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INTRODUCTION

Since time immemorial cottage industries and handicrafts have been
the central element in the culture and economy of our ecountry. The skills
acguired by our artisans for producing'értifacts of common use as well as
for aestheotics have been lagehd. However, a number of historical svents
like British colonialism, advent of machiﬁe age, and urbanization affected
our village industries and artisans. In addition, changing tastes of
urban consumers due to westernisation and relative negiect of rurel
industries sector by policy makers promoted the decline of rural industries

in our country.

R number of indicators exemplify the neglect of this sector. For
example, the plan ocutlays by centre and state governments for village and
small scale industries have been minimal, During the third five ysar plan

out of a total outlay of Rs.8,756 crores, the village and small industries

quthor is thankful to Mrs Jayshree Parékh and fir Rekesh Aggarwal for the
ressarch assistance provided by them and Professore Nikhilesh Oholakia,
5.Co Mehta, T.K. Moulik and M.N. Vora of IIMA who gave their time for
discussions on the subjsct.



received only Rs,?241 croras.1 During the fourth plan, the outlay on
villagé and small industries was Rs.242 crores out of & total outlay of
Rs.15,778 crores. For 1977-78, planned autlay on village and small
industries is Rs.145 crorés aut of a total plen outlay of Rs.9965 crores.
In percentage terms during the uafious yeats of fourth and fifith five
year plans, outlays on village and small #cale industries have bsen

around - 1.5%.

On the other hand, cur industrial policiss emphasising industrializaf
tion and employment generation through large scals industries have not
borne enough results. The plan outlays under Industry and Minerals head
during the third and fourth five year plans were Rs.1726 crores and
Re.2,864 crores respectively. Planned outlay during 1977-7é is Rs.2,364
crores. The employmant in the manufacturing sector in the public ssctor
has gone up from 3.69 lakhs iﬁ 1961 to 12.22 laskhs in 1977. 1In the
private manufacturing sector, the employment has gone up from 30.20 lakhs
in 1961 to 41.57 lakhs in 1977, This shous that massive inyestment mads
in private and public manufacturing sector during the last fifteen years
has not helped in generation of substantial employment. floreover, per
capita availability of articibq of common consumption have not regjstered

any increass, and in some cases has in fact gone down. The growth (decline)

‘1Figures for this section are drawn from Economic Survey, 1977-78,
Government of India,




in per capita availability per year for some products is as followss:

(1) for cereals and pulses from 469 gms. per capita in 1961-62 to 438 gms.
in 1977-78; (2) vanaspathi fram 0.8 kg. per cepits in 1960-61 to 1 kg
in 1970-71 which has gone down to 0.9 kg. in 1976=773 (3) sugér availa-
bility from 5.8 kg. in 1961-62 .to 6.1 kg. in 1976~77; (4) cotton cloth
from 14.8 metres per capita in 1961-62 to 11.4 metres in 1976-77. The
per capita .availability of manufactured consumer goods like toilet

soaps, razor blades, talcum pouwder, packaged tea etc., has gone'up,

but the increase has been‘in medium and high priced brands while the

low priced brands availability has gons douwn substantially.2

The above guick survey shows that our strategy of sconomic
gromfh and industrial developmsnt as practised till now has besn
ineffective for generation of employment and for increasing availability
of mass consumption goods. The rural industries and small manufacturing
gstablishmants can.play a Qital role in tﬁis arena, Though exact
estimates of unemployment and disguised unemployment are not easily
auaiiabla, it is commonly agreed that close to 20 million people are
unemployed in ﬁur'country. The higher labour intensity ratios of

village industries can generate much higher orders of employment for

2This statement is based on market data collected by Dperations Research
Group, Baroda in their Retail Store Audit Surveys. The differsnces in
availability are on the basis of 1976 availability compared to 1970.



@ given set of capital outputs given that - adequate markets can be found

or daeveloped for the products of such industries.

Past organizational efforts

Gandhi ji realised the role which village industries had to play
in our ecoromic development. As early as in 1920, he emphaéised the
role which spinning wheel had to play in our economic regencration.
Following on his philosophy, the All india Congress Committee in 1922
established an All India Khadi Department to popularise the spinning
by charkhas. This depaftmant was replaced in 1923 by the All India
Khedi Board which in turn was replaced by thé 811 India Spinnsrs
Rssgciation in 1925 while the movemsnt for popularising hand-spinning
was going on. It-mas soon realised that the cther villagse industries
besides hand-spinning and weauing also had a great role to play in our
economy and thus in 1934 All India Village Industries Association was
formed. ‘After independence, an All India Khadi and Village Industries
Board was set up in 1953 to advise the Governmont regarding policies te
be adopted for Khadi and Village Industrics. Subsequently, Khadi and

Village Industries Commission (KVIC) was established in 1957 after the

3. . : '
Hind Swaraj or Indian Homg Rule, 1948 (New edition), Naviivan
Publishing Houss, Ahmedabad, p. 95,
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Khadi and Village Industries Act was enacted in 1956.

Simdltancously, to support and guide othor labour intensiva industrigs,
bodies like All India Handloom Board {establishad in 1952), All India
Handicrafts Board (1952), Coir @oard (1953), Rubber Board (1947),
Central Silk Board etp. wera established.s Though the Govermment set

up such bodies to guide and supcrviss the development of cottage
industries, policy support in torms of roservaticn or price prefesrence
as done for small scale industrics sector has not been forthcoming.

The offoctiveness of various boards in fegencratiun and further develop-

ment of various cottage industries has also been varying.

The cbjoctives and concept of Tiny and Rural Industries Soctor

One of the reoseons for lack of emphasis and policy suppert for
viliage industries has been the definition hiafus. We in India have
been debating the definitioné of cottage industries, village industries,
rural industries, handicreft industries, small scals industriss oto.
since indgpendencs. Letely, we have given a new term of tiny sectér to
industries which would be located in areas whoro the population is less

than 50,000 2nd with an investment of upto Rs.1 lakh. 6

4 , .

- Khadi and village Industrics Committoo Report, 1968, Minmistry of Commumce,
. Gavernment of India, New Delhi, p. 10.

$

R.Ve Rao, Cattage and Small Industires and Planned Economy, Sterling
Publishsre, Dolhi.

6 « ‘
Stafsment_on Industrial Policy made by Shri Gecrge Fernandes, Minister
-of Industry in the perlisment on Decembar 23, 1977. '



The dofinitions of various sectors havc depended upon the source
which dofined it. For examplu, Fiscal Commission (1949-50) dofined

cottage industrics as follows:

"A Cottagc Industry is one which is operated mainly or
primarily with the help of the mambers of the family
either as a whule or part-time occupaticn.

A Small Scale Industry is one which is operated mainly
with hired labour normally number 10 to 15 hands."™

In the 50's ECAFE defined cottage industries asg

"A Cottage or Heme Industry is one, the products of

which require skill and craftsmanship in the

manufacture and which is carried on wholly or primarily
with the help of members of the family wither as a whole
or part-time occupation. A Small Scale Industry is one
which is cperated mainly with hired labour, usually not
excesding 50 workers in any establishment or unit not
using any motive power in any operation or 20 workers

in an establishment or unit using such power."

For quite some time, the definition as given by the Directorate-
General of Supplies & Disposals has besn accepted as the working defimition
which is as follouws:

"Cottage Industry is orfie which is carried on in a place

which is not a factory for ths purpose of Factories Act
of 1948, i.s, an Industry which is carried on wholly or
primarily with the help nf the members of the family for
a whole or part~time occupation.”
The formal definition of small scale sector has baen such-units

where the investment in plant and machinery is less than Rs.10 lakhs.

e can notice that cottage and small industries can be definsd on the



basis of various varisbles likc, (a) locatien i.e. in terms of the
place of wafking whether it ig nome or ssperate workshop or in a broad
sense of small industry located in the rural areas, rural industry as
contrasted to industry in urban areasjg (b) the number of hersons
employed in a manufacturing unié; (e) tha volume of capital invested
in the industry; (d) use of power.driven machinery; (e) working
relationship i.s. whether artisan works for Eimself or 2s an employea,
Though one can sharpen the definitions and conseguently the poliey
support required for them in tsrms of above variables, it would be
mora useful toc dsfine the ssctors in terms of the objectives they are
expected to fulfil and the contribution they can or have to maka

in the ecdnomic and industrial developmant of our country.

