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Fast Moving Consumer Goods is a fast growing business in Indian Villages with a lot of scope for organized sector to get in and optimize the Cost and Quality services. One of the major challenges faced by organized sector especially in Villages of Central U.P. is in terms to extract the real potential of FMCG in these Villages as to better maintain the supply chain through out the season. e-Choupal in an attempt to counter that difficulty has started with delivery of FMCG at Sanchalak’s Door. The Model has been existence for around 3 years in U.P. and is gaining momentum as expected.
One of the major problems was to find out the sales potential of FMCG in these villages as to better maintain the supply chain to Sanchalak and Outlets from Hub.
The current Project will trap the expected potential of FMCG in these villages by means of direct survey to Retailers at the outlets level and will segment the Choupals on the basis of their Sales Potential into different category.

To develop a profile of retailers in a Village and try to segment them by:-
· Product Category

· Purchase, Stocking, and Selling Pattern

· Sales Volume – Per Month

And arrive at a generic method to estimate the sales potential of a village.
This Project is concentrated to develop a profile of Retailers in Central Uttar Pradesh for FMCG. The first part looks at the retailer categorization on product basis and their purchasing, stocking, and selling pattern.
The second part looks in detail the product wise sales volume per month for the area assigned.

Finally we have the report sheet showing the sales potential of different Choupals under their respective Hubs.

The sales potential is helpful for segmenting the Choupals under different category.
After segmentation more emphasis should be given to category ‘D’ and ‘C’ Choupals to convert into Category ‘A’ and ‘B’.

ITC’s e-Choupal is already empowering over 2.4 million farmers through 4,100 installation covering 21,000 villages across six states of India. Over the next decade, ITC plans to cover 100,000 villages, representing 1/6th of India’s villages to create more than 10 million e-farmers.
Launched in June 2000, ‘e-Choupal’ has already become the largest initiative among all internet-based interventions in rural India.
e-Choupal service today reach out to more than 3.1 million farmers growing a range of crops like soybean, coffee, wheat, rice, pulses in over 31,000 villages through 5050 kiosks across six states ( Madhya Pradesh, Karnataka, Andhra Pradesh, Uttar Pradesh, Maharashtra and Rajasthan).

ITC’s International Business Division, one of India’s largest exporters of agricultural commodities, has conceived e-Choupal as more efficient supply chain aimed at delivering value to its customers around the world on a sustainable basis.
The e-Choupal model has been specifically designed to tackle the challenges posed by the unique features of Indian agriculture, characterized by fragmented farms, weak infrastructure and the involvement of numerous intermediaries, among others.
The value Chain – Farm to Factory Gate:
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‘e-Choupal’ also unshackles the potential of Indian farmer who has been trapped in a vicious cycle of low risk taking ability > low investment > low productivity > weak market orientation > low value addition > low margin > low risk taking ability. This made him and Indian agribusiness sector globally uncompetitive, despite rich and abundant natural resources.
Such a market-led business model can enhance the competitiveness of Indian agriculture and trigger a virtuous cycle of higher productivity, higher incomes, and enlarged capacity for farmer risk management, larger investments and higher quality and productivity.
Further, a growth in rural incomes will also unleash the latent demand for industrial goods so necessary for the continued growth of the Indian economy. This will create another virtuous cycle propelling the economy into a higher growth trajectory.
The Model in Action:
Appreciating the importance of intermediaries in the Indian context, ‘e-Choupal’ leverages Information Technology to virtually cluster all the value chain participants, delivering the same benefits as vertical integration does in mature agriculture economies like USA.
‘e-Choupal’ makes use of the physical transmission capabilities of current intermediaries-aggregation, logistics, counter-party risk and bridge financing – while disinter mediating them from the chain of Information flow and market signals.
With a judicious blend of click & mortar capabilities, village internet kiosks managed by farmers- called Sanchalaks – themselves, enable the agricultural community access ready information in their local language on the weather & market price, disseminate knowledge on scientific farm practices & risk management, facilitate the sale of farm inputs (now with embedded knowledge) and purchase farm produce from the farmers doorsteps (decision making is now information-based).
Real-time information and customized knowledge provided by ‘e-Choupal’ enhance the ability of farmers to take decision and align their farm output with market demand and secure quality & productivity. The aggregation of the demand for farm inputs from individual farmers gives them access to high quality inputs from established and reputed manufacturers at fair prices. As a direct marketing channel, virtually linked to the ‘mandi’ system for price discovery, ‘e-Choupal’ eliminates wasteful intermediation and multiple handling. Thereby it significantly reduces transaction costs.
‘e-Choupal’ ensures world-class quality in delivering all these goods & services through several product / service specific partnerships with the leaders in the respective fields, in addition to ITC’s own expertise.

To trap the Sales Potential of Fast Moving Consumer Goods (FMCG) I have surveyed the outlets at different Choupals at four Hubs namely Unnao, Bangarmau, Hardoi and Pratapnagar.
In the Choupals Outlets are categorized as follows:

Grocery: Can also be known as “Pakka Parchune ki Dukan”
Gumti: can also be known as “Kaccha Parchune ki Dukan”
Pan: an outlet having Pan, Cigarettes, Confectionary and Biscuits etc.
· In a Choupal survey has been done for one grocery, one Gumti and one Pan Outlet.
· Questions have been asked from the retailers at the outlets regarding the average monthly sales of products under different category.
· The total number of outlets under different category in a choupal is also asked from the Sanchalak of that Choupal.
· The average monthly sales potential of a particular product (suppose X under a category trapped from a Grocery is than multiplied by the total number of the same category outlet (suppose xn) in the same Choupal.
· Like wise the average monthly sales potential of the same product (suppose Y and Z for Gumti and Pan respectively) is multiplied by their respective number of outlets in the same choupal, here (suppose Yn and Zn respectively)
· So, the total expected monthly sales potential of that particular project can be calculated by the following equation:

· Average expected monthly sales potential of a particular product in a choupal is (Suppose ESP)
                                  ESP     = (X*Xn) + (Y*Yn) + (Z*Zn)

Note: to maintain the Homogeneity of outlets in a choupal 70 % of the ESP can be said as the expected sales potential of that particular Choupal under the same product.

