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Two Powerful however Different Ways of Growing a Business

In franchising, it is a recognized legal
terminclogy, in the sense that it subjects
the party offering these services to
certain rules and regulations, licensing
does not come with these issues, but it is
necessary to be careful as licensing can
also be considered a franchise from a
legal standpoint.

In franchising, the relationship between
bath franchisee and the franchisor are
better and thus are very closely linked. As
a franchisee represents the extension of
the franchisor, they are therean
representing franchisor's brand and
irmage. Therefore they are usually
provided same level of fraining and
support. The franchisee gets to retain the
rights to the franchisor's logo and
tradermark. This also goes a long way in
providing a visible presentation of the
relationship between the twao.

............ franchisor

Unlike in franchising, the relationship
between a licensee and the parent
company is not as tight-knit as a
Licensee franchisor relationship. As a
licensee, here they do not hald the rights
to the trademark and logo of the parent
company's brand. Further in licensing,
the licensees do not get to have territorial
rights from the parent company. Instead
thesy get to sell similar licenses and
products in the same geographical area.
In comparisan to franchising, licensees
does not receive the same extent of
support and training.

On the outer core, it seems that licensing
opportunity seems 1o be less
advantageous as compared to a
franchising business, licensing has its
advantages as well. But in reality,
licensing costs much lesser in terms of
the initial imvestment and ongoing
charges. Distinctively in licensing,
licensees are not required to pay royalty
every time a profit is made. Also, once
the licensee is able to successiully set up
its business and spin off on its own, the
relationship between licensee and the
parent company is restricled to the
freguent purchase of products.

support and training

Icensee —

licensing
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Gaurav Marya

Dear Friends,

Let me take this opportunity to introduce you to IFA's
Mewsletter - Fra(n)ews. With Fra(n)ews, we aim to bring
forth the latest developments taking place in the
franchise sector, thereby increasing awareness in the
franchise community. This newsletter would also act as a
platform for all the start-ups as well as established
brands, to showcase the business potential and seek
potential franchisee's attention.

It's my sincere hope that Fra(njews would successiully
help in disseminating franchise knowledge to the entire
franchise fraternity. In addition, | strongly believe that it
would assist franchisors in reaching out to their potential
investors, and in turn aid the aspiring entrepreneurs to
get their desired brands.

Gaurav Marya
Chairman
Indian Franchise Association(IFA)
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Brand licensing and franchising always
comes across the same way and thus
sounds similar to a laymen. But there are
quite a lot of differences between the
twia. To elaborate, Brand licensing is the
process of creating and managing
contracts between the awner of a brand
and a campany or individual who wants
to use the brand in association with a
product, for an agreed period of time,
within an agreed territory. Licensing is
used by brand owners to extend a
trademark or character onto products of a
completely different nature.

The concept of Brand Licensing in India is
getting recognition vastly with every
international brand catering to India
through licensing and will reach 1o its
maximum level in the coming years.
Indian brands are practicing in licensing
after its proved success in the
international market. Therefore, The
patential for India to be benefited from the
Licensing industry is huge.

UPCOMING BIG CONCEPT

IN INDIA

Brand licensing proves 1o be a good
opportunity as business owners are
exploring for alternative business oplions
on account of Economic and campetitive
pressures. Smart brand owners are
realizing that they have something more
to offer than their brands alone.
Pairing-up the name with its necessary
ingredient or brand attribute that makes
the brand unigque adds real value 1o a
license. Henceforth, the sales of such
licensed products have grown
considerably in emerging markets.
Highlighting areas for the same are
Licensing of brands, designs, characters
(fram cartoons, mavies, ete), celebrity
names & photographs, events, ete. which
are now becoming popular in India where
these are used on various products like
jewellery (pendants, ete), apparel,
lifestyle accessones, toys, gifts, games
elc. This has created immense
opportunities for Indian brands,
manufacturers, retailers, designers,

law yers, financial consultants and
licensing agents.

