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From the farmer to the consumer, the cold 
chain finally gets a saviour.

By Bhavya Misra

A
t a time when the world is looking 
to India for the huge market poten-
tial it holds, the Global Cold Chain 
Alliance comes as the one-stop desti-
nation to represent best-in-class cold 

chain practices, and communicate the fruits of its 
results back to the world. 

be paying if the supply chain had 
been better, because of wastage as 
well as multiple margins in the cur-
rent supply structure. The farmer in 
India gets around 30 percent of what 
the consumer pays at the retail store. 
Compare this with the situation in 
USA, where farmers can receive up 
to 70 percent of the final retail price 
and wastage levels are as low as 4 to 
6 percent. One can easily understand 
the benefits that could be generated 
from emulating those practices and 
tapping that expertise for the supply 
chain in India.”

So, how has the Indian market 
motivated the GCCA? Khanna in-
forms, “The Indian cold chain indus-
try is looking for effective and eco-
nomically viable cold chain solutions 
that will create total integration of the 
food supply chain linkages from the 
production centres to the consum-
ers, thereby reducing physical wast-
age and loss of value of the perishable 
commodities. This will simultaneous-
ly ensure both customer satisfaction 
and higher income to the farmers/ 
producers. At the moment, the cold 
chain infrastructure is in the process 
of evolving gradually but slowly, de-
pending on viability and specific 
needs of the unorganised sector.”

“However, this industry is ex-
pected to take a quantum jump to 

tap the new global marketing oppor-
tunities. The driving factors include 
a huge spurt in horticulture produce 
output, which now places India as 
the second largest producer of fruit 
and vegetables in the world, next 
only to China, and also in view of 
world-wide liberalisation of trade in 
agriculture commodities. The Gov-
ernment of India has identified this 
industry as a major thrust area and 
plans to support large scale invest-
ments essential for developing an ef-
fective and integrated cold chain in-
frastructure, which would ultimately 
lead to greater income in the hands 
of the farmer and an overall customer 
satisfaction. Big business houses are 
planning to enter this sector, which 
will result into cold chain becoming 
more organised in the future.”

The Global Cold Chain Al-
liance, was initially launched in 
April 2007, in the wake of its core 
partners – The International Asso-
ciation of Refrigerated Warehouses, 
World Food Logistics Organization, 
International Refrigerated Trans-
portation association and, the Inter-
national Association for Cold Stor-
age Construction – realising that 
there was a growing need to adapt 
the business models in response 
to an acceleration of the changing 
global conditions. About GCCA’s 
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The Indian division of the Global 
Cold Chain Alliance was inaugurat-
ed on the 17th of December, 2008. 
The Alliance is a unison of Interna-
tional Association of Refrigerated 
Warehouses (IARW), World Food 
Logistics Organisation (WFLO), 
International Refrigerated Trans-
portation Association (IRTA) and 
International Association for Cold 
Storage Construction (IACSC). The 
alliance, specifically, unites partners 
to facilitate communication, net-
working and education for the per-
ishable food industry.

Atul Khanna, director, GCCA, 
India Division, says, “The major 
objective of the GCCA - India Ini-
tiative is to be a solution provider 
for the cold chain industry. Besides 

this, it wants to organise educational 
workshops, training programs, busi-
ness development and networking 
for its members. We have a team of 
scientists, attorneys and consultants 
along with a network of 5,000 mem-
bers worldwide supporting the ini-
tiative. GCCA serves as the focused 
voice of the cold chain industry and 
unites partners to facilitate commu-
nication, networking and education 
for the perishable food industry.”

Characterising the state of the 
food supply chain network of India, 
Khanna contends, “In India, about 
60 percent of food quality is lost in 
the supply chain from the farm to 
the final consumer. Consumers actu-
ally end up paying approximately 35 
percent more than what they would 
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experience worldwide, Khanna in-
forms, “Our membership, which 
represents temperature-controlled 
third party logistics providers from 
around the world, and the perish-
able food industry, has showed over-
whelming support for the mission 
and activities of the Global Cold 
Chain Alliance. Beyond our core 
partners, we’ve attracted almost 100 
partners from the food industry, the 
trade press, and affiliate trade asso-
ciations from around the world.”

