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New Delhi, 16 May

BPL, the brand that once
strode the Indian mar-
kets as one of the coun-

try’s homegrown success sto-
ries, is diving back into the
mainstream. With a low-key
and low-budget marketing
plan, it has laid out a strategy
for growing its current busi-
nesses as well as reclaiming 
its name in the consumer
durables categories.

BPL has been missing from
the brand sweepstakes for
many years now. Poor man-
agement, family battles and
growing competition took the
group down. Even though it
relaunched itself online last
year, allying with e-commerce
player Flipkart for exclusive
sales of its televisions and oth-
er durables, the former con-
sumer electronics giant has
struggled to reconnect with 
its consumers.

In the meantime it has built
up its business in home
automation and security solu-
tions and medical equipment,
but the brand stayed on the
side lines. Now, the group is
making a fresh pitch for con-
sumer attention, drawn by the
fact that the Indian consumer
durable market is expected to
grow at 17 per cent annually till
2020 to reach at ~20,200 crore.

Getting into the groove

BPL launched a set of LED
(light emitting diodes) televi-
sions, refrigerators and wash-
ing machines six months ago.
Its products are selling online
through Flipkart, but growth
has been slow. Its sales remain
markedly lower at ~700 crore
for 2014-15.

The BPL group was a behe-
moth in the nineties with rev-
enues close to ~4,300 in 1999. It
lost out to sharper competitors
from Japan and the USA as
well as internal squabbles that
affected the family-run busi-
ness. K Vijaya Kumar, chief
executive, BPL Techno Vision,
does not let the past mar his
vision for the future. “In the
last 10 years, we have contin-
ued investing in R&D which, I
believe, will help us re-grow
sooner”, he said. Kumar is cur-
rently, looking after BPL’s
home automation and security
and surveillance business
which is the major revenue
generator for the group apart
from medical devices arm.

How does BPL plan to
reconnect with consumers?
The group says that the brand
recall for BPL is still high and
to start with the products will
ride on the past associations
that consumers have had with
its products.

The potential for growth in
an underpenetrated market
has lured many global players
in the past two decades to set
up base in here and spend on
promotion and manufacturing
and expand their presence.
Currently, at least 38 major
brands are fighting for market
share in India, including glob-
al leaders like Samsung, LG,
Whirlpool, Bosch and Siemens,
Panasonic and Hitachi.
“Indian white goods space is
too crowded with all major
players present in here”, a sen-
ior industry executive said.

What has drawn the global
majors into the country and is
driving BPL’s future plans is the
belief that the Indian con-
sumer durables market is 
seriously under-penetrated.
According to an industry
expert, the players are all play-
ing the waiting game, secure
in the hope that the category
will expand eventually.

While, penetration of air
conditioners is at 60 per cent
globally, for India its three per-
cent with near zero penetra-
tion in rural households,
according to a report by E&Y
report (Study on Indian elec-
tronics and consumer durables
segment). Washing machines,
a category which BPL is
focused keenly on at present,
are found in 70 per cent of
houses globally. But in India
the penetration is just 8.8 per-
cent of the total homes.

The story is the same for
the other categories that BPL
is making a bid for. For refrig-
erators and televisions the 
scenario is no better. For TV,
penetration in domestic
households remain at 60 per-
cent (89 per cent globally) and
refrigerators are used in 21 per

cent of homes compared to 
85 per cent.

Rebuilding the brand

Lower penetration of durable
and home appliances is the
most attractive feature of the
Indian market, experts in the
industry say. However, that
comes with a rider; steeper
competition, which often
leads to price wars and heavy
expenditure on marketing
and branding. Without
spending on these can BPL
beat the crowds?

While the company is con-
fident about its abilities,
industry sources say that the
climb is going to be steep, giv-
en the brand’s near disap-
pearance from public memo-
ry. In fact BPL’s fall from grace
in the consumer space started
in late 1990s when LG and
Samsung entered Indian mar-
ket. Both have since overtaken
the homegrown brand to
establish themselves firmly in

the Indian market.
Over the years, the compa-

ny that famously had Amitabh
Bachchan as brand ambassa-
dor in 1995 and had secured
profits of ~120 crore in that year
has seen finances dwindle. In
2014-15, BPL Ltd, the arm of
BPL group which looks after its
consumer business made ~7.8
crore net profit from ~23.9 crore
of revenue — much lower than
its peak ~4,300 crore sales.

K Vijaya Kumar, says that
these are hurdles the brand can
cross. It will spread the word
about the brand digitally and
initially leverage social and dig-
ital media. “We are not looking
for TVCs right now,” he says.

The BPL brand, Kumar
says has always been about
quality, comfort and tech
superiority. And the digital
campaign will focus on these
qualities. The company has
set itself a bunch of targets
for the coming year, more
modest than the numbers it
once achieved, but would still
require the company to pull
itself up considerably. As for
now it is willing to put down
a figure only for the home
automation business in
which, it wants to acquire 20
per cent share of the ~600
crore home automation mar-
ket in India by 2019. “Our
expectation from the surveil-
lance business, which is
pegged at ~2,500 crore, is that
we should be doing business
worth around ~100 crore in
the first year of operations
and then scale up to ~250
crore in next three years”,
Kumar said. While these are
still on paper, there is little
doubt that the brand is final-
ly willing to step out of the
shadows in 2016.

