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= ' ! ' ENTICKLEISONEOFTHELEADING
i lifestyle rental companiesinIndia. It

offerslifestyle products onsubscription
basistoyoungandmobilecustomersin
Delhi, Gurugram, Noida, Bengaluruand
Hyderabad.Its offeringsinclude fitness
equipment, DSLRcameras, airand water
purifiers, home furniture, kids furniture and appliances.
Overthelastthreeyearsithasshowntremendous

growth servingmorethan 30,000B2C customersand
urnishingmorethan 500B2Brooms.Rentickle’sunique
value propositionis ‘affordable quality’,underpinned by
offering best quality products atlowestrentals. Buoyed
by itssuccessthecompanyislookingtoexpandthe
offering setbylaunchingmobile phones, laptops, bi-
cyclesandapparelsonits platform, whilealsoexpanding
itsfootprintto cities suchasPuneand Mumbaiinthe
comingquarter.Thecompany has setamissionto
achieveatop-lineofRs 500 crore, and plansonservinga

; million customersby 2023.CEOandfounder AmitSodhi
#talksto BWBusinessworld about the company.Excerpts:
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Theidea behind the startup
Renting of lifestyle products and furniture isanotherdi -
mension of the fast growing shared economy concept
and presents a huge opportunity for organised players,
which till a few years ago, was largely dominated by the
unorganised, localised players offering very few products
with little or no focus on quality, variety or
conveniencetothe consumers. Thisis where
Rentickle stepped in — to offer superior
quality lifestyle products on subscription

OURVISIONISTO

benefit of low default rate is, in turn, passed on to the good

customers by offering them lowest rentals.

Widerange of essential and lifestyle products: We offer

our customer the most basic goods required to start, as

well products with which they can experience enhanced

livingina new city.

Extremely high focus on analytics: We

continuously scan the market for new
emerging trends and deploy data analytics

tocome up with new value propositions for

basis at affordable rentals. We at Rent - SERVICECUSTOMERS our customers.

icklerealised thatthe whole rigmarole of ASMUCHAS

finding furniture and appliance shops, SERVEDTODAY BY Business model

managing the process of delivery and THEE-COMMERCE While we started off with the industry
installation, managlng maintenance of COMPANIES LIKE norm of asset ownership model,'we
the sameand latersellingthem off when have evolved our model to move into
one had to move cities was the biggest FLIPKARTAND a hybrid model, which is a combination
inconvenience and expense for modern, AMAZON of owned inventory and a marketplace

mobile consumers.

While marching ahead in the B2C space,
Rentickle has simultaneously stitched strategic
B2B partnerships as well. We are one of the largest part -
ners for OYO Rooms across its geographical locations.
We are also significant suppliers for Coho, Nestaway
and some of the other emerging residential solution
providers.On the B2Cfront, our customers come
from some of the most well known MNCs in
India - American Express, Accenture, Convergys, PayU,
Policy Bazaar, Delloitte, HCL, NIIT to name a few.

The USP

We believe that following some of our key differentiators:
Customer centricity:  Thisincludesthe bestvalue propo -
sition for the customers in terms of the most competitive
pricing, the best quality and the most flexible rental dura-
tion anywhere from 1 day to 36 months.

Robust KYC and credit check processes: Our KYC
and credit check and risk analysis processes are counted
amongthebestintheindustry enablingustoregistervery
high recovery rates and almost negligible defaults. The

model. This enables us to offer an optimal
mix between high margin and high scalabil -
ity driving categories. We face competition from
otherrental platforms and outright sales focused players.
While we outdo ourrental competitors by developing bet -
ter value proposition than what they do, we also believe
thatourapproach to become the one-stop solution for
all the rental/subscription related requirements
will help us overcome the competition and
firmly establish ourselves as the most trusted platform for
the urban consumers. The competition wefacefromout -
right sellersinvolves educating urban consumers that not
everything thatthey need must be purchasedandrenting
productsis also a very viable option. Thisinvolves break -
ing the perception around rental products being poorin
quality, not hygienicenough, etc. We will win when people
start believinginasimple philosophy about experiencing
products and services - “Rent. Use. Return.”

