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Developing the capahilities of people is as impertant as business itself, says the Unflever stalart

by Rakhi Mazumdar

T IS AN APPROACH NOT MANY CORPORATES TAKE:
Least of all, a leading MNC that is as Indianised as the soaps and
soupsit sells. But then, Hindustan Unilever Limited (HUL) has al-
ways been different. When Harish Manwani, president Asia &
Africa, Central & Eastern Europe and a member of the Unilever
Executive, decided to visit IM-Calcutta's (IIMC) sprawling cam-
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This was followed by a query or HUL'S green
strategy since eco-friendly products are at 3 Bremi:
um. "As industry standards change and prices drgp;
people wanit to enjoy produsts. Bt great RrRducls
also need to be competitive. We need to Hnd out hew
to make them competitive and Rewwalise the mpact
o costs. If the future lies in making business sustain:
able, we need to start now by abserbing the extia €0st a8
a eost of operation. On the balance shest, it will be R
as savings in some and cost in others, as we find ou{ Ways
{6 use less water and less enengy,” said Manwani.

Citing the example of Rexona, the company's large
selling deo, Mamwanii recalled how 4 change iR B%‘Eﬁ&’iﬂ%
(to a stand-up reverss pask) led 16 4 13% $aVIRgs OR Ot
The interesting part was that coRsumers 10Ve4 1t SIREE 1
was easier to dispense:

Unilever 'Pure It' is another example:~ Globaly, Water 184

big issue since 40% of the people live in waler-distress areas. There was a
mass market need for the best technology te provide slean water witheut
a tap or electrieity. We could provide Four litres of water at Rs 1" he said:
Students also wanted 1o kKnow whether more growih opporunities ex:
isted in higher end produsts. HUL caters io the eniire $96i9:-660RERNE SBEE:
trum and straddies across all segraents. It has Wheel at the loyest price in-
dex, Rin at the middie level and Suit at the top end. The company alse rans
programmes like ‘Shakti Amaa' in villages. “Bon't ook for the magic bul-
let but invest in a continuous engagement with seciety: Consumer behay-
iour is key. If you can influense it, you get it Fight. A future cQRsUmEr
should be able to feel comfortable with the predudt,’ Manwani said. .
Picking out HUL's ‘Eair and Levely' brand as a €ase iR point, ManwaRri
said: "Colour management produsts are used all over the werld. | have
seen it being used by Caucasians
in Europe who wamt to get twao
shades darker using tamning

produts. Similarly, in foods, we 7V Atheart, wearea
are not saying buy us because middle-diass company

we are green but rather because

we make good food produets.” focusefl onasteucturnesd)
What about competition, tl‘ail‘llllx program thak

which is always fierce in the

FMCG sector? Eor his part, Man- grooms tal?nt for w‘y

wani had an interesting take: leadership. We focus

*Competitor focus distracts at- =Y y

tention. The foundation of a on this ‘software lGll“ldh

business rests On consUMer in- as wedbanthe:

sights. It is a structured process .

and it is absolutely proprietal buslness hardware (i(

stuff to have a point of view on
eonsummens. Technology alllows
us to codify and use the knowl-
edge base and category insights into shopper knowmilasige, gathered Fiom
super markets to kirana stores. We need to constandly ask ourselyes: are
we doing enough?* )
There were other queries on whether brands can be stretched while
focusing on scale. *Depends is a good answer in marketing” Manwari
said, conmecting instantly with the students yet again. OR a FOIE $erigus
note, he said sharpmess of brand pesitioning is eritical. One cannot b trig:
ger happy on new brand launches because sueh launehes are @Xpensive.
First of all, the current brand nesds to be made relevant in its space. Take
Pond''s, for instance. The brand's features include femininity, face care: "The
question was €an we straddle various price
poinds witheut lesing the essential valuss of
the brand. We found we cowid de it We
actually went all the way 16 the tep
and put ‘wew' produsts that helped
entire Fange of Bondts Now itisa
bigger brand with & bigger au-
thority. Beve's proposition was
so ditierent that we decided 1o
launeh a new brand” said Mianwani.
Responding to a question oR ethical iswes
in business, Manwam said, Business IRtegrty 1§
an extension of family values inio an QFganisa:
tion. "I have never faced an ethical dilemma in
all my years with this company: It ¢omes back 9
the ‘true North' of an organisation. Yeu ¢an
make a difference, but if yeu want a Short Buek
you wil encounter issues.” o
Manwani was perfestly at ease, playing his
role as a mentor to future leaders of business. His
expansive answers peppéred with examples had
the studemts on their feet. Quite literally: While
nearly 300 students were seated oR the laWR p-
posite IIMC's iconic auditorium, an equal RUMbEF
of them were seen stading throughowt the twe-
hour long sessiien.

Manswani visited IIME as part of a 'Learn 2 Lead'
program, where HUL leaders travel to B:schopls
and share their perspective and experienses oR Iead:
ership. Over the past year, Leena Nai, exesutive di:

rector (HR), HemamtBikkstli, executive diFetor (eus:
tomer development & sales) and Nitin Paranjpe CEQ
& MD met students across eight B -schools and spoke
on a common therme 'Workflace in 2020 & its impast
on future Jeaders.'
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