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ver 400 senior partners from

across the world flew down to

Delhi for the Grant Thornton

annual global conference. Dur-

ing the three days, the partners

fanned across the Indian capi-
tal visiting various Indian companies like Mi-
cromax, Fabindia and Evalueserve to get a
first-hand feel of India Inc. During the confer-
ence, Corporate Dossier got eight leading
Grant Thornton network CEOs who have the
pulseof their numerous clients in their own re-
spective geographies to discuss the pace of
global economic recovery and how their per-
ception of the India story had changed in the
past few months. Edited excerpts:

How much time will it take to get out of the
2008 mess? Which stage are we in?

Stephen M Chipman: The US economy has
been quite resilient given the significant is-
sues that it faced from 2008-09, but it is fragile.
It is the slowest US recovery of any recession
since World War II. Progress continues to be
slow and the overriding issue in the US is un-
certainty, particularly on fiscal policy. We saw
that flare up in Washington over the last few
weeks in a very distressing fashion (the US
shutdown). So fiscal policy cuts, policy regu-
latory environment, and so you have, healthy
businesses with lots of cash, balance sheets
are strong and S&P 500 are sitting on more
than a trillion dollars of cash, but they are
very reluctant to make investment decisions
to create jobs and stimulate growth until
there is more stability in the fiscal regulatory
environment. What you are going to continue
to see is more of the same tepid growth re-
siliency but fragility until there is a greater
degree of certainty in the environment.

How is Europe shaping up?

Daniel Kurkdjian: From a business perspec-
tive, Europe isnotareal environment. You can
speak about the national environment, the UK
environment, the German environment, the
French environment. Those people can speak
for Germany and the UK, but the French situa-
tion now is far less resilient than before. But it
is also true and we are not in such a good
shape. Very large companies and medium-
sized companies operating abroad are doing
pretty well. Export is sustaining the economy
though the domestic economy is not yet suffi-
ciently robust to help the companies grow.
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How has the German economy held its own
in troubled times?

Klaus Guenter Klein: We do see some growth
rates in the German economy at the moment.
We had a weak first and second quarter and
the third quarter picked up alittle bit. When T
talk to clients, they say that they are doing
very well at the moment—for example, those
clients who have a high ratio of exports to Chi-
naand other countries. We do see a lot of good
performance in the mid-sized dynamic area of
our clients. How sustainable that will be de-
pends on the development of the Euro. You
know that there are still countries in Europe
who are not performing as they can or should
and the reforms that are required during the
period of restructuring these loans, are slow-
er. We see that the countries
are slower in their develop-
ment and it is a question of
what will happen in the future
when the new governments
are in place. We have new gov-
ernments in Germany, Austria and so there
might be changes in the views of Europe.

China’s numbers look very promising. Do
you think this is a real recovery?

Stanley Chang: I did a presentation earlier
this year around several countriesand Thada
chartof their growth rates. In 2007, there was
a9% range. Right now, at the APACmeeting in
Indonesia, 7% is good enough. Of course, they
came out at 7.8%. That is now a good comfort
zone. Since this new administration came in
late last year, they want to re-emphasize
growth, they want to emphasize growth as
quality And then because we had alot of prob-
lems in Beijing, we had tremendous pollution
problem, we have traffic jams that is almost
intolerable, so we have to slow down. We have
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industrial growth issues that impact the envi-
ronment. We have lots of uneasy complex atti-
tude in terms of how health and other things
are taken care of. The government is making
some anti-corruption moves. They are obvi-
ously trying to straighten alot of things. SoI
think the direction is going to be trying to
keep around probably between 7-8% and that
is what the President said.

What kind of guestions are CEOs asking
about India?

Scott C. Barnes: Companies in the UK still see
Indiaasabiggrowth market and adestination
for expanding their businesses or setting up
new companies. We are talk-
ing about it all the time, we are
interested in investing in In-
dia and Vishesh Chandiok
(Managing Partner, Grant
Thornton India) and I met one
of our largest clients, a food retailer; who is
very interested in tapping into the Indian ad-
vantage. So I donot have any sense that there
is any less willingness to invest in India. Peo-
ple see it certainly in terms of a consumer
market and it is an investor market for busi-
nesses in the UK, equally. We are seejngalot of
inbound investment from India into Europe,
certainly into the UK. The Tatas, for example,
have very heavy investments in the UK. There
is always a question around regulation that
comes from UK businesses. They talk about
the ease of being able to invest in India, but
people are getting smarter at dealing with
those things there, and certainly, our Indian
firm is very good at helping our clients navi-
gate their way through the maze of regulation
in India. There are some very good advisors

who are able to deal with those issues for us.

