






Micro-Fitness: The New Rule for Busy       
Leaders
Gone are the days when fitness meant spending an 
hour at the gym. Today’s executives are adopting 
“micro-fitness”—short, high-impact routines em-
bedded throughout the day.
Think 10-minute bodyweight workouts between 
calls, walking meetings instead of seated discus-
sions, or stretching during travel layovers. These 
small bursts, when done consistently, deliver 
cumulative benefits.
For example, a senior retail executive traveling 
across India restructured his day into three 10-min-
ute sessions—morning mobility, mid-day strength, 
and evening cardio. Within months, not only did his 
energy improve, but his decision-making clarity 
noticeably sharpened.

Airports, Hotels, and Boardrooms: Turning 
Constraints into Opportunities

A chaotic schedule doesn’t eliminate fitness 
opportunities—it just changes where they happen.
Airports can become walking tracks. Hotel rooms 
can double as workout zones. Even boardrooms 
can accommodate subtle movement habits like 
standing discussions or stretch breaks.
Many global leaders rely on minimalist                     
routines—push-ups, squats, 

In today’s always-on business environment, execu-
tives are expected to perform at peak levels while 
navigating relentless travel schedules, 
back-to-back meetings, and constant deci-
sion-making pressure. Fitness often becomes the 
first casualty. Yet, the irony is clear: the more 
demanding the role, the more essential physical 
and mental fitness becomes.
The real challenge is not motivation; it's integration. 
Successful executives don’t “find time” for fitness; 
they design it into their lifestyle.

The Executive Reality: Why Fitness Gets 
Sidelined
Frequent flights disrupt sleep cycles. Long meetings 
encourage sedentary behavior. Tight deadlines 
push meals toward convenience rather than nutri-
tion. Over time, this leads to fatigue, weight gain, 
and reduced cognitive sharpness directly impact-
ing leadership effectiveness.
Leaders like Satya Nadella and Tim Cook have 
spoken about structured routines, including early 
morning workouts, as non-negotiables, not luxuries. 
Their approach highlights a mindset shift: fitness is 
not separate from work; it fuels it.

Travel, Meetings, Deadlines: Staying Fit in a Chaotic Executive Lifestyle
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essential for leadership.
Simple habits like maintaining a wind-down rou-
tine, limiting screen exposure before sleep, and 
proactively managing jet lag can make a substan-
tial difference.

Technology as an Enabler, Not a Distraction
Wearables and fitness apps are helping executives 
track activity, sleep, and recovery in real time. 
Data-driven insights make it easier to stay 
accountable—even during hectic schedules.
However, the goal isn’t obsession with metrics, but 
awareness. Technology should simplify decisions, 
not complicate them.

The Mind-Body Connection: Fitness Beyond 
the Physical
Executive fitness extends beyond the body it 
includes mental clarity and emotional balance.
Practices like meditation, breathing exercises, or 
even quiet reflection during travel can significantly 
reduce stress and enhance focus. Many leaders 
incorporate mindfulness into their daily routines to 
stay grounded amidst chaos.

From Obligation to Identity: The Ultimate 
Shift
The most successful executives don’t view fitness 
as a task on their to-do list. They see it as part of 
who they are.
This identity shift transforms behavior. Workouts 
are no longer optional; they become as integral as 
meetings and strategy sessions.

Conclusion: Fitness as a Leadership Imperative
In a chaotic executive lifestyle, fitness is not about 
achieving perfection—it’s about maintaining con-
sistency amid disruption. Travel will remain 
demanding. Meetings will continue to stack up. 
Deadlines will always loom. But leaders who priori-
tize their fitness gain a critical edge: sustained 
energy, sharper thinking, and greater resilience.
In the end, executive fitness is not just about living 
longer—it’s about leading better.

planks requiring no equipment. Others carry resis-
tance bands in their luggage, turning any space 
into a functional gym.
The key is adaptability, not perfection.

The Power of Routine in an Unpredictable 
Schedule
Executives often underestimate the power of        
routine. While their workdays may be unpredict-
able, anchoring fitness to fixed moments—like early 
mornings or post-meeting decompression—       
creates consistency.
Take the example of Indra Nooyi, known for her 
disciplined schedule despite intense demands. 
While not always publicly framed as “fitness rou-
tines,” such structured discipline is what enables 
sustained performance over decades.
A simple rule many high performers follow: “No zero 
days.” Even on the busiest days, a 10-minute       
workout maintains momentum and reinforces 
identity.

Nutrition on the Move: The Silent 
Game-Changer
Fitness is not just about movement—it’s equally 
about fuel. Executive lifestyles often default to     
processed, high-sugar, and high-sodium foods 
due to convenience.
Smart leaders counter this with preparation:

Small nutritional decisions compound into signifi-
cant performance gains—improving focus, mood 
stability, and stamina.

