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16.0 OBJECTIVES 

After studying this unit, you should be able to: 

• determine the factors of a successful FPO (Livestock); 

• assess the financial performance indicators of an FPO (Livestock); 

• evaluate the non-financial performance indicators of an FPO (Livestock); and 

• identify ways and means to make a sustainable FPO (Livestock). 

16.1  INTRODUCTION 

The course on Managing FPOs relates to the whole framework related to 
FPOs. Right from the conceptual part, its practical implementation and 
government support at various stages of the life cycle of an FPO, have been 
discussed in the first 2 blocks of this course. In block 3, we discussed the 
operating intricacies of promotion, operations, management and sustainability 
of FPOs.  

 



 

 

Success Stories  
and Case Studies 

278 

We also learnt the finer points related to Business plan preparation, 
implementation and outcome evaluation. 
We also discussed about the capacity 
building, and management of human 
resources, marketing and financial 
aspects.  

Block 4 of this course relates to Success Stories and case studies of 
successful FPOs in various sectors. We discussed the success stories of two 
prominent FPOs and how we can create a viable FPO model by 
implementing the learnings from these stories.  

In this unit, you will learn some more case studies of FPOs working in the 
field of livestock management. These case studies will contain the basic 
information about the FPO, its major activities, financial performance 
analysis and benefits to its members. You will also learn the challenges faced 
by the FPO and how these challenges were answered in due course of time. 
At last, you will get a learning take from each case study.   

16.2 CASE STUDY OF MAHASHAKTI MILK 
PRODUCER COMPANY LIMITED  

Mahashakti Milk Producer Company Limited was incorporated in 2015 in 
Narayanpur Village, Thanagazi Block, Alwar District, Rajasthan. This FPO is 
promoted by NABARD having 778 members from 109 villages spread over 
37 Gram Panchayats in 3 Blocks of district.   

This case study is taken from the final report on “Case Studies of FPOs in 
India 2019-21” issued by NABARD. 

16.2.1  Brief of MMPC Limited  

The Thanagazi block of Alwar district, Rajasthan is a backward area in this 
state. Literacy level is very low, particularly among women. Agriculture is 
the primary occupation. However, the lack of water and irrigation facilities 
has made agriculture and farmers less productive. Animal husbandry has 
been an important livelihood activity and it is mainly done by women. 

Nari Utthan Sansthan (NSU) is a Rajasthan based grassroots organization that 
is founded by Smt. Uma Ratnu (President), has been working in the areas of 
women empowerment, health, education and awareness since 1995. After 20 
years of working at the grassroots level, it promoted Mahashakti Milk 
Producer Company Limited.  

 
Fig. 16.1: Board of Directors 

Source: NABARD RESEARCH STUDY – 25/ Case Studies of FPOs in India/2019-
2021/Final Report 

Board of Directors, members 
and staff are women. MMPCL 
has left a mark on the life of 
its members and women of 
vicinity. 
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16.2.2  Basic Information 

Basic information about the MMPC Ltd. is given in table 16.1: 

Table 16.1: Basic Data of MMPC Ltd. 

Sr. Particulars Details 
1. No. of Total Members  778 
2. No. of Active Members 778 
3. No. of Villages covered  109 
4. Turnover (2017-18) Rs. 488.22 Lakhs 
5. Profit after Tax (2017-18) Rs.0.38 Lakhs 
6. Paid up Capital (2017-18) Rs.16.50 Lakhs 

 

Activity 16.1: 

Visit a nearby village, locate some FPO engaged in dairy farming, goat farming 
or any other live stock and gather the basic data of that FPO for 2 years. 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

16.2.3  Major Activities  

Major activities undertaken by MMPCL are:  

i. Training on Vegetable, Horticultural Plants & Spices Cultivation: The 
primary occupation of the Mahashakti FPC members has been 
agriculture. Given the topology and lack of irrigation facilities, farmers 
do not get sufficient water for agriculture throughout the year and hence 
the agricultural productivity has been stagnant. So, training in high-value 
crops like vegetables, horticulture and spices is helpful to members for 
continuing their farming practices even in case of low rains and 
groundwater levels.   

ii. Processing, Grinding & Packaging of Agricultural Products: This adds 
value to the agricultural products and enhances the product basket of the 
company for retail sale.  

iii. Training, Exposure & Capacity Building of farmers: is needed for the 
overall growth of the business as well as individual members. 

iv. Training on making Ghee, Mawa, Milk Cake etc. to sell along with milk 
in the open market. 
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v. Community mobilization and training for better farming 

vi. Agricultural Input Supply to the shareholders (seeds, fertilizers): This 
activity helps the members to reduce their agriculture input cost and 
enhance their farm income. 

vii. The company has developed marketing linkages to sell the agriculture 
and dairy produce of its members and value-added products of the 
company. 

viii. During the low milk production period, members of FPC take two 
ancillary activities viz. brick making and tailoring. This adds additional 
ancillary income for the FPOs and its members.  

