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5.1 PMndines

The preceding two chapbers details outy «What L..i.F, i3 ?
What are the otjectives of its product plant located at Iharwad ?
and What isg its marketins astratezy ? ifter analyains the
controllable anc uncontrollable variables of its marzetins

stratesy the following findings are summarised

1. Regular market to milk producer is assured,
2., satisfactory purchage price to milk producer is assured,
3. Timely payment to milk producer is assured,
4, ilesponsibi ity of transportiis milk is shifted from
mills producer to E.M.:
5 Availability of quality milk products to needy consunmers
at reagonable rates is assured.
6. 1t is successful in approaching new custoners and in
eatablishing new nurkets.
T+ Fore employment opportunities are created.
8. Concentration of authority at top level minavement 1is
to aaximum extent,
9, Ilant capeity i3 under utiliged,
10. .‘arketir: department is culiinated with various functions,
11. Harketing Research is not satisfactorily effective,
. 12. The promotional activities are still ine’7ective,
v13. Erand prelerence and br nd loyalty is not yet created
successfully,
14. iarkket competition is not met effectively,

\/15. Dealer's warehouses are unsocientific
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16 The gystem of transportinsg its milk products is not reliable,
17. The re~sale price fixing policy is not strictly controlled,
18. The channel menbers are not customer-conscious, and

19. The zoal of social change is still a dream, ..

1. Regular merket to milk producer is assured : ililk isa
perishable commodity. Our poor milk producers are not capable
of protecting its quality for a long time. Hence, it is to be sold
out immediately.

The I .7.& by establishing a number of primary milk co-
operative socleties has provided a permanent avenue for the
disposal of milk., In the absence of such societies the nilk
producers weré to depend upon such sources as the middlemen, the
village hotels etc. But such sources were full of defects like,
untimely collection, reduced and irregular payment, incorrect pots
for weiching milk, shifting of responsibility upon milk producer
for spoilage of milk, All such probabalities imposes constraints
uror the production of milk, But, the K.[M.F. has released the milk
producers from all such worfiesby providing a regular market for
milk in the form of milk co-operatives, which collect milk twice
a day without putting any limit for maximum quantity to be

delivered by any given member.

2. Jatisfactory purchase price to milk producer is assured :

Earlier to the establishment of K.:i.rs and its milk co-operatives,
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the milk producers were at the mercy of middlemen. A kind of
purchaser's market for nilk was in exlstence. It was the
middlemen, who decides the price and other terms. As such, the
prices for milk were not only exorbitently unreasonable but

remaing unstable.

Thanks for K.i#.F. which, besides being an organisation of
milk producers, is successfully brinsing the village-scattered-
milk-producers into co-operative umbrella and providins an increased
return on milk, It is estimated that a village milk producer is
able to get a 40, Increased income on sale of milk to primary milk

producer's co-operative siciety.

3. Timely payment to mllk producer is assured : Eesides
‘irresular market' and *under payment' for milk, untimely payment
was the major obstacle inbthe economic upliftment of village
milk producers before the establishment of K...F. and its co-
operatives. The middlemen uses to pay as per his own will and wish.
Generally, the weekly Bazaar-days are the payment days in villages.
The nilk producer was unavoidably forced to go after the middleman on
Bazaar-day. The middleman uses to make the payment at late evenings.
The milk producer was to think of his weekly purchases only after
gatting the payment. In case, the middleman avoids during any
week,then unavoidably the milk producer was to approach the money

lender. In this way, the system of payment was utterly disarpointirg.
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Now, the co-operatives are not only resular in making
payments but, amount igs paid twice a day. The price for milk
deposited in the morning is paid in the evening and for evening
milk the amount is paid at morming. In this way, without the

chances of bad debts, payment i3 assured rezularly,

4, Responsibility of trangsporting milk is shifted fronm
milk producer to K..d.F, ¢ Barlier to the establishment of N .M.F
the middleman uses to collect the milk from the houses of milk
producer, and the total milk of village was to be moved to a
nearty city. He uzes his own agents for collection and for onward
transport of milk. If milk gspoiled durinzg transit for whatsoever
reasor g it may be, the milk producers éease to zet the payment for
th:% days sale., In this way, the poor producers were to suffer

for the nistakes of middleman,

low, the system 1s totally reversed in Pavour of nilk
rroducer. That 13, once the milk is delivered by producer at the
preniges of primary co-orerative coclety, the resvonaibility of
the milk producer ia over. It is the rick of zo:iet: to take 2l
guch measures in the protection o’ the ~uality c¢f milk and the

milk producer is assured of his rayment or that day.

