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Jindal Steel Hisar Ltd, in Hisar, Haryana, with its 300-acre site, is where 
the entire OP Jindal group started back in 1970. Now, managed by Ratan 
Jindal, as Chairman and his son Abhyuday as Managing Director, Jindal 
Steel Hisar, along with its sister company Jindal Stainless, Odisha, has 
staged a turnaround in the last few years, and is set to shine as the leading 
player in stainless steel in India, and the eighth largest in the world. 
 
Today, the Jindal family’s four brothers are the leading steel family in 
India. Interestingly, all four of the Jindal brothers, Prithvi, Sajjan, Rattan 
and Naveen, worked at this plant, before setting up independent steel 
companies, which they run. While each runs his own company separately, 
(and clearly there has been some separation and division of ownership 
between them) they still see themselves as one family. And the matriarch, 
Savitri Jindal is always billed as the richest Indian woman! 
 
While Sajjan’s JSW Steel, and Naveen Jindal’s Jindal Iron and Steel are 
giant plants producing tens of millions of tonnes of carbon steel, the 
stainless steel market is a  niche market, where the installed production 
capacity in India is only 5 million tonnes a year! 
 
Like most industries in India, the stainless steel industry has seen severe 
ups and downs – more often than not due to government policies, 
particularly licensing in an earlier era, and now dumping by overseas 
producers, linked with low or no import duties. Jindal Steel Hisar, hurt by 
expanding its capacity by setting up a new plant in Odisha, was forced, as 
a survival measure, to hive off the Odisha plant into a separate company, 
so that the main company was safe! 

But in the last few years, with helpful policies and a booming market, 
both the Jindal companies are firmly back on track, and ready to merge 
and emerge as the clear leader in stainless steel in India. And while 
stainless steel constitutes about 3 per cent of the total steel industry by 
volume, it accounts for 12-15 per cent of the profits. With expanding usage 
of stainless steel in a variety of industries from auto, to pharma, to food 
to nuclear, the per capita consumption in India is set to double again, 
and the companies are very well placed. The companies are competitive 
internationally and export 20 per cent of their production to over 60 
countries. But the market in India is growing faster.

Reflecting the turnaround, the share prices of both companies have risen 
dramatically in the last year. Jindal Hisar is up two-and-a-half times, and 
Jindal steel is up over three times! But with double-digit growth ahead, 
the best is still to come. With very little debt now left and the expanded 
capacity in place, the merged companies will set new benchmarks in 
production, sales, exports and profits.

It is heartening and encouraging to see the growth of the leaders. Ratan 
and Abhyuday are also the Jindals to watch.
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Let’s get real
No appetite for India-US FTA

Union commerce minister Piyush Goyal’s 
recent round of talks with his American 
counterpart, United States Trade Repre-

sentative (USTR) Katherine Tai, did not produce 
anything substantive with both sides merely 
agreeing to ensure greater market access in cer-
tain farm commodities, continue their engage-
ment on the critical visa issues and facilitate 
the movement of skilled professionals. If one 
thought that the US under Joe Biden would be 
less suspicious of free trade, one was mistaken. 
Clearly, the firmly entrenched narrative in the 
US that  free trade has cost jobs seems to have 
outlasted  the Trump era. The Biden adminis-
tration has limited political capital to challenge 
the American Right and Left’s scepticism of 
trade, and has shifted focus to what it calls a 
“worker- centred” trade policy. As for the India-
US FTA, let’s get real. There is no appetite in 
the Biden administration for a trade deal. This 
became obvious after it put the Phase-2 of the 
US-China trade pact in the cold storage.

After it came to power, the Modi govern-
ment tried to distance itself from a spate of 
FTAs under the UPA and also stayed away from 
a key regional agreement, RCEP. It adopted 
the wooly idea of self-reliance (Atmanirbhar 
Bharat) and a set of protectionist measures. 
It is only now, post-Covid, that India is step-
ping out of this self-defeating embrace. During 
the last days of the Trump era, one was wit-
ness to some bluster about an India-US mini-
India trade deal. Of course, the deal didn’t 
happen. Goyal now says that India never really 
“boarded the train” (on the FTA negotiations). 
And despite pressure from American compa-
nies operating in India on the Biden admin-
istration to make some concessions, the fact 
remains that the US will not do anything with-
out reciprocal giveaways from India.

This conflict is reflected in India’s  demand 
for  complete restoration of the GSP (Gener-
alised System of Preferences) benefits. Under 
GSP, India could ship out duty-free goods 
worth $6-6.5 billion a year. Though the 
potential tariff forgone by the US is only $240 
million (in 2018), it is in no hurry to revive 
the GSP.

However, there is much to be done. Take 
the decision to work towards freer movement 
of professionals and the totalisation pact, 
long sought by New Delhi mainly to protect 
its IT industry against US’ non-tariff barriers. 

Domestic IT firms pay over $1 billion a year 
to comply with the social security norms for 
their Indian employees in the US despite the 
fact that these people don’t work there long 
enough to be eligible for such benefits. A total-
isation agreement will remove dual social secu-
rity taxation. 

The US has offered to export ethanol to sup-
port India’s lofty goal of reaching 20 per cent 
of ethanol blending with petrol by 2025. Goyal 
should now turn to road and transport min-
ister Nitin Gadkari, a great votary of ethanol 
use, to quickly examine the offer and initiate 
action if it is worth the effort. Cheap ethanol 
blended with petrol can bring the fuel price 
down. Then there are the enabling factors that 
need to be taken care of. For instance, recognis-
ing that legal, nursing, accountancy and elec-
tronic payment services can facilitate growth 
in trade and investment, both the sides agreed 
to promote engagement in these sectors, along 
with  bilateral engagement to promote the dig-
ital economy so that the internet remains open 
for free exchange of ideas, goods, and services.

Certain timelines need to be followed. Both 
Goyal and Tai agreed to utilise the revital-
ised trade policy forum (TPF) and its working 
groups as a means of rapidly engaging on fresh 
trade concerns as they arise, and that they 
would evaluate the progress in this regard at 
quarterly intervals. The TPF working groups, 
comprising officials from both the countries, 
have been asked to develop, by March 2022, 
plans of action for making substantive prog-
ress. They will identify a set of specific trade 
outcomes that could be finalised for an inter-
session TPF meeting to be held by mid-2022.

An encouraging upshot of the Goyal-Tai 
meeting was that both sides recognise that 
progress on bilateral trade ties with a set of val-
ued partners is necessary for both economic 
and strategic reasons. Then, there is what can 
be a called a twin bilateral paradox. The first is 
that while the defence and security relation-
ship has deepened, even signing a mini-trade 
deal has been difficult. The second is that even 
in the absence of a trade deal, trade figures are 
fairly robust and have bounced back smartly 
this year. Bilateral goods trade between the US 
and India is expected to cross $100 billion for 
the first time in FY22, against about $81 bil-
lion in the last fiscal when the pandemic hit 
the supply chains.                       u
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Adding value
Companies have used the pandemic to create more sustainable value for their 
shareholders

Corporate India is increasingly coming to 
terms with the fact that wealth maxi-
misation is the name of the game. The 

last two years of the pandemic has given them 
ample time for introspection and strategis-
ing about the ways and means for maximising 
wealth. Several companies have restructured 
their portfolios or gone on a buying spree in a 
bid to enhance the company’s value. 

Reliance Industries was the first to raise 
funds through striking alliances in its telecom 
vertical and also raise capital for a mega rights 
issue of over R53,000 crore at the beginning of 
the pandemic. It was the first one to bet the 
entire company’s fortune in creating two more 
Reliance Industries through its telecom ver-
tical and retail vertical. More recently it took 
it upon itself to create another green energy 
vertical which will in times to come be yet 
another mini-Reliance of sorts. If the hydrogen 
game is played well, it could be a global game 
changer. The creation of a new subsidiary to 
house its gasification plant is yet another 
instance of creating further value as the syn-
thetic gas – in this case a mixture of carbon 
monoxide and hydrogen – which is currently 
used to fuel other plants, can also be used to 
produce further downstream chemicals which 
can be added to its portfolio.

The growth appetite of companies, despite 
what the finance minister says, has always been 
present. The Aditya Birla group, led by Kumar 
Mangalam had, in 2018,  before the onset of 
Covid, taken over the high-tech aluminium 
products manufacturer Aleris, through Hindal-
co’s subsidiary Novelis, to become one the 
largest aluminium players globally. Through 
takeovers and consolidations, it has already 
made UltraTech a cement major with global 
capacities. More recently it listed Aditya Birla 
Sunlife Mutual Fund, carved out from its com-
pany Aditya Birla Capital. The group will also 
pump in more funds into its telecom JV to try 
and recoup the sharp erosion in the market cap 
of that company. 

Vedanta, another large player in metals, is 
also contemplating the division of its various 
verticals of oil and gas, aluminium, iron and 
steel into separate companies which would 
be listed separately. This would again unlock 
value for shareholders, including the promot-
ers who hold 65 per cent. Each company would 
be allowed to pursue its own growth path.

Adani realised this a little earlier and today, 
post the split of its companies, it has again 
become one of the largest groups. The market 
cap of its six listed companies is now upward of 
R11 lakh crore. 

Tatas are also in a value maximisation 
mode. Tata Consumer recently took over the 
TataQ brand of products which include ready-
to-eat products housed in Tata Industries. 
Earlier, it had taken over the salt and pulses 
business from Tata Chemicals. The market cap 
of Tata Consumer, which was earlier largely 
into the tea and coffee business, has grown 
3x in less than two years post the takeovers, 
albeit within the group. Tata Motors’ decision 
to enter the EV space has breathed new life 
in the company and seen its market value go 
up significantly. Tata Steel had, through both 
organic and inorganic growth, seen the com-
pany declaring its best ever profit. In fact, all 
its group companies including Tata Elxsi, Tata 
Communications and Voltas, have benefitted. 
The latter by striking an alliance with a Turk-
ish company. The takeover of Air-India is too 
fresh to see whether it will maximise value 
or be a drain for some years on Tata Sons. Its 
Superapp addition to the group will be felt in 
years to come.

ITC, another large group which was stag-
nating on the bourses for several years, has 
announced its plans to list some of its verticals. 
It has also entered the healthcare segment. It 
may take a year or so to see the results of its 
value maximisation efforts.

Sometimes value maximisation also fol-
lows from family settlement. Godrej is a prime 
example. Escorts was used to bring in a Japanese 
JV partner Kubota  (market cap $26 billion) to 
create more value for the company even at the 
cost of the promoters ceding control.

This value maximization maxim is not just 
followed by the top industrial houses. Smaller 
ones are also religiously doing the same. Megh-
mani has split its company into Meghmani Fine 
Chemicals and Meghmani Organics, with the 
combined market cap surpassing R5,000 crore. 
Ahead of the split, the valuation of Meghmani 
Organics was around R3,500 crore.

While the fad for the new age tech compa-
nies may or may not be sustained in the future, 
traditional businesses have used the pandemic 
well to pursue growth and create sustainable 
value for their shareholders.        u
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But for the Corona-led disruption, the 
union government would have made the 
complete National Family Health Survey 5 

(NFHS-5) report public by the end of last year. 
But the report, which comes out every five years 
and is believed to be more than a stocktaking 
exercise in understanding the micro-trends in 
the social sector (particularly health) was delayed 
due to disruption in services. The exercise, 
divided into two parts this time, saw the release 
of the findings of 22 states & UTs in Phase-I in 
December, 2020. And last week, the Union Min-
istry of Health and Family Welfare released the 
data for the remaining states and UTs.

The survey’s coverage was quite sizeable. 
As per a Ministry of Health note, it was con-
ducted in around 6.1 lakh sample households 
from 707 districts covering 7,24,115 women 
and 1,01,839 men to provide disaggregated 
estimates up to the district level. In all fairness, 
the findings of the report this time present 
a marked degree of improvement on several 
parameters and somewhat validate the utility 
of several programmes and campaigns run by 
the union and state governments. The public 
expenditure in these programmes run into sev-
eral billion dollars. 

The major positive takeaway of this report 
includes a further decline in the Total Fertil-
ity Rates or TFR (average number of children 
per woman) from 2.2 (NHFS-4 figure, 2015-16) 
to 2.0 at the national level. This is indicative 
of the population explosion factor losing steam 
in the not-so-distant future. The overall Con-
traceptive Prevalence Rate (CPR) has increased 
substantially from 54 to 67 per cent at the 
all-India level during the five-year period. 
The full immunisation drive among children 
aged 12-23 months has recorded a substantial 
improvement from 62 per cent to 76 per cent. 
The survey also underlines a substantial jump 
in institutional births – from 79 per cent to 89 
per cent at the all-India level – among the list 
of major gains made since NFHS 4. 

On an overall basis, the NFHS 5 has pre-
sented the national health scenario based 
on an analysis of 131 parameters and on the 
majority of metrics, the improvement is mod-
est. However, when it comes to the most criti-
cal parameter of children and women’s health 
vis-à-vis nutrition, the improvement shown 
is too meagre to really make any difference. 
For instance, child nutrition indicators show 

a slight improvement at the all-India level as 
stunting has declined from 38 per cent to 36 
per cent, wasting from 21 per cent to 19 per cent 
and underweight children from 36 per cent to 
32 per cent at an all-India level. Anaemia has 
been a critical challenge on the social health 
front for  the country and the scene hasn’t 
improved much. According to the report, more 
than half the children and women (including 
pregnant women) are anaemic in all the phase-
II States/UTs and an all-India level compared 
to NFHS4, in spite of the substantial increase 
in the composition of iron folic acid (IFA) tab-
lets given to pregnant women for 180 days or 
more. “Anaemia among children and women 
continues to be a cause of concern,” the minis-
try note maintains in no uncertain terms. 

And this is the factor which most observers are 
pointing to as a major spoiler of the report. That 
India is consistently failing to reap the produc-
tivity benefits of a large section of society (partic-
ularly from the poorer section) due to inadequate 
nutrition supply resulting in serious health aber-
rations has been a much talked about issue for a 
long time. And there seems to be no reason to 
change the basic element of this debate. 

The government-led response to the challenge 
comprises a massive infrastructure improvement 
and expenditure in programmes like mid-day 
meal scheme, anganwadi driven support system, 
project Poshan (launched by the current govern-
ment) and a host of other schemes. To enhance 
the nutritional quotient of supplies at the ration 
level to the common man, as well as supplies to 
be used in the mid-day meal programme, the 
Prime Minister, in last year’s Independence Day 
speech, had also announced delivering only for-
tified rice from 2024.

The survey findings on the nutrition front, 
however, clearly indicate that much needs 
to be done to get better results. Probably, the 
entire delivery system needs a new direction 
and the emphasis should be on programmes 
like Poshan or the National Nutrition Mission. 
Buzz within social sector circles suggests the 
problem, especially on the child health front, 
could be much worse than what the latest find-
ings underline. The closure of schools provid-
ing mid-day meals to children after Corona 
may further add to the woes. For the govern-
ment, the challenge on the nutrition front, 
therefore, is not going to be an easy puzzle to 
be solved anytime in the near future.       u

Health of the nation
The survey indicates that much needs to be done to get better results
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Building 
infrastructure 
Welspun One Logistics Parks, a pan-
India integrated fund, development, 
and asset management platform, 
a part of the $3.5 billion Welspun 
Group, has signed an MoU with Guid-
ance, the Government of Tamil Nadu’s 
nodal agency, for investment promo-
tion and single window facilitation. 
This is towards setting up warehous-
ing facilities across the state. The proj-
ects will be executed by Welspun One 
Logistics Parks and will bring direct 
investments of around R2,500 crore to 
Tamil Nadu. Under this MoU, a total 
of six projects have been proposed 
in the prime warehousing micro-
markets like Hosur, Sriperumbudur 
and Tiruvallur; totalling a devel-
opment potential of around 8 mil-
lion sq ft, to be built across a span of 
five years. Considering the tangible 
social and economic benefits that the 
investments entail, the state govern-
ment has assured support in stream-
lining the approval processes and 
single-window clearances for Wels-
pun-initiated projects to facilitate the 
overall ease of doing business. The 
Welspun group company, in turn, is 
determined to provide high-impact 
sustainable warehousing solutions 
by incorporating green infrastruc-
ture and an industry-led technology 
approach.

Digital 
transformation
Tech Mahindra, a leading provider 
of digital transformation, consult-
ing and business re-engineering ser-
vices & solutions, has partnered with 
Tanzania Electric Supply Company 
Ltd. (TANESCO) for one of the big-
gest utility transformation deals. 
The deal is aimed at enabling digital 
transformation for TANESCO in order 
to support future-ready applications 
including Geo Information System, 
IT Infra/Network, while improving 
agility and returns on investment 
through technology-led transforma-
tion. TANESCO, an integrated power 
utility company, is engaged in the 
entire value chain of generation, 

transmission & distribution across 
Tanzania and is currently transform-
ing itself into a digital enterprise, 
deploying the full spectrum of tech-
nology. As part of the ‘Design, Supply, 
Installation, Implementation, Train-
ing and Commissioning of Corporate 
Management System and Supporting 
Infrastructure’, Tech Mahindra will 
implement digital solutions such as 
SAP S4 Hana, SAP Billing, Esri GIS, 
Huawei Infrastructure, and new edge 
solutions such as drones, to increase 
operational efficiency, improve ser-
vice quality, and enhance customer 
experience for the power utility 
company. 

Innovation Centre
Larsen & Toubro Infotech Ltd, a global 
technology consulting and digital 
solutions company, has opened an 
Innovation & Experience Centre at 
LTI Whitefield campus in Bengaluru, 
focusing on IBM technologies. The 
centre will assist enterprises in mod-
ernising their operations and acceler-
ating digital transformation journeys. 
This Innovation and Experience Cen-
tre will showcase LTI solutions that 
have been co-created using IBM 
technologies such as IBM Cloud and 
Cloud Paks. The Centre will also serve 
as a forum for customers to engage 
with LTI and IBM technical resources 
for in-depth technology briefings, 
solution demos, software, tool access 
and solution workshops. Through 
this centre, IBM and LTI will col-
laborate and invest in creating joint 
solutions and develop industry view-
points around digital transformation, 
hybrid cloud, data & AI, and security 
services. In addition, both LTI and 
IBM teams will work with customers 
to address their requirements around 
driving digital transformation and 
managing multiple clouds.

Manufacturing 
initiative
Acer India, the leading PC brand, 
and Dixon Technologies have part-
nered for the manufacturing of lap-
tops at Dixon’s state-of-the-art 
manufacturing facility in Noida. This 
will give a strong impetus to India’s 

manufacturing competitiveness and 
leverage the production-linked incen-
tive by the Government of India. 
The factory will have capacity to pro-
duce up to 500,000  laptops annually. 
Acer will bring in the global know-
how and processes to manufacture 
high-tech electronic products in the 
laptops category which will be imple-
mented through Dixon’s facilities. 
Acer believes that this key initiative 
will grow the electronic manufac-
turing ecosystem which will help it 
to serve domestic and global markets 
from India. The PLI for IT hardware 
by the Government of India is a game 
changer that will have the advantage 
to increase domestic value addition 
and significantly position India as a 
key export hub.

Raising funds
Zenwork, a leading provider of dig-
ital tax compliance and a regula-
tory reporting fintech SaaS platform 
for businesses everywhere, has suc-
cessfully raised over R1,200 crore 
from  Spectrum Equity, a leading 
growth equity firm focused on inter-
net-enabled software and information 
services companies. The investment 
will enable Zenwork, operating the 
brands  Tax1099  and  Compliancely, 
to accelerate product innovation and 
meet the growing business demand for 
modern, automated technology solu-
tions that address regulatory compli-
ance and power electronic filing and 
information management. Zenwork 
helps businesses manage compliance 
at a time when changing state man-
dates and a surge in the gig economy 
workforce have created new, com-
plex tax reporting burdens. The com-
pany offers its customers modern, 
cost-effective solutions that trans-
form resource-intensive, manual pro-
cesses into highly automated, digital 
experiences. Zenwork currently serves 
over 100,000 small businesses nation-
wide, including 30,000 CPA firms, as 
well as large enterprises. The com-
pany has been growing rapidly, adding 
40,000 new clients in each of the last 
two years and processing millions of 
electronic filings. It performs over 12  
million business identity and compli-
ance checks annually on behalf of its 
client base.         u
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The Slavia marks the start of Czech automaker, Škoda Auto’s 
next stage in its India 2.0 project. Following the successful 

launch of the mid-size SUV Kushaq, the brand-new sedan is the 
Czech carmaker’s second India-specific model. The Slavia’s man-
ufacturing process has a localisation level of up to 95 per cent. 

Thomas Schäfer, CEO, Škoda Auto, said, “With the new Sla-
via, we are igniting the next stage of our India 2.0 product cam-
paign. Following the successful launch of the Kushaq, we are now 
entering another popular segment with our brand-new premium 
mid-size sedan. The Slavia is perfectly tailored to the needs of our 
customers in India and has up to 95 per cent localisation.” Skoda 
Slavia comes in two engine formats 1.0 TSI and 1.5TSI with six 
air bags. The one litre three-cylinder petrol engine generates 113 
bhp of power and 175 Nm of torque. It comes with a six speed 
manual and a six-speed automatic gearbox options. The larger 
1.5-litre four-cylinder turbocharged engine gets 150 bhp of power 
and 250 Nm of torque. It comes with a six-speed manual and a 
seven-speed DSG automatic gearbox options. “When we started, 
one of the objectives for the group was to capture 5 per cent mar-
ket share by 2025 with Škoda Kushaq, and now the Slavia, we 
are getting closer to achieving it,” said Gurpratap Boparai, 
Managing Director, Skoda Auto.                u

From washroom automa-
tion to contactless sani-

tation, Euronics is helping 
companies create a Covid-free 
environment. The company 
manufactures and sells auto-
mated washroom accessories 
such as hand dryers, sen-
sor taps, urinal sensors, soap 
dispensers, paper dispensers 
and more. Founded in 2002, 
the brand focused on offer-
ing great innovative products 
and services, has seen mas-
sive surge in demand for its 

product in the last one-and-
a-half years. In fact, the sales 
the company did in March 
and April 2020 combined 
were more than what it did 
in the last 15 years. With over 
20 pan India offices, 200,000+ 
customers and 300+ strong 
workforce, Euronics prod-
ucts are being used by over 
100,000 companies across 
India. In India, Euronics is 
a preferred brand to almost 
every Fortune 500 company 
and leading Indian corpora-
tions like Microsoft, Oracle, 
Nestle, Lupin, JSW, KFC and 
ITC. “We are working with a 
vision to grow this company 
with continues product inno-
vation, and the use of technol-
ogy in all our processes. All 
this has helped us during this 
pandemic in helping others to 
create contactless and touch-
less facilities,” says Viknesh 
Jain, founder of Gurugram-
based Euronics.     u

Federal Bank-backed 
Equirus Capital Pvt 

Ltd is a one-stop investment 
bank for all financial needs of 
growth-oriented mid-market 
companies. Led by seasoned 
bankers, the company works 
with the largest and the most 
reputed investors in the indus-
try. Right from investment 
banking, fixed income and 
capital market to institutional 
equities, portfolio manage-
ment and wealth management, 
Equirus, having over 15 offices 

across 14 cities, has carried out 
deals valued at $4.5 billion 
across over 166 transactions. 
Backed by a strong team and 
expertise, it has closed trans-
actions worth R5,000 crore 
during the pandemic-afflicted 
period of FY21. Over the years, 
the firm has built up strong 
capabilities across its various 
verticals, where some of the 
verticals like fixed income, 
have been added recently. 
“Fixed income is a new setup 
and has grown significantly 
over the last 18 months or so. 
We are ramping up this busi-
ness. While larger plans before 
the pandemic needed a relook 
with the changes in way to do 
business, a transition in mar-
kets has also led to take a cal-
ibrated view with a focus on 
distribution of fixed income 
products to HNI, retail and 
family houses,” says Vinay 
Pai, head, Fixed Income,  
Equirus Capital      u

