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Gujarat Co-operative Milk Marketing Federation Limited
Sada Bypass Road. Moti Jheel, Gwalior-474 001 (M P)

. Date: 17.06.2022
To Whomsoever IT May Concern

This letter is to certify that Ms. Putul Gochhait has su:cessﬁtily completed her training program of
four weeks with GCMMF Ltd, Gwalior. Her training tenure was from 16 May, 2022 to 17* June,
2022.

Project title "Retail Census and Promotion Activities”
Wishing her all the best for the future.-

Amul - SAGAR



A

INDUSTRIAL TRAINING REPORT

G2

Guijarat Co-operative Milk Marketing Federation Ltd.

Date — 16" May — 17*" June
Ba nsgi'T'ra:;_l"é;i‘;s g
A\ Yy i
Sipri bazar, Jhansi; 284002
,-::"r 1 "-"ﬁr § : '

S [y
i '
%"ta ol
A Py |

i

- ——

[ ———————————— SR

- =

.

-
SUBMITTED BY:-

1) Rabin Nanda Goswanii 2) Nib‘ltﬁplﬁﬂlity
3) Avishikta Dash 4)Putul Goclihait

GUIDED BY -
Dr. Sanjoy Kumar

Ajay Gupta
Faizan Khan

Mugberia Gangadhar Mahavidyalaya

Vill & P.O. & P.S.:-Bhupatinagar Dist:-Purba Medinipur, Pin:-721425

e e e R . e el e . A R e O

L

d




ACKNOWLEDGEMENT

WITH DEEP SENSE OF GRATITUDE I EXPRESS MY
THANKS TO DR. SWAPAN KUMAR MISHRA,
PRINCIPAL AND THANKS TO MY CO-ORDINATOR DR.
APURBA GIRI, H.O.D OF B.VOC (FOOD PROCESSING)
WITHOUT WHOSE GUIDANCE THIS INDUSTRIAL
TRAINING WOULD NEVER'HAD BEEN SUCCESSFUL.

WE CONVEY OUR REGARD TO DR. SANJOY KUMAR,
(BM), AJAY GUPTA(OIC) AND FAIZAN KHAN FFR
ALSO THANKS TO DISTRIBUTOR, BANSAL TRADERS,
JHANSI FOR GIVING US OPPORTUNITY TO DO THE
SALES & MARKETING TRAINING.

WE ARE THANKFUL TO ALL-STAFFS OF BANSAL
TRADERS FOR ALL NEEDFUL HELP.WE SHOW OUR
RESPECT TO OUR PARENTS 'WHO- INSISTED AND
ENCOURAGES US TO DO THIS TRAINING

{

P —— - - - - 8

- - -
e e e e A

e _-__._.._.“--—---H-r——-r-"*“""'"




T - - . .

S.NO TOPIC PAGE NO

1 Introduction 1

2 HISTORY 2

3 PLANTS 3

’ ,-4-1_P 1:;'! .
4 DISTRIBUTION CHANNAL 4
P ) - -

B e e I e el

_,
L]
- S = m e

r -
rd el Bsrrai

|COMPETITIONANALYSIS | 9

|- _'

A ¢
*_._.'-?'.'m L EEEL I'_I
P %

‘_%'ﬂ" i |: . -__,1 F < : .'I:. .
AARKET TURNOVER 10

-

10

w1 .~  |ouTLET 11-20

12 =~ <L | AMUL DAIRY PRODUCT 21-22 !
W

13 =~ i | CONCLUSION 23

——




INTRODUCTION

Amul is an Indian dairy cooperative , based at Anand in the
state of Gujarat , India . The word Amul is derived from the Sanskrit word
Amulya , meaning rare , valable . The co - cperative was initially referred
to as Anand Milk Federation Union Limited hence the name AMUL .

Formed in 1946. it is a brand managed by a cooperative body , the Gujarat
Co - operative Milk Marketing Federation Ltd. [ GCMMF ) , which today is
jointly owned by 3.6 million milk producers in Gujarat .

Amul spurred India"s White Revolution , which made the country the worid's

largest producer of milk and milk prodocts . In the process Amul became
the [argest food brand in India and has ventured into markets overseas .

