http://www.ncnonline.net/interview/credit-risk-vs-business-growth.html

M NCN-30 June 2018 (inter X ¥ G nen credit risk business ¢ X NCNONLINE | IT magazi- X / [ Credit Risk Vs Business C X \ dEics) || .= | &
CcC|Qa -
SUNDAY, JULY 22, 2018 HOME ABOUTUS NSS-MORE CONTACTUS fin B V¥
NATIONAL COMPUTRADE NEWS

NCN - NCNASS v Dl

- ; THE NEW XPS 13
Credit Risk Vs Business Growth WITH DELL CINEMA
By NCN News Network - July 19. 2012 @ 75 - 0 AVAIL ZERO%
ATTRACTIVE EMi*
SCHEMES

T | WO | S o crmen »

—— e | XIS Ao L,

KNOW MORE »

SV600

contactless
scanner

CURRENT ISSUE

INAL COMPUTRADE NEWS _

The risks associated with increasing demand of credit by the

S oin Slone

Bloc ® 2S00 ®GceG6 Glom



http://www.ncnonline.net/interview/credit-risk-vs-business-growth.html

M NCN-30June 2018 (inter X ¥ G nen credit risk business¢ X ¥ [} NCNONLNE |IT magazic X )/ [ Credit Risk Vs Business C X \ Clndrencel

C|Qa :

The risks associated with increasing demand of credit by the .
=) print {5 POF

partners is a big challenge in the market

Iris Computers Ltd is one of India’s top 10 IT Hardware and Telecom distributors,
incorporated in 1996. Iris Computers distributes and markets a wide variety of ICT
devices sourced from reputed brands such as HP, Dell, Lenovo, IBM, LG Samsung, Acer,
APC, Delta , Numeric, Wacom, Ruckus, Inspur and Consul. The company is headquartered
in New Delhi
Sanjiv Krishen, Chairman of Iris Computers, shares his company’s objectives,

vith many branches spread across India. In an interaction with NCN, Mr.

challenges, mission and vision.
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Increasing demand for credit by the resellers has become big challenge in the market in SRR DR SO
recent times. In this regard, Sanjiv Krishen comments, "The major change happening in AVAIL ZERO%
the market today is the increasing order sizes, both in terms of volume and value. Wit Al 'z:;,}f“:m;:é'“‘ 1
the increasing order sizes, the credit size is also increasing for each order from the i
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partner. This is eventually increasing the risk to the distributor. Earlier, the order sizes
were of 1 Cr size, but today they have increased to Rs 10 Cr and 15 Cr. In other words,

we often have to give larger credits to our partners (such as dealers), whereas we do not

get same from the vendors. Collectively, today in India, distributors have given over Rs
60,000 Cr to the partners, which is a massive amount. And we cannot expect OEMs to
give such a big credit, Banks do give credits or loans, but it is very difficult to get loans of
big size; banks demand many collaterals for giving loans. At the other end, we give credit
SV6 OO to our partners without collaterals in most cases, often based on trust. Big risk is involved
contactless as the sizes of the credits increase. For example, a dealer invests an amount of Rs 50
scanner lakhs and manages to get a credit of Rs 3 Cr from Iris, 3 Cr from some other distributor,

and so on. This way he can manage a total of Rs20 Cr credit from different sources, with

none of the distributors knowing how much credit he managed from other sources. In

other words, I cannot know how much credit a particular dealer has managed from other

distributors, besides us. Under this scenario, there is big risk involved in giving credit

indiscriminately; we are highly exposed to risk. And there is no easy solution to this

challenge. We are trying our best to bring in some system that gives the distributors a NCN SPECIAL STORY

certain degree of clarity regarding these credit issues and minimize our risks.”

