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IFFCO’s Production and Imports

Production at Plants 
Urea  at    Kalol , Phulpur, Aonla
DAP & Complex at Kandla, Paradeep

Import

Handles Urea imported by GOI & DAP / MAP imported 

by IFFCO at the ports -

Mundra, Kandla, Pipavav, Visakhapatnam,  

Kakinada, Krishnapattanam,New Mangalore, 

Chennai, Tuticorin,Haldia, Mumbai

NORTH

NORTH CENTRAL

ZONES

EAST

SOUTH ZONE

WEST
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Sale, 

Fund

SO 20

ZO 5

Inventory

Indent Payment

Lifting

RO

Volume of Transaction – 2007-08

� Plants                                        5 

� Ports                                        11

� Vessels (ships) handled           63

Plants Ports Total

� Rakes 3,740 762 4,502

� Trucks 64,576 11,529 76,105

� No. of Release Orders 2,90,565

� No. of DDs, Cheques 2,20,874

� Rake point to warehouse transfers                    6,90,000

� Total no. of all types of transactions ~ 25 lakhs
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Large volumes of data.

Transparency & record keeping is a must in co 

operative organization.
For this Field/Area/state Officers are required to 

make large no. of reports like…

Rake handling, Rake Unloading, Rail Receipt, Road Receipt,
RO, Lifting, Material Transfer, Standardization (STDN), 
Physical verification (PV), Damage material Declaration,
Sale reports ,Payment reports , Inventory reports etc..

Avg. No. of reports by FO    30 

Daily Time spent by FO    3-4 Hrs

•Connectivity & Power Shortage in

remote locations 

•Providing Support in remote locations

• Field Officers are not Computer Savvy
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•IFFCO’s system has to match with

state’s systems.

Complexity in Marketing

•Sale terms differ in each state Marketing 

Federations  and State co operatives .

•Each state having its own co operative    

sales system.

Integrated approach

Hardware, Software & Networking

Servers provided at HO/MKCO , ZOs & SOs

Personal Computers, Printers & UPS

provided to field staff & FSCs

Wide Area Networking established using

MPLS, ISDN, Broadband, Dialup VPN lines

of BSNL for connectivity between

HO/MKCO, ZO, SO ,AO , FO and FSC
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Network Diagram

Challenges to address

This prompted IFFCO to go for
In-house development for 
delivering an effective solution

ERP Solutions are prohibitively costly,
not flexible and requires major 
customization in IFFCOs system.

Third party vendor solution not 
meeting the requirements fully.
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VIKAS

Vipanan Kamputerikaran Software

•Vikas Software designed for FOs as a start.

•System Engineer in each zone customised

the cetntrally developed software

•Intensive training at FMDI/State/Area & field   

locations (more than 500 trainings).

•Enthusiastic FOs selected for 

implementation initially.
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• This process of training & initial setup took
around 2 years.

• Training to Area accountants and made

• Full Support extended by ZMs & SMMs to stress                       
upon the FOs to use computers 

• Number of Review meetings held at  
HO,ZO, SO (50)
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�� for monitoring and
assisting FOs.

Approach of Vikas

FO enters the remaining data on 
receipt , sales , payments and lifting.

Transfers  data to State office severs.

Computer generates required reports.

Data automatically gets consolidated at
Area , state and MKCO level.
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