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City’s Darling Stores For Close To A Century Now

From Kathiawar to Hyderabad,

josh unlimited for Doshi family
HERE, THERE, FOR YOU ALL WARES

Infy founders’ share sale
‘no bad thing’: Investors

Shares Recover After Dropping 4%, Most Bet On Sale In
Small Tranches To Avoid Value Destruction

e 'CAN HURT STAFF EMPLOYEES MORALE'
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Hyderabad: When this fa-
mily migrated to Hydera-
bad from Gujarat in the
1920s, the city was already
athrivingtrade centre and
itrode this wave. Close to a
century after the Doshi fa-
mily set up Kathiawar Sto-
res, it dabbled in electro-
nics, stationary itemstofo-
od items before venturing
into the cosmetics busi-
nessinthelate1990s.
Today, Kathiawar Sto-
res is a household name in
the city. “At times we get
customers who have been
visiting our store for the

Bengaluru: Investors and
former Infoscions said that
it would not be a “bad thing”
if the co-founders of Infosys
were to sell their stake in the
company, though it will be a
pivotal moment for India’s
second largest IT services
provider.

One of the biggest insti-
tutional shareholders in the
company, Aberdeen Asset
Management, said if the
news of the founders explo-
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SE-listed Infosys’s ADR ope-
ned in the red with the stock
down 2.82% to $14.86 apiece
in Friday early trading. The
fall in Infosys share price
draggedthebroaderIT index
onFriday withsharesof TCS
and Wipro declining 0.5%
and1.6% respectively.

The reaction from Aber-
deen and some other inves-
tors, who spoke on condition
of anonymity, suggests that
they have been perturbed by
theramificationsof thetuss-
le between Infosys founders
and the company’s board
over last year. Former chair-
man and co-founder N R Na-
rayana Murthy had repea-
tedly expressed his displea-
sure over chief executive
Vishal Sikka’s high compen-
sation and slippage in gover-

over the manner in which
the company has been run
since their exit three years
ago, thereporthadsaid. Any
stake sell is most likely to ta-
ke place through stock mar-
ket block deals, and in tran-
ches. A single block deal is
thought to be unlikely.
Murthy had categorical-
ly denied plans to sell shares
in the company, as quoted in
the Fridayreport. Infosyssa-
id it has no information abo-
ut the founders’ plans to sell
and pointed to the fact that
Murthy had already denied
share salerumours. N S Rag-
havan, a co-founder, but not
classified as an Infosys pro-
moter, said that after the fo-
unders decided to leave it
was understood that the new
management will have its

sional board trying to run
the company, navigating the
challenges the IT industry is
currently.

“If all of them take out
huge amounts of money fast,
it can have an effect on the
company and the employee
morale.Itisaquestionof qu-
antum and speed. They are
pragmaticenoughnottodoit
at one go,” Raghavan said.
He explained that pragma-
tismmeantunlockingtheva-
lue in tranches when stock
prices go up. “There will be
some emotional attachment,
but they have to make other
investments or social work.
It does not happen that foun-
ders will keep all their mo-
ney asInfosysshares,” head-
ded. Raghavan was a board
member till 2000 when he re-

the founders of Infosys and
forthecompany. Itislikeadi-
vorce, they need to separate
their assets and move on
with life. I am sure the foun-
ders have also come to the
same realization that I have
— that Indian IT has peaked
and stock prices will be drop-
ping. Thisisthebest time for
themto exit”. But there were
differing voices. A senior
tech industry veteran, who
did not wish to be identified,
said the Infosys board and
chairman have treated the
largest group of sharehol-
ders shabbily and had to go.
“It is shameful to treat the
promoters like this when
they have gracefully exited
thefirm and handed over the
control to professional ma-
nagement,” heargued.

