

		1/1/02		142.5		0		142.5		0						0		0						18.5

		Итого за 31 день		4490.8		4467.0		8957.8		1354.0		466.0		60.0		5541.5		7421.5		1536.3		500.0		331.5		704.8

		Расчетный период								31





3

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		1/2/02		135.5		229.75		365.25		38						77.5		115.5				82.5		13.5

		1/3/02		133.5		0		133.5		55						137		192				103		15

		1/4/02		128		146.75		274.75		76						107.5		183.5				0.5		11

		1/5/02		135		83		218		70						207.5		277.5				2.5		15

		1/6/02		142.5		151.5		294		0						205.5		205.5				4.5		15

		1/7/02		128		103.5		231.5		70						181.5		251.5				28.5		15

		1/8/02		135		154.75		289.75		34						159.5		193.5				20.5		15

		1/9/02		134		112		246		14						206		220				34		15

		1/10/02		140.5		168.25		308.75		50						179		229				1		15

		1/11/02		135.5		155.5		291		42						245		287				3		15

		1/12/02		136.5		144.5		281		50						201.5		251.5				1.5		15

		1/13/02		133		188.25		321.25		50						217		267				45		15

		1/14/02		131.5		135		266.5		0						167		167				81		15

		1/15/02		133		81.25		214.25		61						218		279				20		14.5

		1/16/02		135		194.5		329.5		67						177		244				3		13

		1/17/02		143.5		177.25		320.75		53						176		229				14		15

		1/18/02		137.5		129		266.5		76						212.5		288.5				4.5		15

		1/19/02		129		182.25		311.25		47						184.5		231.5				4		15

		1/20/02		131		161.25		292.25		0						250.5		250.5				16.5		14

		1/21/02		129		161		290		69						137		206				2		15.5

		1/22/02		120		144.75		264.75		38						200		238				8		15.5

		1/23/02		120.5		170.25		290.75		51						193		244				3		15.5

		1/24/02		122.5		141.25		263.75		55						179.5		234.5				4.5		12

		1/25/02		118.3		152.75		271.05		50						183		233				5		9.5

		1/26/02		116.5		155.25		271.75		66						184		250				4		8.5

		1/27/02		118		0		118		76						0		76				0		7.5

		1/28/02		113.5		223.75		337.25		38						216		254				2		7.5

		1/29/02		114		133.25		247.25		0						262		262				8		7.5

		1/30/02		110		138		248		38						181.5		219.5				6.5		7.5

		1/31/02		119		161.5		280.5		38						157		195				18		7.5

		2/1/02		128.7		174.5		303.2		53						180		233				0.0		20.5

		Итого за 31 день		3987.5		4454.5		8442.0		1425.0		368.0		124.0		5583.0		7500.0		942.0		530.5		410.5		1.0

		Расчетный период								31





4

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		2/2/02		121.5		106		227.5		49						178.5		227.5				11		13.5

