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Till a few months ago retailers
were competing with each oth-
er. What has changed to allow
this collaborative approach?

The pain all of us went through. We are
at a concept stage right now but there isa
willingness to work with each other and
use assets as much as possible. There is

a lot of excess capacity. Kishore Biyani
has been talking about it for a year or so.
But now everyone is burning cash and we
want to do what we can to avoid that.

What are the areas where
retailers will collaborate?

We will look to pool logistics such as fruit
and vegetable sorting centres or grad-

ing centres. Many retailers, including
Reliance, Spencers, Future Group and us
have set up regional processing centres
for staples. There is no gain in this du-
plication. Some companies have training
centres and hire and train people in bulk.

Won't this lead to all stores
looking alike?

We are not looking at front-end synergies
but combining to get economies of scale.
For instance, with our private labels we
have power brands and store brands. We
could sell each others power brands [pri-
vate labels that are sold by other retailers
as well]. We could get volume synergies
by getting uniformity on formulation and
an understanding on branding and then
may be manufacturing together. This will
get us a higher margin.
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Besides, these will only be in each others
store and will be exclusive to modern
trade. It will allow us to do a phased
scale-up. Right now our volumes are lim-
ited so our ability to scale is limited.

Will you look at sharing infor-
mation as well?

Yes. We have talked about sharing
information on dealing with shrinkage,
which is an issue for us. We could share
best practices in controlling fraud. Also,
when we sack an employee for integrity
grounds we could put the names on a
shared list. We could look at sharing con-
sumer insights with each other that could
help accelerate demand.

Will retailers want to use their
own resources as their own busi-
nesses start to do better?

We don’t have ambitious targets in mind.
Of course, there are different plans for
the short term, medium term and long
term for everything, If something is cost
effective I will not give it away to some-
one else. In the medium term people may
build their own facilities. But today they
will not have to build if they are not go-
ing to use it. This allows them to conserve
cash today.

When can we actually see things
happening on the ground?

Hard to say. But in the next couple

of months we should have firmed up
some things. B
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