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Moderator
Ladies and gentlemen good evening. This is Rochelle, the chorus call conference operator. Welcome to Shoppers Stop Limited’s quarterly result conference call. Joining us on the call today from Shoppers Stop is Mr. Govind Shrikhande – President and CEO along with other key management members. As a reminder for the duration of this presentation all participant lines will be in the listen-only mode and the conference is being recorded. After the presentation there will be an opportunity for you to ask questions. Should anyone need assistance during the conference call they may signal an operator by pressing * and then 0 on their touchtone telephones. At this time I would like to hand the proceedings over to Mr. Govind Shrikhande. Thank you and over to Mr. Shrikhande.
Govind Shrikhande
Thanks Rochelle. Good afternoon friends. Welcome to the Q4 conference call. I have with me Mr. Nagesh, our Vice Chairman and Mr. Navalkar our CFO.

And I will start off straight away on the presentation on Page 3 of the presentation with the business overview first. Our first citizen membership increased to more than 16 lakh members and their contribution is at 75%. We opened our 29th and 30th store in Amritsar and Bangalore Malleswaram respectively during the quarter. We also opened Crossword Stores three of them in Amritsar one, and Bangalore two during the quarter taking total Crossword Stores to 59. We closed one Mother Care store in Ahmadabad. The Board of Director has accorded in principle approval subject to requisite approval for acquisition of balance 32% stake of Hypercity Retail India. We have to complete this auction by 30th June this year.
We won a number of awards including Loyalty Awards. Number of awards in Images Fashion Forum for Most Admired Large Format National Retailer. We also won Partner Awards during this Images Fashion Forum Award from Geetanjali, Gini & Jony and Triumph and it personally has one award at Most Admired Fashion Retail Profession of the Year Awards.
Moving onto Page 4, it shows your presence currently in 13 cities with 30 Shoppers Stop Department Stores, 4 HomeStop, 21 Mother Care, 12 Mac & Clinique, 3 Estee Lauder Store, 2 Airport Stores, 33 Crossword Store and 1 Arcelia Store totally to 2,047,401 sq. ft.
Moving on, on the next page you can see photographs of our Amritsar store. Let me tell you that in Amritsar this is the first large mall that has come up and proud to say that this is one of the best malls across Punjab, Alfa. On the next page you can see the Malleswaram, Bangalore store. This is also part of one of the largest malls in the city and in India which is Mantri Square.
Moving onto next page you can currently see the opening and the closing status of square feet for the quarter. We are now at 20, 47,401 square feet in the department store category.
Moving onto operation and financial highlights – In terms of sales growth for the quarter was t 17% in department store and all formats the growth was 20%. Like-to-like significant improvement over the previous quarter, now stands at 16% same store growth and stores greater than 5 years are running at 9% sales growth and stores less than 5 years at 28 %. It is significant to note here that we have closed down our Andheri Store, our first store for renovation. It is slated to reopen in May end and we believe it will come back in action in terms of throughput as well as the kind of presentation it has and if you recollect our first nine months of performance we are actually running at a 0% like-to-like growth. So this is a very-very significant departure. We believe this is a clear indication of customer confidence back in action and customers are back to shopping once again. Sales per square feet because of this large jump in same store growth is now at 1987 for the quarter versus 1898 for the previous quarter. Customer entry for the quarter increased by 1%.
Moving onto next page – In operation indicator you can see that customer entry is up by 1%. Conversion ratio for like-to-like store is up by 1.7%. The most significant factors in this quarter is like-to-like volume growth of 13.2% combined with an average selling price of 2.9% has given us a transaction size increase of 11.4% and the like-to-like store has gone up by 11.8%. So a combination of volume growth increasing as a selling price and transaction price going up we are clearly seeing the same stores growth going up.
Moving onto next page all the factors of GMROF, GMROI and GMROL are up significantly with GMROF up by 5%, GMROI up by 30%, and GMROL up by 17%.
Moving onto Page 11 Merchandized Mix – Private label continues to be slightly down from 18% to 17.4% but it is as per our objective but one of the most significant change you would find again in this quarter is movement towards de-risking of stocks with concession and consignment combined moving to 56% versus bought out at 44%. We are seeing a reversal vis-à-vis last year. Category wise sales are flat for both apparel, non-apparel, not a significant change but the big change again you will find here is ladies share in the business has gone up from 17.5% to 19%. I think it is a very-very significant move because we believe that women buyers definitely bring the whole family into the store and they have been able to drive very well certain categories like ladies’ western wear, ethnic wear, ladies’ footwear, ladies’ handbag and it is also important for us to drive fashionability to women. So this is I think a good achievement from the team.
Moving onto Page 13, operational efficiency in terms of shrinkage – Shrinkage for the quarter is slightly up at 0.41% but vis-à-vis last year for the overall year they are only at 0.4% what was last year of 0.5%.
Moving onto Page 14 format wise P&L – When we look at the comparison between the two years, two significant elements we can see. Gross margin is up by 0.8% so last year gross margin was at 29% this time it is at 29.8% that is a significant achievement. Operating expenses like the earlier quarters has been brought down so they have dropped from 26.8 to 25. As a result, EBITDA last year which was at 13.5 crores is up at 27 crores. You will also notice here that other formats which last year had a negative EBITDA of 1.68 crores has contributed positively to a 3.33 crores. This is again another significant milestone. We have promised that we will look at turning around formats like HomeStop, Arcelia, we are clearly seeing them turning around. Arcelia, after the closure of the Saket Store in Delhi we are seeing significant positive movements and Crossword has definitely turned positive. In terms of PBT level against the last year’s loss of 14.15 crores we are at 17.23 crores profit. So EBITDA as a percentage this year is at 6.5% versus PBT is at 4.1%.
Moving onto Page 15, summary at a total level – Sales up from a 352 crores last year to 422 crores, jump of 20%. Margin on sales is up by 23% from 100 crores to 123 crores. Operating profit EBITDA as I already mentioned up from 13.5 crores to 27 crores and PAT is up -16.94 of last year to a positive of +16.4%, a turnaround of 197% and PAT is now running at 4% and EBITDA for the quarter is running at 6.5%. Page 16 you can see all the same figures that we saw earlier in graphical form.
We can straight away move on to the consolidated financial – Consolidated, let me remind you has Shoppers Stop Ltd. the results which you have already seen it has Crossword Bookstore Ltd., Time Zone Entertainment, the gaming part of the business, Nuance Group which is a joint venture and Gateway Multichannel which is Argos Catalogue earlier but closed currently. Retail turnover is up by 23% from 353 crores to 433 crores. Margin on sales is up here as well from 29.3% to 30.4% in terms of value 102 crores to 129 crores up by 26%. EBITDA from a 4.2 crores last year is up at 24.2 crores a turnaround of 475% and operating profit as a percentage is up from last year’s 1.2% to 5.7% this year. PAT from last year’s -24.4 crores is at a positive of +12.5 crores for the year, a turnaround of 151%. PAT at the end of the year for this quarter on consolidated is at 3%.