		2/3/02		127		87		214		0						151.5		151.5				75		12

		2/4/02		138.5		141		279.5		74						121		195				10.5		9.5

		2/5/02		138		160		298		38						171.5		209.5				24.5		10

		2/6/02		135		152		287		58						170		228				17.5		9

		2/7/02		120.5		152		272.5		50						163.5		213.5				36		9

		2/8/02		123		161		284		38						192.5		230.5				15		9

		2/9/02		122.5		119		241.5		68						179.5		247.5				0		9

		2/10/02		128		154		282		0						229		229				15.5		9

		2/11/02		131		133		264		71						150		221				0		9

		2/12/02		124.5		136		260.5		61						135		196				0		20.5

		2/13/02		136.5		113		249.5		38						106.5		144.5				30		20.5

		2/14/02		133		131		264		48						154		202				0		18

		2/15/02		136		133		269		38						162.5		200.5				33		20.5

		2/16/02		147.5		102		249.5		52						204		256				0		18

		2/17/02		144.5		93		237.5		0						168.5		168.5				41		15

		2/18/02		142		108		250		76						154		230				11		13.5

		2/19/02		147		110		257		45						157		202				0		13.5

		2/20/02		145		110		255		38						199		237				0		13.5

		2/21/02		143		105		248		73						140		213				0		13.5

		2/22/02		144.5		108		252.5		38						174.5		212.5				0		19

		2/23/02		145		100		245		51						177		228				0		13.5

		2/24/02		150.5		83		233.5		0						102		102				28		13.5

		2/25/02		149.5		99		248.5		76						165		241				0		13.5

		2/26/02		144.5		130		274.5		53						179.5		232.5				0		13.5

		2/27/02		143		122		265		38						179.5		217.5				0		13.5

		2/28/02		150.5		129		279.5		54						188		242				3		13.5

		3/1/02		147.5		96		243.5		53						180		233				0		15

		3/2/02		142		105		247		48						204.5		252.5				0		13

		Итого за 29 день		4001.0		3478.0		7479.0		1326.0		474.0		0.0		4837.5		6637.5		841.5		351.0		393.5		97.0

		Расчетный период								29





5

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		3/1/02		147.5		96		243.5		53						180		233						19

		3/2/02		142		104		246		48						205		253						13

		3/3/02		150.5		83		233.5								171.5		171.5				8		15

		3/4/02		146		127		273		76						145.5		221.5				13		18

		3/5/02		149		103		252		63						143.5		206.5				11		17.5

		3/6/02		158		121		279		38						206.5		244.5				6		17.5

		3/7/02		166		102		268		44						161		205				38.5		19.5

		3/8/02		161		115		276								180		180						18.5

		3/9/02		170		104		274		73						142		215				98		24.5

		3/10/02		172		140		312								163		163				17		19.5

		3/11/02		175		108		283		75						166		241				14		19.5

		3/12/02		175		103		278		70						199.5		269.5				48		19.5

		3/13/02		176		120		296		38						172.5		210.5				7		19.5

		3/14/02		189.5		134		323.5		47						215		262				2.5		27.5

		3/15/02		182		96		278		38						198		236				11.5		20

		3/16/02		184		117		301		52						249.5		301.5						23.5

		3/17/02		190		114		304								195.5		195.5				14		21

		3/18/02		191.5		126		317.5		71						146		217				94		21

		3/19/02		189.5		123		312.5		61						240.5		301.5				7		21

		3/20/02		191.5		115		306.5		38						158.5		196.5				1		21

		3/21/02		190		99		289		38						203.5		241.5				14		21

		3/22/02		187.7		128		315.7		45						183.5		228.5				26		21

		3/23/02		185.5		106		291.5		67						224		291				16		22.5

		3/24/02		192.5		68		260.5								240		240				6.5		21

		3/25/02		186		122		308		46						204		250				6		21

		3/26/02		202.5		113		315.5		33						260		293				8		19.5

		3/27/02		200.5		146		346.5		45						185		230				24.5		34.5

		3/28/02		213.5		99		312.5		38						240		278						35

		3/29/02		210		115		325		50						209.5		259.5						41.5

		3/30/02		211		108		319		62						259		321				3		38

		3/31/02		210		134		344								219.5		219.5						35.5

		Итого за 31 день		5595.2		3489.0		9084.2		1309.0		330.0		155.0		6067.0		7861.0		1223.2		494.5		706.0		22.7

		Расчетный период								31





6

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		4/1/02		197.5		110		307.5		69		30		6		211		316.0				59		25.5

