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Lilac Flour M
ills 

 
Early in January 1974, senior executives of Lilac Flour Mills met to review the existing selling 

policy for bran. A review of the policy had become necessary in view of the accumulating 

stocks of bran. As on December 31, 1973, the mills carried an inventory of 2,000 tons of bran 

which was valued at Rs 37,32,000. During the past few months, Lilac Flour Mills had received 

several offers for the purchase of bran at prices ranging from Rs 1,000 to Rs 1,350 per ton, the 

most recent offers being at Rs 1,140 per ton. All the offers except two had been rejected as it 

was Lilac Flour Mills' policy not to sell any product at a price below full cost. The marketing 

department felt that it was either this selling policy or the method of determining the cost of 

bran which was responsible for the huge inventory. 

 
Lilac Flour MilLs processed wheat to produce white flour, suji, wholemeal flour, and bran. In 

terms of physical proportions, the average yield from a ton of wheat was 60 per cent for white 

flour, 10 per cent for suji, 10 per cent for wholemeal flour and 20 per cent for bran. W
hile there 

were slight variations in the yield percentage over a period of time, efforts were made to keep 

the bran percentage to a minimum. 

 
The Production Process 

The plant consisted of several floors and was divided into two parts: (i) cleaning section and 

(ii) milling section (Exhibit I). W
heat was fed through a bin in the ground floor, taken up by 

means of elevator buckets for dust and chaff removal and passed through a triour equipment 

which separated the broken corn, round seeds, maize, and stones from wheat. It was then 

washed, dried and stored in a clean bin. 

 
The cleaned wheat was passed through an aspiration cleaning machine where a jacket 

brushing was given to the wheat before it reached the double roller mill. The latter consisted of 

two pairs of oblique drilled cast-iron rollers, placed one upon the other with double feed 

rollers, a fully automatic connection and disconnection attachment, automatic flaps and 

agitator mechanism on both sides of the roller mill. The wheat corn was passed through roller 

mills and plantsifters successively until all the flour was won. The bran which remained was 

collected by means of a bran separator. The number of successive roller grindings given 

depended on the fineness of flour required. The plantsifter had sieve sets of different meshes 

which enabled the automatic separation of final products. The end products were passed 

through  wooden channels to the ground floor where they were collected and packed.  

 
Inventory Accumulation 

Lilac Flour Mills processed about 36 tons of wheat per day. A very small portion of the initial 

output was lost in the form of maize, stones, and other foreign matter. Every tone of wheat 

yielded about 0.20 tons of bran. In other words, the daily bran production was about 7.20 tons.  

 
 

This case was prepared by Professor Suresh A. Seshan and revised with the assistance of Mr. Kiran J. 

Mehta, Research Assistant. 
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ACC Limited:  Project 30-30  

 

On May 21, 2011, Brajesh Kumar, Head, Central Logistics, ACC Limited (ACC) at Mumbai, 

was expecting a conference call from Vipin Sharma, Head, Bulk Cement Corporation (India) 

Limited, (BCCI) and K Rajaram, President, Wadi Cluster of ACC. Sharma wanted to discuss 

several investment opportunities for increasing capacity at Kalamboli where BCCI was 

located. Rajaram also had views on what needs to happen at Wadi in terms of the loading 

infrastructure, not only for the bulk cement supply to Kalamboli, but also to improve the 

overall throughput at Wadi. 

It was more than four months into the financial year with sales marginally lower than 

similar period last year. Achieving the ambitious target of producing and selling 30 million 

tons (mt) of cement in 2011 seemed a distant possibility. What worried Kumar more was his 

understanding that to achieve 30 mt of annual sales, ACC needed more than just a 

production capacity of 30 mt of cement. It needed to transport the 30 mt of cement from 

manufacturing locations to the market. “Perhaps we need to rechristen the project as ‘Project 

30-30-30’ to highlight the missing logistical contribution”, a senior manager had remarked in 

a recent meeting. Such a rechristening could help in refocusing top management attention 

on the logistics function, especially when logistics costs contributed to 30 per cent of total 

operating cost. However, a mere rechristening of the project would at best be a cosmetic 

change. Kumar felt that establishing the central role of logistics function could be achieved 

only if the logistics function could move from the current role of a mere facilitator to one 

which drives sustainable competitive advantage.  