I will straight away move onto the 2009-10 figures now. Let us look on Page 19. Shoppers Stop Department Store sales growth for the year is at 10%, all formats at 12%. Same store growth is now running at 3.7% and stores greater than 5 years are running at -1.4 and stores less than 5 years are running at 15.3%. Now one of the clear indications that we are seeing in terms of zonal trend North continues to perform very well throughout the year, followed by East. West has turned around very well post-Q3 and is now performing well. South is still the slowest and as I mentioned earlier in terms of categories, ladies categories have been doing very well for us and that is a great indication. Overall sales per square feet are slightly down because of the addition of new stores at 7883 versus 8218 and customer entry for Shoppers Stop Department Store increased by 0.6%.
Moving onto Page 20, like-to-like stores entry grew by 11%. Conversion ratio for like-to-like stores grew by 1.8%. Volume growth for the year is actually running at minus 1.2% a small dip, but average selling price is up by 4.9% combined with transaction size up by 10.1% and 10.3% at like-to-like stores that is what has profitable the like-to-like growth to 3%. Today if you look at the transaction size has now reached Rs. 2030 and average selling price at Rs. 855 would be one of the highest in the department store categories for us.

Next page we can see operational efficiency GMROF up by 4%, GMROI up by 27% and GMROL up by 12%. This is fueled by a combination of reduction of stocks as well as reduction of associates across all stores. Private label mix down from 19.9 to 18.1 whereas the merchandized buying model is completely now tuned to take the de-risking for future and it will definitely help us in expanding faster than what we have been doing in the past against the bought out mix last year of 56% for the whole year we are now at 47 and the balance is being taken care through Concession Consignment model. In terms of category mix non-apparel continues to grow better than apparel and it has jumped by about 1.3% and as I mentioned earlier ladies segment share going up is very good news for us from 18.4 to 18.8. Kids wear flat and non-apparel continue to grow.
Moving onto Page 24 format wise P&L for the whole year – here again if you see margin is up from 31.7% to 31.9%, a jump of 0.2%. Operating expenses are down from a 30% to 26.2% leading to EBITDA change from a 43.4 crores last year to a 113 crores, this is one of the highest EBITDAs that we have ever delivered. And EBITDA as a percentage now stands at 7.3% this year versus last year of 3.1%. At a PBT level from -39.4 crores we have delivered 63.7 crores this year, a PBT of 4.1% versus minus of last year.
Moving onto Page 25, in terms of financial summary – Sales is up by 12% from 1402 to 1570, just crossed the milestone of 1500 crores turnover this year. In terms of margin on sale up by 13% from 438 crores to 493 crores. Operating profit change of 161% from 43 crores to 113 crores. At a PAT level we have closed the year from a -63.7 crores last year to 50.2 crores. It is a change of 179%.
Page 26 you can see again all the figures in graphical form. Moving onto consolidated – Consolidated sales stands at 1614 crores for the year, a jump of 12% over last year’s 1441 crores. Margin on sales – here again is up by 13% from 462 crores to 520 crores. Operating expenses a down sum of 33.1 to 27.8. As a result EBITDA is up from a 20 crores last year to 109 crores, a change of 445%. At a consolidated level EBITDA is now at 6.9% versus last year’s 1.4%. PAT for the year from a -63 crores is at 35.8 crores, a change of 156%. I will now ask Mr. Navalkar to talk on the balance sheet and the cash flows.
C. B. Navalkar
Thank you Govind. In the balance sheet the prominent number is of course the net worth which has crossed 300-crore mark, the 308 crores of net worth within which we have 30 crores of deposits which we have received against the warrants which are being issued to the promoters. As you would recollect in December we issued 4 million to warrants to the promoters at the rate of Rs. 307.18 and which they have to exercise by June 2011. Simultaneously, the shareholders had accrued 4 million QIP issue which has to be done by December 2010. The loan funds are 191 crores in fact down from 207 crores of last year and with the debt-equity ratio of 0.62. The total capital employed is 500 crores against last year’s 440 crores. In terms of the ratios, the ROCE which we had calculated is at 17.5% and what we have also done is we calculated the ROCE without the investment in group companies. As we would see down there the investments in subsidiary and JV companies are 120 crores and excluding that what the Shoppers Stop Department Stores have generated is more than 25.6% of ROCE. The return on that net worth is 30.4% including investments in subsidiaries and the assets turnover ratio is 3.294 consolidated and only for SSL standalone is 4.81. The earnings per share is Rs. 14.40 per share.

In terms of the cash flows, the cash generated from the operating activities is 82 crores of which most of it has been spent on the investing activities primarily in investments in Shoppers Stop assets, 65 crores and investment in JVs and subsidiary companies of 22 crores. We will also see the subscription of warrants from the promoters of 30 crores in the cash flow. That is it on the balance sheet and cash flow, thank you and over to Govind.
Govind Shrikhande
I will now request Mr. Nagesh to make some comments on the overall performance.
B. S. Nagesh
Good evening everybody. It is nice to come on this conference call. Yes, I think as per our anticipation that is starting from Q1 will see a dip up to the last quarter and then grow up in the Q4 I think we are more or less on track, in fact the Q4 has brought in some surprises and some of the key surprises of Q4 are very interesting.

One positive key surprise is that the stores which were renovated in the last year, the store in Pune, the store in Chennai they have actually gone into very-very high double-digit growth which very clearly indicates that as the stores cross the 5-year level and I think sometimes earlier I had mentioned that around the world the cycle for rejuvenation is around 7 years. Here the competition is opening up faster and we ourselves are opening up newer stores, better looking stores in the same catchments, we will have to start looking at renovating stores between the fifth and the seventy year. That also indicates that if you see the like-to-like growth of less than 5 years and more than 5 years as to how the more than 5 years store are at a negative whereas less than 5 years are on a very-very high double-digit growth. So that is one positive.

