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INTRODUCTION

A Supply Chain is a network of facilities and distribution options that performs the functions of procurement of
materids, transformation of these materias into intermediate and finished products, and the distribution of these
finished products to customers.

Supply chains exist in both service and manufacturing organizations, athough the complexity of the chain may
vary greatly from industry to industry and firm to firm.

"Supply-Chain Management isthe integration of the activitiesthat procure materials and service, transform them
into intermediate goods and final products, and ddliver them to customers'

Supply Chain Management has transformed the archaic process of inventory forecast, manufacturing plans and
shipping schedulesinto anearly exact science with just in time delivery, pricesinventory and distribution, tracking
capabilities, which help companies, avoid over stocking and offer cost benefits. This could be achieved as result
of reliable raw materia supplies through the production process. There has been growing recognition that it is
through logistics and supply chain management that the twin goals of cost reduction and services enhancement
can be achieved. Better management of the pipeline mean that customers are served more effectively and the
costs of providing that services are reduced.

Traditionally, marketing, distribution, planning, manufacturing, and the purchasing organizations along the
supply chain operated independently. These organizations have their own objectives and these are often
conflicting. Marketing objective of high customer service and maximum sales dollars conflict with manufacturing
and distribution goals. Many manufacturing operations are designed to maximize throughput and lower costs
with little consideration for the impact on inventory levels and distribution capabilities. Purchasing contracts
are often negotiated with very little information beyond historical buying patterns. The result of these factors
is that there is not a single, integrated plan for the organization---there were as many plans as businesses.
Clearly, thereisaneed for amechanism through which these different functions can beintegrated together.Supply
chain management is a strategy through which such an integration can be achieved.

Supply Chain Management is typically viewed to lie between fully vertically integrated firms, where the entire
material flow is owned by a single firm, and those where each channel member operates independently.

Therefore coordination between the various players in the chain is key in its effective management. Cooper
and Ellram [1993] compare supply chain management to a well-balanced and well-practiced relay team. Such
ateam is more competitive when each player knows how to be positioned for the hand-off. The relationships
are the strongest between players who directly pass the baton, but the entire team needs to make a
coordinated effort to win the race.

Supply Chain Management has transformed the archaic process of inventory forecast, manufacturing plans and
shipping schedulesinto anearly exact science with just in time ddlivery, pricesinventory and distribution, tracking
capabilities, which help companies, avoid over stocking and offer cost benefits. This could be achieved as result

of reliable raw materia supplies through the production process. There has been growing recognition that it is
through logistics and Supply Chain Management that the twin goals of cost reduction and services enhancement
can be achieved. Better management of the pipeline mean that customers are served more effectively and the
costs of providing those services are reduced.

SUPPLY CHAIN MANAGEMENT IN DEVELOPED COUNTRIES
Supply Chain Membership in developing countriesin restricted to local companies offering the cheapest prices
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and abiding by the quaity standards set by the main company running the chain, usudly the large producer or
distributor in the devel oped countries.

Despite devel oping countries needs for job creation and know how transfer, their governments are worried about
the protection of the environment that is threatened by polluting activities performed by the large companies. This
threat is increasing under the pressure of developed countries; the government and consumer [obbies wishing to
move polluting activities to countries where regulations are loose.

The supply chain, if not monitored, could become convenient tool to avoid restrictions imposed in certain
countries but threatening the future welfare of entire generation in countries looking desperately for quick
economical growth.

Conflicts between the companies and its external suppliers in products or services and located in developing
countriesin the courts of these countries according to local legidation. Thejudicial system in these countriesis
in most cases either dow or corrupt: even if an international legidation is applied for conflict settlement, the
enforcement of court ruling remains difficult in developing countries. This situation usually leads companies
wishing to deal with new partnersin supply chain to ask for collatera and guarantees until the contract isfulfilled:
the guarantees are sometimes difficult to gather for local suppliers and sub-contractors.

