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Abstract: The Indian third-party logistics industry (TPLI), in the last 15 years, has witnessed a 
hypervelocity and hypercompetitive environment, especially in the context of e-Tail. Though TPLI 
firms have been considering several strategies to address the environment and sustain competitive 
advantage, many of them are struggling. Blue Dart, a leader of the industry, has survived and sustained 
its competitive advantage. This study, adopting extended case study method, conducts an in-depth case 
study on alliance formation and its effect on firm performance. The study analyses alliance portfolio 
diversity and neo-strategic alliances, as a new strategic choice, to develop dynamic capability to sustain 
and consolidate market dominance in the industry. The study explains research context, method, 
propositions, and proposes implications for the firm in hypercompetitive, emerging market contexts. 
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Alliance Portfolio Diversity and Neo-Strategic Alliances: Dynamic Capability Approach 

at Focal Firm in Hypercompetitive Environment 
 
 
1. INTRODUCTION 
 
There has been significant research done on strategic alliances (Hamel, 1991; Hitt et al., 2000; 
Jiang, Tao, and Santoro, 2010; Lavie, 2007; London and Hart, 2004). The literature shows that 
alliances help firms in achieving advantages in terms of cost sharing, reducing financial and 
other risks, and developing flexibility to cope up with the changes (Hagedoorn, 1993; Ohmae, 
1989; Powell et al., 1996). However, alliance portfolio may not performance of the firms in all 
the cases, therefore, it is important to unearth the causal conditions when alliance portfolio is 
more fruitful for the firm (Lavie, 2007; Hagedoorn and Schakenraad, 1994). Additionally, there 
has been a very limited study in the context of emerging economies such as India. With the 
emergence of Internet technology, the number of online companies and B2C market in 
emerging economies such as India and China is growing a very significant pace. However, 
there has been limited research in the context of strategic alliances in third-party logistics 
industry (TPLI) in an emerging market setting (Skjoett-Larsen, 2000). With the transition from 
retail to e-tail and the emergence of e-business opportunities, the TPLI in India has gone 
through a significant change in last 15 years. This is a new but important phenomenon as both 
local as well as global players are paying close attention to it. The effectiveness of TPL (third 
party logistics) or logistics management is emerging as possibly the most critical factor for the 
success of any firm in Indian e-tail. Therefore, in the last 15 years the competitive dynamics 
have changed significantly in the TPLI and e-tail sector India. Alliance formation at different 
levels has emerged as a cornerstone of competitive advantage of TPLI in this context. Blue 
Dart (BD), the leading Indian TPLI, has been successful in sustaining competitive advantage 
and dominant position in significant part due to its alliancing record. Therefore, it is a unique 
case to investigate. The Company has been exploring the opportunities to alliance to 
consolidate and sustain its market position. Though alliance formation has been an important 
predictor of firm performance in the long run (Dyer, Kale, and Singh 2001; Gulati, 1998; 
Hamel, 1991; Jiang, Tao, and Santoro, 2010), we need to get into depth to explore the process 
of responding to fast changing business environments using alliancing as a preferred strategic 
choice in the context of emerging markets. 
 

We use the neo-strategic alliancing and the multidimensional alliance portfolio 
diversity construct (Jiang, Tao, and Santoro, 2010; Shivakumar, 2014) to map various alliances 
that Blue Dart has forged over the years and subsequently to test existing research findings in 
a new context to help in theory generalization and bringing in new insights considering 
emerging market dynamics. We have looked at both equity and non-equity based alliances 
suggesting that even non-equity based alliance arrangements can provide flexibility to the firm 
to respond to high velocity environments. The existing studies suggest that the experience of 
handling a certain alliance governance structure helps in institutionalizing knowledge base and 
reducing transaction costs (Lavie, 2007; Sampson, 2005). It is also interesting to investigate 
how firms use varied alliance governance structure to develop different capabilities to respond 
to high-velocity environments where not only global players but also national and relatively 
small players affect the market dynamics. Therefore, understanding the process of building 
dynamic capability through non-equity based alliances in such an environment can be a 
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complementary useful exercise to conduct. After discussing the research context, method, and 
propositions, we propose implications and contribution in existing literature. 
 
2. RESEARCH PROPOSITIONS 
 
Existing studies show that only a few logistics service providers have achieved sustained 
competitive advantage globally (Min and Foo, 2006). A framework of sustained competitive 
advantage in logistics industry requires understanding of resources and capabilities from 
service providers’ perspectives (Daugherty, Theodore, and Ellinger, 1998; Ellinger et al., 2008; 
Gunasekaran and Ngai, 2003; Panayides, 2007). This study underpins with resource-based 
theory where the firm is considered a bundle of heterogeneous resources (Barney, 1991) and 
the dynamic capabilities framework where competitive advantage draws from the firm’s ability 
to explore as well as exploit resources and capabilities that are valuable, rare, and hard to 
imitate and substitute (Teece, Pisano, and Shuen, 1997). TPLI firms have pursued alliances to 
acquire or gain access to resources such as logistics hubs, aircraft, skilled workforces, logistics 
expertise, and knowledge in order to achieve growth and competitive advantage (Wong and 
Karia, 2010). Firms bundle these resources and capabilities together to achieve competitive 
advantages and sustain it over a long period of time (Barney, 1991). However, in a 
hypercompetitive or high-velocity environment, as examined in this study, sustaining 
competitive advantage is challenging. The strategic alliances in this study are viewed as a 
means to exploit required resources and capabilities to achieve competitive advantage and at 
the same time, explore new resources and capabilities to sustain those competitive advantages 
by addressing high-velocity changes in the industry (Figure 2). We attempt to address three 
research question in this study:  
 

1. Can alliances be further classified as strategic or neo-strategic and what is their role in 
the changing business environment?  

2. What is the effect of alliance portfolio diversity on firm performance in an emerging 
market context?  

3. How alliance portfolio diversity and neo-strategic alliances help in building dynamic 
capability, which affects firm performance? 

 
2.1. Neo-Strategic Alliances and Dynamic Capability 
Firms pursue alliances to achieve a range of objectives and goals (Gulati, 1998). However, as 
pointed out by Gulati (1998) the empirical challenge of measurement limits the evidential 
support to demonstrate impact of alliance portfolio diversity on firm performance. Firms also 
do not usually quantitatively measure role of alliance management and outcomes in the 
financial statements. In addition to these challenges, alliance management also depends on 
firm’s key resources and capabilities apart from alliance as such to achieve competitive 
advantage. Addressing these challenges, some of the scholars, in the recent time, focus on 
examining alliance network structure, nature of alliance relationships, and characteristics of the 
alliance partners (Zaheer and Bell, 2005; Stuart, 2000; Stuart et al, 1999). This also extend this 
approach of studying alliance formation by a focal firm. Based on their role, this study 
partitioned alliances into four categories: operational alliances, tactical alliances, strategic 
alliances, and neo-strategies alliances (Shivakumar, 2014). The categories are posited based on 
assessing alliance decisions on two dimensions: degree of commitment (Sull 2003) and scope 
of the firm (Rotemberg, and Saloner, 1994). The degree of commitment reflects reversibility 
of decisions keeping in mind large investment required and therefore costly to reverse. On the 
other hand, scope of the firm reflects the choice of products, services, activities, and markets 
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to create and capture value. Strategic alliances are considered significant as they have potential 
to affect the tactical and operational alliances. Strategic alliances are difficult to make unless 
have clarity of its extent of effect on firm performance (Shivakumar, 2014). However, having 
clarity of alliance formation on firm performance is difficult if the environment is characterized 
by hyper-competition (D’Aveni, 1994) and high-velocity changes (Bourgeois and Eisenhardt, 
1988). Such business environments make it challenging to sustain competitive advantage 
(Wiggins and Ruefli, 2005). Therefore, building dynamic capabilities is necessary to counter 
this challenge (Teece, Pisano, and Shuen, 1997).  

