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EXECUTIVE SUMMARY

ANPL is in the business of flattening the rural supply chain by leveraging the power of the
Internet to facilitate market access to third party products and services.

It works in primarily four markets:

— Farm Input Chemicals, Seeds, Fertilizers

— Farm Output Grains, Fruits & Vegetables, Pulses, Oilseeds, Spices
— Financial Services Banking, Credit, Microfinance, Insurance, Investments
— Knowledge Services Best practices, business training, skills development

ANPL creates value by:
— Building economies of scale by aggregating farmers at the village level and on an Internet backbone

— Reducing inefficiencies by integrating vendors, buyers, manufacturers and service providers enabling
direct access to the aggregated farmers

ANPL has established a network of village-level kiosks called “Krishi Pragati Kendra” (KPKs)
as its primary interface with farmers

ANPL has established an Internet backbone to service KPKs

The company has demonstrated 500+ KPKs in five states and serviced more than 35,000
registered farmers.

The company is on a trajectory of high growth and high impact. The company plans to establish
8000 KPKs connecting 750,000 farmers by FY 2012-13. Itis now seeking growth capital to fund
its expansion and infrastructure investments from partners that share its vision.
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Key Indicators

Network / Business

. Number of village kiosks established: 500+

. Number of network partners 680+

. Number of registered farmers: 35,000+

. Total land holding of registered farmers 165,000 acres
. Number of districts 34

. Number of zones 12

. Number of business partners (vendors, buyers and service providers) 200 +

. States with ANPL impact: Rajasthan, Uttar Pradesh, Madhya Pradesh, Maharashtra, Himachal Pradesh
. Key Business Partners
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Corporate

. Year of Incorporation: 2002. Operational since 2001.

. Current Number of employees: 55
. Led by:

—  Ajai Kumar Agrawal, 49, MD & CEO
—  Amit Agarwal, 35, COO
— Ankur Jain, 32, AVP, Strategic Partnerships

. Head office in Delhi, Regional offices in Jaipur, Hathras, Amravati and Gwalior
. Co-promoted by BLB Ltd.
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AGRICULTURE IN INDIA
Unlocking a USD 200 Bn Market Opportunity

« Agriculture is the single largest sector of the Indian economy
— Contributes to 18ie6US$p6DBMati on’ s GDP,
— Employs 60% of the rural workforce
* India has huge competitive advantages in agriculture including:
— Largest arable land area in the world
— Favorable climatic conditions
— AYoung Workforce
e ButAgriculture in India Suffers from Low Productivity
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AGRICULTURE IN INDIA
Unlocking a USD 200 Bn Market Opportunity

This is due to a lack of investment in the farm
 Fragmented land holdings

. Costly for input companies, food processors and service providers to
directly contract with farmers

. Preventing farmers from leveraging economies of scale

. Average farm size is 2 acres in India Vs 400+ acres in the United
States

e Multiple intermediaries

. Capture excessive margins for farm output leaving little for the farm
owner

. The farm-gate to retail price spread for fresh fruit and vegetables is
greater than 50-60% in India as compared to 20-30% in the United
States

. In the US, 80% of this spread can be attributed to value addition by

intermediaries, in India only 50% of the price increase can be
accounted towards added value by the middlemen

. Input supply chain is disorganized and fragmented, resulting in high
cost of inputs and infiltration of low quality / counterfeit products

Intermediaries in the fruit and vegetable chain
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IANPL’S Model Resolves These Two Fun
by

Aggregating Farmers through kiosks at the village level
Integrating Business Partners directly with aggregated farmers

Value to Farmers Value to Business Partners

(Vendors, Buyers, Service Providers)

-Cheaper, high quality inputs -Lower cost of penetration as compared to

-Better price discovery for output traditional channels

-Access to financial services including to business  -Standardization of business processes

-Convenience -Economies of scale

interaction with input manufacturers, output buyers Petter synergies, opportunity for deeper integration
of business processes at the farm level.
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Our USP

* An exchange model with the potential to become the dominant
economic model in rural India
— Consumer centric — the farmer is the decision maker
— Product independent — our neutrality is our strength
— Low cost, scalable, replicable model

— Leverages Technology - Mature IT infrastructure to enable buying, selling and
delivery processes (backoffice, middleware). Hybrid connectivity at village front-
end.



Krishi Pragati Kendra
Aggregating Farmers At the Village Level

Each KPK services a radius of approx 2.5 Km (5
villages).

