Overcoming Business Challenges In Demanding Environment.
Team management
Vendor management 
Logistics management 
Finance management 

Dear colleagues 
Good evening. It’s an honour to contribute for the channel fraternity in whatever small capacity I can.
Tait has been hosting these knowledge series forums which is a great initiative taken by them but are we ready to exploit this initiative to the fullest for benefits of our organization that is what we have to ask ourselves.
Today the topic given to me is overcoming business challenges in the area of team management, vendor management, logistic management and finance management.
I have been asked to speak as people here feel that we at Creative to some extent have been successful in overcoming these challenges so today I am going to talk about my journey, the story of Creative and will request you all to see what is relevant to you and practice what fits you the best please don’t think that any time I am trying to market Creative it is just that I want this to be real instead of some bookish management Gyan. 
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Overcoming business challenges in the area of team building vendor management…. This challenges will be there if we are in business right dhande mein honge toh yeah problem rahega  par agar dhanda hi nahi hoga toh na rahe ga Baas Na baje ki basuri. If you want to be in business is what your business ambition is.
So for this let me tell you a small story about us 
16 to 17 years back we where contemplating how much income tax you want to pay kitna black kitna white and I new someone who is was a CEO of a large company. I went to him and asked him that tell me what is the right amount of income tax you should pay he said the answer is very simple he said what do you want to do of your company if you want it to be valued take it public then please pay 100% but if you are planning to keep it proprietorship don’t pay any.
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Context is decisive.
If you exercise what would you do and suppose you wanted to take part in ½ marathon then will your routine change  and if you wanted to take part in full marathon then ? and then if you want to win the marathon then obviously you will want to  have a dietician for diet a Physiotherapist for exercising and coach to train you right.
So create the context for your business and this will be true for all the 4 topics.
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Team Management
· Why does the company exist?
If you are thinking of having a large business with a diverse team across India then you will first have to define your company’s purpose why does the company exist and you will have to have people who align to that purpose. Money is a motivator but it cannot bind people together nor can’t it give direction to a large team for that.
· Define your company purpose
For example for creative we have a purpose that we will have fun and joyful work place and every employee of us will have his own house. As a result we have very liberal housing loan policy  
· Align Team to the purpose
If you want to play foot ball then you can’t have people who want to play cricket 
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Basic Hygiene of Team Building 
1. Should have a Powerful, Knowledgeable and Passionate Leader 
2. Team should have a common Goal which is well defined and discussed.
3. Teammates can have difference of opinion but not difference of Goal
4. Trust & Transparency among the Teammates should be  the DNA of the Team
5. Please communicate what is expected from their job.
6. Communicate your value system and what will not be tolerated. For example we will work with you on performance issues but integrity issues have zero tolerance.
7. Treat team members like you will want to be treated resolve their queries ASAP.
8. Have no ambiguity about their remuneration.
9. Clear incentives and bonuses on time every time.
10. Salaries have to be in there account on the given date no delays.
11. Share your earnings.
12. Listen to them.
13. Have their buy in on important decisions and policy.
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Vendor Management 
The demographics of India are inclusive of the second most populous country in the world, with over 1.27 billion people (2014), more than a sixth of the world's population. Already containing 17.5% of the world's population, India is projected to be the world's most populous country by 2025, surpassing China, its population reaching 1.6 billion by 2050. 
Large number of Companies across the world wants to be a part of ever growing consumption story of India by selling their products in India. The world views India as a repeat story which has played down in China over the Years when it was growing at a stupendous pace.
Most Vendors are clueless about entering India without any Local help as they are aware that it is not easy to build Business in India due to its own constraints and also there is a huge diversity in terms of Regions, Mentality of people in different areas, vivid Lifestyles and lots of varieties across the country.
They chose to enter India by appointing Distributor(s), 
So how is our relationship with the vendor today, Question here to ask is who is the parasite?
Khon kiska khoon pi raha hai?
Is it a win win situation?
When we went into distribution around 1997 everything was great but somewhere around 2001 and 2002 we felt that we were being short changed. On introspecting further we found that there is no value adds from our side. Vendors are looking at using our flexibility to their advantage and trying to subsidise their inefficiencies at our cost.
Customers were looking at us as a stop gap arrangement to finance their working capital. We actually had no say in the matter that’s when we said lets print some rules or some parameters when we take up any distribution. 