Activity 16.2: 

List the major 3 activities of the FPO visited. 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

16.2.4  Financial Performance Analysis 

Financial Performance is given below in the Table 16.2.  

Table 16.2: Financial Performance  

Sr. Particulars 2017-18 
i Revenue (Rs Lakhs) 488.22 
ii Operating Profit (Rs Lakhs) 0.71 

% to Revenue 0.15 
iii Cash Profit  (Rs Lakhs) 0.71 

% to Revenue 0.15 
iv Profit After Tax (Rs Lakhs) 0.38 

% to Revenue 0.08 
v Earnings Per Share (Rs) 22.87 

The following inferences can be drawn from Table 16.2. Let us recapitulate 
the formula given in the previous unit (Unit 15):  

• Operating profit and cash profit are the same in the given case because 
there is no finance cost. If there is no finance cost the operating profit 
will be equal to cash profit because the formula for cash profit is as 
follows: 

Operating Profit – Finance Cost = Cash profit  
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0.71 lakhs – 0 = 0.71 

• Earnings per Share is an indicator of post-tax earnings of business 
available per equity share. It is a widely used metric for estimating 
corporate value. In the given case earnings per share is Rs. 22.87 for Rs. 
1,000 share in the capital of the company.  

Check Your Progress 16.1 

Note:  a) Use the spaces given below for your answers. 
 b) Check your answer with those given at the end of the unit.  

1. The revenue of an FPO is Rs. 450 Lakhs, Material purchased is Rs. 315 
Lakhs, Employee cost is Rs. 0.35 Lakhs, and other operating expenses 
are Rs. 0.20 Lakhs, interest cost is Rs.0. 50 lakhs, Depreciation is Rs. 
0.33 lakhs. Tax rate is 25%. Calculate profit after tax.   

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

2. What is the meaning of zero Finance cost in a business for a particular 
period? 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

16.2.5  Benefits to Members and Society 

i. In a period of about 2 years, this FPO has had an impact on over 800 
women, in 109 villages of 8 Blocks of Alwar district and it has achieved 
a turnover of Rs. 4.89 crores. 

ii. As per the FPO’s information, the net annual income of individual 
members has gone up by INR 20,000 during the last 2 years. Before the 
formation of this FPO, these women members have almost nil income of 
their own. Farming in the area was quite poor and uncertain due to poor 
water availability and there was no other dominant work in the area for 
women.  

iii. FPO has streamlined the collection and marketing of milk and various 
products like milk cake, khoya, paneer etc., as per the demand of the 
markets. Due to these alternate avenues for the supply of milk, the 
distress sale has stopped and provided employment opportunities to 
many women members. 

iv. All milk processing activities at FPO, including those at the chilling and 
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processing plant, are being managed by women, giving employment 
opportunities to native women. 

v. FPO members are encouraged to purchase milk animals to increase 
production and also income. The loan facility to purchase animals is 
provided by the parent SHGs.  

vi. FPO has entered into a contract with the Government of Rajasthan for 
supplying milk to students under the mid-day Meal Scheme in all 
Government schools in the area. Thus, marketing is never a challenge 
now for this FPO and its members can increase their income by 
improving the quantity and quality of their milk production. 

vii. The FPO is also engaged in ancillary activities of brick-making and 
tailoring. This gives additional income to the members and ensures year-
round income for them.  

viii. FPO sells good quality milk, milk products, spices and other food 
products within a radius of 150 km from its production centre. The 
community around gets good foodstuff for better living. 

Check Your Progress 16.2 

Note:  a) Use the spaces given below for your answers. 
 b) Check your answer with those given at the end of the unit.  