‘PRIME OBJECTIVE

The discussion and data presented in earlier paragraphs point
_out that we in India should vrganise industrial pruduction (especially)
for mass consumption nesds) in a manner which gensrates maximum employ-
ment (to the extent possible in rural arges) subject to production at
reascnable cust.: The.Rural Iﬁhustfies and Tiny Sector Units are the
best means tu achicve the above mentioned objective. Thg production
_ of industrial goods may coentinue in the small, medium and large scale
.sactorso If there is egrewment cn the prime ovbjective suggestéd
abova, then hehceforth the definition differences aﬁd emphasis and

technology distincticns amongst hendicrafts, cottage industries,



rural industries, villege industries and smaller industrial units can
be minimized. The sectcr termed as-tiny énd rural units sector (TRU
sector) would then cover all production which takes place in aress
where population is less than 50,000 and requires investment of upto
say Rs.1 lakhs, whether the production is dons in cottage or small
factories, the technolugy used is traditional or sophisticated, the
production is done with or without power, or the markets. are local op
national. The objectives of such a sectur would tﬁen be (1) to
maximise employment in the rural areas, (2) to produce gocds (for
consumption or production) at reasonable cost, Though this ssctor
would have the socic-~economic objectives, the further organizatiaon
should be on most efficient lines, from technological, organizational

?

and marketing points of view.

A_REVIEW OF THE PROGRESS OF TINY AND RURAL INDUSTRIES SECTOR

Based on abovs definition, the industries in the tiny and rural
units sector would comprise the industries which are under the super-
vision and guidance of KVIC, nandloom, rubber products, fibre industrisé,
stec. In the fullowing paragr;phs; we attenpt 2 quick revieuw of the

growth, problems ang prospscts of the rural industries sector,

§slas Crowth

Table 1 gives data regarding Khadi and 21 other village industriss

in tarms of production, salss and earnings. Village Industries



listed as serial Nos. 15 to 21 are relatively new industries in thg
KVIC system. The sales growth index (sales of 197374 divided by
séles of 1969-70) shows that there has been marginal growth in Khadi,
Processing of Cereals and Pulses, Ghani 0il, Village Leather, Palm
products, Hendmads Paper, Honey end Shellac., iIndustries which have
registered good growth are Cottage Match, Non~edible 0il end Soap,
Fibre, Lime #anufacturing, and Carpentry & Blacksmithy. Cane goods
and Uillage Pottsriss have alsc achieved good growth., Amongst the
new industries (serial Nos. 15lto'21), Fruit Processing and Preserva-

tion and Bambuo/Cane industriws have registered good growth.
valug addaed

The last column of Tzble 1 show salss velue as 2 percentage
of ﬁruductiun value to get a quick estimate of ths viability of warious
industries. Khadi haes the highest sales to preoduction uaiue ratio,
probably due tc the governmental supported rebate and subsidy system.
Sﬂﬁe of the industries like Cane Goods, Lime, Frylt Processing and
ﬂlﬁminium Utensils have sales to production ratic percentage lsss
than 100 meaning that thése bndustries caanct even ;eccuer the costs of
inputs. Most of other industries have salaes to production percentage

close toc 105,

farnings in various inoustries

In general, the sarnings provided to the workars repressnted a

fair amouvnt of the production value. In 1973-74, the 21 village
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industries provided sarnings of Rs.2,215 lakhs which accounted for
appraximately 18% of the production ualua; It should however, be
naoted that ths salcs uélue of all the uillége‘industries was Rs.675
lakhs less than the pruduction value meaning thet averail the rural
indastries systém operates at a loss. Khadi remains the major
céntributor of earnings in the Khadi and Village Industries system.
Khadi accounted for esrnings of Re.1,631 lakhs out of a total of
Rs.3,84? iakhé during 1973-74. The villags industries which gava
~substantial earnings to artisans are Ghani 0il (Rs. 251 lakhs);
Khadasari (Rs.476 lakhs), Bambou (Re.358 lakhs) and fibre

{Rs. 247 lakhs).

Earnings

Earnings as percentage uof sales shou fhe contribution of
labour-value inputs in processing and manufacturing of varicus rural
industries preducts. Bee—keap;ng, Fibre, Palm Gucds and Pottery
amerge as the industries.mhere value added by labour is the highest.
On the cther hand, Chani 0il, Cene goods and Cottage Match are the
industries where earnings a§rpefcentage of sales accbunt for- less
than 20%. Thus in terms of a broad strategy, if resource allocations
have to be done, such industries where earning as porcentage to
sales are higher should be given preferences like Paper, Pgttery,

o
Beo-kseping, Nen-gdible 0il and Soap, Bamboo and Cane etc.
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Emp loyment

Table 2 shows the smployment énd @arnings providad by various
rural industries. BDuring 1973~74, 18.1Z lakhs workers were amployed in
the KVIC systam, 2.39 lakrefull-time and 15.73 lakhs part—time. Consider—
ing thet this employment was generated with KVIC funds of Rs.1,152 lakhs
(Re.652 lakhs as grants and Rs,.500 lakhs os loans), it is really an
achisvement. OF courss, there would ba othur funds aleo ciployed in
tﬁis system sspecially in village industries (except Khadi where
funds are pruvided by KVIC for both pruduction and salas purpases). (It
would be useful to recall here theat latust ceneus of small scals
unite shuw that the small scals gector provided employment to & total
of 16}53-15Lha persons with an investment of Rs,1,055 crores in fixed
assets {original ualuedyc) Howover, data in Tahls 2 alsé shows Sumse
disturbing signels. About half of the employment in the KVIC system is
still provided by the khadi sectcr alcne, which gmployment is showing

a declining traend.

The village industrics which provide wajor full-time employment
are Fibro, Pottery, Ghani 0il and VWllage Leather. Industries which
provide substantial part-time employment are Palm Lur, Bee-keeping

and Cane Gur and Khandsari. 1In terms of trends howevar, ong notices

?Repcrt on Census of Small Scale Industrial Units, DCSSI, Guuernﬁent of
india, January 1977, p. 10.
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declins inm full time employment in Pottery, Lime Manufacturing, Non=-
edible 0il and Soep wtc. There should be specisl attention paid to
such industries which form 2 substzsntial employment bass, but 2re

showing declining trends in smployment.

Rules of Rural Industries Sectcr vis—a-vis other sectors

Production

Table 3 shows the production of Matches, Paper, Chinaware and
Pottery, Edible Dil; Household Soapyand Leathsr Footwear in la?ge
scala factory sector (LS), small scale incustries sector (S5), and
village secter (VS). Thesc figures shuw the present status of
village sector in the cverall producticn of these 6 product lines
and thus also the sccope for Futureﬁaxpansion. In Match industry,
the share oF L5 has been declining vis~a~-vis S5. Both of these
sgctors during 1978 spproximately pfuduced Rs.1Z2 crures wcrth of
Matehes (indepsndent estimotes). The US in 1971-78 produced Rs.0.7
crores worth of Matches. Thus VS is fairly small in this industry.
In Paper industry, the LS is prademinant, the production in_this
sector in 197% being Rs.135 crores, while that of 55 in 1972 was
Rs.13.5 crores, and in the Ug‘in 1977-78 it wes Rs.1.3 crores, In
Ehinaware and Pottery industry, the three sectors have approximately
equal sﬁares cf sround Rs.7 - 8 crores. In the Edible 0il industry,
tha LS has predominant sharg, the VS being negligible. In household

Scap, thce L6 production in 1975 was Rs.746 crores, the production of
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of 55 Sector in 1972 was Rs.63 croregs. The ys in 1978 produced only
Rs.4.5 crores worth of soaps. Thus the Soap indusfry affers argreat '
scopz for the TRU sectur to expand, since the tecnnulogy for this
sgctor is not wvery sﬁphisticated and cunsaqdently the capital require~-
ments are low, theg industry is guite amenable to TRU seeter preoduction.
In any case, @ number of largs scale manufacturers including multi~

naticns liks Hindustan Lever gut some of their soap products mads in

the 651 and Tiny sector. In Leather Footwear industry, the thres sectors
are roughly of same sizs, the production in the L5, S5, VS sector were
Rs.12.6 crores in 1975, Rs,10.3 crores in 1973, Rs.B.25 crores in 1974

*

in ths three secturs™ rcspectively.

sines Leathor Footwear and Leather Industry in general are quite
amenable to the production in TRU sector it offers & scope for expans-—
iun especielly in terms of manufacturing leather products ather than

Faotwear where major markat. ox; engi:n_ke taking plece.