Research Proposition 1: Firms with greater ability to forge neo-strategic alliances will 
have greater possibility to successfully respond to hypercompetitive / high-velocity 
environments (such as e-tail industry in India) and sustain competitive advantage. 

 
2.2. Alliance Portfolio Diversity and Dynamic Capability 
Some scholars looked at the alliance formation and market return to the firm and found that 
market does not behaves different on different alliance formations. The heterogeneity of market 
return is associated with the type of alliance formation, size and nature of alliance partner, past 
experience of alliance management, and level of business relatedness of partners (Merchant 
and Schendel, 2000; Beck, Larson, and Pinegar, 1996; Lee and Wyatt, 1990; Woolridge and 
Snow, 1990). Jiang, Tao, and Santoro (2010) have suggested a comprehensive construct of 
alliance portfolio diversity that incorporates functional diversity, governance diversity and 
partner diversity. Alliance portfolio diversity broaden access to enriched resource/capabilities 
resulting in value creation; however, on the other hand, this diversity can bring more 
complexity, conflict and coordination difficulties resulting in increasing cost (Goerzen and 
Beamish, 2005; Hagedoorn and Schakenraad, 1994; Stuart, 2000). The existing literature 
provides evidences on positive effect of alliance portfolio diversity on building dynamic 
capability and firm performance (Goerzen and Beamish, 2005; Jiang, Tao, and Santoro, 2010; 
Lavie, 2007; Reuer and Ragozzino, 2006; Stuart, 2000). However, firms take time to build the 
ability to address conflicts, lack of synergy, and alliance management complexity. Therefore, 
the negative effects of alliance formation appear immediately, while, positive effects take time 
to unearth. The access to supplementary and complementary resources, through alliance 
functional diversity, helps to build dynamic capabilities to respond quickly to the changes in 
environment. Considering our research context, we propose that functional diversity in 
alliances is more critical than partner diversity.  

Research Proposition 2: Alliance portfolio ‘functional’ diversity has greater effect on 
firm performance than alliance portfolio ‘partner’ diversity in high-velocity 
environments such as e-tail in India. 

 
 
3. RESEARCH CONTEXT AND METHOD 
 
Case studies have been conducted in the field of strategic management to develop and test 
theory and provide new insights (Burgelman, 1983; Gibbert, Ruigrok, Wicki, 2008). The case 
study method is useful to investigate a phenomenon, which is independent of the context. We 
find case method approach suitable in our research context, third party logistics industry (TPLI) 
in India that has gone through significant change and calls for understanding the phenomenon 
afresh, to generalize existing research findings, bring new insights, and suggest appropriate 
implications (Eisenhardt and Graebner, 2007). We capture the time span of 15 years (2000-
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2015) and map major events that have changed market dynamics such as the market meltdown 
of 2008, the subsequent, emergence of online business opportunities, and the entry of many 
local and global players. We use the extended case method and review the existing literature 
in alternating iteration with data collection (Danneels, 2011). Addressing the concerns of 
validity and reliability in the case study method (March, Sproull, and Tamuz, 1991; Yin, 1981), 
we apply four criteria to assess the rigour of our field research (Gibbert, Ruigrok, and Wicki, 
2008): internal validity, construct validity, external validity, and reliability (Table 1). We focus 
on neo-strategic alliances, alliance portfolio diversity, dynamic capability, and firm 
performance. The in-depth case study has helped to analyze Blue Dart’s response to a high-
velocity business environment (e-tail) and its devising a path of competitive positioning 
(Burgelman, 1991; Rosenbloom, 2000; Sull, 1999). Blue Dart India is an interesting firm for 
detailed study as it has successfully transitioned and sustained competitive positioning in the 
Indian TPLI, which has transitioned in the last 15 years due to systemic changes in traditional 
sectors/segments as also the emergence of e-business opportunities characterized by the entry 
of many Indian and global small and large players. Those companies that have made the 
transition such as Blue Dart, the market leader, have received extensive press attention. We 
have started with researching press articles on Blue Dart along with brief and detailed reports 
generated in databases such as EBSCO, Proquest, and Boolmberg India database.  
 

We have used the CAPITALINE database to retrieve data on financial statements, 
management discussions, stock market data, and press releases. The time-period for the study 
is 2000 to 2015. We have also supplemented our understanding of competitors and overall 
industry analysis using the CRiSil database. After completing the archives search, we identified 
key issues related to competitive positioning of the third party logistics service industry in 
India. We further discussed with industry experts to validate correct identification of the issues. 
Further, we approached Blue Dart India for initial discussions with top management personnel. 
We refined our understanding and focused on alliance portfolio diversity and its role in firm’s 
internal and market performance. With official confirmation, we have conducted 20 face-to-
face interviews of senior management including CEO DHL Asia Pacific (parent company) and 
CEO Blue Dart (Table 2). Apart from 14 hours of formal interviews, discussions went on in 
informal settings running to several more hours. The interviews were conducted at the Blue 
Dart Corporate Office in Mumbai as also the e-fulfilment centre in NCR. All the informants 
are formally associated with the firm at least since 2000; therefore, have understanding of the 
decisions and the actions taken during the period. All the formal interviews were recorded and 
transcribed with permission. We have also supplemented the formal face-to-face interview data 
with the published interviews of the senior management of the company, annual reports etc. 
Apart from continuous discussion through phone and emails, we have sent the drafts of the 
paper to Blue Dart to be validated by the informants and provide additional insights. The paper 
has been revised appropriately before finally submission of the paper. 