1. List 3 skills, an FPO can offer to its members through Capacity building 
programs. 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

2. How FPO business can help in giving a good life to the community?  

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

16.2.6  Challenges and Answers  

i. Marketing – Government supplies, retail outlet, processing, quality 
control. 

ii. Water availability in the area. 

iii. Credit support- Tie up with SHG. 

iv. Management – POPI is giving full support to manage the FPO. 
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Fig.16.2: Milk management by members Fig. 16.3: Lab testing procedures 

Source: NABARD RESEARCH STUDY – 25/ Case Studies of FPOs in India/2019-
2021/Final Report 

16.2.7  Learning Take 

The FPO has done very well on the mobilization of native women and 
building the value chain with successful dairy business transactions. 
However, it needs to work on the following issues: 

• Rainwater harvesting & catchment ponds: This is an essential need for 
the area to improve the possibilities of agriculture in the surrounding area 
of Alwar district of Rajasthan.  

• More focus on capacity building training of producer members to operate 
the FPO on their own and gradually hand over the governance and 
management responsibility to the FPO members.  

• Training for Skill development of the members and their families is also 
needed to enhance the opportunities for ancillary income. 

• Accounts need to be more systematic and updated. 

16.3 CASE STUDY OF SHREEJA MAHILA MILK 
PRODUCER COMPANY LTD. 

Shreeja Mahila Milk Producer Company Ltd. (SMMPCL) was formed in the 
year 2014 with the motive of ensuring maximum value for its shareholders by 
carrying on the business of procuring, pooling, processing and marketing of 
milk and at the same time providing the best quality milk and milk products 
to the customers. Shreeja MMPC has been formed to maximize returns to its 
members through professional management and by harnessing capital, 
markets and technology thus ensuring business growth without undermining 
the basic cooperative principles of democratic governance and autonomy. 

Jayatheertha Chary, CEO of Shreeja Milk, has started this FPC to empower 
rural women and improve their economic status. They took help from the 
National Dairy Development Board (NDDB) and encouraged women to join 
and actively participate in the working of SMMPCL. Currently, it has a base 
of more than 1 lakh members with a capital base of Rs. 25.85 crores and a 
turnover of Rs. 706.85 crores for the financial year 2021-22. 

These extracts are from the Case Study of Shreeja Mahila Milk Producer 
Company Limited under the title ‘Success Stories of Women FPOs’ carried 
out by the National Institute of Agricultural Extension Management 
(MANAGE), Hyderabad, year 2020-21. 

 



 

 

Success Stories  
and Case Studies 

284 

16.3.1  Brief of Shreeja Mahila Milk Producer Company 
Limited  

SMMPCL, the world’s largest only women-owned milk Producer Company, 
with its head office in Tirupati, started functioning on 15th September 2014. 
The main objective is to carry on the business of procuring, pooling, 
processing and marketing milk to create maximum value for its shareholders 
and at the same time provide the best quality milk and milk products to the 
customers. 

Operations of SMMPCL are spread over in districts of Andhra Pradesh and 
bordering villages of Karnataka and Tamil Nadu, covering about 1500+ 
revenue villages with a membership of about 100,000+ through 3,700+ Milk 
Pooling Points. They are aiming to reach milk procurement of about 5.23 
lakh ltr. per day in FY 2022-23. 

The Company is providing balanced compound cattle feed and mineral 
mixture in the brand name to its producer members. Currently, about 1450+ 
MT per month of cattle feed is being sold. 

Vision  

Shreeja Mahila Milk Producer Company Limited will be among the top 10 
Dairy Enterprises in the country.  

Mission  

 Committed to benefiting members by providing them with competitive 
prices for the milk supplied. 

 To provide services to increase milk productivity and reduce the cost of 
milk production. 

 To become a vibrant company, known for providing quality milk and 
milk products to consumers through committed and motivated employees.  

Values  
The Company is committed to certain values that reflect its growth:   

 Transparency 

 Quality in every aspect 

 Innovation 

 Honesty and Accountability 

 Trust & Teamwork 

 Passion for Excellence 

 Goal Driven 

The Company started with 27 members and at present, it has more than 1lakh 
members.   

Its revenue grew by more than 5 times in 7 years i.e., from 2015 to 2022, 
from Rs. 138.09 crores to Rs. 706.85 crores.  
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16.3.2  Basic Information 

Basic information about the Shreeja MMPC Ltd. is given in table 16.3: 

Table 16.3: Basic Data of Shreeja MMPC Ltd. 

