wR [DENTIFICATION OF
ISSUES

1) Intense competition, especially (kirana) (98%)
2) Poorly developed infrastructure

3) Unique buying behavior
4) Rising real state prices
5) Political risk

‘BPS SOLUTION

- Basic model: mini-shops
- Product line
- Supply chain optimization
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« Highimpact/low probasility
« Shift to hypermarket
+ Market rejection of the mini-shop model
+ Political resistance
+ E-Lommerce takes off
« Fresh & Easy failure in the LS
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Success factors (measurement)

Penetration rate
Brand awareness (ST) & loyalty (LT)
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BPS SOLUTION

Basic model: mini-shops
Product line
Supply chain optimization

I MINI-SHOPS I PRODUCT LINE {38 SUPPLY CHAIN

' L'. » Backward integration
+ Product bundle subscription + Partnership advantage

- Location

» Size

« Delivery

« More: cheap, clean, organized,
fair, variety, payment options

- Customization
+ Localization of food line e
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1= MINI-SHOPS

- Location

» Size

» Delivery

» More: cheap, clean, organized,
fair, variety, payment options

Shopping local

Urban respondents who prefer traditional
outlets to supermarkets, % of total
September 2012, by annualincome levels in rupees:
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Source: Boston Consulting Group




[ PRODUCT LINE

» Product bundle subscription
- (ustomization

- Localization of food line




{38 SUPPLY CHAIN

- Backward integration
« Partnership advantage

* Eliminatethe
middleman

* Supply chain

Retailer crisis
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Supply Chain Cost Advantage
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