The second positive which although is not reflected in the last quarter or the last six months but will start reflecting in the next year, when Govind mentioned that South has been comparatively low performer, if you look at the last four stores opened, we opened two new stores in Hyderabad against the background of one store. So the two new stores have added up almost 65% incremental business in the City of Hyderabad which is increased our share but at the cost of -20% of like-to-like de-growth in the first store. So actually what happens is Hyderabad store is more than five years which is contributing to the degrowth and both the new stores are still not we would say a 12-month period to show a like-to-like growth. Now at this interesting cannibalization which is part of city shared strategy has to be actually looked at very-very carefully. In absence of that sometimes we may get wrong inferences of the like-to-like growth. The same thing has happened in Bangalore because we were aware that the Malleswaram Catchment has about 16 to 17% customers have come from Malleswaram in that area and shop in our Garuda Mall, Magrath Road Store. So once Malleswaram opens then there will be self cannibalization but which is part of the game that we have taken so we will actually go much deeper into every city and connected more and we are very carefully watching the way the movement of customers are and therefore we know self cannibalization goes to like-to-like growth how it will be driven. This was as far as business is concerned. The other very interesting thing if you have noted in the very first phase was that we probably have 75% mark on the First Citizens. About four quarters back when we have seen the slow down and we had mentioned as part of the strategy saying we are not spending a huge amount of money on advertising but we would spend and do everything to ensure that our First Citizens program is on a stronger footing and we are able to get a larger share. Both the Bridge-to-Luxury positioning as well as the First Citizens have really made a difference to us because last year with lower spending and with a lower amount of staff, a slightly better level of service the First Citizen share has been maintained. So that to me is a very interesting factor that has happened as far as the customer is concerned. The third thing which we are happy of and very proud of the way the team has looked at it is if you look at the cash flows, 100 plus crores, 118 crores coming out of the business and you actually relate that to the strategy in terms of the buying and concessioning and the sales on return or sales for return stocks, there is that correlation. So there is a very-very beautiful balance which the business is getting to achieve where you are able to get inventory on sale or return or on concessions or on consignment, however, without impacting too much on the front-end to the consumer. So it has not impacted the consumer, in fact consumer has reacted positively. This trend would continue. Just for the reason that there are some new stores opening the inventory will have to be built up but if this trend continues and actually you will see over the next one or two years, even our overall inventory holding will come down which will further support the cash flow. The resultant of this is the Shoppers Stop is almost becoming self sufficient for its own expansion plan of whatever 6, 7, 8, 10, 12 stores that Shoppers has to open and I think that is a very-very positive trend that I see.

Overall, representing the board we believe that last year was a tough year and the management team has really performed. The other important parts that we have realized and I have mentioned this earlier, opening store is a lot of art and a lot of guts, closing store is a lot of fines and most of the people who are in the media and I see some of the media people also logged in today in the conference call, question us when we close stores but never question when we open stores. If you look at the turnaround in the other format where we have almost a higher rating 23.06 that we are seeing it does not require more than three-four quarters for us to realize something is not working and those close calls of closures have really worked very well. Those close calls of turning around the full F&B business into a partnership with Café Coffee Day has worked for us, so lot of bleeds have gone away from the business and if you ask me currently the business that we are still struggling and we really want to correct it over the next 12 months so that the consolidated results still become better would be the Airport business and we hope that some of the actions that we will take in the international airport will lead to better profitability as we move forward. And the domestic airport which is also part of the other format I mean we have reached a very-very good profitability level and the PAT level. So except for the international airport which is subsidiary where we have a bleed we have seen that almost all the businesses is at turnaround.

So a good quarter, good end to the last financial year and as we move forward I think Govind will talk about through the Q&A as to how we are progressing in terms of the growth. Yes, I think this is how I would like to conclude at this stage.
Govind Shrikhande
Thank you Nagesh. Just before I kick off the Q&A I thought I will make the relevant comment on the expansion plan as of now. We are currently able to see and which is what we have been saying through the press and all our earlier announcements that we are able to see opening of 18 stores over 30-months period. This year alone we currently see possibility of 8 stores for sure and may be about 12 stores if things go positively. So the possibility of 18 becoming higher, it is very much there but I would not like to make that announcement of talking very-very positively unless we open the 8 stores in this financial year. But we are still very much on track on the 18 in 30 months’ time and I believe we will be able to give that number.
Over to you Rochelle, so that we can open up for Q&A session.
Moderator 
Thank you very much. Ladies and gentlemen we will now begin the question and answer session. At this time participant who would like to ask questions may press * followed by 1 on their touchtone telephone. If your questions have been answered and you wish to withdraw question from the queue, please press * followed by 2. You are requested to please use your handsets while asking a question. To ask a question please press * and 1 at this time. Our first question is from the line of Percy Panthaki of HSBC, please go ahead.
.Percy Panthaki
My first question is on the same store sales growth, basically it has been about 16% this quarter, how much of that would you attribute to the low base effect and what I am trying to get at is how much do you think is a sustainable figure over the next four quarters?
Govind Shrikhande
Basically the base effect if you look at the previous year was -3% for that quarter. So the base effect if you knock off, you are still growing by 13%. We strongly believe that because we are also adding stores in existing cities in big numbers, and as Mr. Nagesh mentioned we added in Hyderabad 2 stores on a base of 1, in Bangalore we added 1 on a base of 2, so this kind of, I would say some amount of cannibalization will continue so a 5% to 7% same store growth is something that we believe is definitely deliverable.
Percy Panthaki
And in terms of your store opening could you translate that into square feet opening?
Govind Shrikhande
Yeah the 18 stores that we are opening will add up a million square feet.
Percy Panthaki
Okay, and can you guide us from the square feet opening in FY11?
Govind Shrikhande
As I mentioned about 8 stores this financial year which would mean about 5 lakh square feet.
Percy Panthaki
Okay, so that more or less remains unchanged.
Govind Shrikhande
More or less unchanged.
Percy Panthaki
Okay. And if you recall in our last conference call before that I had asked you about the concessional-consignment model and how it compares with some of the Asian department stores where they have high percentage on concessions and at that time it set the main challenges to maintain the look and feel of the store so that seems sort of coherent as Shoppers Stop and does not really change the consumer experience each time he goes to a new counter. So I just wanted to understand given that you have sort of increased your concession by about 10%, how did you tackle that problem or are you still facing that problem of keeping the look and feel of concessionaires.
Govind Shrikhande
Okay, let me clarify on concession. If you look at the whole year’s model the concession has not changed dramatically. During the sales this time we had a larger amount of consignment stock which is what you are seeing reflection in Q4 but as I mentioned earlier also our trend, what we would like to maintain to be something like a 50-50 kind of a model and this is what you will see as a reflection as well for the whole year and I believe that the maturity with partners, maturity with I would say brands is improving definitely year-on-year and we would definitely endeavor because if you look at Asian model and Asian model is 95% to 100% concession. If you take a company like Parkson or if you take a company like Central or Chinese companies where they are between 80 to 90% concession. I think but to reach that concession model of that level the department stores have been in existence let us say for 25 to 30 years. I think we are just completing 20 years of our own chain but if you really look at Indian market all the competition emerge only around 89-90. So per se the department store competition is just about 10-12 years old within India. So I think we still have some time to catch up but yes I believe we are more confident today of taking it slightly higher than what we have done it in the past. And yes there is some contribution of consignment stock within the last quarter itself.
Percy Panthaki
So do you work the same way for this particular model as the Asian retailers work that is do you sort of collect all the cash upfront and then give it to your concessionaires as after a period of about a month or so?
Govind Shrikhande
It depends on the terms that we negotiate but yes we collect the cash and the payment is made later.
Percy Panthaki
Okay, that is all from my side.
.Moderator: 
Thank you Mr. Panthaki. Our next question is from the line of Abhishek Ranganathan of MF Global, please go ahead.
Abhishek Ranganathan
My question pertains to the balance sheet things. We have seen the lease deposits come down, what would be the reason for that? My next question would be pertaining to the aspect of Airport retailing, Nagesh did touch upon that I just wanted to actually to see that how do we envisage international airport business and what would be the key drivers which would actually lead us to profitability on account of or what would be the key drivers that will change the profitability of international airport business?

