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Small Millets 
 

 Food of the Future 

Food of the Past 

What Happened in between? 



 

Investigative study on 

“Value Chain of Small 

Millets”. 
 



Findings of the Study 
Trends in Small Millets  

 

 Cultivated Area  has come down to 5 lakhs ha in2005 from55 lakhs 
ha in 1955 

 Production has come down to 5 lakhs MT from22 Lakhs MT in 
1955. 

 Shift in cultivation from Small Millets to other millets 

 Less importance given on R & D for Small millets 

 Absence of Policy support like MSP 

 Consumption also reduced because of laborious techniques for 
processing 

 Distribution of  Rice and Wheat through PDS 

 Free distribution of Rice in Tamilnadu through PDS worsened the 
scene. 



Findings of the Study  
Activities Findings Interventions needed 

 

Production 

 

Decline in - Area & Production 

-From 53 lakhs to one lakh hectare 

-22 lakh tonnes to 5 lakh tonnes 

-Motivate the farmers  to cultivate the 

cultivable Fallows 

-Enhancement of Productivity 

 

Storage Lack of storage Facility 

 

-With Farmers 

 

-Village Level  

-Practice of storing samai in home in 

Jawadhu hills is to be practiced in other 

areas. 

-Common Storage facilities to be created  

Processing - Cumbersome local methods 

- Lack of processing mills in the village 

itself 

- Providing small machineries for 

destoning,dehusking and polishing 

Maximum 10 chain actors 

 

- Shortening the chain actors from 10 up 

to 3 to reduce the price spread.  

Poor shelf life  

 

 

Transportation cost to processing mills 

to Nashik is higher 

- Awareness on better storage methods 

-Introducing vacuum packing for polished 

grains 

- Motivate the local mills to do full 

processing. for local markets 



Findings of the Study –Contd… 

Activities 
 

Findings 
 

Interventions needed 
 

Value Addition Non awareness of different recipes  - Awareness creation Programmes 

- Demonstration and training on recipes  

Marketing Higher cost price of the product due to 

more chain actors 

 

Higher transportation cost from mills 

to consumer 

 

Lack of Minimum Support Price(MSP) 

 

Less awareness about the nutritive 

value of small millets in south  

 

Non availability of the processed small 

millet rice in all locations   

- Reducing the price spread by 

minimizing the number of chain actors. 

-Marketing  locally 

  

-Approaching the Govt. for the policy 

changes 

 

- Conduct more awareness programme 

 

- Opening more retail outlets 

- Promote direct sales to the consumers 



Constraints in Marketing of Small Millets 

 Market constraints such as  

  -absence of established markets 

  -lack of access to the markets 

  -lack of infrastructures for processing 

  - lack of  knowledge on recipes 

  -standardization of recipes 

  -absence of a predominant value chain as for other cereals 

  -about 10 actors between Producer to Consumer 



 

 

Action taken on the interventions needed 

1.Shortening of Value chain to reduce price spread 

2.Conducting  promotional programmes 

 to create awareness among the people on 

Creating awareness on Nutritional aspects of consuming Small Millets 

Developing recipes 

Conducting promotional activities to popularize Small Millets 

Promotion  of Small Millets by identifying new channels for 

marketing 

 

 

 

 



Chain Actors in Small Millets(Barnyard Millet) 

Shortening of Value chain to reduce price spread 

 
 
Model  Planned 
  

Existing  Model  

Farmers 

Processers at 
Nashik 

Processers at Theni 
(Semi Processing) 

Brokers at 
Bangalore 

 

 
Wholesalers 

Small local 
traders in village  

    
Big traders 

Wholesale 
Marketers 

Retailers Consumers 

 
Farmer 

 

 
FPO/KTL 

 
Consumers 



Promotional 
Programmes 

By 

KTL 



Promotion of Small Millets Media Coverage 
Article in Dinamalar  



Media Coverage Contd… 



Media Coverage-Paper Advertisement 



  

 