English language and compatible information systerms are required to achieve good communi cation between
the supply chain members and bridge the gaps separating the members: training of human resources |located
in developing countries and involved in the supply chain operation will overcome the lack of skills and
language diversity. Differences in technological development among the countries in which companies are
located and weak telecommunication infrastructure reduce the geographical expansion of a company thus
delaying cooperation actions and partnerships. If the right economical and ethical conditions are met, the
major positive consequence of supply chain emergence are know how-transfer, job creation, improvement
of working condition and reduction of digital division.

Education and communication with transparency in supply chain membership and working condition should be
accessble to externa audit bodies ddlivering an ethical label for the company wishing to join internationa chains.
This certification process might become a reference used by funds looking for ethical investments.

Adopting acode of conduct applied by one or several members of the chain is contribution in the fight against any
misconduct or ethical trespassing that might emerge in developing countries. Large Corporation are bearing a
great responsibility in controlling their suppliers and their own operations in developing countries because in
economical terms, they are more powerful than most government in developing countries. Large companies
setting or joining supply chains should look behind the costs cutting and the price advantage offered by the
network and consider using their resources to enforce international code of conduct and contribute to the
improvement of work conditionsin every country reached directly or indirectly by their operations. Supply chain
could become afactor for socia development in poor countries and way to transfer technology and create jobs.

ROLE OF MARKETING IN SUPPLY CHAIN MANAGEMENT

The objective marketing is to create exchanges, and the output of it is costumer satisfaction. The marketing
concept conggts of three fillers (1) customer focus (2) co-ordinate marketing and (3) profitability. Marketing
concept is a business philosophy, guiding afirm toward customer satisfaction at a profit. The market orientation
is the implementation of that philasophy, forcing the firm to generate, disseminate, and respond to market information.
The marketing concept not only provides the philosophica foundation of a market orientation but also plays an
important role in the management of a firm, interfunctiona relationship, and the implementation of the supply
chain management. Market orientation al so affects the management of afirm, interfere relationship, and asupply
chain. That is the market orientation generation leads a firm to focus on market information generation,
dissemination, and responsivenessto satisfy customers, coordinate its marketing efforts, redefine the regponsilities
of each function, restructure its organizational system, and achieve superior business performance. At the same
time, market orientation provides an environment that encourages a firm in its efforts to develop, maintain, and
enhance close relationship with other firms, organizationa learning from other firms, and building commitment,
trust, and co-operative norms in the relationships with other firms.

A market orientation is performed both insde and outside the firm to recognize and respond to customers need and
obtain experience, products, skills, technologies, and knowledge. A market orientation promotesthe implementation
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of supply chain management. Relationship marketing aims at establishing, maintaining, and enhancing either
dyadic relationships or multiplerdaionshipsin asupply to create better customer value. Relationship marketing
helps to achieve such objectives of supply chain management as efficiency (i.e, cost reduction) and effectiveness
(i.e customer service) through increased co-operation in close long-term interfering relationships among supply
chain partners. With the help of the marketing concept, amarketing orientation, and arel ationship marketing supply
chain management achieves competitive advantage for the supply chain and its partners by reducing cost and
investments, and improving customer service.

THE ROLE OF SALESIN SUPPLY CHAIN MANAGEMENT

Therole of the contemporary sales person is changing dramatically, and that in many sSituation, the old models of
sdlling are smply outdated, ineffective, and counterproductive to supply chain management goals and objectives.
While most sales organization focus on repurchase activities, supply chain partners focus on managing
relationships and conducting post-purchase activities to enhance supply chain performance. The sales forceis
well-positioned to implement, facilitate and co-ordinate many supply management activities. In short, the supply
chain sdles force should be involved with supply chain activities that goes beyond organizational boundaries.
More specifically, the sales force should be an integral part of implementing co-operative behavior (i.e joint
planning, evauating, and forecasting) mutually sharing information, and nurturing supply chain relationships. To
be effective at their new role, the supply chain sales force must gain new expertise in logistics and supply chain
management. Sales person logistic expertise is defined as a customer perception of a sales person knowledge,
experience, or skill relevant to logistic issues. Sales person logistic expertise concern the seller and supply chain
partners logistic operation system and processes at both tactical and strategic levels. Thus, sales person logistic
expertise includes internal (company) logistic expertise, external (supply chain partner) logistic expertise, tactical
logistic expertise, and strategic logistic expertise. While the logistic manager may be the primary person designing
logistics solutions, the sales person is likely to be the primary representing the supply chain partners' needs and
requirements. For effective teamwork and innovative solutions, sales people and logistic managers need to be
able to communicate effectively and work together on supply management issues.