So these are the some of the parameters we thought of:
· We thought we want distribution exclusively.
· We thought we wanted certain fixed margin for the products we distribute.
To get this both we knew that we had to be an extension to the brand.
We had to value add and should be able to address the shortcomings of the brands.
This meant we had to drop lot of products which were not exclusive for us. That meant drop in turnover, more working capital, and lesser customer base. But still we went ahead and today looking back I can say we made a wise decision.
So the question or the context for vendor management you will have to have for yourself.
What is the value proposition for them?

Slide 8:
For eg: In Creatives case: It is Creative Peripherals' stated mission to evolve as an accomplished Modern Retail and E-commerce Distribution Specialist in the Indian and Middle East markets. We are entry specialists for all new brands desiring to enter these regions and address all the 3 channels Online, Retail and General Trade.
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Basics of Vendor Management:
1. Decide whether it’s a long term or short term relationship.
2. Have a written agreement with the vendor.
3. The partnership will only succeed when both have a common Goal and share the same definition of success for that brand in India. Working together will build the trust which will be a catalyst for the growth of the brand.
4. Have a clear cut deliverables from both the sides pre-defined and documented.
5. Treat the Vendor as Partner and not the supplier. 
6. Have a regular review meeting to see the performance.
7. Deliver on your commitments also build up on your value add.
8. Give flexibility in terms of new initiatives but always have a review for the same. If you are contributing then the vendor will never be able to dominate you.
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Logistic Management:
Logistics is the Backbone of any business, it is one of the factor which plays a very important role in the growth of the company if you are planning to be a distributor.

Who is the distributor?
I have 2 definitions 
The first one my friend Ashok gupta from Delhi aptly defined for me 
A distributor is a tenant in a rented house until the time the landlord (Vendor/Brand) finds another tenant paying better rent.
The second one
Distributor is the cheapest route by which brands can take their products to the customer. Brand may consider us if we were to be an inexpensive route or if there is somebody else who can offer most cost effective solution then the brand will take that route.
When we were deciding on our warehouse we understood that logistics will be a key differentiator in our success. So we invested very heavily into the same. We also made logistic person a part of our core meetings. We planned for 5 years growth when we were planning our warehouse.
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Basics of Logistics Management:
Involve logistics in business decision.
Predictability wins over flexibility. Dominos promise of 30 minutes makes it win over a Udipi as when you want pizza in the predictable time your obvious choice is dominos 
Practice this 
See > Measure > Manage > Move
Have a proper documented procedure and performance review mechanism.
Train Logistics Team along with Sales Team.
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Financial Management
Finance is an extremely important aspect of any business which needs thorough attention.
This is one aspect which if not managed well in any company or even in personal life, can be the reason of downfall.
Can you believe it that we don’t have accounting as a subject in Engineering? Either they thought Engineers will not start a business and they will work or they will not earn enough or might have thought Engineers are logical creatures and they will find the way.
I believe in the last one. If you don’t know accounting and financial management get somebody from outside the company who can ask you questions and also challenge you in your decisions.
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Basics of Financial Management:
1. Age Inventory: Will eat in your profits and suck your working capital.
2. Age Debtors: if you have borrowed money on interest then age debtors eats your profits.
3. Look at the P&L monthly.
4. Look at the product wise profitability monthly.
5. Branchwise monthly profitability.
6. Personwise monthly profitability.
7. Drop sustained non profitable business. 
8. Make provision for age stock and bad debts.

To conclude I would say to know where you want to go is your half journey completed. Context is decisive. Decide first which game you want to be in. Once you have decided get all the resources, tools and players for the game. Have your role defined. What is the part you are going to play in the game and then play as if your life depends upon it? You will win some and loose some but remember they are just games.
Sahiree kaun kehta hai ke udne ke liye pankh chaihiye 
[bookmark: _GoBack]Aasman choone ke liye to bulland hosle hi kafi hai.
