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Introduction

The Jute Office department is responsible for purchase of Raw Jute for Production. The scope of work for this office starts from enlisting brokers/agencies of raw jute and ends after issuing raw jute to batching.

STUDY REPORT
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Fig -1

Let us start with what information does the jute office possesses at the beginning of their work. This office basically deals with different entities like

i. Raw Jute

ii. Brokers

iii. Areas of Production of Raw Jute

iv. Raw Jute Market

v. Units of Measurement of Raw Jute

vi. Jute Mills
The basic flow of raw jute will be like this:

Now, we will define all these entities and describe all these processes in details. So let us start with 
1. Area of raw jute production. 
This point is quite important, because, quality of raw jute often varies depending on the area of production. And therefore, price of these products often varies. 
We can keep the following information regarding this entity:

	Country
	State
	Area
	Sub-Area / Mukam
	Code
	Old Code

	091
	India
	00
	
	00
	
	00
	
	910000000
	

	091
	India
	01
	West Bengal
	00
	
	00
	
	091010000
	

	091
	India
	01
	West Bengal
	01
	South Bengal
	00
	
	091010100
	SB

	091
	India
	01
	West Bengal
	01
	South Bengal
	01
	Bongaon
	091010101
	SB

	091
	India
	01
	West Bengal
	01
	South Bengal
	02
	Basirhat
	091010102
	SB

	880
	Bangladesh
	00
	
	00
	
	00
	
	092000000
	


Table-1
2. Raw Jute. 
Raw jute is classified for trading and for manufacture into jute products on jute mills on the bases of length, strength, fineness, lusture and colour.
· White jute is available in the following 8 grades as:
W-1, W-2, W-3, W-4, W-5, W-6, W-7, W-8.
· Tossa Deshi jute  is available in 8 grades as :
TD-1, TD-2, TD-3, TD-4, TD-5, TD-6, TD-7, TD-8
· Mesta jute is available in 6 grades - quality wise
M-1, M-2, M-3, M-4, M-5, M-6
· Other gradation of raw jute for trading region wise are as follows :
Assam - Assam -1 to Assam – 8
Jungli - Jungli - 1 to Jungli – 8
Bimali - Bimali -1 to Bimali - 8 
Raw Jute from Bangladesh are categorized in a different manner, like

· Bangla Tossa (Highest quality of jute fiber) 
· Long Fibre: BT-Special, BTA, BTB, BTC, BTD, BTE, and BTR (Tossa Jute Waste or Rejects)

· Jute Cuttings/Butts: BTCA and BTCB

· Bangla White (High quality jute fiber)

· Long Fibre: BW-Special, BWA, BWB, BWC, BWD, BWE, BWR (White Jute Waste or Rejects)

· Jute Cuttings/Butts: BWCA and BWCB

· Roselle Hemp Fibre - Mesta/Meshta (Medium quality bast fibre)

· Long Fibre: Mesta-Special, Mesta-A, Mesta-B, Mesta-C

· Cuttings: Special & Ordinary

· Kenaf (Medium quality bast fibre)

· Long Fiber: Special & Ordinary

From the point of traders & purchasers of raw jute origin of raw is always prefixed with the gradation of jute, for example i. South Bengal TD4, ii. Semi Northern TD6 etc. Let us depict the market grade in a tabular format
	Market Grade
	Market Code
	Old Market Code
	Grade of Jute

	09101010001
	91010100
	SB
	TD4

	09101010002
	91010100
	SB
	TD3

	09101020001
	91010200
	SN
	TD4


Table - 2
3. Raw Jute Traders/Brokers
Jute Mills buy raw jutes from mainly four types of Vendors
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Fig - 2

Raw jute Traders collects different quality of jutes from local market, negotiate prices with purchaser and organize supply to different mills as per purchase order. 
· Regular Traders/Brokers
We shall keep following information regarding a regular jute broker/trader for our convenience.
	Regn No.
	Name
	Address
& email address
	Location of Godown
	P.S.
	Authorised Person
	PAN No.
	Sales Tax Regn. No.
	Trade License With Validity
	Tele No.
	Mobile No.
	Type
	Rating

	[image: image8.emf] 

091-00001
	S.S. Rungta
	159 Rabindra Sarani Kolkata-700007


	Kolaghat Dist- Midnapore

2)2nd godown Cossimbazar


	K.D.P.