Kumar had participated in an executive education programme on Supply Chain 

Management last year and felt that there was much scope for increased coordination 

between sales and logistics functions. He recalled his early days in ACC, which he had 

joined after graduating from a Well Known Institute of Management in Western India 

(WIMWI). He once received a telephone call from a senior Government official enquiring the 

location and distance from New Delhi of ACC’s Lakheri plant. On further enquiry, it was 

revealed that the official was building a house for himself and wanted to be certain about 

the quality of cement as he had heard stories about spurious cement in the market. The 

official travelled all the way to Lakheri and then travelled in the delivery truck from Lakheri 

to New Delhi, a distance of 350 kms. Kumar also recalled a telling incident of how 

customers, even in rural areas were concerned about cement quality. He once saw a rural 

contractor, while making a choice between two brands of cement, take a pinch of cement 

from each bag and put it in each of his eyes. After a few ‘long’ seconds, he opened them, 

bloodshot, and chose the one sampled in the right eye since it hurt him more. This had a 

greater lime content. Kumar recalled the excitement in customers in touching ‘hot cement’, 

freshly produced and delivered from ACC’s factories. He felt confident that similar sources 
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RSWC and SSLL: PPP in Agri Warehousing 

 
 

Thursday, October 25, 2012 

 
Jaipur   

Mr DB Gupta, Principal Secretary, Agriculture and Horticulture, Government of 

Rajasthan (PSAH) and Chairman and Managing Director (CMD), Rajasthan State 

Warehousing Corporation (RSWC), was reviewing the midterm performance 

assessment of one of the new projects that the Government of Rajasthan (GoR) had 

undertaken. This project was in a Public Private Partnership (PPP) mode with Shree 

Shubham Logistics Limited (SSLL) for the management of 38 of the 90 agri 

warehouses that were owned by the RSWC. The immediate focus was on the 

implications of the Memorandum of Understanding (MoU) that governed this PPP 

for the 38 warehouses (MoU 38). He was also reflecting as to what model of 

management RSWC should adopt for the remaining 52 warehouses (RSWC 52). 

Further, since the state government had plans to double the existing nearly eight lakh 

tons warehousing capacity by 2013-14, Mr Gupta was wondering what could be the 

role of the government, public corporations and private parties in this. What lessons 

could they incorporate from the PPP into the new initiative?  

 
Mumbai  

Mr Aditya Bafna, Executive Director (ED) of SSLL was reviewing the midterm 

performance of their association with RSWC. This involved managing 38 of RSWC’s 

90 agri warehouses in a PPP mode. The specific focus was on modifications to the 

MoU which governed the PPP. He was also reflecting on options for further growth 

in the agri warehousing domain in Rajasthan in the context of RSWC`s future 

strategy. It was important that all this matched the overall business strategy of SSLL 

which planned to increase its presence in the states of Gujarat, Madhya Pradesh and 

Maharashtra in the medium term. The lessons from the RSWC PPP would be useful 

for this.  
 

The Background 

 
The MoU for the PPP had been inked on March 5, 2010. As per the MoU, the entire 

operations of these warehouses were handed over to SSLL, while RSWC retained 
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Oilon 

As the Autumn leaves were turning into a feast of colours - green, red, yellow and orange, 

Päivi Leiwo-Svensk, seated by her desk in her office in Lahti, Finland, pondered over next 

steps in the Oilon Group’s trajectory. Päivi wore many hats in this private family business. A 

second generation proprietor, she was one of the owners of the Company, a member of its 

Board of Directors, the Company’s lawyer and its recently appointed Chairperson. How 

may the Oilon Group seed and harvest its technological innovations? In which parts of the 

world should the Company compete? What kind of international footprint would create 

most value? How to make the trade-off between competition and collaborations to increase 

shareholder value and prospects of sustainable growth? Some of the questions that 

constantly came up ever since the enterprise internationalised were: How will the markets 

behave? Which burner and alternative burner fuels would customers prefer in various 

business segments? Which countries and product markets may the company successfully 

penetrate during the next quinquennium 2009-2014 as part of its rapidly expanding 

international profile? How will policies and regulations in different countries affect the 

business? Would adding manufacturing capacity outside Finland add to profitability? How 

to finance internationalisation? How real was the threat from disruptive technologies 

redefining the dynamics of competition in its main product lines that could necessitate new 

collaborations? Were the profitability of the firm and growth being helped or constrained by 

its current international footprint and partnerships? These questions occupied her mind as 

the Board of Directors was to meet soon to discuss Oilon’s strategy. 

Company History The enterprise that eventually metamorphosed into the Oilon Group was originally 

launched in a small Helsinki garage to profit from opportunities on the back of the booming 

post-World War II oil business. During the second world war, oil in Finland had been 

difficult to obtain for other than military use. This situation changed dramatically after the 

war. 

IIMA/BP0336

 

IIMA 
CASE CENTRE  

How do I pay?

Online: Credit Card / Debit Card / Net-Banking 
Offline through Cheque/ Demand Draft in favour of 
“Indian Institute of Management Ahmedabad” 
ECS Payment (http://cases.iima.ac.in/ECS-details.
pdf)

How do I order IIMA Case Centre material?

Step 1

Log-on to IIMA Case Centre Website: 
cases.iima.ac.in

Please do not type www in the browser box.

Step 2

Please click on “Register” icon.  Provide details 
about yourself, your affiliation and purpose of 
buying in the Registration Form.