8 Thus to conclude, brand licensing has

truly evolved from being a fringe support
activity to a mainstream business.
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Future Group's Indus League Clathing is taking up the franchising
route aggressively to extend their reach in Tier |l and Il towns. The
apparel manufacturer has started off with franchisee stores for their
women's apparel brand Jealous 21, with three stores as of now in
Lucknow, Satna, and Kota. Mid-October, Indus League also opened its

Indus LEE’-QUE 100th EBQ, a Jealous 21 store.

takes the
franchi Eiﬂg route Rachna Aggarwal, CED, Indus League, revealed, “This year, we have

s launched 20-25 EBOs till now and there are plans to open 15-20 more
1o CapaliaIc, by the end of the financial year. As for shop-in-shop outlets, our brands
are refailed in Pantaloons, Central, and Reliance. As they expand, we
will continue to open our outlets there.” Presently, the Jealous 21 brand
15 sold in 20 EBOs and 140 shop-in-shap outlets. Overall, Indus
League has 100 EBOs and 300-350 MBOs and shop-in-shaps.

IND, .S
LEAG-E

The apparel major has maintained an overall growth rate of 30%, a
trend expected to continue this year too. "Each brand is doing well in
its own space. While Jealous 21 is the fastest growing brand at 40%,
Scullers and John Miller have the largest brand size, and Indigo Nation

has the largest number of EBOs", Rachna remarked.
(Source:Exchange 4 Media)

Australian Australian franchisors looking to expand internationally should not
franchisors discount India as a viable market, an expert says, because the
UFQEBd to not country's franchising sector is growing at 35% per annum.

overlook India,  According to Tony Maddock, managing director of Solutions
with sector Franchising Group, the retail sector in India — which has the third

set to grow 359,  largest econamy in the world - is "booming”

“Franchising is growing at 35% per annum. The growing middle class
15 a big opportunity. It's also the largest English-speaking continent in
the world,” he says.

Maddock will traved to India next month to attend Franchise India 2011,
an international franchise exhibition held over two days, to research

opportunities for Australian companies.

He will then return home to educate local franchisors on the viability of

expanding into India, including market entry strategies to ensure
SUCCESS.




\ Indian Franchise

| Association

Interglobe
to launch
48 Hudson
News Café:

Shri Lakshmi
Cotsyn Ltd.

Shri Laksmi
Cotsyn 'Weaves'
its franchise
expansion plans.
Plans 100
franchise stores

InterGlobe Retail Pvi. Lid has signed a franchise agreement with Dufry
International to open 48 Hudson Mews Café in the country. Dufry
International is a Switzerland-based company that operates retail outlets
under the brand name Hudson News Café.

InterGlobe Retaill is a subsidiary of avation group InterGlabe Enterprises.
The company is planning to launch 48 new cafes across all six existing
lines of the Delhi Metro and also at airports and other train stations. The
new outlets will feature products like reading matenals, snacks, bottled
beverages, health and beauty aids and other travel convenience items.

Dufry International operates around 500 Hudson News shops in 10
countries around the world.

shri Lakshmi Cotsyn (SLCL). an integrated textile player engaged in
manufacturing and processing end-to-end textile products, is launching
exclusive retail outlets in tier || cities under its brand name Weaves. The
company will roll out 100 franchise-owned stores in 50 cities in the next
two years, starting with the first stare in Chandigarh. An investment of Rs
10 crore has been made for this expansion, where each store will s2e an
investment of Rs 5-10 lakh. Each store will occupy about 400 square feet
space and stock 12-15 categornies of home fumishing products like teri-
lowels, bedsheets, table-mats, footmats and shower curtains.

Sanjay Gupta, president - retail, Shri Lakshmi Cotsyn, said, It is more
wiable to run stores in tier || and lll cities, as the cost of operation is much
lower compared to that in tier | cities. In addition to that, metros and tier |
cities are saturated. We've tied up with 40 distributors across India for
this venture. In the first phase, stores will come up in Chandigarh,
Ludhiana, Jalandhar, Pathanket, Jaipur and Jammu, which will cater to
the dermand for high-end value-added products in the home fumishing

market.”
(Source: India Franchise Blog)
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Franchise India 2011, the 9th international franchise and retail show was
held on December 2-3, 2011 at Hotel Ashok, New Delhi, India. The show
was organized by Franchise India and Bloomberg UTV, supported by
LIMA {international licensing industry merchandisers association) and
IFA {Indian franchise association). The program was based on
premeditated business planning towards the design, development and

irmplementation of franchise strategy.
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ICBinaPremierClinicalResearchinstituteinindia,
invitesfranchiseefromalloverindia

ICBioiscollaboratedwithUniversityofMysore

ﬁxmnducli npClimcalResearchEducation.andcoursesare
CertifiedbyUniversityolMysore

QI c Blo M.5c.,inClinicalResearch.

