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How ONDC works?

Architecture
Customers [ ONDC ONpC
Network Services
" " ' ‘ ‘IIIIII.IIII Illllllll.
[ Buyer App ] [ Buyer App ] [ Buyer App ] [ Buyer App ] * Registry

eEEEEEEENEENENBNEN
*

eUENEENENEENENEEN,

’.IIIIIIIIIIIIIIIIIIIIIIIIIIIIII EEEEEEEEEEEEEEEEE S EEEEEEEEEEEEEEEN

@)

Inventory model

@)

Marketplace model

Aggregator model

@)

[ Seller App (owned by
Brand 1)

][ Seller App ][ Seller App ][

Seller App

Service provider

Seller

Brand 1

Seller
Brands
Businesses
Resellers
Manufacturers
Retailers
Kirana

Seller
F&B
Mobility

Seller
Logistics
Hospitality
Mobility

)

EEEEEEEEEENEN,

7

\network /

- = Network policy
- = Reputation ledger

4ppessssEnmnn®

77 - = Open data ledger

- 1 = Inter-Network

= % Interoperability R
e ~

Logistics services may be
procured by Buyer app or
Seller app and will be
settled with the logistics
service provider on the

Page 2

ONDC as growth enabler for B2C companies



How ONDC (as a sales channel) may drive sales volume?

Comparison across sales channels

- dri F Offline Online
olume drivers actors . Website / Live Social
e App commerce commerce Marketplace ONDC
Market presence | Access to wide pool of potential buyers *% *% e % % Fdedkkok
Searchability Across platforms *k * *% * % dededek
Not required to go to multiple platforms *% *% e e *kkeok *kkkk
R Shelf / page location or placement independent of platform driven %% e % % %% k% * sk k
Visibility prioritisations
Based on customer’s preferences (prioritised over platform driven * % ok 3 T %%k Kk
algorithms)
In-person / personalized interaction with customers *dkdedkd | ovkok *kkkdk  hkkdkk Kk *%
Product shopping experience — based on products’ physical attributes | *¥%*%%% %% ks *% * %
Transparency in pricing *% % ok o3k oA % % Je % %
Sales Ability to negotiate directly with customer *kdkkk | % *kdkkdk | hdkdkkk *
conversion Price/ shopping experience/ delivery/ etc. options — choice of platforms | s k% & % A *% * Kk dkk
for customer (purchase decision)
Customer’s payment flexibility (independent of platform tie-ups) fo e o 3 oo R % de ¥ ok %
Additional resource requirement vis. Sales force, digital marketing, * * *% *%k *dkKkk
technology
Option to advertise k% A dkkk  kkkkk kkkkk | kkkkk Kk
Scope for Advertisement not constrained by space or scale * Fkkkkdk  dkkk kdkdk kkkkk I N/A
Marketing Flexibility to offer discounts and promotions * % Fkkk  kkkkk  kkdkkk  kkdkkk  kdkkkk
Scope for influencer involvement *% kkdkkdk  kdkdkkdk  kdkdkdkk ok %%k ok k
Planning & Data and analytics - Customer, competition, channel, order fulfiment | *%* Fdkdkk  kkkdk ikdkdkk [k %k
decision making | Learning and feedback mechanism %Kk kdkkk  khkkkk khkkkk | kkkk %%k k%
Flexibility to leverage already-built reputation across platforms %k *k %k *% * Fdekokk
Scalabilit Ability to handle increased demand; not constrained by physical %% *kkk  kk *% dhkkkk | Fkkkk
y aspects like shelf, store size, network, geography
Ability to scale operations to multiple locations or platforms fo e ) *k *k *k *% Fdededk
Note:

Page 3 Platform means any online app or

website etc that is on ONDC system
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Business impact of ONDC compared to online marketplaces

Overall positive financial impact envisaged
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Page 4 only the relevant drivers of revenue and costs have ONDC as growth enabler for B2C companies | [ Positive impact Negative impact #
been considered on this page for comparing with (degree)
online marketplace
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