
Background and Approach
Introduction of new product requires analysis of the potential pathways for the product to the market.
NovIGRain consortium has wide range of experts related to grain storage. Using their expertise and
knowledge of the network a set of business models was drafted ranging from conventional to more
obscure ones.

These models were then shared among both internal experts of the project as well as with the external
experts from the network not involved in the project. To evaluate the experts assessed each model across
5 criteria: Value proposition, Feasibility, Scalability, Innovativeness and Strategic Fit.
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7 Business
Models

Business Model 1 
B2B Bundled Service Model 

(Large-Scale Buyers)

Core Concept: IGR insecticide sold in bulk to large clients
with bundled services (e.g., equipment leasing, training),
enabling compliant application at scale. 
Target Users: Large farms, storage companies,
cooperatives, ports
Revenue Model: Bulk product sales with optional service
bundles or leasing agreements
Key Strength: Higher revenue per client, lower misuse risk,
strong client retention
Potential Limitations: Slower scalability

Business Model 2
Online & Retail-Oriented Model 

(Small-to-Medium Buyers)

Core Concept: IGR insecticide sold online or via agri-
retailers for self-application, based on its safe and easy-to-
use properties. 
Target Users: Farmers, small-to-mid-sized grain storage
operators 
Revenue Model: One-time product sales (retail or online)
Key Strength: Broad accessibility, high scalability, low
distribution cost
Potential Limitations: Risk of misuse without oversight;
limited value-added support

novIGRain Expert Perspective
Given the tight margins and high competition in the grain
trading business, more conservative and established business
models are generally preferred, with new approaches often
seen as unnecessary complications.
Direct sales to large customers or pest control operators
remain the preferred routes, as they provide better control
over how the product is perceived and help maximise its value.
By contrast, selling through retail or online channels tends to
drive price-based competition rather than building
understanding of the IGR product’s mode of action.
Dual application can be a viable way to introduce a new IGR
product to customers already using adulticides.
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L A R V I C I D E  F O R  S T O R E D  G R A I N  P R O T E C T I O N
United Experts Group,
Belgium

Curious to share your perspective? Help us out! Explore our
third interactive novIGRain poster and leave your feedback!

Results 

Business Model 3
Direct Product Sale to Pest Control

Operators

Core Concept: Product is sold per unit via existing
channels to pest controllers who apply it as part of their
service. 
Target Users: Pest control operators
Revenue Model: Bulk product sales
Key Strength: Fast to deploy; low operational complexity
Potential Limitations: Commoditised product, limited
control over usage quality

Business Model 4
Dual-Use Application Platform Model

Core Concept: IGR insecticide adoption enabled through
leasing of dual-application equipment compatible with
current adulticide use, allowing seamless integration into
existing pest control routines. 
Target Users: Current adulticide users (e.g., deltamethrin),
grain storage operators, progressive farms
Revenue Model: Product sales (IGR + adulticide);
equipment leased free as adoption incentive 
Key Strength: Accelerates IGR adoption; builds on existing
habits; increases product pair sales 
Potential Limitations: Higher capital investment
(equipment leasing); need for user training; risk of
underutilization if not well supported

Business Model 5
On-Demand ULV Equipment Leasing for

Small-Scale Users

Core Concept: Portable ULV sprayers leased on-demand
and bundled with IGR product for accessible, accurate use
by small-scale users. 
Target Users: Smallholders, cooperatives, rural service
providers, agri-service hubs
Revenue Model: Short-term leasing + bundled product
sales or use-based agreements
Key Strength: Enables ULV use at small scale; removes
equipment cost barrier
Potential Limitations: Requires logistical support and
scheduling coordination

Business Model 7
Certification of IGR-Treated Grain for

Market Differentiation

Core Concept: IGR-treated grain receives a market-
recognized certificate, driving product use through buyer
preference. 
Target Users: Cooperatives, exporters, large farms
Revenue Model: Product sales + optional certification fee
Key Strength: Market-driven adoption; long-term
positioning
Potential Limitations: Requires system-wide coordination;
slow adoption curve; certificate credibility must be built

Business Model 6
 Rapid Detection and Customised Treatment

via Lab Partnership

Core Concept: Customized IGR treatment based on
scientific pest detection and lab recommendations. 
Target Users: Storage operators, large farms, cooperatives
Revenue Model: Diagnostic fee + linked product sale or
subscription
Key Strength: Precision use; scientific credibility; reduced
misuse
Potential Limitations: Coordination complexity,
turnaround time, need for lab capacity
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