Employment

Teble 4 shows the number of wopkers employed in large scale
factory sactor (DGTD upits), spall scale dndustries sector (5100 units),'
and village sector for six majo£ industries where village sectur is
relatively stronger. In Non-edible 0il and Soep industry, the total

;Villaga sector (V5) employment seems large compared tu two cther sectors,

‘but if break-up of full time and part~time emplaoyment is seen, the US

#The figure for the village sector is for all lsather products.
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employmant full time is small compared to largq scale (LS} and small
scale (SS) sectors. In Leather Foctusar sectors LS and VS secter
employments are approximately eame with $§ sector little behind. Mo
Metch and Papur industry VS empldyment is small compared to two othé: '
sectors. Paper industry employment is predéminantly in the large
ssctor. Such an anélysis done for 21l industries where VS production
is feasible would generate guidslines for pclicy formulation at
Governmunt level and marketing strategy formulation at Institution

level.

TRU sector Industries outside the prossnt KVIC system

In ths above paregraphs we have rgviewsd the industries which
are supcrvised and guided by KVIC specifically. In addition ofcourse
there are cther TRU industries like Handlooms, Handicrafts, and Coir
Products stc., under the guidance of Davelopment Eommissioner (Hand—
leoms) All India Handicrafi Board, andrCoirrBosrds Sincs the data
for these industrics except for Handlooms ars not easily available,
ws.haue reviewed primarily the KVIC supervised industries for illustra-
'tion purposas. The handloom séqﬁnr employs appruximataly 10 million
people and the production is estimated to befize order of 2500 million
meters valued at approximatsly Re.1300 crores. While the production of
Khadi in metors has been declining,:this is not the case with handloom
and powerlcom sector. The production of cloth iﬁ Mill Sector (MS),
Handloom end Powerloom Secter (HPC), and Khadi Sector (KS) during

1964-65 was 4587 million muters, 3056 million meters, and 81 million
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meters respectively. During 1973-74,-pfqdﬁction in millicn meters in thres
sectors wsre 4316, 3908, and 56 respectively. Trus while Khadi pruductioﬁ
has- declined, HPC secteor H;s improved itse position. The handloom and power-
leom seetor has attracted attenticn of the bolicy makefs because of the
scope it offers for giving additicnal employment though a consistent policy
~and fihancigl support is requiréd for protecting employment in fhie sactor.,

Though there is = ,ccmpeﬁihion between some items produced in Khadi and

hendloum sectors, & great emount of cumplimentality betwsen the handloom

' exists
and khadi system/mhich can be further strengthened. Coir and fibre

industries have recently recsived & big fillip due tc opaning up of .

‘international markets.

MARKETING PROBLENS AND PROSPECTS FOR TRU SECTOR INDUSTRIES

Gensral problems

Various surveys and studied®have pointed qut that TRU sector indus—
tries face tremendous marketing problems. Some of these problems ares
1+ Changos in consumer behaviour which affect TRYU industries
adversely.

2. Most TRU industries! products are-traditional and do not
cater to urban market segments.

3. Distribution chanﬁq;s arg extremely limited in numbers and
are also usually poorly managed,

4. New dusigne/products are not introduced 8y this sector.

5. The demand pattern for most industries is sgasonal, enin-
ciding with festivals etc, '

6. The traneportaticn fecilities are pudr, thus the logistib
Support available tu such industries is inadeguate.

*See for example, Villegs Industries Profile, ASCI, 1975.



16
In addition, the sﬁagnatioﬁ or slow growth of many TRU indsutries
is attributed to the poor sucio—ectnomic background of the ertisans, their
inability to adjust to the market trends and inhibitions toc ehange (which
is attributable to their low risk teking capacity sings most of them ara
at or below subsistence luvel and fraquently indebtéd too). The availe-

bility of finance, training and improved equipment is also extr .ly

limited in this sector.

A guick survey of marketing praoblems and prospects of soms TRU sector
industries

In the abovs paragraph, we have listed the common problems of TRU
sector though like any other sector, the problems of specific industries
and further producf lines within the industry would tend to be d}ffarent
bdth in terms of the type anﬁ tﬁe axtent tharepf. A guick survey of the

marketing prublems of vsrious industries in TRU sector followss

1. Ghani 0il Industry

This industry has étagnatad ovar & periob of time and TRU sector
occupies a negligible shars (less then .01 per cent) in the oueréll industry
producticn. As of mow village ghani oil is primarily sold in the immediate
geographical environment of producticn arsa. The estimates are that 45% of
the product is marketed inside the village, 30% within the districtlahd 25%
putsides the district. One af_the reasons for étagnatiuﬁ is the low recgvery
ratio of oil froq‘the oil seeds leading tc a product coét disadvantago vis-
e~vis factory sector, There arg alsc problems of maintaining gquality stan-
darda. In addition, there are major price Fluctuatxons in oil sweds which
the tlny units flnd very diffisult to adjust to. On the cther hand, Ghani
oil has advantage cver the mill sector oil since it offers an unadultered

product with better tasts, flavour and nutriticnal valus.



2. Villego Leather industry

Tha majﬁr ppoblem ~f Lhis seeter is the sxploitation by the

- middlemen since the artisane do not hava osontrol or influence over
channel® ‘of distribukion and thus cannot disposs off thelr goods at
reasonabls rates. Becauss of the lack of contact with the market
 blaceS, the artisan 1s getting progreSSiualy iéolated from tho consumer
" deslres and raqulxemﬁnts. The quality of hides availabla to this
industry is poor as also the availability of chemicals for tanning eto.
Usa of belou Standard hidss and conseguently poor quality leather leads
to nop=standard production which iz unsuitable for volume production
of quallty foctwoar and other leather products. Thls industry is quita
amenabls to tiny scoter productiong end thus nceds a marketing as well
a8 technolagical posh in tha‘TRU sagtor. It may be ncted that Bven now
- the 1arge'scala sentor unitS, By e Bata Shoe Company get a substantial

portion of their production done through tho tiny sector units,
3, Cottage Metch industry

Though this industry is very suitable for production in tiny
sector, large and small sgalte sector ocoupy a predominant position
begause of their efficient channels of distribution and consumer brand
loyalty develcped due to qqality production. The problems of thia tiny
sector industry‘are ndn—uniform product; timely auailability,of Tauy
'_materials, {imited distribution outlets and ldck of consumer praferences
There 18 subatantlal sgopa for this industry if product obtain more

distribution cutletb.
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4e VYillags Pottery industoy

This indusiry gan 5= 2lassifisd inmte thres major ssgments:
(1) gommon clay pottery‘(pots and pang oks.), (2) strustural aommon
clay (tiles, pipes and uricks) and (3) giazed whitewares (glazad tiles,
toys ete), The village ssctor is rcpfesented in all the three categories,
though its representation is primarily in the common clay pottery. The
marketing requirements as well as problaems for the thres segments are
quite dif?arent. For example; common clay pottery ocaters to the rural
and poor urban coptomer segment, uhi;e the glazsed whitewars ﬁrodacts
primarily cater to the rioh urban customers. The glazed whiteware products
tend to be artistic and individual in character while the'struotural
common clay products required for housing and water systam$ are price
competitiva in nature. The TRU sector potberies éra very poorly
represented in the structural osisgory, There is scope for expanding
this industry into fhe industrial elay cabsqgory, @.ge low tension
jpsulst #s and other housing reguircments like sawage and water pipes
etee The major problems of the industry ars; declining demand for
sonventional producks liks gcts; matkas etce., due to product
subsﬁitution,‘and sgasonal nature cf the indu8£ry laading to seascnal
smploymant. Inadaguatz availability of coal ash, bank finance, and lack
of improvedtools and equipmeints restfict the sales and diversification

of product linss,
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This industry ocan 5S¢ given = major push 7 now products are
‘dasigned Tar sxisbting customer sagments,; entry is mada inte structural

and industrial clay market seoments; and geograephical e¥paneion for

existing products is dona,’

. Be Fibre industry

As we notisced Earlier in Tabls 7 fibre industry has been expanding
very fast (sales growth indox 3.55). Moreover the earnings as
percentage of produckion value (55%) arc highest amongst the
‘whola o TRU sentor, Thue from the point of view of amployment ag well

a8 the valus added by ilabour, this industry needs further diversifications

As of now, bullk of production; even in the XVIC assisted sector
is sold thraugh the middiemen and cgnsequently there is low Sales
realisétion depressing the sarning® of artisens. bLack of adeguato
equipment alsc lcads to poor guality produstion. rosulting in lou eafnings
;éuel for artisans. |

In torms of markst chanrels, estimates arc that 60% of the
production i sold within the local arca, 35% within the distriet and
5% outside the distoick. The mest urgent nesd of thialindustry is expansion
of markoting chanr=ia ﬁoth within and -outside the sountry since thers is
a very strong and stable foreign demand, Product axtensions can be done
by innovative use of fibres for diffarent pfoduct like making fabrics.
out of banzna fibre, using fibres Por curtain materials and other arti-

facts etc,
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6., Beowkceping industry

Tha industry hze had mafginal growth during the last docade,
Though the existing maykét fox hﬂney'fuf its food velue i= stroongg
additional markebs can bo generated by promoting other uses such 23
suring of soraé and ulrners, purifigation of blood étc. The by-products
of this industrny likerwax can be used iﬁ manﬁfacturing palnts, uarhishes
etg, There islno serious marketing problem for this industry as far as:
existing market segments are concernede Howsver, 1P the produstion can
be expanded, thore is a substantial seope for opening new market segmenté

for honey as well as Uy-pruducts of bee-keeping industry.