Dr. Verghese Kurien , founder - chaiman of the GCMMF for more than 30
years ( 1973-2006 ) , is credited with the saccess of Amul .

Over the years , brands created by cooperative have become synomymous
with guality and valoe . Brands ke Amul ( GCMMF ) . Vijaya ( AP ) . Verka (
Puniab ) , Saras ( Rajasthan ) are amonyg those that has eamed castomer
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HISTORY

Amul the co-operative registered on 1 December 1546 as a response to the
exploitation marginal milk producers by traders or agents of the only existing dairy , the
Pokon dairy , in the small city distances to deiiver milk , which often went sour in summer ,
to Polson The prices of milk were arbitrarily determined . Moreover , the government had
given monopoly rights te Polson to collect milk from mikdka and supply It to Bombay city .

Angered by the unfair trade practices , the farmers of Kaira approached Sardar
Vailabhbhai Patel under the leadership of local fammer leader Tribhuvandas K Pate! . He
advised them to form a cooperative and supply milk directly to the Bombay Milk Scheme
instead of Polson ( who did the same but gave them low prices ) . He sen Morarji Desal to
organise the farmers . In 1946 , the milk farmers of the area went on a strike which led to
the setting up of the cooperative to coliect and process milk . Milk collection was
decentralized , as most producers were marginal farmers who could deliver , at most , 1-2
litres of milk per day . Cooperatives were formed for each village , teo .

The cooperative was further developed and mmged by Dr. Verghese Kurien with H.M.
Dahaya Dalaya’s innovation of making skim milk powder from buffajo milk { for the first time
in the world ) and a little Iater , with Kurien’s help . making it on a commercial scale , led to
the first modem dairy of the cooperative at Anand , which would compete against
established piayers In the market . Murien's brother - in - law K.M. Phillp sensitized Kurien to
the needs of attending to the finer points of marketing , inciuding the creation and
popularization of a brand . This led to the search for an attractive brand name . In a
brainstorming session , a chemist who worked in the dairy laboratory suggested Amul ,
which came from the Sanskrit word * amulya * , which means " priceless " and " denoted and
symbolised the pride of swadeshl production.

The trico’s ( T. K. Patel , Kurien and Dalya's ) success at the cooperative’s dairy soon
spread to Anand's neighbourhood In Oujarat . Within a short span , five unions in other
districts - Mehsana Banaskantha Baroda , Sabarkantha and Surat were set up . To combine
forces and expand the market while saving on advertising and avoid competing against each
other , the GCMMF , an apex marketing body of these district cooperatives , was set up In
1873, The Kaira Union , which had the brand name Amul with it since 1955 , transferred to
GCMMF .

in 1989 , it was awarded the = Best of all ' Rajiv Gandhi National Quality Award .
Adding to the success , Dr. Madan Mohan Kashyap ( facuity Agricuitural and Engineering
Department , Punjab Agricuitural University Ludhiana ) , Dr. Bonduran ( visiting faculty ) and
Dr Feryll ( former . student of Dr Verghese Kurien ) , visited the Amul factory in Gujarat as a
research team headed by Dr. Bheemsen & Shivdayal Pathak ( ex - director of the Sardar Patel
Renewable Energy Ressarch instituts ) in the 1960s . A milk pasteurization system at the
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under
Research Centre of Punjab Agricultural University ( PAU ) Ludhlana was then formed

the guidance of Kashyap .

PLANTS

The first plant is at Anand, which engaged In'the manufacturing of
milk ,butter ,ghee,milk powder, flavoured milk , lassi and buttermilk .

second plant is at Mogar, which nnuuul In Inlnufacturlnn chocolate
ynutramul and Amul lite . e
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Others plant

<+ Uttam Dan Factory , Sarkhe], Ahmedabad
% Cattle feed plant , Palanpur , banaskantha
% Chees producing plant , Khatra] ,Gujarat

Cattle feed plant ,Khadiya , panchmahal

AMUL PRODUCTS :-

A. Bread Spred
AMUL Butter:- Utterly Buttery Decislon
AMUL Lite:- Low fat ,low cholestercl Bread spread

Delicious Table Margine:- The delicious way to eat heaithy

B. Powder Milk .
Amul spray infant milk :- Still ;mother milk is best for baby
Amul instant full cream milk powder
Sagar skimmed milk powder
Sagar tea coffee whltenér__,_.__ 4
Amulya dairy whitener . .-,

