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Clock d of India is changi

ock speed of India 1s changing,
W t move fast: HUL CEO
€ IMust move ’
Jawa Says Co Must Experiment More, Accelerate Scaling
New ldeas To Take On Various Types Of Competitors In Mkt
Namrata.Singh of empowerment where we ve intensity is the nature of cial one. I like teams who
@timesgroup.com can disaggregate decision- the beast. This is not a zero- like to work with each other;
making units. While we cre- sum game. It’s about focu- and have fun working with
Mumbai: Hindustan Unile- ateaplatformwhereHULof- singonhow we can bestser- each other. I'm keen on ha-
ver CEO & MD Rohit Jawa, fers people stability, safety, ve our consumers. Thisisa ving a strong set of leaders
who took over at the helm of security. the regulatory huge market and there are a so I can empower them, and
the Rs 58,000-crore FMCG compliance and talent back- lot more years of growth. I have more time to think
behemoth in June, says the bone, we still need to have The biggest focus is to get about the future. But also, 1
next evolution for HUL is speedboatsof progresswhe- used to driving competitive love to roll up my sleeves if
not just being big, butbeing re people can take our busi- volume growth because the there’saneed.Inthefirstye-
quick. Jawa says he wants nesstothenextlevel. price is flat to negative now  ar of training, I was taught
to sustain and build on the and to keep driving the up- how to clean shelves to put
success of the company Onco-creationwithstar- gradation engine because up the merchandise. So, it's
while ensuring that new tupsfacingafunding that’s the long-term story. about the consumer first. I
ideas get scaled up speedily. winter... believe in sticking to an
He has taken charge at a ti- We will be encouraging more Do you see the premium agenda that has not more
me when the company’s vo-  work around new brand crea-  pie of the portfolio be- than five priorities, as any
lume growth has slowed tion.Our premium beautybu- comingbigger? agenda that goes beyond
down, and it is facing heat siness unit has shown us the Premium is already gro- that can be diffusive. I love
1 from low-priced local play- way tobuilddigitalandsocial- wing 1.5 times faster than the power of focus.

ers. In an exclusive intervi-
ew to TOI, Jawasays HUL is
open to partnerships with
entrepreneurs to leverage
their ecosystem and help
them scale. Excerpts:

You are known to be the
transformation manat
Unilever. Whatcanone
expectinre-imagine
HUL 2.0?

I havetwojobs here. Oneisto
sustain and build on the suc-
cess of the company, which
has a 90-year proud history
of many firsts... to take that
success forward. At the
same time, the country and
consumers are changing,
their aspirations are chang-
ing. Our portfolio must, the-
refore, shift as well. The
clock speed of thiscountryis
changing. It's become very
fast. You have competitorsof
all kinds in the market today.
We must learn to move fast,
experiment more, and scale
new ideas quickly across the
length and breadth of our
massive infrastructure.

The next evolution will
be a company that isnotjust
big, but also fast. With not
justhasthescalebutalsothe
agility, with not just greatre-
peatability but also experi-
mentation. Some of our
work on incubating brands
isshowingpromise. Some of
the new businesses that we
acquired in well-being, or
for that matter, the new for-
mats we're launching in the
market, show we have the
right ingredients... which
we have to now magnify.

We must have a culture

first brands. We've learned
how to play that model. We are
alsoopen to partnerships. The-

other parts of our portfolio.
Mostof theinnovation,new
benefits and formats are co-

@6 We Are Open To Partnerships

Re-Imagining HUL 2.0  We
will have to become more
experimentative, open to

and forming partnerships as
there’s a big world outside HUL
that we can leverage
Co-Creating With Startups
We will be encouraging
more work around new
brand creation. We are also
open to partnerships

re’s so much enterprising, ent-
repreneurial energy and crea-
tive people in this country. We
should leverage that force and
might as an ecosystem where
we have the strengths of astra-
tegic play in safetyy R&D and
supply chain. We can help ma-
ny entrepreneurs scale.
That's the reason why we
picked up a 20% stake in Well-
being Nutrition, and why we
took a stake in OZiva— we’ll
have more ways of creatinga
brand and serving the com-
munity. Wearedividedacross
three big business units, and
they have their own 16 catego-
ries. We operate as 16 small
business entrepreneurship
units. Partnerships will be
one of the things that we will
belooking to domore of.

On competition...

Heightened regional and lo-
cal competition is a tempo-
rary reality of one part of
our business, but that’s not
the whole reality. Competiti-

different ways of doing business

Premium Pie Premiumis
already growing 1.5 times faster
than other parts of our portfolio.
Most of the innovation, new
benefits and new formats are

coming in that space

On Competition | Heightened
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is a temporary reality of one
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ming in that space. Upgra-
dation will remain the engi-
ne of growth, and directio-
nally. itismoving to become
40% of the portfolio.

When will the rural mar-
ket growth come back?
With the numbers we see
now, rural sales have come
back by volume to where
they were two years back.
It’son the path torecovery.

How do you see the next
decade?

On a more transformative
basis, we are well-positio-
ned to win and grow in the
nextdecade. 19 of ourbrands
are more than Rs 1,000 crore.

Whatis your leadership
style like?

I always start by having a
collective and shared vision
of what the lighthouse is.
With the team I work with,
it’s not just a shared strate-
gic alignment but also a so-

In one of your blogs, you
called out Harish Man-
wani as one of your men-
tors. What learnings have
you picked up from him?
Ilearned from him to simpli-
fy the complex, and how to
eventually turn that into a
rallying cry that became ac-
tionable. I learned from him
the ability to use this to get to
the core. Attimes, lots of data
is thrown at you along with
information, biases, and opi-
nions, but the ability to cut
through all of that to get to
theheartof theissueiswhatI
learnt from him.

In one of your pieces, you
said you’re areserved
person...

Ilike my moments of quiet
to re-energise myself. 1
think each of us are born
with different personaliti-
es. All leaders are not ex-
troverts. I like spending ti-
me with people I enjoy be-
ingwith. Music,abookand
my family are my best bon-
ding moments.

Do you see the new gene-
ration spending lifelong
careers with the organi-
sation?
Lifelongcareersinasingle
company may beathingof
the past in the general in-
dustry, but it just so hap-
pens that people like
to work for companies
where they feel they are
growing personally, have
the closest friends, and
where their value systems
are not challenged.




