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Many international companies find the Indian
market huge and attractive but at the same time
its unfamiliar complexities hold these companies
back from entering or expanding in the Indian
market.

A structured approach, strategic patience,
knowledge of the local market and regulations
will help you to effectively navigate through
one of the most prominent markets like India.
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Section 1: India — A Global Manufacturing and
Offshore Service Delivery Hub

India was originally known as “Bharat”. The Sanskrit word “Bharat“ means ‘one who is in pursuit of light

or knowledge’. India has been the land of abundance and virtues. It was not only well-known for silk and

spices, but it was also epicenter of knowledge especially in the fields of mathematics, astronomy,

science, medicine, literature, and philosophy.

In present times, India is one of the most sought-after destinations for manufacturing as well as

services for the corporate world. India’s Ascent As A Global Manufacturing & Service Hub Is Fueled By

Its Inherent Strengths:

Market

The large and growing domestic market,
Huge rural economy unfolding its
potential, Middle-class boom, Vast base
of diverse customers in terms of income,
region, tastes and perference

Manpower

Strong demographic dividend with a
median age of population at 29,
English-speaking Tech-savvy workforce,
the annual suppy of more than 2.5
million STEM graduates

Material

Amongst top 10 global producers for
many critical materials including iron ore,
crude steel, other metals, cement, food
crops, fruits and vegetables as well as
industrial products such as textiles,
plastic, heavy machinery, automotive,
and electronics, amongst others.

S,

Money

Automatic foreign inward investment
route for most of the sectors, Leader in
digital payments, availability of debt
finance.

Growth Enablert

India‘s geo- political stability, stable
government with a focs on FDI, and cost
competitiveness compared to the
western countries.

India offers unique two-pronged benefit for setting up manufacturing facility locally. Foreign companies
can avail the benefit of low-cost manufacturing compared to Europe. Further, it can serve the domestic
market as well as capitalize the export opportunities. This opportunity is not new for India. International
companies have also been procuring finished goods, as well as components & raw materials for its
group requirements from India. Thanks to India’s pool of technical workforce, international companies
have also been setting up global capability centers / research & development centers / offshore service
delivery centers (“GCC”) in India. These GCCs have evolved in the value chain, starting with support
functions and tech enablement and now many of them setting up research & development or designing
centers in order to cater to the global demand from India.

However, this massive opportunity comes with its unique complexity and mammoth scale to handle.
Some of the challenges faced by foreign companies in India include:

- Diverse consumer behaviors and mindsets across different regions, income strata and age group,
»  Cultural difference,

« Acquisition and management of suitable talent,

« Logistics complexities, and

- Complex regulatory environment, amongst others.

However, despite its complexities and challenges, one cannot ignore the large market like India!

With forethought planning, analysis of market dynamics and a consultant with local expertise, many

foreign companies have successfully made inroads in the Indian market.
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Section 2: Strategy Advisory Service Line
at Rodl

We offer tailormade solutions to the most unique requirements of our clients from diverse sectors,
including but not limited to automotive, heavy engineering, research & development, machine tools,
industrial machinery, defense, food and beverages, pharmaceuticals, and IT amongst others.

We facilitate and support hassle free setup of an international company in India, right from the evaluation
& planning stage, going up to on-ground identification and negotiations with different industry
stakeholders such as suppliers, distributors, partners, and contract manufacturers.

For a company already established in India, we support the CEQ’s Project Office by advising and assisting
in further expansion in India. We help with customized presentations for the Boards, evaluation of make in
India opportunity, business plan to check project viability, development of suppliers’ network, contract
manufacturer search or identification of acquisition targets or any other company specific request for an
existing company. We believe in listening to our client’s ideas, current status, plans and the requirements
then accordingly develop a customized offering.

Market Intelligence Strategy Formulation Implementation Support

«  Market size & growth « Formulation of India Entry Strategy - Target search for Acquisition

«  Market composition « Entry & Growth Strategy for Asia « JV Partner Search

«  Growth drivers & trends - Location study for Trading Unit / . BOT Partner Scouting for GCC

+ Challenges Manufacturing Plant / GCC + Identification of Contract

« Customer segments « Business Plan Preparation Manufacturers

- Sales Channeks . Customised presentations for the « Development of Supplier Base

«  Competitor Profiling board - Business Facilitation: Identification

« Import Regulations of customers
- Development of Distribution

Network

Section 2.1: Market Analysis

Understanding the market dynamics is the stepping stone in the massive but complex market like India. It
is imperative to analyze the market dynamics such as market size and expected growth, the competitors’

position and strategy, challenges faced by them, sales channels, user industries, regulatory environment,

and any other sector specific information.