All tre above factors are helpfull to .M4.F7 1in bringing
more number c¢f milk procucers in 1ts co-onerative umdbrella and in
ircreesi & the quaniity of nilk to te produced. Increzse in qilk
procurtaent, further hely in incraasing the -uantity of milk

products to be manufactured.
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5. Availability of quality milk products to needy conaimaers
at reasoiable rates 1s assured : uore than majority of urban and
rneari:y s half of ruril porulation co not maintain milch nimals,

‘g = result, for their reruirnents of milk products they have to
look towards those who zell it. Put there is an slement of
adulteration in the ~uality, and uncertalnty ir tre re:ularity

of suprlies from such sources, .loreover, unreasonatble prices are
charred and durinz festives, artificizl shortaze i3 created to

clain exorbtitantly hicher prices.

One of the objectives of K...?’'s product plant, iJharwad is
to provide pure, free from adulteration and quality milk products
manufacturéd under mosat hygenic conditions, It is successful ir
the re-ular and corstant supply of its milk products. .icreover its
prices are also comparatively reasgorable. UYhen quality product 1is
regularly supplied at reasonable rates a pogitive market image
for products is automatiocally created, which in turn Lelp in

cereatine rood rerutation to the whole or-anis:tion.

6., It 18 successful in approaching new customer:z and in
establishirg new narket : sxpansion of the market ‘or zilk product
is one of the goals of k... 's product nplant, Lhamrmnd, With qual ity
product at rezsonable rates, it is easier for nanaement to fulfil
this ~onrl., As such, new markets are created not only within
ramatakka, but out of Karnataka also. That is, Railchur district

market, within Farmataka, is captured by product pla ad
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of Veile?e As far as, new marketa out of Larmataka are concerned,
the slzeatle markets like Jaipur, Ahmedabad, Allahabad, Lelhi etc.,
are teings captured. In those markets the 'Nandini' brarded tasteful

m1lk products are preferred and purchased with great pride.

Te .iore employnent opportunities are created : India is a
1ané where the protlem of unemployment is to the maxiwum extent.
The asricul:ure sector in particular, i3 suck that asjority of
persons fall in the sroup of elther unemployed or underemployed.
And Lorth Yarnata¥a i3 rot an exception to this, The i.,.i.i's
product plant at Jharwad was launched with the purpose of solving

this protlem at least to a certain extert.

Aa such, it i3 providing direct employment to about 250
people, In addition, the operations of i....: s« has generated
enployment opportunities to over a thousand people in the rural
areas of liorth Kamataka., Murther, as the ripples of opportunity
widen, thouasands of households- as many as 75,000 are likely to
earn nearly Rs. 10 crores every year Zor the milk supplied by
then, A larse ~unber of these households served by f....f £fall
irto tho caterory of smell and marginal farmers, landless labourers

ard the other wezker sections of society.

8. Concentration of authority at tor level management 1s
to maximum extent s suthority is the ri:ht to take decisions. In

ieiafy this ri~ht 15 nore or legs exercised by top level management.
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The menters of top level manazement are officiating from the itesistered
office, located at angalore. Iut, where as, the plant 1s located
at Lharwad and its area of operation is also Lorth “artataka, an
area far awvay from Zanralore. The top level managenent consist of
the nenbers of Ioard, llanazing rirector, Regional Manazer and the
General Manager of product plant, lharwma. Jo0 the orly memter of
top level management at iharwvad is the reneral lana~er of the

plant. Under such a situation, it i3 not possible to take timely
decisions. The untimely decisionsg are nbt at all busiress decisi ons
as they re bqund to a feot the business adversely. In case, any’
unexpected problem is raised, the subordinates have to wait for

it to bve clarified from the Head Office,

Jdoreover, when authority is totally concentrated, the
gubordiiates lose individual initiative and enterprising apirit,

as there is no opportunity for them to show thelr talent nnd calibre.