The above quick survey shows that while therelare some common
marketiﬁg and non-merketing problems lika Iack of finance and lack of
improved equipment and training, sach industry and perhaps even varicus
product lines within the industry also have specific protlems. I tha
objective is to expand the marketa; increase sales reelizetion and to
bring stability to various industriss, 1ﬁ”mé$ bo usuful.
to evolve a general framework. for idembitying grouth cpportunities, &nd

»

altsrnative growth strategies.

Identification of growth opportunities and strategiss — o general marketing
systems framework

Alturnative growth strategiss for an indUstry or the sector are

readily suggusteﬁ when we view tho protlem of grouth in markesting system



Fa

terms. The anolysis {ur identification of growth oppertunities and

appropriate strategiss may be dons in the following manners

1.

2.

3.

B

T

Arolyss the present position of industry in various

customer and markst segments.

wnat is the role, strengtbs, and weaknessss of the TRU
sector industry vis-a-vis uther sectors in terms of
production capability, capacity, marketing infrestructure,
raw material availability, availability of finance etc.

Identify tha cost and non-cest competitivensss of various
product lines in the industry.

Analyse the potential of existing pruducts in neswer
market . and customur segments,.

In view of customsr tastes and requirements, analyse

new product opportunities or product adaptation
posgibilities. C '

Develcp merketing strategies dapending upon whather present
procucte can bs sold in largsr guantities in present markets
or in new merkets, new products would have te bo developsd
for presert markats., ASlternatively, there might bs oppor-
tunitiss for expansicn by manufacturing upstreem itams
(previous to existing preoduction stege) or downstream items
(further-velus additicn tc axisting product lines).

Identify growth cpportunities by coneidsoring extension of
existing knouw-how, branu nama and goodwili, merketing
infrastructure and cepabilitiss ate.

Dutsids the sxisting pruduction-marketing system, identify
opportunities for improving resource boses in argas of
production skills, finance and marketing infrastructure by
ccllaboration and tapping other: crganizaetion's rescurcaes
in a synurgistic manner, '

Table 5 shows the major classvs of growth stretegies i.e, intensive,

intsgrative or outer gruwth strategics. The TRU swector can cocngsntrate

¢n its present ppocucts and pursue an intensive growth strategy, or it



can ook growth through moving into newsr product lines and industries
anc thds pursie an intsgrative grautﬁ strateqgy, ur it canp go oubtsidyg
the present skill-—prudgctimn-mnrkating-?inance-systém.and pur eue |
outer growth strategy.‘ Aprendix 4 presents an elabsretion of the
specific possibilitice lutent in each of the brood strategy classes
along with examples uf wsach possibility frﬁm within the TRU ssctor
industricg. ‘ﬁn explznaticn of variocus types of growth strategies

foellows;

. ., B
Intensive growth stratooiss

The intensive growth strategies are based on cruss~classification
of product-market oxpansion possibilitjiss. Thrse types of intensive
growth strategies are pussiblus

1. Merket penstration strategy (lncreaSan use of present

products in present markets).

2. Marks t Usvolopment strategy {selling present produets in
new markats).

3. Product evala;mnnt strategy (u_velqplng new prucucts
in new markets),
If & eumprshsnsive revicw of the ﬂresent's*rategy Fof varigus
TRU incus trlas is done, cne weuld ba able to determine whethor Fyll
potentizl of the industry is being utilised ir the ¢xisting market
segments. This apalysis Would geﬁmrata puésibilities of inﬁreaaing

-~

sales by incressiig the present customar's rutL of usaga, attracting
: \ _

- . gy

ThlS section drows on cvrrapt° from Philip Kotler, Marketing Managements
Analysis, Flanning @nd Control, pp. 235-245,



nuft-u8ers cte. Howevoer, it showld os recognised that pursuing increased

Market penetraticn may oxkrse industry to lncressed vulnerability due to

technological or cultural shifts.

If the analysis shous that the full petuntial of industries is not
being utilised ir varicue consumer anc geograpiical ssgments; domestic

as well as intgrneticn=l, ithen o market development strategy can bas

parsusd,

A thorough analysis of the present pruduct mix of various industries
may reveal the market sxppnsion possibilities if the pruduct mixee are
changsed or new products added to the existing product lines. Quslity
variations as well as the sizs variations can bs attempted if it would
increase the market potentisl for various products. A number of village

industries fall in this category where the product development strategy

would be most eppropriats for further wxpansicn,

Integrative growth strategies

E - . . i S . . . )
AN analysis of product possibilities in the context of skills

A

acquired snd market estoblishen For the sxisting TRU industrice, may
identify a number of possibilities for manufacturing and marketing
upetfeam or downstrusem items relétive t. the present prgduqtion stags.
Thera are thres majcr types of irtsgrative growtb strategies i.e.

backward, furward and hmriZDntal'iategratiun.
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Backward integraticns

mesides market pangtration and.dsvolopment, and preduct develep-
ment possioilities, one may be #ble to identify products vhich can be
manUfactured_priur to grasunt production sﬁaga.e.g. since TRU ssctor
alresdy n=s induatriés like Ghani Oil, Cottege industry and capabilities
uF_Carpentry and Blacksmithy, s strategy =f backward integration can be
followsd by manufacturing Ghanis and simpler chemicals for matches

within the TRU sadtor.

Forward integraticns

Forward integraticn can be followed by manufacturing downstream.
products, fur example making mecicines from tha medicinal plants collected
from the forests, or meking glass bottles and cther packaging materials

like wooden and tin poxes for honey #nd processed fruits and vegetables.
Horizontel integrations

Horizontel integraticn ean to fuliowsd by sxpansion to ralatso
pruducts, sxpanglen of tochroleoy or Wnowhow, meterizls, plant and
sgquipmant, channuls of distritution, and goudwill and brand name

. \‘ .

oxisting fur the TRU sector tuday. Examples for horizontal intagration

are given in Appendix 1.

Duter synergistic strateniess

In adcition to thu intensive strategies and the integration stra-
tegies, TRU sectcr has opportunities for following outer éyhe;giétic

gtrategies of following naturo:



Fingncizl Developmant

fe af nuw this sector has primerily rzlied eo the finances
given by government thruugh KVIC, Development Commissioner (Handlooms ), -
Rll India Handicrafts Board stc. and to soma extent by the Cooperative

Banks for the hendicom sector, enir, fibre incdustries.

The organizations in this sector coculd consider strategles of
tapping financial resources from commarcial banks in addition %o
cooperative banks. Perhaps the secter could float loan and bond

issues in the~general money market as well,

Skill}l devaglopment

A& number of crganizations like tha KQIC,VCSIR Ressarch and .
'pesign Establishments, weéuers' Service ﬁentres (Handlocm Scctor) ste.
sro inﬁdluéd in developing batter equipmeﬁt,tachniquas of préduction
and Lffsring training facilities to ths artisans. There is scops
for sharing facilities amcngst various sectors and institutions -thue
craating aynérgiea for furtﬁar davalqpmmpt- Ciose liﬁks could bsg
developad between KVIC aﬁa USIR beboratories, other Research, Design
ané bEUelopment (ReD) Grganizatidns inuulvad ir develupment of technology

and provision of training focilities for rural artisans.

Stability development

hs of now thaﬁtwn'majcr SUbﬁsyétémg-inifhé*fHﬂ'séétﬁr'ﬁahéiy

Khadi and Handluoms are subject tu substantial seasunality of salass



28
in fastival moenths of thae year and consgquently ths physical rogources
of the sales muﬁluts and theo éalea ampluyaeé_aru ianefficient;y'utilised.
New product lines sﬁould be intrnducéd to balarncs this suaecnelity asg
well as tu counter obsolescence cof existing product lines due to changes
in consumer behaviour or emergence of ccst'uncuhpetitiuenans in various

industrics.