Indian Oil and NTPC 
signed an MOU to collab-

orate and mutually explore 
opportunities in the field of 
renewable energy. The MoU 
was signed in the presence of 
Shrikant Madhav Vaidya, 
chairman Indian Oil and Gur-
deep Singh, CMD, NTPC and 
other officials. This is a first-
of-its-kind initiative by two 
leading public sector energy 
majors of India to support 
the country’s commitment to 
achieve renewable energy tar-
gets and reduce greenhouse 
gas emissions.   “As a global 

energy major, environmental 
priority is being weaved into 
every business aspect of Indian 
Oil, and now, we intend to use 

green energy to power new 
projects and refinery expan-
sions”, said Vaidya. “NTPC is 
taking various steps to make 

its energy portfolio greener by 
adding significant capacity of 
renewable energy sources & 
plans to have 60GW capac-
ity through renewable sources 
by 2032, which will constitute 
nearly 45 per cent of its over-
all power generating capac-
ity”, added Singh.  Indian Oil 
has plans to scale up its port-
folio of renewable energy with 
solar, wind, etc., for refinery 
operations, thereby reaffirm-
ing its commitment towards 
environmental sustainabil-
ity and reduction of carbon  
footprints.    u
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Founded in 2016, AgNext 
Technologies provides 

deep-tech enabled solutions for 
food quality assessment, mon-
itoring, and management. The 
company has innovated full-
stack solutions, based on a 
unique integration of adaptive 
hardware, integrated software, 
and data analytics, which aim 
to solve quality-related issues 
in the post-harvest agricul-
ture value chain. The company 
has collected over 2 million 
food samples over the last 
four years across multiple cat-
egories, creating a massive AI 
dataset. It counts companies 
such as  ITC  and Godrej, and 

cooperatives such as NAFED as 
clients. The company has 
recently raised $21 million as 
a part of its Series A funding 
round led by Alpha Wave Incu-
bation (AWI) fund.  With this 

new capital infusion, AgNext 
will now enter newer commod-
ities, strengthen pan-India 
presence and expand to inter-
national markets. “In the era 
of Agriculture 4.0, the demand 
for better market linkages and 
secure food trade is driving 
deeper penetration of technol-
ogy in agricultural ecosystems. 
As first movers in the agricul-
tural deep-tech space, we have 
established market leadership 
in India through our novel AI-
based technologies that assure 
quality-based food trade across 
value chains,” says Taranjeet 
Singh Bhamra, founder and 
CEO of AgNext.       u

Barton Breeze is one of  
India’s largest and fast-

est growing hydroponics com-
panies.  Founded in 2015, 
with a mission to bring tech-
nology innovation in the 

farming sector, the company 
has expanded its footprints 
into three countries (including 
India) with more than 350,000 
sq ft of hydroponic and  aero-
ponic farm, producing more 
than 11,50,000 kg of food every 
year. Barton Breeze is not just 
a hydroponic farm developer, 
but also a farmer, growth con-
sultant and a retailer. It offers 
end-to-end consulting ser-
vices to help one grow his own 
food in an organic and sustain-
able way, on his farm lands. It 
builds farms, operates it, and 
directly sells the produce to 
the customer. This end-to-end 
operation not only reduces 

the final cost to the consum-
ers, but also ensures total 
control over quality. “At Bar-
ton Breeze, we aim to create 
a healthier, cleaner environ-
ment for present and future 
generations by facilitating and 
growing fresh food at homes, 
offices and commercial farms 
with the help of technol-
ogy. Hydroponic technology 
helps save valuable water, land 
and labour resources. More-
over, the controlled growing 
system enables production 
of food without harmful 
chemicals,” says Shivendra 
Singh, founder and CEO, Bar-
ton Breeze.    u

Piaggio India, the subsid-
iary of the Italian Piaggio 

Group and maker of the Vespa 
and Aprilia range of scoot-
ers announced the launch of 
its new design for Aprilia SR 
Range. The new Aprilia SR 160 
will be available at a price of 
R1,17,494 and Aprilia SR 125 
priced at R1,07,595. “It gives me 
immense pleasure to announce 

the launch of the new Aprilia 
SR 160 range. Evolution of 
brand Aprilia is very interest-
ing in India, SR as an innova-
tive design with big wheels in 
scooters has already created a 
segment of Aprilia experience 
seekers, SR has been a bench-
mark scooter and first to offer 
the great engineering tech like 
ABS (Antilock braking system), 

160 CC 3V Tech FI, High Tech, 
High Performance Engine, 
its new design evolution will 
make riders rejoice the brand 
experience ever more”, said 
Diego Graffi, CMD, Piaggio 
India.    “The all-new SR 160 
is set to take the market by 
a storm. New SR is an excit-
ing representation of latest 
Aprilia brand look, it’s going 
to enhance its prominence on 
the road with new imposing 
stance and with best technol-
ogy incorporated, represent-
ing the true Aprilia spirit and 
will be elevating the experi-
ence to its fans”, it’s available 
across all the Aprilia dealer-
ships in India and on Aprilia 
online shop”, added Sud-
hanshu Agrawal, Head 
2-Wheeler Business, Piaggio 
India.     u

Radico Khaitan Ltd, 
(RKL) launched  ‘Royal 

Ranthambore Heritage Col-
lection-Royal Crafted 
Whisky’  in Mumbai. “This 
premium offering will look to 
satisfy the palate of the most 
discerning connoisseurs in the 
Western region of India.  The 
western Indian market is a 
highly evolved market with 
sophisticated choices amongst 
a very discerning consumer 
set. Our brand will be a game 
changer and undoubtedly 
be the benchmark for other 
offerings in this category,” 
says  Amar Sinha,  COO, 
Radico Khaitan Lim-
ited.  Royal Ranthambore is 
crafted from different bespoke 
blended malt scotch from 
various regions of Scotland. 
Scotch grain is also blended 
to harmonise the whisky. It 
is a complex whisky with six 
Blended Malt Scotches, one 
Scotch grain from malted 
barley and oak infused grain 
neutral spirit, reserved for a 
specific time to assimilate the 
blend. “With the launch of 
the product, the brand also 
rolls out the marketing cam-
paign to reinforce the brand 
position of being ‘India’s Fin-
est Yet’. Royal Ranthambore 
is also available in UP and  
will soon be launched in Goa, 
Rajasthan and Haryana in 
select stores in the first phase,” 
adds Sinha. RKL is one of the  
oldest and largest manu-
facturers of IMFL in India. 
Earlier known as Rampur  
Distillery, RKL commenced 
its operations in 1943, and 
over the years emerged as a 
major bulk spirits supplier  
and bottler to other spirit 
manufacturers.     u
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Amongst the events that are syn-
onymous with Delhi is the 
India International Trade Fair 

(IITF), which has been held annually 
for the past four decades. The fair’s 
dates are fixed; it begins on 14 Novem-
ber and continues for two weeks. Due 
to the pandemic the fair wasn’t held 
last year.

The first thing that strikes you this 
time (which happens to be the 40th 
IITF) is the new structure where it was 
held. This new hall is a part of the 
R2,700 crore redevelopment project of 
Pragati Maidan. One exhibition hall 
(out of the six) was brought into use 
this time as the others are still under 
completion. An area of 70,000 sqm, 
almost three times the space used in 
2019, was brought into use this time. 

Amongst the 3,000 exhibitors this 
year, there were just a handful of inter-
national participants. These included 
traders from Nepal, Bangladesh, 
Afghanistan and Turkey. “I was in 
India when the crisis in Afghanistan 
happened,” says Hamid, a 34-year-
old dry fruit trader from Afghanistan. 
He is confident of returning to Kabul 

once things improve there. Since most 
of the participants from Afghanistan 
already have retail outlets in Delhi, 
they were hopeful of getting repeat 
buyers in their Delhi outlets, after 
the fair ended. Start-ups and women 
entrepreneurs were given huge dis-
counts for setting up their stalls.

The five sutras “The government has 
its focus on five essential sutras which 
include: economy, exports, infrastruc-
ture, demand and diversity for over-
all development in the country,’’ said 
the minister of commerce and indus-
try Piyush Goyal while inaugurating 
the fair.

Many exhibitors across differ-
ent states in India hope that this fair 

marked the revival of their business 
which suffered immense losses due to 
the pandemic. “We are taking part in 
a big way this year and are sure that 
things will look up,” said Shams from 
the Agriculture department of Sri-
nagar. When asked about how things 
were in Kashmir, he replied in the 
affirmative and said all was well.

There was an emphasis on promot-
ing Micro, Small and Medium Enter-
prises (MSMEs) during the course of 
this IITF. “The objective is to provide 
an opportunity to MSMEs to showcase 
their products and create new avenues 
for growth and self-reliance,” says 
Narayan Tatu Rane, Union Minister  
of MSMEs.

A total of 316 MSMEs showcased 
their products from 20 sectors which 
include ayush, ceramics, chemicals, 
cosmetics, electronics, embroidery 
and food, amongst others. Also, this 
year the MSME segment has seen the 
highest ever participation of women-
led enterprises (71 per cent). 

Interestingly, while the Indian par-
ticipants and the India Trade Promo-
tion Organisation (ITPO) were very 
upbeat about this fair, not too long 
ago the very ground where the fair was 
being held was slapped with a penalty 
for contributing to the already severe 
Air Quality Index (AQI) in Delhi. The 
Pragati Maidan (where the IITF was 
held) redevelopment project contrac-
tor was fined a few lakhs, when the 
project was in full swing, by the SC 
monitoring committee. The project, 
which has involved a lot of construc-
tion, is constantly under the scan-
ner of the Central Pollution Control 
Board (CPCB).         u
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New look, new hope
Will the 40th IITF revive business sentiments?
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Fair and lovely: beautiful objects on display 
at the fair; and (inset) the new venue
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S H I P P I N G

Reward 
scheme for 
excellence
For the first time in its history, 

India’s leading shipping association 
‘Maritime Association of Shipown-
ers Shipmanagers and Agents (MASSA)’ 
has initiated a ‘Reward Scheme for 
Excellence’ at its maritime train-
ing academies operated by the Mari-
time Training & Research Foundation 
(MTRF) Trust for Indian seafarers who 
intend to undergo the preparatory 
‘Certificate of Competency’ maritime 
courses. This move is primarily aimed 
at increasing the global share of Indian 
seafarers. MTRF was formed in 1994.

Under the newly launched Reward 
Scheme for Excellence, Indian sea-
farers who successfully pass all func-
tions of the written examinations 
conducted by The Director General of 
Shipping of India’s Mercantile Marine 
Department (MMD) in the first attempt 
will be offered one simulator training 
course free of cost at MASSA Maritime 
Academies based in Navi Mumbai or 
Chennai. 

“This reward will be offered ini-
tially for a period of one year for stu-
dents enrolling at MASSA academies 
between December 2021 and Decem-
ber 2022. The eligible students can 
thereafter undergo simulator course 
training free of cost in our Navi Mum-
bai or Chennai academies within two 
years of the declaration of results of the 
MMD examinations,” said Maneesh 
Pradhan, Chairman, MTRF.

He added, “This scheme will 
undoubtedly promote talent within 
the Indian shipping industry. Covid 
did result in some backlog but now 
that the maritime examination system 
is under way, we wish to reward mer-
itorious people who would be driven 
to do well.”

The Reward Scheme for Excel-
lence for Indian seafarers promoted 
by MASSA is indeed a big boost to the 
Indian maritime sector. Pradhan said 
that Indian seafarers have a distinct 
advantage over other Asian counter-
parts due to their competence and 
command over English. The edge due 

to English is narrowing constantly 
as many countries have planned to 
bridge this gap, resulting in some com-
petition. If India intends to retain 
and increase the global share of its 
highly skilled seafaring workforce, 
Indian merchant navy officers need 
to stand out in terms of competence 
and quality. There are many techno-
logical changes the global shipping 
sector is witnessing presently and 
with more to come, maritime training 
will be extremely crucial for building 
the quality pool of seafarers required 
to operate specialised cargo vessels 
world-wide. 

Some of the technological advances 
witnessed in ship operating proce-
dures globally at present include dual 
fuel engines, better voyage manage-
ment & planning, advanced fuel-effi-
cient cargo ships, advanced equipment 
onboard for monitoring cargo ships’ 
parameters, ballast water treatment 
systems, exhaust gas scrubbers, etc. 
Pradhan reiterated that maritime 
training institutes operated by MTRF 
will play an important role in edu-
cating and enhancing the skills of 
Indian seafarers, going forward. The 
infrastructure required for maritime 
training is very large and costly. Mar-
itime simulators are expensive instru-
ments of learning generally although 

are extremely critical for the training 
of seafarers. The work on cargo ships 
continues to be labour-intensive and 
not stress-free. Which is why, the men-
tal wellbeing of our seafarers too is a 
cause of concern. This is again some-
thing that excellent training insti-
tutes operated by MTRF will address by  
subjecting seafarers to soft skill train-
ing modules.

Playing a pivotal role MTRF maritime 
institutes operated by MASSA based in 
Navi Mumbai and Chennai train over 
7,500 Indian seafarers through special-
ised shipping courses.  The origin of 
MASSA dates back to 1947 when it was 
established under the name of Own-
ers/Agents’ Committee (Crews). Since 
its inception, it has played a pivotal 
role in formulating a unified policy 
regarding the employment of Indian 
seamen. Some MASSA members have 
employed Indian officers and ratings 
for over six decades and have exten-
sive shipping interests in India.

Mumbai-based MASSA is a non-
profit making body of Shipowners, 
Shipmanagers and their Agents regis-
tered as a Section 25 company under 
the Indian Companies Act 1956. 
MASSA members include companies 
which have a long association with 
the Indian manning sector and are 
identified as traditional employers of 
Indian merchant navy officers and rat-
ings (semi-skilled mariners).

MASSA is an independent organisa-
tion which enjoys an excellent rap-
port and a working relationship with 
the Government of India, Ministry of 
Shipping, Director General of Ship-
ping, Indian Shipowners and allied 
shipping interests, National Union of 
Seafarers of India, Forward Seamen’s 
Union of India and The Maritime 
Union of India. MASSA is represented 
in various statutory bodies in the ship-
ping industry.

MASSA provides a forum for mem-
ber lines (Indian and foreign), their 
local agents and Shipmanagers to 
interact with the Indian Government 
and maritime unions in all matters 
relating to employment, training and 
welfare of seamen.

MASSA is also the Secretariat of the 
National Maritime Board of India.      u
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Pradhan: enhancing skills
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In October, the Modi government 
extended the tenure of RBI gover-
nor Shaktikanta Das by another 

three years till December 2024, thus 
giving him a tenure of six years. Das, 
as Secretary, Department Economic 
Affairs, Ministry of Finance, was the 
face of demonetisation holding almost 
daily briefings in Delhi. That appealed 
to Prime Minister Narendra Modi and 
he landed the coveted job of RBI gov-
ernor. As RBI governor, he has tasked 
with the onerous job of heading off 
the challenges posed by the  Covid-
19 pandemic at a time when the Union 
finance ministry was still getting its 
act together. He announced a series of 
packages for all – the large industry, 
small units, individual borrowers, and 
others. The RBI, under him, pumped 
liquidity into the financial system to 
bolster growth and address stress in 
various sectors.

The extension granted to Das would 
have gone relatively un-noticed, given 
his low-profile and non-controversial 
nature. There was also a precedent: 
Bimal Jalan was governor for six years. 
But a fortnight later, the government 
extended the tenure of the Home Sec-
retary, Defence Secretary, Director 
of Intelligence Bureau and Secretary 
of Research and Analysis Wing for a 
period of two years. According to the 
gazette notification issued by the Min-
istry of Personnel, Public Grievances 
and Pension on 15 November, the ten-
ure of these officials can be extended 
up to five years.

More significantly, it also issued a 
notification to extend the tenure of 
the Directors, Central Bureau of Inves-
tigation and Enforcement Directorate 
up to five years. All these offices repre-
sent the “strong-arm” of the state.

Of late, the ED and CBI have been 
in the news for allowing themselves 
to be used punitively against Oppo-
sition politicians and other critics 
of the regime. The ED, for example, 
is investigating politicians such as  
Congress party’s P Chidambaram 
and DK Shivakumar, Uttar Pradesh 

leaders Akhilesh Yadav and Mayawati,  
as well as the West Bengal coal mining 
scandal involving the Trinamool Con-
gress, the Kerala gold smuggling case 
targeting the CPI(M) and the Agus-
taWestland case where attempts have 
been made to implicate the Gandhi 
family.

Reigniting the debate
The move is believed to have led to 
resentment among serving bureau-
crats as the decision will disrupt the 
chain of succession in these institu-
tions. “At least three to four batches 
will be eliminated each times will feel 
disillusioned if their colleagues with 
‘different types of skills’ get there,” 
says a senior official. 

It has also reignited the debate 
whether the extensions are about 
politically empowering the head of 
the executive as opposed to the Con-
stitution, which binds the officers to 

rule of law under oath.
Trinamool Congress MP Mohua 

Moitra and Congress spokesman Ran-
deep Singh Surjewala have taken the 
matter to the Supreme Court and filed 
petitions challenging the two ordi-
nances. Moitra has stated that by an 
ordinance, the Centre cannot nul-
lify a Supreme Court decision and a 
one year extension period cannot be 
termed as a “short” extension.

In his petition, Surjewala said that 
such “ad hoc extension” goes against 
the Supreme Court rulings that intend 
to insulate these agencies from any 
kind of political interference. He cited 
the 1997 decision in Vineet Narain 
case where the Court held a minimum 
secured tenure for CBI and ED direc-
tors. Subsequently in the Alok K Verma 
case (2019), the Court emphasised the 
need to insulate CBI Director from all 
extraneous influences. On 8 Septem-
ber 8 this year, the top court, while 
considering the extension granted by 
the Centre to the incumbent ED direc-
tor, had said that such an extension 
has to be in “rare and exceptional” 
circumstances and for a short period. 
“These investigative agencies were cre-
ated to serve the public but with these 
amendments, they are being subordi-
nated in a clear and malicious fashion 
to serve the will of the executive,” said 
the petition filed through advocate 
Abhishek Jebaraj.

It further said that the ordinances 
go against the Supreme Court rulings 
that gave much-needed stability to the 
tenure of Director of Enforcement and 
Director, CBI to protect them from 
political interference. The CBI and 
ED directors are appointed for a two-
year tenure. The twin amendments 
allow the Centre to extend their orig-
inal tenure by one year at a time with 
a rider that “no such extension shall 
be granted after the completion of five 
years in total, including the period 
sanctioned in the initial appoint-
ment.” The petition also questioned 
the reason for bringing the ordi-
nance 15 days before the Parliament is  
to convene.         u 

R A K E S H  J O S H I

rakesh.joshi@businessindiagroup.com

“Committed” bureaucracy
Extensions galore in Modi Raj

Das: rewarded for his pro-government policies?
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It may be a surprise to some but 
employees of the Delhi govern-
ment, namely the Delhi State 

Industrial and Infrastructure Devel-
opment Corporation (DSIDC), were 
till recently selling liquor at 600 des-
ignated vends all over the national 
capital. DSIDC in fact had set up a 
wholly-owned subsidiary DSIIDC 
Liquor Limited in 2011 to spot the 
“ever increasing potential” in the 
Indian Made Foreign Liquor Trade.

Last fortnight, however, the Delhi 
government formally exited the liquor 
business, making way for new private 
shops with walk-in facility under the 
new excise policy. In all, licences have 
been issued for 850 new private vends 
through open tender in 32 zones. Over 
200 brands have been registered with 
10 wholesale licensees starting opera-
tions. Starting with 350 vends on 17 
November, all 850 liquor vends will 
gradually start functioning and there 
will be no shortage after that. 

As per the new excise policy, which 
was put in the public domain in July 
this year, swanky liquor vends will 
be set up in 32 zones across the city 
where people would be able to walk in 
and choose the brand of their choice, 
akin to shopping malls. The new 
excise policy aims at transforming the 
consumer experience by replacing the 

existing liquor vends in the nooks and 
corners of the city, with swanky liquor 
stores spread over at least 500 square 
feet area with walk-in facility.

It stipulates that the new liquor 
stores will have to be equipped with 
air-conditioning and CCTV cameras. 
It also will have bars selling liquor 
through grilled shops with people 
crowding outside on roads and pave-
ments. It allows opening of five super-
premium retail vends having an area 
of 2,500 sq ft. Liquor tasting facility 
will also be developed at these super-
premium retail vends.

New liquor policy
These moves are the brainchild of 
Delhi’s deputy chief minister Man-
ish Sisodia, who also holds the finance 
portfolio. The city government’s rea-
sons for going private on the liquor 
trade were simple: it is expected to 
earn around R10,000 crore in a year 
from bidding of liquor shops with the 
implementation of new liquor policy.

In the latest round of bidding, the 
government received 215 bids for retail 
vends in 32 zones across the city. “The 
government had expected the rise in 
excise revenue to be around R2,500 
crore, but the increase after bidding 
is now expected to be around R3,500 
crore,” Sisodia said.

Under the new policy, the licence 
fee has been increased substantially. 
While it was around R8-10 lakh earlier, 
it is now around R6-6.5 crore per vend. 
The majority of revenue came from 
excise duty per bottle. For the coming 
12 months, the revenue will be around 
R10,000 crore,” he added.

While the Delhi government saw 
a reduction of 23 per cent in the 
amount it expected to collect in taxes 
and duties this year, the revenue is 
expected to increase this year because 
of the new excise policy.

 “Over the past two years, revenue in 
the states was very badly affected. In the 
year 2020-21, the dip in revenue through 
different sources was 41 per cent. This 
year, so far, the dip is 23 per cent, despite 
conservative budget estimates… Delhi 
gets no help from the Centre to begin 
with, despite paying significant taxes… 
In the midst of these problems, the new 
Excise Policy has proved to be a silver lin-
ing,” the minister added.

The decision to hand over the 
liquor trade to private parties is part of 
the new Excise Policy adopted by the 
Arvind Kejriwal government early this 
year. Under the new policy, the legal 
age for liquor consumption has been 
reduced from 25 to 21 years.

Not all are supportive of the city 
Government’s new liberalised excise 
policy. Many residents of private col-
onies are agitated about the opening 
of these private liquor vends in resi-
dential areas. Some neighbourhood 
associations have started signature 
campaigns against the new policy.

The Delhi unit of Congress has 
alleged  that  permission has been 
given to open liquor vends in residen-
tial areas, unauthorised colonies, JJ 
clusters and unauthorised buildings, 
without taking the consent of women 
groups, Residents’ Welfare Associa-
tions and religious bodies. “Due to this 
retrograde policy, there are 18 Assem-
bly constituencies which will have 
216 new liquor vends, instead of the 
previous five. Kejriwal, on one hand 
has promised to eradicate the vice of 
liquor and drug addiction in Punjab in 
his tours ahead of the election, and on 
the other hand is turning Delhi into 
a ‘Nashe Ki Rajdhani’,” Delhi Congress 
chief Anil Chaudhary said.      u 
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The Personal Data Protection Bill, 
which was meant to usher in a 
data governance architecture in 

India by putting in place safeguards to 
protect personal data, ensure privacy, 
and bring about transparency and 
accountability in data management, 
may end up bringing in non-personal 
data under its scope. The bill, which 
will be placed in the Winter Session 
of Parliament and has been finalised 
by the Joint Parliamentary Commit-
tee, has conflated issues by bringing 
in social media and non-personal data 
and exempting the government from 
purview.

The bill was first proposed in 2018 
by the expert committee headed by 
Justice BN Srikrishna following the 
Supreme Court judgment that ruled 
that privacy is a fundamental right. 
It was referred to the JPC for vetting. 
Stating that a secure nation alone pro-
vides the atmosphere which ensures 
personal liberty and privacy of an 
individual, the JPC, dominated by BJP 
members, has in its report defended 
the controversial exemption clause 
that allows the government to keep 
any of its agencies outside the purview 
of the law. The committee has retained 
the Clause with minor change.

Clause 35 in the name of “public 
order”, ‘sovereignty’, “friendly relations 
with foreign states” and “security of the 

state” allows any government agency 
exemption from all or any provisions 
of the law. This was one of the widely 
debated clauses in the panel meetings, 
where the opposition members had 
argued that “public order” should be 
removed as a ground for exemption. 
They had also pressed for “judicial or 
parliamentary oversight” for granting 
such exemptions. The members had also 
suggested that “there should be an order 
in writing with reasons for exempting 
a certain agency from the ambit of the 
Bill”. Some of them had asked that only 
partial exemption should be given to 
the agency if needed.

No easy choice
The final report did not accept any of 
these suggestions arguing that there is 
a need to balance the concerns regard-
ing national security, liberty and pri-
vacy of an individual.  Subsequently, 
six opposition members filed dissent 
notes. Conceding that there can be 
no easy choice between these con-
cerns, the report said, “A secure nation 
alone provides the atmosphere which 
ensures personal liberty and privacy of 
an individual whereas multiple exam-
ples exist where without individual 
liberty and privacy, national security 
itself gives rise to autocratic regimes.”

The report notes that this clause is 
for “certain legitimate purposes” and 

also said there is precedent in the form 
of the reasonable restrictions imposed 
upon the liberty of an individual, as 
guaranteed under Article 19 of the 
Constitution and the Puttaswamy 
judgment. At the same time, the com-
mittee expressed concerns with possi-
ble misuse. The Committee, therefore, 
feel that though the State has rightly 
been empowered to exempt itself from 
the application of this Act, this power 
may, however, be used only under 
exceptional circumstances and subject 
to conditions as laid out in the Act,” 
the report said.

In the dissent note, six of the 30 
members have pressed for “judicial or 
parliamentary oversight” for granting 
exemptions. In his dissent note, Manish 
Tiwari, former Union minister, rejected 
the Bill in its present form in entirety for 
its design flaw. He raised specific objec-
tions to 37 clauses. This includes an 
objection to the government exemp-
tion clause of 35. He said the Bill creates 
two parallel universes – one for the pri-
vate sector where it would apply with 
full rigour and one for the government 
where it is riddled with exemption, 
carve outs and escape clauses.