B. Nagesh
We are currently in two international airports which are Bangalore and Hyderabad. We have the Bangalore Airport where the performance has improved; on the Hyderabad Airport, there is a move for us to exit which we would exit by the 31st of May. The issue of the international airport has been multiple. I think one of the issues is that the expected passenger traffic did not come through number one. Number two is that there are regulations in terms of the lack that you can take certain items to some European countries you cannot take, so the throughput has been far away from we expected as per the budget that one had made when one had bid. So most of the issues had been around the concession in terms of rental. So if you ask me whether the rentals are very high well I will leave it to the airport operators, we do believe that they are extremely high, but the throughput is not even one-third or one-fourth of what one expect in the international market. Now as far the domestic side of the airport business is concerned, we have seen growth between 20 to 22% in the passenger traffic and we have seen excellent performance in fact both the airport where we are operating in a domestic have made profit at an individual airport level and as combined airport levels which we call it as Shoppers Stop airport division. So we are positive about the domestic airport, international like I said, Bangalore we are very positive with the way the numbers are improved. Hyderabad, we have exited, we will be exiting over the next few weeks’ time.

Abhishek Ranganathan
Would we be writing anything down on account of that?

B. Nagesh
I do not think there will be a major impact because of the Hyderabad Airport being written off.

Abhishek Ranganathan
And the question on lease deposits?
C. B. Navalkar
Well actually Abhishek as we had mentioned, we had closed down the Arcelia Store in Saket and also the Mother Care in Ahmedabad and one of the stores in Mumbai we gave up one floor, so these deposits came back to us in the last pro-rata deposits and that is why there is reduction in the deposit.

Abhishek Ranganathan
Okay, so the Mother Care Hyderabad and the Mumbai floor were given up?

C. B. Navalkar
Yeah.

Abhishek Ranganathan
Okay and larger questions what I was looking at is I mean when do we see a convergence in our margins for the standalone business and our other formats, do we envisage that or we will continue to have some kind of difference and what would actually cause if there is re-convergence?

C. B. Navalkar
If I am understanding your question right, the department store is at a gross margin of 31.5 and other formats are at around 33.8, so if you are saying that will the department stores go into a 33.8 kind of margin is that what you are asking?

Abhishek Ranganathan
Yeah and more or so at the operating level as well.

C. B. Navalkar
At an EBITDA level. I think earlier Govind has guided that as a business, we are looking at the business to be in the region of 7 to 8%. We see that convergence, if you look at the last year to this year change, the swing has become because lot of things have been corrected over a period of the last 4 quarters and once we actually move over the next 4 quarters, you will actually see the other format business also coming into a positive and if you look at the HomeStop, Crossword, Mother Care, Mac, and the Airport retail domestic; I think all these businesses are on a positive swing. So yes they would converge by over the next 4 to 6 quarters.

Abhishek Ranganathan
Sure, I just wanted to touch upon one more last thing you mentioned that the renovation had actually significantly you see impact on the like-to-like sales of stores greater than 5 years old which have undergone renovation, If one were to quantify it, how has it changed or in how much time does it basically start behaving like a new store?

B. S. Nagesh
I will ask Govind to probably give you an example of Pune stores but let him for staging one example as to how it has moved.

Govind Shrikhande
Yeah, basically what happens in reality is you are not only talking of your own store getting old, there is also newer competition coming up and if the competition comes up in the same catchment directly impacted, but typically what we are seen post-renovation is that jump of anywhere between 18 to 22% immediately in the quarter and over a period of year, you are able to see a 15% jump whereas the stabilization of a store is at about 4 to 5% same store growth. So, it is almost a 3 times jump that you will see and that is the big advantage.

Abhishek Ranganathan
Okay 18 to 20% over the quarter and 15% over the year?

Govind Shrikhande
Correct.

Abhishek Ranganathan
And on like-to-like over 4% so from basically from a de-growth we are looking at growth of 4% and that will be sustainable over a period of?

Govind Shrikhande
No, again it follows a cycle, after 2 year period, 5 year period. If a new competition comes up, then you will again see some threat, but if there is no new competition coming up, then you might be able to sustain up 8% to 10% kind of a growth.

Abhishek Ranganathan
Sure, thanks, I will come back if any further questions.

Moderator
Thank you. Our next question comes from line of Supriya Verma from Economic Times. Please go ahead.

Supriya Verma
We have seen the lease hire charges increased, have we contracted for the 18 stores, any number of stores that we have given some deposits or anything on that front has happened or why is it that we are seeing an increase in lease hire charges?

Govind Shrikhande
Lease rental charges actually gone down Supriya. You are looking at value or are you looking at percentage? Lease rented hire charges dropped from 9.5 last year to 8.3 for the quarter and for the year from 9.4 to 8.9.

