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	1. eFarm
Enabling FArmers to  Reach Markets
An Agri Supply Chain Platform linking farmers and consumers




How Does eFarm Work ?
Summary

Presented By :
Venkata Subramanian
Srivalli Krishnan
Sep 2010 , Bangalore
 


	2. Elevator Pitch                | What is eFarm ?
                             What does the Company do?

                             •   procure vegetables and fruits from farmers and to supply to bulk
                                 customers in cities
                             •   create end to end supply chain infrastructure, processes and
                                 technologies to make perishable produce distribution more
                                 efficient

                             Key pain points addressed :
 A Unique new Venture
Creating inclusive social    1. Indian agri supply chain dominated by middlemen and
         change,                unorganised , adhoc operations
 Through collaborative       2. Over 40% of farmers produce wasted owing to post harvest
    economic growth,            losses (logistics, storage, planning)
                             3. Complete lack of accurate demand or supply data , poor planning
   By adapting various
                                and management of resources
   business paradigms,
To solve a burning crisis,   Key benefits
  In India’s Agri Sector,    1. Wider choice in marketing channels / sourcing options
       By building a         2. More information transparency and flow across the chain
professional supply chain       through IT
         network             3. Price stability through better planning and wastage reduction
 


	3. Key Products /  Services


Vegetables                                  Support services

Fruits
                                             Marketing

Exotics / Organic Produce                    Distribution

Processed Items (peeled , cut vegetables)    Technology

                                             Training
Compost


Non perishable Commodities (future)
 


	4. The two golden  rules of technology used in business

 Rule 1 - Automation applied to an efficient operation will magnify the
                                                             efficiency.

Rule 2 - Technology applied to an inefficient operation will magnify the
                                                             inefficiency.

                                                                Bill Gates


TECHNOLOGY & BUSINESS PROCESS
 


	5. Key benefit to  farmers



           Data collection from farmers
Production data
• Produce name, variety
• Grade
• Typical yield at harvest
• Harvest cycles
• Cost price at farm gate

Farmer information             Dynamic and
                               accurate supply
• Name
• Address                      information is very
• Contact number               crucial for planning
• Preferred mode of payment
• Bank / Post office details
• Photo
• Attestation
 


	6. Key benefit to  farmers


   Data collection from customer side
                  (B2B)
Demand data
• Produce name, variety
• Grade & Quality
• Typical daily/weekly/monthly
  requirement
• Delivery schedules
• Price budgets / ranges (if any)

Buyer information
• Name
• Address                             Predictable demand
• Contact number
• Preferred mode of payment
                                      information is very
• Bank details (for direct payment)   crucial for planning
                                      and avoid wastage
 


	7. Technology | Farmer  side
Farmer’s produce database
• Produce name, variety
• Grade
• Typical yield at harvest
• Harvest cycles /frequency                      Supply side forecasting tools / Sourcing planner
• Cost of production
• Location / closest pickup point




Cost of production / Fair Price analysis tools




                                Rural call centres / Mobile sms for data updates
 


	8. Technology | Customer  side

        Agri CRM                     Requirements analysis and
                                        demand projection




     Order capture
(Mobile / Customer portal)


                                       MIS & Dashboard



 Delivery Tracking

                             POS systems for agri
 


	9. Technology | Backoffice
                              Supply Chain Planning
                                & Management


       IT Infrastructure




                                  Billing & Invoicing


Logistics Scheduling &
        Tracking
 


	10. Ground Operations Model
     Inspired by the ‘best’ supply chain system
    in Indian conditions
•Product Category            : Perishable food items
•IT Systems usage            : NIL
•Management team             : Illiterate and average age of 55
•Age of company              : Over 150 years
•Customer Segment            : From slumdwellers to crorepathis
•Operational efficiency      : Six sigma !!!