9, }}ant capacity is under utilised : The product plant,
vharvad of !..:.7 1s not operited to its maximum eapacity. Of
course, the reason iz the non-procurnent of milk to eet its
ingtalled capacity. The maximum rated processing capacity of the
plant i= 1,50,007 litres per day. «here as the avera-e milk
handled per day during lean season 1is 30,009 litres and 92,900

litres durin- flush season,

The under utilisation of plant is haviy - itz own

disadvantages :; The labour and machire power remnirs under utilised,
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the fixed overhead renains sane, the tarset production is not
possible to te turned out, the shartase is felt at martets, rew
markets cannot be approaches while it soes difficult to retain
the exiztirs markets, the customers may be disappointed and

overall market reputation is affected.

10, iarketings derartment is culminated with various functions:
The markatins department ir the product plant, Lharwvad of ',i.?
on the one hand is héndicapped on ascount of the non-availatility
of required number and type of professional nmarketin~ executives
and on the other hand, it is over loaded with a number of functions,
The top-level management is aassisted by a marketin- conamltant and
a Deputy director Tor marketinz, The two executives have to
provide their specialigsed suggeations on the entire marizetin:
overations of F.i.r's At 1its product plant,_Bharwad the only
professional aarketins executive is the Assiastant iarketiin ‘anager,
who 13 looking after the entire marketins dem rtment, In other
worda, it i3 he alone vho has to deal +ith the chaniel menbers,
set the zales target, meazure the performance of dealer:s, 3et tre
criteria for their performance, attend the complairts of dealers,
inspect the store houasses of dealers, attend the tax aspects
rertainins to sales ete,. rurther, the sales promotion activities
ar.d narket informatior system is to be decided by tim alone., Thus,
the o.flce of the marketins executive is over turdened with = nunber

of functions to be attended by a single man., (£ course, the
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Assistant liarketing ..anager is a professional one, capable of
managzirs the assigned responsibilities in a more positive and
efficient nanner, tut there is & limit for an individual's efficiency
arnd capabilities, lany a tiunes it so happen that, wher the
Assistant arketins lManager is away to attend the dealers or the
head ofrfice, therewill be no one a2t the office to attend any

prohlen, if arises unexpectedly.

it appears that marketing i3 merely a fancy name for selling
function as the ttention paid to the phylosophy of marketing is
not more then & 1lip service. Althous, the sales oificer is
subordinaeting the narketing executive ﬁut, major attertion is on
products and their sale rather than or consumer, ~his need:s and

the way for satisfactior of those needs,

11. ‘larketing leseirch is not satisfactorily e fective :
Marizetinr research is the systsmatic collection ancé interpretation
of information which help the tor management in taking better
decisions on marketing of ~oods and services. The area of marketing
regearch is vagt. It can be appllied to solve any protlem in the
field of marketins. The growth and complexity ¢of markets, the
gize of the firm, the ever chanzing attitudes of corisumers, the
nature arnd type of competition, the selection of media mix to
approach the markets, the policies to be framed on pricing,

distribution, production etc., h:g made the tocl of marketing
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research inevitable in a lar~e sized plant like I'.i.7.

F.iie® 43 30 far unadble to use this tool effectively.
Leave aside other aspects, it is not yet succeasful in loecating
the point of decision to purchase the milk products. That is,
who makes the purchase deciszion in a family-. a mals, femal or
children, where the purchasé decision is made-~ at home, out of
home or at the point of purchase. What factors influence them to

mzke 2 purchase decisl on.

12. The promotional activities are still ineffective : The
advertisin~- and sales promotional activities of “.M.7. are atill
unguccessful ir influencin~ the prospective customers of iorth

rarmntaa,

idvertising, one of the promotional elenents u~ed by ¥.4.7,
has fd led to communicate to market or prospective custom rs the
megsare carrying the type and quality of products manufactured,
in what sizes they are nmarufactured, at what prices they are sold,
where they are available, what price advantase they carry, and so
on. 'The news papers, and magazines are used to a lar-e extent.
Iut, these tools are rot so much effective ir creatirs awarness
in the prospective customers., The radio broad cast iz undertaken
tut that too to a limited extent. The powerful tool of present
day 1.e. PV, telecast 1s not 2t all choosen, The road side
hoardings, at least in major cities of lorth Karmataka, are totally

unsaeen.
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Jales promotior, the other promotional element of ! ,..1.7
is alao not used effectively to stinulate either consumer or
the middleman, The store-displays are found only at the appr ved
dealer's stores and not at the other retaill shops, which are more
in number ard from where large number of customers make their

purchases.