Supriya Verma
Okay. The other question would be we have also seen operating and admin expenses came down, so is it more on the fact that we have reduced the number of headcounts or what is it?

Govind Shrikhande
Basically if you remember we had taken on these big initiatives in the year one of them was power. And we have been able to save almost 50 lakhs unit in the year that is a big-big number in terms of saving and we also been able to renegotiate the power charge from Reliance Infra to Tata that is one big saving. Second is remember we had mentioned that advertising marketing in the previous year to this year, you will see a basic difference from a 12 to 14 crores which was related to the logo change expenses that apparently comes to the bottom line as well and number three as we mentioned that we had not look at knocking off any associates, we said that we will not replace attritions aggressively and we have not given any increment besides the top management had also taken a salary cut. We have now retrieve the salary cut in the last quarter and in fact with the kind of performance that has been delivered, we are seeing higher performance incentive being paid for this year than what we saw in the previous year. So, I would say operating cost controls are through and through in every aspect of the business.
Supriya Verma
Okay and also the fact that we are saying that we are de-risking the merchandise model from bought out through a consignment and concession. So could we put a number or a percentage as to how much would this take up the EBITDA margins or the margins and how will it have an impact on the operational aspect of business? Could you quantify that?

Govind Shrikhande
Difficult to quantify Supriya basically because a pure concession-consignment model is one category, the margins do not match in the categories. The category is changed, the margins changed, and the negotiations change. We are not able to really predict. The only thing we are able to predict is your marked down will go away completely and that leads to de-risking your write-off all those are completely out and it was able to actually take the sales level higher if GMROF, etc., actually jump. But I currently do not see any prediction of that percentage.

Supriya Verma
Okay. Thank you.
Moderator
Thank you Ms. Verma. Our next question is from the line of Sangeeta Tripathi of Share Khan Limited. Please go ahead.

Sangeeta Tripathi
The first question pertains to the stores which are talking about; these 18 stores which will be coming up in next 30 months, where are the stores primarily coming, if you can just tell us the cities?

Govind Shrikhande
Basically if you look at we are entering a lot of new cities this time right from the Ahmedabad to Aurangabad to Bhopal to Vijayawada in the first phase. We are also going deeper in existing cities like Delhi where we are adding 3 more stores and we are adding 2 more stores in Bangalore, we are adding one more store in Pune. So, I would say it is a combination of entry into new cities and penetration into existing cities.

Sangeeta Tripathi
Okay, so broadly if I were to say these 18 stores spread 50:50 as in a 50%.

Govind Shrikhande
Yes, ultimately 50:50, yes you are right.

Sangeeta Tripathi
Okay sir, fair enough. The second question pertains to this international airport business where you said that one airport is not doing well, the other one is doing well. I just wanted to understand the total capital employed in this business?

C. B. Navalkar
This is part of our joint venture.

Sangeeta Tripathi
Yeah, so our share of it as….
C. B. Navalkar
36 crores is our share of the investment.

Sangeeta Tripathi
Okay sir. Thank you. The next question that I want to understand is on the lease rentals, service tax on lease rentals, and the treatment what they have done this time and we were expecting some provisioning to be done, but that has not been done. So how do you view this development and what is your stand on that because when we talked the real estate players, they are saying that the entire thing would be borne by the retailer per se and that would have some impact, just wanted to understand that?

Govind Shrikhande
Sangeeta, there are basically three issues within this one is fundamentally there is a case going on already, subjudice. We do not when the status will change, but the basic premise there is rent in the state subject and central government has no say on that, so that is number one problem that is what we are fighting on. Number two is by no law you can have law being operated retrospectively over a 3-year period, other issue that we clearly see in this government to position. Number three, we straightway also believe that when the government talks about the service tax reintroduction, there was also supposed to be a provisioning of net off again GST. Retail is the only industry which has any GST setup. We believe one GST comes in the full setoff will be available which is most likely as of the current debt scenario that in 2011-12 GST will come into force and you will be able to take a service tax setoff. So if you ask me it is a short-term, long-term issue, long term we do not see any issue at all with the full set off. Short term, we will fight the case and that is why we are not currently provisioning any impact from the service tax.

Sangeeta Tripathi
Okay so going forward also we will not see any provisioning for the retrospective impact, but then as far as the normal thing is concerned, the service tax rental that will be shown in the next quarter’s numbers, is that the way it will happen?

Govind Shrikhande
No, we are not providing currently because as I mentioned we have decided and we are continuing to fight on this issue.

Sangeeta Tripathi
Okay, we are not providing at all even for the retrospective impact or for the current impact.

Govind Shrikhande
Correct.

Sangeeta Tripathi
Okay sir, thank you sir. Thank you so much.

Moderator
Thank you Ms. Tripathi. Our next question is from the line of Abneesh Roy of Edelweiss. Please go ahead.

Abneesh Roy
Sir we see a difference around 15 crores in standalone and consol. If we take that, we will acquire the balance stake in HyperCity and we also are going to cut on the international operations that airport thing in Hyderabad. How do you see this 15 crores difference moving in FY11, standalone versus console?

Govind Shrikhande
For the full year?

Abneesh Roy
For the full year.

Govind Shrikhande
In the console, there is no HyperCity. Okay as far as the 15 crores difference is the major difference is coming from the airport business and the next difference is from the Timezone business. These are the two businesses where the bleed is still there. As far as Gateway Multi-Channel is concerned, it is all wrapped up so there is nothing which is going to come and Crossword is anyhow on a positive at a PAT level. On the Airport business, we expect the losses to come down from the current losses. Unfortunately being a JV partner, I have no authority to disclose at this point of time the exact numbers, but like I said majority is out of what you see is coming from Timezone to the extent of our share, but we do expect the losses to get reduced substantially over the next 12 months’ time.

Abneesh Roy
And what is the outlook on Timezone?

Govind Shrikhande
The Timezone, the losses are very minimal and as we go forward with a number of entertainment centers that the Timezone business is planning, Timezone business at the end of the year should be positive.

Abneesh Roy
You said whenever renovation happens, the stores really pick up in terms of same store growth, wanted to understand in the next 1 year or next 2 years, how many stores are being planned to be renovated in 5 to 7 years?