“A Bill that seeks therefore to pro-
vide blanket exemptions either in per-
petuity or even for a limited period to 
the ‘state’ and its instrumentalities, in 
my estimation is ultra vires of the Fun-
damental Right to privacy as laid down 
by the 9-judge bench of the Supreme 
Court of India in Puttaswamy (2017) 
judgement,” he said.

In a joint dissent note, Derek 
O’Brien and Mahua Moitra, both 
belonging to TMC, said the Bill does 
not provide adequate safeguards to 
protect the right to privacy and gives 
an overboard exemption to the Gov-
ernment. Clause 35 is open to misuse 
since it gives unqualified powers to the 
Government.

All eyes are now on Parliament 
which will scrutinise these matters in 
greater detail. Whether the govern-
ment will be receptive to suggestions 
from the opposition or simply ram the 
bill through remains to be seen.       u 

R A K E S H  J O S H I

rakesh.joshi@businessindiagroup.com

Concerns of overreach
Data Protection Bill the new lightning rod

Tiwari: the bill creates two parallel universes



BUSI N E SS I N DI A u THE M AGA ZI N E OF THE COR POR ATE WOR LD Column

u 17 u

NOV EMBER 29-DECEMBER 12 , 2021

A period of economic instability is lurking 
around the corner for India even as, with 
some luck, the Covid-19 pandemic may 

become manageable in 2022 and turn into an epi-
demic similar to a novel flu with which all of us will 
have to learn to live.

The economic peril is rising from unexpectedly 
high inflation in the US and several European coun-
tries caused partly by huge injections of cash and 
other measures to alleviate the pandemic’s adverse 
impacts. These inflationary trends are unlikely to be 
temporary because of exacerbation by the prepon-
derant influence on the world economy of American 
domestic politics.

India’s economy is disproportionately vulnera-
ble partly because of near-term political infighting 
in the run up to elections in UP, which are central 
to the BJP’s grip on national power, and in Punjab. 
Prime Minister Narendra Modi and the BJP are also 
girding up to face the 2024 national elections, which 
after two terms are often the undoing of any regime.  

If India escapes external shocks, its own eco-
nomic prospects are reasonable.  SBI Research proj-
ects GDP growth at 9.3-9.6 per cent in 2022, a rate 
1.5-1.7 per cent higher than the pre-pandemic level. 
Goldman Sachs expects a strong revival of consump-
tion to propel India’s GDP to 9.1 per cent in 2022 
while Morgan Stanley forecasts 7.5 per cent, helped 
along by an overall 5.4 per cent growth rate in the 
Asian region next year.

But the consumption revival also raises the men-
ace of inflation and larger current account deficits. 
Goldman Sachs predicts headline consumer price 
inflation at 5.8 per cent in 2022, up from 5.2 per 
cent in 2021. For India, this is acceptable perfor-
mance even if rising costs are passed on to consumer 
as demand continues to rise and the Indian econ-
omy reopens fully after the Covid-19 shocks.

That said, India is unlikely to escape from jolts 
transmitted from abroad as oil and fuel prices con-
tinue to rise and the US showers dollars on foreign 
suppliers to be the first served despite supply bottle-
necks and shipping difficulties. Modi has the addi-
tional vulnerabilities of potential anti-incumbency 
waves, distraction caused by electioneering prior-
ities, energy instability and rising fuel prices, and 
further waves of corona virus variants that make fur-
ther health restrictions inevitable. New lockdowns 
and curbs on people movements, shopping and res-
taurants are already being placed again in many 
European countries.  

Meanwhile, encouraged by their victory, Indian 

farmers are again threatening disruptions to force 
the government to make covert subsidies through 
fixed price procurement a permanent fixture by law, 
even if food grains rot in storage while poor people 
starve. Fortunately, overall food prices have not yet 
become a problem for Modi but inflationary pres-
sures cannot be ruled out because governments in 
America and Europe are still struggling.

US President Joe Biden seems to be at a loss about 
how to handle the consumption upsurge and infla-
tion caused mainly by the $1.9 trillion he gave away 
to Americans as soon as he took power in January 
2021. This came on top of some $5 trillion spent by 
his predecessor and $8 trillion spent by other rich 
countries during 2020 and 2021 to protect their peo-
ple during the corona virus crisis.

Americans afflicted by the pandemic received so 
much money in a short time that many decided not 
to return to jobs they did not like. Everyone has much 
more money to spend on consumption in the Octo-
ber to January period, which is the year’s best time for 
retail sales. A similar phenomenon is taking place in 
the EU with the result that goods are in short supply, 
gas prices have risen sharply and electricity shortages 
are widely expected in coming weeks.

Prices are rising for almost everything, includ-
ing food, and people in all the richer countries are 
becoming irate while major governments are run-
ning around in circles to control inflation. A weaker 
coalition government will become operational in 
Germany in the new year and French President 
Emmanuel Macron faces elections in spring. Infla-
tion in America has hit a 30-year high of over 6 per 
cent  and almost all European countries have infla-
tion well above the 2 per cent upper limit laid down 
in EU agreements.

With rising fuel and food prices, Democrats led 
by Biden could face big losses in the 2022 Congres-
sional elections and his own performance ratings 
already in the 30s could slide further in opinion 
polls. All of this taken together could raise a per-
fect storm for Modi and his bid to put India back 
on its feet after the economic disruptions of 2020 
and 2021.               u
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T
he six-acre Gyan Kendra, nes-
tled in the central zone of 
Hisar in Haryana, is a memo-
rial to the late OP Jindal and 
his enterprising exploits.

The memorial consists of a well-
crafted and maintained garden with a 
museum in a corner. But the most strik-
ing element here is the over 80 m tower 
which could well be dubbed the Eiffel 
Tower of Hisar. Before Covid, visitors 
used to get quite a breath-taking pan-
oramic view of the city from the top of 
the tower. And they would probably say 
that the Jindal family’s first factory, now 
a nearly 300-acre facility, appears to be 
one of the major highlights of Hisar’s 
skyline (currently closed after the emer-
gence of pandemic). For many, the tower 
is both the symbol of OP Jindal and his 
family’s ambitions as well as the heights 
they have now reached, being an $18 
billion business conglomerate. 

On the NH 10 (connecting Delhi 
with Hisar) pass Rohtak and take a left 
turn. You are now on OP Jindal Marg 

and after driving for four to five km, 
you reach a flyover from where 

the expanse of the plant is visi-
ble. Today, the plant is primar-
ily involved in making new 
inroads in the stainless steel 
business. The third son of the 

family, Ratan Jindal, is in charge 
but operationally, it is his grand-

son, Abhyuday Jindal, (in his early 
30s) who is at the wheel. 

Being the mother turf from where 
other divisions have sprung, the plant 
has long been the fulcrum for the many 
twists and turns the family business has 
witnessed. In a more specific sense, it 
has been the key turf for building up the 
stainless steel business, not only from 
the perspective of the group but also for 
the country. Though stainless steel plays 
second fiddle to steel, it is growing in 
importance. And among the handful of 
Indian players who claim to have exper-
tise in stainless steel, Jindal Stainless 
seems to be the most formidable, taking 
all the equations into account. 

“If you look at entire stainless-steel 
landscape, you can probably even say 
they are batting alone. They have faced 
a host of critical challenges in the past 
but their perseverance has paid off,” 
says an analyst. The biggies of the steel 
game in the country (including JSW and 
JSPL which have sprung from the Jindal 
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Group fold) have not thrown their hats 
into this ring as it is considered to be 
too small, and among the major steel 
players, only the Steel Authority of 
India (SAIL) has a peripheral presence. 
And even its Salem unit is expected to 
be up for grabs soon as part of the gov-
ernment’s broader disinvestment pro-
gramme. The other players are mostly 
MSMEs who find it difficult to deal with 
the import onslaughts from China and 
Indonesia (two of the largest producers 
of the metal) due to the absence of gov-
ernment duty protection. 

With over 40 per cent of the share in 
a niche segment which till recently was 
considered to be meant primarily to pro-
duce utensils, Jindal Stainless is a leader 
in the field. And before the end of this 
fiscal, there may well be a critical merger 
between its two divisions – Jindal Stain-
less or JSL (as defined by its plant in Jaj-
pur, Odisha) and JSHL or Jindal Steel 
Hisar Limited. The company was segre-
gated into two units in 2014 thanks to 
extreme debt pressures. However, their 
merger is now on the cards and the com-
bined power of the two units is slated 
to decisively place it on the list of the 
top 10 global players. “We are probably 
heading for our best spell. Our life after 
50 will be more exciting that what it has 
been in the past,” says Abhyuday, who 
is in the midst of bringing about this 
turnaround. 

Market equations 
The stainless market has largely been 
growing in the shadow of carbon steel 
everywhere on the planet. But while in 
developed markets it has carved a niche 
in specific areas, in emerging ones it is 
only on the threshold of claiming its 
rightful position, with growing accep-
tance in several applications. “It is sim-
ple. Those who could see merit in the 
life cycle cost theory, have also begun 
considering stainless-steel-based solu-
tions. For instance, take the case of 
Japan. They have changed the water 
supply line with corrosion-free stain-
less-steel pipes and are saving $4-5 bil-
lion every year,” Abhyuday points out. 

According to a report prepared by 
the Indian Stainless Steel Development 
Association (ISSDA), the apex industry 
body of stainless-steel manufacturers, 
the metal’s current production level in 
the country is just 3.2 million tonnes 
as against carbon steel’s 100 million 

tonnes. Globally, the total volume base 
of stainless-steel production is close to 
51 million tonnes with China having 
the lion’s share of 30 million tonnes or 
60 per cent. As against this, the total 
steel production globally is close to 1.9 
billion tonnes with China again having 
more than half of the share. In terms of 
stainless steel production pattern, flat 
products rule the roost with a nearly 
80 per cent share. In terms of produc-
tion, flat products rule the roost with a 
nearly 80 per cent share. In terms of util-
ity segments, household usage, mostly 

in the form of utensils, still commands 
a hefty 44 per cent share, followed by 
capital goods (30 per cent), auto, rail-
ways & transport (13 per cent) and con-
struction & infrastructure (12 per cent). 
Well established players in food process-
ing, dairy and pharma also have been 
using stainless steel applications for bet-
ter quality outputs. Industry stakehold-
ers will vouch for the fact that much 
of the growth in the non-utensil seg-
ments has happened in the last cou-
ple of decades as its share in household 
products was close to 90 per cent in the 
1980s. In the current equation where 
Indian players have developed a com-
mendable capacity in carbon steel, the 
stainless-steel share may appear to be 
too small, at 3 per cent, but even then, 
its share in value terms is in the 12-15 
per cent range. When it comes to pro-
duction capacity of flat stainless prod-
ucts which is currently in the range 
of five million tonnes, Jindal, with its 
two primary units in Hisar and Jajpur 
(Odisha) lead the pack with 1.9 million 
tonnes capacity. MSMEs account for 
nearly 1.4 million tonnes capacity, fol-
lowed by the 1.45 million tonne con-
tribution from other major players like 
BRG, Rimjhim, Shah, and Valley Indus-
tries. SAIL’s Salem unit has a capacity 
base of less than half-a-million tonnes. 
With this kind of profile and produc-
tion base, India often vies with Indone-
sia as the second largest producer, while 
China remains the unchallenged mon-
arch, globally. 

But China’s dominance (even the 
capacity base created in Indonesia has 
been created by Chinese metal giants) 

Abhyuday: heading for the best spell
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often turns out to be a major spoiler for 
manufacturers in India, especially dur-
ing the cycles when the protective duty 
structure is not in play. The current 
spell is one such example. “China and 
Indonesia provide non-WTO compliant 
subsidies to their manufacturers in the 
region of 20 to 30 per cent. They have 
destabilised all the Global SS markets. 
China is the largest  manufacturer and 
exporter of stainless-steel flat products, 
with about 30 per cent surplus capacity,” 
says KK Pahuja, President, ISSDA while 
pointing out that with India being the 
major dumping ground, most organ-
ised manufacturers are facing existen-
tial issues. “SAIL’s Salem unit is already 
on the disinvestment list. Plus, many of 
the other prominent players have their 
cases lying with the National Com-
pany Law Tribunal (NCLT). The import-
led catastrophe has also played a role in 
this,” he adds. The ISSDA report specifi-
cally mentions that companies like Val-
ley Iron, Rimjhim, and SSP have been 
struggling for business and are oper-
ating at less than 50 per cent capacity, 
while BRG, Shah Alloys and multiple 
MSME stainless-steel plants are either in 
NCLT or on the verge of closing down. 

The industry is particularly 
miffed that in this year’s budget, the 

government announced the temporary 
suspension of CVD on Chinese stain-
less-steel imports and the revocation of 
provisional CVD on Indonesian prod-
ucts. This has led to an unprecedented 
surge in imports from China and Indo-
nesia. According to an estimate, import 
volumes increased by 227 per cent from 
an average of 34,105 MT in July last 
year to 77,337 MT in the same month 
this year. The All-India Stainless Steel 

Cold Rollers Association, a leading body 
for producing and supplying stainless 
steel in India, had earlier knocked at 
the doors of the finance ministry ask-
ing for immediate relief via trade barri-
ers. “As we are recovering from Covid, 
if the CVD is not urgently imposed, 
our MSME members will not be able to 
hold on and will shut down and become 
traders. We submit that the China CVD 
suspension be withdrawn from 1 Octo-
ber, 2021, and CVD on Indonesia is also 
imposed.” This was written in a letter 
sent to the finance minister. But even 
with all these difficulties, the stainless-
steel game remains interesting from a 
demand perspective. “It is a milestone 
that the consumption of stainless steel 
in India touched a new peak of 2.5 kg per 
capita in 2019, registering an increase of 
150 per cent in eight years. The per cap-
ita consumption was a meagre 1.2 kg 
in 2010. This feat has also taken India 
to the league of the top 15 countries in 
the world in terms of the per capita con-
sumption of stainless steel,” points out 
Vijay Sharma, Whole Time Director of 
Jindal Stainless. The next big frontier for 
players in the stainless fray is the con-
sumption level rising to 5kg/person in 
the coming years. And many believe 
this is achievable as stainless steel finds 

Media shy Ratan Jindal 
(60), Chairman, Jindal 

Stainless, has divested a large 
part of his responsibilities to his 
son Abhyuday (32) who was 
elevated as managing direc-
tor in 2016, a year after joining 
the company. And according 
to the young scion, while he is 
now responsible for day-to-day 
functioning, his father is more 
involved in strategic decision 
making. “I am handling day-
to-day operations. Market-
ing, sales, production, process 
improvement, technology, and 
talent management function-
alities are supervised by me. 
My father is more into strategic 
decision making and finance is 
also with him,” says he.

Abhyuday incidentally is the 
first grandchild of legendary 

OP Jindal, who has been given 
the direct reins of an estab-
lished company of the group as 
mostly defined by its four units 
under the command of four 
sons. And within the industry 
circles, he seems to have built a 
good reputation of being pro-
active and determined to make 
a difference. “Every month, I 
make it a point to spend one 
week each in two of our major 
plants. That is an important les-
son for all children in the Jindal 
family. I remember visiting the 
Hisar plant along with our late 
Dadaji and have seen how he 
used to interact even with the 
lower rung employees and 
the respect he commanded,” 
he recalls while explaining 
the basic DNA of Jindal fam-
ily values which has created 

one of the largest conglomer-
ates in the country with deci-
sive global footprint. “It is no 
mean achievement that there is 
no workers union in any of the 
plants of the group. These are 
the invaluable lessons which 
we have learnt more subcon-
sciously watching our elders in 
the family. There is no formal 
grooming process as such,” he 
adds. Boston University Grad-
uate Abhyuday had also spent 
one-and-a-half years under 
the tutelage of Sajjan Jindal at 
JSW, Mumbai before joining the 
stainless steel unit. 

Ask him about the equa-
tions within one of the largest 
business families in the coun-
try and Abhyuday emphasises 
that even with four distinc-
tive divisions which work 
independently, it remains a  
close knitted unit where 

members essentially come 
together to celebrate festivals 
or attend family functions. 
And when it comes to busi-
ness, the four brothers often 
meet and exchange notes 
on new initiatives they have 
planned and help each other 
wherever they can. 

Meanwhile, for the man 
spearheading Jindal Stainless, 
a major point of satisfaction is 
the approval and compliments 
from his father and esteemed 
uncles who have towering sta-
tus in their own rights. “They 
are very proud of how I have 
taken up the business and 
turned it around. Guess, they 
are also hearing right things 
about me from the business 
community. They also look at 
stainless steel as something that 
has huge growth potential and 
keep pushing me,” says he. 

Sharma: surge in per capita consumption

Ready for a serious B2C shot
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As he explains, looking for 
new opportunities is also a 
key philosophy for Jindal fam-
ily, and much in the family tra-
dition he is now keen to make 
a major difference bringing 
in a component which ide-
ally is more suited for young 

entrepreneurs. Metals and min-
ing are traditionally large scale 
B2B businesses but Abhyuday 
now wants to develop a dedi-
cated B2C vertical by pushing 
the limits for existing subsid-
iary – Jindal Stainless Lifestyle.  
Not much talked about 

though, the JSL Lifestyle is an 
integrated stainless steel solu-
tion provider offering a clutch 
of services through its verti-
cals – JSLL Value Engineering 
(in OEM services), JSLL Mobil-
ity (public sector manufactur-
ing projects, specially Indian 
Railways), JSLL Infra (urban 
development projects like bus 
sheds), JSLL Plumbing (stain-
less plumbing solutions), and 
Arc (masstige stainless kitch-
ens and tableware brand). 
The subsidiary which earns 
more than R250 crore annu-
ally also includes Arttd’inox (a 
premium designer home fash-
ion lifestyle brand extending 
kitchens and home-ware solu-
tions) which was founded by 
his mother Deepika Jindal 15 
years ago. Arttd’inox (a French 
term meaning ‘Art in Stainless 
Steel’) is India’s first exclusive 

home lifestyle brand in stain-
less steel. Currently it has more 
than 10 operational stores in 
the country and three more 
will be opened shortly. 

Abhyuday is looking to 
push this vertical in a big way. 
“It’s not just about selling con-
sumer oriented products. We 
want to create an entire eco-
system built around stainless 
steel products and solutions 
for different groups of consum-
ers. It would be more like cre-
ating Just Dial kind of platform 
for everything related to stain-
less steel,” he says. The plat-
form, to be launched next year, 
is obviously backed by his con-
viction that the per capita con-
sumption growth of stainless 
steel is inevitable in the coun-
try. And who else but Jindal 
Stainless Steel can reap opti-
mum benefits of it!   u

an indispensable place across myriad 
sectors, including railways & metro, 
nuclear, public utilities and infrastruc-
ture, transportation, the process indus-
try, and kitchenware.

Turnaround story 
Jindal Stainless is part of this universe 
where, as industry analysts point out, it 
has emerged and consolidated its lead-
ership positioning after successfully 
battling with its own set of critical 
challenges. And much of this is prob-
ably due to the fact that developing a 
large-scale stainless-steel unit has been 

one of the clear objectives of the group 
since its inception. A close examination 
of its chronological evolution clearly 
reflects a marked emphasis on devel-
oping this business in an era when its 
end-usage connect was primarily with 
the household utensils segment.

In 1970, a mini-steel plant, which 
initially produced hot rolled carbon 
steel coils, plates, slabs and blooms, 
was established as Jindal Strips at Hisar. 
This marked the birth of not just Jindal 
Stainless, but the entire OP Jindal 
Group of companies. In terms of giv-
ing a specific push to the stainless-steel 

business, a big move was made in 1978 
with the introduction of Argon-Oxy-
gen Decarburisation (AOD) technology 
which resulted in the first indigenously 
manufactured stainless steel in the 
country. In 1991, the company became 
an exclusive producer of stainless-steel 
strips for making razor and surgical 
blades in India – this is still is one of 
the major offerings of its Hisar plant. 
Four years later, it added stainless steel 
precision strips to its product portfo-
lio, which was another major move. In 
2000, Jindal Stainless opened a 40,000-
tonne cold rolling facility, Massilon 

Arttd’inox store in Chennai

Net Revenue EBITDA PAT

Q2 FY21   Q1 FY22  Q2 FY22    H1 FY21  H1 FY22 Q2 FY21   Q1 FY22  Q2 FY22    H1 FY21  H1 FY22 Q2 FY21   Q1 FY22  Q2 FY22    H1 FY21  H1 FY22

JSL - FINANCIALS

3,156

4,815
4,418

3,156

8,656

352

580

711

430

1,290

271

98

363

11

634

Note: All figures in INR crore unless stated otherwise, EBITDA for Q2 FY22 includes the net foreign exchange gain of R 61 crore
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Stainless, in Ohio, USA to manufacture 
thin grades of stainless steel for the 
USA market. The unit was, however, 
closed down after the 9/11 incident. 

2002 saw Jindal Strips’ big-ticket 
restructuring and, as part of the exer-
cise, the manufacturing operations of 
Jindal Stainless were spun off as a sepa-
rate unit under the command of Ratan 
Jindal. A little prior to this, the patri-
arch had divided the company in four 
units handing over the command to 
his four sons. In 2003, Ratan Jindal set 
the ball rolling for setting up an inte-
grated stainless-steel project at Kalinga 
Nagar Industrial Complex in the Jaj-
pur District of Odisha. This became the 
second plant of the group, eventually 
giving it a decisive edge in terms of pro-
duction capacity and market leadership 
positioning in the country. Around the 
same time, the stainless-steel unit estab-
lished a foothold in the southeast Asian 
& Oceania markets with the acquisition 
of a stainless-steel Cold Rolling Plant in 
Indonesia. In 2007, it formed an inter-
national JV and established Iberjindal 

SL, a service centre in Spain. 2011 was 
a critical year as its Hisar facility was 
upgraded to 8,00,000 tonnes capac-
ity, and production began at the Jaj-
pur facility with a capacity equivalent 
to Hisar’s. However, making the Odi-
sha plant work for the group was not 
a smooth affair and it led to a serious 
financial crisis which was responded 
to by creating two units (the Hisar unit 

was a performer all through this spell). 
“Getting the requisite approvals and 
building basic infrastructure took a 
very long time. All these put together 
resulted in a high debt burden and that 
prompted the lenders and the com-
pany to adopt an Asset Monetisation 
Plan (AMP). Accordingly, Jindal Stain-
less (Hisar) was incorporated and listed 
as a separate entity,” says Abhyuday 
while adding that the company even-
tually spent R12,000-R13,000 crore in 
the 800-acre-plus plant and the infra-
structure around it (for the bringing 
in of raw materials and the evacua-
tion of finished products).  Amidst all 
the troubles which the company had 
faced on account of its Odisha unit, the 
mainstay Hisar continued to remain 
a performing unit and major point of 
strength. 

However, for future long-term 
growth, a large-scale positioning in 
Odisha was imperative as the 300-acre 
land-locked plant in Hisar was inch-
ing close to its optimal level. Abhyuday 
calls this a calculated gamble which has 

Odisha Plant

Coin blanks: value added segments

Net Revenue EBITDA PAT

Q2 FY21   Q1 FY22  Q2 FY22    H1 FY21  H1 FY22 Q2 FY21   Q1 FY22  Q2 FY22    H1 FY21  H1 FY22 Q2 FY21   Q1 FY22  Q2 FY22    H1 FY21  H1 FY22

JSHL - FINANCIALS

2,076

2,819
2,512

248

382

501

288

883

111
62

577

Note: All figures in INR. crore unless stated otherwise EBITDA for Q2 FY22 includes the net foreign exchange gain of R16 crore

3,415

5,927

240

338
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finally paid off with growth in demand 
and significant streamlining of its sup-
ply chain bottlenecks, and adds: “We 
substituted high-cost propane with 
cheaper coke oven gas. Our Jajpur plant 
is supported by a captive power plant 
of 264 megawatts (MW) which covers 
the bulk of its electricity requirements. 
We’ve made our processes flexible 
enough to shift production to stainless 
steel series with lower nickel content 
(such as 400 and 200 series) depending 
on market requirements, which adds to 
cost efficiencies.”

There have been marked improve-
ments on other performance fronts. 
The company claims it has stream-
lined its sourcing process. Historically, 
imports accounted for more than 60 
per cent of raw material sourcing. But 
that has now changed. For example, 
100 per cent of pure nickel is sourced 
from domestic suppliers whereas pre-
viously all of it had to be imported. 
Likewise, 70 per cent of Ferro Nickel 
had to be imported – now 70 per cent 
is domestically procured. According to 
company officials, the company also 
brought in cutting edge technologi-
cal inputs in serving its customers. For 
instance, it overhauled its order book 
system from Made-To-Order to Made-
To-Anticipation (MTA) which requires 
increased reliance on Data Analytics – 
using historical data to predict present 
and future demand. This has reduced 
lead time by a third for the majority 
of customers. Additionally, it has also 
launched e-commerce for its highest 
selling SKUs, and digitised the entire 
process from raw material orders and 
stock replenishments to order booking 
and payments. 

