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ITC and The eChoupal Story

Transforming Rural India
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� A snapshot of ITC

� Understanding India

� eChoupal – Transforming Rural India

� Q&A

Presentation flow…
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A tale of two Indias

Bentley- Bullock Cart Paradox
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ITC

Boutique business Bottom of the pyramid

Serving both ends of the spectrum



ITC – A snapshot
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ITC – a diversified business conglomerate

� Turnover         ~ US $ 5 billion

� Market cap     ~ US $ 21 billion

� Direct employees   =  29,000 

� Supports livelihood of over 5 million people
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CPG business portfolio

Cigarettes 

Safety matches & Incense sticks Greeting Gifting & Stationery

India’s 2nd largest greeting card brand

India’s No.1 stationery brand

Seed to Smoke
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CPG business portfolio

Personal care Packaged foods

Fastest growing foods business 
in India in four chosen categories -

confectionery, ready to eat foods, snack food and staples 

Farm to Fork
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Wills Lifestyle chain of exclusive specialty stores 
across India are a fashion  destination.

Wills Lifestyle India Fashion Week
India’s premium fashion event

CPG – Lifestyle

John Players /Miss Players 
offer a complete fashion wardrobe to the 

youth.  Available at over 259 exclusive branded 
stores and over 1700 multi brand outlets across India

Fiber to Fashion



10©Company confidential

Hotels 
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Paperboards & Packaging
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Agribusiness

Agri-exports
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Information Technology
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ITC’s abiding vision

ITC builds

Shareholder Value  and Profits 

through

Innovation, Social Transformation

and

Sustainable and Inclusive Growth 
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Triple bottom line performance

� ITC is 100% carbon positive and water positive 

� Recycles 98 % of its solid waste 

� Compound growth rate in total shareholder returns o f over 25 % in last 12 

years

First in India and among the top 10 in the world, t o publish a Sustainability 

Report in adherence to the G3 Guidelines of the Glo bal Reporting Initiative



Understanding India
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India

� 593 districts, 5400 towns & 6,40,000 + villages

� Diversity in India – cultural, religious, ethnic…

� GDP of $ 5.21 trillion (PPP) – 3 rd largest economy in the world

� Agriculture: 19.9%, industry: 19.3%, services: 60.7% (2006 est.)

� Per Capita Income $ 4542 pa (PPP)

� A billion + people
� India is becoming younger & more literate (Over 60% people under

the age of 25) 
� 10 million young people joining job market annually 
� The number of working women is rapidly increasing

� More cities, more households. Urbanization is on the ri se
� People are living longer
� High rate of economic growth: 9 % +
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Rural India

� Rural India accounts for 72% of India’s population

� Agriculture – primary source of livelihood
� 60 % of India’s workforce; 19.9 % of India’s GDP

� Rural Indians increasingly savvy , growing consumerism

� But low income, illiteracy and poverty still signific ant

� Key issues facing rural India
� Income disparity – growing differentiation
� Pressure on livelihood creation
� Heterogeneous and fragmented 
� Poor infrastructure 



Many problems …..

... many opportunities !



ITC’s e-Choupal
Empowering the farmer
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What’s the Story?

� …of Indian Agriculture, where
� the per capita income of a farmer is 1/4 th of the rest of 

Indians 

� …leveraging ICT, ITC has created a Win-Win business m odel 
� creating fortune at the bottom of the pyramid
� And, fortune for the bottom of the pyramid
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Characteristics of Rural India

� Farmers are small
� Impacting their bargaining power

� Villages are geographically dispersed
� Impacting real-time access to information

� Variation in circumstances (agro-ecology, resources)
� Impacting costs & scope of customization

� The infrastructure is also weak, and still evolving
� Physical, Social, Institutional

To access markets, these farmers have to take the h elp of the Devil………

or swim through the Deep Sea !
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The Devil

� The Middleman

� Lends money, source of inputs, buys output

� Makes up for lack of infrastructure, and delivers critic al 
value at low cost. 
� Therefore necessary

� But blocks information flow & market signals and extra cts 
larger profit for himself
� Also, spins an exploitative cycle of dependency 
� Therefore evil
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The Deep Sea

� Unbundled Market Institutions – Together a right soluti on, but, 
operating as silos, adversely impact the transaction c osts & 
quality of services 
� Institutional Credit: Constrained by difficult counterparty risk

management
� Govt Agri Extension Worker: High Cost & Low Impact
� Agri Input Companies: Typically just product focus
� Multi purpose Cooperatives: Benefits cornered by a few
� Market Yards (Mandis) : Video

• Ideal Price Discovery, but sunk cost of transport adds pressure 
on farmer to sell

• High transaction costs & malpractices
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Farmer caught between the Devil and the Deep Sea

Vicious Cycle
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What does it take to deliver this?

� ICT Kiosk with Internet Access
� In the house of one trained farmer, Sanchalak
� Within walking distance of target farmers

� Warehousing Hub / Store

� Managed by the erstwhile middleman, Samyojak
� Within tractorable distance of target farmers

� Collaborative Network of Companies
� Orchestrated by ITC 
� With a Pan-Indian presence
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Connectivity through lead farmer
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Digital infrastructure
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� Information & Knowledge Free of Cost ���� So much wider 
participation by farmers

� Freedom of Choice in Transactions ���� Liberating and 
dignifying for the farmer and ITC has to create a 
compelling value proposition

� Only source of income for the Sanchalak is a fee on  
transactions ���� Ensuring his proactive participation

The 3 Business Principles
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ITC eChoupal - current scale & vision

2001
Kiosks: 91
Villages: 540
Farmers: 56,000

2007
Kiosks: 6,400
Villages: 38,000
Farmers: 4 million

2012
Kiosks: 20,000
Villages: 100,000
Farmers: 10 million

Current transactions: 13 commodities; 2 mn tons; US$  400 mn
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And the journey takes another turn…
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The Rural Marketing Business
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1st Hypermart on 15th August 2004
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Setting new benchmarks in rural shopping experience



35©Company confidential


�������
���������
�������
���������
�������
���������
�������
���������

Systems geared for scale
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Wide Range of Product Categories
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Typical Layout of a Choupal Sagar
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Rural

Financial 
Services
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Some of our partners….present and potential
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Inaugural UNDP-ICC Award

Development Gateway Award

The Stockholm Challenge Award 

Global recognition



41©Company confidential

F R M

S C M

Rural Mktg and FS

Transforming Lives & Landscapes

Global Competitiveness

The Journey Has Just Begun… ( 
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The Evolution
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eChoupal
Shareholder Value through Serving Society



Thank You

V Sreenivasan
President - Europe

ITC Infotech Limited 
www.itcinfotech.com