		4/2/02		200.5		150		350.5		38		30		3		143		214.0				89.5		25.5

		4/3/02		209		106		315		38		30		4		222		294.0				36		25.5

		4/4/02		212.5		135		347.5		50				5		200		255.0				14		25.5

		4/5/02		207.5		110		317.5		55				4.5		267.5		327.0				14		25

		4/6/02		199.5		127		326.5		62				4		223		289.0						24

		4/7/02		199.5		97		296.5						15		216		231.0				9.5		24

		4/8/02		204		170		374		54		60		4		193		311.0				8		24

		4/9/02		200		113		313		65				6		189		260.0				25.5		24

		4/10/02		193		70		263		49		30		5.5		202.5		287.0				22		24

		4/11/02		191.5		157		348.5		38				6		186		230.0				18		24

		4/12/02		184.7		125		309.7		46				5		246.5		297.5				23		24

		4/13/02		186.5		104		290.5		38				2		217		257.0				18		24

		4/14/02		188		137		325						2		196		198.0						22.5

		4/15/02		194		95		289		59		60		2.5		207		328.5				28		22.5

		4/16/02		198.5		110		308.5		33		30		9.5		170		242.5				12		22.5

		4/17/02		195		77		272		38		30		4.5		222		294.5				9		22.5

		4/18/02		189		93		282		57				6.5		178.25		241.8				10.25		22.5

		4/19/02		190.5		139		329.5		63				1.5		175		239.5				10		23.5

		4/20/02		195		135		330		38		30		4.5		205.75		278.3				25.75		22.5

		4/21/02		189		50		239		65				7.5		186		258.5				49		23.2

		4/22/02		186		131		317		15		30		1.5		162.5		209.0				8.5		22.1

		4/23/02		186.5		73		259.5		22		30		5		202.5		259.5				33		22.5

		4/24/02		195		60		255		53		60		5		123		241.0				2		21

		4/25/02		191.25		159		350.25		62				3		156		221.0						20.5

		4/26/02		196.25		63		259.25		65				1		208		274.0				2		21.75

		4/27/02		201.5		140		341.5		57		30		4.5		157		248.5						28.8

		4/28/02		196		36		232						4		163		167.0				28.05		53.8

		4/29/02		186		119		305		92		30		5		160		287.0				2		12.5

		4/30/02		191.5		46		237.5		17				1.5		229		247.5				4		18

		Итого за 30 день		5854.7		3237.0		9091.7		1338.0		510.0		155.0		5817.5		7820.5		1271.2		560.1		721.7		0.0

		Расчетный период								30





7

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано пастеризован-ного молока, л.		В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		Остаток молока, л.		Перера-ботано в творог, л.		На выпойку телятам, л.		Не реализо-вано, л.

		5/1/02		201		48		249				30				210		240						18

		5/2/02		199		90		289		35						161		196						18

		5/3/02		204		50		254		47				10.5		220		277.5						18

		5/4/02		200.5		69		269.5		43				2		136		181						18

		5/5/02		197.5		57		254.5						12.5		157.5		170						18

		5/6/02		199		110		309		98				21		135		254						18

		5/7/02		201.5		96		297.5		68		30				169		267						18

		5/8/02		193.5		74		267.5		36						223		259						17.5

		5/9/02		197		142		339						25		193.5		218.5						16.5

		5/10/02		207.5		107		314.5		65						196.5		261.5						16.5

		5/11/02		210		79		289		62				18		199.5		279.5						16.5

		5/12/02		196.5		92		288.5						10		210.5		220.5						16.5

		5/13/02		189		97		286		134		30		22		135		321						14.5

		5/14/02		195.5		107		302.5		22				2		203		227						12

		5/15/02		226.5		153		379.5		121				11		161		293						12

		5/16/02		234		149		383		45				8		180		233						12

		5/17/02		250		135		385		36		30		29		243		338						12

		5/18/02		240.5		130		370.5		47						181.5		228.5						12

		5/19/02		250				250						25		116		141						12

		5/20/02		214.5		68		282.5		144				10		140		294						12

		5/21/02		238		70		308		31				15		118		164						12

		5/22/02		266.5				266.5		105		30				112.5		247.5						12

		5/23/02		258				258		38				10		134.5		182.5						12

		5/24/02		261				261		60				10		171.5		241.5						12

		5/25/02		258.5				258.5		43		30				110		183						12

		5/26/02		260.5				260.5						23		112		135						19

		5/27/02		269				269		163				5.5		161		329.5						19.5

		5/28/02		267.5				267.5		37						126		163						18

		5/29/02		237.5				237.5		38		30				211		279						16

		5/30/02		259.5				259.5		36						120.5		156.5						16

		5/31/02		280				280		18						120		138						15.5

		Итого за 30 день		7063.0		1923.0		8986.0		1572.0		210.0		269.5		5068.0		7119.5		1866.5		900.0		472.0		494.5

		Расчетный период								30





8

		Производство, сбор и реализация молока К(Ф)Х "Новь» - ноябрь 2003.

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано  молока на молзавод, л.				В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		На выпойку телятам, л.		На анализ		Остаток молока на ферме, л.