Sr. Particulars Details 
i No. of Total associated Members 1 lakh+ 
ii Revenue (2021-22) Rs.706.85 Crores 
iii Profit after Tax (2022-22) Rs.5.82 Crores 
iv Paid up Capital (2022-22) Rs.25.85 Crores 

 

Activity 16.3: 

Name 5 major milk producers of India, with their form of Business. Also, 
mention their main products. 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

…………………………………………………………………………………… 

16.3.3  Major Activities of Producer Company 

The Company is in the business of pooling, purchasing, processing of milk 
and milk products and marketing the same. Major activities undertaken by 
SMMPCL are: 

i. Procurement of Milk: Shreeja area of operation is from Chittoor, 
Ananthapur, Nellore, YSR Cuddapah and Prakasam districts in Andhra 
Pradesh and some parts of Tamil Nadu state. During FY 21-22, the 
quantity of procurement was an average of 4.65 Lakh Kgs Per day which 
is 18.9% growth over the last year and the active pourer numbers 
increased by 12.5% compared to the previous year. The total number of 
Bulk Milk Cooler Units (BMCUs) is 128 with 3700 active Milk Pooling 
Points (MPP) covering 1562 villages and involving 1.0 lakh small & 
marginal farmers. The overwhelming support from the producers enabled 
the company to add quickly new milk pooling points & new producer 
members in existing as well as new geographies to its procurement 
network. In the FY 2021-22, procurement of a total of 16.57 crore Kgs of 
raw milk with an average of 4.65 lakh Kgs Per day and around 25,400 
active pourers are added to the system. 

ii. Producer Institution Building (PIB): Producer Institution Building 
aims to build a platform for its members through the member-centric 
approach and good governance. Efforts are being made to increase active 
membership which would be leading to proliferation in business aspects. 

 PIB activities differentiate the producer company from the other private 
players and co-operatives in the dairy sector, with its transparent 
governance system and members’ equity, which is proportionate to their 
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patronage. The ownership of the organization lies with the members, 
who are ultimately the policymakers. Shreeja strengthens women's 
empowerment through their inclusion in the system. This inclusion is 
having mainly 4 steps: 

a. Member Enrollment and Information Sharing with Members: 
The process of enrolling members starts with the collection of 
documents and the allotment of a unique member code for each 
member, which enables to access to all the services provided by the 
company.  

b. Monthly Member Information System: Shreeja shares all 
member-related information either through hard copy or soft copy 
and the information is conveyed by the field facilitators at MPP 
(Milk Procurement Point) premises. This has immensely benefited 
members as they get timely information pertaining to milk poured, 
deductions, if any and net payment which helps in ensuring 
transparency in the operations. 

c. Women Empowerment: Shreeja continues its emphasis on 
enhancing the participation of women members through the Women 
Awareness program for 20,000 members. Besides, Shreeja 
apprehended the contribution of women towards the growth of the 
Indian Dairy industry in all the meetings. 

d. Strengthening Members Relation: Two informal groups namely- 
Village Contact Group (VCG) and Member Relation Group (MRG) 
were formed from among the members of the company who are 
consistent in supplying milk to Milk Producer Company (MPC) and 
have given consent to be a part of these groups voluntarily. These 
groups facilitate an effective two-way communication channel 
between members and MPC. These informal groups aim to build 
relations, resolve grievances, sensitize members on the operation of 
the organization and create a sense of responsibility and 
belongingness among them.  

iii. Ration Balancing Programme (RBP): Aims to improve the production 
and reproduction of animals through the adoption of scientific methods 
of feeding with the provision of technical inputs and services to milk 
producers at their doorstep, thereby improving milk production 
efficiency and economic return from dairying. 

 
Fig. 16.4: Shreeja Animal feed 

Source: Annual Reports of Shreeja MMPC Ltd. 
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The productivity data of different categories of animals and the 
prevailing feeding practice in the area suggest that the productivity of 
animals is not at par with their genetic potential, which is mainly due to 
imbalanced feeding. Ration balancing advisory services in the project 
area will help in improving the productivity and productive efficiency of 
dairy animals by appropriating the available feed resources and use of 
area-specific mineral mixture which will also help in bringing down the 
cost of milk production. 