(KOLAGHAT)


	Shib Shankar Rungta
	ADEPRO960p
	No.


	11-042-23-

0033 - 8of

2005-2006
	227-10508


	9831079917
	R
	10

	
	
	
	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	


Table – 3
We shall also keep report card for these individual broker/trader depending on their performance. Main criterions of their performance are as follows
	Serial No.
	Criterion Description
	Weightage (out of 10)
	Points (example)

	1
	Quality Maintenance
	8
	Every Grade Degradation/upgradation 
= (-/+) 1

	2
	Delivery Time
	6
	Every 3 days late = - 1

	3
	Turn Over
	4
	Per M. T = + 1


Table - 4
Therefore for any irregularities, the broker will loose marks (= Points X Weightage). The Broker with maximum marks will get the highest priority.
· JCI

Jute Corporation of India offers almost same mechanism like brokers/traders. JCI purchases raw jute from open market at a minimum support price from the producer and sales those to different jute mills. JCI makes a contract with the jute mills and assigns agencies to supply accordingly. Information we may keep regarding JCI and their contracts can be described through a series of table. We shall keep detail communication address of JCI, their agreement details and agreement wise consignee details. JCI also provides delivery schedules; we must keep a track of those also.
	BROKER CODE
	Name
	Address
& email address
	Authorised Person
	Contact No.

	[image: image9.emf] 

091-00002
	JCI
	BUYERBUYERX

	BUYERXX
	BUYERBUYERX


· [image: image10.bmp]
Table 5
	Agreement Code
	Description
	Date of Agmt
	Valid Thru
	Market Grade
	Quantity (Quintal)

	[image: image11.bmp]AGMT/07-08/HAST/001
	BUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERXX
	XX/XX/BUYERX

	XX/XX/BUYERX
	09101010002
	####

	
	09101010001
	####

	
	09101010003
	####


Table 6
	Agency No.
	Name
	Address
& email address
	Tele No.
	Mobile No.
	Assigned against Contract No.
	Market Code

	Buyerx000000
	BUYERXX
	BUYERBUYERBUYERBUYERBUYERBUYERBUYERXX

	227-10508


	9831079917
	AGMT/07-08/HAST/001
	091010000

	
	AGMT/07-08/HAST/002
	

	
	AGMT/07-08/HAST/003
	


Table 7
	Agreement Code
	Agency Code
	Date of Delivery
	Market Grade
	Quantity (Quintal)

	AGMT/07-08/HAST/001
	Buyerx000000
	##/##/####
	09101010002
	##

	
	09101010001
	##

	
	09101010003
	##

	
	Buyerx000001
	##/##/####
	09101010002
	##

	
	09101010001
	##

	
	09101010003
	##

	
	
	

	AGMT/07-08/HAST/001
	Buyerx000000
	##/##/####
	09101010002
	##

	
	09101010001
	##

	
	09101010003
	##


Table 8
· Bangladeshi Traders/Brokers
Bangladeshi jute is famous for its quality. Depending on the requirement, Jute mills import raw jute from Bangladesh. In case of local purchase, the seller bears the cost of supply to the mill. But, in case of import the seller bears the cost of supply till the border (Benapole). The importer needs to appoint a ‘Carrying & Forwarding Agent’ to accept the material from the border (Petrapole) and bring the material to the mill. The company needs to pay the expenses + service charges of these C&F agents. The most important difference between import and local purchase is, the importer needs to arrange the money before purchasing the material, where as in local sales payment is made after acceptance of the material.


However, visible entities regarding import of raw jute are
i. Exporter

ii. C&F agent

iii. Bank 
	Regn No.
	Name
	Address
& email address
	Authorised Person
	Export License  No.
	Tele No.
	Mobile No.
	Type
	Rating

	880-00001
	BUYERBUYERBUYERBUYERX
	BUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERXX

	BUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERX
	ADEPRO960p
	0880- 227-10508


	00889831079917
	B
	10

	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	


Table – 9

The details of a C&F agents are as follows
	Regn No.
	Name
	Address
& email address
	Authorised Person
	PAN No.
	Sales Tax Regn. No.
	Trade License With Validity
	Tele No.
	Mobile No.

