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ARNAB DUTTA
New Delhi, 14 October

Thousands of social media posts,
angry protests outside factory gates
and dismantled billboards promot-

ing Chinese smartphones have failed to
dislodge the leading handset brands in
India. In spite of being attacked from all
corners, a faltering supply chain and neg-
ative sentiments soaring high among the
local consumers, top Chinese smartphone
brands gained market share during the
most critical phase — the April-June quar-
ter of this year. 

According to data from advisory serv-
ices firm International Data Corporation
(IDC), four of the top five brands in the
local market continue to be from China
and their total market share went up to
66.4 per cent (by volume) during the quar-
ter — from 60.9 per cent in the correspon-
ding quarter last year. Market leader since
mid-2017, Xiaomi held on to its first posi-
tion with 29.4 per cent share. The other
three — Vivo (17.5 per cent), Realme (9.8
per cent) and Oppo (9.7 per cent) — stood
firm at third, fourth and the fifth posi-
tions, respectively.

The cumulative market share of the
top four Chinese brands in India, how-
ever, declined over the previous quarter
(it was 75 per cent in January-March).
At the same time, the total share of all
Chinese brands together in India fell to
72 per cent in April-June from 81 per
cent in the previous quarter. Analysts,
however, don’t see a red flag yet. The fall
in share is more to do with their failure to
feed the demand, rather than the anti-
China rhetoric, they say.

According to Navkendar Singh,
research director at IDC India, there are no
credible alternatives that can replace
Chinese smartphone brands in the local
market. Superior offerings at competitive
prices, the brands’ wide distribution net-
work and millions of satisfied customers
over the past four years have placed them
on a firm ground that is tough to shake
with a few blows.

Shilpi Jain, research ana-
lyst at Counterpoint Rese-
arch, noted that the fall in
cumulative share was a
result of a range of factors
and disruption in supply for
some major Chinese brands
such as Oppo, Vivo and Realme was one of
them. “Local manufacturing, R&D oper-
ations, attractive value-for-money offer-
ings and strong channel entrenchment
by Chinese brands leave very few options
for consumers to choose from.
Additionally, in the era of globalisation, it
is difficult to label a product based on its
country of origin as components are being
sourced from many different countries,”
she added.

In fact, during the quarter, four out of
the top five models — Redmi Note 8A
Dual, Note 8, Note 9 Pro, and Redmi 8 —
were from market leader Xiaomi, account-
ing for 21.8 per cent of all smartphones
shipped during the period. And despite
its factory being closed, resulting in severe
stock shortages, Oppo managed to hold
on to its position, IDC noted.

Supply disruptions since April did the
primary damage, other industry stake-
holder indicated. “This year has been
challenging and there has been a disrup-
tion to the overall supply chain since
May. However, we continue to work hard
with our suppliers and factories to ensure
that we are able to bring adequate quan-
tities for our users and fans of Mi phones
this Diwali,” said a spokesperson from
Xiaomi India.

According to Raghu
Reddy, chief business officer,
Xiaomi India, the situation in
the market has been improv-
ing since July. “We are seeing
this growth across all chan-
nels. The supply situation also
continues to improve over the

previous month, which, along with the
unserved demand from May and June,
has helped in driving higher numbers”,
he said. 

Executives and channel partners
associated with other leading Chinese
brands such as Oppo and OnePlus agree
with Reddy. With work-from-home and
online education becoming main-
stream, consumers now are dependent
on smart devices more than ever. And
this has led to a spurt in sale of smart-
phones priced below ~12,000. “With the
gradual opening up of all markets,
Xiaomi is also witnessing higher
demand in the ~15,000-20,000 and high-
end segments,” said Reddy.

In fact, despite protests on the roads
and social media platforms, all leading
brands launched close to half a dozen

new models each during the period.
Most firms and industry watchers now
believe the worst is behind them.
According to Faisal Kawoosa, lead ana-
lyst at TechArc, the impact of those
protests could never last long.

Further, the quick response that the
Chinese firms gave to the crisis has also
helped them control the damage. Soon
after the first major protest at the gates of
Oppo’s plant in Greater Noida, all leading
firms brought all hands on deck. From
social and digital media campaign teams
to communications specialists — every
useful resource was alerted and every post
or campaign with the potential to intensi-
fy the crisis was tracked.

They also initiated awareness cam-
paigns of their own. From retail partners
to factory workers, brands like Xiaomi,
Vivo, OnePlus and Realme, among others,
engaged with stakeholders. “The idea was
to send across the message assertively
that we are more of an Indian company
than Chinese. Over 90 per cent of our
employees and 100 per cent of our retail-
ers are Indian, majority of our sourcing
partners are from India, and we have
made significant investments in India to
set up our manufacturing and R&D
bases,” said a senior executive of a 
prominent Chinese firm.

According to brand consultant Harish
Bijoor, founder of Harish Bijoor Consults,
Chinese brands adopted a wait-and-watch
approach. “They needed to sit out the cri-
sis. Given the lack of alternatives in cate-
gories like smartphones, firms will remain
insulated from such onslaught,” he said.