		11/1/02		452				452				108		56		1.4		262		427.4		19		0.5

		11/2/02		465.5				465.5				55		59		3.5		296		413.5		19.5		0.5

		11/3/02		463				463				133				15.7		290		438.7		23.5		0.5

		11/4/02		485		50.5		535.5				160		52		3		180		395		19.5		0.5

		11/5/02		478		59.25		537.25		150		87				6.5		208		451.5		19.5		0.5

		11/6/02		469		49		518		63		45		91		3		305		507		20		0.5

		11/7/02		482		49		531		122		54				10		278		464		17		0.5

		11/8/02		499.5		35.75		535.25		145		45		52		7		240		489		31		0.5

		11/9/02		471		27		498		140		35		46		1		253		475		37		0.5

		11/10/02		475		55.75		530.75		150		65				5		195		415		34.5		0.5

		11/11/02		494		55.5		549.5		50		35		145		7		230		467		57.5		0.5

		11/12/02		502		84.25		586.25		150		121		25		3.5		169		468.5		50.5		3.5

		11/13/02		522		71		593		150		65		97		6.5		201		519.5		37		0.5

		11/14/02		519		80		599		150		105		46		8		230		539		35		0.5

		11/15/02		484		72.5		556.5		150		120		65		13		195		543		17.5		0.5

		11/16/02		524		72		596		100		58		35		10.5		314		517.5		26.5		0.5

		11/17/02		501		56.5		557.5		100		177		150		4		260		691		26.5		0.5

		11/18/02		477		58.5		535.5		100		63				3.5		177		343.5		23		0.5

		11/19/02		505		75		580		150		133		25		4		194		506		24		3.5

		11/20/02		503		62		565		150		55		82		12		238		537		22.5		0.5

		11/21/02		443		70		513		150		92		52		7		212		513		22.5		0.5

		11/22/02		425		67		492		150		35		44		3.5		240		472.5		22.5		0.5

		11/23/02		385		56.5		441.5		50		35		50		11.5		307		453.5		22.5		0.5

		11/24/02		406		76.75		482.75		50		48				12		282		392		22.5		0.5

		11/25/02		428		61		489		40		28		149				217		434		29.5		3.5

		11/26/02		423		93		516		150		55		28		5.5		207		445.5		17		0.5

		11/27/02		422		84.75		506.75		150		73		63		5.5		186		477.5		26		0.5

		11/28/02		422		75.5		497.5		100		68		54		9.5		233		464.5		25		0.5

		11/29/02		420		75.25		495.25		100		52		45		8.5		233		438.5		22.5		0.5

		11/30/02		437		87		524		40		17		48				332		437		19		0.5

		Итого за 30 день		13982.0		1760.3		15742.3		3000.0		2222.0		1559.0		191.1		7164.0		14136.1		789.5		24.0		792.7

		Расчетный период								30

		Период по сбору								27





9

		Производство, сбор и реализация молока К(Ф)Х "Новь» - декабрь 2003.

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано  молока на молзавод, л.				В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		На выпойку телятам, л.		На анализ		Остаток молока на ферме, л.