Govind Shrikhande
On an average every year, we take Abneesh 3 to 4 stores, currently there are 3 stores that are under going renovation, one is Andheri Store which we had completely closed down and will reopen in last week of May. Mulund Store is undertaking renovation right now floor-by-floor and one of our old stores in Kolkata which is part of the Forum Mall that is also undergoing renovation right now. So in this quarter alone, we are undertaking and completing renovation of 3 stores and will take up another store most probably in the last quarter of this year. So 3 to 4 stores will continue.

Abneesh Roy
Okay and in the region specific analysis, you said South is still not doing well and you have opened in Hyderabad and Bangalore, so wanted to understand when it is not doing well, why are you opening it and the major logic why South is underperforming.

Govind Shrikhande
As Mr. Nagesh mentioned not doing well is I would say a comparative statement because in South what has had really happened is Chennai we took up for renovation for majority part of the year, post-renovation it has started jumping, so but it had an impact. Hyderabad, we had one store and we added second store in first quarter of last year and we added third store in the third quarter of last year, so those two impacted against the same store growth of the number one store. Same thing in Bangalore when we added the last store in the last quarter. So what has really happened in cannibalization within the city has impacted the same store growth, but if I really look at my market share in each of these cities, Hyderabad my market share is tripled; Bangalore my market share in this coming year will definitely also jump by within 30% to 40%. So, I think we have to have a balance between like-to-like growth versus market share achievement. So if you are able to achieve a great market share without losing profitability of a store we can still live with a lower same store growth or even a negative same store growth.

B. S. Nagesh
Other important factor is if I take the Hyderabad example earlier or so was doing between 40 to 50 crores, the next store is added up another 50 crores profitable within the first 3 quarters and the neck-to-neck store is added up another 50 crores will be profitable within a year. So what is likely to happen is from of 50 crores you are going to 150 crores of turnover and the first 50 has become 40, but the 150 if it loses the 7% to 8%, but profitability will be doubled or tripled because compared to the earlier years when it used to take 12 to 18 months to breakeven at the store level and spread the cost of corporate office, these stores have actually shown a breakeven between the 6th and 12th month. So profitability wise, these additions are added substantially to the bottom line.

Abneesh Roy
Okay I think I will come back if I have more questions. Okay thanks.

Moderator
Thank you Mr. Roy. Our next question is from the line of Anuj Bansal of Bank of America. Please go ahead. Mr. Bansal, please go ahead.

Anuj Bansal
I just had a few questions. One is we tend to have a bit of a variation each quarter on the depreciation; last quarter, I think it was a bit high because of the renovation impact, but this quarter seems to have come down a bit. What would you suggest is a good enough number to take on a running basis for depreciation?

C. B. Navalkar
Well actually Anuj to answer your question. Last quarter, we had taken some write-offs especially of the stores which have been renovated including Andheri Store where we commenced the renovation and also the Mulund Store and a couple of others. Basically, the deprecation has also come down one because of that in terms of some write-offs like for example Andheri there is no depreciation in the current quarter. As we move on, actually the depreciation would oppose the limit to the capital expenditure which we are doing, but on a like-to-like basis, I think the 7 crores which we are showing is a good trend to follow.
Anuj Bansal
Okay and the fact that we believed that we are not seeing that the stores which are getting renovated are doing much better and in last year, we had actually changed the depreciation policy believing that the assets can be sweated a lot more than was what earlier being thought, so are not these two things a bit counterintuitive now. Would you be now moving back to a faster renovation cycle encouraged by the results being witnessed and which means that your depreciation policy actually not be very conservative now?

C. B. Navalkar
No, actually if you look at it, it is still very realistic. Now, we feel that it is very realistic to the way we are operating and the way assets being used. Essentially if you look at it, most of the stores like Andheri are more than 17 years old store that is one of the largest stores which we took for renovation. I do not think will be actually renovating the stores faster than what we are depreciating. There will be a little bit of write-offs and the exception which will be there especially of some civil and interior work which sometimes we tend to write-off when we renovate the stores, but we feel that the depreciation is realistic at the current level.

Anuj Bansal
Alright and just one question I had on the cost of apparels. I believe that the cotton prices have been going up quite sharply in India and globally, so are you seeing the cost of apparels really going up now and do you think if that is the case there could be some impact on the customer spending and they could actually be discouraged a bit if the apparel prices go by too much?

Govind Shrikhande
I think the segment in which we are operating for the last 3 years, we are upped our positioning in terms of Bridge-to-Luxury number one. Number two is the kind of price change that you might be able to see would be below inflations. So if the inflation is going to run at about 6%, apparel price increases I would only expect between 3% to 5%. I do not think that is going to impact overall demand in the kind of category that we are operating to any major extent.

Anuj Bansal
Have you already seen some kind of price hikes?
Govind Shrikhande
No April we have still not seen any discernable change in average selling prices, but I think by May end-June we should be able to see it because all the new merchandise were already in and you should start seeing some amount of impact in May-June there was cost push started around December on cotton and has resulted I would say in fabric price changes after February-March.

Anuj Bansal
And this quarter’s staff cost jump is mainly because of the fact that you have restored the cuts and to be higher variable pay?
Govind Shrikhande
That is right.

Anuj Bansal
Okay and are we discussing any numbers on HyperCity right now in the sense what are they likely terms of acquisitions cost or the accumulative losses, etc.?

Govind Shrikhande
On HyperCity, the acquisition cost, we had already mentioned even in the last quarter that it will be approximately 125 crores which was the balance stake. As far as the numbers are concerned, once we are consolidated, once we take up the stake to 51%, so most probably post the next con-call of Q1 of the next financial year, we might be able to take up the numbers there, but currently we have 7 stores and we are able to see good progress by HyperCity.
Anuj Bansal
And earlier you had indicated that out of the 7 stores, probably 4 were running profitable on a store level basis. So, any comments on the status of profitability of these stores right now?

B. S. Nagesh
Yeah Nagesh here. Last time we had mentioned in the con-call that the three stores that were the oldest stores that have actually broken even at the store level, so there is a store level profitability EBITDA that we have seen. Last year, the four stores also we have seen a store level EBITDA, the other three stores which had opened in the last quarter, we expect that even they would show an EBITDA breakeven. So in the coming year, we definitely see the chain also maintaining its store level breakeven. The attempt of the business is to see if we can move from a store level breakeven to a corporate level EBITDA breakeven is basically means covering the corporate cost as the corporate cost is currently at around 6% to 6.5% which on a higher side because of the less number of stores. Hyper as of now the way it is likely to move from 7 to conservatively 10 and may be it could be even going to 12 stores by March 2011 and with the 12 store from the 2011-2012 we definitely see a corporate breakeven also.