There is a basic principle of organizational behavior "What gets measured gets rewarded, and what gets
rewarded gets done." But what happens when we pay our people to do the wrong things? The key to this SCM
Driver isto reward (and, thus, motivate) company employees and supply chain partnersto act in ways consi stent
with our Supply Chain Management dtrategies.

The supply chainsin order to run on their efficiency level need to build along-term relation between the retailers
and farmers for procurement and to provide extension services regarding the use of inputs, production technology,
information on harvesting, prices, pre-cooling, grading, sorting, packaging and on-farm sorting. The government
must initiate strong measures to remove constraints in infrastructure such as setting up of distribution centers,
cold chains and link roads to the markets. Ensuring quality and quantity of the produce to the stores is another
essentid requirement for smooth functioning of the supply chain. If these congtraints are removed, then aregular
and uninterrupted supply of the produce is assured. Setting up of an dternate terminal market by SAFAL Market
isamovein thisdirection.

The existing traditional system of wholesale market is one where acommission agent procures the produce from
the farmers at a price after deducting his commission charge and then sells the produce in the wholesale market
to traders and retailers. There might be more than one commission agent in between this chain. This kind market
has unorganized small farmers who do not have the power in controlling the market. They have very little say in
the final consumer price. The produce is sold through the commission agents who have no interest in the quality
of produce but in the commission charges and also the wholesale markets are poorly designed and congested.
The traditional Indian markets have a hon-existent infrastructure of packing, grading, sorting and cold storages.
The commission agents and traders dominate the supply chain and are the major price setters, thus most often,
farmers are dependent on them for credit. Farmers are not aware of the price setting mechanisms as the system
is not transparent and thus don't have any incentive to produce efficiently. Wholesale markets are not clean, and
lack cold storage network causes huge wastage of fresh produce, ranging between 20 per cent and 40 per cent,
isacommon site.

Ingtitutions like cooperatives, contract farming and growers association are considered to improve producers
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access to markets, minimize transaction costs and remove production constraints. It is believed that a single
gateway to the regulated markets would save time and improve efficiency. Ever since India's Nationd Agriculture
Policy has envisaged the participation of the private sector through contract farming and land leasing
arrangements to allow accelerated technology transfer, capital inflow and assured market for crop production,
especially of oilseeds, cotton and horticultural crops, investment in food processing industry on part of the private
sector is being encouraged. Thiswould help farmers of fruits and vegetabl es through backward linkages of such
investment. There is a greater need that the role of private ingtitutions is to be encouraged as the government's
ability to intervene is serioudly constrained by resources. Vertical coordination of farmers with cooperatives,
contract farming and retail chains would facilitate them to deliver better output due to lower market risk,
better infrastructure, public investment, acquired extension services, created awareness to prevailing and new
technologies, better prices, stable income, etc. Its multiplier effect helps in increasing incomes, output and
employment (Birthd et. al, 2007).