13+ Irand preference and brand loyalty is not yet created
successully ¢ 1 .4,7 with better quality product offered at
reasonatle rates is stll) unatle to create trand prefererce and
brand loyaliy. The reason amin 13 the defective advertising
policy followed 30 far. sven in the .iorth Karmataka area, which
is the tar-et market of I..i.7's product plant, ivharwac, the brand
loyalty of majority of customers i3 in favour of other than lLandini
brardse. In other words, it is all due to the type of advertising
policy followed by X,.:d.# and which is not ;et successful in

ereatin: a Tavourable emotional cdisposition toward its brand.

14, ‘arket competition is not met effectively : K.'.’ s is8
faci: # toush competition even in its target market area, from both
the co-operative 3zector and the private sector. io doubt, more
or less it is succeasful in meetirs the competition lLased on
pricing. But, as far as nor-pd ce based competition is concerned,
Letief 18 larsing far behird. larticularly, it is unable to offget
the conpetitive cliims of Jujarat Co-operative .1lk : roducer's

darketin; feder:tion, lLimited, The private manufacturers, ingpite
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of higher prices for their milk products share a sizeable portion
of this market, this 1s mainly due to their effective advertising

policy and large margin on prices.

15. The dealer's warehouses are unscientific : sven though
the approved dealership is extended to only those nmiddlmen who
promize to maintain the required type of warshouse and the renuired
gtandard hy~enic conditions in and around it., Tut mozt o7 the
approved desalers are unazble to maintain thei- stores on such
prescribed sclentific lines. .iany a times common buildirrs 1is used
to store the milk products along with other products. It is
likely in such a buildin:~ that the quality of milk products get
deteriorated. The :.M.& and its kandinil brand 15 blamed For none
of 4ts mistakes. In this way, the unscientific warehouses of

approved dealers are likely to bring a bad image to Landini brand,

16, The aystem of transporting its milk products is not
reliable : Jor the distribution of its products, ¥...P is totdlly
relyin : upon either the private or the common carrier., Iut, both
the ayatems are irreliadble, or, the comnnon carrier carries
other products 2loug with w.sd.75's milk products and the private
carrier may rot provide timely services. Horeover, both the 3svstens
may not provide the desired protection to milk products during

transit,

Aurther, under the present aystem, K.¥.¢ 1s bearin~ the
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cost of transporting its milk products from plant site to the
premises of approved dealers, But, under such a asystem, the cost
of transport to k.H.,F will be more if products are delivered to
far off markets like Bijapur and Karwar and less, if delivered at
tharwad and nearby markets. That ia transport chargses per unit
will not be same but widely differs depending upon the distance

of narkets to be covered,

17. The resale price fixing policy is not strictly
controlled ¢ The final market price at which the milk prducts
are to be 3014 is printed by K.il.¥ on each packet of its products.
Eut, many & times it 13 found that the retailers charre the price
more than what is printed on packets, +“hen askaed, retailers
provide an easy anawer that ‘'the packet-laltels areAprinted earliszr
but the fresh products with revised prices are delivered in the
gane packets', Jometimes, the gsame packets are found with two
different ficoures of prices. 1t goes very difficult for innocent
cuatomers to find out which fisures are originally prirted or
which price label is the ~reniun one,

Murther, the resale price control policy itself 13 disliked
by thos e niddlemen who fear that thelr merchandisi: g ability is
restricted~ who act as 'losas leaders' or follow ‘cut prices'. That
is, =ome middlemen follow the practice of chargin~ lower prices
on somne products and the resulting loss i3 balanced Zrom the sale

of other products by charging over prices on thenm,
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18. The channel members are not customer-conacious : The
retailers throush whom the approved dealers are approaching the
final consumers are not so much conzcious about the needs, desires
and tastes of consumers, They ore unaware about the utilities
posseassed by Nandini branded products, Cn the other hand, they
are buasy in pushing out the products of those make upon which they
- . .get maximum margin, as they keep milk products of other make also.

