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Introduction

December-dune 2023

Preparation of Supply Chain
Activation Plan

Electric cooking supply chain is to build a
network based on existing network of local
retail shops in rural and peri-urban areas.
This is integrated with evidence-based
policies through action research. It involves
activities such as collecting a range of data
and subsequent analysis to enhance the
contextual and market understanding of
various aspects. Based on the data,
learnings, and consultations with the project
partner agencies JWIRES and
Jeevika/BRLPS, a supply chain activation
plan for electric cooking appliances has
been designed.

August 2023-Feb’2025

Implementation of Supply Chain
Activation plan for Clean
Cooking Appliances

Based on the designed structure, the
implementation of the supply chain for
clean cooking appliances involves
strengthening the last-mile distribution
and service network for e-cooking
appliances, while also adding to the
portfolio of J-WIRES. Document the
challenges encountered and the
myriad adjustments made to the
structure throughout the
implementation phase. Chronicle the
adoption of electric cooking
appliances.

March 2025-Dec’2025

Sustainability of Supply chain
for Clean Cooking Appliances

J-WIRES as the focal company shall
continue to provide sustained access
to electric cooking appliances and
support services to the consumers.



Preparation of Supply chain Activation Plan (Phase )

Market Assessment
of Electric cooking
Appliances
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Pilot Studies
(To understand
appliance performance,
fuel stacking, and
willingness to pay)




Electric Cooking Supply Chain Activation plan

Study of Existing Network of

Material Flow
For LED Bulbs and other
Energy Efficient Products

44

Suppliers
JWires
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Customer

Business Model Canvas (BMC)

Electric Pressure Cooker | Business Model Canvas Feb 24-25 2023
Key Partners/ Key Activities Value Propositions Customer Relation Customer Segments
Stakeholders o Marketing and Sales « New Technology Option for Cooking | Direct by IWIRES o Households
* JWIRES » Procurement o Available for immediate purchase | o Indirect via Shops, Community Institutions (CLF) o Urban,
o Jeevika  Hiring and Training  Affordable price o Oneoff purchase o Rural,
 Suppliers « Transportation o Last mile delivery o Dedicated Personnel/ team for after-sales support o Peri-urban
o Tansporter | ® Inventory Management o Local senvicerepair/warranty o Timely repair service o Students
o Retallrs o Accountsfinance o Supportlocal business o Pass on supplier warranty termsto customer from | * B2CNe0rS
o SHGNetwork | Financing options o Aftersales support sales day & ge“a’:’“{e”‘s‘a"s'
o TERJCEEW e Qualiycontrol . i . podt |, [‘Z:f 9 "
» 1T Bombay o Content development  Portable and Compact purchase Planner
 Loughborough | Documentation * Multi-op king . through phone o Institutions eg: Didi Ki
University * Dashboard o Preprogrammed cooking options | e Via user manual videos Raso, canteen)
o Finovista Key Resources o Aesthetic design Channels o Restaurants
o SolarMarts |e Trained Manpower © Smartand dean cooking o Awareness creation, Campaigning o Mess
o Master Chef o Easyto operate o Advertsements (Pamphiets, Newspaper, o Hostels
o Clean Cooking Champions o Safety brochures, Banners, Social Media, Website) o Small Vendors (eg fast
 Identified CLF and cadres * Demonstration- fais, CLFs, Organisation/Dept food, tea stalls, dhaba)
o Computer Systems, Phone, nternet o Organizations (SHG/VO/CLF Meetings, leevika saff,
o Website and cadres, ofices, 8P, Retailer/SMarts)
o Housing Society Meetings
o Cooking competition
o Word of mouth( Experience sharing by Master Chef
and other experienced His )
Material/logistics
o Directly from JWIRES
o Retailer/ SMart Shops
o DistrictFaclty/Godown
o Order by phone
o Nodal CLF Patna)
.
Costs Variable Cost Revenue * Cash/UPI
Fixed Cost o Material cost * Incentives,honorarium, | Salesto customer < il
o Salary o Taining and Clean Cooking o Service charges/home
o Estabihment o Advertsing Champion salary visit charges/RRM * upfront payment
cost(aptop, ® Transportation charges
printertest o Utites (elctricity,water) o Payment From retailer
equipment, ¢ TAand DA - 100% advance o
etc) o Consumables(Maintenance 100% post sales

charges,Statonary tems)
o Overheads

o Carbon Trading

BMC helped to bring and visualise the different aspects
of the business together on a single template.
J-WIRES, although having experience in solar products
and improved cookstoves, electric cooking appliances
is a new line of business.