As a result of RBP services, pourers became aware of Cattle Feed and 
Mineral Mixture usage resulting in improved productivity and quality of 
the delivered product. 

iv. Other Input & Services given to members are:  

a) supply of Cattle Feed - 15,540 MT during 2021-22, 

b) supply of Area specified Mineral Mixture & other essential 
veterinary medicines 

c) Health Camps for animals - Organized 777 camps in 2021-22 

d) Testing & treatment of cows for Sub Clinical Mastitis - 33,000 cases 
during 2021-22 

e) Supported farmers with Fodder Demo Kits in the months of April to 
July as a backup for summer green fodder where an irrigation 
facility is available 

f) EVM practices to control different cattle diseases. Trained 7,000 
farmers on EVM practices to control different diseases and created 
awareness of restrictions on the usage of antibiotics. 

v. Sales & Marketing: Being a producer company sale and marketing of 
its products is the major activity. The marketing strategy of the Company 
is quite aggressive and shows results. The Company had achieved the 
sales of 50,079 Liters per day (LPD) of Milk, Curd and Buttermilk in 
2021-22 as against the sale of 37,129 LPD in 2020-21 and achieved 35% 
growth in volume. A comparative study of the sale quantity of major 
products during 2020-21 to 2021-22 is given in Table 16.4:  

Table 16.4: The sales performance of other products is as given 
hereunder: 

Sr Product Category  Unit of 
Measurement 

2020-
21 

2021-22 Growth 
% 

1 Ghee Liters 40703 68004 67% 
2 Paneer KGPD 43 400 120% 
3 Lassi LPD 117 352 201% 
4 SFM LPD 79 964 1220% 
5 Mishti Doi KGPD 1 2.3 546% 
6 Yoghurt KGPD 0 0.14  
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As a part of its marketing strategy, the Company keeps on launching new 
products. The company has its own brand mascot and aggressively markets 
its products. Some of the recent product ads are as below.    

 
Fig. 16.5: Brands of Shreeja 

Source: Source: Annual Reports of Shreeja MMPC Ltd. 

vi. End Implementing Agency (EIA): For various projects implemented 
by the Government of India through the National Dairy Development 
Board (NDDB) under National Dairy Plan 1 (NDP 1). Through these 
projects, milk producers are provided with integrated animal productivity 
enhancement services like the Ration Balancing Programme (RBP), 
enabling the convergence of milk pooling, improved animal nutrition, 
higher conception rates and genetically improved animals in the same 
area to derive maximum benefits under National Dairy Plan (NDP). 

16.3.4  Financial Performance Analysis 

Financial Performance is given below in the Table 16.5. indicate the 
movement of performance over a period of two years.  
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Table 16.5: Financial Performance of 2 Years 

Sr. Particulars 2021-22 2020-21 
i Revenue (Rs Lakhs) 70685.81 51374.79 
ii Operating Profit (Rs Lakhs) 1690.64 991.13 

% to Revenue 2.392 1.929 
iii Cash Profit  (Rs Lakhs) 1118.04 463.99 

% to Revenue 1.58 0.903 
iv Profit After Tax (Rs Lakhs) 581.73  68.65 

% to Revenue 0.823 0.134 
v Earnings Per Share (Rs) 24.25  3.46 

The following inferences can be drawn from Table 16.5.  

• Revenue for the year 2021-22 has gone up by Rs. 193.11 crores i.e., an 
increase of 37.59% over 2021-21.  

• Operating profit has gone up by Rs. 699.51 lakhs during the year 2021-
22 i.e., an increase of 70.58% over the previous year’s level. It indicates 
the overall improvement in operating efficiency during the year. 

• Cash profit percentage has gone up by Rs. 654.05 Lakhs i.e., from 0.90% 
to 1.58%. This can be said that finance costs remained controlled during 
the year 2021-22.  

• The percentage of profit after Tax has also gone up from 0.134% in 
2020-21 to 0.823% during 2021-22. An overall increase of Rs. 513.08 
lakhs is visible in profit after tax.  

• Earnings per share has increased more than seven times in the last one 
year i.e., from Rs. 3.46 to Rs. 24.25. It means that an equity share of 
Rs.100 has earned Rs. 24.25 during the year. For members, it is good 
earning.   

Check Your Progress 16.3 

Note:  a) Use the spaces given below for your answers. 
 b) Check your answer with those given at the end of the unit.  