19, The poal of social change is still a dream : As far as
the ~oal of social change is coﬁoerned, E.M.? has still to 70 a
lonz way, The only note-worthy point in this direction is the
involvement of memters from scheduled caste and tribes 4in village
co-operative socletien, In that way, it can be said that the ¥.H.7?
13 active in solving the prblem of untouchability., Imt, as far
ag the use of additional income from milk sale in oporing of
educatioral institutions, child and women health care centres,
looal water suprly schemes, electrification, access roads, etc.,

is corcerned, it is still = drean,

5e2 SOnclugiorz :

E.ile ?'g product plant at Dharwad, started its commercial
operations from January 1984, At thia stage, it will be too earlier
to judee its marketing verformance, “ithin such a short apan of
time 0f about three years, it will be no exozwer~tion to say that
it is marching ahead in the ri ht spirit and direction of fulfilling
ita thosze nurposes for which it is eastablished,
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The peoples of Lorth Karmataka, both the economicaly
tackward ciass of rural areas and the income earming class of
urban areas agspire nany a great miracles from it, The rural
narginal farmers, landleas labour class, eto.,, wants to have a
remunerative source of income either to support thelr aggricultural
operations or to have a prestiglious way for living in rural
society. At the other side, the niddle class and histe r incone
earnirs class of urban areas expect rot only distribution of milk
products but thelr facilitation. K.I.7 has dared to shoulder
the responsibility of fulfillirg these dual purroses.

Till recertly, the economic luck of m1lk producers of this
region was in the hands of middlemen, iho, by determinin- their
own terms, were suc:essful in taking away the cake and cream from
the hands of poor milk producers. But, now all that has changed
with the establishment of K./.#'s product plant at Lharwad. It 1s
guccessfully enaouraging the formation of milk co-operatives by
promoting 2 apirit of co-operatior and fraternity amonr different
sections of the socliety., To prevent the exploitation of poor
milk producers by middlemen, the latter are totally evaporated
from the nilk trade scene. Thui, to nmanufacture ~udlity’milk
products or such n larse 3ize, the milk is also to be collected
in unlimited qunntities. The collection of milk on such a large
quantun pave the way for providinsg a resular and remurierative

mariet to the milk producers of this reglon. "wWhile whnt has been
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achieved is unquestionably impressive, tut the task ahead, on the

front of marketing of milk products, is indeed mm ¢t challen~ing",

5¢3 Recommendationg s

The [.i.F's product plant, Lharwad will of cowr se rank ag
one of the mosat succeasful milk products manufacturins plant in
the country, provided the followinz recommendations are attempted
to0 be inmrlemented In near future, which are being conceived after
evaluatir,r the controllable and uncorntrollable variables of it~

marketing stratesy

1. Top level manacsement is to be marketin~m-orierted ;3 The
key for imnlementirz marketing concept successfully is a favourable
attituce on the part of top management., "iarketing begins with
top management".1 In other words, it iz the top mana-~ement which
can provide the climate, the discipline and the lexdership required
for 2 succeaaful marketinz pro~ramme. In the words of a top
marketinz executive of intermational minerals ard chemical
corporation, "But a company cannot become customer-corscious by
edict. since 21l orgmnisations tend to emulate thelr leader, it
i3 most important that the head of the busiress be thoroughly
customern-conscious, He can develop a mood, an atnosphere, and an
egpirit-de-corps reflecting the pre-eminence of the customer that

permeates every nook and corner of the company".2

It does not mean that marketin~ executives should . hold the
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top positions in a coampany, nor it implies that the managzing
director of K.ii.# must come up throuch the marketing departmnt,
tut it only means that the managing director and the other members
of top managenent must be marketins-oriented. To put in the words
of the president of Fepsi-Cola "our busiress iz the business of
marketing" and in the words of the president of Burrou:hs

Corporation "any company is nothins but a marketing orzanisation”.

2. authorit; is to be decerntralised : Authority is the right
to take decisions. A business decision to -be effective must be
purposeful and timely, DPresently in :,:,i", authority is totally
cerntralicsed in the hands of top management. As top level management
i3 officiatin~ from 1ts head office located at Banrnlore, it is not
always pos3ible to take timely decisions concerninr~ marketing
oper:tiong of its product plant at itharwac, Ilience, it is suzreated
to decentraliase the authority upto the level of departnental heada,
In other words, the departmentnl heads of LDharwad, vroduet plant
may be empdwered to take decisions within certain linmits. As these
heads ever reniin fully aware of the realities of the situation

and therefore, tlhey are able to take timely and purposeful decisions,

Lezentralisation motivate the departmental heacs to perform
thelr tasks with more initiative, zeal and zest as there will always
te opportunities to display their talents, Hence, it promotes

man-rerial talents, reduces the burder on top executives, and makes
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the overnll supervision more effective, Lefore decertralising
the authority upto denartmental heads, it is to be made sure that
they are not only competent enough to accept the authority and
shoulder the respongibility tut also professional encuch to vet

the required work done in a required fashion.