	Hub:
	  




	Choupal:
	  

	Owner of Retailer
	

	Type of Outlet
	Grocery
	Gumti
	Pan
	 

	Purchasing Pattern
	Distributor
	Sanchalak
	Village Retailer
	  

	Storing Pattern
	Home
	Shop
	 

	Product Category
	company
	Brand Name
	SKU
	Quantity (Per Month)

	 
	 
	 

 
	 

 
	



[image: image4.emf]S.No. Choupal Nane CV Total ChildrenVoter List FI Gumati Pan Grocery

1

2

3

4

Note: CV is Catchment Village and FI is Farm Inputs

Hub 

Population (In Number)


Other Questions which have been asked from the retailers are as follows:-
· Price at which they are getting the product from the Sanchalak or distributor

· Price at which they are selling the product to the Consumer

· Storing Pattern of Retailers
· Purchasing pattern of retailers

· Stock out period for different products
· Near by Markets from where they are purchasing the Products with respect to Distance and the Method (Retailer to Distributor or Distributor to Retailer) followed and also the study of Credit or Debit system existed
· Refilling frequency of products
· On season and Off-season demand of products.
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Expected Avarage Potential of FMCG during June 2005

S.No. Choupal

Sunfeast

Parle G

Matches

Cigarettes

salt

Duncans

Confectionary

Agarbatti

Marico

Dental

Lal Dant Manjan

Colgate Brush

Philips Bulbs

(Kg) (Kg) (M) (M) (Kg) (Kg) (Kg) (M) (Lt) (Kg) (Kg)(unit)(unit)

1 Ghatampur 200.3 206.5 0.38 6.11 630 13.8637.59 0 50.82 50.4 25.2 378 630

2 Ethbarpur 32.2 62.3 0 10.08 25.2 8.4 58.4 0.1 0 12.4 0 218 0

3 Bani 520 17 0.03 1.79 11 0.91 10.45 0 0.21 1.26 0 4 12

4 Aurahar 42.84 49 0.014 3.85 98 4.55 14.43 0 14 12.25 6.37 12 24

5 satan 32.34 32.69 0.01 4.1 70 3.29 16.72 0 10.01 8.76 4.55 21 35

6 Marondamajhora 234.9 191.52 0.24 3.5 117 35 23.36 0.504 10 31.92 12.6 60 100

7 Bahurajmau 32.34 64.26 0.13 7.65 21 5.74 16.52 0 12.46 11.2 11.9 42 42

8 Lakhanpur 38.2 32.5 0.01 3.2 24 2.8 12.5 0.1 8.5 9.45 5.56 62 24

9 Makoor 152 124 0.03 3.5 86 3.2 16.4 0.1 10.58 8.5 6.51 56 36

10 Bhainsai 135 108.6 0.01 2.8 21 1.78 10.2 0.1 0 3.2 1.5 12 8

11 Malau 62 45 0.02 3.75 12 1.5 18.5 0.15 4.5 4.6 3.2 28 0

12 Makhi 252 256.4 0.6 8.75 125 4.24 28.56 0.65 32.5 34.58 10.5 215 10

Total 1734 1189.8 1.474 59.08 1240 85.27263.6 1.704 153.6 188.5 87.91108 921

S.No. Choupal Nane CV

Children

Total

Voter List

FI

Gumati

Pan

Grocery

(no.) (no.) (no.) (no.) (no.) (no.) (no.) (no.)

1 Aurahar 5 1120 4000 2400 0 4 2 7

2 Bahurajmau 1 945 2700 1350 0 5 5 6

3 Bani 3 1750 5000 2500 0 4 0 3

4 Bhainsai 0 560 3000 2200 0 0 0 4

5 Etbarpur 0 210 800 500 0 0 3 8

6 Ghatampur 8 694 2997 2000 0 11 3 18

7 Lakhanpur 2 420 1400 800 0 1 2 2

8 Makhi 0 4,000 2500014000 4 8 10 12

9 Makoor 7 735 735 1800 0 2 0 9

10 Malau 4 1260 4000 2200 0 6 0 4

11 Marondamajhora 6 1095 3400 1836 0 12 20 12

12 Satan 8 350 1200 700 0 3 3 5

Hub Unnao

Pouulation

Note: CV = catchment Village and FI = Farm Inputs
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Expected Avarage Potential of FMCG during June 2005

S.No. Choupal

Sunfeast

Parle G

Matches

Cigarettes

salt

Duncans

Confectionary

Agarbatti

Marico

Dental

Lal Dant Manjan

Colgate Brush

Philips Bulbs

(Kg) (Kg) (M) (M) (Kg)(Kg)(Kg)(M) (Lt) (Kg) (Kg)(unit)(unit)