Information obtained through such market analysis is often used as an input for the business plan being
prepared for new markets or new product launch or localization of your products in India.

This exercise will help to:

- set the expectations right at the initial phase itself

- plan the scale up in phased manner and

- ensure that the resources are allocated efficiently.

Factors that we usually cover in the market analysis:

Market
Dynamics

Assess the market
size, growth rate,
growth drivers,

User Industries

Gain an
understanding of
key user industries,
procurement

Sales Channels

Evaluate the sales
channels developed
by the existing
market players.

Competitor
Benchmarking

Analyze nature of
their presence,
financials, their set

Regulations

Study the industry
specific as well as
the import
regulations.

challenges and key process and up and offerings in

characteristics. projected growth. the Indian market.

The factors to be covered in the market analysis are chosen based on the detailed discussion with the
Client. Key considerations include the Client’s understanding of the Indian market, its products, status of
business in India amongst others. The Client can also opt for a comprehensive market analysis or choose
certain segment for a deep dive.

Section 2.2: Market Entry Strategy

Once detailed understanding of the market is gained, we conduct discussions with the Client and advise
on the most suitable mode of entry in India. It comprises of evaluation based on correlation between the
pros and cons of each mode of entry, market opportunities and resources available with the Client (viz.
management bandwidth and capital). Some of the evaluation criteria include:

- How competitors are strutured & their offerings

- Financial & Management bandwith of the client

- Cost of Production

- Expected Market volumes

- GOVT Regulations-Sector specific, Imports

- Ability to serve neighbouring Export markets

We enable you to derive a tailor-made entry strategy formula for the Indian market.

For instance, the strategy for the Indian market can evolve in a phased manner, starting with a
distribution / sales network in India. Expected results and milestones can be set based on the foreseen
potential for the further scale up. Depending on the milestones achieved, the setup can then be expanded
in own manufacturing or a strategic partnership in India.

We also help our clients to implement their market entry strategy by providing end to end support in
various activities such as partner identification and appointment, company setup amongst others.
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Section 2.3: Preparation of Business Plan

Preparing a business plan helps you to translate your vision and plans into projected financials, enabling
you to envisage the viability of the project in terms breakeven point, profitability, internal rate of return,
payback period for the investment amongst others. A business plan can be prepared for different
objectives including entry in the new market / region, new product addition, new production facility,
capacity additions, project finance, a joint venture or it can also be simply prepared for arriving at initial
capital requirement for a new company.

To start with, we understand our client’s requirements and set the objectives for drafting the business
plan. Our financial projections are based on the volumes and growth derived from a thorough market
analysis activity and key assumptions agreed with the Client. In addition, to the financial model, we deliver
different scenarios and key performance indicators in a form of concise and engaging presentation. Our
standard scope of work is presented below. It can be customized further based on the Client’s
requirements.

Understand the Conduct Market Agree on Key Prepare projections Finalize the BP/
Client's requirement Analysis financial model with
the Client and

prepare BP

Assumptions including financial

including revenue, statements, rations
opex, capex, & build scenarios
working capital presentation

amongst others

Section 2.4: Location Study

Considering the mammoth scale and breadth of the Indian market, location of your setup plays a
significant role in overall efficiency and efficacy of your operations. Irrespective of nature of the setup-
trading entity or manufacturing unit or a service delivery center, a due attention needs to be paid to
various factors that are intrinsic to the business.

For instance, in case of a factory, a right location plays an important role in keeping the costs low without
sacrificing quality. At the same time, the company can cater to its customers in a timely manner. On the
other hand, in case of global capability centers, employee cost is the largest cost component. Hence, the
shortlisted locations need to be assessed based on the cost trends, expansion plans of competitors and
attrition rate.

Overall, a systematic approach towards selecting a suitable location for your planned setup is vital for your
long-term success and sustained competitiveness in the Indian market.

In light of the same, we offer two versions of the location study for a manufacturing unit/trading entity:
1. Light version of the Location Study (Desk research)
2. Comprehensive Location Study (including visits to the suppliers)

1. Light version of the Location Study (Desk research)

This version of the location study is an equation of different factors that play a vital role in
- balancing the costs and the benefits

« ensuring system efficiency including sourcing and logistics

This version is primarily based on our expertise and secondary / desk research. We conduct discussion

with our client, decide the factors to be evaluated, and their respective weightage in the overall evaluation.