Sleep and Recovery: The Overlooked Pillar
In a world that glorifies hustle, sleep is often          
sacrificed. Yet, it is the most critical component of 
executive fitness.
Leaders like Arianna Huffington have strongly 
advocated for prioritizing sleep as a performance 
strategy. Recovery directly impacts cognitive func-
tion, emotional intelligence, and resilience qualities 
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Carrying protein-rich snacks
Choosing balanced meals over quick indulgenc-
es
Staying hydrated during long flights & meetings.



yourCFO is a financial consulting and execution firm founded in 2013, operating across India, the UAE, and 
the USA. With 100+ professionals serving 500+ clients globally, we specialise in managing finance func-
tions for malls and shopping centres. We are proud to work with some of India’s leading malls, delivering 
solutions aligned with industry best practices.
We understand mall finance at an operational level—multi-vendor ecosystems, revenue-share lease 
structures, CAM complexities, and regulatory compliance are integral to our approach.

 Our Key Services

 Our Approach
We partner with CFOs and COOs to own finance processes end-to-end—combining execution depth with 
controllership rigour. This enables malls to operate efficiently, remain compliant, and scale effectively 
while leadership focuses on asset performance and growth.

yourCFO: Financial Experts for the Mall & Shopping Centre Industry
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Accounts Payable & Vendor Management: End-to-end AP processing, vendor reconcilia-
tions, and strong payment controls across large contractor ecosystems
Revenue & Lease Accounting: Accurate tracking of revenue-share and fixed rentals, with 
compliance to Ind AS 116
CAM Reconciliation & Billing: Detailed CAM calculations, tenant-level billing, and transpar-
ent cost allocation
Compliance Management: GST and TDS compliance across tenant and vendor transac-
tions, ensuring audit readiness
MIS & Financial Reporting: Board-ready MIS, SPV-level reporting, and actionable dash-
boards
Controllership & Close: Structured monthly closures, strong financial controls, and 
audit-ready financials
Audit & Due Diligence Support: Data room preparation and investor transaction support



This supply constraint is increasingly shaping leas-
ing behaviour, pushing retailers to look beyond 
traditional mall ecosystems.

Category-Wise Leasing: Experience Is      
Driving Demand
Leasing demand is heavily skewed toward catego-
ries that drive engagement and dwell time:

In NCR specifically:

The nature of leasing demand itself reflects a shift 
in consumer expectations. Apparel continues to 
lead absorption, but it is closely followed by enter-
tainment, hypermarkets and food & bever-
age—categories that are inherently experi-
ence-led. In NCR, for instance, apparel accounted 
for over 20% of leasing activity, with family enter-
tainment centres at around 13%, and hypermarkets 
and F&B each contributing over 10%. These trends 
reinforce a broader transition from transactional 
retail to engagement-driven environments, where 
dwell time and repeat visitation are critical.

Store Size Trends: The Rise of the ‘Efficient 
Box’
Across cities, leasing is dominated by mid-sized 
formats:

This reflects a clear shift toward:

ndia’s retail real estate market is entering a phase 
where growth is no longer defined simply by 
absorption numbers, but by the structure and 
quality of supply—and where that supply is 
emerging.
According to ANAROCK’s RELEAP 2026, retail 
absorption across the top seven cities stood at 
approximately 4.3 million sq. ft. in H2 2025, signal-
ling sustained leasing momentum despite a 
dynamic macroeconomic environment. What is 
equally significant, however, is how this demand is 
being distributed and the constraints it is beginning 
to encounter.
A large part of this leasing activity is concentrated 
in a handful of urban centres. NCR alone accounted 
for nearly 0.86 million sq. ft. of absorption, while 
Mumbai contributed about 0.55 million sq. ft. during 
the same period. while Mumbai contributed about 
0.55 million sq. ft. during the same period. Looking 
ahead, the supply pipeline is similarly concentrat-
ed, with NCR expected to see over 22 million sq. ft. of 
new retail space by 2031, and the top four 
cities—NCR, Mumbai, Pune and Hyderabad— 
together accounting for nearly 78% of upcoming 
supply.
This concentration of institutional-grade supply is a 
critical piece of the puzzle. While demand for 
organised retail continues to expand across cities, 
premium Grade-A mall space remains limited in 
key micro-markets, with most high-performing 
assets operating at near-full occupancy. 