*Excallancs In Bloscionces Post-GraduateDiplomain

ClinicalResearchandClinicalDataManagement,

Medical Wiriting, Clinical TrinlManagment, Healthcare Ad ministration
Full Time' Regular

ICBioC purseshavebeendes gnedanddevelopedinconsuliatiomaith Indusiryexperts,
toeguipgradusiesoflifesciences, PharmacyandMedicinetomesttheneedoftheindustryand
thusimprovetheirjobprospects,

Morethan100companiesrecruitedICEBioClinicalResearchprofessionals

[CBiohas excellentplacementtractrecord,
ourcandidatesareplaced indeccenture Avesthapen, AstraZeneca Blocon Oindgene,Cognizant, Glaxodmithkline, Intas,
Nowartis, Mowomandisk, Quintiles, TS Indegene JOONClinlcalRessare |, and many mare..........
Eligibility: Highlights
Siocabiolag) Benets rkemisry . el el
Gane efnisiry | #
M.B.B.5/8.0.5/8.A M.58.H M5/ 100%PlacementAssurance®.
B.Pharmacy/M.Pharmacy GloballyValidatedCurriculum
GradustesorPostGraduatesinNuwrsing. mmmmmmm“ﬁal_

TWVE.T echiB
Ll D SoftSkilTrainingtofaceCarporateWorld.
Mote:FinalYearstudentscanalsoapply Gatirsinadbvindust B

InnovativeCentreforBiosciences
A unit of ICBID Clinical Research Pyt Ltd,
#16,|CBloTower Vidyaranyapura, Bengaluru-560097.
Tel.#+91802364 10432 Fax. +918023541043,

Mobile=9900111997 9900121064,

bsite:www.ichio.org wWww. icbiocro.com E-mail:infoi@icbhio.org
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In an Exclusive Interview with

Mr. P Kishore

. Whera and how did this concept of
Everonn "Eduprengur’ come into
existence?

& The Indian Education Sector is growing
rapidly. With overall revenues estimated o
be LISD 84,858 Mn by 2012({as per the
IDFC-55K1 Report 2009), the opportunities
across the Pre-school 1o B-School
segmants is immensea. To make this growth
real and sustainable, India needs
entrepreneurs in education who parficipate
in this phase. At Everonn we wish to make
our business partners more accomplished
in terms of knowledge and skill-sats and we
wish to partner with such entrepreneurs
whose aim is to make India a knowledge
powerhouse, which is why Everonn has
termed them as Eduprensurs. An
Edupreneur iz an 'Entreprenaur in
Education’. They will be the Ambassadors
of leaming across the country.

L. What does your product offer and how
does it make it different from its
compelitors?

A With over 23 years of experiance in
enabling education for millions, across the
value chain of Education & Training, we
offer a product range consisting of Training
(IT. Retail, BFSI & Soft Skills), Education
(UG & PG University Dagree), Testing (in
partnarship with Global leaders), Coaching
(Engineering), Admissions Counselling
(International, Domestic), among othear
servicas. The Edupreneur will gain a
foathold in the fast growing opportunities in
Pre-5chool, Private Schools, College
segment. These programs are integrated

Ewsarainm Edicaton Limiked
Elararias Aigusd Erssdunids

Managing Director of Everonn Education Ltd.

and deliverad using Everonn's VAT
network, largest in the world dedicatad
exclusive to education. Further, with the
madular building block approach to help
optimize invesimenis and maximize
operational efficiencies, the business is
designed to offer highaer revenue realization
for every square feat of space utilized.