“In FY15, after we got approval for 
the railway siding in Jajpur, we haven’t 
looked back as the turnaround in our 
operational performance has been phe-
nomenal. In fiscal 2020, JSL exited the 
corporate debt restructuring process 
by redeeming R558 crore of option-
ally convertible redeemable preference 
shares held by its lenders, and addition-
ally paying the entire recompense lia-
bility of R275 crore,” says Abhyuday. 

The company is now seeking the 
merger of the two units and has got the 
approval of creditors and shareholders, 
the stock exchanges and SEBI. It is now 
waiting for the final clearance from 
the NCLT, Chandigarh (after approval 

by other agencies, this could be just a 
formality) which is expected to hap-
pen before the end of the current fis-
cal. And with the combined power of 
its two major units, it is raring to start 
a new growth chapter, as Abhyuday 
emphasises. 

New chapter 
The prospects of beginning a new 
chapter are also supported by other fac-
tors which include broader operational 
strengths and recent performance. 
“Jindal Stainless has the capability of 
producing 200, 300, and 400 series of 
stainless steel as well as duplex and spe-
cialised stainless-steel products used 
in a wide range of applications, some 
of which are extremely strategic. Over 
the years, Jindal Stainless has substan-
tially expanded its product portfolio 
to modern and future-ready applica-
tions across nuclear, railways, automo-
biles, and defence segments,” Sharma 
emphasises, while adding that the com-
pany produces more than 50 grades of 
stainless steel, including special prod-
ucts like razor blade steel, coin blanks 
(cupronickel, aluminium bronze, fer-
ritic, and bi-metallic), and precision 
strips (as thin as 0.05mm). The com-
pany today boasts of a strong net-
work that serves customers through 10 
domestic and 12 international offices 
spread across the US, EU, United Arab 
Emirates, Russia, and Vietnam. “Our 
total exports are about 20 per cent of 
total sales volume and are adjusted as 
per domestic demand. Fifty per cent 

of our exports are routed to developed 
economies like the EU, North America 
and the remaining to other countries 
like Russia, Middle East, SE Asia, Latin 
America, etc. Our export footprint cov-
ers about 60 countries,” he adds. 

In terms of recent financial perfor-
mance, both the units as per a recent 
analysis report by ICICI Securities, are 
on the rebound after the Covid impact 
which resulted in a modest dip in the 
business for everyone in the fray. From 
a topline of R9,400 crore in FY21, JSHL’s 
earnings are expected to cross R14,000 
crore, registering a CAGR of 23 per 
cent between FY21-23. In the same 
period, the income of JSL is expected 
to touch R18,000 crore from the cur-
rent level of around R12,000 crore. “If 
things remain normal, the near run 
projections (next two-three years) for 
stainless steel in the country are quite 
positive given the government backed 
expenditure in infrastructure. There 
will also be demand for applications 
in domains like the railways and con-
struction. The annual growth in the 
near run is expected to be in the dou-
ble-digit trajectory,” says Rohit Sadaka, 
Director, India-Ratings. 

At the end of the first half of the 
current fiscal, robust growth trends 
are clearly visible. JSL’s first half reve-
nue growth is a staggering 96 per cent 
(see graph) while JSHL’s income has 
gone up by 110 per cent. “Sales volume 
in H2FY22 is likely to be higher than 
H1FY22. Automotive is the only sec-
tor that is not doing well for the com-
pany. Growth in other segments has 
picked up. Automotive shipments com-
prised 12 per cent of the total sales mix 
in the normal operating environment. 
It is down to 8 per cent now,” Edelweiss 
Securities maintained in its recent anal-
ysis of the company’s performance. 

And amidst the set of positive sup-
porting elements, there is also the crit-
ical aspect of reduction in debt. The 
external long-term debt of R3,405 crore 
in FY17 has been reduced to less than 
R1,400 crore at the end of Q1FY22. 
“Owing to our sustained focus on cost 
optimisation  and significant improve-
ments in profitability and the finan-
cial risk profile, along with superior 
market position coupled with size-
able exports  presence, CRISIL Ratings 
recently upgraded the long-term credit 
facilities of JSL by three notches from 

Mantri: focus on cost optimisation
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BBB+ to A+. Short-term credit facilities 
of JSL have been rated ‘CRISIL A1+’,” 
points out Anurag Mantri, Group CFO, 
Jindal Stainless. 

Combined power – implications
“In our view, JSL is in a sweet spot 
given its imminent merger with Jindal 
Stainless (Hisar) Ltd and a favourable 
price environment,” Edelweiss Securi-
ties analysis has maintained. The lat-
ter part of the comment is obviously a 
reference to the firming up of the price 
of stainless-steel products following an 
escalation in the cost of raw materials. 
The more critical element obviously is: 
how does the combined power change 
the equation for the company? As per 
a company’s internal assessment, the 
merger would help it enter the league 
of the top 10 global stainless-steel pro-
ducers (at eighth rank with the cur-
rent combined capacity of 1.9 million 
tonnes) like Tsingshan, TISCO and 
POSCO. This will make the company a 
very large-scale one-stop shop for high 
volume and niche product lines. It will 
have a single window for sales and after-
sales service (which enhances customer 
satisfaction) and the merger will facil-
itate a stronger global footprint and 
an extensive domestic network. There 
would be enhanced operational syn-
ergy with JSL’s port and raw material 
proximity, and international finish-
ing capabilities with JSHL’s strategically 
located facility. Most importantly, it 
would result in a stronger balance sheet 
and leverage ratios for the combined 
entity starting with an annual revenue 
base of over R20,000 crore (see graph 

- SS: India Conglomerate).
The practical benefits can be gauged 

from the fact that the merger would 
make JSL India’s third largest container 
business provider to the shipping lines 
with an average supply of 60,000 con-
tainers per year. And the merged entity 
is expected to result in a 10 per cent 
reduction in logistics cost (R1500-1700 
crore). “This would mark the consol-
idation of complementing strength. 
JSL is largely focused on high-volume 
stainless-steel offerings and has been 
actively catering to sectors like railway, 
architecture, automobiles and infra-
structure. On the other hand, JSHL is 
focused on high-margin specialised 
products and has been actively catering 
to value-added segments viz precision 
strips, razor blade and coin blanks,” 
Sharma points out. Furthermore, the 
merger drive is also expected to sweeten 
the deal for the existing shareholders 
with a swap ratio of 1:1.95. For each 
share held in JSHL, a shareholder will 
get 1.95 shares of JSL or the command-
ing entity after the merger. The icing 
on the cake is: the anticipation of the 
merger benefits of the two companies 
has already resulted in their respective 
share prices going through the roof in 
the past one year in a growing mar-
ket. JSL’s share price has touched R207 
level from the low of R60 in the past 
52 weeks. For Jindal Hisar, the 52 week 
high figure is over R350 as against the 
lowest mark of R109 in the same period. 
JSL and JSHL stocks have been the lead-
ing performers in the past year in the 
metal and mining list though their 
market cap is relatively smaller vis-a-vis 

other metal giants.
Meanwhile, while the merger drive 

is expected to make Jindal Stain-
less a more formidable entity both 
within the country and outside. It 
has set afoot capex-backed expansion 
plans which will add to its steely base. 
“Capacity expansion plans with mod-
erate investments, with a keen focus 
on in-house innovations, will also 
take shape, aligned with the grow-
ing demand in the domestic and 
export markets. We are planning to 
double the melting capacity at Jajpur 
from 1.1 MTPA to 2.1 MTPA by FY23,” 
Ratan Jindal, Chairman had men-
tioned in his message to stakehold-
ers carried in the last annual report. 

“The estimated capex of this brown-
field expansion is R2,150 crore, which 
is less than one-third of the green-
field capex cost for the correspond-
ing enhancement.  The three-pronged 
expansion plan constitutes an expan-
sion of melting capacity, and commen-
surate strengthening of backward and 
forward  integration,” Mantri explains. 
Simultaneously, a brownfield expan-
sion plan at JSHL has been also set 
afoot which will cost the company 
R450 crore. The plan entails a three-
fold expansion of precision strip capac-
ity from the current base of 22,000 
tonnes per annum (TPA) in two phases. 
It would strengthen the company’s 
presence in segments such as auto, pro-
cess industry, and oil & petrochemi-
cals, and also cater to niche segments 
like aerospace and electric vehicles. 
The other element of the Hisar-centric 
capacity addition plan includes giving 
a serious push to steel blade capacity 
from the current base of 14,000 TPA to 
24,000 TPA – again in two phases. At 
the same time, the company is keen to 
take a shot at acquiring the Salem plant 
of SAIL when it is finally put up for sale 
as part of the government’s disinvest-
ment process. “We will definitely go 
for it,” Abhyuday says while emphasis-
ing that the company will focus more 
on expanding its domestic base in the 
near to medium term and not seri-
ously contemplate acquisitions abroad. 
The young scion of Jindal Stainless, 
who is now credited to have steered 
the ship well, seems to have his prior-
ities right in place.         u

R I T W I K  S I N H A    

ritwik.sinha@businessindiagroup.com

Hot Rolled Coils: one of the major offerings of the company
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A company’s sales can grow only if both sides 
of the equation are able to grow. One side is 
the demand side, and the other side is the 

supply side. In India, the demand side and the con-
sumption side are growing in a very fast manner, 
but the supply side is not being able to keep pace, 
and there are many instances across the country, 
wherein Stock OUTs can be witnessed, leading to 
the company’s sales growth getting hampered.

I am not talking only about pent-up demand 
or revenge buying or revenge travel.  I am talk-
ing about the normal pace of consumption, which 
has increased. There are many reasons for this. 
The first and foremost being the increase in pur-
chasing power and the per capita income of 
Indian consumers going up. The second reason 
is due to the desire among families  going up to 
don branded products and services. The third rea-
son is the shift from a perspirational consumer 
base, moving to an aspirational consumer base. 
The Indian economy is being driven by consump-
tion because of the demographic dividend of a large 
population, supplemented by a huge young popu-
lation, and enhanced by an ambitious and grow-
ing middle class. Many companies are focusing on 
increasing demand. This is good. Creating demand 
through product portfolio, packaging, branding, 
advertising, promotion and many other marketing 
weapons, both online and off-line, both digital and 
physical, is very good for the economy. However, 
every company needs to take care that the supply 
side including distribution, sales, inventory man-
agement, product portfolio mix, range selling, and 
quick replenishment, so that Stock OUTs don’t take 
place, is also paid attention to.

If a company creates demand and is not able to 
manage the supply, it is actually helping compet-
itors to take away market share at the company’s 
cost. Hence due attention needs to be paid that 
while growth is in, stock is not out. During Diwali, 
Ferrero Rocher must be complimented for launch-
ing the Indian adapted Diwali festival pack which 
was a special pack. It created a lot of excitement 
and was appreciated by consumers. While the con-
cept, the brand, the packaging, and the range was 
wonderfully timed for the festive season, many 
consumers had to be disappointed, because there 
were umpteen cases of stockouts, leading with the 
company losing sales and gaining disappointed 
consumers. Hopefully in future, they would take 
care of the other side so that while Growth is in, 
stock is not out.

Many a time, the supply side gets hit due to 

ingredients, components, raw materials and many 
such reasons. Branded cars have great demand and 
have still great consumption needs, but the stock 
out instances, have left consumers go back empty-
handed or wait for many months before they can 
enjoy a drive in their favourite car. In this case, 
many factors are out of the company’s control, but 
the end result is the same. Growth in, stock out.

In other cases, many commodities which have 
started moving from loose to branded and packed 
offerings, are also suffering stockouts. It is quite 
possible that it may be a case of inaccurate esti-
mation, or it may be a case of the company being 
surprised by the demand for such branded packed 
commodities growing rapidly, and not being 
ready to be able to supply in adequate quantities, 
or it could even be a case of a pessimistic outlook 
towards the Indian consumer market. Whatever 
be the case, the company loses.

Even in the case of food products, which are 
very popular and are consumed on a regular 

basis, whether it be through multi-brand stores 
and through distribution like Haldiram and Bik-
aji, or they be exclusive brand stores like in the 
western part of the country like Theobroma or 
Trupti or other food stores, being out of stock has 
become almost the norm. The danger is when 
brands and stores start taking pride in being out 
of stock, rather than get worried that they could 
be disappointing consumers and losing market 
share. One of the main reasons losing consumers 
to other brands, which I have mentioned in my 
book BRAND SWITCH ™, is stock outs.

What is very interesting is that whether it be 
premium brands or popular brands, whether it be 
expensive brands or inexpensive brands, whether 
it be urban brands or rural brands, the trend of 
Growth In, Stock Out, is prevalent everywhere. 
Whether it be garments or jewellery, or FMCG or 
consumer durables, or IT/computer peripherals or 
OTC products, this trend is commonplace.

I must point out that there are some compa-
nies, which take extra care in making sure that 
they do not face the problem of stockouts. That 
is called service in the market through systems 
and through tracking in a very robust and regu-
lar manner. But these companies are very few and 
they are the ones who are increasing market share.

While one does appreciate companies building 
brands which are fashionable, which are trendy, 
which are happening, which are ‘IN’ but, they 
should also be ‘IN ‘stock!              u

The author is cmd, 
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J A G D E E P  K A P O O R

Growth IN, Stock OUT!
While consumption is growing in India, stockouts are becoming more rampant
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The Centre’s climb-down on the 
three contentious farm reform 
laws has emboldened the farm-

ers’ unions which have now decided 
on a series of upcoming programmes, 
including a march to Parliament on 
29 November – when both houses 
meet for Winter Session. In their first 
meeting after Prime Minister Nar-
endra Modi’s surprise  announce-
ment, farmer leaders  have sent an 
open letter to him, raising their pend-
ing demands, the most notable being 
a central legislation to guarantee a 
Minimum Support Price (MSP). It is 
a demand that may pitchfork the BJP 
and the government into another con-
frontation with the farmers. If the 
government concedes the demand, it 
may perhaps help the Bharatiya Janata 
Party (BJP) to cut its political losses in 
states like Punjab, Haryana and Uttar 
Pradesh but it could have wide-rang-
ing implications for the economy.  

The government announces MSP 
for 23 major crops, setting them at 
1.5 times the cost of cultivation to 
account for inflation. Presently, the 

government decides the MSP based 
on the recommendation of an  expert 
body, the Commission for Agricultural 
Costs & Prices (CACP). The factors con-
sidered by the CACP for fixing MSPs 
include cost of production, domestic 
and international prices, demand-sup-
ply conditions, inter-crop price parity, 
terms of trade between agricultural 
and non-agricultural sectors.

MSP is announced for the kharif 
crops of paddy, jowar, bajara, ragi, 
maize, arhar, moong, urad, cotton, 
groundnut, sunflower seed, soya bean 
and sesame. The rabi crops for which 
MSP is announced are wheat, barley, 
gram, masur, rapeseeds & mustard, 
safflower and toria. Besides, MSP is 
announced for copra, de-husked coco-
nut, jute and Fair Remunerative Prices 
(FRP) for sugarcane. But it is paddy and 
wheat which is mostly procured under 
the mechanism.

Government failure
The failure of successive govern-
ments to convince farmers that MSP 
is not the silver bullet to fix their 

problems has made 
things worse. More 

often than not, MSP 
instead has been used as 

a silver bullet to pacify agitated farm-
ers. In fact, as recently as in Febru-
ary, Modi took credit for ushering in 
a “historic increase” in the MSP for 
crops. In Parliament, Modi had prom-
ised that the  MSP mechanism “was 
there, is there and will be there” even 
after the implementation of the three 
farm laws. In 2011, a working group of 
Chief Ministers headed by Modi rec-
ommended  this to  PM Manmohan 
Singh. The  Commission for Agricul-
tural Costs and Prices  also reiterated 
this demand in its 2017-18 report.

The tendency to swear by the MSP 
is surprising considering that just two 
years ago, a government survey had 
revealed that the majority of agricul-
tural households in India are not even 
aware of the MSP concept, and the 
percentage of output sold by farmer 
households under the MSP range 
between 0 to 24.7 per cent (except 
sugarcane). Paddy and wheat grow-
ing households dominate the charts 
of MSP awareness and output sold 
under the MSP. What is worse, not 
even 50 per cent of households grow-
ing various crops for sale are aware of 

Having won the first round, farmers have dug in their 
heels over statutory support prices. But the demand is 
clearly not viable. What will the government do now?

Potesting  
farmers: 

demanding central 
legislation to 

guarantee  
an MSP

The battle over MSP
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procurement agencies. These findings 
are contained in the Situation Assess-
ment of Agricultural Households and 
Land and Holdings of Households in 
Rural India – 2019 (National Sample 
Survey – NSS 77th round).

Farmers are demanding that the 
MSPs be calculated as per the report 
of agricultural scientist M.S. Swami-
nathan, known as the father of India’s 
Green Revolution. The report recom-
mended that the Union government 
should pay MSPs for farm produce by 
using a broader and more comprehen-
sive measure of cultivation costs than 
the one being currently used. 

But what would be the MSP value 
of the total production of the 23 crops 
that the government would be bur-
dened with? According to one calcu-
lation, it could be as much as R10 lakh 
crore. But given that all of the produce 
is not marketed by farmers and some 
kept for self-consumption, the market-
able surplus would be at least R8 lakh 
crore.  That’s a lot of money.

Farmers, on the other hand, say the 
government would not be spending 
more than an “additional amount” of 
R1 lakh crore annually if it decided to 
buy the entire marketable surplus.

Swaminathan report
In the fifth report of the National 
Commission on Farmers set up under 
his chairmanship, Swaminathan rec-
ommended that MSPs – which act as 
a floor price to avoid distress sales – 
should be “at least 50 per cent more 
than the weighted average cost of pro-
duction” ship. The 50 per cent over 
costs meant complete costs called C2, 
which includes all assumed costs. The 
protesting farmers, apart from a repeal 
of the laws, have also demanded a law 
guaranteeing MSPs calculated using 
the C2 yardstick. 

The C2 formula of calculating cost 
of cultivation includes the imputed 
cost of capital and the rent on the land 
to give farmers 50 per cent returns, 
rather than a narrower measure that 
takes into account the all paid-out 
costs incurred by a farmer and the 
value of family labour (A2+FL ). How 
cost of production is calculated mat-
ters. Average MSPs fixed for win-
ter-sown crops show that if C2 costs 
are used as a benchmark, returns for 
most crops are lower than 50 per cent. 

However, when A2+FL is used, returns 
are higher than 50 per cent in crops 
such as paddy and wheat.

The Modi government says it has 
implemented the Swaminathan com-
mission recommendation by setting 
MSPs such that they offer 50 per cent 
returns over costs of cultivation, a 
decision first announced in the 2018-
19 budget. However, the government 
uses the narrower A2+FL measure to 
calculate MSPs. “Our demand is that 
MSPs should be based on C2 costs and 
the government should make it com-
pulsory for all traders to pay MSP rates 
to farmers,” said Darshan Pal, a senior 
farm union leader.

Relevance questioned
Policy makers and economists are 
divided over the MSP’s relevance. In 
2019, just before general elections, 
Surjit Bhalla, the pro-Modi economist 
who was later handpicked to be India’s 
executive director at the IMF, mooted 
abolition of MSP for three years. “The 
next government should cut corporate 
tax by 5 per cent, expand income sup-
port scheme and abolish MSP in the 
next three years. There should be zero 
interference in agriculture,” Bhalla 
had said in May 2019. Even today, gov-
ernment economists make no bones 
of the fact that legalizing MSP would 
disrupt the market equilibrium, drive 
out private traders, lead to inflation 
and result in decline in farm exports. 

A NITI Aayog working paper shows 
that segments like horticulture, milk 
and fishery, where government inter-
vention is low, showed 4-10 per cent 
growth whereas paddy and wheat, 
where MSPs and interventions are 
high, have registered low growth.

Others say the farm sector is in 
severe distress and need to be pro-
tected through MSPs and other such 
instruments. “MSP is essential for the 
farming sector to protect it against 
uncertainty in production and market 
fluctuations,” said V Upadhyay, adjunct 
professor of economics at IIT-Delhi.

Flawed idea?
On the face of it, the current brou-
haha over MSP appears flawed.  First 
of all, a blanket law mandating that 
no trader can buy any farm commod-
ity below this threshold price could 
be tough to implement. Forcing pri-
vate traders to buy produce above cer-
tain price thresholds goes against the 
principles of free economics. In India, 
most agriculture commodities are sold 
outside the agricultural produce mar-
keting committee (APMC). Who is 
going to monitor the price at which 
a small farmer is selling to a trader?  
What if wily traders refuse to pick up 
the stocks from hard-pressed farmers 
in a bid to tire them out? Does the gov-
ernment have the capacity to buy all 
the produce? 

“Statutory MSP involves huge Cen-
tral expenditure and this will be a big-
ger problem for the Modi government,” 
said Sudhir Panwar, a professor of Luc-
know University and former mem-
ber of UP Planning Commission, now 
aligned with the Samajwadi Party. 

The most immediate impact of 
such a law will be higher food infla-
tion. Higher MSPs prima facie leads 
to higher overall prices. According to 
Sonal Varma, chief economist, Nomura, 
every 1 percentage point increase in 
MSPs leads to a 15-basis point increase 
in inflation. A basis point is one-hun-
dredth of a percentage point.

But farmers are expected to step up 
their demand because they feel it will 
be a direct step towards higher income. 
Unlike the three farm laws which were 
un-operational for all practical reasons, 
farmers feel statutory MSP is something 
which directly affects the fortunes of 
farmers. The real reasons of course lie 

Modi: MSP mechanism “was there, is there 
and will be there”
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elsewhere. Currently, Indian farmers 
receive lower-than-international prices 
for much of their produce because of 
increasing costs of cultivation, inade-
quate markets and the government’s 
policy to keep food prices low. This has 
worsened agriculture’s terms of trade, 
measured as a ratio of prices of agri-
products to prices of manufactured 
items. The crisis, therefore, is not one of 
low production, but of low prices. 

Risky proposition
The government realises that bringing 
a law guaranteeing MSP to cultivators 
for their produce is replete with risks 
and so is trying to buy time.  Modi has 
said that a committee, with representa-
tives of the Central government, state 
governments, farmers, agricultural sci-
entists, and agricultural economists, 
will be formed to make MSP system 
more effective and transparent. It will 
also suggest ways to promote zero bud-
geting based-agriculture. 

The reforms that Modi had prom-
ised to rescind aimed to allow busi-
nesses to freely trade farm produce 
outside regulated markets, called man-
dis, permit private traders to stockpile 
large quantities of essential commod-
ities for future sales and lay down a 
national framework for contract farm-
ing. Farmers feared the new economic 
agenda could pave the way for the gov-
ernment to stop buying staples at fed-
erally fixed MSP and would leave them 
at the mercy of private buyers. The 

government has insisted it will still 
buy staples at MSP, but farmers have 
demanded a law that prohibits pur-
chase of major farm produce below 
state-set minimum prices.

MSPs, which began with the Green 
Revolution, are set such that they 
offer 50 per cent returns over cost 
but mainly benefit paddy and wheat 
growers because the government pro-
cures only these two commodities in 
sufficiently large quantities.   MSP as 
an idea belonged to the period when 
India faced a food crisis. In those days 
of war and food crisis in mid-1960s, 
the government used to secure the 
food grains from farmers to send it 
out across the country through Pub-
lic Distribution System. MSP became 
an important policy tool that helped 
achieve food self-sufficiency because 
it gave farmers assured prices. It is an 
important price signal. It is an admin-
istrative exercise that does not have 
statutory backing.

At this point of time, however, India 
has excess of food grains. Agricul-
ture experts add that it will become a 
massive logistical issue for the govern-
ment to house the excess of food grains 
bought from the farmers at MSP.

Shanta Kumar report
Shortly after coming to power in 2014, 
Modi had set up a committee headed 
by Shanta Kumar, former CM of Him-
achal Pradesh and a BJP veteran from 
the Vajpayee-Advani era, to examine 
the restructuring of Food Corporation 
of India and a whole gamut of agri-
culture reforms. It was on the Shanta 
Kumar committee’s recommendation 
that  the government launched the 
Pradhan Mantri Kisan Samman Nidhi 
(PM-KISAN) scheme before the 2019 
elections, giving cash incentives to 
farmers. Other recommendations the 
government implemented were the 
launch of a crop insurance scheme, 
soil testing, and discouraging  the 
bonus on MSP. The committee came to 
the conclusion that only 6 per cent of 
big, elite farmers benefit from the MSP. 

But the 6 per cent figure that the 
Shanta Kumar committee floated is 
dated and would now be an underes-
timate,  as it is based on  the National 
Sample Survey Office’s (NSSO) ‘Key 
Indicators of Situation of Agricul-
tural Households in India’ report for 

the 2012-13 farm year (July-June). But 
there is little doubt that the MSP pol-
icy benefits farmers only in a handful 
of states – mostly in paddy and wheat-
growing states.  

Official data on procurement 
of major crops by designated agen-
cies for 2019-20 shows that  procure-
ment of paddy/rice and wheat by FCI, 
is followed chana (chickpea), arhar/
tur (pigeon pea), moong (green gram), 
groundnut and rapeseed-mustard by 
the National Agricultural Cooperative 
Marketing Federation of India (NAFED); 
and cotton by the Cotton Corporation 
of India. It also includes milk procure-
ment by dairy cooperatives, which are 
largely quasi-government organisa-
tions that pay assured prices to farmers 
even if not technically MSP.