STRATECY FOR GROWTH OF TRU SECTOR -

The abuve analysis has indicatud a mumber of opportunities as
well as stretegics for growth of varicus TRU sectnr_industrieé. However,
it may be stated thet further work would be raﬁuirad Fﬁr éﬁalysing_
product/market extension poseibilities for aaﬁh industry in this esctor
before the final market strétagy‘for vach industry and-pfoduct lipes
within them can bw decided. A number of majo¥ initiatiues uhich neesd
to be taken'howeumr do amerge, Sump af thesw initiatives ares (1)
pruduct developmant, (2) mitlgatlnn of cost un-competitiveness, (3)
axpan51un of distribution infrastructurs for variove products, (4)
cuurdinétiun and.sharing Gf markaling infrastructure amongst the
varicus urgdnlzatlbﬂb an;Lvéd in promction and devalopmunt of tha
TRU sectur, for example KVIC, Hendloom DEUBlupﬂ&n* Corporaticns,

Contral Cottage Industries Eurporatiun, C01r Board otc. as well as
urgénizations like'NCCF, NAFED, NCDC atc.,.(S) the need td‘tap

financial res;yrces from commercial banks, (6) developmant of tachnnlugy.
suitable for rural industries by the RDO u:ganizations ang- dav-lopment

of appropriate link=ges hetween the production and RDD sub-systems.
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The analysis done su,fﬁf cleerly quflihes the nead Fur four
types of instituticnal linkogus i.e. Infrastructural, Techrological,
-Fiﬁancial and Genural for the_gro#th of TRU sector industries. ¥Furgher
analyeis dealé unly.uith mapketing infrasteuctural and poiicy linkggas.
Twu.stratagic'mcues deserve attention in the area of merksting infra-
struptura devalopment L.a wxpansion mf.distribution facllities and

'astablishmant of a field level merkcting and development organization.

j;pénsinn of Distribution Facilitios

One.of the major problems u} TRU Ssctor industries has been the
limited distribution infrostructurs available tu them. Becauss of
various historicel and organizational cunstrainte, products ;f this
sector have besn sold primarily through 'in-house' uutlets ongy.

For example, most of the KVIC supervised industries sell thrnugﬁ local
sourcas or KVIC certified outlets only and 50 not_(pr are not a116Wad)
“to sell through the private trade Whils some éf the reasons for douing
80 are quite understanteble like meinteining the purity of the products
b '

end avoiding middleman exploitation, it needs to be amphasised that
“pach product reguiress 2 perticulor distribution-infraetructura for ¢
its effective sale.‘ A number of common use items like Palm gur,
Khadasari, preserved Foods end Vegetables, Matchus etc. ;ra
'convenience' goods and not 'shoping geods! for which pecple cen wait
or tIJ‘:-Juld g to a gpacif;c cutiet in thg city_;c.purchaaarthem,
Similarly most of the handlbbm pr&duc£s pfuduﬁédrinftﬁg.éaupSratiues

cr under the guidance of various Stute Handinom Dovelopment Cotporations
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targ sold through thaif oun cutlets,  Various handicrafts are alsn aold
iﬁhraugh the limited number 'of nutlets like the cottage indistries émppria
or the salss outlet of the Corpnratiome like Gujarat Handicrafts and
Hand loom Developmant Corporation. Thua various organizations by
restricting ths sales of products through Fheir own outlets immadiateiy
roduce the sales puténtiml and simultancuusly prashopes felatiuely
mall—fo—do customer segmunts since thay only haﬁa the 1:.1‘«31'1expmr‘l:at:i.cnf'l.I

means to.go te very few cutlets of such organizetions.

Table 6 shcws the distributinn infrastructure availsbls for
consumer produgts iﬁ India in the public/quasi~public sector as well
- the ovarall number of wholesale and retail trade wstablishmsnts. It is
setimatad thot tgere are clusa to 3% lakhs reﬁail outlets, and appréxi—
mataly ? lakhe wholessle establishments in In?ia. Table 7 shows
various types of outlots and the éalas in Iﬁdia in 1969 basad an the
census of outlsts done by the'UpurationsgResearch Gr0up, Barcda. Therse
are approximately 14 lakbs grocors in tha ceuntry, 1.55 lakhe general
stores and 16,000 cuoéératiuu/super marksts. The salee depots certifisd
by KVIC ars approximately 24,000. Though it may be the largest
distributior 1nfraatruccufs’unaar ‘control' of oune organizetion im the
.country,.it is still mirisculs compared to the vverall distribution

structura in the country,

Table 6 also shows tho outlets of soma of tﬁe-hanﬁlubm sector

organizaticns. Cooptex of Tamil Nedy has Urganiaad'tha most extensive
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malce vopote system in tho hondloon sector, Coopbex in 1978 has 326
salocs cutlets anc 1€9 agencins. Datd regarding soms other handloom
dauﬁloﬁmwnt crganizations lg 2l snoﬁn_in the Tablé. Each df'thaae'
ﬁurperatipns has approximately 20 outicts, sune within their bume State
and some outeida. ALl of this distribution infrastructura iﬁ thé_hand;
louom sactor ia small cumpsred o the‘number of textile distribution
cutlets in the sountry. Morecver, withcut heing unduly critical, it
ean bo stated that mcs£ of the organizatimns'inﬁolugd in TRU sector
dw_only tshoyp kaéping‘ énd ars not thurnughﬁbred'marketing'agenciesg
The déta clearly éhgws that if the markets and consumer segments, for fRU
sector industries heve to be aexpended, thure,is a nesd to widen anﬁ

deepen the distribution networiks. . | o -

s

In the beoisning, if the crganizaticns du rot wish to tap'privata
rgtail trade nstuurk; atleast they cen cunsider utilization of other
public/quagi-public distribivtion syetoms. For axamp}e, there grs.cinsg
te 2.5 lakhs fair price shove, ond 15,00c4cnnsumar covperative stores
in tha country. A number of consumer items prnduced in the TRU ;actnr
.would-ba 5manablw tr salﬁé through thesa ovtlots since there is
.cgmplimantarity butwaen tﬁé procuctlines cérried-by fair price shops
and cunsumers' cucperative outlets and thet ¢f the products of TRU
ééator industries. This would incidentlyloffar4stability tc fair
pricé shops 28 woll since. thoir sales fluctuate uidal& daéending‘

‘upon. the focdgrains preductivn in the country.
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Beeides the possibilities slirfeedy hinted, merketing copabilities
; of Coir Beard, Centrsa toﬁtaga Industries Eurpuratian,.NTC; HHEC,
NAFED ate. cculd be coneidersd fer potertinl gollaboration with othar
TRU sector distribution sub~systems alr#aﬂy mentioned. A number cf
times serious suggestions ore made that TRU sector industries can or
should utilise the distribution systems of large scals cummercial
consumer gouds companivs, especially cf some of the ffamcus! multi-
nations., We would like tu sound a note of warning that it_may be
fruitless tu ﬁry such strutegles (not on the grounds of any idaolegy,
but simply from merketing puint of view) since mcet of the consumer
gbods ccmpaniéa opspate a metropglitan to Small3cityrratail eystem,
whilu.mnsﬁ'uf the TRU sector inausériés~uuuid require a village to

city distribution system.

The above ﬂnalysié has highlighted thse naed as wall as'potantial-
collaboration possibilities betwesn varisus components of publit/qyasi4'
publie distritutivn infraetructure fur giving a filip to marketiﬁg

of TRU sector preducts.

