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(020): The Future

““ Amazon & Future Retail”
MAHAGATHBANDHAN

Irrespective that the alliances in the political
realm are failing left, right and center;

the MAHAGATHBADHAN that 1 was looking
forward for since 2015 has arrived to RULE THE
ROOST!

Since the emergence of online / € commerce in
India, disruption was eminent. We all have seen
how this phenomenon literally decimated the
Brick and Mortar Retail. Heavy discounting and
delivery at doorstep brought a paradigm shift in
the way we buy.
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Amazon is set to secure
‘Future’ rights from Biyani

&
Shilpa Phadnis | v

Bengaluru: Theright toramp
up ownership holding and bu-
siness exclusivity are key fac-
tors determining Amazon's
impending invest-
ment inthe Kisho-

ture Retail The
NME¥] American ecom-

re Biyani-led Fu-
merce giant is set to pick up a
stake of just under 10% in Fu-
ture Retail, which is likely to
be approved by the latter’s bo-
ard on October 29, people fami
liar with the matter said.
Amazon | d to pick

up shares — through the fore-
ign portfolio investors route —
at a hefty premium to the pre-
valling share price for gaining
business exclusivity and futu-
re shareholding rights, they
added. Future Retail shares
ended 14% higherat Rs 494 ap|.
ece after television channels
reported that Amazon was on
track to buy a7-8% stake inthe
Indian company This gives

LOADING UP THE E-CART

L LS > capital Float > Westland

> Future Retail > Acko Gen Ins >

> More > ToneTag > Qwikcilver

> Tapzo > Shoppers Stop “includes both

> BankBazaar > Housejoy Lot “m"'*"'

> Once finalised, the deal will | > Out of a $5bn commitment,

give Amazon instant access Amazon has already pumped

to Future Retail's 750-800 over $4bn into India

Easyday & Big Bazaar stores > The deal will help

> Like the Whole Foods buy in | Amazon to expand its

the West, Amazon can | user base, something

strengthen its supply that's a focus for all

chain via the physical leading e-tallers

stores here too > It also sets up the

* Deal further boosts stage for a fight against

Amazon's ‘Walmart, which too plans

presence after More offline investments
o for Flipkart

Future Retail, which operates
Big Bazaar and Easy Day su
permarkets, a Rs 25,000-crore
market value, though Its 52-
week record level is signifi
cantly higher

TOINS,

An emailed

could evolve alongside regula- :
tory and business develop- :
ments. The Seattle-headquar- :
tered online retailing behem-
oth is placing huge betsonan
omni-channel play in its pur-
suit of leadership in Asia’s :
third-largest economy Itisex- |
pected to face stiff resistance |
from Walmart, which acqul
red local ecommerce Jeader |
Flipkart, and Chinese inter-
netgiant Alibabawhich has in
vestments {n Paytm Mall and
e-grocer BigBasket

And that explains Ama
zon's eagerness to gain exclu
sivity with India's largest reta-
{ler, Future Group. Incidental-
ly, domestic organised retal-
ling pioneer Biyanl has had
talks with Alibaba Paytm
even as talks with Amazon gat-

to a Future Group spokesper-
sonon thedetalls of the potenti;
al deal with Amazon remained
unanswered. Biyani didn't re-
spand to repeated calls.

Offline retail chains’ knee jerk reaction to this rude shock did help them recover slightly.
Now in 2018, both models seem to have settled terms with each-other.

hered ‘TOI repor-
ted earlier that Alibaba had
approached the country’s top
conglomerates with interest
in retailing to pursue its own
omni-channel strategy

17th Oct 2018, NEWS clipping

While online ecommerce still continues project “Ease of Buy” and “Delivery at Doorstep”, offline

showrooms bring the power of “Real Experience”.

4 Reasons Why This Will Fly?

* Access to approx. 800 retail stores takes Amazon to the “Real Customer Touch Points”.

* Online arm generates visibility, orders & collections; offline arm deliver experience, instant delivery
(where experience is not sought), process more orders per day, process and deliver in lesser time and

of course “Cash on Delivery”.

* 020 aligns the 2 models instead of pitting them against each-other — Constructive use of energy.

* Eventually we may just see the end of “Heavy Discounting” and promote positive economics.

An eternal optimist, I see this as an excellent alliance. I hope that both the groups are
able to align “Win-Win” agenda and harness the power of technology and integration

to deliver best Buying Experience to the Consumer.

This MAHAGATHBANDHAN should surely last! Happy Ashtami 2018!!!
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