 
4. E-TAIL AND THIRD PARTY LOGISTICS PLAYERS IN INDIA 

 
As illustrated in figure-1, there are five types of key players in the Indian online space – market 
place vendors, e-tail players, logistics players, investors, and shoppers. The e-tail business as 
part of overall e-commerce has grown exponentially in India in the last 5-6 years. There has 
been a lot of confidence shown by investors demonstrating that the e-tail market has picked up 
in the country. E-tail players have been making tactical moves to influence shoppers’ 
preferences. For example, Flipkart, a leading e-tail player in India, signed an agreement with 
Asus phones (market place vendor) as per which Asus phones are exclusively sold on Flipkart. 
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The price proposition and overall product profiling have been attractive such as bumper sales 
and festival discounts of 50-60 per cent. There are leading Indian e-tail players such as Flipkart 
and Snapdeal and global players such as Amazon and Alibaba competing with each other to 
achieve dominant aggregator position in India. Despite immense opportunity growth for e-tail 
players in India, due to internet penetration and increasing online purchasing, providing 
consistent and secure logistics services has still been possibly the most critical challenge for all 
these e-tail players. These players are doing business due to sudden growth of the market; 
therefore, their capability has not been fully tested. For example, over the last couple of years 
shows that handling the annual Diwali surge in demand has been a major challenge because 
most e-tail players have not been tested for their ability to handle major volumes. If the market 
grows from INR 2.2 to INR 26-27 billion by 2020, as has been predicted by many experts, 
many new players will enter the market but more importantly, the logistics infrastructure will 
have to be in place. 
 

In e-tail logistics, there are express players such as Blue Dart, First Flight, DTDC etc. 
and niche players (last mile) such as like Delhivery, GoJavas, Ecom Express, etc. The niche 
players have been growing very fast but are under selling with huge losses resulting and have 
failed to achieve breakeven. The business press has highlighted that many of the executives 
from established TPLI firms including Blue Dart have joined these niche players for higher 
pay, ESOPs etc., but have however, ended up burning their fingers. Some experts point out that 
the less margin is because e-tail logistics runs more on a variable cost than a fixed cost model, 
and therefore, scale economies may not result. It is consequently difficult for niche players to 
last too long. These same experts point out that the niche players’ dependency on third party 
service provider (TPSP) such as Blue Dart will likely increase as their volumes increase 
especially if they fail to develop captive in-house delivery capabilities. Some niche players 
have been catering to simpler deliveries in-house and have outsourced more complex delivery 
operations to seasoned players like Blue Dart. Some e-tail players have also started in house 
companies with focus on last mile delivery such as E-kart started by Flipkart. Beside this, e-
tail players, both Indian and global, have been thinking of new ways to build their logistics 
capability such as by opening fulfillment centers. Experts also feel that in the future customer 
will not be bothered by whether product is delivered by air or ground and will be concerned by 
timeliness of product deliveries. Some experts also believe that once delivery mechanisms 
stabilize shoppers will get the option of choosing the delivery company. In the past few years, 
the delivery dynamics have changing rapidly in e-tail market in India. For example, US 
consignees decide the number of days to deliver and bear the cost of delivery of a product at 
respective rates. Therefore, there is no free delivery by the e-tailer. This has started happening 
in India as well. The other trend is that the e-tail market started with the books, electronics and 
apparel, and now it is anything and everything. Head Cross BU, Blue Dart says, “Whether it is 
B2B or B2C, the dynamics would be same. At the end of the day, delivery network does not 
change drastically. It is the dynamics of delivery that change between B2B and B2C”. 
 
5. BLUE DART EXPRESS LIMITED: CORE COMPETENCE/BUSINESS AREAS 
 
Blue Dart Express Limited (BDEL) was incorporated in 1991 and it has in the last 25 years 
established itself as South Asia’s premier courier and integrated express package Distribution 
Company with one of most extensive domestic networks covering over 35,008 locations and 
service to more than 220 territories. The Company focuses on continuing to excel in delivery 
capabilities to serve individual customers. Over this period, Blue Dart has evolved an 
infrastructure, which is unique in India. Blue Dart has warehouses at 85 locations across India 



Amit Kumar Srivastava and Ishwar Haritas: Alliance Portfolio Diversity and Neo-Strategic Alliances: Dynamic 
Capability Approach at Focal Firm in Hypercompetitive Environment TWP120_201602 

  
 

 6 

and bonded warehouses at the seven major metro-cities in India. A key competitive advantage 
of Blue Dart is a vast domestic network offering an entire range of services with a net service 
level of 99.96%. Figure 3 depicts the typical delivery process of Blue Dart. Blue Dart started 
with B2B model and in 2009, it entered into B2C business, i.e. e-tail. Prior to 2009, the B2C 
business was only limited to credit card, debit-card, etc., which was a minuscule part of the 
overall business. Currently the B2C business accounts for 26 percent of the company’s annual 
revenue.  
 

Overall, Blue Dart is focusing on four key areas to create and capture value - first and 
last mile delivery capabilities; e-fulfillment; and e-facilitation. The e-facilitation business is 
more a future focus area of the company. E-tailing, the B2C business, has evolved as a core 
competence of Blue Dart. It comprises of last mile delivery that is express transportation and 
e-fulfillment business that is essentially about storing merchandise and then executing orders, 
which is very different from traditional warehousing. E-fulfilment is fundamentally different 
in that the volume of transactions is large, nature of activities is more complex, and the 
technology used is more complicated than is used to handle normal B2B traffic. Therefore, it 
is significantly more complex operation. Blue Dart has put up one large e-fulfillment center in 
Gurgaon, the Bengaluru center will be commissioned within 2016 and the company plans to 
set up many more in different cities. Excellence in e-fulfilment is turning out to be a strategic 
competence. The third component is cross-border e-tail, which is not very big today but is 
expected to become very large, primarily the China-India and US-India lanes. CEO Blue Dart 
says, “So inbound into India would be much bigger opportunity than the outbound out of India. 
This is another space that we are exploring”. The fourth is e-facilitation, which can also mean 
one, for example, BD, transforming into an e-tailer. Currently, BD is looking at other aspects 
of e-facilitation rather than direct e-tailing. E-facilitation is close to the Alibaba model covering 
cataloging, making the SMEs put up their own portals, and marketing. Currently, in India, top 
3-4 e-tail players are dominating the market with about 80 percent market share (Table 6), 
which is what makes the market for e-facilitation attractive for even a TPLI player. CEO Blue 
Dart says, “We have aggressive plan for 2020 in terms of growing our last mile business more 
aggressively, e-fulfillment, aggressively exploiting cross-border opportunities, and e-
facilitation. Today e-tailing is 26% of our business and by 2020; it could anywhere between 
50-60% of our business. Today BD is a B2B company also doing B2C and by 2020 it will 
become a B2C company also doing B2B”.  
 