“Since the launch in 2007, 
we’ve expanded our international 
outreach efforts by establishing of-
fices in China and Guatemala to 
better serve members and the in-
dustry at large, adding to our ex-
isting offices in Europe, India, and 
the United States. The Alliance is 
part of an exciting new initiative 
aimed at improving the infrastruc-
ture and operations of the cold 
chain in India. Supported by the 
United States Trade and Develop-
ment Agency and organised under 
the framework of the U.S.-India 
Agricultural Knowledge Initiative, 
the program offers technical assis-
tance, a training program that in-
cludes a workshop series to be held 
in four key regions of India, and a 
study tour to the United States. So 

far the program has held workshops 
in Mumbai and Chennai.”

About the governing structure 
of GCCA in India, Khanna informs 
that the alliance in India is in the 
process of establishing itself and 
would like to represent the indus-
try in future for the development 
of cold chain in the country. The 
GCCA, according to Khanna, is set 
to holistically benefit the members 
of the food industry. The potential 
beneficiaries of the alliance would 
include: Food processors, retail-
ers and manufacturers, refrigerated 
warehouse owners, consultants, sup-
ply chain industry players, various 
other cold chain associations, com-
modity groups, research & educa-
tion institutions and many more.

The membership of GCCA is 
segmented across three categories 
– Corporate, Corporate Gold, and 
Corporate Silver. While the corpo-
rate membership can be availed with 
an annual fee of Rs 9,500, the Cor-
porate Gold and Silver memberships 
can be obtained with deposition of 
an annual fee of Rs 50,000 and Rs 
25,000 respectively.

Elaborating upon the specific 
roles the GCCA is set to play for the 
cold chain industry in India, Khan-
na describes, “GCCA with its vast 

resources, experience and worldwide 
network can introduce the Indian 
cold chain industry to appropriate 
technology and global opportunities, 
for improving viability and growth 
in this sector.”

The Alliance will:

• Promote and support excel-
lence and professionalism in the 
controlled-temperature warehouse 
and logistics industry. 

• Dedicate itself to the proper 
handling and storage of perishable 
products and the development of sys-
tems and best practices for the safe, 
efficient, and reliable movement of 
food to the people of the world.

• Foster good commercial and 
trade relations between transporta-
tion companies, their suppliers, and 
customers; gather and disseminate 
data and information to members; 
and protect the interests of its mem-
bers from unlawful and unjust mea-
sures and practices.

• Provide a forum for innovative 
ideas, promote standards of prac-
tice for the cold storage construc-
tion industry, sponsor professional 
education programs, conduct stud-
ies on solving industry challenges, 
and promote the interests of the 

industry in political, legal and regu-
latory arenas.

Besides the above, the GCCA 
would also contribute significantly 
to the businesses of its members 
by providing opportunities for ex-
posure, networking, business de-
velopment, access to trends and 
market intelligence and a plethora 
of related benefits. Every support-
ing partner of the GCCA, accord-
ing to Khanna, would receive listing 
in their Annual Global Cold Chain 
Directory. Supporting partners of 
the GCCA will also find themselves 
on the inside track for domestic and 
international cold chain projects. 
Khanna states, “The power of the 
Alliance rests in its capacity to bring 
different cold chain actors together. 
Not only do we deliver market in-
telligence and news to supporting 
partners, we give them the oppor-
tunity to directly participate in the 
development of global cold chain 
infrastructure.”

Given that the demand for fresh, 
safe and exotic produce is set to rise, 
there would be a greater need on the 
part of retailers to develop supply 
chain efficiencies. The availability 
of fresh produce at the retail stores 
is estimated to acquire as much as 
25 percent of a retailers’ square foot 
space by the year 2010. However, the 
demand and supply hurdles would 
pose a challenge for the retailers. 
Khanna contends, “Since retail is 
getting organised, consumers will de-
mand high quality and better prices. 
So, the retailers will have to support 
the development of the cold chain to 
improve the quality and bring down 
the prices.”  ■

Atul Khanna, director, GCCA India
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