Expression of Interest

An Expression of Interest (EOI) was
issued to various suppliers/
distributors/ manufacturers, inviting
them to express their interest in
supplying the electric cooking
appliances.

The details requested form
interested parties included technical
specification and other related
points

Total 3 EPC manufacturing
companies has shown interest in
our EOI



Sustainable Supply Chain Activation (Plan
Implementation)

The objective is to provide sustained access to affordable, quality products and services to
encourage rural communities to transition to electric cooking.

Designed with J-WIRES as the focal company.
Strengthening the last-mile distribution & service network for e-cooking appliances, and adding to
the portfolio of J-WIRES.



Location and Target Market

India

( Aurangaba

AURANGABAD
DISTRICT

i e
S‘WT/* i \Muzaﬂarpur%namhanga
| saran e

Kaimur | Roma/swﬁai Wﬁ

Gaya &
o

Khagar
i

akhisaral

nepuw
HValshaﬁsamas“El Saharsa L Pumia 3

P0.} {AKatlhar
\Jo@nger» Bhagalpur

s

GAYA

ARWAL

TIKHANABAD o

4
N M 4N
[ < ARWAL A DISTRICT % NALANDA §A
.~ : PO g
~_ gDaudnagar lHansPur l““" g .Belz w Khize Saral s
Top 4 [NH whtri
2 Roty, /oDiha h
s g £/ Chanda Gohll meen Panchanpuv‘ a akand‘ oMoha 7
A ’040 .Manp\n
N, R,  meemtEsa
K/ P, - OMahpur o ]
ROHTAS S5 onNsgar gObra %, Sonang | PO G‘V‘“ ; Pm«z " aargan)
Barungg -~ __ o /
3 5 / - T Jakl.1|m - i . NAWADA
(EAL PR ) A prphibaei ﬁ b MRANEARAD B " . '“"‘"Yi ‘Iankuppa
Sl AL ¢ i0d it | o bt ot b SLE YYD ¢ ’If" M V[
L 4 PAURANGABAD st A4 | oo et
& / opan oWar o Kasm: Tgns Ea | 3 .Fate!vuv
& o pRanigan] Wﬂ'““l Al (s u Mohanpur |+
/ #Nabinagar Road ! Deo \ N
’ A Peom o5, Chhak:rbandha [ Dobhi
gt/ : n hy Ly
\ ; m Nabinagar oAmba Madanpur Y o e - v | Hardawan [ Barachati :
[ ] National Highway sy Imamgah i LEGEND
Kutumba Nor ond Du{nala. 2 ,». / s ; i
A s Sed B[ g ——
A District Boundary '\ Kothig. ,-> ] \ ” i f o
PN - - - State Boundary K § g T 14 = Ry
¥ @’ \ R ] Distrct Boundary
£ ® o ' == = State Boundary
JHARKHAND ®  Ofher Town i
= MajorToun HARKHAND @ Disict HQ
Other Town
" lsoriom

Target Market

Electrified rural/ peri-urban households
especially using biomass for cooking
purpose

Key Opportunities

e Strong presence of SHG Network

e Close to 100 % Electrified HHs

e [ow Penetration of Ecooking
appliances but potential is High

e Availability of Skilled manpower for
installation and services.

e (Good potential for carbon market —
Significant use of Biomass by HHSs.

Challenges

e Affordability (addressed by access to
credit)

e Technology readiness (addressed by
awareness, demonstrations, localised
support)

e Adoption (addressed by demonstrations,
localised support, incentives)



Proposed Appliances

Electric P Cook
loT Enabled Induction Induction Friendly Utensils ectric Fressure Looker

Cookstove

+
Capacity 6 Ltrs

Wattage 1600 Watts Wattage 1000 Watts

Induction Friendly Utensils ]
Operating Voltage 5 Ltr. Induction Friendly Pressure Operating Voltage 220-240 Volts
220-240 Volts Cooker

1.5 Ltr. Saucepan Brand Aufla
Brand 3-3.5 Ltr. Kadhai
RealFlame 250 mm Induction friendly tava

Proposed appliances are manufactured in India and subsequently purchased from the said
manufacturing companies mentioned above based on the demand of the product.