A Field loval Marketing anduggyslgpmégy’qupniggtiun

The analysis done regarding the merketing prublema_?acéd by
varitus TRU sectur industries clesrly points uut the need for @ field
level marketing organization which would identify the problems of

verious indystriss and artisans in various geograghicel aress dnd

propuse and implement marketing plans for them. Even now the KVIC
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and varicys Stata pYI G.ards along with Directorate of Handloom in

- various States and Handlnﬁm and Handicrafts Curpcrationé atc. do devise
-marksting pelicies and étratagias for the seles and.grbwth fur‘thaée
industries. Howsver, bécause of lack uf fisld staff; some of them are
not able to offer of fective marketing support for artisans scattersd.
in rural areas all cver the country. If all the erganizaticns invalved
in the developmental and marketing work rglatsd to TRU Industries join
hands and have field representatives to look after ths development of
artisan's and help market their products thrcugh differsnt types of
distributior outlets, than the sgctur could hope to achieve the gusles
which are being stated for it anﬁ-ugich.unly this sectof is capable

of achieving namely emplovment genstaticn in tﬁe”rurai Areas., .Though
the tybe efid modality of field level méfkéting cfganization Would need
huch further_thinkings'Fur discussion purpwsaé it could be stated

that in Gaﬁh block'qr wherever there ie artiean concentraticn, there
should be two field reprussntatives - oné in~charge of ﬁhe developmental
activitiea, ond another in-charge of the marketing support. The.job of -
the mafketing representative would be to bring tre market feedback tor
the artisans, help him tu“eymlve new product featyros and new prodﬁct;
in tune with ths merket ruquiremanﬁs’and arfange'fur'the sales within
the block, within the district or through the mafketing netuork of

TRU aéctgr'ddvalnpmwnt organization in cther oress of the béuntry and
even abroad. This fisld markatihg.fmrce_Puﬁid'ba ﬁdordinaféd‘hy

¢istrict managers, rogional manegers and all India marketing managers.
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ft the Apex level thie TRl farkating and Deuelcrmant corporation GUUlL
hava varicus Industry Menagers whu muulﬂ eucl y marketl g stratuglas
gnd pelicies for various industries. These zndustry managers cuuld

hﬂva product managers under them who would look after'majur-piuduct
L}

linus within gach industry. These natmonal level managers would have
" close interaction with corras;ondlng functioneries at the Stata or

eglonal levsls uhc ‘would implement the plans and alec give fendback
for evelving pnlicles fur the 1ndustrlaa under their charge. Thus there
can bg a cross~fartillzat10n of idess between the 'Arga Mansgers' and
éIndustry and Prodﬁﬁt Menagers.! The jub of field deuelobmant
representative wsuld be to drow up the inventory of resources availebls
fcr TRY sactor industries in his area of oﬁeratinn i.e. econcmic,
tachnical, secial ancC envirénmental. 'He would Haue tu aznalyse the
probloms d? artisans in terms of skill inputs as well as physical
inputs lxke_flnanca, rau materlals etc. and 3;range or causs to

devalupnent .

arrange auch lnputs for tham. Fiald level reprasentatlues cnuld be
.federatad irto furthor levels on somewhat 51milar linaa as suggested
for field levelimarketlng reprGSQntatluas. Thase field repreaentatiuea

~

uﬁulq élso cosrdinate their activities with that of District Industriss
.Cantors as pall as ather\}urél aree functionériea-likn B8D0s, ULMs, '
Eﬁucatihnista etc. Dopending upon the amount cﬁ\couparafioﬁ which
can.bé motivated amongst uarinus organizaticns as wall as the.reaources
uallabla, this markwtxng and dsuelrpment corrnration could na eithar

a 'd?uelopment ‘wrgard zation' or 38 [hyblcal' curporation (in the gense

of actually merketing thg products end supplying :au material inputa)u



policy Suppert

We had earlier in the Papsr revivwed the histcricai development
of nrganizatinns invqlu;d in tha TRU ssctor as weilrés‘the guﬁernmantal
.support ﬁruvided to this sector. While the finencial support to Uiliagp
aﬁd Small Scale Indusiries have besn Infinitesemal (éround 1.5% of
the tutal outlay in varicus plans), TRU sector has not received éndugh_
sncouragement and piotaction in terms pf_other policy instrumgnts as"
wsll, e.9. now there ate 500 items reserved for the small acaia.ssctor,
but theré is no such reservation in the TRU sgctor indusfries. This is
Rut to suggest that reservation of items is the only major instruﬁent
foriencuuraging growth. Huwuuer,'at gomé stege it might be uaaful-
to consider whather there are items or 1ndustr19a which are amenabla to
afficxenf production in the TRU sector wh;ch need tu be reserved or

protectsd for the sector.

It might be imstructive to recall that cuen large acaleISQctdr
receives Various kirds nF'Uifact and indirsct subsicdiss znd financisl
-ipcentives. Thers are incentives fur location in the backward afeas,
export duiy dra@backs, wxemption Pﬁum custome/excise duty on inputs
for exports, tax rebates FnrJrufal deualopmanz‘gghenses etc.-‘ The:
small scale sector for Government purchases receives a 15% price
p:aference. Thoers is nu sdch price prefarence availablsg For'TRU:

sactor . It is ancther matter that even SS Sattor unlts cdﬁnut taka :

aduantaga of this price praferancu in moat cases.,



While instinctivaly it immediately ajpeals to one's mind that
TRU sector should also receive y.oclicy support in terms of reservation
uf items for this secter ae.mell ag price ppcfarance for CGovernment
purchasus (at lazstio pring it et par with pollcy support given for .
- 8% Suctor ), it may be stetued that most probably the cost of implementa—
tion of such suprort might sxcend the actual beneflts, sinca there
are too meny ifs and buts which creep in the lmplemantatlon of such
policy support; gspecially consicdering the ¢isorganized and decentra-.

lised nature of TRY secter industriss.

It might be more useful to devise pulicies which expand the
resuurce bass of TRU sector @.Q. by opening up bank finance fur the
sactor, aligﬁing the research, design and deualcpment efforts of various
SCluﬂtlflC and educaticnal establishments to the requirements of rural
Lndustrles, mctivating educaticnal infrastructure to Dartlcipata in
upgrading ‘skills of artisans pgte. In sum, what is most required is
the quality and comritment of human effort rather than 3 superstructure

of crutches for the TRU sectof grewthe.
CONCLUSION

This Paper has examined the status of TRU sector induétrias,
analysed problems of some industries end developed & marketing systems

framewcrk for identifying growth oppertunitiss and strategiss.
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The analysis outlines the nead for product deualopment, expanc-
-_ing the Tinancial and technical basa of the sectur. Nesd’ for and
étrategy uf expanding distribution 1nfrastructure and a figld leval
market;ng and GSVQiopment urgdnizaticn hevs been suggeated. The type

of policy suppert'required has been indicated,
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Earnings

frodn.  Emcnings  Sales  Sales  se % eaee ’:'“’
Industsy 197314 974 196-70 W14 sales T BT
1973-74
- Ke KHADI 3,272.40  1,631.98  2,609.16 4,504.77 35.50 1,76 140.40
B, VILLAGE INDUSTRIES _
‘e  Processing of Coreals and Pulscs @ 1,363.75 £8.08 32799 §71.24 1191 1.74 41.88
2. Gheni Did ' 3,304.30 251.48  2,113.02 3,495.69" 7.36  1.6% 103.37
3» Villege Leathor 825,72 187.99 - 633,40 1,0916.G7 18.49 1.57 123,12
4. Cottege Patch 57.24 19.88° = 24.68 60.23 19.72 2,44 105.22
$. Menufacture of Cana Gur and ithandsardi 3,7856.68 476.53  1,732.G0 3,362.85" 13.70 1.95 91,47
6. fidm Gur Feking and othor Pzla Preducts 779.20 353.45 G73.83  $B5.4672¢3.43 1.30° 113.75
7. Bon-ediblg Qiis ond Scoap 300,34 04,03 147,50 314.51 D08 2.13 104,54
9.\ Bmkeepinq 17472 157,38 16.50 171.72 B0O.L00 1.47 100,80
105 ‘W1l=ge Puottory 432en2 108.59 242,70 433.7 42,83 1,91 102.5%
1. Fibre 41892 247,73 15,63  436.93 [3.44 3.55 105.€3
42, Carpentry erd Blackomithy 437.58 100.01 133.53 47059 20.33  3.44. 163.03
13« Uza Fanufastuzing 1.3.10 25,56 9.7 €5.53 2B.T2 4.8 83.3%
14, Gohar (feching) Gos 37.10 - - - - - -
i5. Colloction of Forest Plants and Fruits
for Peodicinal purpoeas 17.19 12.15 5.50 13.09 92.8% 2,38 71,56
7. Qzwfecture of Cuas and Recina 7+14 ) 1+8 2.52 T.714 116.21 3.08 107.C3
18, ﬁemfacturu of Katha 4.93 G.83 205‘ 6.03 130?5 2.37 14’.?‘3
19. Fruit Processing eng Fruit Preserveticn 8.78 1.51 0.6 8.68 %A% 12.83 $3+59
0. Barboo ond Cang ’ 40,060 1M\.% 3.96 41.88 43,78 10.56 104.62
21. fNuanufacture of Houschold Alum.Utensils B.18 0.67 - 6.84 9.9 - - 3.8
L it g — o
TOTAL & 2,253  2,215.54  6,420,20 11,564.23 17.8%  1.80% 94.42%
TOTAL A8 15,612.23  3,847.02  9,029.35 15,159.00 23.8% 1.79% 104,168