C. Amul fresh milk :-

Amul tazza toned milk. "
' Amul standardiséd mitk © [
Amul Mithaimate
Amul fulicream milk
Amul Gold Milk
Amul Tazza Double Milk
Amul lite slim and trim milk
Amul cool chocolate milk
Amul cool flavoured botteled miilk
Amul cool flavoured tetra pack
Amul shakti toned milk
D. Cheese:-
Amul pasteurized processed cheese
Amul cheese spread
Amul emmental chease
Amul pizza mozzarella chesse
E. For cooking
Amul ghee
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Cooking butter
Amul malal paneer
Utterly decisious pizza
Mithai mate
Masti dahi
D. Frozen product :- Amul ice cream Amul chocolate Amul lassi

PRODUCT RANGE :-
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Market Analysis :-

Amul works on the model of belng value for money and simultaneously
protecting the Interest of farmers . It sells a wide range of products
making it India's largest food brand .

l l { ‘

Amul targets mass mariket of the country by providing best quality
avallable at best available prices . This strategy has helped company
attract a lot of customers in the past and will do so In future also . Dairy
cooperatives established by Amul catapuited India to prominence on the
world dairy map with a 21 % share of global milk output by utilising the
collective strength of millions of small and marginal farmers .

Size and Holding :-

Amul recorded a turnover of around US § 7.3 billion last fiscal year . It's
dairy cooperative movement now includes 190.516 village - level dairy
cooperative organisations in Indla , with 16.9 million farmer households as
members and 50 million gallons of milk handied per day .

These are members of India‘s almosat 245 district - level milk producer's
cooperative unions , each of which has at least one dalry piant and Is
charged with processing and adding value to milk collected by village -

level dairy cooperatives .
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Customer Analysis :-

Every since its foundation , Amul has constantly developed itself in
staying relevant for all these years In the minds of consumer .

Amul emphasizes the models of providing value for money to the
customers and protecting the interests of farmers simultaneously .

Customer Target :-

Customer Amul Products

Kids Chocolate, Amul kool, Amul milk,
Milkshake

Women T amul catel

Youth

| Amul pizza, cheese spread

Health consclous

Amul shaktl health food drini,
Amul lite butter , Nutramul

Colorie conscious

Amul lite , sagar skimmed mllk
powder and trim milk

Target audlence:-
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Low-cost \-._
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it target the market of India with no premium offerings by providing the
best quality product at affordable price .it follows a low-cost price
strategy which attractsits consumer and helps Amul in sustaining its
competitive advantage.

Competition Analysis :-

Competitors
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| Mother Dairy  Heritage Butter  Britannia
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Kwality Wall's Ice-cream
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Dabur Honey Patanjali Honey

Amul Honey

Market turnover :-

The Gujarat Cooperative Milk Marketing Federation (GCMMF), which
markets ‘Amul® brand of milk and dairy products, registered a turmover of
Rs 39,248 crore in 2020-21,

The turnover of the Amul group (GCMMF and member unions) crossed Rs
53,000 crore in the year when it celebrates the 75th year of Amul
cooperative movement. GCMMF aims to double its group tumover to Rs 1
lakh crore by 2025, it said after its 47th annual general meeting (AGM).

GCMMF had registered a sales turnover of Rs 38,542 crore in 2019-20, a
rise of 17 percent as compared to the previous financial year.
Consoclidated turnover of all products sold under the "Amul’ brand was Rs
52,000 crore last financial year. .

GCMMF, the apex body of 18 dairy cunpml:lvas in Gujarat, achieves an
impressive turnover in the 75th year of the Amul cooperative movement
that was born in 1946, leading to its establishment in 1973.

