Marico looks to expand reach
via pharmacies, beauty stores
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ackaged consumer

goods company Marico

Ltd is working on
expanding its distribution
network across pharmacies,
beauty stores and specialized
food outlets in villages and
adding a slew of new prod-
ucts, including honey and vir-
gin coconut oil, to its portfo-
lio.

The company, which sells
its products through 5.3 mil-
lion retail outlets, is planning
to expand its stockist network
in rural India by 25% over the
next two years.

“We have started doing a
lot of investment in expansion
of distribution, whether it's
rural direct distribution or
prototyping separate food
distribution. We want to doit
through chemist and cos-
metic channels, because we
might have the portfolio but
unless we get the go-to-mar-
ket right, that might not hap-
pen,” Saugata Gupta, manag-
ing director and chief execu-
tive oflicer, Marico, said inan
interview.

Itis “significantly” invest-
ing to increase capability,
technology and people in dis-
tribution, and has increased
its reach in pharmacies five-
fold, he said.

Gupta said the importance
ol wholesale asa channel has
been dwindling for the last
few vears as the disruptions
caused by demonetization
and the implementation of
the goods and services tax
have affected the unorgan-
ized consumer goods distri-
bution network.

The implementation of

goods and services tax (GST)
mostly affected small retailers
and wholesalers, driving
them out of business, Mint
had reported.

The company is planning to expand its stockist network in rural
India by 25% over the next two years,

In the absence of a strong
wholesale network compa-
nies have been expanding
their direct reach.

While Marico reaches a fair
share of general trade outlets,
Gupta said its products are
under-indexed in pharmacies
and cosmetic stores.

The company hasalso been
rolling out new products, with
the pandemic driving
demand for some of its food
products.

Its launches include Med-
iker hand sanitis-

MiNT

For the next one-vear Mar-
ico will “exponentially” grow
these channels, he said.

“They need separate skill
set and capabilities because it
needs far better demand gen-
eration, stock management,
promoter-based selling,
visual merchandising, eic. So,
the capabilities that are
required are different from
grocery and that is what we
intend to develop and invest
in over the next one or two
vears,” he added.
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Marico plans
to expand its foods business,
which crossed the 300 crore
mark in revenues in FY 2L

“Asfar as urban sale is con-
cerned, the new portfolio that
is going to drive our growth
and diversification, there are
three areas where we are
under-indexed—speciality
food outlets, pharmacies and
beauty stores. Here we have a
job o do,” he added.

5,000. The com-
pany has continued to expand
direct distribution and now
serves about a million outlets
directly.

Marico has also identified
rural as a “growth engine”
over the last two years. Gupta
said Marico'sintent is to con-
tinually improve the quality
of rural distribution through
automation and by appoint-
ing new stockists.