1 Kusalla 46 56 0.6 3.4 52 4.5 7.1 0.02 1.8 0.35 2.75 12 0

2 Zahidpur 15 40 2 1.6 50 3 4.2 0.03 0.6 0.6 2.8 12 0

3 Takia Nigohi 12 42 0.01 0.5 50 3.5 2.1 0.02 0.6 0.35 1.75 6 0

4 Tezipur 9 38 0.01 0.35 23 2.5 2.7 0.020.450.35 1.8 12 0

5 Kamlapur 14 55 0.6 1 34 1.8 3.6 0.010.650.45 2.65 12 0

6 Shahpur Khurd 45 69 1.1 2.4 42 13 3.6 0.08 1.2 0.65 2.85 18 0

7 Kakrora 90 60 1.2 2.8 42 10 5.6 0.01 0.6 0.75 2.8 24 15

8 Munda 48 65 0.6 0.8 35 4 4.2 0.01 0.5 1.2 2.3 24 10

9 Gauriya Kalan 74 86 5.2 10 165 12 8.4 0.3 2.8 2.4 4.6 48 30

10 Dadlaha 48 62 0.8 0.3 48 0.8 2.1 0.02 0.5 0.5 2.5 6 4

11 Bhandsar Nausha 45 67 1.2 1 18 1.4 5.1 0.020.251.25 2.4 12 0

12 Kalwari 40 65 0.6 3 20 2 4.4 0.03 1 1.27 2.5 24 0

13 Tajpur 80 112 0.2 2.5 50 4 4.4 0.03 0.5 1 3.5 12 6

14 Jagtapur 41 52 1.2 1 50 6 6.7 0.09 1.2 1.4 2 36 6

15 Barahunva 55 65 0.4 2.8 30 3.5 5.3 0.020.75 0.5 2.5 12 0

S.No. Choupal Nane CV

Children

Total

Voter List

FI

Gumati

Pan

Grocery

(no.) (no.)(no.) (no.) (no.)(no.)(no.)(no.)

1 Kusalla 5 126040002200 0 4 0 3

2 Zahidpur 5 126040002200 0 6 2 4

3 Takia Nigohi 4 910 30001700 0 5 1 4

4 Tezipur 6 980 30001600 0 5 2 4

5 Kamlapur 3 700 20001000 0 4 1 2

6 Shahpur Khurd 5 700 20001000 0 3 1 3

7 Kakrora 5 770 2000 900 0 3 0 2

8 Munda 7 900 40002500 0 6 3 2

9 Gauriya Kalan 9 210070004000 0 10 5 15

10 Dadlaha 4 900 35002200 0 4 1 2

11 Bhandsar Nausha 5 700 30002000 0 5 2 4

12 Kalwari 1 490 25001800 0 20 0 5

13 Tajpur 0 105030001500 0 7 0 5

14 Jagtapur 1 240 1000 700 0 5 3 5

15 Barahunva 4 770 2000 900 0 2 0 3

Hub Bangarmau

Pouulation

Note: CV = catchment Village and FI = Farm Inputs
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Expected Avarage Potential of FMCG during June 2005

S.No. Choupal

Sunfeast

Parle G

Matches

Cigarettes

salt

Duncans

Confectionary

Agarbatti

Marico

Dental

Lal Dant Manjan

Colgate Brush

Philips Bulbs

(Kg)(Kg) (M) (M) (Kg)(Kg)(Kg) (M) (Lt) (Kg) (Kg) (unit) (unit)

1 Jagrauli 44 56 0.75 1.6 46 1.2 5.9 0.25 1.2 1.2 0.78 42 0

2 Kalaaam 36 44 0.6 1.2 18 10 5.1 0.08 1.2 0.46 0.23 4 0

3 Karimnagar 63 76 1.6 1.2 12 1.2 7.1 0.6 1.2 0.45 1.65 8 0

4 Chatiya 13 33 0.01 0.6 10 5 4.4 0 0.2 0.45 0.78 0 0

5 Palirai 16 22 0.6 2.7 12 2.4 10.5 0.010.35 1.24 0.6 4 0

6 Teriya 32 56 1.9 6.1 84 2.8 20.9 0.011.42 2.12 1.25 10 0

7 Bhanpur 17 30 0.8 1.3 600 6 10.5 0.010.98 1.25 0.98 4 7

8 Gowerdhanpurva 61 79 1.8 2.4 230 3.8 20 0.263.68 3.25 2.6 16 0

S.No. Choupal Nane CV

Children

Total

Voter List

FI

Gumati

Pan

Grocery

(no.)(no.) (no.) (no.) (no.)(no.)(no.)(no.)

1 Jagrauli 1 490 1500 750 0 2 1 2

2 Kalaaam 0 280 1000 600 0 3 1 1

3 Karimnagar 6 980 2200 800 0 8 4 5

4 Chatiya 2 392 1000 440 0 4 4 0

5 Palirai 2 210 800 500 0 0 4 0

6 Teriya 0 308 1000 550 0 5 1 2

7 Bhanpur 3 308 800 350 0 2 0 0

8 Gowerdhanpurva 2 917 3000 1700 0 5 1 3

Hub Pratapnagar

Population

Note: CV = catchment Village and FI = Farm Inputs


[image: image8.emf]S.No.Choupal Nane CV

Children

Total

Voter List

FI

Gumati

Pan

Grocery

(no.) (no.) (no.)(no.)(no.)(no.)(no.)(no.)