		12/1/02		440		70.5		510.5		150		53		145		4		261		613		20.5		0.5

		12/2/02		436		73		509		150		172		39		6.5		156		523.5		21		0.5

		12/3/02		430.5		69		499.5		50		22		77		3.5		185		337.5		17		0.5

		12/4/02		458		70		528		100		68		44		5		215		432		21		0.5

		12/5/02		473		55.5		528.5		150		55		60		11.5		257		533.5		32		0.5

		12/6/02		484		70.5		554.5		150		26		70		5		236		487		45		0.5

		12/7/02		498.5		58		556.5		30		25				5.5		347		407.5		43.5		0.5

		12/8/02		492		71.25		563.25		150		88				7		242		487		36		3.5

		12/9/02		476		54.5		530.5		100		43		150		1		203		497		19		0.5

		12/10/02		473		92.5		565.5		150		105		13		1.5		220		489.5		18		0.5

		12/11/02		475		67.5		542.5		150		75		26		10.5		251		512.5		19.5		0.5

		12/12/02		441				441		100		68				15		317		500		19.5		0.5

		12/13/02		434				434				91		62		7.5		243		403.5		19.5		0.5

		12/14/02		444				444				100		60		5.5		230		395.5		19.5		0.5

		12/15/02		446				446				174				15		229		418		19.5		0.5

		12/16/02		437				437				56		140		3.5		192		391.5		19.5		3.5

		12/17/02		431				431				168		27		10		200		405		19.5		0.5

		12/18/02		430				430				115		63		8		204		390		19.5		0.5

		12/19/02		460				460				83		61		10		240		394		19.5		0.5

		12/20/02		464				464				140		33		8.5		242		423.5		19.5		0.5

		12/21/02		467				467				90		46		5		281		422		28		0.5

		12/22/02		460				460				145				8.5		270		423.5		16.5		0.5

		12/23/02		454		51.5		505.5				120		128		6		164		418		24		0.5

		12/24/02		449		74.5		523.5				192		17		6		236		451		23		0.5

		12/25/02		483		44		527				213		82		6		179		480		22		0.5

		12/26/02		472		46.5		518.5		120		66		47		6		231		470		24		3.5

		12/27/02		450				450		150		270		39		6				465		24		0.5

		12/28/02		382				382		150		257		28		6				441		14		0.5

		12/29/02		392		56		448		20		16		63		6		321		426		24		0.5

		12/30/02		422		26.5		448.5		20		10				6		322		358		26		0.5

		12/31/02		424				424		150		250		20		6		150		576		22		0.5

		Итого за 30 день		13978.0		1051.3		15029.3		2040.0		3356.0		1540.0		211.5		6824.0		13971.5		715.5		24.5		317.8

		Расчетный период								30

		Период по сбору								17





10

		Производство, сбор и реализация молока К(Ф)Х "Новь» - декабрь 2003.

		Дата		Производ-ство молока, л.		Сбор молока, л.		Итого, л.		Реализовано  молока на молзавод, л.				В органи-зации		В счет зарплаты		Реализо-вано на рынке, л.		Итого реализовано молока, л.		На выпойку телятам, л.		На анализ		Остаток молока на ферме, л.

		1/1/03		431				431		407						5.5				412.5		18		0.5

		1/2/03		304				304		156				54				76		286		12		0.5

		1/3/03		337		38		375		108				37		5.5		201		351.5		18		6.5

		1/4/03		406		63		469		267				48				126		441		22		0.5

		1/5/03		417		48		465		235						5.5		208		448.5		18		0.5

		1/6/03		410		51		461		146				53				234		433		22		0.5

		1/7/03		380		34		414		319				14		5.5		57		395.5		18		0.5

		1/8/03		384		60		444		204				24				188		416		22		3.5

		1/9/03		401		44		445		144				39		5.5		238		426.5		18		0.5

		1/10/03		400		40		440		178				30				205		413		18		3.5

		1/11/03		398				398		344				30						374		18		0.5

		1/12/03		400				400		21								355		376		18		0.5

		1/13/03		383				383		17				140				202		359		18		0.5

		1/14/03		393		61		454		322				25				83		430		18		0.5

		1/15/03		404		37		441		158				57				202		417		18		0.5

		1/16/03		415				415		69				45				277		391		18		3.5

		1/17/03		393		59		452		110				52				264		426		20		0.5

		1/18/03		421				421		58				46				293		397		18		0.5

		1/19/03		403		26		429		228								179		407		16		0.5

		1/20/03		388				388		42				138				181		361		18		3.5

		1/21/03		419		38		457		190				17				226		433		18		0.5

		1/22/03		416		54		470		17				100				209		326		18		0.5

		1/23/03		436		30		466		153				36				248		437		28		0.5

		1/24/03		404		55		459		96				25				317		438		15		0.5

		1/25/03		415		34		449		55				44				323		422		21		0.5

		1/26/03		420		51		471		113								329		442		23		3.5

		1/27/03		417		27		444		114				142				159		415		23		0.5

		1/28/03		433		47		480		200				13				231		444		30		0.5

		1/29/03		418		23		441		94				104				215		413		22		0.5

		1/30/03		412		50		462		50				49				339		438		15		3.5

		1/31/03		403		34		437		31				59		5.5		326		421.5		15		0.5

		Итого за 31 день		12461.0		1004.0		13465.0		4646.0		0.0		1421.0		33.0		6491.0		12591.0		594.0		39.5		240.5

		Расчетный период								31

		Период по сбору								23





Затраты

		Расчет помесячных затрат по реализации схемы сбора молока.