MUMBAI  | THURSDAY, 15 OCTOBER 2020 TAKE TWO 9
. <

Leapfrogging the great
wall of boycotts
In spite of repeated anti-China rhetoric, Chinese smartphone brands
dominate the Indian market

YUVRAJ MALIK
New Delhi, 14 October

Abhijit (name changed)
found a new job in the
pandemic. He left his

supposedly safe job at Tata
Motors to join SAAS firm
HighRadius in August. “The
company is in a growth phase
right now,” said Abhijit, 28.
HighRadius sells enterprise
account management software
globally.

SAAS (software-as-a-serv-
ice) is an umbrella term for all
sorts of software used by
modern enterprises. SAAS
firms are lapping up young
executives like Abhijit
because the coronavirus pan-
demic has made companies
invest in digital tools.

With meetings, human
resources management and
sales being done remotely,
demand has increased for
tools that enable these func-
tions. “If something is
enabling business operations,
or digitisation, or better ana-
lytics on data, and enabling
the business to be efficient
especially in these times, I
think those are the cases where
we are seeing tremendous
amount of growth,” said Karan
Mohla, a partner at venture
capital firm Chiratae Ventures.

USA’s Salesforce, which
counts among the top 10 SAAS
global firms, saw its market cap
rise 50 per cent to $228 billion
since last year. Zoom, the video
meeting platform that got mil-
lions of new users in the pan-
demic, saw its stock rising from
$68 in January to $482 in
September-end.

India, world’s SAAS centre

India was already a centre for
SAAS before the pandemic hit.
Freshworks, Zoho, Postman, and
Druva had built high-growth
businesses selling to enterprises
in the US and Europe. Postman,
a tool to develop application
process interface
(API), the building
blocks of software,
snagged $200 mil-
lion in June,
plunging it to the
unicorn status 
at $2 billion 
valuation.

India’s SAAS
revenue touched $3.5 billion in
FY20: growing 30 per cent since
last year and 1.5 times faster
than the global growth in the
sector, according to NASSCOM,
India’s software industry asso-
ciation. NASSCOM estimated
this year more than a thousand
firms operate in SAAS in the
country, of which over 150 have
ARR (annual revenue run-rate)
of over $1 million. It noted that
the top five firms — Zoho,
Freshworks HighRadius, Druva,
and Icertis — account for 33 per-
cent of the market share.
Chennai, India’s SAAS centre,

alone generates $1 billion in
annual revenue.

“Enterprise may let go off
staff but (it) will continue to
spend on mission-critical soft-
ware that is core to their organ-
isation,” said Arvind Parthiban,
founder of SuperOps.Ai, a SAAS

start-up for IT sup-
port teams.

Parthiban quit
as senior director
for marketing at
Freshworks to lau-
nch SuperOps.Ai in
May. “If there is cost
cutting, I (as an
enterprise) have to

look for affordable software
alternatives. I will try to replace
people with budget software.”

“I’ll give you one data point:
In 2008, when financial crisis
happened, Zoho made most of
the business because every-
body (the enterprises) was
replacing big four products
(accounting software like Tally
ERP) to affordable products,”
said Parthiban.

Sound business logic drove
Parthiban, a serial entrepreneur.
He is also the founder of Zarget
(sold to Freshworks in 2017), to
launch again in these uncertain

times. This year, already the
funding in Indian SAAS start-
ups is highest in five years.

While bulk of the funding
deals were smaller rounds at
seed and series A stages, the big
ticket deals this year were: $125
million for HighRadius in
January, $150 million for
Postman in June, and $55 mil-
lion for Chargebee this October.
Last year, Freshworks and
Druva raised $150 million and
$130 million.

A digital future

The buoyancy is based on ear-
ly success stories. Zoho,
launched by Sridhar Vembu in
1996, climbed to ~3,308 crore
in revenue and ~516 crore prof-
it in FY19 without raising a sin-
gle dime from the venture cap-
ital market. Freshworks, a
10-year old customer relation-
ship management (CRM) firm,
in August doubled its ARR
(annual revenue run-rate) to
$200 million. The company
plans to go public in the US,
bringing in a chief financial
officer in May for the purpose.

“No one could have predict-
ed the events that have unfold-
ed during the past few months,
yet Freshworks has continued
to make progress in important
areas,” said Girish Mathru-
bootham, CEO and founder of
the company. “Our business
has been resilient, showing
growth across our chat, teleph-
ony and customer support
products that strengthen cus-
tomer communications — a
lifeline during these unprece-
dented economic times.”

More on business-standard.com 

SAAS success for firms as
business goes digital

ISIS ALMEIDA & DAN MURTAUGH
14 October

Agricultural commodity buyers from
Cairo to Islamabad have been on a
shopping spree since the Covid-19

pandemic upended supply chains.
Jordan has built up record wheat

reserves while Egypt, the world’s top buy-
er of the grain, took the unusual step of tap-
ping international markets during its local
harvest and has boosted purchases by
more than 50 per cent since April. Taiwan
said it will boost strategic food stockpiles
and China has been buying to feed its
growing hog herd.