Existing Supply Chain in Fruits & Vegetables

Total mark-up in the chain
Consumer
Total margin - 60 to 75% _
Margin from farmers to Retailer <25%
wholesaler - 30-35%
Wastage . - 15-25% Sub-Wholesaler <6%
Transportation - 10% approx.
Wholesaler < 10%
Market level

commission agent| <8%

Consolidator at
Village level <10%

Small /
marginal farmer

Farmers get 25-30% of consumer price

Previoudly, marketing of fruits and vegetables was undertaken by the farmers co-operatives only. Now anumber
of big corporate houses like the Reliance Fresh, ITC, Aditya Birla Group, Godrgl and Bharti Airtel Group have
entered the retailing of fresh fruits and vegetables. Some of the retail and wholesale stores are aready in
operation by the name of Reliance Fresh, Choupal Fresh, Namdhari's Fresh etc. ITC, Metro and Adani Fresh
are also entering the wholesale market. Exports of fresh fruits and vegetabl es are being done with EUREPGAP
certification by Namdhari's Fresh and Bharti  Airtel. They have developed a supply chain with forward and
backward linkages operating in an efficient manner with heavy investments in infrastructure and cold chain.
These business houses have indic ated that contract farming may get them timely, cons stent and adequate supply
of produce of good quality.

SAFAL MARKET

India has the advantage of diverse agro-climatic condition , which enablesit to produce awade range of horticultural
products. Horticulture contributes 28.5% GDP in agriculture and 52% of export share in agriculture from
cultivated area of 10%. In recent years, the horticulture scenario of the country has witnessed manifold increase
in both production and productivity. Horticulture crops were grown on 7-8% of Gross cropped area which
contributes around 26% of the gross value of agriculture output, Indiais the second largest producer of fruitsand
vegetables and has first position in severa horticultura crops like Mango, Banana, papaya, Potato etc.

Fruit and Vegetables unit of the National Dairy Development Board (NDDB) was set up in 1988 with the
objective of ensuring adirect link between the farmers and the consumers. The aim isto ensure that the customer
getsthe highest quality produce. The processed products of the unit are marketed with the brand name 'SAFAL'.
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The Safa Group acts as the link between the farmer and the consumer in a procurement process that benefits
both. Thefarmers get the most remunerative price and the consumers get the best produce at areasonable price.
A large and ultramodern central distribution facility was set up to handle fresh and frozen fruits and vegetables.
Initial cleaning, grading, sorting is done followed by cooling to ensure the freshness till the product reaches the
consumers. Specidly designed modern retail outlets, the first of their kind in India, have been set up at various
locditiesin Delhi, Banga ore and Mumbai to market good quality fruit and vegetables at reasonable pricesdirectly
to the consumers. 279 specialy designed modern retail outlets have been set up in and around Delhi to market
fresh and frozen fruit and vegetables, directly to the consumers. Each shop catersto large number of customers,
with a capacity to sell 1,600 kilos of fruit and vegetables a day. The shops are equipped with electronic machines
that automatically weigh the produce and print item-wise bills.

National Dairy Development Board (NDDB) has tied up with Financial Technology Limited, promoters of
commodity exchange (MCX), to promotesa SAFAL NATIONAL EXCHANGE OF INDIA LIMITED (SNX).
BANGALORE.

Safa Nationa Exchange of IndiaLimited (SNX) isaseamlessddivery based electronic spot market for horticulture
commodities, aimed at building a Nationa Integrated Produce Market in an Exchange format. It is transparent
and guarantees payment and delivery with quality for the benefit of sellersin E-enabled Rura Indiaand thelarge
number of buyers across the country.

SAFAL Market isagovernment initiative located near Bangal ore and emphasizes on Fresh fruits and vegetables
only. Bangalore is amajor horticultural producing hub with atotal area under horticulture of 15.3 lakh hectares.
Bangdore has a huge floating population of around 8 percent of the tota city population and the per capita
demand of Horticultura produce is very large, because the city is fast growing due to the boom in Information
Technology jobs. The state has anumber of horticultural satellite markets and four major wholesale markets. The
existence of large and diverse market functionaries like commission agents, pre-harvest contractors, push cart
vendors, etc., indicate existence of competitive environment in the horticulture market in Bangaore. Bangalore
has seen anumber of retail chains and new models being initiated in last few years, but SAFAL market isthefirst
one of its kind to establish a termina wholesale market. The impacts of its operations are evident on farmers,
traders and retailers.

