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Avoiding Mistakes

¢ Why India

¢ Are you aware of the culture and the cultural gaps V=

¢ Who will be responsible for India /
e

¢ Are you aware of the regulatory environment |
¢ In what way can you have a business presence in India - @
¢ Have you determined the model of operating in India

¢ What are the costs involved in establishing a
presence in India

¢ How do you lease real estate in India

¢ How do you hire people

¢ A check list to establish an entity in India
¢ Some key learnings
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Why: India ?

Past sales in India — future
predictions on market share

Customer insistence — ¢ Competitors have set up —so |
¢ Comfort must be in India
© Lower costs by ¢ Local market is saturated — key to

sourcing/assembly in India
¢ Want to pay in Rupees
¢ Better after-sales

services

survival is to enter newer markets
¢ | missed China

¢ Offer better pricing in India due to
perceived lower costs of
manufacturing




m CSKP

Are you aware of the business culture?

Indian Mindset today Governance and Work attitude
¢ Consumerism Mindset, not only ¢ Bad Governance

VEM anymore o © Bureaucracy can delay,
© Openness/ admiration for the complicate, raise costs of
Westerner projects

¢ Strong Anglo-Saxon influence ¢ “Chalta hai” attitude

- T: © Very.confldent young Ihdlans © Constant follow up required —
¢ Attitude change - proactive do things actually work?

¢ Difficult to keep an educated © Sense of time is different
Indian in a routine job ) )
© Multi Tasking

Innovative mind vs. low - _ _
innovation Decision Making — family run
© Creative in problem solving, high business

flexibility and adaptability
¢ But less original thinking




There is no “Average”
stereotypical Indian!!
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Who will be responsible for India ?

Expat Expat Indian Indian
Strength Influence with Bridge Local
HQ between HQ understanding
|& India
Weakness  No local ‘Not high Unfamiliar

understanding enough in with global
hierarchy practices
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Are you aware'of the Reqgulatory
Environment ?

¢ Host of regulations applicable to foreign investment in India
¢ Understanding required on local compliances

¢ Awareness of some key regulations that are critical to the
operations in India are :

FEMA

Company Law

Income Tax

Indirect Taxes

Labor laws

Sectors specific

laws
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In what way can-you have a business

presence’in hdia ?
Non Equity Routes
¢ Branch Office

¢ Liaison Office
¢ Project Office

’v‘ Equity Routes
/ = ,; ¢ Company
- ¢ JV

l

© Acquisition
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Have you determinedjthe model of
operating’in hdia ?

¢ Take in to account the following :
¢ Regulatory environment

Direct Taxes

Indirect Taxes

Transfer Pricing

Logistics

Industry practices

¢© 6 © © ©
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Understanding CostséiEstgblishing In India

© Minimum cost to set up a 3 man operation:
¢ Set up costs

=

© 6 06 © © ©

Security deposits
Recruitment fees

Initial working capital
Interior fit out cost
Professional fees

Statutory registrations costs
Lawyers fees

Minimum budget of Rs.10 mn (~ € 150.000) will be requ ired
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Leasing Real Estate in India
Requirement of office space
Carpet area
Lease period
Security deposit
Rental per month
Lock in period
Brokerage
Furnished options

O6SKP
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Recruiting inIndia

Various modes available

¢ News Papers

¢ Web Portals

¢ Recruitment Agencies
Screening the resumes

Costs depend on levels of staff
to be recruited — 8.33% to

25%

Finalization of Organization
Chart for India
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Maharashtra Est. CTC

Gujarat Estimated CTC

Sr. No. of Years
No. | Role Experience In INR In Euros In INR In Euros
1 CEO of a big Co +20 Years 100L 155K 100L 155K
CEO of a medium sized
2 Co +20 Years 40-80L 62-125K 100L 155K
3 Head of Sales +15 years 25-40L 40-62 K 10% mark down | 10% mark down
4 Head of Marketing +15 years 25-30L 40- 46 K 10% mark down | 10% mark down
5 Head of Finance +15 years 25-35L 40-55K 10% mark down | 10% mark down
6 Head of HR +15 years 20-251L 31-40K 15% mark down | 10% mark down
7 Head Supply Chain +15 years 15-25L1 23-40K 10% mark down | 10% mark down
Sr Mgr/Manager Supply
8 Chain 10-12 years 10-15L 16-23 K 10% mark down | 10% mark down
9 Sr Mgr/Manager HR 10-12 years 10-15L 16-23 K 10% mark down | 10% mark down
10 | SrMgr/Manager Sales 10-12years | 10to15L 16 Kto 23 K 10% mark down | 10% mark down
Sr Mgr/Manager
11 Marketing 10-12years | 10to15L 16 Kto 23 K 10% mark down | 10% mark down
12 | SrMgr/Manager Finance 10-12years | 10to15L 16 Kto 23 K 10% mark down | 10% mark down
13 | Engineer 6-10 years 5L 8K 5L 8K
14 | Chartered accountants 6-10 years 8to12L 12Kto 18 K 10% mark down | 10% mark down
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10 Point Check List .....Tick

FDI Compliant

Understood the regulatory framework
Entity chosen

Banker chosen

Aware of all local registrations to

_ 6. Location finalized
the business _
7. Real estate options frozen
8. Recruiter chosen
<0°° 2 9. Various suppliers identified
s =4 10. Accountants, tax advisors ,

/
: lawyers and consultants on

board.



India = a Paradox

In this diversity

wrtainment
food
Wscopes
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Key-llearnings

¢ Treat India as a distinct and new experience —
come well prepared.

¢ Think innovatively: Can you do something in the
marketplace which the others have not thought
about?

¢ Use help from experienced partners from the
beginning onwards — this cost will pay for itself.

¢ Review your plans at least on a quarterly basis.
Have a defined person from HO responsible for
delivery

¢ Involve your finance / legal executive in the initial
set-up stage apart from technical personnel

¢ The regulatory environment is dense, but
man le.

¢~ Don’t expect too much too soon — India is a long
term success story.

¢ Be aware of “Global India” and “Traditional
India”.
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Abaut SKP
SKP is a professional services Group with core capa  bilities in a
wide range of services that include crossborder bus Iness set-up,
corporate services, international tax and transfer pricing, assurance

and risk management, and outsourcing services.
© 17 Partners/Directors

© Over 400+ team members

© Offices in 5 major cities in India

© 200 + Clients from 35 countries

© Experience across 20 industry sectors

© Listed among top 10 Tax Firms in India by International Tax Review's
- World Tax 2009-10

¢ Member of

INTERNATIONAL

A PASSION FOR SOWLUTIONS
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N Are you ready }?r India?

N * Manoj Gidwani
2nd Floor, Ballard House
Adi Marzban Marg

Ballard Estate, Mumbai 400 001, India
Tel +91 22 6617 8000
Fax +91 22 6617 8002
Email: manoj.gidwani@skpgroup.com
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