“In the last 10 years, 
we have continued
investing in R&D which, 
I believe, will help us 
re-grow sooner”

K VIJAYA KUMAR
Chief executive
BPL Techno Vision

BPL is trying to find its way back into the spotlight, it is focusing on building its brand digitally

An old consumer electronics warhorse looks to leverage
its past. Can it make a comeback?

A new home for BPL

ACROSS
1 Radio activity requiring the

allocation of roles to
somewhat vulgar women (12)

10 When the enemy retreats,
shut inside safe, rally and get
better (4,3)

11 Roger foolishly getting
immersed in some degree of
Irishism (7)

12 Attempted to be brought
before the court (5)

13 Porter, possibly, follows fine,
richly-coloured dog (8)

15 Canvas or clothing a child
might wear (6-4)

16 Happily mention
disembowelled song (4)

18 How OT's last menagerie
finishes in Channel Islands (4)

20 When the girls next door
escaped disaster by a hair's
breadth? (4,6)

22 Won't you find footnotes in
it? (8)

24 He is bottom of the class in
the sad, uncertain school of
life! (5)

26 Asked for divine trouble to
come round Thomas's head. (7)

27 Bloke, prior to defeat, will
offer fair trial (4,3)

28 Unwelcome order to lie-abed
bootblack? (4,3,5)

DOWN
2 He composed operas,

Lawrence appearing in one (7)

3 It's lucky finding what every
employee wants (1,4,3)

4 It needs a button? Blow! (4)

5 Sister concern not the main
business? (10)

6 Being less dismissive of a girl
offering warmth (5)

7 The country, full of bacteria,

entraps one (7)

8 Enabling one to be seated
while drill is in progress (8,5)

9 Uncover the choppers in a
hostile demonstration (4,4,5)

14 Flower having nothing to
fancy but the starfishes (10)

17 Garden construction not
necessarily for dippers and
divers? (8)

19 In car, hit when the batsman
is back safe (3,4)

21 That's when Eve came, maybe (7)

23 Sailors may take a turn round
them (5)

25 In short, the lady would take
off (4)
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Fill in the grid so that every row,
every column and every 3x3 box
contains the digits 1 to 9
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Max/min temperatures in
O
C

NNAATTIIOONNAALL
Ahmedabad . . . . . . . . . . . .Partly cloudy 47/30
Aizawl . . . . . . . . . . . . . . . . . . . . . . . .Rain 26/18
Bengaluru  . . . . . . . . . . . . . . . . . .Cloudy 30/23
Bhopal  . . . . . . . . . . . . . . . .Partly cloudy 41/28
Bhubaneswar  . . . . . . . . . .Partly cloudy 36/26
Chandigarh  . . . . . . . . . . . . . . . . . .Sunny 42/24
Chennai  . . . . . . . . . . . . . . . . . . .T-storm 32/27
Delhi  . . . . . . . . . . . . . . . . . . . . . . .Sunny 44/27
Guwahati  . . . . . . . . . . . . . . . . . .T-storm 27/22
Hyderabad . . . . . . . . . . . . .Partly cloudy 39/26
Imphal  . . . . . . . . . . . . . . . .Partly cloudy 27/19
Indore . . . . . . . . . . . . . . . . .Partly cloudy 41/28
Kochi . . . . . . . . . . . . . . . . . . . . . .T-storm 32/24
Kolkata . . . . . . . . . . . . . . . .Partly cloudy 35/28
Lucknow  . . . . . . . . . . . . . . . . . . . .Sunny 45/27

> WEATHER TODAY’S FORECAST

HDFC Asset Management Company Limited
A Joint Venture with Standard Life Investments

CIN: U65991MH1999PLC123027

Registered Office: HDFC House, 2nd Floor, H.T. Parekh Marg, 165-166, Backbay Reclamation, 
Churchgate, Mumbai - 400 020. Phone: 022 66316333 • Toll Free Nos: 1800-3010-6767 / 1800-419-7676

Fax: 022 22821144 • e-mail: cliser@hdfcfund.com • Visit us at: www.hdfcfund.com

NOTICE
Launch of Plan under HDFC Fixed Maturity Plans - Series 36

NOTICE is hereby given that the New Fund Offer (NFO) of the following Plan under HDFC Fixed Maturity
Plans - Series 36 (a close-ended income scheme), will open and close for subscription as under:
Name of Plan NFO Opening Date NFO Closing Date
HDFC FMP 1127D May 2016 (1) May 23, 2016 May 30, 2016

Investors may note that the units of the above-mentioned Plan will be listed on the Stock Exchange(s)
as mentioned in the Scheme Information Document where they can purchase / sell units on a
continuous basis.

For HDFC Asset Management Company Limited
Place : Mumbai Sd/-
Date : May 16, 2016 Chief Compliance Officer

MUTUAL FUND INVESTMENTS ARE SUBJECT TO MARKET RISKS, READ ALL SCHEME
RELATED DOCUMENTS CAREFULLY.
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