6. FINDINGS  
 
6.1. Strategic Moves and Superior Performance by Blue Dart 
In India, e-tail is currently less than 1% of the overall retailing market as compared to countries 
such as the US where e-tail accounts for as much as 7-8% of all retail. Indian e-tailing has a 
huge opportunity to grow exponentially and can potentially reach 10% of the retail. However, 
currently almost all e-tail players are loss makers. Experts have raised the concern on how long 
these players can ‘sell a dollar for 70 cents’ and when this bubble is going to burst. Currently 
e-tail is driven by ‘goodies’ such as huge discounts, free transportation, and easy product 
returns. Experts are of opinion that this is unsustainable since e-tail players are surviving on 
funding and off late, funding has started to tighten or in some cases has simply stopped. 
Consequently, many e-tail companies will likely ‘die’ and this shakeout has started to happen. 
CEO Blue Dart says, “There is a bubble, which might not burst but may shrink. Going forward 
definitely consolidation and burn out will happen and eventually, only 2-3 players will last. 
There is valuation game going on, they cannot do IPO till they are profitable, which is difficult 
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to happen in next 2-3 years”. CEO Blue Dart pointed out, “We are not into the business of 
building valuation, it does not matter to us whether valuation is 70000 crore or 7000 crore”. 
Experts believe that if in India e-tail has to move from 1% of retail to 7%, it has to grow but 
some rationality and sanity will come into this business from the funding a well as selling side. 
Between end 2012 and middle of 2015, the share price of Blue Dart has shot up from INR 2000 
to INR 8000 per share. Many have wondered what has conspired during this period, from Blue 
Dart being a pure air express company till about 2006 to getting very aggressively into ground 
express in 2007 and building a market share around ground express without any impact to 
bottom line. In 2007, the market cap was INR 1000-1200 crores then stock prices started 
moving up and in middle of 2012 it was INR 1600-1700.  

 
Blue Dart has been refocusing its India strategy around - how to flank its business, how 

to ensure that there is something more in business than the usual, along with growth of business, 
and what are some strategic insights that need to be considered to grow consistently. During 
2006 BD had 40% market share in air express and 4.5% in ground express. Generally, a firm 
tries to gain market share, in a market dominated by 4-5 players, it typically does so at the cost 
of margin by discounting the top one or two players. The case of BD is different. The Company 
has successfully avoided discounting, has rather charged a premium and made sure the margin 
are not impacted if at all, having improved on the contrary. Pre 2009, Blue Dart grew the B2B 
business despite the slowdown in the economy and despite the fact that competing players have 
come under a lot of margin pressure. CEO Blue Dart Says, “Even the worst of the time even in 
2009, we were profit making and our EBIT margin was decent. So we knew that once the good 
times return, when the economy is on the rebound and way back to the 9% type of growth, Blue 
Dart growth will be much higher than what is now in the normal B2B business”. In B2C sales, 
Blue Dart has grown very fast but importantly profitably. On the other hand, the rival firms 
have also grown but not profitably. Profit led growth with healthy margins versus margin less 
growth. 

 
In 2008, Blue Dart launched key initiatives mainly around new products, improving 

service quality, and infrastructure improvement. BD executives point out that this is why 
perhaps the stock market picked up. During the same period, with the global meltdown, 
competing listed TPLI companies such as Gati faced negative stock market reactions. The share 
price of Gati in 2007 was around INR 120 and it fell down to INR 30-35 in 2009 and then 
gained, after Japanese company Kintetsu World Express (KWE) formed a joint venture with 
Gati, and reached a high of INR105-130 range. Blue Dart is probably one of the very few TPLI 
companies in India, across verticals, which has seen consistently positive response from the 
stock market. Commenting on the performance, CEO Blue Dart said, “That’s why we were 
rated as top 50 by Forbes in terms of financial performance. Market gain is clearly because of 
new initiatives and the large part is because of e-tail, where players are growing but losing 
money but Blue Dart is growing while making money in the same market”. CEO Blue Dart 
continued, “A gain of 14-16% is considered to be good, around 25-30% growth is excellent 
but 120-130% growth is absolutely crazy”. Market analysts believe that the consistent story of 
revenue growth and EBIT performance supplemented with shareholders satisfaction has made 
the difference. BD has also paid excellent dividends since 2012 (Table 5). CEO Blue Dart says, 
“Till about 2010 BD was giving around 10% dividend and keep the surplus for investment. The 
Chief Finance Officer of BD explained that when we felt that we have enough and can generate 
additional money required, then why keep money, which belongs to shareholders, who were 
waiting patiently that company should give 40-50% dividends. We gave very high dividend to 
them. Then we also gave the debenture, which is also a good instrument. So financial 
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performance plus good returns to the shareholders created a positive outlook from the 
shareholders perspective and pushed up the share price. 
 
6.2. Reflection on Research Proposition 
As proposed in research position 1, alliance formation by Blue Dart suggests that the formation 
of neo-strategic alliances requires by definition of scope broadening of the firm without high 
degree of commitment. Blue Dart has broadened its scope from primarily B2B to significantly 
B2C and is poised to reverse the status quo, i.e., the primary focus is set to progress to B2C. 
For example, Blue Dart has entered into contractual alliances with a range of small and large 
players. This has created flexibility for Blue Dart and at the same time provided opportunity to 
build desired capability to serve customers in changing environments. Thereby, because of 
building dynamic capability, Blue Dart India has sustained its competitive position successfully 
transitioning from retail to e-tail where competitors as well as buyer behaviour have changed 
drastically. Therefore, building on the argument of Teece, Pisano, and Shuen (1997), we 
suggest that not only strategic alliances but also neo-strategic alliances can help firm to learn 
from alliance partners, institutionalize knowledge, and build new capability without incurring 
significant cost and thereby building dynamic capability (Powell, Koput, and Smith-Doerr, 
1996). As proposed in the second research proposition, we found that there is a U-shaped 
relationship between functional alliance diversity and firm performance (Goerzen and 
Beamish, 2005; Harrison et al., 2001; Jiang, Tao, and Santoro, 2010; Santoro and McGill, 
2005). Furthermore, our study suggests that the functional alliance portfolio diversity helps 
companies to not only exploit current resources and capabilities but also to explore new ones, 
and therefore, has a positive association with the incumbent firm’s sustained performance 
(Jiang, Tao, and Santoro, 2010; March, 1991). Therefore, functional alliance diversity is more 
critical than other alliance diversity such as alliance partner diversity for firms operating in an 
environment such as for Blue Dart in India. 
 

As pointed earlier, Blue Dart has not only survived the 2008 melt down but also 
maintained and grown its dominant position in the market. Along with a healthy net profit 
margin, earnings per share have been increasing significantly comparing to other TPLI firms 
in the last 15 years. This has been an interesting success story keeping in mind the rapidly 
changing market dynamics due to significant technological changes and entry of local and 
global players such as Flipkart, Snapdeal, Amazon, and eBay. To be successful, TPLI firms 
have to solve customers’ problem addressing supply chain issues from first mile logistics to e-
fulfillment to last mile delivery. Therefore, in this scenario Blue Dart has likely benefited from 
neo-strategic alliances as well as functional alliance and partner portfolio diversity. For 
example, Blue Dart has formed alliances with Banking and Financial institutions to handle the 
cash-on-delivery (COD), which is a critical aspect of e-tail in India, representing close to two 
thirds of all e-Tail transactions in India. Blue Dart’s alliances cover different kind of players 
including small players such as channel partners (regional service participants, express sales 
associates, pick-up and delivery associates), functional areas such as marketing (advertising 
agency and public relation agency) and operations (alliance with service 
providers/vendors/vehicle/infrastructure) etc. These alliances have helped Blue Dart to be 
quick to respond to change on a real time basis, a capability much required in an increasingly 
VUCA world. It is not easy for a competing firm to do the same considering the complexity of 
the processes and credential of competitors vis-à-vis Blue Dart. Firms also need an organization 
process that has been built over the years to successfully carry out the entire process of alliance 
scope detailing, potential partner scouting, due diligence, mutual scope definition, contract 
negotiation and deal closing. 
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6.2.1. Capabilities, Competitive Dynamics, and Alliancing 
Blue Dart has developed core capabilities while simultaneously developing new capabilities, 
to respond to changing business environment, developed by its own and through alliance 
formation. These capabilities have been driver of competitive advantage for the company. 
These capabilities not only helped the company to weather challenging times such as the 
economic meltdown of 2008 but also emerge as the dominant player and sustain competitive 
advantage. The following sections will explain these competitive capabilities have been 
develop through different alliance in light of the research propositions of this study. 
 
