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because of the sheer scale of the
place, you’re looking at two a day.”
Hallan is pragmatic about the

challenges of Indian bureaucracy.
“You have to adapt and adjust your
own mindset to the way things
work in India.”
He believes the recent elections

havebrought stability and increased
business and consumer confidence.
“The government now has a
mandate to carry forward – and
probably accelerate – its reform
agenda, a lot of which is pointed
directly at the economy and busi-
ness.”
In other ways, Scots and Indians

have much in common. “The Scot-
tish way of doing business struck
me as very similar to the Indian
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way. A lot of emphasis is placed on
the value of the personal relation-
ship,” says Hallan.
“In many ways, until you have

established that personal relation-
ship with an Indian businessman
you are not really going to advance
and get to the stage where you are
going to have detailed discussions
about doing business.”
On a practical level this means

companies need to make a commit-
ment to go to India regularly to
build relationships.
The personal linkwas the key for

Andrew Grant of Nation1 who is
setting up a digital advertising
agency in Mumbai. “To be honest,
the reason I have found it easier
than most is my two partners in

ByDavid
Smith,
Operations
Director,
Scottish
Development
International

ASthecurrenteconomicdownturn
continues,therearefewplaces
acrosstheglobewhichhaven’tfelt its
impact.
However,althoughIndiahasn’t

beenimmunetothedownturn,unlike
muchoftheworldit isstill
experiencingsignificantgrowth–
predictedtobearound6%thisyear.
Thiscoupledwitharealdemand

forproducts,servicesand
expertiseinsomeofour
leadingsectors,means
thatIndiaofferssome
significantopportunities
forScottishcompanies.
Areassuchasinsurance

andpensions,forexample,
areexperiencingmassive
growthinIndia.TheIndian
lifeinsurancemarketis
currentlythefifthlargestin
theworldandtherecentlylaunched
voluntarynationalpensionscheme
meansthatthismarketalsolooksset
toexpandrapidly.
InScotlandwehaverealexpertise

intheseareasthatit’svitalweexploit.
AstheIndianeconomycontinues

togrow,sotoodoesitsdemandfor
energy.TheIndiangovernmentisalso
determinedtoreduceIndia’s
dependenceonenergyimports.
Thereisarealopportunityforus

here,bothwithourlong-established
engineeringcapabilitiesespecially

withintheoilandgassector,butalso
withourgrowingprominenceasa
globalleaderinrenewableenergy–
particularly inoffshorewindand
marine.
Likewiseinlifesciences,our

strengthsinareassuchasdiabetes,
heartdiseaseandoncologyarehighly
relevantinIndia,whereratesofthese
diseaseshavegrownalarmingly.
Finally,wemustnotoverlookour

growingeducationsector–already
highlyrespectedinIndia.Herethere
isthepotentialforustoexploitour
strengthstoundertakeresearchin
partnershipwithIndian
organisations.
Infact,SDIhasidentifiedIndiaasa

prioritymarketfortheworkit’sdoing
tointernationalisetheScottish
educationsector.
SDIhasastrongpresenceinIndia

withalong-establishedbaseinNew
Dehliandarecently-openedofficein
Mumbai,workingeffectivelyto
ensurethatScotlandisableto
effectivelytapintoIndia’sfull
potential.

Forfurtherinformationvisit
www.sdi.co.uk
orcall01412282828.

India. One is the brother of a very
close friend ofmine inGlasgowand
he has a Scottish parent. He has
worked in an advertising agency
andobviously understands intrinsi-
cally the Indian culture and the
challenges that we face. Having a

local partner who you trust implic-
itly and can rely on is important.”
Grant is also investing time in

India. He has been out six times
and when the office is launched
next summer, he plans to move
there for the six to 12-month incu-
bation period.
“Because I knew what I wanted

to do in terms of India and I’ve not
been in a great rush, it’s been possi-
ble for me to build the strategic
blocks,” adds Grant, who is already
workingwith Indian clients, having
recently won the account for the
Bank of Baroda, the fourth largest
state bank.
The experience for Sgurr’s Irvine

is similar. “It was onmy thirdmeet-
ing with our joint venture partner

that we decided to do business
together. Like most new markets,
without someone local on the
ground that you can trust, making a
success of it would be a challenge.”
Theentrepreneurial spirit in India

is something which UKIBC’s
Bamford, formerheadof theScottish
Institute for Enterprise, recognises.
“There is an element of that in Scot-
land. You have to be hungry, be crea-
tive and have an entrepreneurial
drive because it’s a small country.
“That similarity with India in

matching that drive, underpinned
by solid education, great skills and a
long standing relationship, are some
great reasons why Scottish compa-
nies should be there with their
expertise and capability.” ■

‘YOU HAVE TO
ADAPT AND
ADJUST TO THE
WAY THINGS
WORK IN INDIA’

Noboundaries–aworkerpullshis
rickshawpastabillboardof superstar

cricketerMahendraSinghDhoni,
whose2008 IndianPremierLeague

contractwasworthUS$1.5m.
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