	091-00001
	BUYERBUYERBUYERBUYERX
	BUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERXX

	BUYERBUYERBUYERBUYERBUYERBUYERBUYERBUYERXX
	
	
	
	
	


Table – 10

We also have to keep some details regarding the bank where the importer needs to deposit the agreement value in the bank
· Miscellaneous

Jute mills under same parent bodies generally transfer stocks among themselves. For example, if say Hastings has a requirement of 10 bales of Raw Jute Cutting, then it places a requisition to Jute office and if it is available in India jute, then India Jute supplies those items to Hastings. We need to keep information regarding these mills – address of stores etc.
	Mill code
	Name
	Address
& email address
	Authorised Person
	Contact No.

	091-001
	Hastings Jute Mill
	BUYERBUYERX

	BUYERXX
	BUYERBUYERX

	
	
	
	
	


Table - 11

4. Raw Jute Units
At the time of purchase, raw jutes are mainly quantified in terms of Bales. In India, 1 Bale of Jute means around 1.5 Quintal of Raw Jute. Where as In Bangladesh 1 Bale means around 1.8 Quintal of the same. Purchase Orders are generally placed in terms of Bales, but suppliers some times deliver the materials in Drums, ½ Bales or even in ½ Drums. Let us now take a help of table to understand the relation between these units in approximation.
	Serial No.
	Country Code
	Unit Name
	Approximate Weight in Kgs.

	1
	091
	Bales (India) / Cuchha Bales
	150

	2
	880
	Bales (Bangladesh)
/Pucca Bales
	180

	3
	091
	Drums
	-

	4
	091
	½ Bales
	75

	5
	091
	½ Drums
	-


Table – 12
DESCRIBING PROCESSES

· Requisition from RM store
Mill wise auto-generated requisition has to be generated. Information regarding a requisition will be like:
	Mill Code
	Market Grade
	Qty in Bales
	Arrange By
	Existing Stock Qty
	As on

	091-001
	09101010001
	###

	##/##/####
	###
	##/##/####

	
	09101010002
	####

	##/##/####
	###
	##/##/####


Table - 13


A complete projected production plan or requisition plan may support the decision of purchase of raw jute is utterly required.
	        DOM

Quality
	01
	02

	03
	04
	05
	06
	08

	09
	10
	11
	12
	13

	14
	15
	16
	17
	18

	19
	…
	30

	Sale Yarn
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	Tea Bag
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	Hessian
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	Sacking Warp
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	Sacking Weft
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…..
	###

	Grand Total
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###


Table - 14
	        DOM

Grade
	01
	02

	03
	04
	05
	06
	08

	09
	10
	11
	12
	13

	14
	15
	16
	17
	18

	19
	…
	30

	09101010001
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	09101010002
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	09101010002
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	88001010001
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…
	###

	88001010002
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…..
	###

	Grand Total
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	###
	…..
	###


Table - 15

No entry is required in this section the system will automatically generate these schedules.
· Rukka / Purchase Order
Before issuing purchase order Jute Office deeply follows market trend and negotiate with brokers and eventually fixes up a price for a particular jute grade. On the basis of this price Jute Office, places RUKKA or purchase order to the broker. This thing occurs in case of Regular & Bangladeshi brokers. But in case of JCI nothing such process takes place. Let us depict the case, here

[image: image3]
We will like to record daily offered prices by these brokers, which may work as a strong support system before the decision maker. The price mechanism follows a specific rule, a price of a quintal of raw material comprises of three different constituents
i. Base Price of Raw Jute

ii. SATTA of a MUKAM

iii. Premium of the Broker

A predefined standard prevails in the market depending on the grade of the jute and the MUKAM from where the jute is going to be purchased. 
i. Any grade difference causes a standard price difference
ii. Any MUKAM difference causes a difference in SATTA
iv. Premium Price varies in case of change of Broker

Let us take a help of a table to understand the relationship for a particular Broker
	        AREA

Grade
	SB

[S]
	Northern

[S]
	Semi Northern

[S]

	TD1
	+250
	+ ##
	+##

	TD2
	+200
	+##
	+##

	TD3
	+80
	+##
	+##

	TD4
	0
	+##
	+##

	TD5
	-70
	+##
	+##

	TD6
	-140
	-##
	+##


Table - 16
Price of raw jute in a area = [B]asic Price of Raw Jute + [S]atta of the area + [P]remium of the Broker