6.2.1.1. Customer Reach 
A critical competitive capability, which became a major differentiating factor for Blue Dart, is 
the capability to reach diverse customers in India. Blue Dart has been developing aggressive 
plans to further enhance customer reach. Blue Dart has expanded its reach during 2013-14 and 
that helped it grow very fast. In 2015, it has slowed a bit in expanding reach. BD’s reach is 
currently at about 790 cities while that of competitors is between 200-300 cities. Niche players, 
the startups, have also become aggressive, backed by VCs and angel funding. As competition 
adds reach, the gap between Blue Dart and competitors is narrowing. Considering the scale of 
the challenge, Blue Dart is aggressively gearing up for the next two-three years to expand reach, 
as demand (for e-tail) seems to be coming from ‘anywhere and everywhere’. Blue Dart is now 
readying itself to reach beyond tier 2, 3 cities to even tier 4 or 5 cities in India. Blue Dart has 
undertaken key initiatives to develop additional capabilities to reach customers. First, Blue Dart 
has introduced the ‘shop-in-shop’ service, where in the delivery person drops the item at a 
neighborhood shop and the customer collects the item at his/her convenience. These franchise 
collection centers, started around 15 years ago, have helped Blue Dart reach customers as per 
their own availability and convenience. The alliance with shopkeepers at different corners of 
the country did not require a significant investment, but required careful whetting of shop-in-
shop partners. The product has helped Blue Dart reach customers at their own convenience 
even where infrastructure was not available. This alliance is an example of ‘neo-strategic 
alliance’ in the context of high velocity change in India e-tail market and logistics industry. 
Competitors have also started to discover that this low commitment, scope-altering alliances 
are fruitful. Amazon India, for instance, has also signed agreements with many small collection 
centers like grocery shops in Mumbai. Though even a few years back such a move would have 
been questioned by experts as not constituting a core competence of Blue Dart, today such 
hyper-local delivery mechanisms are becoming standard practice, especially in big cities. A 
senior executive of Blue Dart explained this move, “Today service experience is about 
delivering correctly and on time, it does not matter whether delivery boy is in best uniform or 
not”. These neo-strategic alliances in the form of franchise centers have helped Blue Dart to 
move to next stage of improving margins and playing around quality than the cost.  
 

Blue Dart has also opened service centers all across India following the hub & spoke 
model based on pin code delivery. This is the second key physical resource that underpins BD’s 
unmatched capability to reach customers across the length and breadth of this country that is 
almost a sub-continent. As awareness and willingness to pay amongst retail customers have 
consistently increased, Blue Dart has, in the last six years, deliberately stopped adding 
franchisee service centers based on the realization that having own outlets is greater assurance 
of providing and the ability to continuously improve the BD customer experience. Today Blue 
Dart has 584 company owned and operated retail outlets in the country, a number that is by far 
the largest in the TPLI. Just in Mumbai, Blue Dart has over 60 outlets. SR says, “Blue Dart 
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does not want to become a network of collection centers because when a customer pays the 
premium he expects his shipment is handled carefully in front of him. Now we are looking at 
franchising delivery centers”. Another top executive of Blue Dart pointed out, “A player like 
Blue Dart will ultimately win if we still maintain our core delivery mechanism otherwise 
somewhere it will come to haunt. The brand image of e-tail players will be diluted if shopper 
does not get a good feeling that his product is in safe hand. In those terms, we still have 
advantage because this mechanism will be only 2-5 percent of delivery. For other players who 
don’t have in-house capacity would become a larger portion”. However, market experts 
suggest that it may be possible that every player is happy with certain pocket of increase.  

 
A third resource that forms the bulwark of the customer reach capability compact are 

mobile service centers, which help in high population density pin-codes, wherein instead of 
sending ten delivery personnel to as many different addresses, one truck is sent with built-in 
service center capability with as few as two delivery personnel to carry out deliveries. This has 
helped in reducing throughput and transit time. Mobile Service Centers provide all the support 
back up of a full-fledged service center while ensuring speed and flexibility that cannot be 
matched by only a ‘hub and spoke’ model. There is IT infrastructure embedded in the service 
and works particularly well in vertical cities and addresses issue of massive and frequent traffic 
congestion in important business districts of metro cities like Mumbai. 
 

A Fourth resource is the launch of the ‘Parcel-Locker’, a ‘first in the country’ 
innovation from BD, which works like an ATM machine with a locker attached, to make last 
mile delivery fully customer centric. Blue Dart has placed first Parcel-Locker in Gurgaon (in 
National Capital Region of India) and has been planning to launch more in the rest of the 
country. The Parcel Locker allows the customer to drop off or pick up an item at any time of 
her choosing – day or night, with no human interface required whatsoever. The Parcel Locker 
has allowed Blue Dart to profile customer behavior and has resulted in several key insights on 
how to further improve the service. There is substantial technology embedded in this particular 
delivery mechanism. For example, a shopper can upload PODs and other data. Interestingly 
the substitution of a human interface with the freedom to self-serve, has worked well from 
BD’s point of view with particularly demanding or intimidating customers. 

 
6.2.1.2. Relationship Building 
Blue Dart has carefully and painstakingly nurtured these B2B relationship with both Indian and 
global players such as in the highly restrictive banking industry. The Banking sector in India 
(as in other parts of the world) enforces huge restrictions with regard to TPL partners, on who 
to deliver, how to deliver, when to deliver, what not to deliver. For example, even a customer’s 
spouse cannot accept a shipment such as a credit card on behalf of the consignee. Therefore, 
when the delivery person follows the SOP (standard operating procedure) the customer feels 
that Blue Dart is rude and arrogant and that is a substantial stress point for the delivery person. 
Consequently, BD has to devise new ways to effectively address challenges arising out of 
increasing incidence of nuclear families, a steadily younger population with lesser time and 
multiple homes, odd working hours, etc. At the same time, it is important for Blue Dart to 
follow SOP otherwise it may adversely affect the entire relationship. 
 