SNX would be 51% owned by NDDB. Financia technologies and MCX would hold the balance; the size of the
investment has not been disclosed. Safal National Exchange of India Limited (SNX) Bangal ore would be spot of
exchange and would not offer trading in future and other derivatives. The eectronic trading plot from would
provide a national market to producers of such commodities. NDDB would provide its expertise in post-harvest
handling to perishable commodities. Organizing former association while financia, technologies and MCX will
provide the core technology aong with the domain expertise and know-how to setup the exchange.

SAFAL NATIONAL EXCHANGE OF INDIA LIMITED (SNX), BANGALORE.

Onelndia One Market. A national equal opportunity E-enabled market for all. Recognizing the need and the
immense scope for a decentralized network with healthy participation of different players in the supply
chain, National dairy development board(NDDB), Multi commaodities exchange of Indialimited (FTIL) have
come together with the vision to (SNX), Bangaore be pursued through their joint venture in the name of
Safal National Exchange of India Limited

Safal National Exchange of IndiaLimited (SNX), Bangaore is a seamless delivery based el ectronic spot market
for horticulture commodities aimed at building a nationa integrated produce market in an exchange format. It is
trangparent and guarantees payment and delivery with aquality for the benefit of sellersin e-enabled Rural India
and the large number of buyers across the country.

SNX shall achieve a common buyer sdller understanding of qudity through a defined set of promoters, aso
capturing the "look™ and the "fed" quality aspects where applicable. Quality inspection team SNX shall monitor
the deliveries to ensure that the quality specification are met with, thus SNX shall be seamless market for a
pre-defined commodity deliverable post trade under signal banner for the good of dl take.

The Nationa Dairy Development Board (NDDB) has started the Fruit and Vegetable Unit of SAFAL at Delhi,
which is one of the first fruit and vegetable retail chains set up as a part of the Mother Dairy Foods Processing
Ltd. Theretail unit provided adirect link between fruit and vegetable growers and consumers. The other initiative
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wasafruit processing Plant of SAFAL at Mumbai, a 100 per cent export-oriented unit, which capitalizesNDDB's
food processing strength. NDDB has set up an aternate system of wholesale markets in Bangalore as a pilot
project. Theinitiative is named as SAFAL Market and isinitiated to fine-tune horticultura growth in India, by a
shift in their earlier retail chain model to a wholesale market concept. This market is a move to introduce a
transparent and efficient platform for sale and purchase of horticultural produce by connecting growers through
Growers Associationswith farmers and wholesale buyersin various markets across the country (SAFAL website).

The mode involves establishment of an alternate marketing structure that provides incentive for qudity and
productivity, thereby improving farmers income. Through this approach there is an expected increased
integration between growers, wholesalers and retailersinto the market system. SAFAL Market operates outside
the purview of the APMC Act and the Government of Karnataka.

Supply chains are not developed by itself but requiresalot of efforts and competencies of those involved. Before
a supply chain is developed, certain steps have to be taken in order to formulate the right chain organization.

Specid care is required for the formation of cross-border supply chains as differences in business and socia
culture can have for instance large influences in the performance of the chain collaboration. The first step in

agri-supply chain development is the analyses of the existing trade system and the trade environment (product
flow, exchange levels, forces affecting the operation of the supply chain such as governmental policies, etc.).

From thisanaysis, potentia supply chain players can beidentified and their function, role and relationshipsin the
trade system can be delineated. The success of asupply chain depends on astrong chain leader. The chain leader
acts as the supply chain manager. The explicit acceptance of the chain leader is very important for initid chain

formation and the sustainable supply chain collaboration.