1.	 Faculty/Trainer (FAC)

2.	 Students (STD)  

3.	 Ph. D  Scholars (PHD)

4.	 Executives (EXE)

5.	 Educational Institutions (EDU)

6.	 Corporates (COR)

7.	 Others (OTHR)

Step 3

[If you have registered under the “Others” category, 
please go to step 5.]

Please note that the default group for a fresh 
registration will be OTHR - Others. After we verify 
your letter/document/ID proof, we will allot you to 
the correct group as indicated in your application. 
In the meanwhile, you can instantly login and 
purchase as per market rates.   

Step 4

After you receive confirmation of your registration, 
login again with your user name and password.  You 
can change your password if you like.

Step 5

Search and select the cases you want. If you are 
ordering for educational purposes, you need to 
mention the name of the instructor, the title of the 
course and the duration of the course. These would 
appear on every page as a blurb in the document 
that you buy.  Then add the selected material to My 
Cart.  And check-out.

Step 6

Make your payment.

Step 7

You will receive an invoice through email.

Step 8

Download the pdf copy.

IIMA Case Centre 
Indian Institute of Management Ahmedabad 
Ahmedabad 380015 
Phone : +91-79-66324967 
e-mail: casecentre@iima.ac.in  
website: http://cases.iima.ac.in  
Twitter @IIMACases



The IIMA Case Centre was established in April 2014 
by converting the IIMA’s case unit into a formal 
entity that would support case writing, manage 
the distribution of IIMA cases and promote case 
teaching.  It holds nearly 4000 cases, technical 
notes and exercises written by generations 
of faculty members of the Indian Institute of 
Management Ahmedabad over a period of nearly 
five decades. These cases and other material 
constitute an important part of the learning and 
learner centred pedagogy that IIMA is known for, 
the Case Method. 

The cases are classified according to the disciplines 
they deal with: Accounting, Communication, 
Economics, Ethics and Governance, Finance, 
Human Resource Management, IT and Systems, 
Innovation and Entrepreneurship, International 
Business, Management Education, Marketing, 
Operations Management, Organizational 
Behaviour, Public Policy and Law, Quantitative 
Methods and Strategic Management. Cross-
referencing by sector is also available: Agriculture 
and Animal Husbandry, Banking Finance 
Insurance, Cooperatives, Education, Government, 
Health, Infrastructure, Manufacturing, Mining, 
Miscellaneous, Public Sector, Telecom Software, 
Trade and Transportation and Logistics. 

The IIMA Case Centre also partners with Harvard 
Business Publishing, Ivey Publishing, SAGE and The 
Case Centre ECCH, UK to promote the distribution 
of IIMA cases. 

Services offered
•	 Research assistance, editing and proof-reading 

support to IIMA faculty members
•	 Small grants to develop cases 
•	 Administering an annual award for the best 

case  
•	 Regular training workshops for editors, case 

writers and case teachers 

Pricing  (Prices inclusive of  Service Tax) 

For Individuals

Users Product Purpose Price

Faculty members Cases/Technical notes/Exercises 
and Teaching Notes

Inspection only Free

All (including Faculty, 
Students, Corporates 
and Individuals)

Cases/Technical notes/Exercises Use in all 
programmes

INR 200 per copy (that is, per 
program participant) or its foreign 
currency equivalent

For Educational Institutions

If  you want to buy individual copies:

Cases/Technical Notes/Exercises INR 200 per copy (that is, per program 
participant) or its foreign currency equivalent

If  you want to obtain IIMA Case Centre material under an Annual Contract Agreement (ACA)

Option "A":  Download unlimited number of  IIMA Cases/ Technical 
Notes/ Exercises for specific number of  students @ INR 1,500 (Rupees 
Fifteen hundred) per student, inclusive of  service tax, per annum.  You 
have to specify the number of  students in each programme and the total 
number of  students in all your programs.  

Total number of  students x INR 1,500 or its 
foreign currency equivalent*

Option "B":  Download unlimited number of  IIMA Cases/ Technical 
Notes/ Exercises for any number of  students by paying a total of  INR 
7,50,000 (Rupees Seven Lakh Fifty Thousand), inclusive of  service-tax, 
per annum.

INR 7,50,000 (Rupees Seven Lakh Fifty 
Thousand) or its foreign currency equivalent*

If  you want to obtain IIMA Case Centre material under a three year contract agreement

You can opt for Options A and B of  the Annual Contract Agreement 
for a three year period and avail of  a discount of  25%. The prices are 
inclusive of  service tax.

Three year contract: 

Option “A”: Total number of  students x INR 
4,500, or its foreign  currency equivalent, (less) 
25%

Option “B”: INR 16,87,500 (Rupees Sixteen 
Lakh, Eighty Seven Thousand, Five Hundred) 
or its foreign currency equivalent*

* You will have to enter into a contract with IIMA under these options; please contact: caseweb@iima.ac.in.