		№		Показатели		I		II		III		IV		V		VI		VII		Итого		Nov-02		Dec-02		Jan-03

		1		Собрано молока, тонн		3684		4467		4455		3478		3489		3237		1923		24732		1760.25		1051.25		1004

		2		Цена 1 литра закупаемого молока, руб. за 1 литр		6.5		6.5		6.0		6.0		6.0		6.0		6.0		6.150		6.0		6.0		6.0

		3		Затраты на закупку продукции, руб.		23944		29036		26727		20868		20934		19422		11538		152103		10561.5		6307.5		6024

		4		Заработная плата специалиста по сбору, пастеризации и анализу молока, руб.		2500		2500		2500		2500		2500		2500		1694		16694		0		0

		5		Заработная плата специалиста по сбору, пастеризации и анализу молока, руб.		1500		1500		1500		1500		1500		1500		1016		10016		1350		850		1150

		6		Проведение анализа молока по сдатчикам  (8 чел. * 84 руб.) и в Райветстанции (анализ пастеризованного молока - 3 раза в месяц * 112 руб.)		1008		1008		1008		1008		1008		1008		1008		7056		672		672		672

		7		ГСМ, руб.		1270		1270		1270		1270		890		890		600		7460		891		561		759

		8		Аммортизация транспорта, руб.		147		147		147		147		147		147		100		982		675		425		575

		9		Затраты на пастеризацию / охлаждение, руб.		640		640		640		640		640		640		640		4480		135		85		115

				Итого затрат, руб.		31009		36101		33792		27933		27619		26107		16596		199156		14285		8901		9295

				в т.ч. затраты без расходов на закупку, руб.		7065		7065		7065		7065		6685		6685		5058		46688		3723		2593		3271





Эффект

		Расчеты эффективности схемы сбора молока

		№		Показатели		ед. изм.		I месяц		II месяц		III месяц		IV месяц		V месяц		VI месяц		VII месяц		Итого за 201 день		ноябрь 2002		декабрь 2002		январь 2003

		1		Произвели молока		литр		5284		4490.8		3988		4001		5595		5855		7063		36276		13982		13978		12461

		2		Собрано молока		литр		3683.7		4467		4454.5		3478		3489		3237		1923		24732		1760		1051		1004

		3		Заплачено за собранное молоко		руб.		23944.05		29035.5		27617.9		20868		20934		19422		11538		153359		10562		6308		6024

		4		Реализовано пастеризованного молока		литр		1660		1354		1425		1326		1309		1338		1572		9984		0		0		1

		3		Реализовано молока на рынке, всего		литр		5609		6007.5		5951		5311.5		6397		6327.5		5278		40882		8723		8364		7912

		4		Реализовано молка на молзавод		литр																		5222		5396		4646

		7		В счет зарплаты		литр		0		60		124		0		155		155		269.5		764		191.1		211.5		33

		8		Переработано в творог		литр		500		500		531		351		495		560		900		3836		0		0		1

		9		Пошло на выпойку телятам		литр		499		332		411		394		706		722		472		3534		790		716		594

		10		Не реализовано молоком		литр		700		705		1		97		23		0		495		2020		817		342		280

		11		%				86.63

		5		Цена реализации за 1 литр на рынке		руб.		8		8		8		8		8		8		8		8		8		8		8

		6		Цена реализации за 1 литр на молзавод		руб.																		7.4		7.4		7.4

		14		Цена 1 кг. творога		руб.		40		45		45		45		45		45		50		50		50		50		50

		15		Выручка от реализации пастеризованного молока		руб.		13280		10832		11400		10608		10472		10704		12576		79872		0		0		8

		7		Выручка от реализации сырого молока на рынке		руб.		44872		48060		47608		42492		51176		50620		42224		327052		69784		66912		63296

		8		Выручка от реализации сырого молока на молзавод		руб.																		38704		39994.0728		34435