    The Mumbai Dubbawallahs !!!
    •Key success factors :

    •Highly decentralized operations – agile, flexible , scalable
    •Use of low cost transport medium – trains
    •Use of human power for last mile delivery – No Fuel related hikes
    •Strong customer relationship – personal , localised
    •Simple coding, routing, labelling system – operates even without
    electricity !
    •Delivery excellance – fixed time , professionalism
 


	11. eFarm | Operations  Summary

1 Collect Customer Requirements


    2 Gather farmer’s produce details

        3 Map demand & supply
        Plan logistics , schedules

             4 Aggregate produce at collection centres (rural)
             Grading / sorting / value addition

                 5   De-aggregate from distribution centres ( city)
                 Pricing & Delivery , Payments
 


	12. Logistics Operations |
        Hub and Spoke with localised,inter connected nodes

                   Cooperatives      Hub and Spoke Model For                               Catering/Hotels


  Producer                          Scalability and Organic Growth
  Corporations

                                                                                                  Exporters
                                    Forward Logistics
                 Rural              (Fresh produce)                        Urban
SHGs
                 Collection                                                Distribution
                 Centres                                                   Centers
                                                                                               Food Processors
                                   Reverse Logistics
                                   ( Manure , Farmer supplies)
                                                                                                  Bulk buyers

   Small & mid sized farmers                                                              Retailers /
                                                                                          Mom & Pop stores

                          •Collection centres spread across a 10 hr(max)
                          driving radius
                          •Distribution centres across key metro region
                          •Long haul trucks(4 tonne) connect collection
                          centres & distribution centres
                          •Local distribution use mixed transport mediums for
                          last mile connections
 


	13. Key Benefits To  Farmers and Consumers |
Market trends & inputs , Decision support
For Farmers :                                   Koyambedu
What to grow ?                                  nadu tomato
How much to grow ?
When to harvest ?
Where to sell ?
At what price ?

For Consumers

What produce is in-season/ off-season ?
High/Low price variations ?
Sourcing options and alternatives ?

                                                              Koyambedu : Sambar onion



(data courtesy : TNAU-INDG market information
portal)
 


	14. The reasonable man  adapts himself to the world;
the unreasonable one persists in trying to adapt the world to himself.
       Therefore, all progress depends on the unreasonable person

                                               George Bernard Shaw




  CURRENT STATUS
 


	15. Key Clients |
From  star hotels to street hawkers

 ‘Hotbreads’ Mahadevan’s Chain of Fine dining restaurants in Chennai   Foodcourt at
 (OCPL)                                                                ExpressAvenue
                                                                       Mall
                                                                       (asias’s largest)




Sangeetha SVR
Leading s.indian
                        Upcoming              Indian Army              .. And several local
rest chain
                        Kiosk Chain           South Zone HQ            vegetable vendors as
                                              Canteen (Outlet)         well…
 


	16. Key Partners |
The  Whole is more than sum total of parts

  Technology          Food processing   NGO – Outsourced Labour




  Farmer network


                      Market Linkage
                      Programs
 


	17. Collection centres |
     Localised sourcing points, Planned aggregation
                                Mobile collection trucks
                                for remote areas




Over 2500 farmers
enrolled and active                                        Standardised Quality checks , Grading
                                                           & Weighing process established

                                                                            On the spot
                                                                            payment of fair price




Established Collection points
close to villages
 


	18. Distribution centre |
   Close to urban customers , Localised distribution
                                                                Local
                       Loading & packing as                     distribution
                       per customer specs                       to
                                                                customer
                                                                site


2000 sq ft facility for
handling 5 tonnes / day
                                                     Customer
                                                     visits ,
                                                     feedback

                      Value addition by
                      peeling/cutting




Verify arrivals, inventory        Composting of waste ,
                                 conversion to manure
 


	19. Social Impact |
     BOP segment
                                Food
                                processing
                                units
                                operated
                                by
                                differently
                                abled

Jobs creation
for rural and
urban poor in
ground
operations

                 SHG
                 women
                 Operate
                              Call centre     Mental health
                 veg retail
                              operated by     outpatients
                 stalls /
                              visually        operate peeled
                 push carts
                              challenged      items unit
 


	20. eFarm in the  news
•TATA NEN Hottest startup 2009 nominee
•IIM Kozhikode Whiteknight 2009 Business
Plan contest winner
•IIM Ahmedabad Leverage 2009 Showcase
shortlisted startup
•In the press
    •Entrepreneur , Sep 09
    •The Hindu magazine’s Ergo tabloid (Mar
    2009)
    •Times of India , May 2009
    •NDTV News , June 2009
    •Featured in leading e-zines – yourstory.in,
    startups.in
    •Featured in Tamil press- Kumudham ,
    Dinakaran
    •Outlook Money , June 2009
    •JADE , June 2009
•Academic
    •Faculty for Food SCM course, MOP
    Vaishnava college
    •Key note speaker – TNAU conferences
 