3. The quantity of milk procurment is to be l:creased : The
daily nilk procurment guantity is to be increased to 1,50,070
litres per day which 1is the maximum processi: - capacity of plant
ar.d at which level it will be poasible to operate the nlint at its

full capacity., The guantity of milk procurment c¢-x te increased by

a) increasi: 7 the number of co-operatives and the runber of
memters therein. If is ot encugh just to increase the number of
membt:er:s but a daily 1inimum 1imit  for the supdly of milk ia to
be ~iver to such members nd it should be seen that esch member
deposits more than the given limit, This, indirectly extends the

spirit of conperation to large nmasses,

b) It car collect the surplus milk from district milk
producar's unions withir kEarnataka as well from co-operative milk

producer's rederation of other states, where milk is over produced,

¢) 1t should stop supplyin~ milk to other dairiea, In the
year 19384, it has supplied milk to other dairies to the axtent
of 2.38 lakh ¥gs; 18,10 lakh Kss, duriry 1985 and 33,28 lakh kgs.
upto .umust, 1986. If the sume ~antity of milk isused in making
procucts, then narketing performance will definitely be improving,
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d) rroducer members of co-operatives retain more nmilk for
the preparation of Ghee, butter etc., at their homes, If periodiocal
vizits of these members to product plant is arranged, they will
be convinced that the K.1.:'s hyrenic method of preparing milk
products is more superior to their own. Murther they ars to be
cornvinced about the price advantage of selling the milk (which
presently is retanined to prepare "hee) and then purchasing the
ienciri GChee, 1In this way, that .uantum of mille which is
presently retaired at homes of the milk prodﬁcers 73111 be available

tO in oi:i. FO

e) A3 operation "lood 11I is providing financinl asaiatance
for improviis the exiating plants, Y. i.d may think of havin~ its
ovwr: source of milk—suprly by maintaining hish yileldl: - cows and
buffaloes in suitatle parts of Karrataka, The waste dry land may
be purchagsed to convert into grassy fields for maintainirpy such
ailch animals.e Alternatively, funds may be pfovided to villacve
co=operatives who can provide milch animals to lai.dless unemployed
on lezge=cumgale bagis, This will serve dual purprosss= provision
of o source of income to village unemployed and incrense in the

quantity of nilk proocuraent,

£) Lnder various schemes, the Governmment of India is
providi: - financial assistarce for the economic uplirftment of the
poor. . ut, those who camnnot provide sufficilent ~urrantee to banks

are practically la~7ir~z btehind., 7The villasge co-oper tives of L.il.%.



231

may come forward to provide suarantee on behalf of such landless
labour clasa and help them in taking loans to purchase milch
animals, In this way the ailk collection will increase and
moreover the landless unemployed will remain in the same locality

instead of shifting to already over conveated cities,

4, 'arketing department i3 to be equipped with more number
of marketinz professional : To reduce the burden of marketing
department from a single executive and to attach more importance
to the marketin~ philosophy the sub=functions of marketins department
are to be looked after by a team of marketing professionals, The
gub-functions like setting of sales objectives (appointment of channel
menbers and measurnent of their performance, attendinz their
complaints) arketing research, advertising and sales promotion
and product plannirg activities may be handled by separate experts.
Of course, the activities of all these sub-departnents are to dbe
gsystenatically co-ordinated s0 as to achieve the ~oals set by

marketing department,

5 -iarketing lesearch : To help the top level management
in taking objective and timely decisionaz the marketing research
is essential. 1t is an instrument which keeps the management
always alert by providin~ useful facts and figurea about buyer
behaviour, market competition and other forces prevalling in the

nmarkets. Althoush marketing research can be used to solve any
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problem pertainins to marketin<, but at present, <.il.s may use
this tool to study the consumer behaviour, It hasg to know, inspite
of comparatively better quality products at reasonable rates, why
the products are unable. to gain the market appreciation. 0f course,
within this short period of about three years, about 40 of the
market for milk products in North Yarnataka is shared by X.i.F.

ut, wh:t could have been achieved is not achieved, EHKence, to

rectify the situation marketing research is to be employed.