Main Stages of Sales of Electric cooking Appliances

1. Awareness
Creation

Where: VO/CLF
Who: CCC
How: Script

CCC meeting with CLF and VO officials

for a
(//g/ o

F gfdr and time
activities

2. Product
Demonstration

Where: CLF
Who: CCC
How: Script

EIS ccc

3.Product
Sales

Where: S-MART
Who S-Mart owner

» Participants ' I

Demonstration of EIS in CLF office

Sales

4. Installation

and Demo

Where: Household
Who: CCC

AN
]
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5. Product

Adoption Study

Where: Household
Who: Researcher
How: Survey
~150-300 Interested
participants




Supply Chain Network Design

J-WIRES will sell the cooking appliances through the network of Retail shops (S-Marts), ably

supported by Clean Cooking Champions (CCCs).

Supply Chain Network
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Material Flow Retailers CCC Households

Clean Cooking Champions (CCCs)

e Sales and customer support
personnels.

e 3-4 CCCs with each S-Mart.

Role of CCCs:

e help raise awareness, do
cluster level product
demonstrations, interact with
potential buyers.

e  Connect customers with the
S-Marts & J-WIRES for
services.

e help provide after-sales
support.



Consumer Finance

9 @D

- Loan via SHG

Full Payment Customers who are SHG members
can avail the loan facility from the
SHG group for procurement of the
electric cooking appliances

v
.

&
Installment Scheme
Customer shall pay the product price in 3 Installment with
additional charges of Rs. 100/-
At the time of Purchase : Rs.1900 (Inclusive 500 Pre-booking)
2nd Instaliment : Rs. 1450
3rd Installment: Rs. 1450

‘Pay for performance’ based on their cumulative usage of their electric
cooking appliance will be given to all the ~150-300 interested participants
who participated in the survey and allowed to deploy energy meters along
with the electric cooking appliances

After Sales Support

Within 10
days of
purchase

Verification by S-Marts/JWIRES

Cooking demo by CCC

All customers will be provided after sales service support by JWIRES
through the S-Marts and CCCs
° Within 10 days of purchase of the appliance, cooking
demonstration by CCC at the customer HH.

° Review the various benefits and demonstrate the usage of the
appliances by CCC

° A basic follow up/ verification call by JWIRES between days
10-20.

e  Whatsapp/ SMS to households with customer care contact
information/ digital pamphlets/ videos link/ information about
future demonstrations in that area.

° Customers can call the customer care number to discuss and
clarify any device usage clarifications they need.



Proposed Job Creation

In Phase I, the long-term job creation at JWIRES will be about 30 CCCs, 10 S-Marts owners, and six staff at
JWIRES

As per the margins planned, the expected earnings by CCC during Stage 1 is approximately
INR.3167/month/CCC; and that of SMart during Stage 1 is approx. INR.6500/month/SMart

o] 1 Product Lead, 1 Program Manager,1 Accountant,
JWIRES e F] 1 Store Keeper , 2 Field Officers (1 per District)
l 1 l o
S-Mart 1 3 4 e 10 ~ @ ml 10 SMart owners
Field level | ccc1 || ccc2 || ceces ccod ccez | | cces 1 Clean Cooking
Champion (CCC)

per cluster

Apart from these direct job creation, a significant amount of capacity building (through awareness) and
institution building of the SHG network is also planned. The training modules like Onboarding workshop,
Training for electric cooking, Technical training, Marketing and Awareness Creation Training, Business
operations and Record keeping Training are planned in the first quarter.



Performance Dashboard
(Till 20th September 2024)



Training & Capacity Building

Training conducted for electric cooking based on
Technical aspect, Marketing and Awareness
Creation, Business operations and Record keeping
Duration of the training : 5 days

Total Participants

Gaya (61 ) Aurangabad
District District

Training @ Bodhgaya Training @ Aurangabad
26 Jan'24 - 2 Feb'24 27 Aug'24 - 30 Aug'24
Total Participants (31) Total Participants (30)
Clean cooking Champions (17) Clean cooking Champions (17)
S-Marts (5) S-Marts (5)
J-WIRES Officials (4) J-WIRES Officials (3)

IITB (5) IITB (5)

Cooking demonstration

Cooking Competition



Awareness Creation

| | | y _ Awareness created
Awareness of electric cooking appliances are facilitated by Clean cooking
champions at village and Gram panchayat levels, utilizing Awareness kit. 4 2 0 +

Awareness Kit
e s 95
TR g 2
Febian® People aware about
‘ ::,.. e | ) " ' .
electric appliances:
Awareness campaign conducted by CCC using Awareness Kkit.
e B e - Interested

g AT

E
| participants/Potential
customers:

1000+

Awareness activity in village Barachetti block, Awareness activity in the village of Kutuma
Gavya block, Aurangabad



Product Demonstration session

Demonstration of electric cooking appliances are facilitated by Clean cooking
champions at Cluster level Federation (CLF) office, utilizing Demo Kit.