Here Base Price for SB-TD4 is the only input required, rest will be calculated as per the table

Depending on this individual broker wise prices we need to maintain a date wise and grade wise offered price chart

	Date
Grade
	01/04/2007
	02/04/2007
	03/04/2007
	04/04/2007
	05/04/2007
	06/04/2007

	SBTD1
	####
	####
	####
	####
	####
	####

	SBTD2
	####
	####
	####
	####
	####
	####

	SBTD3
	####
	####
	####
	####
	####
	####

	SBTD4
	####
	####
	####
	####
	####
	####

	SBTD5
	####
	####
	####
	####
	####
	####

	SBTD6
	####
	####
	####
	####
	####
	####


Table - 17
On the basis of the price chart, and with a Price comparison chart of say, last 3 years it will be quiet easy to find out the point of purchase.
On finalization of deal, 
i. the broker gives a MARKA [a specific sign for identification of its material]

ii. Jute Office generates a P.O. to the broker and considers
a. Agency Code

b. Grade Wise Quantity of Items

c. Delivery Period 

d. Payment Terms

e. Desired Moisture Content

f. Penalty Clause

· Way Bill Purchase & Issue
In case of purchasing raw jute from states outside West Bengal, the authority needs to issue way bill to the broker. Before issuing way bill, the authority needs to buy way bill from the State Government. It is required to submit an application along with a return regarding the latest status of way bill already issued to this company by the state government. The format of the return will be like this
	Name of the Company: MREL

	Date
	##/##/####
	

	Period of Return
	##/##/####
	To

	##/##/####
	

	Opening Balance
	Received
	Issued
	Closing Balance

	
	
	In Transit
	Received Back
	

	##
	###
	##
	##
	##


Table - 18
The main information we need to keep regarding way bills are

i. Way bill number
ii. Received on – from government

iii. Issue date

iv. Issued to

v. P.O. number

vi. Received on – from consignee
vii. Lorrie Number

· LC Formalities
A letter of credit is a document issued mostly by a financial institution which usually provides an irrevocable payment undertaking (it can also be revocable, confirmed, unconfirmed, transferable or others e.g. back to back: revolving but is most commonly irrevocable/confirmed) to a beneficiary against complying documents as stated in the Letter of Credit. Letter of Credit is abbreviated as an LC or L/C, and often is referred to as a documentary credit, abbreviated as DC or D/C. Once the beneficiary or a presenting bank acting on its behalf, makes a presentation to the issuing bank or confirming bank, if any, within the expiry date of the LC, comprising documents complying with the terms and conditions of the LC, the applicable UCP and international standard banking practice, the issuing bank or confirming bank, if any, is obliged to honour irrespective of any instructions from the applicant to the contrary. In other words, the obligation to honour (usually payment) is shifted from the applicant to the issuing bank or confirming bank, if any. Non-banks can also issue letters of credit however parties must balance potential risks.
Imagine that a business called the BUYER from time to time imports from a business called SELLER, which banks with the SELLER’S Bank. BUYER holds an account at the BUYER’S Financials. BUYER wants to buy $500,00 worth of merchandise from SELLER, who agree to sell the goods and give BUYER 60 days to pay for them, on the condition that they are provided with a 90-day LC for the full amount. The steps to get the letter of credit would be as follows:

BUYER goes to The BUYER’S Financials and requests a $500,00 letter of credit, with SELLER as the beneficiary. 

The BUYER’S Financials can issue an LC either on approval of a standard loan underwriting process or by BUYER funding it directly with a deposit of $500,00 plus fees between 1% and 8%. 

The BUYER’S Financials sends a copy of the LC to the SELLER’S Bank, which notifies the SELLER that payment is ready and they can ship the merchandise BUYER has ordered with the full assurance of payment to them. 

On presentation of the stipulated documents in the letter of credit and compliance with the terms and conditions of the letter of credit, the BUYER’S Financials transfers the $500,000 to the SELLER’S Bank, which then credits the account to the SELLER by that amount. 

Note that banks deal only with documents under the letter of credit and not the underlying transaction. 

Many exporters have misunderstood that the payment is guaranteed after receiving the LC. The issuing bank is obligated to pay under the letter of credit only when the stipulated documents are presented and the terms and conditions of the letter of credit have been met accordingly.
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In case of a late delivery, the importer may need to extend the L/C period. 