Anuj Bansal
Okay sir thanks a lot for answering the questions.

Moderator
Thank you Mr. Bansal. Our next question is from the line of Pooja Shiraangi of Brics Securities. Please go ahead.

Pooja Shiraangi
Hi Mr. Navalkar, has Ahmedabad come on board in Q1FY11? Has the Ahmedabad store opened?
Govind Shrikhande
Not yet.

Pooja Shiraangi
Not yet, okay, so this year we are looking at Malleswaram, last time when we spoke you had said that now would come in…..
Govind Shrikhande
It is already opened Malleswaram.

Pooja Shiraangi
So Malleswaram plus another eight right?

Govind Shrikhande
Yes, that is right.

Pooja Shiraangi
Is that our outlook for FY11.

Govind Shrikhande
That is right.

Pooja Shiraangi
Okay and what sort of clarity do we have that we get all these eight ones on board because even earlier they have been delayed from mall developers?

Govind Shrikhande
The clarity is Pooja related to OC and the construction progress. We have started keeping a completely different track now almost on a weekly basis. We currently believe that not only 8, may be 12 can come, but I would say realistic scenario is 8 for sure well 12 to be optimistic.
Pooja Shiraangi
Okay, so then by FY12, I should be looking at something close to about 42 department stores.

Govind Shrikhande
38 to 42, yes.

Pooja Shiraangi
38 to 42, okay and if you can share what sort of softening are you seeing in lease rentals in cities where you were not already present like Mysore and Bhopal, and Vijayawada where you are signing on space?

Govind Shrikhande
No basically we are made a comment two quarters back that in newer cities where we are entering we have been able to negotiate very good turns which are more on revenue share model and we strongly believe that our revenue share model for a department store format or for any retailer and a mall is a win-win model because when you are on a revenue share, the starting point in the first one year, two year where you are a little slow, you get the help from the mall, but when you start progressing faster the mall can get a higher revenue. So basically what we are seeing out of 18 stores, 12 stores are coming on a revenue share model. We believe definitely lease rentals should fall as a percentage in the next 30 months’ period for us because of this kind of revenue share model coming into play.

Pooja Shiraangi
Okay at HyperCity, we definitely want to take our stake to 51%.

Govind Shrikhande
That is right.

Pooja Shiraangi
Yeah, that will be all, thanks.

Moderator
Thank you. Our next question is a follow up from the line of Mr. Abneesh Roy of Edelweiss. Please go ahead.

Abneesh Roy
Sir my question is on the home solutions format, your competitor is very bullish and has delivered excellent numbers in Q4, so wanted to understand if we are doing a rethink on this because Indian consumer, there is massive change happening suddenly, so are we not letting go this big opportunity?

Govind Shrikhande
I do not think we are letting of this opportunity. Currently have 4 home stop stores and we have held on, we are turned around that format in this quarter definitely. We are also seeing good top line growth in that format, but I still believe it has to go some way to really make it a large massive model. I do not know what is the confidence of somebody opening 2 lakhs square feet and I do not want to comment on that, but definitely we are still looking at 3 or more properties in the next 2 to 3 years’ time to add in home stock purely on a revenue share model. So, we believe yes there is some amount of confidence. Yes, we believe you can increase the number of stores, but I do not think we have the risk appetite of looking at home stop in a big way.

Abneesh Roy
So in FY11, anything is planned in this or it will be more in FY12?

Govind Shrikhande
No, there are two stores that we are looking at in this financial year 2010-11.

Abneesh Roy
And employee cost had shot up and you also explain the logic behind that.

Govind Shrikhande
Only in the last quarter if you look at Abneesh. If you look at the full year, we are very much flat.

Abneesh Roy
So, we take this number as the number for the coming quarter or is there some one-off bonus things or how does it work?

Govind Shrikhande
I would say that you should take the full year’s number and take a projection on that.

Abneesh Roy
Okay, so there is some one-off.
Govind Shrikhande
Except the last quarter because last quarter you will see some moment of setting off of previous year versus this year plus the new store opening. So, it is likely exceptional quarter for employment cost in Q4. I would suggest that if you want to base anything take the full year’s number and then judge what you want to do.

Abneesh Roy
Okay and could you comment on HyperCity, last time you said that the Thane new property was doing extremely well, so 3 months have past, where is the Thane property now, has it met the expectation?

Govind Shrikhande
We actually have 3 stores which were opened in the last quarter, one was Thane, one was Amritsar, and one was Bangalore. All the 3 stores are currently behind expectation by 10% to 15%, but we have seen that because the large proportion of food is involved it takes between 1 quarter, 2 quarter to start ramping up, but the way we have seen our earlier stores which is the store which is opened earlier quarters of Hyderabad, Vashi we are actually seen those stores have done very well in fact some of these Hypermarkets are currently seeing a like-to-like growth of anywhere between 20% to 30%. So we are very confident that at the end of this financial year which is 2010-11, all these 3 stores would ramp up with the numbers is to be expected. Roughly on 100,000 square feet, we expect in the first year to do between 65 to 80 crores in a space like Thane or Bangalore and I think we are on track on that number, the first quarter is slightly behind.

Abneesh Roy
And in terms of inventory control, we have done really well. So, has most of the improvement already happened or is there some scope still left in inventory management?

Govind Shrikhande
Abneesh, my board never leads me for any improvement. The board is always pushing all of us, yes there is always scope for improvement across whether to cut down inventory or increase the credit period. It is a continuous task and as the combination of model, credit period, and reducing inventory, there is still scope.

Abneesh Roy
And my last question would be on the 2-3 store closures which happened for example Mother Care in Ahmedabad, Arcelia in Saket so what is the learning, is it that we are not focusing on out of our own formats, here the focus is reducing or the rentals were not correct, what was the learning in these two-three closures?

Govind Shrikhande
Basically two big learnings definitely one big learning is focus on the main format which is Shoppers Stop, the department store, very-very clearly and drive that. Number two, Arcelia I think we realized that format was not going to take off. So, we decided to close it down. As far as Mother Care was concerned, we were supposed to open Ahmedabad store and shift the Mother Care shopping shop into the Ahmedabad store. Unfortunately, the closure of this happened, but Ahmedabad store is still not opened. So, but that is the question of mismatch of timing, but we could have continued Mother Care for sometime if we had the lease period. So, Mother Care is slightly different case than Arcelia. Arcelia is the case of format not working, accepting that, and closing it, and moving on. So I would say, two big learnings; one is focus on a format that is working well, drive it hard, and drive it in big numbers, and those that are not performing, understand the issue, and if required close it, take the hard call if required.

