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Quick Commerce Industry

I_ ‘Quick Commerce’ penetration as a percentage of online grocery is 13% in India vs China (7%), Europe (3%)

India Quick Commerce Industry Market Size Total Market Share of players in India

(in INR Crores)
37%

20%

A
2023(A) [ 13.097 |I||
CAGR: 63%

4%

3 3 ° 39%
m Blinkit = Swiggy Instamart = Zepto ' Others

25 minutes 1.8% INR 500 3 per week

Average Delivery Time in
India

User Penetration Rate Average Order Value Order Frequency

Source: www.finshots.in , www.prnewswire.com, www.timesnownews.com
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https://finshots.in/infographic/who-leads-indias-quick-commerce-market/
https://www.prnewswire.com/news-releases/india-quick-e-commerce-quick-commerce-market-size-to-surpass-us-19-932-5-million-by-2030--exhibiting-a-cagr-of-63-302072447.html
https://www.timesnownews.com/business-economy/industry/quick-commerce-democratizing-the-right-to-laziness-bernstein-article-89448029

Business Models used by Quick Commerce Brands

Multi-Vendor Marketplace Model

Orders are directed to neighborhood
physical stores that deliver locally using their

internal staff.
Dark Store Model

A warehouse that is not open to the public, and
its main purpose is to quickly pack and

del dispatch products for online orders.
. Hybrid Mode
BUS' ness Blends the inventory and
— hyperlocal formats to deliver
MOdeIS within 30 minutes.

Hyperlocal Model

Last-mile delivery is by delivery
partners picking orders from
neighborhood physical stores.

Inventory Model

3 Orders are processed and sent from
warehouses with inventory bought and sold

by ecommerce companies.

Source: www.forbesindia.com
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https://www.forbesindia.com/article/iim-bangalore/quick-commerce-last-mile-delivery-indispensable-or-superfluous/82065/1

Top 5 Quick Commerce Brands in India

Business Tenure

Delivery Time

Delivery Charges

Presence

Revenue growth in

FY23

Source: India Today, www.entrackr.com

10 Years

10mins

INR 0-30

27 Cities in India

207%

4 Years 3 Years
15 - 30mins 8-10mins
INR 15-35 INR 0-35

26 Cities in India 10 Cities in India

58% 1139%

) bighasket

12 Years
10-20mins
INR 0-25
30 Cities in India

5%

3 Years

16-20mins

INR 15

7 Cities in India

317%
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https://www.indiatoday.in/diu/story/india-climate-change-economic-impact-2381534-2023-05-19
https://entrackr.com/2023/10/zeptos-revenue-grows-14x-to-rs-2024-cr-in-fy23-losses-up-by-3x/

Strategies used by Quick Commerce
Companies




Strategies of Players (1/11)

Strategies of Dunzo Daily

Strategies of Swiggy Instamart

Operations Customer Faster E Swiggy Instamart prioritizes consumer
through Al Centric Deliveries ! feedback and focuses on providing
Strat ! doorstep convenience and discounts.
ALY 9 : Collaborations with banks offer attractive
@ m ! Customer discounts to incentivize grocery orders.
| Satisfaction
Dunzo Daily uses Dunzo Daily i (
EladlildEIMTa Cllifellalds) | focuses on supply: ! & ,‘\ By analyzing its own customer data, Swiggy
with its platform for REsEI 6! ! 5,, Instamart optimizes inventory to ensure
effectively exceptional ! popular items are always available, reduce
I;Ioerr?wcaar?éll,nr?\a king g?(f)teorgreée. As of i Inv.e|.1tory \rlmvizskler izgtg?n%rro ;/aetgcggt?grc\y eeding o
better inventory July 2023, they . Efficiency
decisions and have been b
smoothening delivering 1-1.5 !
supply chain million monthly !
operations. orders. ! >
! Expansive
Product
\_ ; Range

Source: www.storehippo.com , ProductMindsAcademy.com , Entrackr.com
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http://www.storehippo.com/
https://www.linkedin.com/pulse/blog-post-22-swiggys-comprehensive-market-strategies-gbxce/?trk=public_post_main-feed-card_feed-article-content
https://entrackr.com/2022/08/with-high-one-time-expenses-dunzo-daily-lost-rs-230-per-order-in-h1-2022/

Strategies of Players (11/11)

Strategies of Zepto

Strategies of Blinkit

Strategic Efficient Optimizing ; SHOP
sae | ot . : : | Blinkit collaborates with major retailers to
Positioning Operatlons Algo"thms : i store and deliver items to customers. They
P — ! . ensure products are handed over to delivery
= a ! Retail partners within a 3-4-minute window.
To— ' Partnership
T
Strategically Their operational ! \/
ngtalﬁgeadrégshli%?- nglccklﬁ]r;cybzlggiv:gfor i O Blinkit monitors the quality of all the grocery
micro—warehoi:ses and disr’)atching ' | N JEmE procgrgd ina warehogse. Uhis liglze
and dark stores items within 58 ! Quality them to efficiently manage its overall
maintain an seconds after : A procedure.
average delivery checkout is rooted : ssurance
distance of just 1.8 in a sophisticated ! -
km. This close inventory v :
proximity greatly management :
reduces travel time, system. |
ensuring rapid and |
liabl liveries. : .
reliable deliveries . Dellvery
: Dynamics
: N

Source: www.theproductfolks.com , www.Whitman.syr.edu
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http://www.theproductfolks.com/
https://whitman.syr.edu/snyder/2022/03/09/blinkit-grofers-pivot-to-quick-commerce-via-10-minute-delivery/

Conclusion

LS

1. Challenges of Quick Commerce
Logistical Issues, regulatory hurdles, intense competition and additionally the cost of hub operations and last-mile delivery are
major challenges for companies in this space.

1l
2. Convenience vs Cost % '@/ﬂy

While Indian consumers appreciate the convenience provided by these service providers, they are often reluctant to pay
delivery charges due to the typically small basket sizes, which mainly consist of groceries or impulse purchases. Therefore, even
a nominal fee can appear troublesome to them.

il

3. Future of Q-Commerce i
By 2030, about 65% of India's population will be between 15 and 59 years old, a prime age for consumption consisting of the
working class having higher earning capacities and purchasing power. With rising incomes, around 110 million households are
expected to join the middle class, driving demand for goods that quick commerce
platforms are hurrying to provide.

4. Strategies for Q-Commerce g
Success will depend on processing more orders, pushing the right assortment of products (Stock-Keeping Units (SKU) with
good margins to increase Average Order Values (AOV)), ensuring efficient deliveries and offering unique value propositions that
will encourage customers to top up their carts even after purchasing the required products.

Source: www.theeconomictimes.com, www.inc42.com



http://www.theeconomictimes.com/
https://inc42.com/features/indias-quick-commerce-race-blinkit-on-top-after-2023-can-rivals-catch-up/
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