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SHARP growth in the retailsector and the conse-
quent rising spend on retail technology has driven
HCI. Technologes to focns stronely on the retail
vertical And a comerstone of HCT% nush towards
creating niche retail
solutions is its out-
sourcing deal with
the $4.74 billion Mew
York-based Tones Ap-
parel Group.

More than a strict
outsourcing deal, the
HCL-JAG  relation-
ship 1§ a direct part-
nership which started
way back m 2002. So
much so, Mr Paul
Lanham, EVP and
CTO of Jones Apparel
Group, ivalso the CEQ
of HCL Retail Busi-
ness Solutions — the joint venture between HCL
and Jomes Apparel Group. *The relationshipis look-
ing forward for another five years having successinl-
ly completed five years, " saye MrLanham in an ex-
clugive chat with ET.

What makes Jones exdted about the potential of
technology n retail is the fact that there is a shift
from just point-of-sale technology mplementation
to a more enterprise-wide tech application. The
numbers are strong too. Accordng to a new AMI
study. spending on information technology (IT) is
rising sharply this year among small sand medinm
businesses m the retail industry in Asia excludng
Japan. India, South Korea, Indonesia, Fhilippines
and Vietnarn are expected tabe the fastest grovving,
with IT spending rising more than 15%.

Retal medium businesses (with 100-999 em-
ployees) are looking closely at the services delivery
platformsin addition taIT mfrastricture to enhance
thelr competitive edge.

HCL has created value for Jones Apparel Group
by siemificantly saving MIS costs, achieving Sar-
banes-Oxley compliance and handlmg their com-
plete single system concept whichindude SAF AFS,
product lifecycle management and warehouse
management. HCL works with four of the five top
retailersin India and also has a long-term focus on
product development for the retail sector.

According to Mr Lanham, the four main triggers
forretailers to embracetechnologyindude the need
forseamlessreal-time data availability acrossthe or-
ganisation, management of increasingly cormplex
supply chain, the advent of mult channel retailmg
and need to delight the consurmer.

0Ome of the software that Mr Lanham fisels will be
a driver in the future is the price optimisation soft-
wrare in retail - applications that helpin analytics of
the demand pattern and optimised pricng in all sell-
ing sites, The software helps in optirnised revenue
and marging and achieves this by adjusting prices
downward where consurmers are price sensitive, in
order toincrease volume while raiging or maintain-
ing prices where consumers are not price-sensitve.