1. The revenue of an FPO is Rs.750 Lakhs and its operating profit is 
Rs.67.35 lakhs. Calculate operating profit % to revenue. 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 
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2. The paid-up share capital of an FPO is Rs. 150 lakhs divided into shares 
of Rs. 10 each. For the financial year 2022-23, profit after tax is Rs. 
57.87 lakhs. Calculate its earnings per share. 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

16.3.5 Benefits to Members 

i. FPO has brought a lot of changes in the income of members. Earlier they 
used to sell milk in their village at low prices. After joining the FPO, 
prices for milk received are higher and with maximum benefit. They are 
feeding their cattle with compound cattle feed and mineral mixture 
provided by FPO which increases their productivity. 

ii. The Company regularly pays dividends to all the registered members. 
This adds to their income.  

iii. During the COVID-19 pandemic, the company supported its members 
with competitive prices and uninterrupted milk procurement activity 
across the operational area. An amount of Rs. 7.45 Crores was paid to 
members towards price difference/loyalty incentive. Approximately 
43,200 eligible members took the benefit of this scheme.  

iv. In spite of the COVID-19 pandemic, we are able to support our pourers 
with an uninterrupted supply of Cattle Feed and other veterinary 
products in time. Our Doctors have supported the pourers in controlling 
lumpy skin disease by way of ethno-veterinary management practices 
which is the major issue during pandemic-affected milk yields across all 
our operational areas.  

  
Fig. 16.6:  Meeting Fig. 16.7: Milk collection 

Source: Annual Reports of Shreeja MMPC Ltd. 

Check Your Progress 16.4 

Note:  a) Use the spaces given below for your answers. 
 b) Check your answer with those given at the end of the unit.  

1. How FPC model help to increase Cattle productivity?  

 …………………………………………………………………………… 
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 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

2. List 2 major activities of SMMPCL. 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

 …………………………………………………………………………… 

16.3.6  Challenges and Answers  

i. Marketing: of milk and milk products need proper planning and strategy 
due to their perishable nature. Having a big market and competition from 
small players makes the task of marketing milk products more complex 
and challenging. So, the Company remains on the lookout for new 
territory and new products and keeps on adding to its basket year on 
year. Various activities are added to promote existing and new products 
targeting different segments of the consumers. The Company promoted 
products under the Shreeja brand on social media i.e., Facebook, 
Instagram, YouTube, etc. The Company developed different Point of 
Sales Materials (POSM) like Product backlit boards, Poll Banners, 
Streamers etc., apart from the existing POSM to create consumer 
awareness and generate consumer pull for the Shreeja Brand. They 
announce various consumer offers on milk, curd, buttermilk, Paneer, 
Lassi etc. and do “in-shop” and “Home-to-home” campaigns to generate 
consumer pull for the brand. 

ii. Quality Assurance (QA): This is quite tricky in the case of a dairy 
business. Due to multiple collection points, multiple suppliers, a large 
supply chain, perishable nature of the product, stringent quality checks 
and systems are needed for producing and delivering a product with 
homogenous quality.  

 Quality assurance starts with the identification of the new BMC locations 
with necessary Infra facilities, buildings including the water sources etc. 
The Company has also supported FES & Procurement in 
assessing/auditing the Infra facilities while installing DPUs & Analyzers.  

 The Company has focused on the quality improvement of fresh milk and 
achieved an average of 81.3 minutes MBRT at the receiving plant for the 
year 2021-22 and implemented 5S across all BMCUs. 

 During the year 2021-22, Shreeja organised ISO 22000 - Internal Auditor 
training (In-house) by INTERTEK Ltd and 12 employees have been 
trained and awarded with the Certificates. In-house Training on Good 
Food Manufacturing Practices and Food Safety was conducted for all the 
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concerned cross-functional team members at BMCU / Field level to 
increase their awareness and improvement in work culture & skills, 
especially in Clean Milk Production and Good Hygienic Practices. 

 The Company is regularly testing and monitoring Food Safety 
parameters like Melamine, antibiotics and aflatoxins in milk on a 
quarterly basis. The Company implemented a very stringent testing 
regime to ensure adulteration and antibiotic-free milk using rapid test 
kits of Adulterants (Del strips) and Antibiotic Kits apart from Milko 
Screen machines (Indi Foss).  