The early purchases underscore how
nations are trying to protect themselves on
concerns the coronavirus will disrupt port
operations and wreak havoc on global
trade. The pandemic has already upset
domestic farm-to-fork supply chains that
provided just enough inventory to meet
demand, with empty store shelves across
the world leading consumers to change
their shopping habits.

Covid-19 has forced consumers to shift
from just-in-time inventory management
to a more conservative approach which
was labelled just-in-case, said Bank of
America Corp. analysts led by Francsico
Blanch, head of global commodities. The
result is that consumers are holding more
inventory as a precaution against future
supply disruptions.

A number of factors are adding to a
rally in prices for corn, wheat and soy-
beans, including floods in China and
the country’s increased purchases to
meet commitments under its phase one
trade deal with the US. But Beijing is
also keen to heed the lessons of the pan-
demic and ensure its stockpiles are plen-
tiful enough to withstand supply issues,

people familiar with the situation said
last month.

“Some countries decided to bring their
food purchases forward to ensure supplies
in case the coronavirus rattles supply
chains,” said Abdolreza Abbassian, a sen-
ior economist at the UN’s Food and
Agriculture Organisation. “Only a handful
really sought to boost strategic reserves,
such as Egypt and Pakistan, but they also
had other reasons to do so, including
access to foreign currency, the size of
domestic supplies and the need to keep
domestic prices in check.”

Bad harvests in Turkey and Morocco
added to their need to boost imports.

“Many may buy now but could buy
less into the new year because they won’t
need it,” Abbassian said in a telephone
interview from Rome, referring to early
purchases. “I could see that happening,
especially as winter wheat conditions
are not that great and if you wait, prices
could rise further.”

“Agricultural prices have been on the
rise as countries stepped up purchases,
adding to demand from China and a
drought in the Black Sea region. That
has helped push the Bloomberg

Agriculture Subindex, which measures
key farm goods futures contracts, up
almost 20 per cent since June. Sugar
prices have gained a boost as China
replenished stockpiles,” said Geovane
Consul, Chief Executive Officer of a
Brazilian sugar and ethanol joint ven-
ture between US agribusiness giant
Bunge Ltd. and British oil major BP Plc.

And China could still add more fuel to
the fire next year. The biggest importer of
everything from crude oil to iron ore and
soybeans, is planning to increase its
mammoth state reserves as part of its
five-year plan.

China would certainly support com-
modities prices if it made such extensive
purchases, Commerzbank AG Analyst
Daniel Briesemann said in a research note.

The extra purchases have been wel-
comed by producers, who had seen
demand for goods from corn to sugar slip
as the pandemic shut transportation, cut-
ting demand for ethanol made from crops,
and slowed industries. Buying by China
already means grain and oilseed exporters
in the US are making the most money in
years shipping from American ports.

Food conglomerate Archer-Daniels-
Midland Co’s global trade desk in
Switzerland delivered its best second quar-
ter ever as countries looked to secure food
supplies due to the coronavirus.

“A lot of countries around the world, in
terms of food supplies, have moved from
effectively a just-in-time philosophy of
buying food to a just-in-case philosophy,”
Ray Young, ADM’s Chief Financial Officer,
said at a virtual conference in September.
“They wanted to build up a little bit of
reserves in their country, not knowing how
the supply chains will react through the
Covid-19 environment.”

BLOOMBERG

Countries start hoarding food as
prices rise and Covid-19 worsens

India’s SAAS
revenue touched
$3.5 billion in FY20:
growing 30 per cent
since last year and
1.5 times faster than
the global growth
in the sector

The quick response
that the Chinese
firms gave to the
crisis has also
helped them
control the damage

CHINA CALLING: TOP CHINESE BRANDS CONTINUE TO 
GAIN MARKET SHARE (IN %)

Sources: IDC quarterly mobile trackers & Counterpoint Research
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NIRLON LIMITED

Notice is hereby given that in pursuance of Regulations 29, 33, and 47 of the
SEBI (Listing Obligations and Listing Requirements) Regulations, 2015, 
meetings of the Board and other Committees of the Company are scheduled on
Friday, November 13, 2020, at 10.30 a. m. (IST), through VC/OAVM, inter alia, to 
consider and to take on the un-audited financial results for the quarter and half year 
ended September 30, 2020 and the Auditor�s Limited Review Report thereon.
The Company has already intimated that the Trading Window for dealing in securities 
will be closed w. e. f. Thursday, October 1, 2020 to Monday, November 16, 2020
under the SEBI (Prohibition of Insider Trading) Regulations, 2015.

For Nirlon Limited
Sd/-

Jasmin K. Bhavsar
Company Secretary, V. P. (Legal) & Compliance Officer 

Mumbai, October 14, 2020

NOTICE

(CIN 17120MH1958PLC011045)
Registered Office: Pahadi Village, off the Western Express Highway, Goregaon (East), Mumbai 400 063

Tele No.: + 91 (022) 4028 1919 / 2685 2257 / 58 / 59 Fax No.: + 91 (022) 4028 1940
Email: info@nirlonltd.com, Website: www.nirlonltd.com
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