		18		Выручка от реализации творога		руб.		2857		3214		3410		2256		3179		3600		6429		24946.0357142857		0		0		7

		9		Общая выручка от реализации молока		руб.		61009.1428571429		62106.2857142857		62418		55356.4285714286		64826.9285714286		64924.3214285714		61228.5714285714		431870.035714286		108488		106906.0728		97746

		10		Реализовано собранного молока по схеме		литр		3396.3634309801		4115.5362923932		4454		3432.8915630432		3480		3237		1817		23933.2223799854		1760		1051		1004

		11		Выручка от реализации собранного молока		руб.		26671.2861057329		32512.9648086098		35162		27192.1895403964		27512.4641587		25550		14357		188953.4		13047		7792		7441

		12		Затраты на реализацию схемы		руб.		31009		36101		33792		27933		27619		26107		16596		199156.2		14285		8901		9295

		13		Доход в расчете на литр реализованного по схеме молока		руб.		0.80		0.84		1.89		1.84		1.890		1.893		1.55		1.540		1.41		1.41		1.41

		14		Прибыль +; убыток - от реализации схемы		руб.		-4337.8		-3587.5		1370.2		-740.8		-106.5		-557.3		-2239.1		-10199.0		-1238		-1109		-1854

		25		Размер компенсаций MQMIS		руб.		10000		10000		10000		0		0		0		0		30000		0		0		0

		15		Дотации бюджета		руб.		700		718		730		613		611		591		507		4470		176		105		101

		16		Прибыль +; убыток - от реализации схемы с учетом всех компенсаций		руб.		6363		7130		12101		-128		504		34		-1732		24271		-1062		-1004		-1753								- фактическая прибыль от схемы с молокозаводом

		17		Валовой доход от реализации схемы		руб.		10363		11130		16101		3872		4504		4034		977		50981		288		-154		-603								- фактический валовой доход полученные от схемы с молокозаводом

		29		Рентабельность реализации схемы		%		20.5		19.8		35.8		Х		1.8		0.1		Х		12.19		Х		Х		Х

		18		Усредненный сбор молока		л/дн.		123		144		144		120		113		108		96		123.66		65		62		44

		31		Реализовано молока по схеме (в т.ч. в пересчете на молоко)		л/дн.		113		133		144		118		112		108		91		119.67		65		62		44

		19		Точка окупаемости при фактической выручке за 1 литр		л/дн.		293		270		120		132		117		118		163		150.9		98		108		101

		20		Доход в расчете на дополнительно сданное молоко		руб.																		1746		1300		2219

		21		Фактическая прибыль от схемы с молокозаводом		руб.																		684		296		466

		22		Фактический валовой доход от схемы с молокозаводом		руб.																		2034		1146		1616

		23		Количество сдатчиков молока		чел.																28		15		15		15

		24		Продано молока сдатчиками		руб.																152103		10562		6308		6024

		25		Усредненный доход на 1 сдатчика молока в месяц		руб.																811		704		421		402





График

		Дата		2-8.11		9-15.11		16-22.11		23-29.11		30.11-6.12		7-13.12		14-20.12		21-27.12		28.12-3.01		4.01-10.01		11.01-17.01		18.01-24.01		25.01-31.01		1.02-7.02		8.02-14.02		15.02-21.02		22.02-28.02		1.03-7.03		8.03-14.03		15.03-21.03		22.03-28.03		29.03-4.04		5.04-11.04		12.04-18.04		19.04-25.04		26.04-2.05		3.05-9.05		10.05-16.05		17.05-23.05

		Собрано по схеме, л/день		73		113		135		155		175		138		167		157		188		131		154		156		163		137		131		109		110		105		118		113		112		123		121		106		107		77		85		112		101

		Производство молока на ферме, л/день		163		185		175		178		171		153		140		129		141		135		135		127		116		130		128		144		147		146		168		186		191		206		205		191		190		190		199		208		245
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Собрано по схеме, л/день

Производство молока на ферме, л/день

Схема сбора и производства молока в КФХ "Новь"