1 Rabha 0 140060004000 1 15 3 6

2 hariyawa 3 910 40002900 4 10 10 5

3 Basoha 12 385 1200 650 2 2 2 1

4 Mohanpurwa 6 280 1000 600 0 6 1 2

5 Atwa 0 126030001200 0 2 4 4

6 karahipurwa 0 580 1200 400 0 3 1 1

7 Dabha 2 175050002500 0 30 1 5

8 Atwa kataiya 10 1,05030001500 0 4 3 10

9 Kurriya 2 490 1500 750 0 5 2 3

10 Sakatpur 4 105030001500 0 3 2 1

Hub Hardoi

Pouulation

Note: CV = catchment Village and FI = Farm Inputs



Retailers Segmentation according to Product Category and their Stocking capacity for FMCG

Category “Pan”
Under this there are two types of retailers
Retailer A: having Cigarettes, Pan, Pan Masala Pouch and Confectionary





Retailer B: having Cigarettes, Pan, Pan Masala- Pouch, Confectionary, Biscuits, Detergent- Pouch and Cake, Shampoo- Pouch, Tea- Pouch




Stocking Power of the Category ‘Pan’ Retailers (in terms of value): Rs 100 to 800
Category “Gumti”
These types of retailers generally have Cigarettes, Pan, Pan Masala- Pouch, Confectionary, Biscuits, Detergent- Pouch and Cake, Shampoo- Pouch, Tea- Pouch, salt, hair-oil and other grocery items.
Stocking Power of the Category ‘Gumti’ Retailers (in terms of value): 
Rs 2000 to 4000
Category “Grocery”
These types of retailers generally have Cigarettes, Pan, Pan Masala- Pouch, Confectionary, Biscuits, Detergent- Pouch and Cake, Shampoo- Pouch, Tea- Pouch, salt, hair-oil and other grocery items.
Stocking Power of the Category ‘Gumti’ Retailers (in terms of value): more than Rs 10,000

Refilling Frequency of different Retailers:
It is generally same for all the type of Retailers. All types of Retailers normally keep their stock (under different category) for at least seven days. 
(But in practical it is not possible as sale of a single day differ than the other day in a week.)
Supply Chain (for FMCG) for the different types of Retailers:
Retailer type “Grocery”:
These types of Retailers generally purchase the products from Sanchalaks and the local nearby market.
Retailer type “Gumti”:

These types of Retailers generally purchase the products from Sanchalaks and also from local nearby market.
Retailer type “Pan”:

These types of Retailers generally purchase the products from Sanchalaks, local Grocery Retailers.
Storing pattern of Retailers:
In general ‘Pan’, ‘Gumti’ and ‘Grocery’ type Retailers store products to their Outlets, but there are a few number of ‘Grocery’ Retailers who do also like to store the products to their home.
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Purchasing Pattern of Retailers:
In general all type of Retailers generally purchase products on credit basis. There is only little number of retailers who do like to purchase on cash.
In the village market it is the general tendency of Retailers to buy the products on credit. The system is once they purchase the products on some credit and the next time when they reach to purchase the products again, they also pay some credit money for the past transaction to the Dealer. This all happened because of the strong network of good relationship between Retailers and Dealers.
[image: image10.emf]Purchasing Pattern of Retailers

on Credit

92%

on Debit

8%

on Credit

on Debit


Selling Pattern of Retailers:
In general the Retailers prefer to sell their products to consumer on cash basis, but there are also some retailers who do like to sell on credit to their specific customers.
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Consumer Preference towards products:
[image: image12.emf]Consumer preference towards sunfeast
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Note: The respective data against Tea are for summer season and showing consumer preference towards Duncan’s Double diamond
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Segmentation of Choupals with respect to their Product sales potential

Hub: Bangarmau
(May month’s SPR has been taken to segment the Choupals under different Category)