*Includos the valus of Collection of lime
@Btcludes non-cotmercial Mct?m stone/lime chell,

Sources KVIC Annusl Reports.

production,

#Includes the value of s33d collection and ail

*@Includes wvages paid to workers engeged in

saed collection, oil pressing and sosp preda.
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EMPLOYMENT AND EARNINGS IN VARIQUS YILLEGE INOUSTRIES

Emnloyment in numbers

Rs, in lakhs

1971-72 1972-74 1973-74
Industry Em?loyment Earnings Emp loymant. Farning s B Loy ment Earniny;
full-time Part-time gg, Full=time Part-tima Rs. Full-time . Part-time fis.
I. KuhDI t,2C,96B B,41,669 1,552,38 1,25,670 €,77,647 1,809.55%  1,C7,185  7,76,251 1,651,
II. VILLAGE INDUSTRILS
1e Pruescsing of Cearesels and Pulses 13,550 16,462 44 .85 8,814 20,681 54.40 8,015 12,549 63,0
2. Ghani Qii : 21,322 12,767 233.98 21,3075 12,510 2530G.4y 23,595 %,692 251,
2. gil:aga %ait:ar 17,22; 12,;25 1,151.90 18,258 15,857 176,75 18,210 21,C85% 197 .04
. csrtages Matc _ 2 2UEu 2,33 G677 1,924 5.72 3 2,452 1.0
5. Menufectura of Cane Gur and Khandsari - 94,328 324.12 - 1,8E,796 364 .34 - 1,E7:USB a7€.nh
ve Pzin Gur Making & other Palm Products - 2,265,793 372.20 - 2,972,452 264,10 - 3,064,694 355 .46
;. Eun:adabl; it and Soap ;,izz 82.2§3 63.31 PRE qe,327 39 .R6 1,960 e,ers TR
- st Sole IS PRC) e ¥ 26.24 PJ‘ ':}‘11 é‘PB :’11 « AT 3 SBE 4‘9'{1 32! ah
9. Engvkaaping - 1,386,291 11m;;£ - 1,847,812 115,%;' '- 1,50,621 137,}@
3# dl[l;:m Fottory 3:.;:;1 ;2.223 ;ﬁg-gg ‘;6’72523 zz,ge;i 180.93 27,526 20,203 185,
- Vib 5y , +Z W1 3,881 18,550 18450 39,117 ™ 47 .0
1;. LIy AnLTy anc Eizcksmithy 6,56 2,138 55.78 ﬁjEBQ 2:9%5 £7.74 ?:gté 12:5:4 fﬂg.u1
1; : _i_J-:“ﬂe-rP?-?r}uf“?C'attging 3,664 1,444 12.64 P 4,642 2C.97 2,694 4,228 25450
Y. LGl Vel hanc ) Cas - - - - - - - - -
1. (oudlaciien of (orest Blants & Fruits
for Medicine) fursosa : - 7 - . -
- ::hHlT:c cinal fur;usas 4;‘ ?9,§;§ ;;g 1;3f-'_j 7.7;’3‘ Eﬁ? 144 41,051 17,9
17, faowfacturs of Cuss &nd Reeins 38 2,766 1.11 44 13°, E.ES 33; ‘12; -w
16. henufacturs of Katia 25 1,60C 4.34 5 250 1.6 5 e
13, Fruit Processing ¢ fFruit Prsservation 52 296 G.65 205 £32 1.05 1;5 21; D.L;
0. Basbos end {ane : 1,415 997 7.54 1,470 1,875 11:1q 7.306 9 26& 1;°3j
2. Mziwfacture of noigsshald alum.Utersils 32 - 0.33 49 3 :i.93 ! éﬁ ’ 12 é:;{
10TRt 11 - 947 7 PO PO
1,23,982 7,14,56C 1,629.93 1,36,347 7,02,627 1,780.32 1,32,0839 7,96,620  2,215.%%
TUTEL )
T + 11 2,44,950 15,56,229 3,1682.31 2,062,617 15,75,274 3,539.87 2,39,224 15,73,181 . 3,B47.0:
Swurce: KVIL Annual Reports. i



TABLE 3

PRD&ETION Of VARIOUS CONSUMER GOODS IN VARI OuUs SECTORS

Chinaware and di ; RHousohsld Sour Leather *
Matches Paper Pottery L fdible 011 o -F Footwear
Year LS 56 \S LS 55 VS LS S8 Vs 15 8§  ue LS 55 Vs Le 58 wg
f. in crores Rs. in crgras Rs. in crorgs in tune - Rs, in crores ks in srores

1969 13.5 NA NA 113.6 NA NA 8.1 [ R 12,589 wNA NA hA f:A N& NE LA NG
1970 11.6 9.0 NA O 128.7 7.4 NA 6.7 S.4 NA 8,240 N MR B51.82 65,9 MR 12.4  T.4 ML
1971 1.3 10.8 KA 128.2 1.6 NA Na 6.6 A . (73] A WA 726 .4 5045 NS 12.7 #.5 iR
1973 10.86 fin NA 12647 RA NA A WA NA 25,130 ) NA  £99.2 Rim Kp 1.6 Nh Tk
1874 10.7 N N 134,.3 NA MA A NA NA 29,70 WA My H5E1.1 PR i 17.1 NA kn
1975 9.3 A NA  135.7 NA R 1] NA MG 29,250 MA N4 745,49 KA KA 1Z2.6 Ne il
1376 NA ML A NA NA HA NA NA ) A NA NA fs K g N e NE
1078 R "WE (.7 NA NA 1e3 NA NA Ead NA 37,5 A NR 4.5 e Mh 9.2
Sources: 1. %51 Sectors ficpert on Censis of Small Scals Industrial Units, VYols.I & I, 1977. L% = Lurge Scale Factory

2. Factoury fonthly Abstrect of Statistics for #atches. Szetur (DATD Units)

Gteotistical Qutline of India, 1975 and 1978 - fu:r Matches. 55 ~ Smell Scole Sector
~nnuai Survey of Industriss - for Chinaware and Fottery and Fdibilo Oii. MR
3. viilegs 3 Statisvical dutline of India, 1978. WS = Village Soctor
A E;agﬁﬁéiinnii~ 1965-70 cata from Annual Survey of Indistrse znd 1973-75 datzs fren Ne = Mot sveilible
R T the @il & 0il Seeds Journel, 29(3), Janusry-Merch 1877.

ilotesa:

For mateh=a the monthly svaroge sroduction wes taken from Morthly Abstract of Statistics enr multiplied by 12 to gst per year
rroduction.  ¥Yne price of RE.490/- per miilion etick was arrived @t by wsing units and velume figures from Annual Survey of
Industrics, 197C. pPer ys:ur production multiplied by price is the vslus arrived at fuor factory secter. For Pzper, the per
yRET pruduction in tonnes ic multiplied by Rs.1953/~ to get the factory sectcr figurs. The price psr ton wss arcived at by
Figures from annuai Survsy of Industdas, 1970, ' '
Figures of Factory Suctor for Housshold Scap and lsather Footwser are arrived a3t by taking menthnly averags figures from
Yunthly hbstract of Stztistics, Decaember 1973 26(12), pa 11 for the yser 1970 and December 1976 26(12), pp. 10 and 11

For the rest of the yeare multiplied by 12 to got production per ysar, in average price of Re.8 per pair for footwear

and H8.2,800 per ton for soaig has been taken. This Pprice is arrived at by taking unite and value figures from Annusl

Survey of Industries, 1970. pProduction per year is multiplied by avsrage price to get the production in terms of value.
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Tabla S

MAJOR CLASSES OF GROWTH STRATEGIES

INTENSIVE GROWTH ' INTEGRATIVE GROWTH - DUTER SYNERGiSTIC'GRDwTH
R. Market Fenetration A. Backward Integration | R; Financial Dsvelopment
B. Market Development 8. Farvard Integrstion Be Skill Development

. Ce Product Development L. Horizontal Integration C. Stabillity Development




Tapie €
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8157 RIBUTION TFRESTRUCTURE 'FOR. CONSUVER PRODUCTS IN_INDIH

PUBLIC/GURGE PUBLIC

Saies Depots Certified by Ky
fair Price Shops -{7574)

CONSUMERS COOPERET Tut STORES

primary (1977) :
wholesala Storas (1977}
Wholagsle Branches
Departmant Stores (1577)

HANDLOOM SECTOR

Co-optex~ Selling outlsts (1978)
Agenciss {1578)

y.P. Industrial Cooperatives

1€ (1978 Approxs 24,000

227,7

24

142,75
424

1

Association (19?8)

YoPe Handloom Development Corporation (1973)
Kapnataka Handloom Dsvzlopment Corgne (1578}

_Wast Bengal { Coogeratives )

(1978) Approx.