График2

		Дата		4-10.11		11-17.11		18-24.11		25-30.11		1-7.12		8-14.12		15-21.12		22-28.12		29-31.12		1.01-7.01		8.01-14.01		15.01-21.01		22.01-31.01		1.02-7.02		8.02-14.02		15.02-21.02		22.02-28.02		1.03-7.03		8.03-14.03		15.03-21.03		22.03-28.03		29.03-4.04		5.04-11.04		12.04-18.04		19.04-25.04		26.04-2.05		3.05-9.05		10.05-16.05		17.05-23.05

		Собрано по схеме, л/день		47		70		67		79		67		71		0		54		41		47		51		40		41

		Производство молока на ферме, л/день		480		507		449		425		460		462		448		450		413		384		394		406		417
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Собрано по схеме, л/день

Производство молока на ферме, л/день

Схема сбора и производства молока в КФХ "Новь"



Сравнить

		Приблизительный сравнительный анализ вариантов реализации молока (без учета ставки рефинансирования).  Рассматриваемый период - 1 год, срок действия схемы 200 дней.

		Показатели		Без схемы		Со схемой, без договора с молзаводом		Со схемой, при участии молзавода

		Поголовье коров		40		40		40

		Среднегодовой надой на 1 фур. корову, литров		3500		3500		3500

		Средняя фактическая жирность, %		4.1		4.1		4.1

		Собственное молоко - производство, литров		140000		140000		140000

		Собрано по схеме, литров		0		24000		24000

		Максимальные продажи на рынке, литров		70000		70000		70000

		Продажи в бюджетную сферу, литров		17500		17500		17500

		На выпойку телятам, литров		8500		8500		8500

		В счет зарплаты, литров		1800		1800		1800

		Сдача на молокозавод, литров		42200		66200		66200

		Предел продаж по льготной цене на молзавод, литров						40000

		Анализируемый объем, литров		112200		136200		136200

		Среднегодовая фактическая цена на рынке, руб/литр		7.89		7.89		7.89

		Цена на молзаводе с НДС, руб/литр		5		5		6

		Цена на молзаводе в пересчете на базисную без НДС, руб/литр		5.48		5.48		6.58

		Реализация молока на рынке, руб.		552300		552300		552300

		Реализация на молзавод, руб.		231310		362861		406711

		Выручка от реализации, руб.		783610		915161		959011

		Дотации и компенсации на 1 литр, коп.		0.3		0.3		0.3

		Дотации всего, руб.		33660		40860		40860

		Итого поступление денежных средств, руб.		817270		956021		999871

		Затраты на производство и реализацию 1 литра молока, руб.		3.8		3.8		3.8

		Затраты на сбор и реализацию 1 литра молока, руб.				7.02		7.02

		Себестоимость производства молока, руб.		426360		426360		426360

		Дополнительные затраты по реализации схемы, руб.		0		182516		182516

		Итого затрат на производство и реализацию молока*, руб.		426360		608876		608876

		Доход, руб.		390910		347145		390995

		Расчетная средняя цена для сравнения		7.28		7.02		7.34

		Динамика получаемой прибыли от реализации молока, руб.		0		-43765		85

		Критическая цена молзавода при существущей структуре, руб.						6.00

		В пересчете на базисную без НДС, руб.						6.58

		* - как реально добовляющиеся при функционировании схемы





Форма

		Производство, сбор и реализация молока К(Ф)Х "Новь".

		Дата		Производство молока, кг		Сбор молока,кг.		Итого, кг.		Реализовано пастеризованного молока, кг.		В организации		В счет зарплаты		Реализовано на рынке		Итого реализовано молока, кг.		Остаток молока, кг.		Перера-ботано в творог, кг.		На выпойку телятам, кг.		Потери, кг.		На анализ

								Х										Х		Х						Х

								Х										Х		Х						Х

								Х										Х		Х						Х
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								Х										Х		Х						Х
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								Х										Х		Х						Х

								Х										Х		Х						Х

								Х										Х		Х						Х

								Х										Х		Х						Х

								Х										Х		Х						Х

								Х										Х		Х						Х

								Х										Х		Х						Х

		Итого						Х										Х		Х						Х

		Цена пеализации продукции по видам сбыта

		Размер полученных компенсаций в месяц

		Затраты на анализ молока сдатчиками в месяц
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