Launched in 2007, Aditya Birla Retail, part of Aditva Birla Group,

plans to be a $4.5-billion company by 2013. The growth will be

driven

by opening new stores, launching private labels and cre-

ating higher efficiencies. In an interview with Raghavendra
Kamath, Chief Executive of Aditya Birla Retail Thomas Vargh-
ese says that all the retailers are struggling in the industry at
different degrees moving up the learing curve. Excerpls:

In Inliia, while some retail
chains are still struggling to
survive, Aditya Birla Retail
(ABRL) has moved quickly.
How has your business
model done so far?

W are all struggling and it is
only a question of degree, Be-
canese retail is o tough job. is all
about learning up the leaming
curve. We walked into the busi-
ness without amy domain kknowl
edge other than the knowledge
we got through our Trinethra ac-
cuisition. Wi don't huve 2.V with
any intermational retailer,

S0, do you think your solo
act in retail has worked?

I'would not wani to pass any
judgement at this point on what

works and what does nolt work.
Ithinkit'salong journey. Ithink
at ABRL, we are trying to see
whether we are doing the right
thing and building the business
sty that e hanve amock-solid foun-
dation. As a6 we gre confi-
et of dod I think we are
o e rijghit track. Wie e adopt-
d the best practices and located
the right stores. We dothe catch-
ment study, the way it should be
done. We will not open dummy

stores. W have opened dummy
stores. We have opened and

evervone has opensd. Beciuse
there was a time everyone fo-
cused on numbers. Increase to
1 D00 SEOres — eviryone went to
i we will open |, 000
siores or 2,000 stores, Actunally,

now we are seeing the reality.
Most of themare now onsale. It's

atoughcall
Is it the decline in sales that

My personalviewis that itis
much todo with sales decline.
It's got lot to do with business
model. How did you execute
yourbusiness model, Forasim-
pleexample, my business mod-
el says my rent to revenue ratio
should not be more than 4 per
cent, This means at Bs 1,000 a
square feet of revenues, which
is business by any stan-
ﬁmﬂwﬂ?ﬂdmm
than Rs 40 a square feat. If 1 pay
a rent of Rs 150 or Rs 200 a
square feet in cities such as
Mumbsad, [ have todoabusiness
of Bs 5,000 a square feet to make
vour store break even. You can
not do o business of Bs 5,000 a

squere foot, nobody can do.

We have not seen any hit on
our marging either at hypermar-

ket or ot supermarkets nor have
we seen any significant decline
in ourvolumes. Food businessis
completely intact and we have
ETOWTH LT TEVETILIES.

Why aren’t launching
discount and
promotions as aggressively
as other retailers?

In that case, your store only
seflswhenthereis a discount, oth-
erdays stores ansempty andthens
i5 neo sale in the store. You can't
be doing such events every sec-
ond day. After some time, your

ern trade, they abways look for

something better. They get jad-
edwith just anything sverage.

We are not averse o it. But
there should be value, Players
available today in our view does
not add up any value, Thai's owr
posation as of todny. Amyvthing can
happentomormow, given the pace
of developments taking place
nowadays.

In 2007, the Birla group
talked about Rs 9,000 crore
investment. Will you
continue with that given the
market conditions and
when most of the retailers
are going show?

Dur plans are mone or less in
lime with our business plans fior
five years. Just to give you an
overview, wewanttobe $4.5-bil-
lion (Rs20, commpany
by 201 3. 1 am telling this because
wiou iskord mie o specific question
I'would sanvwhat i really impor-
tant is how we are planning to
move ahead and how we are go-
ing build it up over time, These
e Ut e you A milesions,
whene you need to move.