India’s Retail Leasing at 4.3 Mn Sq. Ft. in H2 2025: Supply Constraints 
and New Corridors Redefine Expansion Strategy
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Scalable formats
Lower capex models
Faster rollout across multiple cities

1,000–2,000 sq. ft.: ~32–34% share
2,000–5,000 sq. ft.: ~27–34% share
Sub-1,000 sq. ft.: up to 36% in high-density mar-
kets like Mumbai

Apparel ~20.5%
FECs ~13.5%
Hypermarkets ~11.5%
F&B ~10.5%

Apparel: ~20–30% share across markets
Family Entertainment Centres: ~10–13%
Hypermarkets/Supermarkets: ~11–12%
Food & Beverage: ~10–14%



We welcome your feedback at
editormt2008@gmail.com
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retailers are increasingly shifting from a street-led 
approach to a city and corridor-led strategy. 

Decisions are being driven not just by visibility, but 
by a combination of catchment maturity, accessi-
bility, operating costs, and the ability to deliver con-
sistent performance across stores.

For developers, this shift presents both a challenge 
and an opportunity. While Grade-A malls continue 
to represent the most structured and institutionally 
governed retail environments, the next phase of 
growth will also depend on the ability to create 
organised, well-planned retail ecosystems in 
emerging corridors and non-traditional markets. 
Mixed-use developments, neighbourhood centres, 
and new high-street formats are likely to play an 
increasingly important role in bridging the gap 
between demand and supply.

The 4.3 million sq. ft. absorption figure, therefore, is 
not just an indicator of market activity. It reflects a 
retail landscape that is becoming more distributed, 
data-driven, and structurally complex. Demand 
remains strong, but it is now being channelled 
through a wider set of locations and formats than 
ever before.

In this evolving environment, the critical question 
for retailers is no longer simply where space is 
available. It is where the right kind of space 
exists—or is being created to support sustainable 
expansion.

It is against this backdrop that a parallel develop-
ment is gaining momentum—the rise of new 
high-street corridors. As highlighted in the IMAGES 
Group report “Grade-A vs Non–Grade-A: Visibility 
vs Profitability”, retail expansion is increasingly 
moving beyond legacy high streets into emerging 
corridors anchored by residential density, infra-
structure growth, and mixed-use developments.

Rental data across cities illustrates this divergence. 
While premium high streets such as Khan Market in 
Delhi command rentals as high as ₹1,600 per sq. ft. 
per month, emerging high-street corridors operate 
at significantly lower ranges—typically ₹350–500 
per sq. ft. in NCR, ₹140–300 in Bengaluru, and 
₹120–180 in Hyderabad. These corridors offer retail-
ers a combination of lower entry costs, larger store 
footprints, and proximity to expanding catchments, 
making them viable alternatives in the face of con-
strained mall supply.

What is becoming evident is that India’s retail 
expansion is no longer anchored to a few iconic 
locations. Instead, it is spreading across multiple 
layers of retail infrastructure—premium malls, 
established high streets, and a fast-growing net-
work of emerging corridors. This multi-layered 
expansion is not merely a response to demand, but 
also a function of supply availability, cost struc-
tures, and the need for scalable formats.

Another important dimension is the evolving        
definition of retail “location” itself. As both reports          
suggest, 
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from fashion, and food and beverages (F&B)      
segments.
Gautam Saraf, Executive Managing Director - 
Mumbai & New Business, Cushman & Wakefield, 
said, "India's retail real estate market is currently 
operating in a demand-led environment, where 
occupier interest continues to outpace the avail-
ability of high-quality retail space."
The demand is being driven by sustained expan-
sion from domestic retailers, increased participa-
tion from international brands, and a clear shift 
towards organised, professionally managed retail 
formats, he added.
S K Sayal, MD & CEO of Bharti Real Estate, said, 
"Retail leasing in India is witnessing robust momen-
tum, supported by strong fundamentals such as 
rising consumer confidence, evolving lifestyles, and 
the growth of experience-led formats."
Urban infrastructure and connectivity continue to 
play a critical role in enhancing the appeal of retail 
destinations, he added.
Ankit Sharma, SVP-Leasing, Elan Group, said the 
underlying demand for organised retail continues 
to remain strong across key markets, supported by 
sustained consumption trends and the expanding 
presence of both domestic and global brands.
Robin Mangla, President of M3M India, said the 
demand for retail spaces remains strong in           
Delhi-NCR.
With new supply in the pipeline, he said, the leasing 
activities would further strengthen.
Shriram P M Monga, Co-founder at consulting firm 
SRED, said the robust leasing performance in NCR 
speaks volumes about the strength of the story of 
consumption in India.
"There is a definite preference towards quality retail 
spaces, organised and in established malls and 
high streets. Despite a lack of supply, leasing has 
been healthy in the sector, and it goes without 
saying that there is a willingness on the occupier 
side to act fast for the right assets," Monga added.