Bereft of dynamics 
Economists say an MSP mechanism 
that ignores dynamics, such as demand 
and global prices, creates distortions. 
If it is not profitable for private trad-
ers to buy at federally-fixed MSP, when 
demand is low, then the private sector 
will simply exit the markets. In such a 
scenario, the government simply can-
not be a monopoly buyer of all produce.

As it is, the government already 
procures staggering quantities of sur-
plus rice and wheat, which have 
become unmanageable. The govern-
ment on average holds at least 70 mil-
lion tonnes of rice and wheat in federal 
stocks, whereas food-security norms 

Swaminathan: stick to C2 yardstick Bhalla: abolish MSP for three years
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require reserves of 41.1 million tonnes 
as of July and 30.7 million tonnes as of 
October each year.

According to Ashok Gulati, farm 
economist, the noted farm econ-
omist, the cost of procuring, stor-
ing and distributing rice to the poor 
comes to about R37 a kg. For wheat, it 
is around  R27 a kg. The cost to com-
pany (CTC) of labour of the FCI is 
six to eight times higher than private 
labour. Therefore, market prices of rice 
and wheat are much lower than what 
it costs the FCI to buy them.

If MSP is made mandatory, then 
India’s agricultural exports could 
become non-competitive because the 
government’s assured prices are way 
higher than both domestic and inter-
national market prices. No trader 
would want to buy at a higher price 
and export at a lower rate. So, the 
assumption behind the new changes 
is that free competition in agricultural 
markets will ultimately result in a mar-
ket-clearing price, at which quantity 
supplied equals quantity demanded, 
resulting in an equilibrium.

While MSPs have incentivised 
foodgrains over other crops, they have 
given rise to serious imbalances of 
water and land resources and shifted 
land away from crops, such as pulses 
and oilseeds, necessitating costly 
imports. Also, MSPs, as administered 
prices, tend to distort market prices. 
They often ignore the demand side, 
international prices, export compet-
itiveness and ecological impacts of 
crops such as paddy.

WTO catch
This also means surplus stocks can’t 
be exported without a subsidy, which 
invites World Trade Organization’s 
objections. WTO rules cap govern-
ment procurement for subsidized food 
programmes by developing countries 
at 10 per cent of the total value of agri-
cultural production based on 1986-
88 prices in dollar terms. “Support to 
farmers can never be in question. But 
support in the form of MSP, which is 
market-distorting, raises questions, 
such as ‘whether can we move to other 
ways of supporting farmers that cause 
less collateral damage,” said Pravesh 
Sharma, a fellow at New Delhi’s Indian 
Council for Research on International 
Economic Relations.

But farmers are pointing out that 
while every year the Central govern-
ment announces MSP for 23 crops, the 
procurement at these prices is not guar-
anteed because the MSP is not legally 
binding on the agencies and buyers 
of these crops. In a season of bumper 
crop, the price received by the farmer 
does not even meet the cost of trans-
portation of the produce from the farm 
to the market. According to an OECD-
ICRIER report, farmers have suffered a 
loss of R45 lakh crore between 2000-01 
and 2016-17 as a result of non-payment 
of their input cost dues.

Besides, farmers say, there are more 
than 100 crops in the country but MSP 
covers only 23. Further, barring two-
three crops in three-four states, gov-
ernment procurement at MSP is not 
ensured in most states. Only 6 per cent 
of the farmers in the country get MSP 
on three-four crops, out of which 85 
per cent are farmers from Punjab and 
Haryana from whom the government 
agencies buy wheat and paddy at MSP. 
That’s why maize sowing is almost over 
in Punjab except in some semi-hilly 
stretches of Pathankot and Hoshiar-
pur districts. During the current Kharif 
season, farmers were forced to sell 
their maize at R800-R1,000 per quintal 
instead of the government-approved 
MSP of R1,870 per quintal.

The crux of the demand is that 
the farmers are not getting the price 
for their crop. Modi had said in 2017 
that such steps are being taken by 

the Centre which would double the 
income of farmers by 2022. Farmers 
now want to know from the govern-
ment what steps have been taken so 
far to double their income.

Income support
Siraj Hussain, former union agricul-
ture secretary and currently senior fel-
low, ICRIER, says that granting MSPs 
statutory cover is a tough nut for any 
government to crack. “I think it is a 
very complex question which can-
not be decided by the government in 
a manner in which the farmers want 
it.” Instead, farmers should be shielded 
from the “huge fluctuations” which 
they have to face. Giving examples 
of other countries, he said that China 
provides direct income support, the 
United States has a price insurance sys-
tem in place and in Europe the Com-
mon Agricultural Policy features two 
main pillars: Pillar 1, under which 
direct payments to farmers and mar-
ket interventions are covered; and Pil-
lar 2, under which rural development 
programmes are supported. Hussain 
prefers income support instead of MSP.

Besides, he points out, policy plan-
ners must keep in mind that agricul-
ture is not uniform across the states. 
The 2018-19 data of farmer incomes 
proves that the situation of farming 
households in Odisha and Jharkhand 
is very bad – they are earning just 
about R5,000 a month. Agricultural 
policies must be tuned to the local sit-
uation, which is why the Constitution 
made agriculture a state subject.

The road ahead, he said, “should be 
to enable state governments to formu-
late policies that are ecologically sen-
sitive to their requirements. In the 
original Green Revolution states, now 
facing water stress, the Centre should 
provide sufficient funds for diversifica-
tion from paddy.”

The list of ideas goes on. The reports 
of committees headed by M.S. Swami-
nathan and S.S. Johl are compendiums 
of expert advice. But to implement the 
suggestions contained in them, one 
has to pick and choose. Besides, any 
government keen on tackling the issue 
will need the political will and finan-
cial resources which currently seem to 
be in short supply.         u 
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Gulati: exports could become non-competitive
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KEC International Ltd (KEC), the 
flagship company of the $4 bil-
lion RPG Group, is a transformed 

entity today. The R13,500-crore EPC 
(Engineering, Procurement, and Con-
struction) player which till a decade 
ago was primarily known for its Power 
Transmission & Distribution (T&D) 
business, has in recent years built up 
a well-diversified portfolio of infra-
structure solutions across industry 
segments. The Mumbai-headquartered 
entity, which is currently undertak-
ing over 250 projects across over 30  
countries, has diversified into six new 
infrastructure businesses in the last 
seven years. 

In the last five years or so, while the 
share of the company’s T&D business 
in the total revenue has come down 
to 55 per cent from over 80 per cent, 
the non-T&D EPC project business has 
surged to 45 per cent. This strategic 
diversification into adjacencies has sig-
nificantly helped this infrastructure 
EPC company in putting up a robust 
business model that has ensured it not 
only achieves an impressive growth on 
the revenue front but also makes this 
journey a more profitable one.

The business diversification, along 
with its geographical footprint in over 
105 countries, has today placed KEC 
in a strong position in the market as 

compared to its traditional compet-
itors like Kalpataru Power Transmis-
sion, L&T, Tata Projects and others. 
KEC’s share price has grown by around 
four times over the past five years: 
from around R125 in March 2016 to 
R500 in October 2021. During Novem-
ber 2021, the KEC share price hovered 
at R457 with a market capitalisation of 
around R12,200 crore. 

KEC (originally known as Kamani 
Engineering Corporation) made a 
humble beginning in the 1940s as a 
small entity engaged in the fabrication 
of power lines. In the 1980s, the RPG 
Group acquired the Mumbai-based 
company from the Kamani family 
after it ran into acute financial prob-
lems. Having passed through some 
anxious moments during its initial 
years (post acquisition), the company 

KEC has strategically diversified its offering into multiple 
sectors of infrastructure

A transformed player
Goenka: strong 

growth prospects
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not only turned itself around but also 
subsequently evolved as one of the 
largest T&D EPC players in the world, 
with a vast manufacturing footprint 
(six manufacturing facilities for trans-
mission towers and two facilities for 
cables) extending across India, Dubai, 
Brazil and Mexico. 

In order to achieve its goal of 
becoming a complete infrastructure 
EPC player, the company has built 
up capabilities across key infrastruc-
ture sectors (with a total of eight lines 
of business at present) such as power 
T&D, railways, civil, urban infra-
structure, solar, smart infrastructure, 
cables, and more recently the oil & 
gas pipelines business. In September 
this year it announced it had acquired 
Spur Infrastructure Pvt Ltd, a R100-
crore Indian EPC company engaged 
in the setting up of cross-country oil 
& gas pipelines and city gas distri-
bution networks. Having secured its 
first order for laying of an oil and gas 
pipeline from Indian Oil Corporation 
Ltd, the company currently sits on an 
order book of around R600 crore with 
clients like IOCL, GAIL, IHB Ltd and 
Indraprastha Gas. KEC is looking to 
take its oil & gas pipeline business to 
around R1,000 crore in the next cou-
ple of years. 

Turnkey solutions
The government has made significant 
budgetary allocations to substantially 
increase the share of natural gas in 
the energy basket, from 6 per cent to 
15 per cent, to promote green energy, 
which will require augmentation of 
the existing oil & gas pipelines net-
work across the country. Additionally, 
as the demand for crude, petroleum 
products and gas increase steadily to 
cater to the country’s energy require-
ments, there is a continuous need to 
enhance oil & gas pipelines to trans-
port these products from ports to 
refineries and from refineries to con-
sumption centres.

“The infrastructure sector plays 
a crucial role in driving economic 
growth. Targeted GDP growth and 
large multi-sectoral investments 
planned through government initia-
tives such as the National Infrastruc-
ture Pipeline, PLI, are expected to 
boost the growth in the sector. In line 
with the government’s focus areas, 

KEC is strategically diversifying into 
emerging areas of growth and at the 
same time, strengthening its existing 
businesses through adoption of the 
latest digital and automation technol-
ogies. Large stimulus plans announced 
by various countries also offer strong 
growth prospects for the company’s 
businesses to expand and flourish 
internationally. We are certain this 
will pave the way for dynamic growth 
for the company and create value for 
stakeholders in the years to come,” 
states Harsh Goenka, 63, chairman, 
RPG Enterprises. 

“In the last six to seven years, we 
have consciously tried to diversify 
into adjacent areas of infrastructure. 
While doing so, we want to lever-
age our already-existing capabilities 

in engineering, procurement, execu-
tion and project management. Aided 
by these capabilities, we have done 
remarkably well in exploring the 
opportunities emerging in the infra-
structure space. Today, we have devel-
oped specific skillset and abilities, and 
are all set to position ourselves as a 
complete project management com-
pany which can deliver projects across 
a wide spectrum of infrastructure busi-
ness,” says Vimal Kejriwal, 60, manag-
ing director & CEO, KEC. 

Though the T&D EPC business con-
tinues to be its major contributor with 
around 55 per cent of the revenue still 
coming from this segment, over the 
past couple of years, other verticals 
have shown a good deal of traction, 
with the government’s thrust on vari-
ous infrastructure projects. In fact, the 
railways, along with civil and urban 
infra-EPC verticals, have together 
emerged as quite a large business for 
the company, generating almost 35 
per cent of its overall revenue at pres-
ent. In fact, the company’s non-T&D 
portfolio which would contribute a 
mere 13 per cent to the overall revenue 
in FY16, currently generates around 45 
per cent. 

In the railways, where the company 
now undertakes EPC projects beyond 
overhead electrification (OHE), its rev-
enue grew at a CAGR of 57 per cent to 
R3,409 crore, from R210 crore in the 
last five years. It has emerged as a com-
plete turnkey solutions provider in the 
railway infrastructure EPC space. 

Apart from OHE systems in railways, 
KEC undertakes turnkey EPC proj-
ects in signalling & telecom systems 
including electronic interlocking for 
new lines and capacity augmentation 

Kejriwal: we have done remarkably well
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works; new railway lines, including 
earthwork and track-laying and civil 
infrastructure such as bridges, tun-
nels, platforms, stations, residential 
buildings and workshops. 

The company continues to 
strengthen and diversify its pres-
ence across various segments of the 
Indian Railways and has strategically 
ventured into new, emerging areas of 
urban transportation. It has success-
fully transitioned into a technology 
player from a conventional EPC player 
and now executes complex and tech-
nology-intensive projects. It has for-
ayed into electrification, track laying 
and other services in the technology-
enabled and emerging growth areas 
of metros, dedicated freight corridors 
and high-speed trains. 

KEC is today one of the largest 

contributors to the Indian Railways’ 
100 per cent Electrification Mission, 
having electrified over 30 per cent of 
the Indian Railway network till date, 
spanning more than 18,800 km. In 
the fiscal year FY2021, despite the 
Covid-related challenges, it executed 
around 22 per cent of India’s railway 
electrification and commissioned 171 
RKM of track laying, which is 26 per 
cent of Rail Vikas Nigam Ltd’s (RVNL) 
overall achievement. In fact, the com-
pany delivered 11 railway projects, 
which were all commissioned ahead 
of the contractual schedule.

Impressive performance
“KEC has been one of our major part-
ners in project execution. Apart from 
electrification projects, they have got 
excellent capability in conventional 

track doubling and other related works. 
This professionally-managed organisa-
tion has shown its holistic approach 
even during the recent Covid-afflicted 
period when it successfully executed 
projects, managing a large workforce 
pool in various sites exceptionally 
well,” says Pradeep Gaur, CMD, RVNL.

Launched five years ago, the civil 
business has become one of its key 
growth drivers in a short period of time 
and currently executes over 30 turn-
key EPC projects. The business focuses 
on the construction of factories, resi-
dential and public spaces, data centres, 
warehouses, water pipelines and sew-
age and water treatment plants, espe-
cially in the mid-sized market segment 
dominated by small unorganised play-
ers and only a few large companies. 
In fact, KEC also constructs high-rise 
residential towers for developers like 
Godrej, Prestige, and others. It is exe-
cuting a design and build project for a 
Data Centre project for DRDO and has 
also received a new order from Nxtra. 

Besides, KEC is building cross-coun-
try water transmission and distribu-
tion pipelines across Odisha with an 
order book of over R1,300 crore. Being 
a part of the government’s Jal Jeevan 
Mission, the company provides water 
to 2,00,000 households across various 
villages 

The company entered the urban 
infrastructure sector in FY20, in line 
with its strategy to expand into adjacen-
cies and fulfil the sector’s requirement 
of well-established EPC contractors 
capable of executing large metro and 
RRTS (Regional Rapid Transit System) 
projects. Its focussed approach to cater 
to this promising market has yielded 
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positive results. It is currently execut-
ing seven large urban transport proj-
ects across four states in India.

During FY21, the company secured 
two new orders for the construc-
tion of elevated viaducts – one from 
Chennai Metro Rail Ltd and a second 
order from Kochi Metro Rail Corpo-
ration. It is now constructing seven 
metro and regional Rapid Transit Sys-
tem (RRTS) projects with a combined 
value of R4,500 crore, which include 
two projects each for the Delhi Metro 
Rail Corporation and the Kochi Metro 
Rail Corporation, one for the Chen-
nai Metro Rail Limited, and one for 
the National Capital Region Transport 
Corporation (to construct a section of 
the Delhi-Meerut RRTS).

Backed by these diversifications, 
KEC has made big strides. In the last 
five years, the company has grown at 
a CAGR of 9 per cent to R13,114 crore 
in FY21. However, the most remark-
able part of this journey has been a 
massive improvement in margins. PAT 
surged at a CAGR of 30 per cent during 
this period to R553 crore as the com-
pany (as part of its new strategy) has 
been focusing more on profitability 
than simply building up its order book 
and growing revenue. However, this 
approach has not significantly dented 
its revenue growth over the years as 
the new strategy also focuses on the 
early execution of projects. With this 
new strategy, the company is today sit-
ting on an all-time high order book 

(including L1) of around R30,000 
crore, to be executed over a period of 
18-24 months. 

The business diversification along 
with the company’s geographical 
diversification (where it has expanded 
its international footprint to 20 new 
countries in the last five years, taking 
the global footprint to over 105 coun-
tries; 40 per cent of its revenue now 
comes from overseas operations), has 
also provided a strong hedging mech-
anism, helping it significantly in the 
last 18 months during the course of the 
pandemic. Testimony to this has been 
the company’s exhibition of resilience 
and impressive performance during 
FY2021, when despite Covid-related 
headwinds, it recovered strongly with 
revenues of R13,114 crore for the full 
year, and a robust growth of 10 per 
cent vis-à-vis the last year. 

During Q2FY22 also, while the 
company clocked a revenue of around 
R3,587 crore, a 10 per cent YoY growth 
(above market expectations), it was 
the non-T&D business that helped it 
achieve this growth. During Q2FY22, 
even as the overall T&D business rev-
enue declined by 2 per cent on a YoY 
basis to R1,943 crore, the non-T&D 
business (railways, civil, cables, and 
others) registered a robust growth of 
34 per cent to R1,811 crore.

“We commenced the financial 
year amidst global upheavals due to 
Covid-19 and witnessed one of the 
biggest slowdowns during the year. 

The environment continued to be 
challenging throughout the year due 
to Covid headwinds, leading to spo-
radic lockdowns at project sites, delay 
in awards/L1s and a steep rise in com-
modity prices in the latter half. Even 
with these challenges, we recovered 
strongly,” says Kejriwal. 

“Our business and geographical 
diversification has gone a long way in 
providing some much-needed hedg-
ing against these market disruptions. 
Besides, our concerted efforts towards 
accelerated ramp-up in execution, 
increasing labour strength and 
deployment of mechanisation, auto-
mation, and digitalisation initiatives 
to improve productivity and quality 
of execution, played a key role in sail-
ing through this difficult phase. The 
growth has largely been delivered by 
our non-T&D businesses, namely rail-
ways and civil,” adds the KEC CEO, 
who has played a key role in trans-
forming the company in the last 
six years or so since he was elevated 
from being the president of the T&D  
vertical to the helm of affairs in  
April 2015. 

Leading from front
Kejriwal, who has over 38 years of rich 
and diversified corporate experience 
in the areas of power infrastructure, 
oil & gas, pharmaceuticals, fertilisers 
and investment banking across the 
globe, has now been associated with 
the company for almost a couple of 
decades. He joined KEC in Septem-
ber 2002 as the chief financial officer, 
and held several top managerial posi-
tions within the company, before tak-
ing over as the managing director & 
CEO, succeeding Ramesh Chandak, 
who retired post an illustrious career 
with the company. Under Kejriwal’s 
previous capacity as the president of 
the T&D business, the T&D vertical 
had achieved a remarkable 14 -fold 
increase in revenues.

Kejriwal is a distinguished alumnus 
of the Kellogg School of Management, 
USA and Narsee Monjee Institute of 
Management Studies, Mumbai. He 
is also a Chartered Accountant and 
a member of The Institute of Com-
pany Secretaries of India. Under his 
leadership, KEC re-visited its business 
strategy, focused primarily on improv-
ing overall margins and forayed into 

Villupuram-Thanjavur railway electrification project
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adjacent areas that could fetch better 
margins. While diversifying its port-
folio of offering, backed by its proj-
ect management capabilities, the 
company also adopted a great deal 
of mechanisation and digitalisation 
across its processes, something that 
has gone a long way in not only infus-
ing robustness into its execution, but 
also de-risking its manpower-heavy 
operations. Moreover, this also helps 
the company deliver the project, not 
only on time but also before schedule, 
thus ensuring savings on cost. With 
all these initiatives in place, the com-
pany has pulled off a remarkable per-
formance over the last six years. 

KEC, which employs over 9,000 
people with EPC footprints in over 
70 countries, across multiple sites and 
eight manufacturing facilities across 
India, Dubai, Mexico, and Brazil cur-
rently executes over 250 projects in 
over 30 countries and has significantly 
enhanced its focus on mechanisation 
and digitalisation across project sites 
to increase productivity and to recoup 
time lost due to the lockdown and 
other challenges. 

Cutting-edge solutions in areas 
such as execution (use of drones for 
surveys and stringing, gin poles, 
high capacity boom cranes and 
sophisticated concreting machin-
ery), safety (mobility-enabled safety 
platforms, training through mixed-
reality platforms), workforce manage-
ment (enhanced workforce visibility, 

compliance and safety) and qual-
ity (virtual inspections using tech-
nology) have substantially enhanced 
operational efficiency by improving 
productivity and reducing time and 
costs across projects.

KEC has expanded digital adoption 
with the use of technologies such as 
artificial intelligence, machine learn-
ing, advanced analytics, robotic pro-
cess automation, IoT and BIM, which 
help it enhance its efficiencies and 
deliver cost, quality, time and safety 
advantages over its industry peers. 

The company’s ‘Drone Go-to Work’ 
initiative continues to strengthen its 
capabilities to perform surveys rapidly 
across businesses and string power con-
ductors in transmission line projects. It 
has also developed and implemented 
robust innovation processes to drive 
innovation in businesses, especially 
in transmission, substations, railways 
and civil projects, and functions such 
as engineering, manufacturing, supply 
chain, finance and human resources. 

“These innovations help us 
enhance our construction produc-
tivity, accelerate project execution, 
reduce costs, ensure superior quality 
and safety standards, and reduce wast-
age. Besides continuously reimagining 
our digital and innovation roadmap, 
we are also fostering a culture of inno-
vation within the company through 
the RPG Innovation Festival, a plat-
form where breakthrough innovative 
ideas implemented by KEC and other 

RPG Group companies, are showcased 
to celebrate the spirit of innovation 
and excellence. Recently, we designed 
multiple digital solutions, some of 
which are amongst the first in the EPC 
sector, to drive benefits in areas of pro-
ductivity improvement, cost reduc-
tion and improved compliances. We 
also continue to leverage our home-
grown digital platform, named ‘Rak-
sha’, to manage EHS compliance at our 
sites, factories, and other workplaces,” 
explains Kejriwal.

Milestone projects
During the recent pandemic, KEC 
deployed digital tools and solutions 
for its large workforce pool at multi-
ple sites to enable safer on-site oper-
ations and smoother remote working 
experiences. The company was one of 
the first to develop its own AI-powered 
digital platform – ‘Netra’– to ensure 
strict compliance with social distanc-
ing and Covid-19 guidelines. Besides, 
it provided mobility solutions to its 
employees for health declarations, 
medical assistance, vaccination status 
updates, etc. This enabled HR repre-
sentatives to check on the wellbeing of 
employees across various geographies 
quickly and provide the required sup-
port to them.

“KEC has been one of our major 
partners in T&D space. They have car-
ried out multiple projects for us and 
what appeals to us the most is their 
zest and consistency in project execu-
tion. Their recent focus on mechanisa-
tion and digitalisation have further 
bolstered their execution capability 
as they are giving impetus on early 
delivery. All these initiatives have also 
helped them immensely during the 
recent pandemic period when they 
meticulously mobilised the resources 
at various sites as also managed their 
workforce following all safety proto-
cols,” says K Sreekant, CMD, Power 
Grid Corporation India Ltd. 

Demonstrating execution excel-
lence, KEC commissioned several 
milestone projects during the pan-
demic period (FY2021). These include, 
among others, 400 kV Pugalur-Ara-
sur Transmission Line in Tamil Nadu, 
a part of PGCIL’s prestigious 800 kV 
Raigarh-Pugalur HVDC project and 
also 400 kV Silchar and Misa substa-
tions in Assam, also for PGCIL, a part 

Kochi Metro viaduct and Panamkutty road over-bridge at Kochi
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of the North-Eastern Region Strength-
ening Scheme-II. In overseas loca-
tions, which contribute around 70 per 
cent of the company’s T&D business, it 
has delivered the 500 kV Pluak Daeng 
Substation Project in Thailand, which 
involved the erection of the country’s 
largest substation gantries (the proj-
ect was commissioned three months 
ahead of schedule) and also Tanzania’s 
first 400 kV substations at Dodoma 
and Singida. 

Despite the ongoing challenges, 
the company, in FY 2021, secured new 
orders of over R3,700 crore, a growth 
of around 4x over the previous year, 
including several large orders in Oman 
and Mozambique. It has seen signifi-
cant traction in the MENA region, 
with a current order book of over 
R4,000 crore. The company has rein-
forced its presence in the SAARC 
region with orders/L1 of R1,500 crore 
across countries, including its first sub-
station order in Sri Lanka. KEC’s T&D 
vertical delivered 19 projects across 
India and the SAARC region last year. 
In India, the company secured large 
orders of R1,500 crore from PGCIL, 
under the Tariff Based Competitive 
Bidding (TBCB) route, for the Green 
Energy Corridor in Rajasthan.

The company’s sixth tower manu-
facturing facility, which was acquired 
in Dubai in February 2020, was com-
missioned in FY21. This state-of-
the-art 50,000 MTPA plant serves 
high-growth potential markets such 
as the Middle East and other regions 
and driving a deeper connect with 
customers. KEC is today one of the 
largest globally operating T&D play-
ers, with a total tower manufactur-
ing capacity of 3,62,200 MTPA. KEC’s 

wholly-owned subsidiary, SAE Tow-
ers, is one of the most comprehensive 
in-house resources for transmission 
structures and related services in the 
Americas. It provides complete end-
to-end solutions for building trans-
mission lines and substations. SAE is 
also one of the largest producers of 
steel lattice transmission towers in 
the region. 

