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up a25-30% growth rate’

Consumer dusbie lerders need to g be-
yond firancing television sets and uirr con-

dinoners believes Rajeaw Jaln, chief‘execu-
tive oﬂirer BGM Finserv Lending. &2 an in-
terview with Vishwanath Nair, ke niotks
about the Indus , the need [ormam tam-
petitors and [em n,g towards fifestylec prod-
uets, Edired excerpts:

How by He mwuebnn sowards 1 your
0% [intarest rade schiomes?

The 0% interest rate schemes hawe been
areund for close to 1012 years. 1t is: offered

o cliants, and the subvention for thiss ispaid  Owe of the

to us by manufacturers, It has ipecome
prominent now because we now mave 11-
12% of the consumer durable industry’s
sates now happen through this Rietailers
and manufacturers are looking ait itas a
great way to upgrade cus-
tomers and stimulate
sales. The total size of the
consumer durable indus-
try would be arcund
37,000 crore of which we hawe donc
around 4,000 crore of financing.
According Tothe mouthiy datz put et by
the Reserve Bank of india, the consumner

durable tegrrient has taenm 2 slowdonm. How  from

do you see the ke dustry growing? Wiat are
your prowth phuns?

The Ind Erowth in FY12 hias been
much slower than FY'11 and F¥10. Thhis was
because the last financlal year wias a bad
season for air conditioners. Air cosndition-
ers constitnte nearly 25-30% of the wotal
consumer durable industry. So,if tthat large
ple has a soft season, then the oxher 65%

Q&A

Rajeev Jain

cannot make wp for the growth. Olhcrmse,
1CD and plasma refevisicns continue to
grow. We will sae Increased competitive ac-
fivity in the industry because it has been
benign for toa long. We will see some lead-
Ing private banks coming into the business.
Consumer credit is too large a revenue pool
to actually be left to a very few people. This

year's headline start has been sa good that -
the RBI has cut lending rates, if macroecg- -

nomic factors are supportive, we are confi-

dent of growing 25-30% on receivables and

profit year on year.

Imperiant tacters when it cames

e consumar durable loans ks the

tarnaround time. How do you manage that?
Fundamentally, a oan it about two thi

~ price and process. A wholz lot of focusis .

nermakly given to only price wheraas an
equal amount is reguired
forthe process, Very short- -
Iy, we are also launching an
. online personal loan prod-
* uct which will be for pre-
mium salaried clients, So, if you have a
salary of ¥10 lakh and above, you could get
an approval within one hour,
Are parts of the country .
where there ks more demand?

1t is a very well-distributed and spread
out business, The west and southern paris
of the country would account for over 50%
of the business. We have grown about 50-
GO% in the last three years on an average.
How &5 the uirsacursd part of your business

pertannlag? M
For the year. the net non-performing as-
sets of our business would be ammund 25ba-

sis points (025%) All our businesses are do-
ingwell, whether secured or unsecured. Un~
secured loans constitute about 10-12% of
our book and are a very stable business for

us, We have just launched s ¢o-branded
credit card with Standard Chartered Banic
It's at very early stages, we are growing that

business in a very steady manner. We are -

essentially targeting consurmer durable cus-
tomers who have repaid well and have a
dlean credit history.

Alot of lenders had shied sway from
unsecured beading n the recant past. How
0 you sec this business, golag alend*

It is not about a goad or bad business, it
is about how you do a business. This is un-
less and untit the business goes thraw
cycle like in western countries, 5o ing
which India will nat go through because of
the low leverage of consumer credit in the
country.ithink there are at Jeast 10-15 years
bafore we go through such a cyele, Other-
wise, these are all wrong credit being ac-

. guired, which will trouble you.

You have also sntered

Wikt are your plares with that basiness?
We were so far deing D% finance on con-
sumer durables. There are more producrs

- sitting in the house where we have an op-
. portunity to Jend at 0% In April, we have

launched a line of furnituye loans, loans far
premium watches and high-end music sys-
tems, all at 0%. These are targeted atourold
2nd new customers as of now. We have tied
up with 500 stores across the country. The
size of this business with these three prod-
uas right now is three times the size of the
consumer durable industry. 5o, if we do -
sonably strong execution, we can buid it
into a very strong business. We would 1ike
ta acquire about 70,000-80,0C0 clients in
the first year and grow this aggressively.

We will see increased competitive activity in the
industry hecause it has been benign for too long, We
will see some leading private banks coming into the

business. Consumer credit is too large a revenue pool to
actually be left to a very few peaple.