NEW MODELSIN SUPPLY CHAIN MANAGEMENT

Improvement in the agriculture sector needs an improvement and strengthening at al the levels of the supply
chain-inputs ddlivery, credit, irrigation facility, farmers diversifying, improve procurement, minimizing post har-
vest |oses, cold storage chains, better and efficient processing and marketing techniques, efficient storage, ware-
houses and also efficient and competitiveretailing. Timely availability of inputsis one of the key factor to efficient
farming system. The development of organized input market and infrastructure for its storage and distribution will
add to the productivity of the agricultura sector. Development of cold chain network will help in particular with
the perishable commodities and reduce their post harvest losses. Improving the post harvest management means
an overdl improvement in the per unit productivity. In the last one decade, various marketing models have been
initiated, Mother Dairy cooperatives in fresh fruits and vegetables under the name of SAFAL, further their
aternative whole sale market- SAFAL Market. The traditiona Indian markets have a non-existent infrastructure
of packing, grading, sorting and cold storages. The commission agents and traders dominate the supply chain and
are the major price setters, thus most of the times, farmers are dependent on them for credit. Farmers are not
aware of the price setting mechanisms as the system is not transparent and thus don't have any incentive to
produce efficiently

Supply Chain Management of SAFAL Market

Safal Growers Safal Auction
Association (SGA) Market
Safal Growers
Retail Outlet
FUNCTIONSOF SAFAL MARKET

To modernize the marketing of horticulture produce, an aternate system wasintroduced that operates paralél to,
and in addition to the present system, and provide incentive for quality and productivity thereby improving

Wholesaler/
Retailers

|
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farmers income by avoiding pre-contracting and commission agents. The SAFAL Market is an establishment of
an auction market through clock auction, backward linkage through farmer associations and aforward linkagein
form of cash and carry semi-wholesale and retail stores.

The market infrastructure also has the facility of cold storage, grading, sorting and distribution. The business
practices at the SAFAL Markets are transparent and competitive, thusthe wholesalers are abit hesitant and need
more time to orient themselves to the new system while, on the other hand, growers have rapidly linked
themselves with the new model. The farmers are made aware of the demand of the produce in advance by the
procurement department of SAFAL and this ensures a consistent supply of produce in line with the market's
quantity and quality specifications.

BACKWARD LINKAGE

The market is supported by 250 Horticultural Farmers Associations organized throughout India with more than
20,000 members. The farmers associations are linked to 40 collection centres that are equipped to meet the
specific or specia requirements of buyers, in terms of quality, packing and weight. Individua growers are being
trained in quality management aspects and provided extension services for production enhancement, by introducing
improved varieties, agronomic and plant protection practices, pre- and post-harvest management. Logistics
support in terms of packing and transportation of produces is also arranged on behalf of the growers on a
pre-fixed charge. More than 200 types and quality of fresh fruits and vegetables are sourced in SAFAL Market
through standard quality, grade, weight and packing and is handled by the auction market.

Farmers or the wholesale purchasers have to register themselves with SAFAL Market on a very nominal
charge and become its member, in order to involve themsdaves with the daily transactions. This is necessary to
enable the SAFAL authorities to have consistent suppliers and takers and plan their future demand. Farmers cost to
market their produce through collection centres of SAFAL has dmogt reduced by haf. A traditiona commission
agent was charging them 8-10 per cent while the handling charges at SAFAL Market are only 4.25 per cent.
Farmersare provided payment for their produce on aweekly basisin form of account payee cheque. Farmerssdling
their produce to SAFAL redlize 10 to 15 per cent higher profit as compared with traditiona channdls. They gan
through proper weighing of produce, low transaction cog, less input cost, efficient transportetion, less wastage, right
price and extension services. Farmers are ready to supply more than the indent given by SAFAL. Farmers have
gppreciated the technica service rendered by the SAFAL. Farmers have fdlt that the SAFAL should make complete
procurement of the produce at the farmers' field. Farmers have strong determination to develop their association.