Commutable by bicycle by 100% of the
serviced area

Is run by a local entrepreneur trained by ANPL
with community credibility

Location of KPK is in the village commercial
centre or on major highways

Size: 200 - 400 sq. ft. of area

Acts as a centre of commerce for the local
population

Aggregates

- 400 farmers

- 1000 HH

- 7500 population

- 4000 acres of land holding

- Rs. 8 Crin business turnover

Is connected by hybrid means (paper, telephone,
computer/internet)
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Krishi Pragati Kendra
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Network Hierarchy

Field Level Network Placements

Regional Incharge

Zonal

Territory | Coordinator
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50 -100 Farmers per Village
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-Each office administers an average:

- 5 Blocks
40 KPK’s

-400-500 sq. ft. of office space
-Complete computing infrastructure with

internet connectivity

4-5 employees (trained and college

degrees) on ANPL payrolls

-.Location at District Head Quarters /

commercial centre
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The ICT Platform
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Introducing an IT Driven Approach to Agriculture

Our ICT Platform Collects Critical Data From Registered Farmers
. Personal Information (Name, Address, Contact Information, Picture, etc)
Household Information
*  Business Information
Size of Land holding
e Agriinput requirement (Product, Variety, Month, Quantity, etc)
Crop harvest details (commaodity, quantity, month of harvest, etc)

This data guides the supply-chain integration process
e Demand forecasting for inputs
Farm Output forecasting
* Integration of buyers and suppliers
Integration of Logistics partners, commission agents

Our ICT Platform systemizes each step of the aggregation and integration

In the process we are able to generate significant value for the farmers, the network and the vendors.
Typical Margins:

Output 3-5%
Input 10-20%
ANPL passes on 33% of the margin to farmers. 33% of the margins

are distributed among the network partners and KPKs. ANPL
retains 33% of the margins.



| Our Revenue Streams

ANPL
Revenue
Streams
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Registrations

Inputs
10% of
Transaction
volume

Output
Up to 2% of
transaction

volume

Value Added

Financial Services \
Services

Farmer

Rs. 250/-

(USD 6)
per annum
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Current Status

Network / Business

. Number of village kiosks established: 500+

. Number of network partners 680+

. Number of registered farmers: 35,000+

. Total land holding of registered farmers 165,000 acres
. Number of districts 34

. Number of zones 12

. Number of business partners (vendors, buyers and service providers) 200 +

. States with ANPL impact: Rajasthan, Uttar Pradesh, Madhya Pradesh, Maharashtra, Himachal Pradesh
. Key Business Partners
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Our Network in 2012-13. We envisage:

« Anetwork of 4500+ KPKSs in 2012-13 covering 10 zones.

 We envisage delivering value to 900,000 farmers by 2012-13 on our ICT
backbone

 We envisage generating sustainable employment for 10,000 + network
partners through our initiative
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Vertical Growth Opportunities

Currently, we have a strong presence in Grains and Cereals. (33% of farm output).
Natural Growth opportunities exist in:

» Pulses

» Spices

e Dry Fruits

* Oilseeds

* Fruits and Vegetables

* Flowers

» Dairy
On the input side, we have a strong presence in chemicals and seeds. Opportunities
exist in:

» GM Seeds

* Organic seeds/inputs

* Farm implements

* Farm equipment

* Non-farm consumer goods

* FMCG / Retall
In services, we will launch Financial Services through HDFC in Q4 2012-13. This is
going to be a strong driver for growth, with natural implications on :

» Commercial Credit

» Personal Credit

* Vehicle / Home loans

* Insurance (life/ non-life)

* Microfinance

* Investment Products

* Non-financial services including E —governance , ticketing, communications etc



Networking the Networks — A Platform for EXponential
Growth

Perhaps the most significant growth opportunities exist in leveraging existing
networks

Strong networks exist or are in development for several service providers,
including:

» Agri-procurement

 E-gov services

» Non-profits

« SHGs

« Corporate services

Without strong internal business models and systems, these
networks are keen to partner with a service provider such as
ANPL.

At the current time, we are in conversation with at least two
potential partners that could add close to 1000+ KPKs in two
new states by 2011-12.

We see this as a promising growth opportunity for ANPL, one
that could accelerate our penetration and could hand us market
leadership positions in several commodities.
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| KPK — Level Economics
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| Market Penetration (KPK-Level)
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| Revenue Per Acre

All figures in Rs.
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Overall Organization Structure

Leadership Board of Directors
Supervisory Board

Advisory Boards

Support  barketing/
Services Branding

Input Output Services Network Operations

_ Rollout KPK Ops Sales Chain
Finance Seeds Paddy Agri Extension Svcs SBu
Commercial _ o
Chemicals Wheat Training
HR
Fertilizers Soya Agri-technology
Technology
Loss Prevention Other Staples Trav el
Internal Audit Fruits & Vegetables
Strategic
Partnerships Mon Farm Products
Process
Assurance”™

Corporate Branding

Retail
Infrastructure

Regulatory

Corporate Affairs

Legal *Process Assurance responsible for Quality and designing processes for Buy, Move and Sell
" Franchizee format for Categornies depending on nature, size and complexity

Functions == Supply Chain is 3PL company equiv alent

= MNon-traditional sales such as Phone and internet-based will be handled through store operations