SBI cuts home loan

Times NEws NETWORK

rates above 75 lakh

wumbai state Bank of v \WHAT BANKS ARE OFFERING

dia (SBI), the largest home
loan provider, has cut inter-
est rates on home loans abo-
ve %75 1lakh by 10 basis points
to 8.55% for salaried women
borrowers and 8.60% p.a. for
others. “Taking a cue from
the recent RBI reduction in
risk weightage on home lo-
ans, SBI is passing on the be-
nefit to its customers ,” said
Rajnish Kumar, MD, SBI, ex-
plaining the rationale be-
hind the cut. While SBI was
the cheapest in the mid-seg-
ment segment, its loans we-
re marginally higher than
HDFC in the %75 lakh- plus
category where HDFC char-
ges 8.55% for all borrowers.
Incidentally, HDFC continu-
es to be the cheapest in this
segment. Otherbanksmight
follow suit. “There is merit
(in reviewing interest ra-
tes). We will take a look at it
later,” said Rajiv Anand, ex-
ecutive director, Axis Bank.
SBI's reduction in interest
rates follows the RBI’'s move
tomake home loans cheaper
by reducing the amount of
capitalthatbankshavetoset
aside on high-value mortga-
ges. This is the second time
that SBIisrevisingratesina
month. In May the bank re-
duced its interest rates by
25bps by shrinking the spre-
ad over its benchmark rates.
SBI Home loans up to %75
lakh will continue to attract
8.35% for women and 8.40%
for other borrowers.

Although the RBI had
tweaked the capital require-
ments relating to other ho-
me loan segments, Kumar
said that the savings were
onlymarginal. “The savings
in cost on account of the re-
duction in risk weightage is
only two basis points. We
had already reduced inter-
est rates in other segments
on April 9,” he added. Earli-
er this week, RBI governor
Urjit Patel said that instead
of cutting interestrates, the
central bank was engaging
in a “targeted intervention”
todirectfundstosectorslike
home loans which were do-
ing well.

YT @ Category  SBI(%) | HDFC (%) ICICI Bk (%) - Axis Bk (%)
Upto |Women | 835 | 835 | 8% | 83
AL [others | 840 | 840 | 840 | 8%
Women | 835 | 850 | 865 | 865
BILTEL [ otners | 840 | 850 | 870 | a6
above |Women | 855 | 855 | 8m | 670
WL [others | 860 | 85 | 875 | 870

SBI can do sans govt -
funds: Arundhati

Times NEws NETWORK

Mumbai: State Bank of In-
dia chairman Arundhati
Bhattacharya said that her
bank wo-
uld not
need
funds
from the
govern-
ment af-
ter its
success-
ful
15,000
crore qualified institutio-
nal placement (QIP) — the
largest equity offering
from India in a decade and
third-largest in Asia paci-
ficin 2017.

The Life Insurance Cor-
poration has picked up aro-
und 38% of shares offered
through the QIP with an in-
vestment close to 5,700
crore. The corporation has
received 70% of the shares
that it had bid for. Prior to
the issue, LIC’s stake in the
bank, which stood at 8.96 %
as on March 2017, has risen
to 10.4% after its subscrip-
tion inthe QIP.

Bhattacharya said that
the bank’s capital adequa-
cy has increased 79 basis
points to 13.64% and com-

Bhattacharya )

Trump’s
policies may
impact biz,
says Wipro

New Delhi: IT major Wipro has
listed US Presi-
3 dent Donald
& Trump’s policies
asariskfactorthat
could impact its
business, citing

¢ promotion of “greater restric-

tions on free trade” among key
worrying points.

The Bengaluru-based firm
which earned 52% of its IT ser-
vices revenue from the Ameri-
cas, including the US, said signi-

! ficant developments stemming

After 15000cr QI

from the US presidential elec-
tion could have amaterial adver-
seeffectonitsbusiness. Asacan-
didate, Trump and his admini-
stration had expressed support
for policies impacting existing
trade agreements, like North
America Free trade agreement
(Nafta), and proposed trade ag-
reements, Wipro said in an SEC

filing. Initsannual report for the

mon equity tier-1 capital :
was 10.2%. After the issue, :
government shareholding :
in the bank has dropped to :
57%. (100 basis points =1 :
percentage point) “We will :
not require funds from the :
government as we will be :
quite comfortable till next :
year,” said Bhattacharya. :
She said that the bank’s :
projectionon capitalrequi- :
rement included a 10-12% :
growth in credit and the :
new Basel IIlinternational :
prescriptions on capital. :
“Allthistalk that PSUscan- :
notgetgoodresponseinthe :
marketisnotcorrect,” said :
Bhattacharya. “It is better :
to have larger entities be- :
cause they have the staying :
power and they have the :
spending power,” she ad- :
ded. :