Demo Kit

Demonstration script Poster

e =

Pamphlet Record Book

Cooklng demonstratlon conducted by CCC using demo Kkit.

Cooking demonstration at CLF in Sherghati

Cooking demonstration at CLF in Barachetti

Demo conducted:

40+

Interested participants
attended Demonstration
Campaign :



Sales through S-Mart

Record Book

it ol vy

w0 o IR o ¥ o

"™ Sales point survey

LU
Sales at Satyam S-Mart

Sales at Ankush S-Mart

Total Sales:

198




Script

Installation and demo kit
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Datalogger

Record Book

Installation and HH demonstration conducted by

CCC.

Household level demonstration by CCC

Data Logger installation and testing by technician

Total Installation and HH demo:

170



Consent Form

Survey kit

10 T B e e 8 R 0

Questionnaire

Survey conducted by IIT Bombay Research team.

= T
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Baseline survey in household

(F ]

Y

Follow up survey in household

Aim of this survey of the programme to understand:
e Marketing, sales, and after-sales strategies for
increasing electric cooking uptake.
e Financial options
e Appliance usage in rural households, and
identifying strategies to enhance appliance
utilization.
It also includes data collection on demographic
information, household composition, economic status,
cooking habit, cookstove and their stacking, Stove usage,
User experience and perceived Barriers/ Enablers for the
adoption of electric cooking appliances.

Total Baseline Survey:

150

One month Follow-up
Survey:

36



Data Collection Tools
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Impact: Job Creation & Total Earnings

[ Job Creation at Local level ]
e (I
= S-Mart (10) Clean Cooking Champions (34)
/ \ /Sah a ?('St”.(:'t: o) \ /Auran abad District\
i ushma Kumari (Feb- - -
g ; Gudiya Devi (Sept-24
Gaya DISt"c,t S-Mart Earning CCCs Earning Kanchan Kumari (Feb-24) Kavit); Kumaﬁi (S?ept-2)4)
Satyam S-Mart- Feb'24 %9000 29,000 Hemanti Kumari (Feb-24) - i -
Dibva S-Mart - Feb'24 i ; ' Savita Kumari (Sept-24)

y ’ Champa Kumari (Feb-24) Anju Kumari (Sept-24)
Anubhav S-Mart - Feb24 28,000 %8000 Priyanka Kumari (Feb-24) Rubi kumari (Sept-24)
QEKUSh g-l\l\:a:tt = l;eggj X 7,000 X 7,000 Priyanka Sivahani (Feb-24) Shobha Devi (Sept-24)

avna S-Mart - Fe i i

26,000 26,000 Gudiya Kumari (Feb-24) Chinta Devi (Sept-24)
<5 000 <5 000 Sarita Kumari (Feb-24) Sanju Kumari (Sept-24)
. . ) ) Anita Kumari (Feb-24) Mikki Kumari (Sept-24
Aurangabad District 24,000 24,000 Sulekha Kumari (Feb-24) Anjani Kumari( (Sgpt-Zé)l)
Bharat_ S-Mart - Sept 24 Annapurna Kumari (Feb-24) Asha Kumari (Sept-24)
Pankaj S-Mart - Sept 24 3,000 ¥ 3,000 Deepmala Devi (Feb-24) Kaushaila Kumari (Sept-24)
Himanshu S-Mart - Sept 24 % 2,000 X 2,000 Renu Kumari (Feb-24) Preeti Kumari (Sept-24)
Raju S-Mart - Sept 24 Soshita Kumari (Feb-24) i g
. 31,000 % 1,000 ) Suman Devi (Sept-24)
Divya S-Mart - Sept 24 <0 <0 Shobha Devi (Feb-24) Chandni Kumari (Sept-24)
/ Soni Kumari (Feb-24) Priyanka Kumari (Sept-24)
Babita Kumari (Feb-24) / nganti Kumari (Sept-24) /




Job Creation

{ Job Creation at Institution level }

IIT Bombay(6) —

~

— J-WIRES | J-Wires(6)