This critical capability to work with B2B clients to creatively address industry specific 
issues has been crucial in allowing to BD to quickly build strong relationships in the e-tail 
space as well. Blue Dart has been involved in multi-scoped activity, where company tries to 
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serve well and get good feedback from online shoppers and market place players. Blue Dart 
has to make sure that e-tail players such as Flipkart and Snapdeal select it as a preferred partner.  
 
6.2.1.3. Response and Reverse Logistics 
One very critical capability in today’s TPL industry context is ‘capability of response, recovery, 
and reverse Logistics’. The CEO Blue Dart explained, “In logistics and service industry, where 
things may go wrong, our response and recovery is very fast. I have seen lot of complaints 
pouring in and same complaints turning into appreciation”. The employees of Blue Dart show 
passion and commitment. Employee turnover is very low. Blue Dart feels that the expected 
date of delivery should be as high as possible, ideally 100%, therefore, if shopper asks to deliver 
product in 48 hours then Blue Dart should deliver it in 48 hours. The ‘return’ phenomena 
happens mostly because of the issues, which are not within the express company’s control, but 
there are some areas where logistics firm can make the consignee agree to take the shipment. 
The gap could be as big as 10-80 percent returns. There is huge cost associated with such return 
to e-tailers. CEO Blue Dart says, “We have edge over competition on that, we need to build 
capabilities to and we can. We are supposed to be the best in terms of delivery in B2B as well 
as in B2C business. These are more infrastructural and technology related issues. We have 
been addressing these issues and probably in next 6 months we would be the best in one of 
these”. The CEO of BD explained, “Today nobody is perfect, it’s a huge improvement area for 
us as well as a big opportunity. Today it is not a differentiator factor for us, if others are bad 
we are also not very good”. CEO Blue Dart continues saying, “Again in terms of use of 
technology we are just about as good as others but huge improvement area for us. So Gojavas 
(a niche player) may have given one solution and Delhivery (a niche player) may have given 
other solution, put all together, which we are looking at, how do we give 100% of what the e-
tailer and customer expect. So taking care of technology of B as well as C is an improvement 
area for us so cannot say it’s a differentiator right now”. Explaining the challenges, the CEO 
pointed out, “Is it not an area where it is very difficult to build capability? The B2B 
requirements are very difficult from B2C. Some of the small and nimble footed players 
understand the market and are building solutions very fast. We are still probably coming from 
B2B mentality and the complacency of being the best. So far we were walking and others were 
running and now we need to run faster than them.” Blue Dart has been trying to involve 
customers to its own delivery mechanism. There are many young companies like 3-5 years old 
such as Sofai, Loginext, who have developed good technology in B2C segment. The 
technology development by these niche players has helped in resolving problems related with 
dilemma of following SOP, to maintain good relationship with e-tailers, and at the same time 
respond effectively to the concerns of customers. They are niche to e-tail and e-tail 
requirements, for instance android based mobile solutions from first mile to last mile. E-tailers 
are acquiring these companies via majority stake holdings. Commenting on possibility of future 
alliance formation, CEO Blue Dart says, “To that extent we don’t have any strategic alliances 
with any of the players. We kept ourselves neutral and have worked with all e-tailers without 
any exclusive tie-up with them. If there is an acquisition opportunity that adds value to sharpen 
our last mile delivery, fulfillment business, cross border business, technology for that matter 
and makes us grow faster and add to the bottom line then we are open. We are open to 
infrastructure or technology based company which can add value to us than acquiring 
competitors, even the niche players”. 
 
6.2.1.4. Remittance Capability and Managing COD 
Cash is the king in e-tail business in India and capability to hand cash-on-delivery (COD) is 
very critical capability to survive and succeed in the e-tail market. Running a secure and 
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convenient (from end customer point of view), COD operation is the biggest challenge in e-tail 
business. To put things in perspective it is useful to be aware of the scale of BD’s COD 
operation. In 2014, BD took in INR almost 3500 crores in cash. BD has emerged as the pre-
eminent player in COD, i.e., in collections, remittances and deposit to e-tailer accounts within 
24 hours. Experts point out that almost 70% of the e-tail business in India is COD based and 
going forward though it may come down in percentage terms, it will not go below 50%, which 
will continue to be substantially higher than present volumes in absolute terms. The game 
changing move from BD in the COD space has been the launch of the ‘first of its kind’ strategic 
alliance with YES BANK formed as an innovative mechanism of payments collections in India. 
The unique solution has been piloted in major India cities. The solution is expected to change 
dynamics of the e-tail/commerce business in India. YES BANK, India’s fourth largest private 
bank, has developed a Mobile Point of Sale (MPOS) mechanism based COD platform, which 
to a great extent simplifies the e-Commerce transaction between shopper and delivery firm. 
Today, Blue Dart has the ability to not only remit but more importantly, in terms of the entire 
end-to-end process of reconciliation to the e-tailer is very easy. BD insists on end of day 
reconciliation, every single working day, and regular gets no dues certificates from e-tailers. 
Competitors have the capability to remit but e-tailers are not sure if they have been remitted 
the full 100 or lesser amounts and thereby get into disputes at the end of a year. Blue Dart, on 
the other hand as a rule remits 100 percent, though they technically do not need to. As Director, 
Finance, Blue Dart explains, “With this solution we will again have a first mover advantage”. 
The solution has added significantly to customer delight. COD capability, therefore, is one big 
differentiator. BD has additionally made significant technology investment in COD to install 
bulk note acceptors at all major hubs. Some, centers are equipped to directly credit e-tailers. E-
tailers in India are able consequently to attract shoppers through bumper sales offers and giving 
huge discounts, to drive sales, which are predominantly COD based, resulting in challenges of 
managing huge inventory and cash. Everything is done on promissory note, cash to returning 
and giving them back is very important with almost no delay. 
 
6.2.1.5. Capability to Compete in Future 
The e-tail business opportunities have been growing very fast for Blue Dart. Service failure for 
Blue Dart is 0.4 or 0.5% and the net service level is 99.96 percent while handling 115-116 
million shipments in a year. Still top executives of Blue Dart were not complacent believing 
that every transaction is done on faith. The core revenue of Blue Dart came from 15000 
customers completely B2B segment, completely relationship based. Now with B2C segment is 
where customer does not at all directly interact with Blue Dart. For example, when customers 
buy from Amazon, they do not choose Blue Dart. This option, i.e., the possibility for B2C client 
to choose specific TPLI is expected to emerge going forward in India too. A shopper at present 
can only complain about timely delivery. The market trends are showing that social media will 
play a large role, where there is rise of intolerance. Therefore, in future, there is a possibility 
of forming alliances with some of players to respond to the expected changes in the market. 
With changing market dynamics, Blue Dart also has to grow beyond the add-ons such as shop-
in-shop, parcel locker, mobile van etc., which helped firm to develop capability to reach 
customers more effectively. These add-ons were useful initially, however, these add-ons cannot 
be substitutes for the company’s core infrastructure of best-in-class first and last mile delivery 
capabilities. A top executive interestingly underlined that the more these add-ons are in the 
minority the more they are better for organization’s strength and service quality. Blue Dart is 
also working on e-facilitation, which is about having an online capability where small players 
could transact, effectively a market place somewhat like Amazon or Flipkart where small 
OEMs, vendors, traders post products on the Bluedart site. BD therefore, provides (B2B) 



Amit Kumar Srivastava and Ishwar Haritas: Alliance Portfolio Diversity and Neo-Strategic Alliances: Dynamic 
Capability Approach at Focal Firm in Hypercompetitive Environment TWP120_201602 

  
 

 13 

customers end-to-end solutions right from posting, up till e-fulfillment, wherever required, 
including last mile deliveries. That complete gamut is e-facilitation. Customer is free to choose 
the complete solution or specific modules depending on specific need and preference. 
 