[image: image16.emf]Hub :  Bangarmau

S.No. Choupal

Sunfeast

Cigarettes

Matches

Confectionary

Salt

Agarbatti

Tea

Marico

Total ATotal BTotal CTotal D

1 Kakrora A D C A A A A B 5111 Out Of 8

2 Gauriya Kalan A A A D 0 A B A 5102 Out Of 8

3 Jagtapur A C D D 0 A B B 2213 Out Of 8

4 Arer Kalan A B C B 0 0 A C 2222 Out Of 8

5 Kanahau A A A A 0 A 0 A 6002 Out Of 8

6 Shahpur Khurd B B C D 0 A A A 3212 Out Of 8

7 Munda B C D B 0 0 B A 1214 Out Of 8

8 Atwa vack B D D D 0 0 0 B 0206 Out Of 8

9 Sarahari B A D A 0 0 C C 2123 Out Of 8

10 Kalwari B A C B 0 A C 0 2222 Out Of 8

11 Kusaila B B D B A 0 B 0 1403 Out Of 8

12 Birauli C D B D 0 0 0 0 0116 Out Of 8

13 Lachchipur C B C A 0 0 0 0 1124 Out Of 8

14 Bhandsar nausha C C C D 0 0 0 C 0044 Out Of 8

15 Barahunva C D C C 0 0 B B 0233 Out Of 8

16 Rasoolpur aant C B B A 0 0 0 C 1223 Out Of 8

17 Dadlaha D D D D 0 0 C B 0116 Out Of 8

18 Zahidpur D A A C A 0 0 B 3113 Out Of 8

19 Ballapur D D D D 0 A 0 C 1016 Out Of 8

20 Bhikaripur patasiya D C C C 0 0 0 C 0044 Out Of 8

21 Baburiha D C D C A 0 0 0 1025 Out Of 8

22 Ummarpur D D C D 0 0 C B 0125 Out Of 8

23 Kamlapur D C D D 0 0 C B 0125 Out Of 8

24 Jirikpur D D D D 0 0 0 0 0008 Out Of 8

25 Takia nighoi D D D D 0 0 0 0 0008 Out Of 8

26 Shadipur D D D D 0 0 0 0 0008 Out Of 8

27 Byoli D D D D 0 0 0 0 0008 Out Of 8

28 Tajpur D D D D 0 0 0 0 0008 Out Of 8

29 Barauna D D D D 0 0 0 0 0008 Out Of 8

30 Herwal D D D D 0 0 0 0 0008 Out Of 8

31 Tejipur D B D D 0 A 0 B 1205 Out Of 8

32 Nagahari D D D D 0 0 C 0 0017 Out Of 8

33 Newlapur D D D D 0 0 0 0 0008 Out Of 8

34 Khamauli D D D D 0 0 0 0 0008 Out Of 8



[image: image17.emf]Comparatives Study of Grades ( Grades as per SPR Sheet and Grades come through Potential)

Hub:  Bangarmau

S.No. Choupal Nane

Catchment Villages

Total Outlets

Sunfeast SPR (May)

Category

Potential (Kg)

PotentialCategory

Cigarettes SPR (May)

Category

Potential (M)

PotentialCategory

Matches SPR (May)

Category

Potential (M)

PotentialCategory

Confectionary SPR (May)

Category

Potential (Kg)

PotentialCategory

1 Kusalla 5 7 40.8 B 52 B 2 B 3.4 A 0.6 D 0.6 D 3.7 B 7.1 A

2 Zahidpur 5 12 12 D 15 D 4.5 A 5.4 A 4.8 A 5.2 A 2.21 C 4.2 B

3 Takia Nigohi 4 10 0 D 12 D 0 D 0.5 D 0 D 0.01 D 0.6 D 2.1 C

4 Tezipur 6 11 0 D 9 D 2 B 2.5 B 0 D 0.01 D 0.28 D 2.7 C

5 Kamlapur 3 7 0 D 14 D 1 C 1 C 0.6 D 0.8 D 1.48 D 3.6 B

6 Shahpur Khurd 5 7 44.4 B 51 B 2 B 2.4 B 1.8 C 1.9 C 1.2 D 3.6 B

7 Kakrora 5 5 132 A 162 A 0.5 D 2.8 B 1.2 C 1.4 C 5.21 A 5.6 A

8 Munda 7 11 56 B 64 A 1.25 C 1.76 C 0.6 D 0.8 D 3.52 B 4.2 B

9 Gauriya Kalan 9 30 73 A 82 A 12.7 A 14.4 A 7.8 A 5.2 A 0 D 8.4 A

10 Dadlaha 4 7 10.8 D 48 B 0.25 D 0.3 D 0 D 0.8 D 1.12 D 2.1 C

11 Bhandsar Nausha 5 11 36 C 45 B 1 C 1.4 C 1.2 C 1.6 C 0 D 5.1 A

12 Kalwari 1 25 51.6 B 56 B 3.5 A 4.5 A 1.8 C 2.2 B 3.6 B 4.4 B

13 Tajpur 0 12 0 D 80 A 0 D 2.5 B 0 D 0.2 D 0 D 4.4 B

14 Jagtapur 1 13 91.1 A 112 A 1.5 C 1.6 C 0.6 D 1.2 C 1.48 D 6.7 A

15 Barahunva 4 5 32.3 C 55 B 2.8 D 3.2 A 1.2 C 1.8 C 2.4 C 5.3 A


Conclusion:
· The Choupals can not be categorized in Category 'D' if the SPR value is equal or nearly equal to Potential with respect to the specific Category even if the SPR category and Potential Category are the same i.e. under Category 'D'. 

· Example: Zahidpur for Product category Biscuit.

· The Choupals can be categorized under Category 'D' if the SPR value is very low compare to the Potential with respect to the specific product.

· The Choupals Under Same category (for both SPR Category as well as  Potential Category) should be taken seriously to trap the untouched market if the Potential value is higher than SPR value (under the same Category)

· The Choupals having low SPR category than Potential Category should be taken seriously to trap the untouched market.

· After carefully study of above given comparative chart one can easily discriminate between Inactive Choupal and Inactive Sanchalak.
· Inactive Choupal: It is a choupal where there is no potential (for a particular                   product category) and that’s why there is no sale.
· Inactive Sanchalak: It is a choupal where there is potential (for a particular                   product category) but low or no sale.
Recommendations:
1. Impact of Choupal segmentation on the ‘visit plan’ of Field coordinator:

Segmenting the Choupals in different category (A, B, C and D) can help the Field coordinator to give maximum stress on those Choupals where the potential is high than the actual sale.
More focus should also be done to convert low category Choupals into high category Choupals in order to better trap the real potential of market.
2. Inactive Choupals should be abandoned or transferred to the nearby Catchment villages having good potential.
3. Choupal’s Potential report will also useful to remove the stock out condition at Sanchalak or Sanyojak level.
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2. SCOPE OF THE PROJECT























For Biscuits: ----------


Quantity   Category


 > 60 Kg        A


40 to 60 Kg   B


20 to 40 Kg   C


0 to 20 Kg     D








For Cigarettes: ----------


Quantity   Category


 > Or = 3 M        A


 2 to < 3 M         B


 1 to < 2 M         C


 < 1 M                D








For Matches: ----------


Quantity   Category


 > 3 M                          A


 > 2 to < or = 3 M         B


 1 to 2 M                      C


 < 1 M                          D











For Confectionary: ------


Quantity   Category


 > Or = 5 Kg          A


>3 to < 5 Kg          B


>2 to < or = 3 Kg   C


< or = 2 Kg            D














(Figure showing Pan Retailers under Type ‘B’)