This Cooperative, which began with two small villages collecting just 250
litres of milk per day In 1946, today handles more than 29 million litres of
milk on a peak operating day. Today, 75 years hence, Amul is the largest
food and FMCG (fast-moving consumer goods) brand in India,”

Turnover of GCMMF (In Crores)
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NEERA PROVISION STORE

AMBEY PROVISION STONE
ASHON PANS STORE
FT.EEWAL RANN SINETTS AND SHAKS
ARTIKIRANA PROVISION STORE

SHW AMUL SHO®
MARGALAM KIRANA AND GENERAL STORE
MANGH FROVISION STORE

AGRAWAL FOOGE
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BANYA KRISHNA STORE

SIPRI
MARKET

NOT PROVIDE

NOT FROVIDE

NOT FROVIDE
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SUNIL KIRANA STORE
NATHURAM KINANA ETORE
VLD, SWEETS

NEW GUFTR MISTANNA VANDAR

SH) RAMNE BILARI || MEDICAL STORE
SITARAN RAINLIMAR MEDICAL STOTRE
LRI KRS HNA DAIRY

RARE CHAMINA FANIARD CIAMA 3TORE
OUPTA CHEMIZT

MANGALAM SWELTS

RMAAHON| KILANA STORE
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OM PRARASH EANA
PAKASH §TONE
D IAST AR MAWALA VANDAN
P AR EAANA
SR N RV
ARNT KIMAMA ETORE
LAINATH THE AGEMCY
SFUEELAMILAR I RLAMA
MAMSLAVIR MEDICAL STORE
SRIATAM SEALS
SANGRHATRO STORD
1]
" Amrran MEDICAL STORE
|
RAXESH SOUTH IDRANA
BALRAI KIRAN A
I Froag
SYAM maA
..I m :
SANOIP KNANA
e A s
; sToms
SAY AMISS TREDENS
ThIDERS
AU WORAMA FTOMT
ARLE ESRANA STORE
LS CAPTITALS STORE
SUMR mIRANA STORE
RAMUL MLASLA STOR]
DIPAK PROBLAN STORE
LACHY EMUANA STORE
AR SToRE
CHALAISA PAN VANDAA
RAN KHLAMA STORE
MATIONAL DU W ANDAN
RASI CHAUNISA




-3
-

e e e el b

————— A

e e e ——

R £ : - § §3 s
isbedereelevrefecespineoedoeeopeoepiioeecsseiens
SRR RERAAL AR HERIHLIHHE
1 .
: mmmmmmmm, m m m_:m _mmmmM mm f mm £, m m
: : : fins EiL ] ;
HHBHURH i R
:

-y

R




li

-
i T —

i R i pprL—— ——

8

MONAAAAN KIRANA STORE NOT PROVIDE

MEW GIRIRA MIDICAL STORE

g

ANPAM GENERAL STORE

TARAN PROVISION W agTL

MAM MAHAN GENEAAL STORE ru
ANIRANDHAM STORE

AKHI MEDICAL STORE
SANTOSH FROBUNIO STORE HOTPROVIDE
KAIAL FAST FOODS
JAFTREDERS HOT FACVIDE
mmrmﬁm DeTL
MAHAL DRIRY .

MARTYAN IORANA STORE
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(RRAHAM KNUANA STORE |/ ) NOT PROVIDE

BAZAR

UMESH IORANA STORE NOT FROVIDE
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HOMEME COLD DRINNS
FAJHAM MIDICAL STORE
MANDS KIRANS STORE
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SALINI GENDHAL STORE [TRETTEPS T

SN ROY NOT PROVIDE

SRS ERER
i

ASESH SAL PORGS LYY
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GOPAL GENIRAL STORE mO04 170338 =
MOLLY EIRANA STORE G354 N0LE] YE§
RANISAL KIRANA STORE EvEIISEISE NEW OlTL
MOHIN! KIRANA 3450035160 es
MARAL GENERAL STORE Sas2907S18 O
KAJAL COLD DMK HOT PAGVIOE NO
CHATESWALAAR KRANA STORE T80 ND
UNNAO LANIAY GENERAL STORD EFEAIO014S ves
GATE SHIVAM KIRANA STORE Fo04070T7 O
RATHA RAGHA KIUANA STORE B471736%51 ND
MUKRASH FOOD PHIAGALATS NEW OfTL
FRARMESH VIRANA STORE KT vis
RAMILIMAR KSANA WSS o
NEW MANNA SADH KIRANA STORE sESAGTIT? vis
STUBALA KINAMA STORE NOT PROVIDE nD
HESAW KIRANA STORE 4511 7004R WO
nunmm.m I vES
ANIAL FROVISIAN STORE 2972950780 NO
TAGOEER IDEANA STORE NOT PROVIDE No
§ K KIRANA STORE 2236567008 es
RAGHAR STORE . SEIIeEsAL NEW DRTU
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AAKASH A0 £ WCT FROVIDE vis
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ANIALERANA STORK asisa vis
SHINAGH MIDICAL STORE PrETereC N NO
BHANTIYAM MEDICAL STORE T N
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JAY PRANASH AGARWAL