FORWARD LINKAGE

Wholesd ers participate in auctions at Auction Market Complex or can even bid using Remote Electronic System.
The auction takes place in two pardlels set up of clock auction halls. Wholesaders find it an added advantage to
come at SAFAL termina market where al the produce is auctioned at the same place rather than fragmented
four product-specific wholesale markets in Bangalore. Although the SAFAL Market islocated very far from the
city and auction takes place in early morning, yet the purchasers find themselves in advantage dealing through
SAFAL termina market. Forward linkage is carried out through 10 to 12 cash and carry stores, owned by the
auction market constructed at strategic locations in the city to cater to the requirements of the local retailers.
Four distribution centres at the Auction Market Complex cater to the requirements of the large ingtitutional
buyers. Cold storage facility is adso available for the wholesalers or other market users available on payment
basis. Incentives to the wholesaers are assured in terms of availability of quantity and quality of fresh fruit and
vegetables, graded and quality checked in wholesaler/retailer friendly packs for easy handling and transport. The
State-of -the-art fruit ripening facility, assured quick and efficient dispatch of produce per auction, onlinewholesde
price information of al items in mgor markets is aso made available at SAFAL market to help buyers and
suppliersin their decision making.

CONSTRAINTS

SAFAL Market by and large has been operating successfully in overcoming the constraints that the fresh fruits
and vegetables marketing is facing in India. It has been able to establish an efficient supply chain both in
backward and forward linkages. An experiment of backward and forward integration provided by NDDB-SAFAL
has benefited the farmers immensely. The up-scaling of such models involving the private players and the
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government playing therole of afacilitator is crucia to make the farmers economically sustainable in the long run.
But thereare till certain congtraintswhich, if taken care of, will further strengthen SAFAL Market model asagood
example to be implemented in many other parts of the country. The backward integration at SAFAL has been able
to bring together the farmers lobby athough they are still facing certain resistance and constrains from the
wholesale traders. But moving ahead, SAFAL has recently set up a National Exchange of India, which is the
country's first gpot exchange for trading on perishable agri-commodities including horticulture, floriculture, dairy
products and other alied commodities. This will provide online trading access to farmers, milk producers
organi zations and traders across the country. The moveto introduce high-tech farm termina swill attempt to provide
backward and forward linkages and is an outcome of change in gpproach to agriculturd marketing in India Farmersare
satisfied with timely payment, transparency, good price and qudity of produce procured through the SAFAL Market.
Headquartered in Bangaore, SNX isled by an expert management team, within depth knowledge of the horticulture
markets. With the production estimated at around 140 million tonnes, which one fourth of the globa output, the
Indian commaodities market offers unparalleled growth opportunities to a large section of the market.

SNX has opened its national membership, as Trading-cum-Clearing Member (TCM). Membership on SNX
offers benefits in more than one ways for market participants. It has sound technology infrastructure through its
association with market leaders such as Stratus for Fault Tolerant Servers, Financial Technologies (India) Ltd. for
Exchange Technologies, and a panel of banks for funds transfer.

COMMODITIESHANDLED BY SAFAL MARKET

FRUITS
+ Mango « Grapes + Banana

VEGETABLES
+ Onion + Potato « Tomao

CONCLUSION

One of the key challenges faced is the business process transformation required to exploit the best practices and
tools of Supply Chain Management. Some business process will go away. Some new processes like closed-loop
supply base responses will gppear, whereas some existing process would need modification using I'T interventions.
Typicaly, companies work with many suppliers and are not happy with them, but after SCM implementation, the
endeavor would be to work with fewer suppliers and inculcate mutua respect.

Supply chain management perspective provides opportunities for organizations to meet the chalenges. These
challenges have led to the emergence of complex supply chain in all manufacturing sectors and industries
induding service sectors.

The Supply Chain Management is the management of eight key business processes such as customer relationship
management, customer service management, demand management, order fulfillment, manufacturing flow
management, procurement, product development and commercialization and returns. These process include
much of logigtics, purchasing, marketing and operations management. The above said business processes
should be properly addressed to cater to the process of distribution of commodities from SAFAL market.
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