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tor, Jindal Exports L

Distributing foreign brands has
become big business. And it is
attracting all kinds of people

The distributors are bringing everything from chocolates, cheese and iamé to wme p"érﬁﬁnes
and expensive crockery and they are hoping to be big winners in the long-run

- Opening up a new market

MKF Distributors has besn in
the business for oy sin years
Todas. it has 4 lusury-cou
range of perfumes liko Camiing
Harrera. Paco Habenne, Guccr,
Rochas, Alfred Dunbill, A
caommi Camphell, ©
o Glomgis
all sald in upmar staores in
thas (mapor netros. 'I'h|u|.||||u T
promoted by Mike Koo
il his wale, alsoy exports pe .Jl
made garmenils
But read biom has come
s as e restrice
Jucts like whisky

In recomt

Kearney, “The cimpanies werst
always aware of the existence
of @ market for thewr products
a, thanks by the ey mar
ket By appokating distribulors
they are sunply peoviding tha
pruducts legally ©

Bul how does all of this
mach consumon? R & Sons

B 35 distribitors natinally
b b supaply o 3000 authets in
oy, 1 says that 70

Al times innovalive
prosilus ape sedind to sl

uets like pet foods that never
muisted in India. Pro o Buas held
four v

i y vty will
the main driver uf sales, In
+ big cities its products e
salil in pet
made cantd
througheut the Country,
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ihin enmpany’s ni itinns
0OF coursi, proach s
dillerent for products like per-
fumes. These are mainly bring
sold in the large departmental

sttt thal are sprosihing thaough
urbion Tnidia Balan's perfome
rotail at some 20 outlels ine
cluding places like Shoppess
Stop, KBN. Vama and
Crossgoads in Mumbai and
Heritage in Delbi.

Thar g rpatiins often
belp out. Villeroy & Boch th
upmarket manufsctunor of chi-
naware and cutlery provides
fixtures and the shop displays
for thuir extremely expensive
products. Says Rajiv Singhal of
Ritu Chersoas, the onclusive im-
and distributar for
Villiwoy & Boch: “The company
provides us with the fixteres
and wiswal material that goes on
tn make the complete Villeroy &
Boch experience. Similar Tix-
tures ane wied the world over

Hesides that Ritu Overseas
sienicks ouat whaut 750 diret wail-
wrs each month. I alie holds
cocktail parties when a new
range Is bunched. And they are

vstremly caredul abeutl whese
they sell. In Mumbii, for 1.
stance. they sell in Fusion
Access, a designer furniture
sture, Says Singhal: “We sall
thivugh steres whote Villeray
amil Boch gets ma b
mileage. We don't want to put
our produtts in stuces wheee
other computing brands e a1
ready crowiding the shelves -

milarly, Finwx Distribution
wot plenty of help from the op.
trhut comipanies which i np-
tesenls in India. Th com pary s
the solo disteibutor fur w
Trome companies ke ©
Gorum, Bell & Ross and
Christian Dior. Savs Raoufl
Arnsari, managing director, Fine
: “The parend cam:
e marketing tools
that are vitul in crosting and e
Inforring consumen awWareness.
Givon that India =a rolatively
young and developing market

chal Bur s 4o sieceod
Gatting into the distributioia
s Cin e expensive. One
Loy imnparter spent B 50 lakh to
gt started in the business. In
his first year his company has
b saidess rof Bs 4 croee, Thie husi-
Aess by growing swiftly and he
i'\[JITIa 1o sefl Rs 5 crune worth
this year.
rtholess, the distribu
loes are in o risky buginess
Since most of (hem import the
products at their own cost and
thoy have to pay for freight
charges, distios. taxes and in-
surance. For ecample, a bottle of
wine that costs § 5 fo the LIS
costs 518 in Lndia, thanks to the
mesarly 300 par cent import duty
and a 23 par cent saliss tax thal
is levied nn it

For food products, the dis-
tributors nes b pay bor the vags
ins bests that contifv it ks it for

in Juxury products, this s cru-

. the -
ent mmpam s do nol always

reimiburse the advertising and
other additional costs

The fact is that the foreign
commpanivs don't always tike
mach interest in the Indian mar-
ket Therefore, they don't set
steep sales targels for their dis-
tributors, Dhall says that the
winn companiss (bwe is imparting
winns made by seven famiby-ran
concers] wre nol interested in
the number of bottles sold. They
arn, howover, interested in the
number of outlets being catered
torand the tvpes of places

There are other difficulties
Dhities are high and the distrib-
ufars have to cope with chal-
lenges from the grey market
whee products are offen choap-
ot Savs Carg. " The distributors
asswmied that sales would fise
manifold once the product was
available legally.” Saye Jindal.
“We can't compete with the ey
miarket as our price is fixed.”

The distributors complain

thal the margins in the b mess
are o as thery are passed o= 1o
the sub distribtors and wetail-
ers. Savs Singhal. “We sell 2
niche prodict and 15 order 10
increass market shase, we s
tn work wn waler thin margins
Ther masgins am specislly thin
in races where the maximum
retall price [MRP] ia fised by
the distrebutes.

Howsver. the margins rif
wary from one busines o as
ither The [indals claim that
they are gerting good refurns of
cipte 20 per cent on then choce-
tates Sinilariy, Beautuque India
cfismitrutes 36 diferemt brands of
persanal care producis. 1t gives
margins of 8 per ceat to 18 per
ont o retailem depend

Lhe pred it
There are others who argus
that with the hgh price af the

products. while sales are low,
hr margins are neasanably e
Accurding 1o Garg the general
trend abroad is thar products
are sold to the distnbutess af
15 per cent margin if they buw
on credil and at a 20 per cent
margin for cash puichase
Al distribudors follow o mul-
ti-distribmtion network. The
maan distribotor sppoints sub
distribators in differem cities
and they @ nemn sl the product
oetaibers. Chne toy mac-
ulscturer has 15 disribotors
throughout the conntrs. They
dn r put the products in
& 500 sutlets
Some distributurs L
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with all brinds, \\hh h e \pl.u r
Iy cites & duration durg which
all distribution and
rights * For instan:
v Impex Pt Lud, the
distributors tor Caring hair
grovaning products in ey bave
an exclusive 20 e vnse for
the product

Then there are thase whe
el ey will be in g win-win
situeation even if the company
comes to India. Says pla
of Rai & Sons, “Thear comung
o Indici s a remote poasibilin
Tt omice thiy ane bene we wli)
vither berome their partnors o
continue as distributors ~ Adds
Rajan Chhibbua, deputy maso
ing director. KSA Technopak, a

Sl

Obwvioiesly be |||3..Hi|~!nh-
could be a nisky game, Th
tribytors will have 1
heavily t promnte their |-lu-.
uets and they vould have o
tough time 1f they dont cluk
But everyone’s hoping that they
will b b
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