“The importance here is to cut out

unnecessary middlemen’

Michael Bergdahl, author and Wal-Mart director, says that if small retailers in India cannot buy stock directly
from the source, their next best bet would be wholesalers.
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Michael Bird Dawg," Bergdahl has per-
“haps penned ne of the most intereselg Ry
tories of the world's best knowa redall chaia,
As Director for People’ for the headquarters
office of Wal-Mart and 8 clnse gssociate of
Sam-Walton, ke's knovwan fod s termaronnd
strategyes and " best prachices in the retail
SECTr.

His -books, What T Learned from 3am
Walton: Hew o Compete and Theive in a
Wal-Marg Wiorld and The Tactics of the
World’s Richest Man, give rare (nsights ioto
Sem Walton'= Iife.

During hiz visit e India in the nexr few
weeks, Benpdahl sl talk to Indian plavers
oat ghobal trends in the retail industry and on
suvcessiul practives that Jocal players cin
draw upon, fo overceine the current chal-
lenges facing the industry, In an e-rtafl in-
ferview with Brandiine, Bird Dawg: (so
nfckmared by Sam Walton) felds gueres on
how the Indian retail story is shaping up.
Excerpoa

Has India made the right moves far
its organised vetail business? There
are some large business houses in the
country that entered the sector with
pan-Indiz expansion plans. I1s this the
hest route for a retail :

The Indian marketplace 15 one of the most

complex in the world. With-so many varia-
&5 dn s nul'l:l:'lp!.ql.'l:' g nid '[nl:]in, tranhi-
tinsal retgiler  ome-sive-fits-all © store
strategies just won't work With' different
langaapes, customs, product preferences
and religious beliefs, India presents chal-
leriges miost international petailers Have not
faced before. IF it were casy the percen
of vreanised retail would be substantially
higher already.

Pan-India expansion hus not been solved
bv Indio™ vurrent retailérs ind I believe in-
ternintional retailers ore wary of failing whilo
they are trving o understand and overcome
the unigue challenges ofthe Indian consum-
er and the regional calfural differénces
There is. no- guarantes of success when 8
retailer npens stores in nEvW Enproven mar-
kets and 1 haliove the smount of tme, ener-
gy, efforr and creativity reguired oo simply
understond India moy prove too challenging
for most intermational retailers.

Locotion, pricing, quality _ which of
these is the winning proposition for a
retail chain?

First, it"s alvays sbout understanding the
cistomer; where s/he lives (their wants and
neids and product preferences), T also think
the key s to have the right location along
with the right product asortment and in-
storecredit,

Have Indian retailers understood

the importance of logistics and back-
end support for their outlets?

With mvoarly small retailers in [ndia, faup-
phv chamn' 18a%t like that whilised by global
retailers such as Wal-Mart, Tesco; Metro
ind Carrefour, Large retalers take advan-
tage of technologies that small retailers can
oniky dreamy abous Many small refailers
around the world buy products cooperative-
Iy to-avail themsélves of the economies of
scale of a larger company. Alone, small re-
taikers do not hove the resources pnd size

Michael
Bergdahl,
Director
(People), Wal-
Mart HQ

required to Bow goods using sophisticated
I.Fgﬁ,sﬂﬁ o stay in-stock-and fower coss,
This iz just one of the advantages the big
retailers epjoy over others,

What are the weak areas and how, in

If you can't buy from the souree divectly, 1
think the nextbest thing is for spyall retatlers
to buy: frome wholesalers wWh are buying
proshisets. directly from the solirce. Smaller
whakesalers tend to add coses by buving from
a supplier whe is buying from the sourcs,
‘The importance here [a to cut out unneces-
sary middlemen.

How do global players view the Indi-
an retail market, given that hardly 5-6
per cent of our market is in the arga-
nised segment?

Tehink Wal-Mart's entry strategy (nte In-
dinindicates the importance of Indis ro glob-
al retpilers. Moz surprisingly, Wal-0dart
entered vina partnership with Bharti in-
terestingly, the Wal-Mart strategy at this
point is awhalesaler strateny as apposed toa
retail strategy. This is the firse country Wal-
Mart entered wsing a wholesaler strabegy
and for good reason, [ belleve Wal-Mart's
normal divect assault on small retailers (k-
rana stofes) using its retail steotegy would
prove dissstraus due to the impact it would
have on so many small entreprensurs | think
v will continiie fo see hook-up stratéges

ag US and European retailers try to fgurs our
a profitable strategy for emtering the Inidia
MAFREL,

Which rfes of retail do you
think arc safe bets for organised retail
in India: apparel, grocery, electronics,
home accessories .7

[ wish toabsiaio fmm Browting @ partic-
ular sector or A category at the moment, My
vigit to Indig is to entourage retail business
in every caegary and help recailers tap the
tremendous  oppormanities chrough  sorme
best practices.

What about retail in the services

sector: mohile phane y Birline,
hospitality, education? How promis.
ing does this look to you?

Fortutately in India, the retail and servic-
es sector are growing hand in haed and are
amidst s anprecedentad boom Simultane-
cuisly the groweh of IT nnd eeletom bas
comglemented this growth well, With orga:
nised retail requiring substantial mvestment
in technology, TT providers and -software
plavers-are developing sodutkens specihc 1o
the sector. It Grst began in the fnancial sec-
tar. Banking and rezail i today expanding in
other service ereas. With custemer expects-
tlona riging dev by doy, rerail will play a
i!-r\-:lrr.im!n: rodl by eoming days in Eranapos-
tation, hiospatality and educaton sectors.