Some of the most evaluated factors are given below:

Availability of raw material
Proximity to markets

Availability of required infrastructure
Availability of manpower
Benefits / incentive offered by government

Competitors’Locations and Expansion Plans

2. Comprehensive Location Study (including visits to the suppliers)

In a comprehensive location study, we assess the market dynamics of the client’s sector, competitive

landscape, quality and scalability of the potential suppliers, government incentives, amongst others. The

study comprises of secondary research powered by the discussion with industry constituents such as

competitors, visit to the stores (in case of B2C) and visits to the identified suppliers. Our standard

approach and methodology is presented below:

Our standard approach and methodology

Setup objective and key factors to
be evaluated: We conduct detailed
discussions with the client to

set objectives and factors to be
evaluated in the order of priority.
Assess the market and
Competitors: Market dynamics
we typically cover in such studies:
Market size, regional distribution;
Competitive Benchmarking: Size,
portfolio, scale and location of the
competitors

Identify the clusters of suppliers
and location of raw material: Map
location of the raw material /
supplier clusters in India and cover
brief information on nature of the
industry including production level,
growth, organized v/s unorganized
amongst others.

Shortlist a few locations / regions
for further evaluation: Based on
the information gathered in phase
|, shortlist a few locations for the
phase of deep dive.

Identification of suppliers: Identify
and approach suitable suppliers
in and around each shortlisted
locations in order to check their
size, scalability and quality.

Visit to the market and suppliers:
Visit the suppliers’ facilities to
verify the information shared by
them so far; Visit the market in
case of B2C products

Shortlist of suitable suppliers:
Based on the visits, conduct
discussions and assist the client to
shortlist suitable suppliers
Preparation of the scorecard and
presentation of findings: Prepare

a score card with rating for each
factor for each shortlisted location;
Present the summary information
as a backup to the ratings given in
the score card.

A comprehensive location study will enable you to make informed decisions in alignment with your

strategic goals, optimize the operational efficiency, mitigate the risks; and capitalize on growth

opportunities in the Indian market.

Location Study for setting up Global Capability Center / Technical Center /R&D Center in India

Setting up a Global Capability Center (GCC) in India is an exciting opportunity - but it needs careful

planning and thoughtful decision-making to set the stage for long-term success. The first step is to clearly

define what your organization hopes to achieve and the type of work the center will oversee. From there, it

is important to conduct a detailed feasibility study that looks at market trends, talent availability,

infrastructure needs, and cost factors.
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Choosing the right location is pivotal — it directly affects access to the right talent pool, supportive
ecosystems, reliable infrastructure, and cost optimization. With the vast scale, diversity, and potential of
the Indian market, location analysis becomes a strategic priority in driving efficiency and long-term
competitiveness.

Our Location Study Approach Includes:

- Location Evaluation: Assess key factors such as workforce availability, industry ecosystem maturity,
and infrastructure readiness using verified data and statistical models to help you shortlist the best
possible locations.

«  Cost Mapping & Benchmarking: Provide insights on compensation trends for relevant roles, real estate
rentals, power, and technology infrastructure costs — ensuring cost-effective decision-making.

« Policy & Incentive Analysis: Explore government schemes, incentives, and regulatory frameworks avai-
lable across states and regions to help you use opportunities for faster and smoother setup.

Cost Mappin
Competitors” el

Locations and Expansion
Plans and Talent pool

Availability of manpower (real estate rentals, power, utilities
and IT infrastructure costs amongst
others)

Availability of required Benefits / incentive Indicative Salary Range

infrastructure offered by government for Employees

A comprehensive location study empowers you to make informed decisions, reduce risks, and align your
GCC strategy with India’s dynamic business landscape.

Section 2.5: Identification of Contract Manufacturers or Third-
Party Manufacturers

Contract manufacturing is a low investment model which enables a foreign company to start
manufacturing or assembling its products or components in India with the help of a third-party
manufacturer. In this kind of arrangement, typically, the foreign company shares the technical details of
the required product or component with the third-party manufacturer and gets it manufactured as per its
quality standards at pre-agreed price under its own brand name.

The contract manufacturing model varies from company to company depending on different factors such
as level of control exerted and the technical details shared by the principal brand, the manufacturing
process being outsourced, criticality of the component in the final product, quality checks to be carried
out, level of supervision of the premises amongst others.

For instance, the principal brand may take full control and exclusivity for the premises where its products
are being manufactured. The brand typically also has a say in the sourcing of the raw materials.
Or it can merely agree on the raw material + processing charge for the procured products

(subject to quality checks) without exclusivity or control on sourcing.

Benefits of Contract Manufacturing in India:

1. Ease of Market Entry: Contract manufacturing allows the foreign companies to offer locally
manufactured products without setting up their production facility. This saves time and investment
required in setting up own plant from scratch, allowing businesses to reach its customers more
quickly.