C. B. Navalkar
Let me add one or two more learnings on that. The standalone business in the country is much more struggle than the larger format because what happening is the cost of management of a standalone is not very substantially different than the cost of management of a large store at a per head level. A store manger still cost to Rs. 3 to 5 lakhs versus a supervisor of a similar size within the department store of Rs. 3 to 5 lakhs because the throughputs are different. The rental is almost 2.5 times and the throughput is not 2.5 times because these are not differential brands. What is happening you are competing when you do a standalone you are taking those products which is also being sold in the department store or in the multi-channel stores, so cost of operating a standalone is larger, but cost of corporate cost or the service office cost or the head office cost of a standalone takes much longer to amortize. Basically two, throughput is lower, the cost is higher. Therefore, it takes longer and for us like Govind said where do you focus and the decision was to focus on the businesses which are doing well and where we see much larger potential and the leadership starts for us is much-much ahead.

Abneesh Roy
Okay two more follow-up questions. One is Reliance has entered the book format, so where does Crossword see competition impacting. Second would be there is a lot of noise on FDI in Retail getting relaxed, so what is your sense, how much time and what would be the likely rules? Are we really progressing it or it is more of a noise because earlier you had maintained it will take lot of time?
B. S. Nagesh
Well, I may take the first question of your’s Abneesh in terms of where do we see the competition from Crossword point of view? Actually we feel that it is good to have competition and in fact it is expanding market. The book industry which we are talking of 700-800 crores size earlier now suddenly we are talking of more than 1800 to 2000 crores market. So, I think the market is expanding and in fact we are thankful for competition to help us to expand the market and we continued to focus on our own experiential brand Crossword so that we can open stores and get more quality business in that.

B. S. Nagesh
On the FDI, all meetings with the respective people we got two signals. One signal is that every important cabinet now I am talking now as a chairman of a Retailers Association of India because I have been involved there, very clearly the indication is that we understand that modern retail is important for this country. It has two clear important significant; one is employment and second is more competition will bring down prices and it will help consumption growth, so there is absolutely no difference of opinion in the 3-4 people from various ministries. Whether FDI will make this happen, I think there is issue with the political will as well as there is no concrete information to say that FDI will definitely make it happen. So if you ask me just a wild guess, I would still maintain that this is slightly longer way from FDI being opened up.

Abneesh Roy
Okay sir, all the best and thanks a lot.

Moderator
Thank you Mr. Roy. Our next question is from the line of Anirudha Basu of Thomson Reuters. Please go ahead.

Anirudha Basu
Just one question on your fund raising plans. You had said that you are planning a QIP, can you tell me what amount you are looking to raise and over what period and how many shares you are planning to issue?

C. B. Navalkar
Well actually the approval which we had got from the share holders is for 4 million shares of QIP. The approval is valid up till December 2010. It would depend on the market across and when we would tap the market and that is when we would raise the money. So, as of now, hard to say how much we would offer to the QIBs so that something which we will see as we progress into the year.

Anirudha Basu
Okay and also you mentioned that you are expecting a same store sales growth of around 5 to 7%, I just wanted to know over what period the reference was made, is this for the whole year or for a short period?

Govind Shrikhande
This is for the whole year.

Anirudha Basu
Okay and in terms of your overall top line, how much growth can be expected year-on-year annually?

Govind Shrikhande
See if we add the 8 stores which would mean that let us say 4 lakhs on a 20 lakhs, you should see a 20%-22% jump.

Anirudha Basu
Okay and you said that you might be even able to add more than 8 stores it can go up.
Govind Shrikhande
That is right. All starts combined together and give me a great luck, it is very much possible.

Anirudha Basu
Okay, so we can see a 20-22% growth in sales, this you are talking consolidated sir 

Govind Shrikhande
I am talking on the limited number, consolidated I am not making the comment.

Anirudha Basu
Okay sir that will be all. Thanks.

Moderator
Thank you Mr. Basu. Our next question is from the line of Abhishek Ranganathan of MF Global. Please go ahead.

Abhishek Ranganathan
Sir just is a follow up question. Mr. Shrikhande also said that we could look at expanding our gross margins over the next 2 to 3 years by about 30 basis points each so I am just looking at what would actually drive this and secondly from an operating levers perspective what would be the drivers for actually even expanding the operating margins?

Govind Shrikhande
Operating margin, let me first comment on the growth margin side which is margins delivered. If you see for a quarter, it is up by 0.8%, but for the year, it is up by 0.3% and we have maintained that we should be able to deliver margin improvement within 0.3 to 0.4% year-on-year. Now, this is a combination of various factors, one is higher margin negotiations from partners-vendors; getting in brands with higher margin number two; number three is converting some of the outright vendors with high risk through concession consignment with low risk and medium margin, so it is a combination, I believe it is very much possible and we have been able to demonstrate it over the last 6 years if we see consistently to go up. In the operating cost side if you look at the kind of reduction that we have been able to make throughout the last 4 quarters if you see, we had been able to reduce almost 300 basis points operating cost. We believe we should be able to hold many of these expenses well, but I would say that certain expenses will go up in the coming year for example I would bet that I need to really spend a little more on advertising marketing, my employment cost definitely we will have to go up because I cannot have a reduction in salary happening, it has to go up with the competitive pressure. So, I would say that definitely there is scope of improvement on a continuous basis and I still maintained that at an assistant limited level, if you look at EBITDA between 7 to 8% is very much possible for us to deliver on a consistent basis and at a PAT level of 4%.

Abhishek Ranganathan
Right sir. Thank you sir.

Govind Shrikhande
Thanks.

Moderator
Thank you Mr. Ranganathan. As there are no further questions at this time, I would now hand the conference over to Mr. Govind Shrikhande for closing comments.

Govind Shrikhande
Thanks Rochelle. Thanks friends for joining us on this con-call. In case of any further queries, you can connect with me or Mr. Navalkar for any further clarification. And thank you once again and let us talk once again in the next con-call. Thank you.
Moderator
Thank you Mr. Shrikhande, thank you gentlemen of the Management. Ladies and gentlemen on behalf of Shoppers Stop Limited that concludes this conference call. Thank you for joining us on the Chorus Call Conferencing Service and you may now disconnect your lines. Thank you.
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