(Figure showing Pan Retailers under Type ‘A’)





Cigarettes, Pan, Pan Masala- Pouch, Confectionary, Biscuits, Detergent- Pouch and Cake, Shampoo- Pouch, Tea- Pouch
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Sheet1

		Hub

								Population (In Number)

		S.No.		Choupal Nane		CV		Total		Children		Voter List		FI		Gumati		Pan		Grocery

		1

		2

		3

		4

		Note: CV is Catchment Village and FI is Farm Inputs
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Sheet1

		Hub:		Bangarmau

		Expected Avarage Potential of FMCG during June 2005

		S.No.		Choupal		Sunfeast		Parle G		Matches		Cigarettes		salt		Duncans		Confectionary		Agarbatti		Marico		Dental		Lal Dant Manjan		Colgate Brush		Philips Bulbs

						(Kg)		(Kg)		(M)		(M)		(Kg)		(Kg)		(Kg)		(M)		(Lt)		(Kg)		(Kg)		(unit)		(unit)

		1		Kusalla		46		56		0.6		3.4		52		4.5		7.1		0.02		1.8		0.35		2.75		12		0

		2		Zahidpur		15		40		2		1.6		50		3		4.2		0.03		0.6		0.6		2.8		12		0

		3		Takia Nigohi		12		42		0.01		0.5		50		3.5		2.1		0.02		0.6		0.35		1.75		6		0

		4		Tezipur		9		38		0.01		0.35		23		2.5		2.7		0.02		0.45		0.35		1.8		12		0

		5		Kamlapur		14		55		0.6		1		34		1.8		3.6		0.01		0.65		0.45		2.65		12		0

		6		Shahpur Khurd		45		69		1.1		2.4		42		13		3.6		0.08		1.2		0.65		2.85		18		0

		7		Kakrora		90		60		1.2		2.8		42		10		5.6		0.01		0.6		0.75		2.8		24		15

		8		Munda		48		65		0.6		0.8		35		4		4.2		0.01		0.5		1.2		2.3		24		10

		9		Gauriya Kalan		74		86		5.2		10		165		12		8.4		0.3		2.8		2.4		4.6		48		30

		10		Dadlaha		48		62		0.8		0.3		48		0.8		2.1		0.02		0.5		0.5		2.5		6		4

		11		Bhandsar Nausha		45		67		1.2		1		18		1.4		5.1		0.02		0.25		1.25		2.4		12		0

		12		Kalwari		40		65		0.6		3		20		2		4.4		0.03		1		1.27		2.5		24		0

		13		Tajpur		80		112		0.2		2.5		50		4		4.4		0.03		0.5		1		3.5		12		6

		14		Jagtapur		41		52		1.2		1		50		6		6.7		0.09		1.2		1.4		2		36		6

		15		Barahunva		55		65		0.4		2.8		30		3.5		5.3		0.02		0.75		0.5		2.5		12		0

		Hub Bangarmau

								Pouulation

		S.No.		Choupal Nane		CV		Children		Total		Voter List		FI		Gumati		Pan		Grocery

						(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)

		1		Kusalla		5		1260		4000		2200		0		4		0		3

		2		Zahidpur		5		1260		4000		2200		0		6		2		4

		3		Takia Nigohi		4		910		3000		1700		0		5		1		4

		4		Tezipur		6		980		3000		1600		0		5		2		4

		5		Kamlapur		3		700		2000		1000		0		4		1		2

		6		Shahpur Khurd		5		700		2000		1000		0		3		1		3

		7		Kakrora		5		770		2000		900		0		3		0		2

		8		Munda		7		900		4000		2500		0		6		3		2

		9		Gauriya Kalan		9		2100		7000		4000		0		10		5		15

		10		Dadlaha		4		900		3500		2200		0		4		1		2

		11		Bhandsar Nausha		5		700		3000		2000		0		5		2		4

		12		Kalwari		1		490		2500		1800		0		20		0		5

		13		Tajpur		0		1050		3000		1500		0		7		0		5

		14		Jagtapur		1		240		1000		700		0		5		3		5

		15		Barahunva		4		770		2000		900		0		2		0		3

		Note: CV = catchment Village and FI = Farm Inputs
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Sheet1

		Hub:		Pratapnagar

		Expected Avarage Potential of FMCG during June 2005

		S.No.		Choupal		Sunfeast		Parle G		Matches		Cigarettes		salt		Duncans		Confectionary		Agarbatti		Marico		Dental		Lal Dant Manjan		Colgate Brush		Philips Bulbs

						(Kg)		(Kg)		(M)		(M)		(Kg)		(Kg)		(Kg)		(M)		(Lt)		(Kg)		(Kg)		(unit)		(unit)

		1		Jagrauli		44		56		0.75		1.6		46		1.2		5.9		0.25		1.2		1.2		0.78		42		0

		2		Kalaaam		36		44		0.6		1.2		18		10		5.1		0.08		1.2		0.46		0.23		4		0

		3		Karimnagar		63		76		1.6		1.2		12		1.2		7.1		0.6		1.2		0.45		1.65		8		0

		4		Chatiya		13		33		0.01		0.6		10		5		4.4		0		0.2		0.45		0.78		0		0

		5		Palirai		16		22		0.6		2.7		12		2.4		10.5		0.01		0.35		1.24		0.6		4		0

		6		Teriya		32		56		1.9		6.1		84		2.8		20.9		0.01		1.42		2.12		1.25		10		0

		7		Bhanpur		17		30		0.8		1.3		600		6		10.5		0.01		0.98		1.25		0.98		4		7

		8		Gowerdhanpurva		61		79		1.8		2.4		230		3.8		20		0.26		3.68		3.25		2.6		16		0

		Hub Pratapnagar

								Population

		S.No.		Choupal Nane		CV		Children		Total		Voter List		FI		Gumati		Pan		Grocery

						(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)