_West Bengal Handloom Dev. Corporation  (1978)

. COIR BOARD

In additlon, storee of most other State randloom
. Development cerporations, Central Cottage Industries
Corporatios and-HHEC are also there © (1978)

QVERALL DISTRISUTION CUTLETS

. Nogs of wholesale Establishmants

No. of Retail Estsblishment

40
50

325
189

21
30
22
25

14

195,000

3290000

_Sggrcaas

Fair Price Shops: Food Statistics, 1975,

Consumers! Cooperetivr Siore

Handloom Sectors Annual Pego

" pusrall Distrivuticn Ssctoze

ss ‘'Consumere' Copperative Stores",

Naticnal Cooperative Consumers',
Fadgration Ltde, 1976, MNow Dalhie

rwof various OUrganizations.

Unitsd Matianne Statistical Year .
Book, 1976 (Year of Informatien - 1966)



Tacig 7

VARIOUS TYPES OF DUTLETS AND THEIR SHRLES IW INDIS

DUTLET TYPE | TOTAL OUTLETS TOTAL YEARLY SALES
(R Lakhs)

Grocars 14,118,124 _ 083,40
General Stores 1,23,183 597,60
Chemiste 29,534 275,40
Co=0p«/Super Market 15,818 ) 250,30
Restaurants 40,385 : ?Q,BQ
Panbidi Shops 2,640,766 180,90
Bangle Stores 5,862 12,30
Dthers 1,590,454 ) 742,90
20,63 ,924 5222,90

Source: Based on Censue of Outlsts, ORG, Baroda.
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Agpsnodx 4
A MARKETING SYSTOMS. FRAMEWORK, FOR_ICENTIFYING GROUTH

PPRTURITICS AND SYRATECIE

}
A
}
§

4 Drodaots in Prassnt Maricots:
i
L

1. Incraas nq_prea@nt sustomaits rate of usage

‘Ee Inc:ame¢qg khe unit of purchase : S28s. nox of matohaes,

larger soap bars, Ploosn: pack of honey sto,

be Advertising other usSes B¢, medicinal use of honay as
laxative for purification of blood, curing of ulcers of
‘tongues; wss of hand-made paper for greeting cards and per-

sonal communications eto.

2. Attracting Competing Sscter's Customers

“

as. Establishing éhafpar preduct diffatentiaticn 89 G bersnnalized
matoh noxeu, suitability of khadi fabrlcs to our weather con-
" - tions dua to its pDrOSlty \halps perspiration absnrptlcn), and

fapling of masculenity etce
. »

be Increasing promotional afforts

3. Atbracting Nop-isers

ae Inducing btrisl use through samplihg aml prics indUQEments

Le Pricing up or .uwn ‘

‘0. Advertizing new uses g.qs use of banana fibuss materials
far apnpavel, uze of bamboo reeds fdr fook s and'kniues,s

boends for interiordecorakion etc.



N

B. Selling Uregent Producks in New Mazketss

(tiarket Cevelopment Strateay)

1. Opeping additisnal gecaraphical markets

ae Regional expansion
_be National ewpansior, geos oxtension of palm gum sugar and
 Meors to aorth India, srtistic berrz oota pettery made in

Sujarat to South India.

co International sxpansicn gey. artistic handlocm curtaine,
handmse paper, nale fibre products gts, to North

- American, European and African markels.

2. Attracting gther market segments

A Baveiaping product versions to appeal to other segments,
BeQe Redsigned matka (dons by NID) to act as mini refrigs=-
rator for urbsn middle income segments; sweats made from Cane
Gur for children, colourful garments made from Khadi and '

“handlogm for youth ﬁarkat_segmenta.

b. Eftering. other channels of distribution, geQs selling
villege industry products like cane gur and khandsari, s0ap,
ané\adibie oils through fair-price shops and consumer '
cooperations; handlooms through KVIC shups and National

" Textils Corparations' shops ete.

Ce Advertizing in uther media, Beye through college magazines

for 'yauthful! khadi garments.

€. Deyeloping Mew Produsts Por Present Marketss
{Product Development Strazbeqy)

1e Dsvsloping new Produnt Featuress
] ' . o
Adept {bu uther. ideas, developments!, modify (change colour,

motion, cdor, form, shape), magrnify (stronger, lnnger;_tbieﬁﬂﬁi-

extra value), mtnify {smaller, shortex, iightar),_substitutu'



{otter ingrediants, process, powsr), roarranga {other patierns,
layout, sequence), combine (blend, alliny, assﬁrtﬁsnt,'pu:pasas,
eppeals, ideas): EaGe glansing of cercain patter? items: makiﬁg
druggets instoed of simple Ydurisl; leather bags, garments,

leather handgloves *for miners and stesl bwurkers in addition tbfmékihg

foctugar, making eshtle feeds from oil cekes obie

2, Qgggéggigg_guality Varistiongs

8e@» further purification and perfumi fication of coconut,

mustard and amla oi)l far use az hair oilse,

3. Developing additional sizes etc {Fruduct Proliferation)

8.9« bUlk packs of procveseed vegetables end Fruits for rastaurants,

hotels and student messes,

11, INTEGRATIVE GROVTH STRATEGIES

A« Backuard Integration
Menufacture the 'raw' materials or eguipment required for. pressnt
praduct lines g.g, manufasturing ghanis and goher gas plantsy making
sticks and manufacturing simglar-chemicals for cottage matohes;'md—__ .

ning lime and clay depnsits ste,

Be Forward Intsgration

Manufasturing dounstrsan pradycks from existing products e.g#-
making giass bottles PFor honey; ether packaaing materials like
waatan boxes and tin parks for packing praserved fruits and

vegsbavie, manufacturing medicines Prom medieinazl plants etco,

C. Horigental Inteneabion

Extencion to ralated products: oxtension of bechnolegy or knowhow,
materiale; plant enr. sguipmeni utilizati:n, channels sf‘;istri-
bution snd sales foree, goodwill and bBrend namej 1&@&!@31.§0n§16-
mersticn; Qe in ﬁdd;ti6n to manufactyring aldminiQmﬁutaﬂéilﬁgl
manufacture 'alumiﬂiﬁm.?égsels for ntustrial usa 1iks cans. for



.milk' extand thenotiery tgchnology to menufacture clay
strustur sl produts like drainege and uater pipes, low ten-
sion Imsvlators, and huusing WdtPEJdlS° increase the re-

zovery ratio of cil fram Ghanis or have solvent extractions
‘have a tamily brang. nams fer Tiny and Rural Units* Prnducts

{(say - Tﬂb)g and individual product line brand names for warinus
homogeneous? product 1ines( say, TRU DIL, TRU POT, TRY LEATHER)

and prnmcte thuse Lrand nemes for consumer awarsness and loyalty.

111, QUTER SYNERGISTIC BROJTH STRATEGLES

A. Financial Development?

Diversify financial rosource base 8.9 tapping Pinancial re-
sources from Commercial banks in addition to cooperative banks and

even floeting loans and bond issues in the general monsy market,

B. Skill Development?
Diversify skiil base £e0s sharing facilities for technology
davalopment and artisans' training bstwean KVIC establiahmants and
weayers! services centres (for handlooms) for clothing industry,
between KVIC and Coir Board for fibre industry, developing closer row
lationships among KVIC and CSIR laboratories and.other (resaarch,

designs end developmant) arganisations ote.

€. Stabitity Development:
Reduee'the vulnerability of present system e.,g. adding
pruducr lines to balancs the seasonality of sales in KVIC ocutlats
dug to predominance a? sales of khadi in certain months: advance
planning of,lntrnductmon of new tuchnologios or product lifes to
ocoupter ubsnlescencs af axisting pracuct lines dua.ta.changés'

in consumer hehaviour or emergunce of cost uncompatitiveness.

Notas The CQHCP"fUdl fromework for thls table is hased on
(1) H,I, Ancsff, "Stretegiss for Divers ification”, Harvard
Gusiness Reviaw, Yceptember-Ootober 1967 (z) David 3. Luck
and RLtFuL £. Prell, Market Stratégg, ppe 175-183. .
{3} AsE, “skarn; Applicd Imagination, ghircd edltlnnf
Ofe £56~287