Among India's top eight cities, Delhi-NCR led leas-
ing activity with a 30 per cent share, supported by 
sustained demand across both malls and main 
streets, the consultant said.
New Delhi: Leasing of retail spaces at shopping 
malls and high streets in Delhi--NCR rose 45 per 
cent to nearly 6 lakh sq ft in January-March on 
better demand, according to Cushman & Wake-
field.
Real estate consultant Cushman & Wakefield's 
data showed that leasing of of retail spaces in Del-
hi-NCR stood at 0.59 million square feet in Janu-
ary-March, as against 0.41 million square feet in the 
year-ago period.
Out of the total leasing in Delhi-NCR, shopping 
malls accounted for 64 per cent  of total volumes, 
while high streets contributed the remaining 36 per 
cent.
Among India's top eight cities, Delhi-NCR led leas-
ing activity with a 30 per censhare, supported by 
sustained demand across both malls and main 
streets, the consultant said.
Overall, the leasing of retail spaces across the top 
eight cities fell 10 per cent to 1.95 million square feet 
in January-March from 2.17 million sq ft in the       
corresponding period of the preceding year.
The fall was mainly due to supply constraints.
In the 2025 calendar year, the leasing stood at 9.21 
million sq ft in the top eight cities -- Delhi-NCR, 
Mumbai, Hyderabad, Chennai, Pune, Bengaluru, 
Kolkata and Ahmedabad driven mainly by demand 

Malls, high-streets in NCR clock 45 pc rise in leasing of retail spaces in 
Jan-Mar: Cushman & Wakefield
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expanding by 89% over three years. Apparel and 
F&B are approaching maturity, whereas sectors like 
electronics, consumer durables, and jewellery are 
still in earlier stages of growth. Footwear, mean-
while, appears to have reached maturity across 
most market tiers.
Another notable development is the rise in premi-
um spending. Purchases above Rs 25,000 grew the 
fastest across categories, indicating a strong trend 
toward up-trading. However, the report cautions 
that premiumisation is not uniform; it varies widely 
depending on income levels, exposure, and region-
al dynamics, making it a relative rather than 
universal phenomenon.
As metro markets begin to show signs of saturation, 
retailers are being pushed to rethink their strate-
gies. Success will increasingly depend on 
fine-tuned category mixes, hyperlocal marketing, 
and tailored offerings that reflect the unique pref-
erences of consumers in smaller towns. The tradi-
tional “mass-premium” approach is losing rele-
vance as regional tastes become more distinct.
The report also highlights the growing role of 
advanced analytics in shaping retail strategies. By 
combining anonymised payments data with geo-
spatial insights such as traffic flows and points of 
interest, businesses can gain a deeper under-
standing of consumer behaviour and identify 
high-potential locations with greater precision.
Ultimately, the findings suggest that the future of 
retail in India will not be driven by broad, 
one-size-fits-all strategies. Instead, growth will 
hinge on highly targeted, data-driven approaches 
that respond to localised demand patterns across 
districts, highways, and emerging urban centres.

India’s retail sector is undergoing a significant 
transformation, with smaller cities emerging as 
powerful growth drivers and reshaping traditional 
consumption patterns. A recent report by ClarityX 
and Mastercard highlights that towns in tiers 3 to 5 
are expanding at nearly double the pace of metro-
politan areas, signalling a shift toward more 
decentralised and inclusive economic growth.
Titled “Winning in India’s Retail Sector – Harnessing 
Next-Gen Analytics to Drive Transformative 
Growth,” the study draws on data from MapmyIn-
dia and analyses retail demand and supply trends 
between 2023 and 2025. It reveals that rising 
disposable incomes, growing aspirations, and rela-
tively low baseline consumption levels are fuelling 
rapid expansion in smaller cities.
Over the three-year period, offline consumer 
spending increased by 20 percent, while the 
number of retail outlets grew even faster at 25 per-
cent. This indicates that despite the rise of digital 
commerce, physical retail networks continue to 
expand aggressively.
The report also underscores a dramatic rise in gro-
cery spending nationwide, which jumped 74% 
between 2023 and 2025. However, this growth was 
uneven: while tier 1 and 2 cities saw a 32% increase, 
smaller cities recorded a remarkable 104% surge, 
reinforcing their growing importance in India’s con-
sumption story.
Among organised retail segments, food and bever-
age emerged as the fastest-growing category, 

Non-Metro Cities Power 89 Pc F&B Retail Growth in 3 Years
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For More Information, Please Contact:

Follow us: @scai08

Sachin Nakti : +91 9029643729, sachinnatki@scai.in
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