		1		Jagrauli		1		490		1500		750		0		2		1		2

		2		Kalaaam		0		280		1000		600		0		3		1		1

		3		Karimnagar		6		980		2200		800		0		8		4		5

		4		Chatiya		2		392		1000		440		0		4		4		0

		5		Palirai		2		210		800		500		0		0		4		0

		6		Teriya		0		308		1000		550		0		5		1		2

		7		Bhanpur		3		308		800		350		0		2		0		0

		8		Gowerdhanpurva		2		917		3000		1700		0		5		1		3

		Note: CV = catchment Village and FI = Farm Inputs
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Sheet1

		Hub:		Unnao

		Expected Avarage Potential of FMCG during June 2005

		S.No.		Choupal		Sunfeast		Parle G		Matches		Cigarettes		salt		Duncans		Confectionary		Agarbatti		Marico		Dental		Lal Dant Manjan		Colgate Brush		Philips Bulbs

						(Kg)		(Kg)		(M)		(M)		(Kg)		(Kg)		(Kg)		(M)		(Lt)		(Kg)		(Kg)		(unit)		(unit)

		1		Ghatampur		200.27		206.5		0.38		6.11		630		13.86		37.59		0		50.82		50.4		25.2		378		630

		2		Ethbarpur		32.2		62.3		0		10.08		25.2		8.4		58.4		0.1		0		12.4		0		218		0

		3		Bani		520		17		0.03		1.79		11		0.91		10.45		0		0.21		1.26		0		4		12

		4		Aurahar		42.84		49		0.014		3.85		98		4.55		14.43		0		14		12.25		6.37		12		24

		5		satan		32.34		32.69		0.01		4.1		70		3.29		16.72		0		10.01		8.76		4.55		21		35

		6		Marondamajhora		234.92		191.52		0.24		3.5		117		35		23.36		0.504		10		31.92		12.6		60		100

		7		Bahurajmau		32.34		64.26		0.13		7.65		21		5.74		16.52		0		12.46		11.2		11.9		42		42

		8		Lakhanpur		38.2		32.5		0.01		3.2		24		2.8		12.5		0.1		8.5		9.45		5.56		62		24

		9		Makoor		152		124		0.03		3.5		86		3.2		16.4		0.1		10.58		8.5		6.51		56		36

		10		Bhainsai		135		108.6		0.01		2.8		21		1.78		10.2		0.1		0		3.2		1.5		12		8

		11		Malau		62		45		0.02		3.75		12		1.5		18.5		0.15		4.5		4.6		3.2		28		0

		12		Makhi		252		256.4		0.6		8.75		125		4.24		28.56		0.65		32.5		34.58		10.5		215		10

				Total		1734.11		1189.77		1.474		59.08		1240.2		85.27		263.63		1.704		153.58		188.52		87.89		1108		921

		Hub Unnao

								Pouulation

		S.No.		Choupal Nane		CV		Children		Total		Voter List		FI		Gumati		Pan		Grocery

						(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)

		1		Aurahar		5		1120		4000		2400		0		4		2		7

		2		Bahurajmau		1		945		2700		1350		0		5		5		6

		3		Bani		3		1750		5000		2500		0		4		0		3

		4		Bhainsai		0		560		3000		2200		0		0		0		4

		5		Etbarpur		0		210		800		500		0		0		3		8

		6		Ghatampur		8		694		2997		2000		0		11		3		18

		7		Lakhanpur		2		420		1400		800		0		1		2		2

		8		Makhi		0		4,000		25000		14000		4		8		10		12

		9		Makoor		7		735		735		1800		0		2		0		9

		10		Malau		4		1260		4000		2200		0		6		0		4

		11		Marondamajhora		6		1095		3400		1836		0		12		20		12

		12		Satan		8		350		1200		700		0		3		3		5

		Note: CV = catchment Village and FI = Farm Inputs
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Sheet1

		Hub :		Bangarmau

		S.No.		Choupal		Sunfeast		Cigarettes		Matches		Confectionary		Salt		Agarbatti		Tea		Marico				Total A		Total B		Total C		Total D