6, Advertising and sales promotion 3§ Cn the basis of
marketing regsearch a proper strategy for advertisirg and sales
pronotion 1s to be framed. To create branc preference and brand
loyalty, to offset the claims of competitors, to approach new
markets and to improve the performance in existing markets, a
prorver advertisirg and sales promotion policy is a muat. Here are

- sone of the measures to be implemented u der promotional policy:

a) In advertisment copies, besides mentionines the features
and prices of products the names and addresses of dealer is also
to be shown. This not only help the retailers in locating the

local dealer but also improves dealer relationship,

b) The larce size hoardings are to te erected to a large

extert at least in urban consuming centres,

e¢) Repented radio broad cast is to be used at appropriate

tinesa,
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d) Tele~Vision the most influencing tool of present day
is not at all touched by K.il.? IHence, T.V., prosramies are to
be telecasted highli~hting the features and price benefits of

producta,

e) Instead of cinema slides, short motion pictureas may be
screened in cinema theatres highlirhting the various products
manufnctured by r.d.7, their relative utilities and price

advanta~es eto,.

£f) The sales promotional aids are to be provided to dealers
and retailers and it is to be seen strictly that the retailers
decorate their stores with wall-stickers, hansings from ceilings,
counter and shelves displays ete,. Murther it is to be seen that
the products find a proper place in retail stores, 2s they cone
in direct touch with firal consumers, The retailers are to be
induced to do sc. The niddlemen's voluntary co-operation i3 to
be enliated from promotional policy. Lefore the ndddlenar i3 led
to prgmote .ancini procucts, he is to be convinced that it is for

his advantage to do so,

g) short metals displaying 'lLandini' brand may bve used
aatisfactorily in city buses, rallway togles ete,.

Thus, in short, the advertisment and sales promotional
policy ~hould be such that the customers are reminded of 'landini’

brand not only at the time of consuming products but 2ls0 while



234

they are irn their office, fields, on the way, while reading,
entertaining etec,.

T. In3tead of distribution, the 'landini' products are
to be faciliated : The term facilitsation implies "the availability
of products at each and every convenient place in conveniert sizes".
The convenience should be from the point of consumers. Just as
the news papers or other necessary products are made available at
most accessaible places, 30 also the iandini products are to be
made available, For this, a more deeper peneteration of the market
is needed. A 1arge‘number of sales counters in urban consuming
centres may be established, The physically handicapped or widows
may be allowed to handle such counters, This will benefithy.M.E
doublye firstly, a direot gale is possible and secondly the social
approval of the firm, sfurther, if an appropriate advertisment
policy 1s framed, then a fixed quantum of orders are expected from

nilk gelling agent.

8. The members of channel are to be pr0per;y motivated
Apart from providing an usual rate of margin ard discount, a get
together meetins for motivating the retailers and dealers may be
arranged at suitable places. The middlemen are to be convinced
atout the superiocr aquality and other outstarding features of the
producta. This helps the retailers in convineirg the final
consuiers., Jurther, such meetings may be nrranrzed whenever a new

milk product i3 introduced or when there are chan~es in the prices
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or aarrsins. 1f all the channel members of iorth Karmataka are
invited at a gsingle place, it may lead to an additiornal burden
of cost of conveyance, Hence, a district wise meetingz may be
arranged on some suitable days. As all the retallers usually

70 to district centres in their usual business, there will not be

any need of paying extra conveyance allowance.

Juch meetings provide an ovportunity for ¥V..i.¥ to0 attend
the complaints of retallers, if any. Murther, the method of attending
final consumer may also be demonatrated to them, Hence, such
meetings strensthen the dealerwk,.i, . and retallers-l,il,?,

relationzhip,.