~

Amit Singh Purva Jamsandekar
Gaurav Pandey Deepak Choudhary
Srisant Kumar Jivita Poojari
Priyanka Kumari Vimlendu Pandey
Saptosh Ajeet Singh

Rajesh Sunil Kumar

& / - ~




Impact: Earning®

CCC Earnings

S-Mart Earnings

Barachetti-Babita kumari
Barachetti-Soni kumari
Manpur-Deepmala Devi
Manpur-Annapurna Kumari
Dobhi-Champa devi
Barachetti-Soshita kumari
Imamganj-Anita Kumari
Sherghati-Gudiya Kumari
Sherghati-Shivani Kumari
Imamganj-Sulekha Kumari
Manpur-Renu Kumari
Dobhi-Hemanti Kumari
Imamganj-Sarita Kumari
Dobhi-Kanchan kumari
Sherghati-Priyanka Kumari
Dobhi-Sushma kumari

20

37,700
37,350
37,350
7,000
35,950
34,900
34,550
4,200
33,850
33,850
33,500
32,450
32,450
32,100
32,100
1,050
%2,000 %4,000 ¥6,000 %8,000

Earning in Rupees

Total Earning by S-Mart

Bhavna S-Mart
(Barachetti)

Ankush S-mart
(Manpur)

Satyam S-mart
(Dobhi)

Anubhav S-mart
(Imamganj)

Dibya Solar Mart
(Sherghati)

30

32,000

4,000

%6,000

This earning exclude the monthly compensation (given for initial 6 months for setting up)
*Majority of sales has happened after July 10, 2024




Timeline & Operational challenges

Awareness and Demo

activities started in 5
Awareness and E9 error Sales resumed Sales resume blocks of A bad
e ele and E7 error K OCKS O Aurangaba
i Demo activities reported and again P
Preparation of reported district
Training doc, started in 5 blocks Sales halted P
mobile app, of Gaya district June 16
ecord BookstJan 28, Mar 1, Apr 20, une 16, Aug 16, Sept 7,
procuremen
of appliances 2024 2024 2024 2024 2024 2024
Feb 5, Mar 10, May 1, July 11, Aug 28,
2023 2024 2024 2024 2024 2024
First Sales PCB Factory visit Kharif crop season Jeevika
Start component to examine Slow down Cadre strike
change the reworked momentum of
product Sales => Cadre

introduction to
increase sales

Other Operational challenges during execution:
1. Customers showed less interest if the product name is not available on ecommerce site or on Google
2. Delay in procurement of 1oT enabled induction cookstove



Research and Data Collection



Research Design

Assessing the sustainable adoption and consumer finance plan

The finance option chosen by the customer will be noted, and the performance of the instalment option (in
terms of ability to collect full payment) will also be studied.

Research Design Plan

Id
- Awareness Sales Hous.e.ho
Intervention Activities Halit visit
. i I % | -+ % —
1 Month 1 Month 1 Month 1 Month 1 Month 1 Month

Data Logger/ Installation Un-Installation
10T Data logger Data logger

Survey Baseline Follow Endline

(installation) Survey Survey

Sample of 150-200 HHs will be selected from among the total HHs who purchased electric appliances
e Treatment 1 (T1): Bi-monthly visits by CCCs to give additional info, maintenance, and support.
e Treatment 2 (T2): Informed of their monthly usage via SMS,

e Control (C): No additional intervention.



Research Design (contd.)

Action Research for Operations Management
e Activation of the electric cooking supply chain to be closely monitored, its inherent risk anticipated,
assessed, and possible risk mitigation strategies & other course corrections employed, as required.
e Adherence to standard and recommended business practice of Plan-Do-Check-Act (PDCA) cycles.
e In practice, J-WIRES together with IITB will implement monthly/quarterly PDCA cycles towards
o (i) monitor progress,
o (i) record best practices, and
o (iii) design & implement course correction required, if any, to continue and sustain the
business.
o Detailed records of the findings and learnings are to be documented (action research)
Towards Action Research/ PDCA
e Standardised workflows, maintain records, Management Information Systems (MIS).
e In order to assess possible future pathways, a simulation model of the detailed supply chain
operation is being developed



Based on Baseline Survey

Appliance and Fuel Stacking N=137

e 94% of HHs have LPG, but still 85% continue to have a biomass cookstove
77% of HHs stack LPG and Biomass, and 15% use only LPG for complete cooking.
e 6% HHs reported using biomass or improved biomass only for cooking purposes