Cutting -edge solutions
Having built up its capability, KEC’s 
T&D business provides integrated 
solutions on a turnkey basis for trans-
mission lines up to 1,200 kV and 
large-sized substations – air insu-
lated up to 1,150 kV; gas insulated up 
to 765 kV– and hybrid substations up 
to 220 kV, and is currently executing 
over 160 Transmission Line and Sub-
station projects across geographies. 
Apart from PGCIL, which has been its 
major customer, the company enjoys a 
diverse clientele with names like Bihar 
State Power Transmission Co Ltd, 
Power Grid Company of Bangladesh, 
Saudi Electricity Transmission Co Ltd. 
In fact, the overseas markets continue 
to have a dominant share of around 70 
per cent in the T&D business.

The strong T&D business, along 
with the other adjacent businesses, 
particularly, railway, civil & urban 
infra and the new oil & gas pipeline 
business, has created a robust set-up 
for the company. According to ICICI 
Direct Research, KEC sees a strong 
pipeline of orders worth R60,000-
65,000 crore for H2FY22. Significant 
traction is visible in international mar-
kets like SAARC, Middle East and the 
Far East. Also, it is focusing on high-
speed trains, DFCC and metros, where 

it sees a large tendering pipeline in rail-
ways in the longer term. Besides, the 
company has reinforced its presence in 
the water and industrial segment with 
orders in metals and mining, data cen-
tres and the FMCG segment. Also, it 
is strengthening its presence in urban 
infra for construction of elevated via-
duct and stations.

With all these developments in 
place, KEC is quite strongly placed in 
the infrastructure market with a well-
diversified portfolio of projects. In the 
last few years, the company has stra-
tegically forayed into various infra-
structure sectors, which has helped it 
immensely to not only grow its busi-
ness but also do that in a more prof-
itable manner. Importantly, business 
and geographical diversification has 
also provided the company the much 
needed hedging mechanism against 
market uncertainties. It is this diversi-
fication that also helped the company 
sail through the recent Covid-afflicted 
period quite well. 

In fact, while many of its peers 
in the overseas and domestic mar-
kets faced execution-related head-
winds, the company managed to 
pull off an impressive performance. 
Here, its recent endeavour towards 
mechanisation and digitalisation has 
been a major success story since it 
has been able to mitigate labour and 
other related disruptions quite effec-
tively without adversely impacting its  
execution schedule. With these 
capabilities and diversifications in 
place, the company is well poised to  
commence its next growth phase, 
going ahead.             u

A R B I N D  G U P T A

arbind.gupta@gmail.com

Stringing works at a transmission line project in Saudi Arabia 765 kV North Chennai Gas Insulated Substation
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The Ministry of Defence has 
several  companies under its 
wing. Some of these are listed 

and include Hindustan Aeronautics 
Ltd, Bharat Electronics, BEM, Bharat 
Dynamics  and Mishra Dhatu Nigam 
Limited. Besides these it has four ship-
yards: Mazagon Dock, Goa Shipyard 
and Hindustan Shipyard, along with 
Garden Reach. Amongst the shipyards 
only Mazagon Dock and Garden Reach 
are listed. Most of the listed companies 

are doing well and have good traction 
with investors on the stock exchanges. 
The total market cap of all the listed 
companies is a little under R1.20 lakh 
crore with Bharat Electronics (BEL) and 
Hindustan Aeronautics being the big-
gest by market cap. BEL has a market 
cap of over R50,000 crore while HAL 
has a market cap of R46,000 crore. (See 
table).

While the large companies are well 
researched, the smaller ones are not as 

well researched. Not much is known 
about Mishra Dhatu Nigam Limited 
(Midhani) which is amongst the small-
est. Though it is not as well researched 
as  the others,  it continues to hold a 
lot of promise not so much for what 
it is but for what it can become in the 
future.  It is one of the few compa-
nies producing advanced performance 
material which, according to experts, 
is the way forward in the industrial 
world. The global market is estimated 
to be around $7.2 billion with USA, 
Japan, China, Canada and Germany 
being the leading players. New mate-
rials like carbon composite, alloys, 

This mini-ratna PSU promises to scale up fast in the 
future and become a full-fledged navratna
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graphene, nano particles, amongst 
others, find applications across several 
industries be they automobiles, space-
craft, aviation or even textiles. The 
demand for super alloys (nickel based, 
iron based and cobalt based) is primar-
ily driven by the rapid growth in the 
aerospace industry. Titanium alloys 
are also being increasingly used in the 
aerospace and automobile industries.

A PSU, Midhani was incorporated 
on 20 November 1973 and currently 
produces various types of advanced 
alloys and superalloys of steel, alumin-
ium and titanium. In the case of tita-
nium alloys, it is the only producer in 
India. Besides saving on imports some 
of the material it produces is classi-
fied as super critical and a few coun-
tries have banned exports of the same. 
Some materials are based on technol-
ogy developed by the Indian Defence 
& Development Organisation (DRDO). 
It produces armour steel products 
offering ballistic protection against a 
variety of weapons. Its range of prod-
ucts includes bulletproof jackets (aptly 
branded Rakshak) and bulletproof pro-
tection products for personnel carriers 
for parliamentary forces and VVIPs. 
The products are customised and fab-
ricated according to the requirements 
of its clients.

Superior materials
It also produces biomedical products 
which include standardised ortho-
paedic implants as also customised 
implants such as hinge knee joint, 
lumbar puncture needle, dynamic 
hip and compression systems, univer-
sal spinal systems and cages, liposuc-
tion tubes. Its titanium products are 
suitable for MRIs and CT scans. They 
are more superior than other implant 
materials and are corrosion-resistant 
and bio-compatible. They are also rel-
atively light and have a good strength 
to weight ratio besides being immune 
to body fluids. Apart from producing 
materials, it also has world class facil-
ities for testing and inspection of sur-
gical implants where it undertakes 
mechanical, physical and magnetic 
non-destructive testing. 

The company also produces special 
metal fasteners as also various other 
kinds of fasteners which find applica-
tions in defence, aerospace and atomic 
energy. Apart from fasteners it also 

manufactures welding consumables. A 
few grades are used in strategic appli-
cations by the navy. 

Midhani has two units, one in 
Hyderabad and the other at Rohtak 
in Haryana. Rohtak which was set 
up around five years ago, meets the 
armouring requirements of the armed 
forces. Besides, it has a plant at Nellore 

for producing high strength and low 
weight aluminium alloys. These facil-
ities have various types of  furnaces 
including electric arc and vacuum 
and electron beaming furnaces with 
refining capacities. It was amongst the 
first in the country to have vacuum-
based refining and melting capac-
ity It has melting shops, besides ring 
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rolling mills and in FY21 it produced 
high temperature alloys for the Kaveri 
Dry Engine programme for unmanned 
combat aerial vehicles. Ultra-high-
strength steel products  were used for 
the Gaganyaan mission. 

New technologies
As part of its growth strategy Midhani 
is planning to tap other industries out-
side defence. In particular railways, oil 
and gas pipelines, chemicals and fertil-
isers, mining and the power sector. This 
move is expected to yield good results 
going forward as otherwise its fortunes 
will forever be linked largely to the pro-
curement orders of a government com-
pany. Towards this end it is setting 
up a new plant at Nellore in Andhra 
Pradesh. This JV with National Alu-
minium Ltd (NALCO) called Utkarsha 
Aluminium Dhatu Nigam, will entail 
production of high-end aluminium 
alloys. The company is also in the pro-
cess of modernising its plant in UP. As 
a part of its focus on R&D it is seeking 
collaboration for getting new technol-
ogies for moving up the value chain to 
expand its product range. During FY21 
the company received two patents and 
has filed 35 IPRs. Its 15-officer-strong 
R&D team has indepth knowledge of 
special engineering and metals. 

R&D is one of the key areas which 
can give the company an edge over 
others in advanced materials. There is 
no denying the capabilities and exper-
tise of this government PSU. The com-
pany has 761 employees with the 
productivity of each employee being 
₹1.04 crore. The current CMD, Sanjay 
Kumar Jha, 57, is a qualified engineer 
from Nit Jamshedpur and has a PhD in 
Engineering Sciences from the Homi 
Bhabha National Institute, BARC. 
The knowledge pool is deep within the 
company. What is required is a process 
whereby the creativity of employees is 
allowed to be unleashed. 

One way could be better incentive 
planning. Employee participation in its 
new projects will help in driving cre-
ativity. The entire Silicon Valley suc-
cess was more to do with enhanced 
employee participation than anything 
else. Equitable opportunity for talent 
to grow is required. A PSU set-up may 
not really be the way forward. Instead 
of having payment and incentives in 
grades and bracketing persons in par-
ticular grade may not be a sufficient 
incentive for the employee to do their 
best. Nothing short of a cultural revolu-
tion would be required to put Midhani 
on par with the top, advanced material 
producing companies in the world. For 

one, the company requires to be given 
full freedom in deciding the prices of 
the product and should be encour-
aged to produce end products in cases 
where it has the capabilities rather than 
merely being looked upon as an input 
supplier of critical raw material alone. 

The company certainly holds prom-
ises. And this is one of the reasons that, 
of the 26 per cent held by the non-pro-
moters, HDFC MF holds 9 per cent and 
Invesco Contra funds another 1.75 
per cent while insurance companies, 
including New India Assurance, hold 
1.39 per cent per cent. There are more 
than 40 FIIs which have also invested 
in the company. However, their com-
bined holding as on 30 September was 
less than 1 per cent. 

These funds are not betting on the 
company’s current operations. Not that 
this is bad. For FY21, during the Covid 
period, the company managed to put 
its best foot forward. It earned a PAT 
of R167 crore on a total income of R833 
crore. This was the best performance till 
date. In the first half of FY23, however, 
the company reported a lower PAT of 
R52 crore on total income of R302 crore. 
However, with the country’s focus on 
Atma Nirbhar and decision of PM Nar-
endra Modi to produce defence goods 
indigenously, Midhani is better placed 
to provide import substitute advanced 
material. This will help in the short 
term till it has a better handle on the 
finished goods manufactured.      u

D A K S E S H  P A R I K H

daksesh.parikh@businessindiagroup.com

6,000 tonne forge press at its Hyderabad facility

Aerial bombs developed for the IAF
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As per the regulation, every enterprise board 
must ensure its independent directors meet 
at least once annually for what is called the 

“Executive Session”. These meetings should be 
convened without any other directors or manage-
ment executive present. The chairman of the ESG 
(environment, social and governance) can oversee 
these executive sessions.

The independent directors decide the topics they 
would like to discuss in these sessions. However, the 
board decisions cannot be taken in these meetings. 

“Executive Sessions” have stirred much uncer-
tainty over the years – starting with the question of 
why a meeting that excludes executives is called an 
“executive session”. Most of the world’s regulatory 
regimes prod corporate boards to hold these board 
meetings without managers, and in the US, the 
major stock exchanges require they be conducted 
“regularly,” whatever that means. SEBI too has fol-
lowed this diktat. The rest is left up to your board. 

As executive sessions have become a standard 
element of governance, how have they evolved, 
and what have we learnt on making this a better 
governance tool? The uncertainty of its efficacy 
should not loom longer than needed by now. Here 
are six trends worth following for your board:

An “executive session” of the board need not be 
just a singular annual session. For example, inde-
pendent directors may ask managers and employee 
directors to give them some time exclusively with 
the chief executive. Then, after this discussion, the 
CEO may leave, allowing a talk purely among the 
independent directors. Or, just the CFO, head of 
HR, company lawyer, or any other officer may be 
the only insider for a discussion. Boards are find-
ing this “in and out” format brings advantages, 
especially in hearing the viewpoints of various top 
execs when the CEO isn’t in the room. 

Leadership of the executive session is the most 
important factor. Otherwise, the programme 
devolves into an aimless bull session, with banter-
ing back and forth, but nothing will get resolved. 
The board should formally agree on who will lead 
the executive sessions. The independent chair or 
the head of the nominating governance commit-
tee, or ESG. While a lead independent might seem 
the most natural chair for this session, it doesn’t 
have to be that way – try innovating.

Importantly, you must feel free to innovate on 
how and when you use executive sessions as a gov-
ernance tool. Audit committees now use the exec-
utive session to close the doors for just committee 
members and the CFO, internal auditors, or the 

audit firm partner... and then a brief confab with 
just the committee members themselves. Com-
pensation, finance, or other committees can also 
build this approach into their agendas. 

Speaking of agendas (or that other boardroom 
formality, minutes), the loose structure of an exec-
utive session doesn’t lend itself to too much paper-
work. Many executive sessions don’t really use 
agendas as these are not board meetings and not 
under the lens of the regulators. Occasionally we 
find that the minutes of the meeting typically will 
not extend beyond the board meeting. There are 
exceptions, though. Government-related entities 
might require full minuting of all board business 
– check with counsel on this. Also, if your board’s 
executive session goes beyond general discussions 
and observations, its actions may want notation. 
This could include a resolution on succession or 
compensation, a request for full-board action, or 
other major issues.

The CEO will obviously be curious about what 
happened behind closed doors, and a good board 
should be open about its thoughts. If there is any sort 
of an agenda, or just items that the session plans to 
cover, it is proper to let the CEO know in advance. 
The leaders should privately give the chief a summary 
of discussion, topics covered, and specifically any 

issues or concerns that arose. Transparency is impor-
tant here. Done right, this summary will avoid a final 
executive session no-no – individual directors giving 
the chief back-channel takes on what was discussed, 
or the CEO approaching them to spill the tea. 

Executive board sessions imply closing the 
boardroom doors for a private chat, but since early 
2020, very few boards have met in person. How 
has the move to virtual, online governance shifted 
the exec session? To our knowledge, it is no dif-
ferent from a conference call... the CEO just goes 
off screen. Not only has virtual governance not 
crimped use of executive sessions, it makes it eas-
ier to just toggle select players in and out of the 
meeting, allowing more frequent, but quick exec-
utive sessions.              u

The uncertain efficacy
Executive Sessions have stirred much uncertainty over the years
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“Executive Sessions” have stirred much 
uncertainty over the years – starting 

with the question of why a meeting that 
excludes executives is called an “executive 

session”
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As Covid-19 hit the global 
economy and travel came to a 
standstill, the initial response of 

the government and banks was ensuring 
quick and safe cash transportation 
to keep the wheels of the economy 
running smoothly. During these times, 
good currency management became an 
important prerequisite.

With this as a backdrop, CMS Info 
Systems, the country’s largest cash man-
agement company, took to urgently 
transport currency to places where 
it was needed the most and ensured 
that local currency chests and ATM 
machines were adequately stocked. The 
firm’s 6,943 employees worked tirelessly 
behind the scenes to ensure cash could 
reach the right destinations. Credited 
for the rapid deployment of cash pick-
up and delivery points, CMS increased 
manpower and transport vehicles to 
ensure that no corner of the economy 
was left dry without currency. CMS also 
launched Cash2Home services during 
Covid-19 for senior citizens and the dif-
ferently abled. 

“Our services extend across 

multiple stages of the cash cycle in 
India – from the time RBI initially 
issues cash to currency chest, to the 
time cash is deposited back in banks 
after going through the various stages 
of the cash cycle,” explains Rajiv Kaul, 
executive vice chairman, whole time 
director and CEO at CMS Info Systems, 
an industry veteran with more than 
24 years of experience. 

CMS does 12 million-plus ATM 
activities and cash pick-ups a year, 
which is more than a million per 
month. This in itself amounts to more 
than 50,000 activities per day. Since 
the last three years, the currency 
throughput has increased nearly 30 
per cent.  “Whether we are filling an 
ATM or picking up cash from the retail 
stores or NBFC or insurance company, 
it’s all enabled by an integrated route-
based logistics and tech solutions plat-
form,” continues Kaul.

Expanding reach
Kaul has been spearheading the expan-
sion of CMS’ cash management offer-
ing. As a result, CMS placed a sharper 

focus on expanding its geographi-
cal footprint all over India. Its logis-
tic ecosystem, which covered 11,000 
or 12,000 pin codes about three years 
ago, now covers over 15,000 pin codes.

CMS has also created service points 
for cash management in difficult-to-
reach in remote and semi-urban areas, 
such as India-China border regions, 
villages in remote regions in the Hima-
layas, such as Dras and Kargil, remote 
towns in Arunachal Pradesh, and a 
few places accessible only by boat.

If one looks at the service delivery 
capabilities, CMS has a pan-India fleet 
of 3,911 cash vans and a network of 
224 branches across India. “We have a 
presence in 96 per cent of India’s land 
mass. We would struggle to think of a 
place not serviced by us. We want to 
make cash available to every Indian 

wherever they need it at the lowest 
possible cost,” avers Kaul.

This huge size and reach 
not only generates transit ave-
nues for banks and financial 
institutions, but also for organ-

ised retail, hospitals, and other 
e-commerce companies in India. 

“As a matter of fact, organised retail, 
hospitals and e-commerce companies 
have been seeing increasing volumes 
of cash handling. An in-house devel-
oped CMS Cash index also points out 
that cash handling among merchants 
and e-commerce companies has been 
steadily rising,” says Sanjay Singh, 
Chief, human resources at CMS

Cash usage for commercial transac-
tions is even more prevalent in rural 
India. While on an all-India level 65 
per cent of e-commerce payments 
are done through the cash on deliv-
ery mode, in Tier 4 towns, cash-based 
transactions in e-commerce are as high 
as 90 per cent, thus increasing the 
scope of activity for CMS for handling 
cash. Through its network, CMS serves 
more than 133,000 business points 
across its ATM cash management, and 
retail cash management segments.

Technological innovator
Driven by the need to seamlessly 
handle cash across different e-com-
merce vendors, banks, and retailers, 
CMS simultaneously invested heavily 
in technology to reconcile the cash 
balances with vendors and banks in 
real time. After loading an ATM with 

CMS Info Systems is cashing in on the ATM boom  
with advanced technology offerings
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cash, the CMS Agile is able to quickly 
reconcile the cash infusion with the 
respective bank, thus enabling CMS to 
improve efficiency. CMS’s in-house lab 
seamlessly integrates cash reconcilia-
tions, which has improved efficiencies 
across all platforms.

“We have created a lab for technol-
ogy solutions for ATM cash manage-
ment. While the rest of the ecosystem 
is getting more evolved on the back of 
RBI compliance, we are able to create 
software and sell it to banks as a solu-
tion now. CMS Algo is a solution that 
we created in-house a few years back,” 
points out Anush Raghavan, President 
– Cash Management Business, CMS 
Info Systems.

Prior to turning around CMS, Kaul 
was, at the age of 33, one of the young-
est CEOs of Microsoft and also corpo-
rate India. He served as a member of 
the RBI committee for currency move-
ment and board member of Confeder-
ation of ATM Industry, while at CMS. 

New revenue streams
Under Kaul’s leadership, CMS has 
invested in new revenue streams while 
upgrading technological capabilities. 
The firm embarked on expanding its 
services from just managing cash to 
the lucrative business of managed ser-
vices that include ATM management, 
remote monitoring, and multi-vendor 
software solutions for ATMs. 

In fact, banks have been migrat-
ing to new age tech through the last 
mile connectivity route to customers, 
and advanced ATM technology such 
as the ones available with CMS will 
play a key role in growing this market. 
Apart from standard cash-withdraw-
ing activities, banks will be able to roll 
out more services and also sell more 
products and offerings through ATMs.

Given the enormous opportunity, 
CMS even roped in Manjunath Rao, 
who headed an ATM operation in Sin-
gapore, to head its managed services 
vertical. With its investment in up-
end technology over the last several 
years, CMS now has a good head start 
in the ATM managed services segment. 

“Our managed services are largely 
where the banks give a multi-year con-
tract. Think of it in terms of large tech 
services. If you look at any IT com-
pany they will go and sign a large cli-
ent for six, seven or eight years. That’s 

the kind of contract they sign for 
managed services and ATM manage-
ment because new technology keeps 
evolving and banks want to be on top 
of this,” points out Manjunath Rao, 
President – Managed Services Busi-
ness, who has over 34 years of indus-
try experience.

In addition, there are more growth 
drivers for the managed services busi-
ness of CMS. India has a low pene-
tration rate of around 22 ATMs per 
100,000 adults, compared to the global 
average of 47 ATMs per 1,00,000 adults 
as of December 31, 2020.

Not only that, the government of 
India has undertaken initiatives aimed 
at increasing financial inclusion to 
give greater access to bank branches 
and ATMs. In particular, in semi-urban 
and rural regions ATM penetration 
is very low, at 15 ATMs per 100,000 
adults as of December 31, 2020, while 
payments in cash continue to be the 
primary medium of transactions in 
India, accounting for approximately 
89 per cent of all payment transac-
tions in 2020, according to a Frost and 
Sullivan report.

Recently, the RBI also increased the 
interchange fee for ATMs from R15 
to R17 to encourage banks to roll out 
ATMs. Interestingly, in the past two 
years, over 17,000 ATMs have been 
added in India as per the Reserve Bank 
of India. Out of this more than 10,000 
ATMs have been added in rural and 
semi-urban areas, despite Covid-19 
slowing economic activities.  

“Large geographical pockets like 
Uttar Pradesh, Bihar, Jharkhand, 
Chhattisgarh, and Odisha almost 
have high single-digit to extremely 
low double-digit ATM penetration per 
100,000 people. Those are also the 
geographies where the government 
is investing more time and money to 
drive financial inclusion because they 
have to be the drivers of GDP growth 
for the next decade. One would antic-
ipate that financial channels and dis-
tribution also need to grow to keep 
pace with that,” notes Pankaj Khan-
delwal, president and CFO, CMS.

ATM business to accelerate
Not surprisingly, large public sec-
tor banks are increasingly rolling out 
ATMs. PSB banks have issued brown 

Raghavan: creating in-house solutions
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label ATM requests for proposals for 
over 20,000 ATMS, and according to 
market sources more proposals are 
on the anvil. The Frost and Sullivan 
reports suggest the number of ATMs 
are expected to increase by around 1.1 
lakh to 3.65 lakh ATMs by FY27, at an 
annual growth rate of 6 per cent.

Besides, about two lakh ATMs are 
likely to be replaced over the next five 
years due to obsolescence and technol-
ogy upgradation. In fact, several pub-
lic sector banks are migrating to the 
CMS platform for a wider range of ser-
vices and better customer experience.

This is one reason why the busi-
ness of ATM management will con-
tinue to grow fast in India, translating 
into better managed services contracts 
for CMS. A Frost and Sullivan report 
notes that the market for managed ser-
vices, which stands at R6,800 crore in 
FY21 is slated to reach a size of R17,090 
crore by FY27, growing at annualised 
growth rate of 16.5 per cent.

One key component of the man-
aged services business is the multi-
vendor software (MVS) solution 
system. In 2019, CMS forayed into cre-
ating a multi-vendor software and is 
now a leading player in this segment. 
The multi-vendor software solution 
essentially enables financial institu-
tions to maintain and enhance their 
ATM infrastructure for any new ser-
vice they provide, allowing it to be 
also rolled out on their ATM networks. 
In essence, it can upgrade more ser-
vices while bringing cost efficiency 
to operations by eliminating the need 
to upgrade ATM software. CMS has 

already installed its multi-vendor solu-
tions in over 44,000 installations for 
India’s largest public sector bank, the 
State Bank of India.

Till 2021, about 1.1 lakh ATMs have 
migrated to multi-vendor software out 
of 1.95 lakh ATMs. By 2027, all Public 
Sector Banks will migrate to the MVS 
mode indicated by the fact that five 
of the top tier banks in India, which 
include SBI, Axis Bank, HDFC Bank, ICICI 
Bank and IndusInd Bank have already 
moved over 1.1 lakh ATMs to the MVS 
platform.

CMS has also forayed into remote 
monitoring services for ATMs. This 
division does real time monitoring 
of ATMs for security, maintenance 
and cash replenishment if required. 
CMS has a centralised centre to mon-
itor hundreds of ATM sites around the 
clock, and analysts expect the remote 
monitoring segment to grow at a CAGR 
of 25 per cent from FY21 to FY27.

“From a long-term perspective, our 
focus is in remote monitoring is just 
expanding to a wider set of ATMs and 
bank branches,” explains Kaul. “Today 
out of 2.5 lakh ATMs in the country, 
only about 80,000 ATMs are being 
remotely monitored, while two-thirds 
don’t have a viable solution. We have 
won almost every remote monitoring 
contract that we have participated in, 
in the last 12 months,” avers Kaul.

Much like IT companies, CMS has 
won new contracts in brown label 
ATMs and remote monitoring and has 
an accumulated order book valued at 
over R2,000 crore. CMS won contracts 
for 3,900 brown label ATMs (March 31, 

2021) and for remote monitoring of 
14,920 ATMs.

