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| Brands Beverages, a spirits company

Spirited show

ORLISA Srao, spirits

andliquor didn’t happen

by chance—she had

some exposure to the in-
dustry inthe UK, where she was
born and brought up, as her
father was already in the
business of liquor distribution.
But the ideafor I Brands Bever-
ages came to her only when she
moved to India following her
marriage in 2003.

“Products in the price-sensi-
tive bracket were of verylow
quality at that point of time and
good-quality products were ex-
tremely expensive. Since my fa-
ther was in the business of
liquor distribution, Inoticed a
huge gap in the market. The pre-
mium liquor segment in the
‘mass market’ was completely
under-utilised and there were
few players in that segment,”
says Srao.

That is when she envisioned
buildingaliquor business that
provided the market with inter-
national quality of products that
would also be value for money.

“Ienvisioned bringing my fa-
ther’s products to India, but with
market research, understood
that to be truly price-
competitive, Ineeded to
manufacture in India. Each state
here islike a different country.
With this thought in mind, T
founded I Brands Beverages in
2008 and launched its India oper-
ations in 2010,” explains Srao,
who has abachelor’sdegree in
managerial and administrative
studies from Aston University in
Birmingham with specialisation
ininternational marketingand
consumer behaviour.

The Bengaluru-based compa-
ny currently sells four liquor
brands in India: Three Royals
Whisky, Granton Whisky, Rum 99
and Granton XO Brandy.

After recently entering Cam-
bodia, Srao now plans to take I
Brands Beverages to Vietnam,
Laosand Thailand in the next fis-

THE BENGALURU-BASED
COMPANY CURRENTLY SELLS
FOUR LIQUOR BRANDS IN
INDIA. AFTER RECENTLY
ENTERING CAMBODIA, IT
NOW PLANS TO REACH
VIETNAM, LAOS AND
THAILAND IN THE NEXT
FISCAL YEAR AS PART OF ITS
EXPANSION STRATEGY
Fr—

cal year as part of its market ex-
pansion strategy.

With Delhi, Telangana and
Karnataka, the company is also
gearing up to enter three new
states in India to expand its
domesticfootprint to 16 states.
Currently, the company has pres-
ence in states such as Punjab,
Haryana, Assam, Arunachal
Pradesh, Puducherry and
AndhraPradesh.

However, things were not
easy for this mother of two to
launch a spirits company in
Indiafrom scratch and
managing to stay afloat inamale-
dominated industry that is
known for new entrants shutting
shop within six months of
launching operations.

“Theliquor industry in India
is incredibly difficult to enter, as
itisacapital-intensive industry
and dominated by few big
players. We faced alot of issues
while setting up the company, as T
didn’t have the kind of funds to
play with what is the norm of the
industry. Also, beingan
unknown company, we had a
hard time getting distributors to
work with us,” she says, adding,
“The industry ismale-dominat-
edandIfeltlikeIwas inunchar-
tered waters foralongtime.Thad
ahard time, asnobody would
take me seriously. During
meetings with distributors,
they would address my manager

and talk only to him because
hewasaguy.”

However, Srao and her team
worked through these
challenges. She strategically
planned to take a slow and steady
approach, and spent two years in
R&D before launching the first
product— Granton Whisky.
Within less than four years of its
presence in India, the company
won several awards, such as the
‘best start-up company’ at the
Spiritz2014 Awards, the IndSpir-
it2014 Excellence in Packaging
Award for Granton Whisky, and
the ‘innovative start-up of the
year’ at the Entrepreneur
Awards 2014.

Srao, in her capacity as the
chairman and managing direc-
tor of IBrands, was also
honoured with the ‘woman
entrepreneur of the year’ award
atIndSpirit 2015, a prestigious
liquor industry award ceremony
by AmbrosiaIndia, as well as the
‘most promising entrepreneur’
atthe Asia-Pacific
Entrepreneurship Awards 2015.

Lisais fully involved in all
stages of I Brands Beverages. Be
it strategising and development
of all business functions, manu-
facturing, sales, branding, mar-
keting, product design or packag-
ing, Sraois totally hands-on.

But when notjuggling
between a high-powered job and
her children, Srao enjoys paint-
ing, listening to music and
travelling. She strongly partakes
in charity work supporting caus-
es for women and education for
the girl child.

“Donotberestricted by
outdated traditions or
stereotypes. Pay attention to
details in your business and
know your strengths. I take on
challenges and look tolearn
from them constantly. Thave
great motivational spiritand dri-
ve. Live your life with passion,”
says Srao in amessage to women
entrepreneurs.



