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Tell us something about Dynamic Vertical Solutions.
Dynamic Vertical Solutions (DVS) was earlier called
Navision India, and prior to that it was called Navision
UK. Navision was a Netherlands based company who
had an ERP solution meant for smaller businesses.
Later, the UK based Nagpals started Navision UK.

I think after about five or six years, UK became the
largest territory for Navision. The parent company then
decided to buy out Navision UK. When this happened,
the founder asked Mr Nagpal to replicate the Navision
model in India, which he thought was the next hot
country for the industry.

When was this?

In 2001, leading to the forming of Navision India.
Some time later, Navision was bought out by Microsoft.
India was the last Navision to get merged in MS, which
was in July-Aug 2005. DVS started operations in May
20006 in India. Mr Nagpal, unfortunately, expired in
that transition phase. So, Rakhee (Nagpal) had to take
over and she was transitioning Navision into MS till
about Dec—Jan. After that, she was very keen on the
retail segment.

You mean to say that the earlier solution by Navision
was something that could be used for all industries?
Yeah, it was generic. You could configure it for any
industry type. We took it and made it very specific for
retail. The current solution that we have, LS Retail, is
actually built on top of that. We took the ERP solution
and the Landsteinar Strengur (LS) product and localised
it, modifying it as per Indian systems, taxes, statutory
requirements and so on. We have additional
modifications for different retail verticals — jewellery,
pharmacy, multiplexes, food and grocery, and apparel.
That is our focus right now.

dynamics

Dynamic Vertical Solutions has launched a product
exclusive to the retail industry. Shweta Parande
chats with Atanu Ghosh, Head, Technology, DVS
about the new solution

But branded pharmacy is still in its nascent stage in
India. Just a few names like Good Health, Apollo or
The Medicine Shoppe are present...

In the North, there are a lot of them. In Delhi, there are
some, like 98.4. Even in the South, they're coming up,
like Lifesprings. We're in the process of getting some
big clients.

You are targeting multiplexes. That means real estate.
That would be across India?

When I say multiplexes, this is definitely for a multiplex
— the ticketing part, the concessions, the back office and
so on. We will target malls at some point of time but
currently these are the five verticals we are focusing on.
Everything we're doing is across India.

Which are the multiplexes you're targeting? Have you
approached anyone and got any clients?

We're close to getting a client who has four multiplexes
in Delhi and they're in the process of setting up more
in Bombay or Pune. After PVR, they’re the second
biggest in Delhi.

What will get you more volumes?
Food and grocery, apparel and supermarkets. These are
the most common formats.

Can you name a few of your clients?

We have about 15 clients in India — some of them big
and some who will become big. Disney Stores,
Trinethra, U.S. Pizza, Lilliput, C3, Seasons and Floors
and Furnishings, among others. A lot of these
companies started out with local software, most of
which were meant only for the POS. When you become
big, just the POS doesn’t work. Now they're starting to
realise that.

MARCH 2007 31