In addition, CMS has a  longstand-
ing strategic arrangement with Hyo-
sung TNS Inc to offer a full suite of 
bank automation products and has 
base of over 33,000 installed products, 
supported by a network of over 500 
engineers across India, as of 31 March, 
2021. CMS intends to build on this in 
the future and compete aggressively to 
win a larger share in the ATM managed 
services vertical.

The managed services business has 
added a spring in the revenue growth 
rate of CMS over the past two years. In 
fact, the managed services business 
has grown at a CAGR of 36 per cent 
from FY19 to FY21 to R364 crore, dur-
ing the period affected by the pan-
demic. CMS’s other businesses, which 
includes card issuances among oth-
ers, grew to R45.9 crore in FY21 post-
ing a CAGR of 11 per cent from FY19 
to FY21.

As CMS’s managed services contri-
bution continues to increase, oper-
ating margins have started to show 
strong improvement. Over the past two 
years, while revenues grew at about 6.7 
per cent compounded annualised growth 
rate (CAGR) despite Covid-19, net prof-
its grew at a sharp pace of 32 per cent 
CAGR from FY19 to FY21. This healthy 
profit growth has resulted in strong 
cash generation with CMS having built 
cash and cash equivalents, bank bal-
ances and current investments of over 
R300 crore in its balance sheet.           u 

L A N C E L O T  J O S E P H

lancelot.joseph@businessindiagroup.com

Rao, Kilam and Khandelwal: ensuring cash reaches right destinations Singh: cash handling has been steadily increasing
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HR are the initials of Hanman-
trao Ramdas Gaikwad, the 
founder and CMD of BVG 

India, which indicate the significance 
of ‘human resources’ in his life. The 
vision of HRG, as he is referred to, is to 
give jobs to thousands of people as he 
aspires to positively impact the lives of 
over a crore of people. Today, national 
institutions such as the Parliament 
House, Rashtrapati Bhawan, Prime 
Minister’s Office, Reserve Bank of 
India and the Supreme Court are man-
aged and maintained by BVG India, 
which is a pioneer, thought-leader and 
innovator in facilities management 
services. BVG India was founded by 
Gaikwad and eight of his friends in 
Pune, with an automobile player – Tata 
Motors – as their first client. 

“Gaikwad was an enterprising 
young man with a very different 
dream for his age. He had an entrepre-
neurial mindset right from the begin-
ning. It was a rarity to see someone 
with such a vision at his age. It was a 
wonderful dream that he had, which 
was to support and provide employ-
ment to a large number of people, and 
we thought it very apt to give him a 

chance, since he was trying create 
such value for a large number of peo-
ple. He was a people person from the 
beginning – always smiling, unas-
suming, humble and able to mix with 
peers very well. It is by virtue of this, 
that he has been able to build BVG as a 
‘Humanity Ahead’ organisation. Hats 
off to the work they have done as an 
organisation,” says Manohar Paralkar 
(ex-HR head of Tata Motors).

Gaikwad came from a humble back-
ground, having spent the first 20 years 
of his life in a 10x10 sq ft house. He 
was the first son in seven generations 
of his family. From a very young age, 
he worshipped icons such as Chhatra-
pati Shivaji Maharaj and Swami Vive-
kanand. He lost his father when he 
was 18 years old while he was study-
ing in the second year for a diploma 
at the Pune government polytechnic. 
“My mother was a school teacher and 
my father wanted me to become an 
IAS officer. So, I told my mother that 
I would like to continue my educa-
tion, so that I can appear for the IAS 
exam. I was getting admission in a 
good college, but my mother told me 
that father was not there, there were 

limited means to continue education,” 
explains Gaikwad.

But fate had something else in mind 
as he had limited means to continue 
his education. During his college days, 
he aspired to work for Bharat Vikas 
(the progress of India) and had regis-
tered an organisation with the name 
of Bharat Vikas Pratishthan. This step 
formed the genesis of the Bharat Vikas 
group (BVG), as it stands today. 

So, to support his education, Gai-
kwad did several odd jobs such as 
selling jam, sauce bottles; small paint-
ing contracts; giving diploma classes 
and tuitions, etc. “I did many things 
to support my education and then I 
joined Tata Motors in Pune as a grad-
uate trainee engineer getting R8,000 
salary per month, but I saved R2.5 
crore for Tata Motors through a cost-

saving initiative in a project,” adds 
Gaikwad who took up the role of 

looking for a new housekeep-
ing contractor and gave jobs 
to his village friends.

In May 1997, the entrepre-
neurial bug bit him when he 

quit Tata Motors and started (by 
employing eight people) as a house-

keeping contractor for Tata Motors in 
the name of Bharat Vikas Pratishthan. 
The first month’s bill – which he has 
preserved – came to R12,009.

Full time business
In his quest for achieving excellence 
in whatever services he gave, Gaikwad 
started adopting the culture of mech-
anisation even in tasks such as toi-
let cleaning, way back in 1998. After 
one month of marriage in 1999, HRG 
requested his wife to allow him to 
resign from his job and get into full 
time business. After a month of resis-
tance, his wife finally ‘permitted’ him 
to leave the job and get into busi-
ness. The then general manager in GE 
Power, Bangalore asked Gaikwad to 
replicate the Tata Motors Pune model 
in Bangalore. With similar references, 
BVG started in cities like Chennai and 
Hyderabad, among others, in 2002. 

“The investment required in the 
equipment was worth two years’ profit 
for us. We took that risk and then got 
the parliament job and did such a 
good job that they extended the dura-
tion. The next year BVG got the main 
Parliament House and managed to do 

BVG India has carved out a niche in the facility 
management business

Humanity ahead
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impacting people’s 
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a wonderful job there too,” reminisces 
Gaikwad who got the PM’s house and 
then the Rashtrapati Bhavan and the 
Supreme Court. It also started Jam-
shedpur, Tata Motors operations in 
2004. And the rest is history.

According to a Frost and Sulli-
van (F&S) report, BVG India is one of 
India’s largest integrated FM services 
companies, with more than 54,000 
employees as of 30 June, 2021. In fis-
cal 2019, 2020 and 2021, it served over 
624, 590 and 582 clients, respectively, 
while in the three months ended June 
30, 2021, it served over 490 clients (35 
sectors) in more than 100 cities across 
20 states and five union territories in 
India. It had a market share of 6.4 per 
cent in the integrated facilities man-
agement services, says the F&S Report.

Gaikwad also observed that the 
Indian facility man-
agement (FM) mar-
ket grew at the rate of 
19.6 per cent between 
fiscal 2012 and fiscal 
2021. While the FM 
market was estimated 
at R260.0 billion in fis-
cal 2021, the potential 
of the market has been 
estimated at R1.3 tril-
lion (F&S).

Today, the com-
pany, provides a com-
prehensive range of 
integrated service offer-
ings across multiple sectors and is one 
of the select companies that offer a 
wide portfolio of integrated services 
(including soft services such as mech-
anised housekeeping, industrial house-
keeping, manpower supply, security 
services and janitorial services, hard 
services such as electro-mechani-
cal works and highway maintenance), 
along with specialised services such as 
paint-shop cleaning, logistics manage-
ment, emergency response services and 
waste management. Integrated services 
account for 63 per cent of the revenue, 
while emergency response services con-
tribute 25 per cent and waste manage-
ment another 11 per cent.

The company has a differentiated 
‘solution-pricing’ business model, 
rather than the conventional ‘cost-plus’ 
model. The cost-plus basis model bills 
the client on the cost incurred while 
providing a service plus a fixed profit 

percentage over the cost incurred. 
BVG’s model, otherwise known as 
Combined Quality cum Cost Base 
Selection (CQCBS) charges services 
depending on the output-based billing 
for each type of service. “This ensures 
transparency between the service pro-
vider and the client, creating a bene-
ficial situation for the client. Not only 
that, but it also results in industry-lead-
ing EBITDA margins of 13.84 per cent, 
as compared to the EBITDA margins of 
3-8 per cent for the rest of the competi-
tion,” points out Gaikwad.

Huge opportunity 
There is a tremendous need in India, 
with its wide geography and high 
population, for various services like 
emergency medical services, waste 
management, etc. But unfortunately, 

in India, 75 per cent of 
this work still remains 
in-house in compar-
ison to 49 per cent at 
the global level. So, 
Gaikwad believes that 
there is more opportu-
nity to outsource this 
work. “There is huge 
opportunity lying in 
various sectors for FM 
and it is estimated to 
be nearly R1.3 trillion 
of untapped oppor-
tunity within various 
sectors. The develop-

ment of SEZs and mega food parks is 
expected to be one of the driving fac-
tors responsible for the high growth 
rate. There is tremendous oppor-
tunity lying in waste management  
services, accounting to more than 
R200 billion”. 

Meanwhile, BVG India is planning 
to strengthen its operations across 
sectors by capitalising on the grow-
ing industry opportunities, adopt-
ing a sector-wise focus. The company 
also intends to cross-sell its services 
to deepen its relationship with cli-
ents and increase wallet share and 
entrenchment. It will also continue 
to bring in operational efficiencies, 
which will lead to a further improve-
ment in the best-in-class margins.

Yes, the company also lays heavy 
emphasis on skilling and employ-
ability enhancement. It is a NEEM 
(National Employability Enhancement 

Mission) facilitator approved by AICTE. 
In addition to FM services, it also pro-
vides skilled workers to manufacturing 
plants and production facilities. BVG 
has plans to provide at least 10,000 
workers in the next two years under 
NEEM to various industries. It operates 
three Skill Development Centres across 
India, at Jhalawar, Sattur and Mysore.

In terms of numbers, BVG recorded 
an increase in EBITDA from continu-
ing operations from R181 crore in fis-
cal 2019 to R231.73 crore in fiscal 
2021. It recorded higher profit mar-
gins than the FMS industry average 
in fiscal 2021, says the F&S report. It 
recorded the highest revenue of R16.75 
billion among key competitors in the 
FMS business in fiscal 2021.

In fiscal 2021, revenue generated 
from providing integrated services to 
clients in the industrial and consumer 
sector; transport and transit infrastruc-
ture sector; hospitals and healthcare 
sector; government institutions, and 
other sectors such as BFSI, education, 
residential and commercial retail, and 
IT/ITeS, represented 14.85 per cent, 
7.57 per cent, 12.80 per cent, 15.36 
per cent and 12.18 per cent of reve-
nue from operations, respectively. Fur-
ther, in fiscal 2021, revenue generated 
from providing emergency response 
and waste management services rep-
resented 24.26 per cent and 10.63 per 
cent of the total revenue from opera-
tions in this period, respectively.

In fiscal 2019, 2020 and 2021 reve-
nue generated from BVG’s top 10 cli-
ents was R880 crore, R826 crore, and 
R766.69 crore and represented 48.40 
per cent, 42.82 per cent and 45.97 per 
cent of its revenue from operations, 
respectively. 

“We believe that our ability to cater 
to diverse sectors through multiple 
offerings across locations insulates our 
business from fluctuating market con-
ditions to a large extent,” says Gaikwad.

The journey of a lifetime begins 
with a single step – Gaikwad took that 
step and lakhs have joined his employ-
ment-giving caravan. Humility per-
sonified, he philosophises that there 
are miles to go in terms of achieve-
ment and success. And his workforce 
stands firmly behind him as he leads 
the way!               u

L A N C E L O T  J O S E P H

lancelot.joseph@gmail.com
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is expected to be one 
of the driving factors 

responsible for the high 
growth rate
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After a two-and-a-half-year hia-
tus, SpiceJet has reintroduced 
Boeing 737 Max in its fleet. 

The Boeing 737 Max passenger 
aircraft was grounded worldwide in 
March 2019, after 346 people died in 
two air crashes. The first was Lion Air 
(29 October, 2018) and the second was 
Ethiopian Airlines (10 March, 2019). 

Investigations revealed that there 
was a design flaw that led to the crash.

“If an aircraft’s nose is too high, the 
plane loses speed and is likely to enter 
a stall – a state in which it loses flight 
and can fall from the sky. The aircraft 
was designed to prevent such an even-
tuality, but it did not work in these 
two fatal crashes,” according to an avi-
ation expert.

Boeing rectified the Manoeuvring 
Characteristics Augmentation Sys-
tem (MCAS). It also set up simulators  
and training centres to train pilots on 
the MCAS.

Boeing has re-engineered the air-
craft and as many as 32 airlines glob-
ally have resumed flying the Max 737 
again. SpiceJet (the only operator of 
this aircraft in India at present) has 
resumed operations on Max 737 a few 
days back.

“The Directorate General of Civil 
Aviation (DGCA) withdrew its ban 
on operating the Max 737 in August 
(though in other parts of the world 
the aircraft had begun to operate in 
2020) and we have resumed flying it 
in November,’’ says Ajay Singh, CMD, 
SpiceJet, adding that the new aircraft 
has 40 per cent reduced noise levels, 

has more leg room for 
passengers and is fuel 
efficient.

Since the Federal Avi-
ation Administration 
(FAA) cleared the decks 
for 737 Max’s flying in 
November 2020, more 
than 235,000 commer-
cial flights have flown 
on this aircraft.

“We have arrived at a settlement 
with Boeing (following the grounding 
of the aircraft) and have received com-
pensation in cash and kind (aircraft),’’ 
said Singh without quantifying the 
amount of compensation.

It is understood that some airlines 
are giving passengers a choice about 
flying 737 Max – if they still have some 
security concerns. However, Singh 
feels that such queries are unwar-
ranted as the aircraft is amongst the 
safest in the world.

“We are flying on 14 international 
destinations at present and would like 
to add new destinations like Thai-
land, Hong Kong, Bangladesh on our 
routes,” says Singh. 

SpiceJet at present has 13 Max 737 
on ground and four more are ready for 
delivery. By 2022-23 another 50 air-
craft would be ready for delivery.

SpiceJet  had signed a $22 billion 
deal with Boeing for up to 205 aircraft 
in 2017.

SpiceJet aircraft are equipped with 
Satcom that will enable the airline to 
offer internet on board. “Barring voice 
calling we will offer free browsing 

for some time to our passengers on 
board,’’ Singh added.

Consuming less fuel
The MAX can fly up to 3,500 nautical 
miles which is approximately 19 per 
cent more than 737-800 enabling the 
airline to fly to newer destinations. 
The 737 MAX is considered as the most 
environmental friendly aircraft. It uses 
up to 20 per cent less fuel than older 
737s. The new CFM Leap engine, made 
from ultra-light and ultra-strong car-

bon blades, increases fuel 
efficiency of the MAX by 
12 per cent, the all-new 
advanced technology wing-
let increases fuel efficiency 
by 1.8 per cent and the new 
tailcone by another 1 per 
cent. The nitrogen emis-
sions of 737 MAX has been 
reduced by 50 per cent.

SpiceJet and Jet Airways 
were the only two airlines 
in India operating the Boe-
ing 737 MAX 8 when the 
global ban on the aircraft 
came into effect.

Akasa, the new start-up 
ultra-low-cost airline launched jointly 
by billionaire Rakesh Jhunjhunwala 
and former IndiGo Airlines Presi-
dent Aditya Ghosh, ordered 72 Boeing 
MAX aircraft at the recently concluded 
Dubai Air Show. The order includes 
the MAX 737-8 and the high capacity 
737-8-200 aircraft.

“We are optimistic that domestic 
flying in India will soon see a further 
increase and this will be good news for 
the aviation sector,’’ says Salil Gupte, 
President Boeing India. 

SpiceJet celebrated the return to 
service of the 737 MAX with a special 
flight from New Delhi to Gwalior on 
23 November with the Union minister 
for Civil Aviation, Jyotiraditya Scindia, 
Ajay Singh, Salil Gupte and members 
of the Press.

Interestingly, the minister 
restrained from making any com-
ments or observations of either Max 
737 or SpiceJet. When the special 
flight landed at Gwalior he disem-
barked from the aircraft, got into a car 
that was waiting for him on the run-
way and left.         u
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Back in the fleet
SpiceJet resumes flying Boeing 737 Max in India

The 737 MAX is considered 
as the most environmental 
friendly aircraft 
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The government’s efforts to cover 
major parts of the country by 
vaccinating more than 115 crore 

people has resulted in a reduced num-
ber of Covid cases. Economic recovery 
in India is underway and the relaxed 
atmosphere helps business activity 
across sectors, including the automo-
tive industry. Maruti Suzuki India Lim-
ited (MSIL), a leader in the passenger 
vehicles (PVs) segment recently intro-
duced its completely refreshed Cele-
rio at a starting price of ₹4.99 lakhs. 
Since its first launch in 2014, the Cele-
rio has been a bestseller for the Japa-
nese carmaker in India and continues 
to deliver good numbers. 

The new Celerio claims it is the 
most  fuel-efficient petrol car with a 
mileage of 26.68 kmpl. It is powered 
by a Next-Gen K-Series Dual Jet, Dual 
VVT Engine with Idle Start-Stop tech-
nology. Its new design, bigger cabin 
space, improved legroom and luggage 
space offer comfort and convenience. 
The car also offers a variety of safety 
features including a first in segment 
hill hold assist, dual airbags and ABS 
with EBD. Another feature includes 
7-inch infotainment with Apple and 
Android Play, Smartplay Studio with 
smartphone navigation, engine push 
start-stop button with smart key, gear 
shift indicator, electrically adjustable 
and electrically-foldable ORVMs. In 
our recent drive, we tested all these 

features in the new Celerio. The drive 
was smooth and the performance of 
the car was as per our expectations in 
all areas. Team Maruti Suzuki has put 
in a lot of effort while working on this 
car to suit the current generation of 
young customers. 

“The Indian automobile indus-
try has witnessed an unprecedented 
shift  owing to the pandemic which 
has given a special impetus to the need 
for personal mobility. India is primar-
ily a small car market, with nearly 46 
per cent of total passenger vehicle sales 
contributed by hatchbacks. As a leading 
car manufacturer, it is our responsibil-
ity to drive the revival of the automo-
bile industry. With the all-new Celerio, 
we endeavour to boost the most impor-
tant passenger vehicle segment in the 
country,” said Kenichi Ayukawa, MD & 
CEO, MSIL at the launch.

“We started working on the new 
Celerio three years back. The brief was, 
how do we improve? The feedback was 
that the customer was looking for 
more fuel efficiency and technology in 
the vehicle. So, we developed the new 
Celerio based on the fifth generation 
Heartect platform; there we are able to 
make wider, longer seats, a new engine 
and better luggage space. This essen-
tially improves the fuel efficiency and 
we got 26.68 kmpl. We managed to get 
this fuel efficiency due to improved 
combustion and reduced friction. Our 

top priority is to offer the customers 
more space, a new design, fuel effi-
ciency, comfort, convenience, info-
tainment system and we have put 
everything into this vehicle,” explains 
CV Raman, Senior Executive Director, 
Engineering, MSIL.

 
The mission
“We are developing new technology 
for our products and you will see many 
of these coming in the future.  We 
already have the Suzuki connected 
system as an accessory both for the 
Nexa and Arena models. There are 
many features like an alert on tyres, 
speed warning, driving behaviour, 
geo-fencing, fuel status and tow-away 
alert. Many new things are present as 
options for customers to buy. We are 
continuously improving the technol-
ogy level, so our mission is: how do we 
improve the fuel efficiency with the 
better engine from entry to higher seg-
ments,” adds Raman. 

With the large customer base of 
MSIL, from first-time buyers to the 
top variant customers, the company 
plans to democratise the technology, 
that is to bring the new technology 
to the masses, gain volumes with new 
products and further increase its mar-
ket share. In the case of electric vehi-
cles (EVs), Maruti Suzuki has done a 
lot of testing on Indian roads.  There 
are two challenges – one is charging 

New avatar

The Celerio, a compact 
hatchback with a fresh look
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infrastructure at home as well as pub-
lic charging and the second is pricing. 
The company is working on finding 
a proper product and segment, and 
the top management have already 
announced that by 2025, they will 
have the first EV. 

 
Customer-centric
“I’ll tell you a couple of things about 
why I believe Maruti has been suc-
cessful. I have observed the organisa-
tion from up-close for so many years. 
I think the number one reason is that 
the entire organisation, from the top 
leadership down to the worker, has a 
customer obsession. It means what-
ever we do, the customer is centric to 
that. Starting from product design, 
choice of products, criteria of purchase 
of consumers in different categories, 
based on which we make the product. 
The consumers want peace of mind, 
good after sales and ser-
vice, and we provide that 
with our strong network. 
We are the largest network 
in the country with more 
than 3,400 outlets which 
cover almost 2,000 cit-
ies. We track the consum-
ers’ behaviour very closely. 
The employee knows what 
is expected from him. We 
have so many parameters 
to monitor the performance. All these 
helped us to lead continuously in the 
market,” says Shashank Srivastava, 
Senior Executive Director, Sales and 
Marketing, MSIL

 Maruti Suzuki has the widest port-
folio of models in the country – 15 
models. The carmaker is present in 
almost every segment – entry, mid and 
premium hatch, entry and mid sedan, 
entry SUV, mid SUVs, MPVs and vans. 
They are the only manufacturer to 
have such a wide range of products in 
India. Most OEMs are present in one or 
another segment, but not in all. Over a 
period of time, the company has been 
very aggressive in introducing new 
products, and has not only introduced 
new products but also refurbished and 
upgraded them. This helped the car-
maker maintain a higher market share. 

The last big announcement for a 
new product launch was for the XL6 
in November 2019, which was almost 
two years ago. The company also 

introduced the upgraded version of 
the Vitara Brezza and the new S cross. 
One would expect them to be more 
aggressive. The primary reason for the 
delay has been the shift from BS4 to 
BS6 – a lot of resources went into mak-
ing the successful transition. Srivas-
tava adds: “I am proud to say that BS4 
to BS6 transition happened. Not only 
was Maruti the first to transit com-
pletely to BS6 but also this went very 
smoothly. We did not have any stock 
of any BS4 vehicle, either at the deal-
ership or at the manufacturer, and 
that did not happen with any other 
manufacturer.” 

MSIL holds roughly half the mar-
ket share of the Indian industry, with 
hatches comprising 66 per cent, MPVs 
70 per cent, vans 98 per cent and 
sedans almost 50 per cent. However, 
in the SUV segment, its contribution 
is only 14 per cent. MSIL is currently 

not strong in the overall 
SUV segment, but in the 
entry-level SUV segment, 
they have a strong market 
with the Vitara Brezza, the 
market leader in that seg-
ment. The Vitara Brezza is 
the number one SUV in the 
country. Their weakness 
lies in the higher SUV cat-
egory, and the S Cross has 
not been as successful as 

the company would have liked it to be, 
whereas some of the competitor mod-
els like the Hyundai Creta, Tata Har-
rier, Kia Seltos and the MG Hector 
are much more successful. Obviously, 
there is a need to strengthen that cat-
egory. The carmaker is looking very 
closely at this and one may expect 
some action in the future. 

According to company officials, 
with the new Celerio, Maruti Suzuki 
is targeting urban, stylish new-age 
consumers, with its look, design, new 
interiors and features, including more 
boot space and hill hold assist (a first 
in this segment). The Celerio’s overall 
performance, (it’s the most fuel-effi-
cient car in the category) will help it 
gain good sales numbers. In fact, the 
old Celerio has done very well in cit-
ies where younger working tech pop-
ulations live, like Pune, Bangalore, 
Hyderabad, Chennai and Cochin. 
Maruti Suzuki expects the trend will 
continue for the new Celerio in these 

cities. The company has also recently 
introduced personalisation options 
for the Celerio. It provides customers 
with over 100+ accessories and vari-
ous colour options.

 
Aggressive product plans
Like all manufacturers, Maruti Suzuki 
faces a semiconductor chip shortage. 
This is hampering production at the 
plants and is a worldwide problem. 
Things are better now in terms of 
production and volumes are increas-
ing gradually. Maruti Suzuki is quite 
bullish on the Indian automotive sec-
tor. Their projection is entirely based 
on economic growth. Motorisation in 
India is just around 25 per 1,000 com-
pared to the developed countries’ 700 
per 1000. The country has a young 
population with a growing income, 
good infrastructure and increasing 
rural income – all of which will cre-
ate robust demand. While the Covid 
problem has not gone away, Maruti 
Suzuki has been able to bounce back 
quickly as reflected in their num-
bers in terms of bookings and enqui-
ries. Going forward, the company has 
lined up aggressive product plans. Its 
top management recently announced 
their investment plans and a new 
plant to increase production capacity. 

As per the Society of Indian Auto-
mobile Manufacturers (SIAM), Octo-
ber 2021 sales figures show that 
domestic PVs with sales of 2,26,353 
units, are down by 27.15 per cent. 
The drop in sales was attributed to 
a shortage of semiconductors and 
a steep hike in raw material prices 
that affected the industry. SUVs are 
the current favourite of Indian cus-
tomers, while compact hatchbacks 
are the largest contributors. In the 
hot, hatchbacks segment, there are 
a number of competitors for the new 
Celerio, both products from within 
Maruti Suzuki and other manufactur-
ers – Tata Tiago, Tata Punch, Hyun-
dai Santro, Renault Kwid, Renault 
Kiger, to name a few. As a leader in 
the PV segment with a strong dealer 
network, good after-sales and service 
and proven product records in the 
market, Maruti Suzuki are betting 
big on the new Celerio to continue 
to deliver good numbers.            u
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Last year, the government of India 
made skill and vocational educa-
tion a vital part of the national 

education initiative. Pradhan Man-
tri Kaushal Vikas Yojana (PMKVY) 
and Deen Dayal Upadhyaya Grameen 
Kaushalya Yojana (DDU-GKY) are a 
few of the initiatives undertaken at 
the centre and state level aimed at 
skilling the ecosystem in India. 