0. How long did it take to break even and
how did you sustain yourself in the pra-
break-even period?

A, It has been a journey of many
experiences and trials before break-aven
happened. This period was pressing,
demanding and of course filled with
learning experiences that will be
remembeared forever. Funding during such
times came from loans from banks that
placed faith in the credibility of the
organization.

2. How did you fund your business?

A. Funding during the pre-IPO days largely
was as a result of bank loans obtained as a
rasult of promising business operations that
were seen as positive growth drivers.

0. At what stage did you find your business
ready to take off to the next level?

A Clearly, the need was feli for us to
constantly innovate and bring value to our
clients in a mannear that was significantly
differentiating. Once we ascertained such a
state of excellence, the world outside
began to take notice and thareafter there
has baen no looking back. Having said
that, wa understand that excellence
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iz not a destination to arive at but a
journay that is ongoing.

. What has baen yvour experience with
hiring your first employeas and building a
team?

A, There perhaps hasn't been a more
fulfilling exparience than building tha initial
team. | remain very excited on the people
front even today and will be so for all time
to come. Today with over 6600 peopla, we
are a very cohesive and well-knit team of
thorough professionals. Fortunately, a very
large part of the initial team still continues
to be a part of our journey and there cannot
be anything more rewarding than a
continued demonstration of that faith and
commitmeant.

O What are the future plans of the
company in terms of expansion through
franchising?

A, This coming year will see a great deal of
activity at Everonn particularly on the
Eduprenaur front. Our visioning of tha
franchisee model is very different and
involves significant amount of support and
handholding on an ongoing basis, gince we
understand the importance of branding and
the value that good branding brings about.

0. What is the eligibility criterion for
selecting the franchiseas of your company?
A A successiul partnership iz like a
marriage basad on multiple critical factors.
The first and foremost in that list of factors,
is the value system. We are looking at
entreprenaurs who not only have a
business motive but also a motive to serve
the society at large. We are looking at
partners who bring with them a vision to
educate India, have a clear understanding
of local areas and the expertize o exploit
business opportunities that exists in that
arga. He should have a customer servicing
bent of mind and should alzo involve
directly in business decisions and
operations.

Thus, yas, monay and real estate are
impartant but what is being looked at iz
much more and an accomplished player
called Edupreneur™ . Also, funding is not
difficult in today's word when there exisis a
business idea worth considearing.

L. What kind of fraining and support does
a franchisee gat after partnaring with your
company?

A Initial Handholding will include among
othar things, selection of an appropriate
site for operations, Guidelines for Design
and implementation of Infrastructure, lavout
planning, providing guidance on
preparation for a successful launch,
marketing collaterals. creatives, sales tools
and training. Thig will also invalve training
on curriculum, Products, Services and
operations and help in creating an
organization structure and recruitment
guidelines. There is of course an ongoing
support struciure which will address a
whaole range of requirements on a very day
to day basis.

L. Would you like to give somea advice to
the young & budding entrepreneurs?

A Btart-ups may fail, entrepreneurs never
fail. To succeed, an entrepreneur needs a
business idea, passion and commitmeant.
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Caution Advice Reseach Evolve

Indian Franchise Association is India’s premier, non-political, not-for-profit
body representing Indian Franchise Sector. IFA's endeavor is to promote,
promulgate and popularize the concept of franchising az a mode of doing
business across the industry verticals and to nurture the entreprenaurial

skill of every Indian.

IFA Services
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To avall plethora of services and
benefits at IFA, become its MEMBER!
Membership is open lor:

Franchizors, Franchisees, individuals,
Professionals, Advisors, and
Educatianal Institutions,

For detail of Membership category
and fee, comact:

Richa Gupta at
contack@franchseindia.ong

a1 srwicesal ranchis mndia ong

. Indian Franchise
Association

F-BA1, 158 P, Do DITee, Priis 1, biw Dedhd - 110020, B4a
Tak: 4 81019060054 T, JBE4E500, MEELEESE
Fice 45111415

Branding Opportunity: Ouizhing your
competitor by positioning your brand
at Frainjews, |FA Newsletter or at IFA
wedsite www.iranchiseindia.org

For branding Proposal, please wiite io
pewaticpiranchiseindia.ong

wwnw. franchiseindia.org