The Importer in this case appoints a C&F agent to receive the delivery on behalf of the importer and bring the material to the mill store. The importer in this case pays all the expenses and service charges to the C&F agent.

· Rukka validation at Gate & gate Serial No. Generation
Every incoming material comes to the premises with the RUKKA number. The gatekeeper checks the original RUKKA number and allows the lorry to get into the premises. An auto generated gate serial number is generated at this stage to track all incoming vehicles
A report of all incoming vehicles is required to be published daily, which will have the details like

	Date of report
	##/##/####
	
	
	
	
	
	
	
	
	
	
	
	

	Period 
	##/##/####
	To
	##/##/####
	
	
	
	
	
	
	
	
	
	

	Date
	Serial No
	Vehicle Type
	Vehicle No.
	In Time
	Gross Weight
	Out Time
	Empty Weight
	Weight Downloaded
	Ref Order No. (P.O.)
	Hours Spent
	Gross Weight at Out Time
	Net Weight at Out Time
	Ref. Order No. (out)

	##/##/####
	1
	XXXXX
	XX-####
	##/##/## ##:##
	####
	##/##/## ##:##
	###
	###
	#####
	##:##
	####
	##
	####

	
	2
	XXXXX
	XX-####
	##/##/## ##:##
	####
	##/##/## ##:##
	###
	###
	#####
	##:##
	
	
	

	
	3
	XXXXX
	XX-####
	##/##/## ##:##
	
	
	
	
	
	
	
	
	

	
	….
	
	
	
	
	
	
	
	
	
	
	
	

	##/##/####
	1
	XXXXX
	XX-####
	##/##/## ##:##
	
	
	
	
	
	
	
	
	

	
	2
	XXXXX
	XX-####
	##/##/## ##:##
	####
	##/##/## ##:##
	###
	###
	#####
	##:##
	####
	##
	####

	
	…
	XXXXX
	XX-####
	##/##/## ##:##
	####
	##/##/## ##:##
	###
	###
	#####
	##:##
	####
	##
	####


Table - 19
· Way Bill Updation
At this stage, while matching with Seller’s challan, incoming way bill number has to be updated. All way bill numbers allotted along with the RUKKA number will be visible in a list and the operator needs to check the number received with the lorry.
· MR Generation
Material Receipt Number is generated and inspection of the received material is made at this point of time. Several things may happen at this stage and the system must be prepared for these exceptions. 
1. Claim Settlement
All these are required before settling the claim of the party. Let us take a help of a table to understand the degradation of raw jute quality. 
i. Degradation

We have taken four separate cases which reveal the type of discrepancies - may arise at the time of inspecting materials. 

Table - 20
	Case No.
	Order Given
	AS per Challan
	Actual Material Receipt
	Percent of degradation

	1
	TD4
	TD4
	TD4
	20%

	2
	TD4
	TD4
	TD5
	40%

	3
	TD4
	TD5
	TD5
	100%

	4
	TD4
	TD5
	TD6
	10%

	….
	….
	….
	….
	….


Payment should be settled in these types of cases after consulting the Price Table (Table – 17).
Therefore any degradation of jute at the time of inspection will lead to reduction in prices based on a simple formula:
	Case No.
	Short / Excess in Bales
	Ordered Price VS Price at the time of delivery
	Payment formula

	1
	Short [OQ – RQ > 0]
	OP > DP
	RQ * OP

	2
	Excess [OQ – RQ < 0]
	OP <= DP
	RQ * OP

	3
	Short [OQ – RQ > 0]
	OP <= DP
	RQ * OP

	4
	Excess [OQ – RQ < 0]
	OP > DP
	[OQ * OP] + [(RQ – OQ) * DP

	….
	….
	….
	….


