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In 2008, a political action thriller called Vantage Point was released. The movie recounts an
experience from multiple perspectives; one particular scene, depicting an assassination attempt, is
re-run multiple times, each time from the viewpoint of a different observer, to reveal a truthful
account of what happened. While the movie received mixed reviews from critics, it nevertheless
provided an important lesson for us investors – that of using multiple perspectives in analyzing a
situation. Often, we are so focused on a singular aspect of a story, that we miss many important
observations, leading to sub-optimal decisions. Overcoming this bias is a painful process, but indeed
a very rewarding one. Let us explain.
As per RBI’s latest press release, there are about 90 scheduled commercial banks in India which
cover around 53% of India’s population. This may seem like a large number, and one may think that
banking is an overcrowded sector, with not very bright growth prospects. However, consider the
following chart:
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Note: Above data is for individuals aged 15years+ as at December 2014. Data is for activity in the last
12 months.
Any misconceptions about India being over-banked will be corrected after seeing the above chart.
Banking in India surely has a long way to go, as India remains below averages on most parameters.
Needless to say, averages are influenced by figures that are very high and very low. Thus, if India is
to be compared to nations that are above average on most parameters, the road for the banking
sector is a really long one. Further, India accounted for nearly half of the dormant bank accounts in
the world - 195 million out of the total of 460 million, as per the Global Findex data. Thus, the actual
percentages of active bank accounts are lower than what the figures above indicate. On an absolute
basis also, a large part of the population still uses informal channels of borrowing like private lenders
and family or friends as compared to banks. Thus, even if these are migrated into the formal lending
channels, credit growth will remain high. Tellingly, then, India’s banking sector has strong growth
prospects both on a relative basis (compared to global peers) and on an absolute basis.
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The same applies at a micro level. Consider, for instance, a bank that is more than 100 years old, and
which for the last at least 18-20 years has been growing at a CAGR of around 22% (29% CAGR from
2003 - 2013). Prima Facie, it would seem to be a large bank with a network that must have been
spread across the country. Intuitively, expected growth rate would be lower than that achieved
historically, given its size and market share. However, despite its pedigree, this is a relatively small
bank, with a network predominantly spread only in the Southern part of India. With a good
management, and a supportive macroeconomic environment, this bank could very well continue to
grow as its historical pace (this is an assumption and not a forecast!).
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A similar case could be made for the housing finance sector, where, despite presence of specialized
players and increasing competition from banks, the untapped potential is very large compared to
what has been tapped so far.
In each of the above case, rather than deep diving in to micro-details, a holistic/global perspective is
a better suited analytical tool. Sometimes, it’s much better to take a step back and look at the
situation from a distance, rather than be at the centre of the action. Like the old saying goes, ‘You
cannot miss the forest for the trees’. This is not to say that details are not important; after all, even
the best of the sectors will have winners and losers, and only when you delve in to detail, can you
separate one from the other. Details, in fact, can sometimes take precedence over the big picture.
Consider the footwear market. For the sake of simplicity, let’s break the market in to four segments
based on pricing: Low, Low-Medium, Medium-High, High. Tellingly, the latter two segments are
where most branded players are. Most large companies sell products that fit into these price
segments and the competition is intense. At the low and low-medium segments too, competition is
intense, however there is very little branding. In fact, most players compete locally and very few are
present on a national level; around 60% of the market is unorganized. However, a few companies
saw value in this segment, and started branding and building a national footprint. Given the large
size of the market (bottom/middle of the pyramid), slowly these companies developed economies of
scale. The companies invested in building brands, and as they grew bigger, these spends also rose.
Over time, their scale and brands become their biggest ‘moat’ or defense against competition.
Finding such companies is akin to walking through a forest of large tress and coming across a small
plant with beautiful flowers – you could never see it from the outside.

Strictly confidential. Please do not redistribute.

No one method is better than the other. Different situations call for different measures; if all you
have is a hammer, everything will look like nail. As investors, it is very important that we have
multiple approaches – mental tools – to tackle multiple problems. A number of successful investors
have proposed such approach, albeit in different forms – from multi-disciplinary mental models to
second level thinking, to dialogical thinking, to dialectical thinking. Whatever, the name, the essence
is to have different vantage points.

Until next month,
Team Tamohara
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Disclaimer
This document has been prepared by Tamohara Investment Managers Private Limited (“Tamohara”) and is provided to you for
information only. This document does not constitute a prospectus, offer, invitation or solicitation and is not intended to provide the sole
basis for any evaluation of the investment product or any other matters discussed in this document. This document is made available to
you because Tamohara believes that you have sufficient knowledge, experience and/or professional advice to understand and make your
own independent evaluation of the risks and rewards of the investments and/or other matters discussed in this document and to make
your own independent decision whether to implement the same. Any view expressed in the document is generic and not a personal
recommendation and/or advice. It does not consider your risk tolerance, financial situation, knowledge and experience. Please discuss
with your investment advisor if you seek advice on whether the proposed investment product are appropriate for you. The investments
discussed in this document may not be suitable for all investors. Investments are subject to market risk. There can be no assurance or
guarantee that any investment will achieve any particular return. Unless expressly stated, products are not guaranteed by Tamohara or
their affiliates or any government entity. Past performance is not necessarily an indicator of future performance. Actual results may vary
significantly from the forward looking statements contained in this document due to various risks and uncertainties, including the effect of
economic and political conditions in India and outside India, volatility in interest rates and the securities market, new regulations and
government policies that may impact the business of Tamohara as well as its ability to implement the strategy. The information contained
in this document has been obtained from sources that Tamohara believes are reliable but Tamohara do not represent or warrant that it is
accurate or complete, and such information may be incomplete or condensed. Neither Tamohara, nor any affiliate, nor any of their
respective officers, directors, partners, or employees accepts any liability whatsoever for any direct or consequential loss arising from any
upon this document or its contents, or for any omission. The views in this document are generally those of Tamohara and are subject to
change without notice, and Tamohara has no obligation to update its views or the information in this document. Tamohara or its affiliates
may have acted upon or have made use of material in this document prior to its publication. Tamohara does not provide legal or tax
advice and should you deem it necessary to obtain such advice, you should approach independent professional tax or legal advisors to
obtain the same. This document is confidential and may not be reproduced or disclosed (in whole or part) to any other person without our
prior written permission. The manner of distribution of this document and the availability of the products may be restricted by law or
regulation in certain countries and persons who come into possession of this document are required to inform themselves of and observe
such restrictions. This document is not directed to, nor intended for distribution or use by, any person or entity in any jurisdiction or
country where the publication or availability of this document or such distribution or use would be contrary to local law or regulation,
including for the avoidance of doubt the US. The contents of this document have not been reviewed by any regulatory authority in India or
in any other jurisdiction. If you have any doubt about any of the contents of this document, you should obtain independent professional
advice. The product strategies mentioned in the document may change depending upon the market conditions and the same may not be
relevant in future. The sector(s)/stock(s)/issuer(s) mentioned in this document do not constitute any recommendation of the same and
Tamohara or its directors, officers, partners or employees may or may not have any position in these sector(s)/stock(s)/issuer(s)
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