
S P R E A D I N G ' E M O U T 

His job to 
ensure that all 
shoppers in 
Mumbaiget 
their soaps and 
detergents in 
time leaves him 
with no time to 
shop for his 
wife, reports 
KiranKabtta 
Somvanshi 

J 
i tendra Haria r an u p to his g o d o w n in 
Byculla in the w e e hou r s of the m o r n ­
ing on Wednesday, November 2 5 ,2009 
w h e n a fire b roke d o w n in the Great 
Eastern Mill c o m p o u n d . The largest dis­
t r ibutor of FMCG produc ts in India 
t hanks his stars tha t his g o d o w n was 
spared. However , the fire, w h i c h raged 
for m o r e t h a n 24 hours , stalled the op­
era t ions at his g o d o w n for a day. M r 
Haria, a m a n in a hurry, couldn ' t afford 
to lose even o n e m a n - d a y in his busi­
ness. Even in the absence of electricity, 
h e decided to r e s u m e w o r k by ren t ing 
genera tors for t h e n e x t t w o days to op­
erate the compute r s at his godown . 

Forty-year-old Ji tu bha i (as h e is 
popular ly called) comes across as a typ­
ical Gujarati t radesman wi th business in 
his blood. However , doing dis t r ibut ion 
business for the country ' s largest FMCG 
c o m p a n y Hindus t an Uni lever (HUL), 
has t ransformed h im from a tradit ional 
Gujarati t rader to a tech-savvy m a n a g e r 
wi th lot of fire in the belly and h u n g e r 
for g rowth . 

For s o m e o n e w h o is b o r n a n d 
b r o u g h t u p in M u m b a i , h e k n o w s t h e 
nooks and corners of the city like t h e 
back of his h a n d . After all, h e services 
m o r e t h a n 3,500 retail stores right from 
N a r i m a n Point in Sou th M u m b a i to 
Kurla and M a h i m in central M u m b a i . 
He also supplies HUL's products to nea r ­
ly 50 m o d e r n t rade out lets from South 
M u m b a i to M u l u n d in central suburbs 

to Andhe r i in wes te rn suburbs . F r o m 
foods & beverages to soaps & toiletries 
manufac tu r ed by HUL, h e supplies 
t h e m all a n d ensures cus tomers get 
stock as fresh as possible. 

Jitu bhai 's conversat ion is laced w i th 
words like ' target ' , ' per formance ' , 
'deadl ines ' , ' cus tomer ' , 'del ivery ' a n d 
such similar m a n a g e m e n t jargon. In his 
case, these words are no t jus t restricted 
to conversa t ion b u t r a the r are words 

DELIVERY 
MECHANISM 
Starting with a small turnover 
of seven digits, his firm 
Mahavir Retail now 
contributes to 2% of HUL's 
turnover (over Rs 400 crore) 
— which itself is a very big 
achievement 

tha t h e lives everyday. A hard task­
master , J i tu bha i clocks a r o u n d 14 
hou r s of w o r k o n an average - moni tor ­
ing good dispatches by t rucks, daily re­
v i ew of targets, visits to marke t to get 
the cus tomer ' s pulse a n d over looking 
the billing raised by salesmen at the end 
of the day. 

Along wi th his par tners , he manages 
a big t e am of people in sales, logistics, LT 

I N D I A I N C R E D I B L E 
T H E U N T O L D S T O R Y 

and back-end - qui te m a n y of t h e m be­
ing unskil led. The t e am works o n zero 
inven to ry system tha t ensures t ha t a 
w h o l e s a l e r 
or retailer 
gets his or­
der rep len­
ished by 
th i rd day of 
placing it. 
Except for 
52 Sundays and t w o m o r e holidays in a 
year, this t e a m is at w o r k from 9 a m to 9 
p m daily. 'The s h o w m u s t go on, c o m e 
w h a t m a y ' seems to be t h e u n w r i t t e n 
code of conduct . 

All this ha rd w o r k over t h e last 15 
years has paid off Ji tu bha i . Starting 
wi th a small t u rnove r of seven digits, his 
firm Mahav i r Retail n o w contr ibutes to 
2 % of HUL's t u r n o v e r (over Rs 4 0 0 
crore) — w h i c h itself is a very big 
ach ievemen t . Starting opera t ions from 
a 3000 sq ft g o d o w n in Mazgaon for first 
ten years, the firm m o v e d to a 10,000 sq 
ft g o d o w n in Reay Road. As the scale of 
opera t ions increased further, t h e firm 
started operat ing from a n 18,000 sq ft 
g o d o w n since last year. From recording 
inven tory in physical ledgers and m a n ­
ually account ing the daily billing of 
sa lesmen, the firm n o w has c o m p u t e r ­
ized account ing system and has provid­
ed pa lm-tops to all its salesmen. 

From 60 distr ibutors cater ing to 
M u m b a i city in 2000 , HUL n o w has 

only four large distr ibutors for the city. 
And Jee tu bha i is p roud to be o n e of 
t h e m . He is one of t h e only t w o distrib­

utors h a n ­
dling distri­
bu t i on for 
HUL's m o d ­
e rn t rade 
business in 
M u m b a i . 
C o n s i s t e n t l y 

performing better, mee t ing and beat ing 
targets and switching from a tradit ional 
sys tem of work ing to a m o r e tech­
no logy-enab led system h a v e 
he lped h i m gain this recogni t ion. 
Handling distribution business for a 
mul t i -na t iona l FMCG c o m p a n y 
gives h i m a m u c h h igher say a n d 
s tanding in t h e m a r k e t today as com­
pared to a dis tr ibutor of a n y o the r 
smaller FMCG company. 

All this also has its flip side. Which is 
tha t a wife w h o cribs that she a lways 
sees less of h im and t w o daughte rs w h o 
k n o w beforehand w h a t will be their fa­
ther 's reply if t hey ask h i m to accompa­
ny t h e m at the i r school or social func­
t ion. The i rony is tha t the m a n , w h o en­
sures tha t cus tomers get their desired 
bar of Lux and Liril w h e n they go to t h e 
shopkeeper , keeps his wife wai t ing for 
he r list of HUL products f o r a s m u c h a s a 
fortnight, since h e doesn ' t get t ime to 
shop for he r in his godown! 

kiran.somvanshi@timesgroup.com 
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