“While we willnotbera- :
ising capital, we will look :
at unlocking value in some :
of our investments. The :
main stake sale will be in :
SBI Life through an initial :
publicoffering,” said Bhat- :
tacharya. The other strate- :
gic investments the bank :
will look at exiting include :
NSE (10.9% shareholding), :
Clearing Corporation of :
India (26%) and UTI Mutu- :
al Fund. :

¢ joiners.

fiscal ended March 31, 2017 filed
with the market regulator, Wi-
pro further said Trump admini-
stration has been “promoting
greaterrestrictionsonfreetrade
generally and significant incre-
ases on tariffs on goods impor-
ted intothe US”. acencies

about selling general
items and of course cate-
ring to the royalty. “Hyde-
rabad wasaflourishingbu-
siness centre with many
wealthy customers during
the Nizam’s rule. After set-
ting up shop in Sultan Ba-
zaar, the demand was so go-
od that we needed a bigger
space and hence shifted to
a store at Abids in 1935.
Subsequently, we also set
up astore at Secunderabad
to primarily cater to the
British regiment. We used
to get many British custo-
mers as we used to sell alot
of imported goods during
thosedays,” headds.

Hepointsoutthatoneof
the major reasons that the
family businesshassustai-
ned for nearly a century is
because the family has ne-
ver shied away from
change. “Depending on the
trend and demand, we have
tried out different busines-
ses... but all the while the
name of the store has re-
mained thesame.”

It is in the last 25 years
that the family finally fo-

Stores?
It'saname of a
region in Gujarat
from where the
family belongs.
Stores set up by
members of the
Doshi family that
hails from Gujarat

THE FAMILY

und its forte after it foray-
ed into the cosmetics and
lingerie business and to-
day has three stores in the
city — Jubilee Hills, Abids
and Secunderabad. De-
vang points out that busi-
ness has been robust and
Kathiawar Stores is plan-
ning to set up multiple sto-
res across the city over the
next two to three years be-
fore foraying into markets
such as Vijayawada and Vi-
sakhapatnam. But at a ti-
me when peopleare increa-
singly buying cosmetics as

well lingerie at the click of
a button, does betting big
on physical stores makes
sense? Though the online
space is expanding, offline
can never be out of vogue,
hesays.

“If you see the trend,
those who shop for cosme-
tics online are the ones
who know what brand and
product they are looking
for but there are many peo-
ple who do not understand
or are not aware of what
kind of productsthey must
go for. In such cases, we ha-
ve staff to help customers
understand products and
this is a major differentia-
tor,” he explains. Speaking
about the major trends in
the business, he points out

Hyderabad was a flourishing business centre with many
wealthy customers during the Nizam’s rule. After setting
up shop in Sultan Bazaar, the demand was so good that we needed

a bigger space and hence shifted to a store at Abids in 1935.
Subsequently, we also set up a store at Secunderabad to primarily
cater to the British regiment. We used to get many British customers
as we used to sell a lot of imported goods during those days,”

Devang Doshi KATHIAWAR STORES, DIRECTOR

RUNS IN 2

that the men’s grooming
segment is booming with
multiple products being
launched and the metro-
sexual male lapping it all
up. The other area that he
feelsisgainingmomentum
isthe organic/natural cos-
metics products segment.
Kathiawar Stores retails
over 200 brands and one of
the major challenges, De-
vang feels is the speed at
which new products and
technology (that is used in
business operations) ke-
eps evolving as well as
changing. Apart from the
cosmetics business, the fa-
mily also runs KS Beauty
Centre at Secunderabad,
which retails equipment
for beauty salons.

CCI junks Airtel’s plaint against
Reliance Jio over pricing row
'NOT ANTI-COMPETITIVE'

Pankaj Doval
@timesgroup.com

New Delhi: Fairplay watch-
dog Competition Commission
of India (CCI) has rejected
Bharti Airtel’s allegations that
RelianceIndustriesand itstele-
com venture Reliance Jio had
engaged in predatory pricing,
while launching mobile servi-
ces through attractive and free
offers. After having discus-
sions with the companies and
hearing arguments presented
lawyers of the two sides, CCI
saidasingle-digitmarketshare
of Jiodoesnot give ita position
from where it can dominate the
market and engage in anti-
competitive tactics through
abuse of its strength.