 As a new initiative, the Company has standardized the process of getting 
the Cattle Feed samples as per Standard Operating Procedures (SOP) to 
avoid the sample and testing errors sent to CALF Laboratory. The 
Company strengthened IVRS customer complaint handling system with 
timely improvisation to achieve fast closure and redressal of market 
complaints. 

iii. Information Technology (IT) can efficiently equip businesses with 
great tools that can solve challenging business obstacles and help plan 
the company’s future growth. To speed up the execution, decrease the 
complexity, and improve the reliability of the SAP systems, the 
Company has installed S/4 Hana-ready system. 

 A data centre in Noida is hosting the servers and being regularly 
upgraded. To ensure continuous operations or uptime for an extended 
period for business-critical applications Milk Net & Helpdesk, the 
Company implemented standby servers for both applications. 

 A paperless office is a workplace that has minimal paper-based processes 
and relies on digitalized documents instead. A paperless approach offers 
a much higher level of security for sensitive data.  

 Shreeja is planning a project to digitize the member application to avoid 
processing and storing physical papers. Digitization of member forms 
increases transparency, improves the processing of applications, and 
gives the flexibility to return the application fee to the payer. 

iv. Human Resources (HR): HR, at Shreeja, works closely with all other 
departments to support and respond to their needs. HR handles a variety 
of work products and creates and processes several different documents. 

 Until 2021, the HR department was using the SAP HCM module for 
employee core data and payroll management, the Matrix COSEC app for 
attendance and leave management and other crucial activities such as 
performance management, training data management, and recruitment 
process using MS-Excel application. However, to bring all the HR 
activities under one roof, they have brought the Darwin box HRMS ( 
Human Resource Management System) application into the company 
which is cloud-based and offers integrated HR solutions such as core, 
tasks, compensation, attendance with geo-fencing, leave & holidays, 
recruitment with onboarding, payroll with integration, Performance 
Management System with Management by Objectives, Learning 
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Management System, helpdesk, data analytics and social media (vibe) 
for posting communication, conduct polls/surveys, welcome message for 
the newly joined employees, create formal and informal forums, etc. It 
also provides an excellent approval mechanism via both 
desktop/notebook and mobile apps bringing greater ease of use by the 
employees. 

 Some hundreds of reports can be generated & downloaded from the 
application and there are high opportunities to customize and tailor the 
application to exactly suit the requirements of the company, from time to 
time. This is an excellent example of the integration of IT and HR 
initiatives.  

 Besides being made the best of the possible technology implemented 
across the company, for the first of its kind, an Employee Satisfaction 
Survey was conducted comprising a questionnaire covering Company 
Purpose & Leadership, Salary & Benefits, Work Culture, Learning & 
Development, Performance, Job Role and Engagement Activities in three 
languages (English, Telugu & Tamil) to understand the pulse of the 
employees and the results were satisfactory. 

 Manpower Development is a very important aspect of growth. It has 
been made part of the Chief Executive’s Key Performance Indicators 
(KPI) with a target of a minimum of 80% of the employees having 3 
months or more experience should spend 2 man-days in the training 
programs. Training programs are regularly an opportunity for employees 
to improve their performance.  

 Making the Recruitment process attain good pace and existing 
employees feel rewarded by referring good old colleagues or known 
people to the company, an Employee Referral Policy is introduced. The 
referral reward is decided based on the seniority and the level to which 
the reference is received.  

 Employee Health & Safety being a predominant concern of the company, 
all the employees are covered for health benefits either through ESI or 
Medi claim Policy, risk coverage under Group Personal Accidental 
policy and Group Term Life Insurance policy. Employee welfare and 
safety always remain Shreeja’s utmost priority. 

16.3.7  Learning Take 

As mentioned in the Directors Report of the FPC for the year 2021-22, the 
following targets are set by Management for years to come: 

i. Digitalize the entire process of member application. 

ii. New software application to facilitate the logistics team to plan and 
improve tanker capacity utilization and timely picking of milk from Bulk 
Milk Chilling Units. 

iii. Developing an in-house application to eliminate DPU at Milk Pooling 
Points and facilitate data transfer to a central server. 
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iv. Digitalization of 1.60 lakh physical member applications 

v. Sales and purchase functions to work on a paperless model. 

vi. Extending procurement operational area to the states of Karnataka and 
Tamil Nadu in order to support & benefit small and marginal milk 
producers in the area 

vii. Strengthening member awareness and relations through VCGs and 
MRGs  

viii. Conducting more animal health camps to educate members to improve 
the immunity of milch animals and enhance productivity. By conducting 
more AI programmes, intend to cover more areas/animals to benefit the 
members. 

ix. New products like Sweets, Butter, Cheese and Ice creams etc., to be 
launched into Class B towns in Andhra Pradesh 

x. More numbers of milk parlours are to be added across its coverage area 
to enhance the brand visibility and sales.  

xi. To start branded loose milk to provide customers with hygienic and 
unadulterated milk at optimum cost. This will also reduce plastic usage 
and is environmentally friendly. 