		1		Kakrora		A		D		C		A		A		A		A		B				5		1		1		1				Out Of 8

		2		Gauriya Kalan		A		A		A		D		0		A		B		A				5		1		0		2				Out Of 8

		3		Jagtapur		A		C		D		D		0		A		B		B				2		2		1		3				Out Of 8

		4		Arer Kalan		A		B		C		B		0		0		A		C				2		2		2		2				Out Of 8

		5		Kanahau		A		A		A		A		0		A		0		A				6		0		0		2				Out Of 8

		6		Shahpur Khurd		B		B		C		D		0		A		A		A				3		2		1		2				Out Of 8

		7		Munda		B		C		D		B		0		0		B		A				1		2		1		4				Out Of 8

		8		Atwa vack		B		D		D		D		0		0		0		B				0		2		0		6				Out Of 8

		9		Sarahari		B		A		D		A		0		0		C		C				2		1		2		3				Out Of 8

		10		Kalwari		B		A		C		B		0		A		C		0				2		2		2		2				Out Of 8

		11		Kusaila		B		B		D		B		A		0		B		0				1		4		0		3				Out Of 8

		12		Birauli		C		D		B		D		0		0		0		0				0		1		1		6				Out Of 8

		13		Lachchipur		C		B		C		A		0		0		0		0				1		1		2		4				Out Of 8

		14		Bhandsar nausha		C		C		C		D		0		0		0		C				0		0		4		4				Out Of 8

		15		Barahunva		C		D		C		C		0		0		B		B				0		2		3		3				Out Of 8

		16		Rasoolpur aant		C		B		B		A		0		0		0		C				1		2		2		3				Out Of 8

		17		Dadlaha		D		D		D		D		0		0		C		B				0		1		1		6				Out Of 8

		18		Zahidpur		D		A		A		C		A		0		0		B				3		1		1		3				Out Of 8

		19		Ballapur		D		D		D		D		0		A		0		C				1		0		1		6				Out Of 8

		20		Bhikaripur patasiya		D		C		C		C		0		0		0		C				0		0		4		4				Out Of 8

		21		Baburiha		D		C		D		C		A		0		0		0				1		0		2		5				Out Of 8

		22		Ummarpur		D		D		C		D		0		0		C		B				0		1		2		5				Out Of 8

		23		Kamlapur		D		C		D		D		0		0		C		B				0		1		2		5				Out Of 8

		24		Jirikpur		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		25		Takia nighoi		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		26		Shadipur		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		27		Byoli		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		28		Tajpur		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		29		Barauna		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		30		Herwal		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		31		Tejipur		D		B		D		D		0		A		0		B				1		2		0		5				Out Of 8

		32		Nagahari		D		D		D		D		0		0		C		0				0		0		1		7				Out Of 8

		33		Newlapur		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8

		34		Khamauli		D		D		D		D		0		0		0		0				0		0		0		8				Out Of 8
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Sheet1

		Comparatives Study of Grades ( Grades as per SPR Sheet and Grades come through Potential)

		Hub:		Bangarmau

		S.No.		Choupal Nane		Catchment Villages		Total Outlets		Sunfeast SPR (May)		Category		Potential (Kg)		PotentialCategory		Cigarettes SPR (May)		Category		Potential (M)		PotentialCategory		Matches SPR (May)		Category		Potential (M)		PotentialCategory		Confectionary SPR (May)		Category		Potential (Kg)		PotentialCategory

		1		Kusalla		5		7		40.8		B		52		B		2		B		3.4		A		0.6		D		0.6		D		3.7		B		7.1		A

		2		Zahidpur		5		12		12		D		15		D		4.5		A		5.4		A		4.8		A		5.2		A		2.21		C		4.2		B

		3		Takia Nigohi		4		10		0		D		12		D		0		D		0.5		D		0		D		0.01		D		0.6		D		2.1		C

		4		Tezipur		6		11		0		D		9		D		2		B		2.5		B		0		D		0.01		D		0.28		D		2.7		C

		5		Kamlapur		3		7		0		D		14		D		1		C		1		C		0.6		D		0.8		D		1.48		D		3.6		B

		6		Shahpur Khurd		5		7		44.4		B		51		B		2		B		2.4		B		1.8		C		1.9		C		1.2		D		3.6		B

		7		Kakrora		5		5		132		A		162		A		0.5		D		2.8		B		1.2		C		1.4		C		5.21		A		5.6		A

		8		Munda		7		11		56		B		64		A		1.25		C		1.76		C		0.6		D		0.8		D		3.52		B		4.2		B

		9		Gauriya Kalan		9		30		73		A		82		A		12.7		A		14.4		A		7.8		A		5.2		A		0		D		8.4		A

		10		Dadlaha		4		7		10.8		D		48		B		0.25		D		0.3		D		0		D		0.8		D		1.12		D		2.1		C

		11		Bhandsar Nausha		5		11		36		C		45		B		1		C		1.4		C		1.2		C		1.6		C		0		D		5.1		A

		12		Kalwari		1		25		51.6		B		56		B		3.5		A		4.5		A		1.8		C		2.2		B		3.6		B		4.4		B

		13		Tajpur		0		12		0		D		80		A		0		D		2.5		B		0		D		0.2		D		0		D		4.4		B

		14		Jagtapur		1		13		91.1		A		112		A		1.5		C		1.6		C		0.6		D		1.2		C		1.48		D		6.7		A

		15		Barahunva		4		5		32.3		C		55		B		2.8		D		3.2		A		1.2		C		1.8		C		2.4		C		5.3		A
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		Hub Hardoi

								Pouulation

		S.No.		Choupal Nane		CV		Children		Total		Voter List		FI		Gumati		Pan		Grocery

						(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)		(no.)

		1		Rabha		0		1400		6000		4000		1		15		3		6

		2		hariyawa		3		910		4000		2900		4		10		10		5

		3		Basoha		12		385		1200		650		2		2		2		1

		4		Mohanpurwa		6		280		1000		600		0		6		1		2

		5		Atwa		0		1260		3000		1200		0		2		4		4

		6		karahipurwa		0		580		1200		400		0		3		1		1

		7		Dabha		2		1750		5000		2500		0		30		1		5

		8		Atwa kataiya		10		1,050		3000		1500		0		4		3		10

		9		Kurriya		2		490		1500		750		0		5		2		3

		10		Sakatpur		4		1050		3000		1500		0		3		2		1

		Note: CV = catchment Village and FI = Farm Inputs
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