“In the absence of any do-
minant position being enjoyed
by Jio in the relevant market,
the question of examining the

In a competitive market scenario, where
“there are already big players operating
in the market, it would not be anti-competitive
for an entrant to incentivise customers towards
its own services by giving attractive offers and
schemes. Such short-term business strategy of
an entrant to penetrate the market and establish
its identity cannot be considered to be anti-
competitive in nature and as such cannot be a
subject matter of investigation under the Act

Competition Commission of India

alleged abuse does not arise.
Notwithstanding this, the of-
fers of Jio do not appear to rai-
se any competition concern at
this stage,” the six-member
CCIbench, headed by chairper-
son D K Sikri, said. The bench

ruled that “no prima facie case
of contravention” of competi-
tion rules has been found aga-
inst Jio, or its parent Reliance
Industries, following the rollo-
ut of services by them on Sep-
tember 5. The CCI order said

Airtel had failed to highlight
reduction of competition or
elimination of any competitor
followinglaunch of servicesby
Jio. “The commission notes
that providing free services
cannot by itself raise competi-
tion concerns unless the same
is offered by a dominant enter-
prise and shown to be tainted
with an anti-competitive objec-
tive of excluding competition/
competitors.”

It said the existing telecom
market is characterised by the
presence of “entrenched play-
ers” with sustained business
presence and financial
strength. It shot down Airtel’s
concerns around the strong fi-
nancial position of Reliance In-
dustries that the former alle-
ged had been being used to cau-
se “an appreciable adverse ef-
fect on competition” in the
telecom business.

Red carpet for new hires before day 1

Lubna.Kably@timesgroup.com

Mumbai: If you are a visitor
atacompany and spotan emp-
loyee frantically looking for
someone wearingapinkshirt,
don’tbe taken aback. He is lik-
ely to be a new joiner — the
pink shirt is just one of the
clues of the treasure hunt he
is on. This game familiarises
new employees with the work-
place and helps break the ice
with other employees.

India Inc is walking that
extra mile to make the first
day a memorable one for new
Team-building ga-
mes, campus walks, fun gami-

¢ fication modules (digitised le-

arning games) to learn about
the history of the company;,
thedosand don’ts and various
policies are part of the first-
day on-boarding (induction

WELCOMING NEW TALENT
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> Before the joining date, IDFC Bank
gives new employees a preloaded
beverage card, while the parent or

spouse gets flowers

> Flipkart gives recruits vouchers,

flowers & chocolates

> Capgemini India engages with

candidates up to 9 months prior to
joining via social & official platforms

> Qyo uses witty & quirky mails to
give information of new employees,
like him being a foodie, besides the

usual education & career history

> Beyond first day, cos

> Cos also deploy gamification tools

day) package. Some roll out
the red carpet once the offer
letter is accepted, and keep
the employee engaged till he
or shejoins. Gone are the days
when boring PowerPoint pre-

help new employees settl:
sentations, followed by a cum-
bersome process of filling
multiple forms, was the typi-
cal first day at work. Today,
most forms have been digiti-
sed and are available online.

Even before a candidate joins
the organisation, IDFC Bank
hands over a preloaded beve-
rage card. “This encourages a
conversation over coffee abo-
ut the bank with friends and
family,” says Rajiv Lall, MD &
CEO,IDFCBank. “Plus, thefa-
mily of the recruit is given
due recognition of their role
in making the career decision
tojoin the bank. The parent or
spouse receives a bouquet of
flowers, once the offer letter is
accepted,” adds Lall. At Flip-
kart, after the acceptance of
the offer letter, new recruits
are given Flipkart vouchers,
flowers and chocolates. Re-
cruiting millennials calls for
an ongoing engagement. Anil
Jalali, chief HR officer at Cap-
gemini India, says, “We acti-
vely engage with our campus
hires from the time we make

them an offer (which is nine
months prior to their joining
us). We connect with them
through multiple social and
official platforms — the idea
being to bring together all the
new joinees and familiarise
them with our culture and et-
hos.” Additionally, all the re-
quired documentation is
completed prior to joining,
which enables recruits to dive
straight into the comprehen-
sive Newly-Inducted Capge-
mini Employee (NICE) pro-
gramme on their first day at
work.

Having a buddy assigned
onceyoujointohelp yousettle
in is the norm. However, at
IDFC Bank, on accepting the
offer letter, the candidate is gi-
ven a relationship manager
(RM), who later becomes the
buddy at the workplace.