Iris has over 30 billing locations across the country, all of which are full-fledged offices

with sales, operations and finance teams to support Iris’ channel partners in fulfilling their
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Increasing demand for credit by the resellers has become big challenge in the market in

recent times. In this regard, Sanjiv Krishen comments, "The major change happening in

With

the market today is the increasing order sizes, both in terms of volume and valus.
the increasing order sizes, the credit size is also increasing for each order from the
partner, This is eventually increasing the risk to the distributor. Earlier, the order sizes

were of 1 Cr size, but today they have increased to Rs 10 Cr and 15 Cr. In other words,

we often have to give larger credits to our partners (such as dealers), whereas we do not SPECIAL REPO RT

get same from the vendors. Collectively, today in India, distnbutors have given over Rs

60,000 Cr to the partners, which is a massive amount. And we cannot expect OEMs to
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give such a big credit. Banks do give credits or leans, but it is very difficult to get loans of
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big size; banks demand many collaterals for giving lcans. At the other end, we give credit

to our partners without collaterals in most cases, often based on trust. Big rnisk is invelved

as the sizes of the credits increase. For example, a dealer invests an amount of Rs 50 SCHEMES
lakhs and manages to get a credit of Rs 3 Cr from Iris, 3 Cr from some other distributor,
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and so on. This way he can manage & total of Rs20 Cr credit from different sources, with

none of the distributors knowing how much credit he managed from other sources. In
other words, I cannok know how much credit a particular dealer has managed from other

distributors, besides us. Under this scenario, there is big risk involved in giving credit

indiscniminately; we are highly exposed to risk. And there is no easy solution to this

challenge. We are trying our best to bring in some system that gives the distributors a

certain degree of clarity regarding these credit issues and mimimize cur risks.”
Ins has over 30 billing locations across the country, all of which are full-fledged offices

with sales, operations and finance teams to support Iris’ channel partners ir

customer crders.

Regarding the measures the distributors are taking to minimize credit risk, Sanjiv Krishen
asserts, "We have as association the objective of which is to help distributors to grow
their business, take up taxation issues with the Government and Customs. Another
objective is to help the distributors how to evaluate and minimize the risk while offering G . ':::'L":,
and =

ully defaulting. We are trying our best to venfy how much credit a particular

credit. We want to plug the trend of one dealer taking credit from multiple sources

then wi

dealer has taken from different sources and examine the credit history of dealers. This is
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Regarding the measures the distributors are taking to minimize credit risk, Sanjiv Krishen
asserts, "We have as association the objective of which is to help distributors to grow
their business, take up taxabion issues with the Government and Customs. Ancther
objective is to help the distributors how to evaluate and minimize the nisk while offening

credit. We want to plug the trend of one dealer taking credit from multiple sources and

then willfully defauiting. We are trying our best to verfy how much credit a particular
dealer has taken from different sources and examine the credit history of dealers, This is
how we are trying our best to secure ourselves, even though it is no easy task.”

Iris supplies high-end servers and storage preducts all the way to individual desktop hard

drives through a robust network of over 4000 channel partners, aggregators, regional
THE NEW XPS13

distributors, large format retailers and SI partners. The company also provides project
WITH DELL CINEMA

management services
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Sanjiv adds, "To spread the risk and expand the cpportunities, we are diversifying inte
new ereas. Some of these new svenues are: 1. Solar panel powersd tubes wells, 2.
Signage 3. Computer Rental Services 4. Microsoft Cloud Services and 5. Meobility, We are

aiming towards steady and sustainable growth, while reducing the risk of credit.” KNCW MORE »

Iri= has & wide-spread and deeply penetrated channel network and the courage and ability

to take risk cautiously. The large network of partners gives Iris Computers an edge over
its competitors besides making it commercially strong. As 2 leader in its field, the
company adapts itself to the latest trends like digitization of its transactions and
operations bringing greater transparency and efficiency into their distribution system. Iris
partner, fulfilled an order of Rs.60 Cr frem the Jharkhand IN FOCUS
government to provide 41000 HP tablets.