16.4 LET US SUM UP 

In this unit, you have already learnt the following: 

• In the present day, the concept of Farmer Producer Companies is being 
envisaged as the saviour of farmers and an entity to materialise the 
dream of doubling the farmers’ income.  

• In this unit, we observed certain enterprises which are working in the 
field of livestock mainly milk and milk products and writing their 
success story.  

• With the rising trend of being vegetarian, this line of activity has a lot of 
potential. Let us work hard with meticulous planning and scheduling, 
proper execution and diligent review of performance.  

• As we discussed the elements of the way forward for FPOs engaged in 
the working of milk and milk products, these elements need to be 
considered right from the inception stage, business plan stage, and later 
at the implementation and growth stage. Outcome evaluation at every 
stage is needed to improve every day to write a success story.  

16.5 KEYWORDS 

BMC :  A Bulk Milk Cooler (BMC) Operator is responsible for 
operating a large storage tank used for cooling and 
holding milk at a certain temperature until it can be 
picked up by a milk haulier. 

MBRT :  Methylene Blue Dye Reduction Test for Assessing the 
Raw Milk Quality. 
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Milch animals :  It means animals giving milk. 

MPP :  Milk Pooling Points. 

NDDB :  The National Dairy Development Board is a statutory 
body set up by an Act of the Parliament of India. It is 
under the ownership of the Ministry of Fisheries, 
Animal Husbandry and Dairying of the Government of 
India. 

SHG :  Self Help Group. 

16.6 SUGGESTED FURTHER READINGS/ 
REFERENCES 

1. Annual Report of Shreeja Mahila Milk Producer Company Ltd. For last 
3 years. 

2. Final report on “Case Studies of FPOs in India 2019-21” issued by 
NABARD. 

16.7 ANSWERS TO CHECK YOUR PROGRESS 

Check Your Progress 16.1 

1. Profit after tax= Profit Before Tax - Tax 

 Profit Before Tax= Revenue -(Material Purchased + Employee Cost + 
Other Operating expenses + Interest Cost + Depreciation) = Rs.450 Lakh 
- (Rs.315 Lakh+ Rs.0.35 Lakh + Rs.0.20 Lakhs + Rs.0.50 Lakhs + 
Rs.0.33 Lakhs) = Rs. 133.62 Lakhs 

 Tax = PBT x Tax Rate i.e.  Rs. 133.62 Lakhs x 25% = Rs. 33.41 

 Profit After Tax = Rs. 133.62 Lakhs - Rs. 33.41= Rs.100.215 Lakhs 

2. Simple meaning is that there is no interest burden on the business. This 
can happen in 2 circumstances:  

i. There are no borrowings or  

ii. Borrowings are interest-free.   

Check Your Progress 16.2 
1. Three skills for capacity building programs: 

a) Training on vegetable, Horticulture plants & spices cultivation; 

b) Processing, grinding, and packaging of agricultural produce; and 

c) Training, exposure & capacity building of farmers. 

2. FPO sells members produce like milk, milk products, spices and other 
food products within 150 kms from its production centre and helps give a 
good life to the community. 

Check Your Progress 16.3 
1. Operating profit % to revenue = Rs. 67.35/ Rs. 750 X 100 = 8.98% 

2. Paid up Share Capital = Rs. 150 Lakhs 

Price of each share = Rs. 10 
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Total No. of shares = 15 Lakhs 

Profit after tax = Rs. 57.87 Lakhs 

Earnings per share = Rs. 57.87 Lakhs / 10 Lakhs 

   = Rs. 5.79 

Check Your Progress 16.4 
1. They are feeding cattle with compound cattle feed and mineral mixture 

provided by FPC. This has increased the cattle productivity. 

2. 2 Major activities of SMMPCL are:  

i. Procurement of milk 

ii. Producer Institution Building 