2. Low Capital Investment: By utilizing existing infrastructure, companies can avoid significant initial
capital investments required for the factory in India.

3. Flexibility and Scalability: Contract manufacturing provides the flexibility to scale up or scale down in
the medium term.

4. Cost Efficiency: Most importantly, the contract manufacturing arrangement allows the foreign
company to take advantage of its cost competitive manufacturing leading to enhanced profitability
and improved competitiveness in the market.

The contract manufacturing model comes with its risks such as risk of technology, loss of customers,
counterfeit products in the market amongst others.

If planned and managed wisely, this arrangement can help the foreign company to test the cost
competitiveness as well as quality offerings at lower investment. With the help of a local expert, one can
efficiently navigate through the complexities and capitalize this opportunity. For instance, we can draft a
watertight contract manufacturing agreement comprising safeguards including but not limited to IP
protection, non-compete, non-circumvention and so on. We can also run a structured scan of the market
to understand profile of available manufacturers in order to find a suitable manufacturing partner.

In nutshell, we can help you with the entire lifecycle of the contract manufacturing arrangement, right from
identification, approach, visit, profiling, negotiations, drafting of contracts till regular checks. Or you can

choose a particular segment of the entire process, depending on your needs.
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institutional end users and even government procurement bodies.

Broader scope of work is presented below:

A robust customer-identification program typically:
- Identifies and prioritizes high-growth verticals

. - assesses underlying demand drivers and purchasing patterns
Prepare profiles

o

- engages directly with key decision-makers to validate the fit
- ranks and qualifies accounts against clear criteria

This approach focuses companies’ go-to-market spending on the most promising opportunities and

. . Schedule and delivers more predictable conversion rates. Detailed customer profiles complete with organizational
Draft the agreement Finalise Operational ticipate i truct decisi K il d buving tri that th ter di . v with
: articipate in structure, decision-maker profiles and buying triggers ensure that they enter discussions only wi
with safeguards & Commercial Terms > p _ P _ Pt & 'gg y v
meetings interested customers armed with the right intelligence.

%

We design and execute a structured B2B customer-identification strategy tailored for the Indian market.

Our support includes:

Section 2.6: Development of Distribution Network

Appointment of commercial partners such as distributors, sales representatives or agents is the most
adapted strategy to test any new market with minimal investment. With their local experience and
expertise, these partners start the business development activities and introduce the products to the
potential customers. This arrangement works with minimal risk and investment compared to other market
entry strategies.

However, foreign companies often make a mistake of depending on merely international exhibitions to find

L . . ) Conducting initial outreach Creating in-depth customer
distributors or agents for new markets. Exhibition is a good platform for networking and understanding ! L. . . .
L Supporting negotiations and verifying commercial profiles and engagement
current market trends. But the distributor search for a new market should not be based on merely a rod Gl ; .
. . - g interest briefs
meeting during an exhibition. The company must carry out a structured scan of the market to understand E E

the scale of distributors present, their proximity to the customers amongst others. The company should
also visit the potential distributor’s or agent’s setup in order to verify the claims made by them.

Further, defining the expectations and responsibilities at an initial stage as well as having a . . ey

e the exp P & _ 8 Section 2.8: Target Search for Acquisition

well drafted distribution agreement are necessary for hassle-free future transactions. o L . . .
Company acquisition serves as one of the speedy modes of establishing or expanding the business in a

new market. Companies opt for this mode of entry / growth primarily to increase market share, expand the

We advise and assist international companies throughout the process of development of the distributors / . . . . T o .
production capacities, acquire new clients, add new product or service line, eliminate the competition or

agent network. Our range of support includes:

upgrade the technology.

In nutshell, by way of acquisition, the company can get access to the ready sales setup, operational
facilities, new technology, new product line, experienced staff, established client relationships, ready order
book, amongst others.

But if not managed well, acquisition paves way for complexities and risks such as lack of synergies

L i affecting the future business, false declarations, liabilities, cultural mismatch to name a few. With proper
Draft & Finalise the Discuss and

agreements negotiate

e

With our range of services under one umbrella, we can support a foreign company in this process with a

Prepare profiles planning and professional help by your side, these risks can be mitigated.