G, The aale of milk products throuch co-operative societies
mey be avoided as it i3 having discouraging effects upon approved
dealers on the ore hancand on the other thelr sales are also

negligible,

10, As dealers warehouses are unscientific, ' ...« may %
conatruct its own w:re-houses at different consuming centres.
This is advantageous to ! .ii..'s from three points. “irstly, the
quality of milk products will remain fresh and thereby strengthen
the brand ima-ve, secondly, the cost of transporting milk products
from plant site to the premises of arproved dealers may be avoided.
ind thirdly, approved dealer may te asked to pick the products

from prorogsed district warehouses of lL.il.f at any time and in any



236

quantity. In this way, the self iaposed shortages will not be

felt by approved dealers., That is durirg festives, if the approved
derlers expects the demand for orie and a half truck load, than either
he has to purchase two truck loads of milk products and block aonme
amount of working capital or else he has to looase the sales of

kal? a truck load, in caase, he ¢cannot afford to block the capital.
In either case, the approved dealer will be lossin~, iUither he has
to block the capital by ordering two truck loads or loose the
profits on possible sale of hal? truck by ordering just a single
truck load, Alternativel:, till the conastruction or hiring up of
its district wise warehouses, i./l.: may rely unor contract carriers
inastead of private or coamon carriers. Or else, it may have its

own apecifically bullt vehicles to transport its milk products from

plant site to dealer's warehouses,

11. The resale price fixinr~ policy ia to be controlled
striotly : Surprise checks in the ~arb of final consumers is to
be undertaker asainst retailers. The mischieviocus retailers are
ot only to te penalised but they are to be totally eliminated from
the trade channel., “urther, those niddlemen wro act a3 'loss
leaders' or who follow the policy of 'cut pricea’ are to be

avoided totally rom the trade channel,

12, K.i.Fe may think of taking over the milk product plant
of Goan overnment's Lempo iairy, located at Asangl villaze of

Eijapur district. As a kingdom within “irngdom 1s never tolerated
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50 also a competitive product plant 1a not to be allowed to
continue within the tarset market area of i.i.fs If 1t is taken
over by %.M,®, it will mean the minimisation of unfair competition

on the one hand and incrcase in milk procurment on the other.

13. 30cial chanre ¢ A mark of an affluent, economically
vell~-deddloped soclety iz a shift in cultural emphasis from 'thines'
to 'people', Thot is, marketing management of a modern-larce-aized-
plart like F.i.#® should attach much importance for creating and
delivering a better quality of 1life, rather than only a material
gtandard of living., <o fulfill this social responsibility, the

aanagement has to devise and use its surplus income on the schemes

of social approval, Ffor example, women participation, administration

of achools, kindersardens and adult education centres, running of
crild and women health care centres, maintainance of common Gobar

Gas plaints eto,.

In a step towards providins e~ual status to women, lH.d1.7
may involve more women nembers in co-operatives, LHoreover, joint
membership (for husband and wife) with sirle voting power may be
introduced at village co-operative soclety level., In case of
provision of milch animals on lease-cum-sale basis, it can be
provided in the joint name of both, husband and wife, .iimilarly,
the insurance pollcy on the life of milch animals may be issued
in the joint name of hustand a:d wife. Hence, such provisions will
lead to much more realiastic participation on the part of villace

wonmen folk,

,
}{
!
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Peiie e may use television zs a medium for brinsging social
char.;es in villares. 7Televizion sets may be installed in each
co=opertive soclety a:d video pro rammes, specially made for the
purpose may be screened. Juch programmes will be helpful in the
infusion of co~operative apirit amons various sections of soclety;
in the eradication of untouchability; to minimise the susceptibility
of villagers to myth, magic a:d miracle; to maintain environmental

garitationy ete,.

In the years to come, a3 the ripples of opportunity widens,
i.eMe? should prove itself as an irstrumental in providing an
annual income of 3. 10 crore (as it has already claimed) per annum
to the participating farmers., This additionally flowr income will
te a respectatle source of income to many of villa-e londless
labourers and thereby check their migration to alreacdy over
crowded cities. It will help the small and marginal fariers to
use this amount ir their petty .gricultural operations like levelling
of land at the edges, or ~7etting good top 301l evenly spread before
the next round of cultivation. In other words, with the help of
this extra cash the village farmers can not o:1ly brinz more land

into cultivation but will also improve it qualitatively,

Mnally, k.H.F will certainly help the village milk producers
in utilising the additional flown amount in social upliftment
purposes like opening of schools and kindergsardens for their iasues

and adult education centres for themselves, making of Gobar Gas Plants
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for fuel and villace lighting, maintainance of child and women
health care centres etc,. Thua,'all ir all the K.il.*® should
always remember that above everythings else "the welfare of socisty

should be the central point in all its efforts".
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