7. CONCLUSION 
 
As discussed at the beginning of this paper, the existing literature has graduated from studying 
dyadic alliance relationship to alliance portfolio diversity or network. As it is difficult to 
comprehensively measure the impact of alliance portfolio on firma performance, the in-depth 
study of the focal or dominant firm in a given industry can help to unearth important insights. 
Furthermore, the merging market firms have not been studied sufficiently to generalize the 
existing literature in new phenomenon such India logistics industry in the context of growing 
online market. Therefore, not only tries to test the existing literature a fresh but also contributes 
by offering new approach to examine alliance formation, i.e. neo-strategic alliances. Fulfilling 
the supply chain gaps and excellence in logistics services emerge as new sources of competitive 
advantage. For example, with the alliance formation during the shift from retail to e-tail, 
managerial and organizational process of Blue Dart not only facilitated building knowledge 
base in terms of serving customers but also helped reconfigure and transform capabilities across 
the logistics supply chain including last mile, reverse logistics, fulfilment, and first mile to 
serve customers in a rapidly changing environment. Competitors will be severely challenged 
to match such dynamic capabilities of Blue Dart. However, it is observed that alliances need 
not necessarily be equity based and/or long-term and even non-equity based short-term 
alliances can broaden the scope of the firm while minimizing cost implications. The business 
environment context in this case study has not only changed but transformed, therefore, has 
presented a formidable challenge for firms to survive and succeed. In the case of Blue Dart, the 
company’s functional alliance portfolio, formed in the last 15 years through non-equity based 
contracts, has helped it to exploit extant resources and capabilities and at the same time develop 
new resources and capabilities coinciding with the overall transition from retail to e-tail. 
Existing literature shows that there are mixed findings on the effect of alliance formation on 
firm’s survival and success (Baum and Oliver, 1991; Hagedoorn and Schakenraad, 1994; Jiang, 
Tao, and Santoro, 2010; Stuart, 2000). Furthermore, because of lack of research studies on 
alliance diversity in an emerging market context, there is limited generalization of existing 
studies and lack of contextual managerial understanding. Addressing this knowledge gap, we 
test the existing knowledge base in a very different research setting and add new insights. We 
also provide fresh evidences, in a unique context, on the role of neo-strategic alliances and 
alliance partner and functional portfolio diversity in building dynamic capability thereby 
sustaining competitive advantage while transitioning to a high-velocity environment. 
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Table 1: Framework of Case Methodology Setting Criteria for Validity and Reliability* 
[Developed based on framework suggested by Cook and Campbell (1979); Yin (1994) and 

reported/demonstrated by Danneels (2011)] 
 

Internal validity Construct validity External validity Reliability 
 
 Data triangulation Cross case analysis  
Research framework: 
• Research framework is 
based on existing 
literature (especially 
recent literature) on 
alliance portfolio 
diversity, neo-strategic 
alliance, resource-based 
view, and dynamic 
capability approach.  

• The causal relationship 
between nature of 
alliance, dynamic 
capability, and firm 
performance is depicted 
in fig. 1 as proposed 
research framework. 

 
Pattern matching: 
• The pattern matching is 
done through literature 
survey (of top-tier 
journals in strategic 
management such as 
SMJ), specifically around 
the constructs observed 
to validate existing 
findings as well as 
ringing new insights.  

 
Theory triangulation: 
• The study adopts three 
different theoretical 
lenses - alliance portfolio 
diversity, dynamic 
capabilities, and neo-
strategic alliances. 

• Theoretical lenses along 
with existing studies and 
inputs from corporate 
practitioners helped in 
developing research 
framework to interpret 
how a firm can 
effectively respond to a 
high-velocity and hyper-

Archival data: 
• Archival data for the period of 2000-
2015 (internal reports, minutes or 
archives, annual reports, press or 
other secondary articles) is looked at.  

• As to supplement formal face-to-face 
interview data, the published 
interviews of the senior management 
have been studied. 

 
Interview data:  
• With official confirmation, we 
conducted a total 20 face-to-face 
interviews of senior management 
including CEO DHL Asia Pacific and 
CEO Blue Dart (Table 1).  

• All the informants are formally 
associated with firm at least since 
2000 and are closely associated with 
decisions and the actions taken during 
the period, therefore, significantly add 
value to validity of constructs studied. 
All the formal interviews were 
recorded and transcribed with 
permission.  

 
• Participatory and Direct observation: 
Apart from 14 hours of formal 
interview, discussions went on in 
informal settings also.  

• The authors visited the corporate 
office, see demonstration of 
operations such IT and new tech 
development and also visited 
fulfilment centres and regional offices 
to improve the understanding of the 
phenomena.  

 
Transcript/Draft Review: 
• Additionally, discussions continued 
through phone and emails and finally, 
the drafts of the paper was sent to 
Blue Dart to be validated by the 
informants and provide additional 
inputs.  

Nested approach: 
• A nested approach is 
adopted to study in-depth 
a dominant / focal firm 
rather than multiple firms 
as many of rival firms are 
in its early and may not 
be reflecting industry 
dynamics. 

• The focal firm is studied 
from multiple alliances 
perspectives (as small 
cases which) external 
validity of the research 
position. 

 
Case rational: 
• The paper explains in 
detail the rational for case 
selection (as explained 
this focal firm is not the 
dominant player TPLI 
evolving over a period of 
time but also potentially 
shaping industry 
dynamics in collaboration 
with DHL, a global 
logistics player). 

• The paper reflects on the 
nature and dynamics of 
the industry, which is 
characteristic with high-
velocity change and 
hyper-competitiveness. 

• Appropriate industry data 
is provided to reflect on 
the structure and 
characteristics of the 
TPIL India. 

• Following archives search, 
key research questions 
around alliance portfolio 
diversity, dynamic 
capability and firm 
performance were 
identified.  

• Research questions were 
further validated with 
industry experts and two 
top executives of Blue Dart 
India and finalized 
discussion points with the 
top management team.  

• A detail of how case study 
was conducted is explained 
under research 
methodology. 

• A database is created of 
archival data/document, 
interview transcripts, and 
notes prepared by authors) 

• The actual name of the 
firm, i.e. Blue Dart, is 
given to ensure explicitly. 
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competitive business 
environment. 