	21. Pricing |Typical ‘mandi’  Situation
                                                                                                32/kg             42/kg
    Eg: Ooty Carrots (As of 29th June                                             28/kg
    2009)                                                        24/kg
                                                         22/kg
                                            20/kg                                          End
                                                                                        customer
         5/kg                12/kg                                                        price



           Farmer’s market Regional            Metro Terminal    Neighbourhoodm   Kirana      Branded Retailers   Premium Grade
           (In Ooty/       mandi               Market            arket            stores,                         (Export)
           Kothagiri)      (Mettupala          (Chennai)         (Thiruvanmiyur   Push
                           yam)                                  Chennai)         carts

                                              500 % Price hike
Source : Ooty market traders, Chennai traders, indg.in


    Over 500% Price hike on average to customer , but no value addition
    Changes hands several times: 40-50% is wasted – which adds to the costs
    Prices set at each intermediate point arbitrarily by brokers/agents without any
   planned demand/supply data
    Farmer typically operates at 25% loss , End retailer less than 5% net margin
 


	22. Value Proposition |  The eFarm solution 30/kg                                                         Export prices
                                                                                                            become viable
        Eg: Ooty Carrots (As of 29th June                            19.75/kg                               and competitive
        2009)
                                       13.5/kg                                                       End
                                                                                               customers
                                                              End
                   6.5/kg                                                                        see 30%
  Farmers are                      Wholesale               customer                               drop in
     paid 20%                     buyers see a                                                     prices
  higher than                       33% drop
                                                             price
current prices
    to ensure
  profitability


                  Farmer               eFarm wholesale             eFarm retail
                                       (at Mylapore Distribution   (at eFarm powered outlets
                                       centre)                     and customer deliveries)



                           Reduced from 500% to 200%


        Assumptions : Transport Rs 6000 for 4T truck , Operational expense @30%
        Wastage reduced from 40% to 5% owing to prior demand data , and less intermediaries
        Customers see a 30% drop when compared to prevailing market
        End retailers get better margins , promoting more sales & entrepreneurship in F&V
        eFarm’s net margin : 10-15%
 


	23. Core team |  Management Structure
             •   Venkata Subramanian Founder
                 &      Managing       Director:
                 (venky@matchboxsolutions.in              COO                          CEO
                                                         Venkat                        Valli
                 )
                      MS (Computer Science),
                      University at Albany, NY ,         Distribution
                                                                                      Finance &               Advisors
                                                                                      Accounting
                      B.Arch , IIT Kharagpur
                      (1995) , India                                                                       Board Members
                                                                                        Sales &
                                                         Technology
                      Responsible for overall                                          Marketing

                      strategy , technology and
                                                                                                             Investors
                      operations                          Sourcing                  Social Initiatives




             •   Srivalli , Co-Founder, CEO               Logistics                   Recruitment
                                                                                                          Alliance Partners


                 (srivalli@matchboxsolutions.in
                 )
                                                         Consulting
                       MBA (ICFAI) , B.Com
                       Taxation
                       Responsible for business                         CORE TEAM                        EXTENDED TEAM

                       development,    finance,
                       administration
Combination of different background ,skills        Current Team Size :15
and experience to provide creative                 •Sourcing – 2 , Delivery – 2 , Processing – 3, Transport – 2
perspectives to solving key problems in the        •Admin – 1 , Business Dev – 1 , Technology – 1, Interns - 3
supply chain area
 


	24. Summary | What  are key benefits of eFarm Model ?
1. By working to develop a practical, widely adoptable solution to
   the agri crisis which impact most parts of developing world which
   are agrarian in nature
2. By promoting ‘market linked’ cultivation techniques , by matching
   demand & supply , we hope to reduce wastage (now a whopping
   40% of production = rs 40,000 crores p.a)

3. Creating economic stability and entrepreneurship in rural / urban
   poor areas through agri oriented value addition activities , thus
   reducing migration to cities and pressure in urban areas



       … and ofcourse , WORLD PEACE !! ;-)
            (agent Gracie Hart, FBI : Miss Congeniality 2009)
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