Computers, through it

Regarding their expansion plans and new ventures, Sanjiv Krishen elaborates, "Signage is
emerging as 3 big business, not only in India but also across the world. We have supplied
Samsung signage devices to several Airporis in including the airports in Chennai, Mumbai
and some other cities. Each order was of over Rs & Cr. This is only a tip of the iceberg.
The future scope for signage in enormous as today even hotels, garment sheps, retail

shops, fashions shops, etc all want to have signage; they want to display their products

and services visually through signage. Our LG signage products business used to be Rs 2
Cr per month till recently, but now it has gone up to Rs 10 cr. per month. Next, Wi-Fi
expected to grow well in the coming years. The Wi-Fi applications can be of differen
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Regarding their expansion plans and new venturss, Sanjiv Krishen elaborates, "Signaags is

emerging as a big business, not only in India but also across the world. We have supplied

Samsung signage devices to severzl firports in including the airports in Chennai, Mumbai
and some other cities. Each order was of over Rs 6 Cr. This is only a tip of the iceberg.
The future scope for signage in enormous as today even hotels, garment shops, retail
shops, fashions shops, etc all want to have signage; they want to display their products

and services visually through signage. Our LG signage products business used to be Rs 2

Cr per month till recently, but now it has gone up to Rs 10 cr. per month. Next, Wi-Fi
expected to grow well in the coming years. The Wi-Fi applications can be of different NCN SPECIAL STORY

flavors: you can have Wi-Fi at your office or at your home. Even low budget hotels are

offering free Wi-Fi today. Another well publicized example, the Delli government wants to THE NEW XPS 13
set up free Wi-Fi in all the public places and that is going to be a big preject. Another WITH DELL CINEMA
initiative that is expected to drive the Wi-Fi expansion further is our PM’s push for a AVAL ZERDS:
ATTRACTIVE EMP
SCHEMES

cashless transaction system and this needs Wi-Fi connectivity on a massive scale in

several lakhs of villages. As part of this project, the government will first bring fiber

Sy

connection to a point in each village and from that point the remaining connectivity is KMNOW MORE »

done through Wi-Fi. Qur partners already got several orders which are in the process of India e

uture. Fartners are getting big . EFOW

implementation. We are expecting more such orders in
orders, but here again credit exposure is 2 big problem.”

Briefing about the opportunities Iris is getting in the solar power sector, Sanjiv Krishen

explains, "One of our partners got an order for setting up solar panels for farmers for

pumping water from tube-wells in Andhra Pradesh. The AF government is aggressively

supporting this project as it will help the farmers te pump water without consuming the IN FOCUS
t

grid power and alsc this drive saves costs for the farmers als will protect the

environment. Besides setting up solar panels, this mega project involves sourcing several

other equipments like pumps, inverters that convert DC to AC, accessories, etc before

integrating them.”

Tal
Sanjiv Krishen comments, 10T, Al and Cloud are going to be the next big things that

king about the upcoming opportunities in 1oT, Artificial intelligence (AI) and Cloud,

offer enormous opportunities. We are already =elling cloud services of Microsoft Azure and
Alibzba. We are offering comprehensive and different combinations of solutions that
include Wi-Fi, IoT, AI, Cloud, etc, depending upon the need of the individual customer.
Opportunities are unlimited, but the problem is still how much credit we can give and how
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85 selling up solar panels, this Mega project INvoIves sourcing severa

other equipments like pumps, inverters that convert DC to AC, accessories, etc before

integrating them.”

Ta

Sanjiv Krishen comments, "IoT, Al and Cloud are going to be the next big things that

ing about the upcoming opportunities in IoT, Artificial intelligence (AI) and Cloud,

offer enormous opportunities. We are already =selling cloud services of Microsoft Azure and
Alibaba. We are offering comprehensive and different combinaticns of sclutions that
include Wi-Fi, IoT, AI, Cloud, etc, depending upecn the need of the individual customer.
Opportunities are unlimited, but the problem is still how much credit we can give and how
long should we wait to get the returns. We are defining various strategies to overcome

this delicate issue.”

For every distributor, the partners are important. A distributor’s success depends upon
how well his partners perform, their motivation, expertise and at the end their financial

strength and financial inte As a message to partners, Sanjiv Krishen advices, "A

partner should be clear about his strengths and specislize and focus on a particular area

or a few areas so that you can understand the customer needs we d provide the
solutions in the best possible manner, giving the best possible satisfaction to the end-

user. Next, the partners should maintain good credit records so that both the partners

and distributors can be comfortable. They should focus on not taking on taking financial
risk blindly and alsc should not focus making guick bucks through unfair means. Honesty
pays in the long-run. Qur principle is the distributors and partners should werk together
and find out ways for the long-term benefit of all the stakeholders.”
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