Cooking Options available in the HHs Reported cookstove stacking

LPG
Biomass Cookstove + LPG

Biomass Cookstove

Induction cookstove LPG

Improved Biomass
Cookstove

Kerosene Cookstove | 0%

1%

Biomass Cookstove

Resistive cookstove | 0% Biomass Cookstove + LPG
+ Induction Cookstove

Electric Rice Cooker | 0%
Biomass Cookstove +

Electric Kettle | 0% Improved Biomass
Cookstove + LPG

EPC| 0%

0% 20% 40% 60% 80%

0% 25% 50% 75% 100%
O
Availability in % Availability in %



Understanding of Cooking Culture and ease of use

Cookstove: Ease of use

Easy Normal Difficult

Biomass

LPG

0% 25% 50% 75%

% of participants

e 38% of participants find biomass cookstoves

Based on Baseline Survey
N=137
Food cooked on Biomass and LPG

Vegetables (Dal aloo, Chokha, Kofta)
Chapattis/Roti
Rice/Pulao/Khichdi/Biryani
Dal/Pulse/Lentils/Kadhi

Frying (Puri, Pakoda)

Boiling (Water, Vegetable, Milk, Egg)
Chicken/Mutton/Fish

Egg curry
Sweets/Halwa/Kheer/Sewai/Cake

Tealcoffee

Maggi/Pasta/Upma

Poha __
=23
=1

Roast (Makhana)
Idli
Soup ™

Dhokla §

difficult to use, with only 35% reporting ease of % s . e -

use.

e 91% of users finding them easy to operate,
indicating a strong preference for this fuel type.

% of Households

e Biomass and LPG has been used approximately
equally for cooking the dishes



Advantages of Cooking with Electric Stoves Based on Baseline Survey

Free from smoke
Very convenient to use
Saves cooking time

Very safe to use

Very good quality of
cooking

Kitchen / walls are cleaner
now

Utensils / cookware won’t
get dirty

Free to use electricity/Saves
cost on LPG

No positive aspect
0% 25% 50% 75% 100%

% of participants

e 89% of users appreciate that electric stoves eliminate smoke, enhancing indoor air quality.

e 76% find electric stoves very convenient, with 58% noting significant time savings in cooking.

e 40% feel electric stoves are very safe, and 18% report cleaner kitchens and walls, reducing maintenance
efforts.



I I Based on Baseline Survey
Survey highlights ey

e The average household size is 6.

e 66% of the respondents have a BPL card.

e The average household income is approximately 11,000 rupees.

e On average, participants reported usage of 6 LPG gas cylinders per year.
e The average cost of refilling a cylinder is 990 rupees.

e All households have an electricity connection, and the average electricity supply available in each house
is 19 hours.

e On average, respondents spend 2 hours each time they go for collection of wood.

e Respondents spend 500 rupees on buying firewood every month.



Datalogger
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Datalogger Dashboard

Duration (Month)

Meter Installed

Approximate unit consumed (kWh)

July 11 - 31, 2024

34

210

Aug 1 - 31, 2024

34

1396

Sept 1-19, 2024

57

1775

As per preliminary analysis, average consumption per day per household is 0.81 kWh

* 170 dataloggers has been installed, here 125 dataloggers has been included in the above analysis.




Future Plan

Expected Cum_Sales

(230 Units)
Oct 25,
2024
Sep 30, i
2024

Follow up Survey:
Feedback of 150
consumers

|

Oct 31,
2024

Expected Cum_Sales
(450 Units)

Nov 30,
2024

Expected
Cum_Sales
(700 Units)

Expected Cum_Sales

(1050 Units)

T

Dec 31,
2024

Jan 31,
2025

|

Expected
Cum_Sales
(1450 Units)

6 months follow up Next annual
survey of 150 planning
Congumers

Feb 28,
2025

Feb 15, i

2025

Mar 1,
2025

Expected Cum_Sales
(1850 Units)



Sales Projection

2000

Projection of Product Sales
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Summary

Initial supply delay led to a late start in appliance sales.

During the initial Sales, a technical error was encountered resulting in the halting of sales activities.
Resolved the initial issue, but faced a different technical error, causing further sales halts.

The sales resumed on July 10 and an increase in sales is anticipated in the coming months.
Mobile app and data logger dashboard is helping us to keep track of the activities.

Plan-Do-Check-Act cycle is useful for strategic decision for improving the business.
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