Branded Millets 



SMALL MILLETS – CONDUCTING MILLET NIGHT IN 

AGRINI 

Recipe Training 



Small Millet Recipes 



Small Millet Leaflets 



        Mobile Marketing Unit 



Exhibition cum sales in Walkathon  - 2016 



Small millets Consumption  
Promotion of Millets in Chennai Festival 



 Exhibition cum sales in Madurai 
Symposium  



 FPO Promotion 

  3 FPOs  promoted for small millets 
 
  Focused on 
 
 -  Productivity  Enhancement 
- Value Addition 
- Branding  
- Marketing  
  A. Federations 
  B. Producer Companies 
  C. Wholesales 
  D. Retailers 

 



 Raw Grains 

 Dehusked 

 Fully Polished 

 Semi Polished 

 Par Boiled 

Different Form of Millet Rice 



Value Added Products of Small Millets 

 Rice (Dehusked, Semi Polished, Parboiled ) 
  Dosai Mix 
  Sevai 
  Vermicilli 
  Puttu Mix 
  Multigrain Mix 
  Health Mix 
SNACKS 

 Murukku 
 Seedai 
 Lattu 
 Athirasam 
 Cookies 
 Noodles 

 



Profit Sharing to the farmers  

  No. of Farmers involved: 40 
  Crops taken model: Kudiraivali (18 MTs) 
  Crops taken model: Varagu (8 MTs) 
  Processer involved: Procuring 
                                          Processing 
                                          Branding 
                                           Marketing 
Total Profit earned in 26 MTs:  Rs. 2,16,000 
        Profit  shared to Farmer     : Rs. 8.30/kg 
Profit / Farmer = Rs. 165 to Rs. 11,602 
 
                                   

                                    



Profit Sharing Function 
Maximum profit sharers from Veppampatti village to a 

maximum of  Rs. 11,600/-   



Identification of Channels 

 Wholesalers  

 Retailers  

 Cookies Manufactures 

 Snacks Producers 

 Restaurants and Food Caterers 

 NGOs/Self Help group members 

 DHAN Collective institutions -Federations 



 

Comparison of Price of small millets as on 14.02.2018 

S. 
No 

Grains Eco care 
Chennai 

Nala 
organics 
Chennai 

Kannan 
Departmen

tal store, 
Madurai 

Retailers in  
Madurai 

KTL 
 
  

1 Varagu  

(Kodo millet) 
 130  120 68 65 53 

2 Thenai  

(Foxtail 

millet) 

120 120 45 55 36 

3 Samai  

(Little millet) 
130  120 80 78 68 

4 Kudiraivali 

(Barnyard 

millet) 

 130 120 65 65 52 

(Rs/Kg) 



Sales of Small Millets through 

Different Channels 

Channels 2013-14 2014-15 2015-16 

QTY 

MT 

Value  

Rs.L  

QTY 

MT 

Value  

Rs.L 

QTY 

MT 

Value  

Rs.L 

 

WholeSaler  1.10 2.0 41.5 22.82 104.9 57.71 

Retailer  0.50 0.92 3.80 2.12 5.19 2.86 

Processor  9.92 18.04 12.48 6.86 0.03 0.02 

Federation  44.74 81.34 25.83 14.20 2.03 1.12 

Consumer  1.77 1.77 3.51 1.93 2.89 1.59 

TOTAL 
105.52 58.03 87.12 47.93 115.0 63.30 



Sales of Small Millets through 

Different Channels 

Channels  2016-17 2017-18 Total 

QTY 

MT 

Value  QTY 

MT 

Value  QTY 

MT 

Value  

Wholesalers  84.19 46.31 20.0 11.02 232.64 138.97 

Retailer  16.84 9.26 2.08 1.15 26.80 15.88 

Processor  0.34 0.19 0.0 0.0 30.90 17.00 

Federation  12.91 7.10 98.93 42.26 250.00 126.43 

Consumer  3.29 1.81 0.80 0.44 12.92 7.54 

TOTAL 
117.57 64.67 121.81 54.87 553.26 305.74 



Scope  

1. Lot of awareness in Tamilnadu about health aspects of small millets 
2. New opening of Natural Food products mainly for small millets 
3. One millet meal per day controls diabetics 
4. Variety of value added products 
5. More professionals especially IT professionals come to through field 

members of federation 
6. Farmer Producer Organization would be focused  
7. Small millets is the future product like Quinoa in USA. 
8. FFS Packing 
9. SMART handling 
10. Scope for increased sales due to increased awareness among members 

of DHAN Collectives 



 
 
 
 
 
 
 
 
 

THANK YOU 


