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> Good afternoon Everest team
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A name like Everest is so
Inspiring.

Let’s look at Everest details®



Everest is a perennial challenge

* 8848 meters tall

* First climb was in
* 10,000 climbs ha
*There |




Climbing Everest requires
preparation at base camp,
equipment, and ien
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What’s our journey?

. \
* Grow sales ahead of competition
e Grow margins S
* Grow brand ,_
* Grow people’s capability \

* Keep focus on the end goal
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My learnings over years




Indian Consumers — What they look for

Urban -

Aspiration

Quality

Price

Rural

Price

Quality

Aspiration

+Health
+Digital




Indian Customers/Retailers

What they tell you What they don’t tell you

*Price is key *You are important to them

* Schemes are important * They cannot push any brand
*Your brand is weak * They need education

* Margins are low * They need innovation

* They make money



Distribution — The backbone

* Discipline of contact

* Finding pockets of growth — First time,
- Replacement

* Availability. of range _
* Training, retraining of the field force

* Focus on selling value



Some truths to keep in mind

*Truth 1 — Credit does not increase continuous sales, it only gives you one
time sales, do not become a consighment brand

* Truth 2- Lowest Price does not win
*Truth 3 — Trade cannot keep margins, they vomit it

* Truth 4 — Intermediates like builders, contractors are important, but find
out what they want from you, its more about service.

* Truth 5 — Having few retailers and not expanding because you are scared
of hurting them doesn’t help

* Truth 6- The last 5 % market share is via hard work of the distributor and
salespeople



Distributor — Salesperson combination

You will have a Company results
Strong demotivated will be the best here
distributor, but
business will come
Distributor
Company results Change the
Weak will be bad here distributor
Weak Strong

Company salesperson


















5. Be highly engaged