We have a full-fledged advisory team comprising of senior professionals from different domains for

. . providing end to end M&A advisory services. Moreover, we also offer support in carrying out a thorough
wholesome approach from strategic, regulatory and tax perspectives. . . . L . L
scan of the market to identify a suitable target for acquisition based on the set selection criteria.

i g i ili ion- ifi i e market scan will give you an idea about the size, scale, nature and location of the companies as per
Section 2.7: Business Facilitation-ldentification of Customers Th ket [ dea about th le, nat d location of th
and Initial Outreach your selection criteria. This will further enable you to revisit your acquisition plan and make adjustments, if

e . . . L . . . necessary, in order to have optimum results.
Identification of ideal customer base is often the most critical objective of foreign companies entering

India or seeking to expand their presence. Simply relying solely on trade fairs, exhibitions or ad-hoc o . . . L .
. . . . . . . Finding a suitable target, is springboard for your acquisition strategy, which no one can afford to go wrong
introductions almost always leaves gaps in market intelligence. Instead, companies need a reliable . . . . .
. . and hence requires due attention as well as investment in terms of time and money.
framework that maps the full ecosystem of buyers comprising large corporates, mid-market players,
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Our standard scope for target search includes:

Assess the client's Identify the Approach & verify Collect information Discuss the profiles
requirements and potential targets / their preliminary about their setups & of potential partners
set selection criteria Partners interest in the capabilities; Carry / targets with the
project by sharing a our strategic fitment client and assist in
teaser analysis shortlisting

Section 2.9: Build Operate Transfer (BOT) Partner Search for
setting and running Global Capability Center in India

Choosing the right BOT (Build-Operate-Transfer) partner is a critical step in setting up and running a
successful Global Capability Centre (GCC) in India. A trusted partner with proven experience in setting up
& scaling operations, managing talent, and ensuring regulatory compliance during entire lifecycle plays a
vital role in driving long-term value, operational efficiency, and seamless knowledge transfer.

Selecting the right partner at the outset not only strengthens your GCC’s foundation but also accelerates
growth, reduces risks, and ensures smoother execution through each phase of the setup.

Our standard scope of work includes:

Discuss and Draft & Finalize .
] Prepare profiles
negotiate the agreements

%

We understand that every company has its own requirements and that they are unique. Our approach to
BOT partner identification is fully customizable, allowing us to tailor the search parameters, evaluation
method, and engagement model to best suit your specific priorities and challenges.

Partner with us to gain a strategic edge in selecting the right BOT partner — one that not only supports
your GCC’s present needs but also helps unlock its future potential.
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Your specialists in India

Rahul Oza

Partner

Managing Director | CEO
Head of India & South Asia

T +912066 2571 00
rahul.oza@roedl.com

Dipali Joshi
Manager
Head of Strategy Advisory

T +912066 2571 00
dipali.joshi@roedl.com
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We pave the way. Worldwide.

B
Since 1977, RODL has been both trusted partner and trailblazer. Future-focused, across disciplines, and from a single source. With a
Across borders, we deliver solutions that make an impact - global mindset and strong local presence. By leading the way, we
through legal advisory, tax consulting, audit & assurance, make sustainable success a reality for our clients.

advisory & IT, and business process outsourcing.
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Contact

Your contact persons

India

Rahul Oza
Country Head Indien, Partner

T+9120 6625 7100
rahul.oza@roedl.com

O

Delhi

Tower 1, 15th Floor,

AIPL Business Club,

Golf Course Extension Road,
Sector 62

Gurugram | Gurgaon 122 018

T +91124 6749 701
delhi@roedl.com

O

Pune

Lunkad Sky Cruise

B - Wing, Survey No. 210/3
Viman Nagar

Pune - 411 014

T +9102066 257100
pune@roedl.com

O,

Mumbai

Lodha Supremus-Unit No. 707
Senapati Bapat Marg, Upper Worli
Opp. Kamala Mill Compound
Lower Parel (W)

Mumbai - 400 013

T +91226266 0800
mumbai@roedl.com

O,

Ahmedabad

Regus, Unit No. 201, East Wing /
B Wing, Privillion Building, Iscon

Crossroads, Sarkhej—-Gandhinagar Highway

Ahmedabad 380 054, India

T +91976 990 0330
ahmedabad®@roedl.com

O,

Chennai

Fagun Towers, 8th Floor, Office No. 3

No. 74, Ethiraj Salai
Egmore

Chennai 600008
Tamil Nadu

T 491446926 3200
chennai@roedl.com

Mumbai

O,

Bangalore

Office No. 3, 7th Floor, Embassy Icon
Infantry Road, Vasanth Nagar
Bengaluru 560001 India

T +919607 930 789
bangalore@roedl.com

Delhi ()

@ Ahmedabad

@ € Chennai
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Visit us!
roedl.com/india
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(formerly known as Roedl & Partner Consulting Private Limited) used every endeavor to observe due diligence as best as possible, nevertheless Rdl cannot be held liable for the correctness, up-to-date content or completeness of the presented information. The information included herein does not relate to any
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