The way forward
Few years ago, the concept of renting lifestyle products
was almost unheard of but the pace of change in this
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industry has been unprecedented. Theindustry has grown
exponentially across many categories and is constantly
evolving. More and more customers are now open to not
‘owning’ but simply ‘renting’ products and services.

Our endeavour is to establish a strong platform of cus -
tomers and suppliers, and as is evident from the success
of many global brands like Uber, AirBnB, Ola, etc, shared
economy industry hasimmense growth potential globally.
Ourvisionisto service customersas much as served today
by the e-commerce companies like Flipkartand Amazon.

Overseas foray

Rental/subscription of lifestyle prod -
ucts is an established industry in North
America and many other counties in

From a consumers perspective, they are only too happy
to enjoy trendy, latest lifestyle products at the click of a
mouse at 2-3 per cent of buying price of these products as
monthly rentals along with complimentary maintenance
at home from Rentickle, free home delivery and option
to choose tenures from 1 to 36 months from an extensive
range of products.

We believe thatour business fundamentally encourages
the concept of ‘circular’and ‘shared’ economy whereby we
enable reduced consumption and reuse of the resources
required to fulfill the consumer requirements.

The paradigm shift
With the global success of players like Ola,
Uber and AirBnB, the concept of shared

, STUDIESSHOWA ,
Asia for many decades now. South East economy has gained tremendous mo -
Asia is a huge potential market for us. MARKETSIZEFOR mentum. Statistics show that lifestyle
With many of our investors based out SHARED ECONOMY OF rental has the potential to grow at
of Singapore, we do have plans to $8-10BNININDIAWITH an ever faster pace in times to come
launch our offerings in South East PROJECTIONSFOR$30- giventhetrendsof economicgrowth
Asia in the coming years to enable across India and other countries.
consumer base expansion as well as 40BNBY2023.GLOBAL Ourbusiness has witnessed thisin
develop strategic supply chain and PROJECTIONSSHOWA terms of tremendous growth across
sourcing efficiencies. We (Rentickle MARKETPOTENTIALOF cities and categories.
founders Sodhiand Vineet Chawla) ABOUT$370BN Studies show a market size of $8-

have diverse experience across global
markets with large MNCs and hence we
arefavourably positioned tobeaglobalcom -
pany intimesto come.

Social touch

Asrenting of furniture and appliances gets more popular
in India, there is a direct positive impact on employ -
ment generation in main as well as ancillary indus -
tries.

Furniture manufacturing has beenlabour
intensive historically and the industry growth hashad a
direct positiveimpacton ourability togetmoreand more
people into formal employment with associated benefits
for the team. In addition, lifestyle products rental busi -
ness is operations intensive with logistics, warehousing,
refurbishing, etc., which directly creates employment
opportunities in all cities we cover currently and plan to
coverinnearfuture.

Along with generating organised employment, we have
awell defined system of skill enhancement and upskill-
ing of our employees thereby further enhancing their
employability.

10 billion in India with projections for
$30-40 billion by 2023. Globally, similar
projections on shared economy show a huge
market potential of about $370 billion by 2025.

Message to entrepreneurs
Like any endeavour, the journey of building something
of your own is full of surprises and crests and troughs.
However one thing that always works as a virtue for
sustenance is “perseverance”. No matter what
comes up you have to persevere and take it
into the stride cause come they will for sure.
Ourexperience hastaught usthat thereare no“shortcuts”
to success. You have to earn it by hard-work and grit and
faceallthatthe journey throwsup atyou. While planning
forms an integral part of business it’s the execution part
that brings the differentiation.
And while executing these ideas, although shortcuts
might seem the easy way they are not the sustainable in
thelongrun. I
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