If price of the actual grade of jute received on the date of delivery is greater than the price of the actual grade of jute received on the date of placement of purchase order then claim will be settled @ old price and vice versa.
ii.  Short/Excess Verification

If number of bales supplied by the materials are more than the number ordered then comes the problem of settlement as because if the prices of the grade supplied is more at the delivery time then the buyer has to pay more than the negotiated price. Therefore in this case, the buyer will pay in the negotiated rate only. Now, again let us take a help of a table to understand different criticalities
iii. Moisture Level Inspection

Moisture level varies in jute and it varies from season to season. Therefore it is better to maintain a month wise permissible moisture chart and penalty percentage on the difference of actual & standard moisture. For example,
	Month
	Standard Moisture
	Charge Penalty in Rupees per Quintal for a difference of 3 % different

	June
	Min 15% max 17%
	RS. ###

	July
	Min 16% max 17%
	RS. ###

	August
	Min 16% max 17%
	RS. ###

	September
	Min 15% max 16%
	RS. ###

	October
	Min 14% max 15%
	RS. ###


Table - 22

iv. Late Delivery

Penalty clause should be there for late delivery. We should follow a standard chart for charging uniform penalty to all the brokers

	Sl No.
	Delay in Days
	Charge Penalty in Rupees per Quintal

	1
	3-5
	RS. ###

	2
	6-10
	RS. ###

	3
	11-15
	RS. ###


Table - 23
v. Payment Terms Verification

At the time of payment Jute office requires to verify payment terms & conditions of the RUKKA. Basically for regular brokers, payment terms can be of different types like
	Payment Type
	Standard Moisture

	60 Days
	Within 60 Days of delivery

	90 Days
	Within 90 Days of delivery

	Cash
	Within 2-3 Days of delivery

	Immediate
	Immediately after claim settlement or even before claim settlement (in that case some payment may be kept in hold)

	….
	….


Table – 24
· Requisition from production

The production issues requisition for selection every day. The responsibility of jute office is to issue those quantity after checking availability. The production may send requisition in the given format

	Date
	##/##/####
	

	Quality
	Grade
	Quantity Required in Bales

	Hessian
	091010101
	##

	
	091010102
	##

	
	091010103
	##

	Sacking Warp
	091010101
	##

	
	091010102
	##

	
	091010103
	##


After receiving requisition the jute office may just assign two information beside this requisition and allot raw materials. 
	Date
	##/##/####
	
	
	

	Quality
	Grade
	Quantity Required in Bales
	Godown No.
	Approved Qty

	Hessian
	091010101
	##
	X###
	##

	
	091010102
	##
	X###
	##

	
	091010103
	##
	X###
	##

	Sacking Warp
	091010101
	##
	X###
	##

	
	091010102
	##
	X###
	##

	
	091010103
	##
	X###
	##


MIS Reports

· Query Wizard – to generate free data in excel format
· Daily, Weekly, Monthly, Yearly, grade & area wise price index with Top / Bottom Price, average price etc

· P.O. Register

· Party Wise P.O. Register

· Party Wise Performance Register / graph

· Total demand  vs stock position

· Actual Stock Report – godown/grade wise

· Raw Jute Issue Register

· Import Register

· Party Wise ranking
· Highest Turnover

· Fastest Deliverer

· Best Quality Supplier

· Way Bill register
· Way Bill Return

· Way bill application

· Party Wise Way Bill Allocation

· Claim Register
· Claim Earned vis-à-vis claimed

· Incoming Lorry List
· Outgoing Lorry List
· JCI delivery Schedule

· JCI Order register

· JCI claim details

· Stock valuation







Country code





Country code





Country code





[M]


Miscellaneous





[J]


JCI





[B]


Bangladeshi Broker





[R]


Regular Broker








Raw Jute Vendor Type





Out of Scope





Legends





�	Entities





�	Processes











Offloaded Order





Consignee





Inspection & Claim Settlement 





Supply





Requisition





Jute Office





Jute Mill 3





Jute Mill 2








Jute Mill 1





Purchase Order





Market Mechanism





Raw Jute market





Raw Jute Broker





Market Mechanism





Raw Jute market





Raw Jute Producer





Raw Jute Producer





Raw Jute Purchase





Regular Broker





Bangladeshi Broker





Regular Broker





Bangladeshi Broker





Reports Prices of Raw Jute





Jute Office





Compare Prices





Checks Price Trend





Checks Internal Demand





Checks Mukam Wise Minimum Delivery Period





Generates P. O.





Seller consigns the goods to a carrier in exchange for a bill of lading.





After a contract is concluded between buyer and seller, buyer's bank supplies a letter of credit to seller.





Seller provides bill of lading to bank in exchange for payment. Seller's bank exchanges bill of lading for payment from buyer's bank. Buyer's bank exchanges bill of lading for payment from buyer.














 Euphoria Infotech (I) Pvt. Ltd
Jute Office
Page 1 of 20

