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‘Consumption Levels are
Low &tinaresIRtartyyodt

Headroom to Girow

Hindustan Unilever (HUL), which post-
ed its highest sales growth in 11 quear-
ters during July-September, says abil-
ity to respond to changing market
conditions and consumer demands is
crucial in a price-semsitive and com-
petitive market. Hindustan Unillever
chief executive and managing director
Nitin Paranjpe told ET's Sagar Malvi-
yatie next 6-12 rvsttns il gleter-
mine the eourse of the Indian market
beeause there is 8 mix of negatives
sUen as inflatien irMPacHingeORsSYMEF
sentiments and pesitives suen as esn=
tinving inerease in iResmes: Edited &%
€6Fpts 6F an exelysive ehat at the side-
lines 8f a confsrenes {9 SRBYRES the
E8MPany Fesylts:

How do you view the cuirrrent
consumer environment in India?

I think the impact of imflation (and) the
interest rate being increased put a lot
of pressure on disposable incomes of
consumers. That is on the megative
side. On tihe positiive Sidie, mdiia con-
tinues to see growth, incomes contin-
e to rise, mural imcomes awve een ris-
ing and we have had a great monsoon.
The government schemes in rural
markets meant that there is more
meney with eensumers in these plae-
5. Theeonsumption levelsare Very
levy and there is plenty of Mesgiresm
0 grow. Medern trade, 6@, presents
8R eRvirentment esRAuEve t8 Many
€ategaries: §6: | s8e & Mix 6 s6ME pB%-
#ives and some nRegatives: IF's an iR-
teresting perind sheadinthe Rext §ix
RORTASOrMayhe 12 MonHLierms
8f hiaw Rings will svertually mave:

Does that warrant a newer or
fresher strategy from HUL?

More than anew strategy, we have put
premium on an organisation that can
run its business more dynamically,
whose planning cycle is shorter, wiich
can respond faster and is more
flexible. Gone are the days when you
could put together aplan over 12
months and sit and exeeute it. For
instance, the way we think of priees.
Every Monday, there isa meetingto
see what's happened in the werld in
terms of priees and What we need to
ge: We think abeyt competitive
Feaetion anel RV we nee to Fespone:
We think in terms 6f 8uF appreaen ie
by the soFt 8f eqvers that we neeel 8

Nitin Paranjpe

build. All of these need to be tailored in
the times that we find ourselvesin.
Our approach to hedging is crucial,
given the volatility inthe foreign
exchange rates. We are glad we have a
fully hedged position.

Wiill you take a pause fromfilling up
gaps in your portfolio and focus on
existing brands instead?

We continue to find white spaces in
our portfolio. For example, in our
water business, we started with just
one device 0f22,000. Now we have
something sub-¥1,000, we have
something at 23,000 and 76,000 and
we have recently launched Marvella
RO to straddle soross pyramid.

Wihat should an Indian consumer
expect from HUL going forward?
We want to be a company that is
addressing the consumers of today
and the consumers of tomorrow. Our
strategy is simply: to build a set of
brands, portfolio and capabilities that
are notjust right for the consumers
and Indiaofteday but also right for
themtomorrow.
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