• The paper has been revised 
appropriately before final submission 
to the SMS for the HK 2016 
conference. 

 
 
Qualitative analysis: 
• The transcripts and archival 
documents have analyzed using 
qualitative approach of content 
analysis and concept mapping. Using 
Atlas.ti software, the white-board 
iteration is done to develop and test 
research framework and proposition. 

• The qualitative evidential clues 
(provided by informants), such as 
market capitalization at one hand and 
continuity in alliance formation on the 
other hand, were supplemented with 
the quantitative information (retrieved 
from databases including 
CAPITALINE and BLOOMBERG).  

 
 
 
 
 
 
 

Table 2: Informants of the Study 
 

Designation Company Designation Company 

Chief Executive Officer (Asia Pacific) DHL e-Commerce Director (Strategy and COE) 
DHL  
Supply Chain 

Managing Director BDEL* Head (Operations) BDEL 
Senior Director (Cross Business Unit 
Program) DPDHL General Manager (Systems) BDEL 
Senior Vice President (Marketing) BDEL All India Head (Customer Care) BDEL 

Senior Manager (Marketing) BDEL 
Regional Manager (Customer 
Care) BDEL 

Chief Operating Officer and Chief 
Finance Officer BDEL Head (Network) BDEL 
Senior Manager (Systems) BDEL Senior Manager 1 (Operations) BDEL 
Manager (System) BDEL Senior Manager 2 (Operations) BDEL 
General Manager (Ground Operation) BDEL Senior Manager 3 (Operations) BDEL 

Head (C&B and HR Operations) 
DHL Global 
Forwarding 

Senior VP and Regional Business 
Head (North) BDEL 

*Blue Dart Express Limited 
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Table 3: Key Financial Ratios at Blue Dart (2005-2015) 
 

Year Dec 05 Dec 06 Dec 07 Dec 08 Dec 09 Dec 10 Dec 11 Mar 13 Mar 14 Mar 15 
Key Ratios 
Debt-Equity Ratio 0.26 0.12 0.02 0 0 0 0 0 0 0.36 
Long Term Debt-
Equity Ratio 0.15 0.07 0.02 0 0 0 0 0 0 0.36 
Current Ratio 1.16 1.47 1.73 1.98 2.18 2.38 1.98 1.4 1.43 1.57 
 
Turnover Ratios 
Fixed Assets 2.33 2.75 3.23 3.59 3.09 3.67 4.15 4.4 5.13 6.1 
Inventory 326.52 396.45 425.64 460.74 432.09 550.32 623.26 697.47 762.33 680.19 
Debtors 8.97 8.57 8.12 8.53 7.42 8.22 8.72 8.33 7.83 8.13 
Interest Cover Ratio 29.03 44.75 254.74 233.84 170.15 14,027.00 0 27,123.00 6,246.67 18.27 
PBIDTM (%) 19.67 15.22 16.2 13.94 12.3 13.9 13.43 14.11 11.1 10.95 
PBITM (%) 16.51 11.92 13.23 12.24 10.34 12.22 11.98 12.52 9.7 9.03 
PBDTM (%) 19.1 14.95 16.15 13.89 12.24 13.9 13.43 14.11 11.1 10.45 
CPM (%) 13.62 10.81 11.62 9.64 8.67 9.9 9.64 10.3 7.84 7.51 
APATM (%) 10.46 7.52 8.65 7.94 6.71 8.22 8.19 8.71 6.44 5.59 
ROCE (%) 39.64 31.57 37.05 33.63 22.24 28.3 29.62 32.73 28.75 31.79 
RONW (%) 31.62 22.18 24.64 21.81 14.43 19.04 20.38 23.08 19.36 27.21 

 
Table 4: Valuation Ratios at Blue Dart (2005-2015) 

 
Valuation Rations 

Year Dec 05 Dec 06 
Dec 
07 Dec 08 Dec 09 Dec 10 Dec 11 Mar 13 Mar 14 Mar 15 

Price Earning (P/E) 23.63 25.91 25.45 13.13 27.64 29.43 31.18 43.55 84.59 351.95 
Price to Book 
Value (P/BV) 6.67 5.17 5.58 2.58 3.71 5.11 5.76 8.58 13.88 58.15 
Price/Cash EPS 
(P/CEPS) 24.12 17.98 18.91 10.8 21.35 24.44 26.47 28.66 67.14 186.49 
EV/EBIDTA 16.99 12.68 13.26 7.07 14.72 17.1 18.68 17.44 40.56 70.16 
Market Cap/Sales 3.26 1.94 2.19 1.04 1.84 2.41 2.54 2.57 4.56 7.62 

 
Table 5: Dividend History and DuPont Analysis 

 
 Dividend History DuPont Analysis 

Year 
End 

Dividend 
Amount 

Dividend 
(%) 

Div. 
Yield 
(%) 

PBIDT/ 
Sales 
(%) 

Sales/ 
Net 

Assets 

PBDIT/ 
Net 

Assets 

PAT/ 
PBIDT 

(%) 

Net 
Assets/ 

Net Worth 
ROE 
(%) 

Mar-15 47.46 200 0.28 10.95 3.52 0.39 51.08 2.17 27.21 
Mar-14 35.59 150 0.4 11.1 3 0.33 58 1.01 19.36 
Mar-13 168.47 710 3.03 14.11 3.29 0.46 61.71 1.01 23.08 
Dec-11 4.75 20 0.13 13.43 2.24 0.3 60.97 1.01 20.38 
Dec-10 2.37 10 0.09 13.9 2.12 0.29 59.17 1 19.04 
Dec-09 2.37 10 0.14 12.3 2.01 0.25 54.53 1 14.43 
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Dec-08 2.37 10 0.24 13.94 2.49 0.35 56.95 1 21.81 
Dec-07 2.37 10 0.13 16.2 2.55 0.41 53.37 1 24.64 
Dec-06 2.37 10 0.18 15.22 2.57 0.39 49.41 1.04 22.18 
Dec-05 3.56 15 0.26 19.67 1.7 0.33 53.16 1.21 31.62 

 
 
 
 
 

Table 6:  Dominant E-Tail Players in India 
 

E-tail Player 2014 2015 
Flipkart 44% 45% 
Snapdeal 32% 26% 

Amazon India 15% 12% 
Paytm 7% 7% 
Others 2% 10% 

“E-tail giants like Snapdeal, Amazon lose market share in 2015; small e-tailers emerge as real winners”, The 
Economic Times, February 26, 2016. 
Available at: http://economictimes.indiatimes.com/industry/services/retail/etail-giants-like-snapdeal-amazon-
lose-market-share-in-2015-small-etailers-emerge-as-real-winners/articleshow/51146778.cms.  
Retrieved on: March 04, 2016.  

 

 

Figure 1: Structure of TPLI India 
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Figure 2: Proposed Research Framework 

 

 

 

Figure 3: Spectrum of Services by Blue Dar 
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