The US has the largest amount of companies
looking at India. Are American companies
rethinking on further investment?
Stephen M. Chipman: The biggest change I
seewhenItalktoclients is shifting the view of
India from a talent pool to an opportunity,
from lower cost to a market. They want to ex-
pand their businesses for seeking access to
the market. They keep an eye on the political
challenges, the slippage in the growth rates
and depreciation in the currency, but their
number one issue is access to market where
obviously retail gets talked about alot. That is
just symptomatic of a broader pent up de-
mand from US businesses that want to be here
in India. They want to be here to provide
goods and services and that is a big shift from
coming here with the view of just lowering
costs, and it is really starting to pick up speed.
Klaus Guenter Klein: When you look at the
automotive industry in the German luxury
car segment, there is tremendous growth op-
portunity for the German automotive sector
also, for investing in production facilities and
to bring the cars in the market. So I think
opening the market is one good perspective.
Ten years ago, Mercedes was the only brand
that was known in India. Then BMW started
with a plan to become number one and it be-
came number one. Now Audi has pipped them
to become number one. German companies
would want greater access to India in many
more sectors.

Are Japanese firms looking at India in the
same aggressive way as three years back?
Arai Tatsuya: Last year, the government (of
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Japan) changed and the new Prime Minister
is very aggressive. I see expansion in busi-
ness by the government and also the money
supply is increasing at the moment. But we
are afraid about our current liability—it is
about $10 trillion, almost double our GDP. It is
very difficult for us, but alot of the Japanese
companies are definitely lookingat Indiaasa
big markef. Some of our clients are in busi-
ness in India already and also a lot of differ-
ent companies concentrate on Asian coun-
tries, such as China, Singapore, Thailand.
The Indian market is big for the Japanese
companies, and maybe, it ismuch bigger than
the Chinese market.

How do people see India versus China and
Europe?

Daniel Kurkdjian: You made the comparison
between China and India and as far as
France is concerned, we really feel a distinc-
tion between the marketing of the Chinese
and the marketing of the Indian. China is
presented as a big opportunity from the
export opportunity, whereas there is no real
image of India in France, unless except the
image of low cost people where it can have
outsourcing businesses.

Australia has had 22 years of growth. What
are the areas of opportunity for Indian com-
panies?

Robert Quant: Our resource is in coal and the
Indian interest is in coal. I think an interest
towards gas would be very important, for that
is a great cash resource. We do have great
brand equity as a country and I wish India
could tap into that and turn intoa supplier for
the region, in health, tourism and education

areas. Indian companies have capital, and
know how to add value to organizations. Ex-
ports to the region is a great opportunity. In-
dian companies can look at acquisition of
companies that have good brand locally and
valuations are attractive in some sectors.

Vishesh, what type of questions are you get-
ting from clients that come to you through
other network firms?

Vishesh Chandiok: I have seen a dramatic in-
crease in the number of inbound enquiries
as the story worsened over the last six
months. Foreign clients are asking if there is
an opportunity to buy Indian assets ata 25%
discount, to raise stakes in some cases or
even go for fresh investments. There are con-
fidence issues, growth is slowing and we are
a sentiment-driven economy. But that’s not
an issue with clients who are long-term in-
vestors. A lot of our clients are privately
held, who are not coming to India for three
months, They have a ten-year horizon. Our
pushback on those enquiries even when
someone is looking to come into India is ‘are
you coming by yourself or do you need that
local partner?’ There are certain industries,
which do not have bureaucratic government
involvement, but there are others with red
tape. As a general trend over the last few
years, we have seen our US clients as they en-
ter larger emerging markets doing less and
less joint ventures as an entry vehicle and
more and more direct investment. That has
certainly been the case in China where the
joint venture model has almost dried up com-
pared to where it was ten years ago.

vinod.mahanta@timesgroup.com