PANI KIRANA STORE

FLUA GEMERAL STORE

FAPPU PROVSION STORE

MAHAKAL KINAMA STORE

IPECA TREDERS

NAA FRITANMIRARA FROVISION STORE
MNRIPAL DARSABN STORE

VMLALK FONR

NOT PROVIDE

NOT PROVICE

NOT PROVIDE

NOT PROVIOE
HOT FAOVIDE

NOT FROVIDE

2140134733
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GATE

MLARAY MIMAJA STORE
RAJF MIRANA STORE
TALN MADICAL STORE

VARANDAR SAHDOKIUAMA EYORE

AMIT KILANA STORE
R D CALL AND PASTRY

AAY NUA AL KIRAMA STORE
NITIN TEREDNES

NOT FROVIDE

WOT PROVIDE
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ARNTNG TREDIRS wOT PROVIOE na —I
BINDD PARIRE sesinEan -
MR EIMANA STORE AEAE1STITE MEW ogTU
240N LIT
GARURNH PROBIAN STORE FETRELIOM NO
SUBALOALORANA STORE SAS0ATRINZ s
SANYA RABI KIAMA STORE 01571961 L]
BRADTHRI TANDESH FFOTIOSTIL ¥ES
I GATE PRATIVA IOLANA STOSE HOT PROVIDE s
| SRIMALAN KIANA STORE SASLIGTEI0 s
MITALMADICAL STORE L ] res
SHIVIARE SWEET ETEAOS TG N
FAMC] DAWAITA HOUSE SSH0TIIT =
SRIRAM TANCI MADICAL STORE TROASSS550 =0
$1 PREM MADICAL STORE TETTIRESD vEs
Bl DURGA MADICAL STORE LAFTIOISEY ™~
NTW VARIETY MADICAL STORE NOT PROVIDE o
| RUDHA MADICAL STORE s o
WD ANMYAN MADICAL STORE LT YES
CHORACHIA KIRANA STORE NOT PROVIDE aa
| CHORACHIA TREDERS I- [3lafeil s NEW ogTHE
TRIPCT KORAMA STONRE SAENRSETYS no
RESAW CHOMASU, KIRANA STORE NOT PROVIDE HO
GHANSAM BATHIRS FEIEE 06 s
SANU PRAVUIAN STORE - - HOT PADVIDE s
GURL KA LASS IITEMEIN00 (L]
SANE KANA STORL
GRS Yis
NEW TIWAR] MADICAL STORE
TYTEREQXTY i
_— IPAK PROVUON 5TORE TR s
SHITAL FUARALY . = R T vis
GATE VANU KEANA STORE woT Fhavicd NO
MR 5 CANTAATIANARY TRLNANEASAN NO
|
| | mavuw samwa sTome NOTPROVIOE EE
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AMUL DAIRY PRODUCT :-
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CONCLUSION

The AMUL captured the 60 % of the market , Mother Dairy
captured 30 % and 10 % are the remaining brands . The
customers are loyal towards Amul products and demand
of Amul products is also good in the market . But in some
area Mother Dairy try to capture Amul customers by
providing schemes and freezers to the retailer , so that the
retailers sells Mother Dairy products . Due to high demand
of Amul pouch dahi and buttermilk retallers are bound to
keep Amul products . The company should work on their
distribution network and on the replacement policies of
the expired and defected products . There should be a
proper grievance handling process so that the relationship

between retailers distributors remain good .
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