“It is through these certifications 
that students can become self-suffi-
cient and job-ready. However, there is 
no provision in these schemes for the 
students who for some reason have had 
to discontinue their education, to get 
back into the mainstream,” explains 
Hemant Goyal, chairman, board of 
open schooling and skill education 
(BOSSE) which got together with Man-
galayatan University and the Sikkim 
Government to establish BOSSE, which 
fills this gap by offering vocational 
courses along with academic subjects, 
thus making the course curricula more 
effective and career oriented.

The vocational courses include 
laundry services, beauty and well-
ness, tour & travel, housekeeping and 
hotel front office operation. “These 
courses have been created keeping 
in mind the main factors which con-
tribute to Sikkim’s economy, ie, tour-
ism and agriculture,” adds Goyal. The 
Board of Open Schooling & Skill Edu-
cation, Sikkim Act 2020 was passed on 
21-09-2020 by the Sikkim Legislative 
Assembly.

“This initiative addresses the edu-
cation needs of the underprivileged 
section and helps them to enrol with 
BOSSE to complete their school edu-
cation. “Besides, it provides a wide 
spectrum of subject courses and skill 
programmes for students to discover 
their hidden talents. It also strength-
ens the mode of online schooling sys-
tem and enhances the universalisation 
of school education,” adds Goyal. On 
behalf of BOSSE he recently celebrated 
its first foundation day in Gangtok, 
and organised a national conference 
on the theme ‘NEP 2020! Towards 

India Centred Holistic Inclusive Qual-
ity School Education’, where speakers 
and delegates discussed the various 
aspects of NEP 2020.

“BOSSE was established to iden-
tify out-of-school children and to 
enrol them to the board to complete 
their school education. Further, it has 
been empowered to enhance access 
to school education and increase the 
retention rate at all levels of school-
ing. The board promotes open school-
ing and network capacity building, 
the sharing of resources and quality 
assurance, and identifies the education 
needs of children who are otherwise 
not catered to by the formal system 
of school education,” says Dr Subhas 
Sarkar, MoS Education, GoI speaking 
at the function.

“With a flexible education system, 
combining academic and vocational 

subjects, BOSSE has succeeded in 
uplifting and strengthening school 
education and creating pathways to 
higher studies through various modes 
of learning,” observed Kunga Nima 
Lepcha, education minister, Govern-
ment of Sikkim. 

PPP model
BOSSE also happens to be the first 
open schooling board to adopt the 
NEP’s suggestions on a credit-based, 
choice-based, and skill-based educa-
tion system. The autonomous body, 
set up on the PPP model, comprises of 
40 per cent members from Mangalay-
atan University, another 40 per cent 
being independent members, and the 
remaining from the Sikkim govern-
ment. Mangalayatan University (MU), 
better known as ‘Gurukul of Global 
Education’, was founded in 2006.

Meanwhile, the government of Sik-
kim vested the Board of Open School-
ing & Skill Education, Sikkim with 
the authority of conducting and cer-
tifying the examination for pre-uni-
versity courses which is equivalent to 
the certificate provided by any other 
board of school education. This also 
sets the pathway for further studies. 
Successful alumni of BOSSE can apply 
to any of the recognised national and 
international higher education insti-
tutes for further studies. BOSSE pro-
vides flexibility through its different 
modes of open schooling programmes 
in respect of admissions, choice of sub-
jects and examinations for its learners 
and allows them to study as per their 
will and requirements.

Going forward, BOSSE aims to 
reach out to more such deserving stu-
dents across the nation who may have 
dropped out of school, but now have 
the opportunity to complete their 
schooling and get back into main-
stream education. IBM, through their 
CSR initiative, have signed up with 
BOSSE to help students to continue 
their education. BOSSE is also looking 
to the central government for fund-
ing to take it to the next level and thus 
help maximise its outreach.       u
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As the human race paused to reconsider its 
priorities, ESG – the need for adoption of 
sustainable practices – emerged on top. The 

reset button got the entire ecosystem supporting 
ESG to converge. 

In fact, the recently concluded COP26 in 
Glasgow, which brought together heads of state, 
climate experts and campaigners, spotlighted that 
climate change (E of ESG) has become a global pri-
ority and needs immediate attention. Adoption 
of various goals at COP26 and keeping 1.5C alive, 
stresses on scaling up action on dealing with cli-
mate impacts, which can only be delivered with 
concerted global efforts.

Therefore, in this reset, ESG indeed has emerged 
as a ‘universal’ corporate priority across markets. 
Boards are now fully engaged, so are the C-suite 
executives. Strategic actions using double materi-
ality and standard frameworks for reporting like 
demanded by BRSR in India and other regulatory 
pronouncements in the US and EU are being eval-
uated. Measurement of datasets that will underpin 
the 6 capitals-based reporting is being deployed 
at scale. The world is indeed on a rebound and 
in this new imperative Investor Relations Officers 
(IROs) have had to make ESG an immediate part 
of strategy.

In parallel, rapid progress and partnerships 
on a number of other fronts have added speed 
to ESG efforts. Value reporting foundation will 
converge reporting frameworks and the Interna-
tional Sustainability Standards board will set the  
basic principles that will make ESG reporting glob-
ally understood. Jamie Diamond, Paul Polson and 
the WEF have launched letters, books and matri-
ces to scaffold the movement. The accounting 
profession is also pivoting to bring about this rad-
ical mindset shift. Investors and employees are 
sending out unmistakable signals that a non ESG  
soul enterprise will be shunned. China is in the 
race too!

All this action feeds into investment and divest-
ment decisions of investors: sovereign funds, 
mutual and pension funds, HNWIs, Foundations, 
Universities and even lay investors. Supported by 
guidelines from exchanges and regulators, promot-
ing ESG stories is essential for the business case.

The proactive adoption of ESG principles as a 
mark of Sustainability is changing the very defini-
tion of the investment case. The recent announce-
ment of the RIL-ARAMCO transaction recasting 
is a case in point. Attention was focused on the 
evolving sustainability mindset in both these 

world class companies.
 In light of the aforesaid, IROs can play a piv-

otal role in bridging the communication between 
companies, the investment community, all 
important stakeholders to effectively commu-
nicate the company’s ESG ethos in a bespoke 
manner.

What should IROs do to bring meaning for Boards 
and the entire ecosystem on this crucial and  
evolving subject?
l Embed ESG in internal reporting frame-
work: IROs must integrate ESG into their story-
telling, including technical metrics and reporting 
frameworks into tailored IR programmes address-
ing current and new investor concerns. It would 
be valuable to create a set of Netflix ready videos 
to show the work being done on the ground. It is 
also necessary to launch a series of talks to get the 
DNA of ESG deeply embedded in the organiza-
tion’s culture.
l Regular ESG related disclosures are provided to 
Exchanges to ensure that all stakeholders are kept 
abreast of the latest ESG developments.
l Keep investors informed: IROs have to enforce 
and communicate new policies/decisions and 
ensure that the investment community is paying 
attention. It is also an opportunity to get ahead 
of current/future issues, control the narrative 
and ultimately, allow investors to make informed 
decisions.

Emphasis on ESG can help the market bet-
ter understand the full scope of long-term value 
creation within the organisation, beyond finan-
cial materiality by focusing on environmental, 
human, brand and reputation, innovation and 
physical capitals. Soon an ESG rating by a reputed 
agency will become the big prize all responsi-
ble entities will aspire towards. At L&T Finance 
Holdings, we are already working on many of the 
above-mentioned steps, in  our ESG journey. Net 
zero target setting and announcement of the year 
by which it will be achieved is a race that can only 
get Planet Earth to the winning post.

IROs have to authentically convey the move 
towards circularity to Investors, incl. carbon cap-
ture, etc. Sequestration and usage must be actively 
pursued with credits bought to be ultimately 
redeemed, as a last resort maybe, all helping build 
a sustainable business case. In this collective 
global ambition, compromises on policy or com-
mitments are unlikely to be permitted, after all we 
all are in this together.               u

ESG: the universal corporate priority
The pandemic and its aftermath hit three buttons: pause, reset and rebound
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Aster Healthcare provides healthcare 
across all economic segments. 
While Medcare focuses on premium 
healthcare, Aster focuses on 
providing quality healthcare across 
the Middle East and India. What 
services do you provide to low-
income populations in the UAE? 
What is your vision for Access?
We have the huge advantage of having 
three verticals. Many of the healthcare 
players don’t have hospitals, clinics and 
pharmacies. We have all three. So that’s 
one. We also have three economic seg-
ments like you’ve said. So, what’s the 
difference between Medcare, Aster 
and Access? We say that it’s like going 
on a flight from Dubai to Delhi. Your 
beginning point and destination are 
the same. You come with an illness 
and you have to get it cured. But the 
way in which you get the service – like 
first class, business class and economy 
– that’s the way we look at these verti-
cals. So, there will be a difference in the 
service being provided, ambience, ser-
vice levels and settings. But ultimately, 
the treatment has to be the same. Sixty 
per cent of our total business comes 
from Dubai. So, we thought that this 
is the best place for us to experiment. 
If you look at overall business, Indian 
business is 13 per cent; GCC is 87 per 
cent. In that 87 per cent, I think 80 per 
cent will be Dubai. 

We thought there is a requirement 
for us to segregate healthcare services 
because the cost structures are differ-
ent when you go to different levels. For 
example, in a company with 1,000 peo-
ple, there will be about 50 people who 
are top executives; 250 people who 
are middle level executives; and the 
remaining 70 per cent are lower end 
blue collar workers and support staff. 
That is the population demographic in 
the UAE too. Moreover, Dubai is com-
pletely covered by insurance, like Abu 
Dhabi. A senior executive in a com-
pany would require Medcare-like care. 

That is what their company also wants. 
They can’t provide it for everybody. 
Then the middle segment will require 
normal healthcare services. And the 
Access vertical’s services are a little 
more stretched. You will have to come, 
wait. It won’t be as posh. This is also 
what the insurance companies, and the 
company want. On the basis of that, we 
created this economic segmentation of 
our services. 

How can the Access category of 
services be provided in India, 
where there is a high demand for 
affordable healthcare at the base of 
the pyramid?
We think that there is a significant 
opportunity at the bottom of the pyr-
amid in countries like India and in 
other GCC countries. The Aster brand 
in India is for the middle-income pop-
ulation. Below that, there is a huge seg-
ment which is the people who are now 
going into the Ayushman Bharat pro-
gramme. We would like to look at that 
because that’s going to be a significant 
opportunity. We have not started clin-
ics in India because there is no coverage 
for outpatients through the insurance 
system. Only the inpatient is covered. 
Once the outpatient gets covered, then 
the situation will change. We can have 
clinics like we have in UAE, and also 
hospitals. We have this in mind and are 
looking at a way in which we can be 
providers for the Ayushman Bharat by 
having a presence in the tier II and III 
cities as well as in the metros and tier I 
cities. We are strategising how we can 
go there and cater to the nearly 50 per 
cent of the population covered by the 
Ayushman Bharat.

What could be your strategy for 
servicing the Ayushman Bharat 
scheme?
There are two ways: one, we can have 
blocks which can serve patients under 
the Ayushman Bharat along with our 

existing hospitals, so that we can share 
resources. But that will be only the large 
cities because we are mostly in the cities. 
The other is to go to tier II-III cities and 
have smaller facilities with maybe gen-
eral wards, and the cost of everything, 
including nursing care, will come down. 
So, you can have a lower cost base and 
you can serve people within that price 
bracket because presently the issue is the 
price point in Ayushman Bharat, which 
is lower than what we could bear, due 
to all our costs and investments. So, we 
are not able to serve that segment even 
though we want to. Our WIMS Medi-
cal College Hospital in Wayanad, Kerala 
does that. It serves patients covered by 
Ayushman Bharat. 

We could start in Kolhapur, a tier II 
city, where we already have an establish-
ment – Aster Aadhaar. But if you look at 
even the metros and tier I cities, there 
is large population in the Ayushman 
Bharat crowd. Everybody who is in a 
metro is not a high-income or a middle-
income person. 

You often mention about profit being 
a by-product and patient-centricity 
being the core at Aster. How do you 
as a leader pass this on to the doctors 
who join you?
That’s very important. Ultimately it 
all boils down to the culture of the 

“In Healthcare, profit should be a 
by-product…”
Shashank Shah in conversation with Dr Azad Moopen, Founder 
Chairman and Managing Director, Aster DM Healthcare
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organisation and its values. The philos-
ophy of profit has to be a by-product in 
healthcare rather than the aim. We have 
got a lot of profit, but the aim is always 
to care for and cure the patient. We 
have a very clear annual operating plan, 
which is a KPI for all the people in the 
company. This has growth or financial 
as one component. But the other five 
components are not related to finance. 
This includes clinical excellence where 
you must be the top; and service excel-
lence. And how to take care of our own 
people; and the community connect or 
the brand equity. We achieve commu-
nity connect through Aster Volunteers 
and giving back to society. And then, 
of course, innovation and digital which 
is very important. We drive these prior-
ities into the minds of people starting 
from the induction programme. Peo-
ple come from different organisations. 
So, the induction programme is com-
pulsory for employees, where they get 
a flavour of what Aster actually is – its 
philosophy and values. They constantly 
hear this from the leadership team too. 

One thing we are now planning is 
giving our employees from across eight 
countries an opportunity to send ques-
tions, or ask them in the virtual town 
hall, and we will be replying to them. 
This means anybody in the organisa-
tion can have that opportunity. Hear 
them out and then clear their doubts.

How have you developed the senior 
leadership team? 
The leadership team which is working 
around me comprises about 10 people; 
and beyond that there are 40-50 people. 
That’s a total of 60-70 people which is 
the top leadership team. We meet quite 
frequently. This message of top organ-
isational priorities is shared with them, 
and they have to percolate this down 
to the people in the system. Our brand 
promise is ‘We will treat you well’. So, 
when we say we will treat you well, the 
treat doesn’t mean that it is treatment. 
It is the way in which you treat people. 
And when we say treat, it is not just the 
patient. It is everybody – all the people 
in the organisation, our vendors and 
all other stakeholders. Overall, we have 
been able to convey the philosophy as 
well as the culture to a large extent. 

How do you see the role of 
healthcare companies in CSR? 

We are really fortunate to be in a pro-
fession where we have the benefit of 
always touching the lives of people. 
In any other profession, they can only 
touch it indirectly and sometimes not 
at all. In our case, we see about 50,000 
patients a day across the world. So, this 
is an opportunity to provide some-
thing. Even a smile, a pat on the back 
of a person, could be taken as part of 
CSR. In healthcare CSR can be organ-
ised in such a way that the healthcare 
professionals can do something for the 
benefit of the people by donating their 
time, if not money, for such activi-
ties. We have asked our doctors to do 
a certain number of surgeries or proce-
dures free of cost. Then, the organisa-
tion need not bear the cost completely. 
This is contributed partly by the peo-
ple who provide the service. And there 
are a lot of people who are ready to 
serve. 

At Aster, what do you do differently 
in terms of social responsibility? 
There is a humongous requirement for 
money and we feel very sad when we 
find we have an opportunity to provide 
treatment, but the patient is not able 
to receive it because of lack of fund-
ing. So apart from routine CSR, we 
try to address such situations through 
various ways. For example, there is a 
limit to funding so we try to connect 
such patients with people who could 
help them. One of the ways is through 
crowd funding which is quite effective 
especially in cases where there are sig-
nificant amounts of money involved. 

CSR is something which all healthcare 
organisations should participate in. For 
us, it has become a movement now, 
with 18,000 Aster Volunteers and more 
people joining. People have that pas-
sion to do things. 

We also have given employment 
to 108 people with special needs in 
the organisation. They have mingled 
within the organisation. Except for 
people who are on wheelchairs, you 
won’t even know they have some spe-
cial need because they are a part of the 
organisation. That again is part of our 
CSR programme. What we want to do 
is to provide training for such people in 
our hospitals; they then get a certificate 
which allows them to take up jobs else-
where, as there is a limit to how many 
we can take. That’s another way in 
which healthcare organisations can dis-
charge their responsibility. For exam-
ple, in our Kochi Hospital, we have a 
blind band. A band of musicians who 
play in the morning for three hours 
and in the evening for three hours – 
six days a week. They are all blind, but 
they entertain patients coming into 
the OPD. This helps them earn a liv-
ing. At the same time, the people who 
go there realise that people with chal-
lenges have their own unique capabili-
ties that must be encouraged.

(By 2019, Aster Volunteers Global Programme, run 

by the Aster DM Foundation, had impacted nearly 

12,50,000 people across eight countries through a 

variety of services including free surgeries and inves-

tigations, child health and wellness, mobile medical 

and wellness camps, disaster relief and aid.)
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Last week, Schneider Electric 
announced it had launched its 
sustainability engagement ini-

tiative in India. Christened ‘Green 
Yodha’ it aims to encourage and sup-
port businesses, industries and indi-
viduals to come together and take 
concrete climate action. “This urgent 
call to action is intended to back the 
increased commitment of the Indian 
government made at COP26. India has 
a robust industrial infrastructure with 
a huge energy requirement,” explains 
Anil Chaudhry, MD & CEO at Schnei-
der Electric India Pvt Ltd and Zone 
President, Greater India.

“At Schneider Electric we believe 
that the private sector is key in this race 
to a greener and fairer economy. That’s 
why we continue to lead the change, 
as a practitioner and an enabler. With 
the Green Yodha program, we invite 
all likeminded organisations to join 
the good fight and facilitate collabora-
tion in accelerating a positive energy 
transition and successfully preserving 
our planet. Already JK Cements and 
UST have become Green Yodhas with 
us”, adds Chaudhry.

According to IPCC’s Sixth assess-
ment report, the country is the fourth-
largest emitter of greenhouse gases 
and is still largely dependent on coal 
and oil. During COP26, Prime Minis-
ter, Narendra Modi, announced India 
will reduce projected carbon emissions 
by one billion tonnes (Gt) between 
2021 and 2030. 

“With these developments, Schnei-
der Electric urges energy intensive 
sectors – cement, iron and steel, com-
mercial and industrial buildings, non-
metallic minerals and chemicals – to 
join forces to achieve the common 
goal,” observes Chaudhry of Schneider 
Electric, as the leader in digital trans-
formation of energy management and 
automation. Schneider, which has 
been ranked  as the world’s most sus-
tainable corporation in 2021  by  Cor-
porate Knights, builds on its position 
as ESG practitioner and enabler, as 

well as the digital partner of its cus-
tomers in sustainability and efficiency.

“A program like Green Yodha aims 
to provide designed energy solutions 
to enable industries to use innovative 
technologies to become energy-effi-
cient and reduce their carbon foot-
print. We as a country need to unite 
to make a greener future a reality and 
meet the SDG targets by 2030. Schnei-
der Electric’s Green Yodha initia-
tive that is aimed at empowering all 
to make the most of our energy and 
resources, thereby bridging progress 
and sustainability for all, is a welcome 
initiative,” observes Amitabh Kant, 
CEO, NITI Aayog.

“To protect our planet, we have 
set strong targets of 75 per cent green 
power and controlling CO2 emissions 
in cementitious products to 465kg/
ton by 2030. To enable this vision, we 
are partnering with Schneider Elec-
tric’s EcoStruxure Solution to opti-
mise energy and fuel consumption, 
and ensure seamless integration of 
all energy measurement tools, adop-
tion of digitisation solutions and an 

integrated one-stop solution for electri-
cal distribution, control and automa-
tion,” says Madhav Singhania, DMD & 
CEO, JK Cement Limited pledging to 
be a Green Yodha.

“The climate crisis demands com-
mitted leadership and universal 
action. It is our collective responsi-
bility to lead by example and enact 
change. At UST, we are committed to 
transforming lives and communities 
through technology,” says Alexander 
Varghese, Chief Operating Officer and 
Country Head-India, UST.

Access to energy
Schneider Electric itself has taken 
strong  global and local steps towards 
sustainability, including that of saving 
800M metric tonnes of CO2 for cus-
tomers by 2025 and helping 1,000 of 
its suppliers halve their carbon emis-
sions by 2025. It also wants to extend 
access to energy to 50 million people 
and train one million people in energy 
management in line with its intention 
to bridge progress and sustainability.

“In India and across the globe, 
Schneider Electric leverages its com-
plete portfolio of digital products 
services and solutions, powered by 
our  EcoStruxure platform, that are 
IoT-enabled, plug-and-play, open, and 
have interoperable software-based 
architecture to support customers and 
meet their sustainability and energy 
efficiency goals,” says Chaudhry. Its 
ECOFIT  services facilitate equipment 
upgrades by replacing only certain key 
components, rather than a whole sys-
tem. Also, the company’s green pre-
mium program ensures that products 
come with Product Environmental 
Profiles (PEP), End-of-Life Instructions 
(EoLI) and comply with global regula-
tions like RoHS and REACh.

More recently,  the company has 
also announced reinforcing its sus-
tainability consulting arm to support 
an increasing number of customers 
eager to tap into its unique expertise 
in energy and sustainability, includ-
ing climate change and supply chain 
engagement advisory services.       u
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Race to a greener economy
Schneider Electric takes the initiative to encourage concrete climate 
action with India specific engagement programme

Chaudhry: private sector plays a key role
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India Energy Exchange (IEX), the 
country’s first and largest power 
trading platform has resumed 

trading of renewable energy certif-
icates (REC) from today after a gap 
of 16 months. On the resume day, 
801 participants were recorded. 
“The last REC trade session took place in 
June 2020,” IEX said in a statement.

“The trade has been resumed in 
line with APTEL’s recent order dated 
09.11.2021 and CERC order dated 
18.11.2021,” it added. REC trading 
had not been taking place due to a 
stay order from the Appellate Tribunal 
for Electricity (APTEL), in response to 
the petitions filed by a few Renewable 
Energy Associations.

The power exchange functions on the 
lines of commodity exchanges and pro-
vides a platform for buyers and sellers of 
electricity to enter into spot contracts for 
the same day and on a weekly basis up to 
11 days. Of about 1,381 billion units (BU) 
of electricity consumed in India, only 7 
per cent is traded on power exchanges. 
India now has two power exchanges 
– India Energy Exchange and PXIL. 
Pranurja Solution Ltd, led by BSE, PTC 
India Ltd and ICICI Bank Ltd., has been 
given permission by the country’s apex 
power sector regulator Central Electric-
ity Regulatory Commission to start the 
country’s third power exchange.

IEX provides a 
nationwide automated 
trading platform for the 
physical delivery of elec-
tricity, renewables, and cer-
tificates. It created a market 
for REC trade in year 2010. 
The Exchange has cumula-
tively traded 390 lakh RECs 
since commencement of the market in 
the year 2010, and has been playing a 
significant role in supporting the tran-
sition to a sustainable energy economy.

Technology has been helping the 
exchange grow, and has been instru-
mental in the development of the 
energy market, said S.N. Goel, chair-
man and managing director of IEX.

Accelerated transformation
“Technologies such as smart meter-
ing, smart sensors, grid automation 
and digital network technologies, 
along with the use of the Internet of 
Things (IoT) have become the key 
drivers of the future energy land-
scape transformation,” he said. 
Globally the energy sector is undergo-
ing an accelerated transformation led 
by renewable energy and digitalisa-
tion. India is seeing the same trend. Our 
renewable installed capacity at 100 GW 
has seen a CAGR of 16 per cent in the 
last five years. Increased digitalisation of 

the power sector is enabling the country 
with new and emerging opportunities.

IEX is powered by the latest, intuitive 
and secure technology. “Technology 
has been instrumental to our growth 
and energy market development since 
inception. During the Covid-19 crisis, 
the Exchange facilitated uninterrupted 
24x7 operation of its platform and 
launched new market segments such as 
real-time power market, green market, 
to help the distribution utilities and the 
industrial consumers in making com-
petitive and efficient power procure-
ment decisions,” he added.

“Our integrated suite of technolo-
gies can support significant expansion 
and help develop new market products 
and services rapidly. Even at enterprise 

IT level, we have undertaken initia-
tives such as cloud-based solu-

tions including HRMS and 
SAP implementation. We 
also plan to provide deep 
data insights and details 
related to generation, 
transmission, demand, 
weather forecasts, etc., 

to enable the participants 
make efficient procure-

ment decisions,” he said.
In October 2021 the 

electricity market at the 
Indian Energy Exchange 
traded 9,165 MU volume 

with 8,792 MU in power market and 
373 MU in green market, achieving 36 
per cent YoY growth, according to a 
release from IEX.

Recently IEX implemented a Mixed-
Integer Linear Programming (MILP) 
matching algorithm, enabling it to 
introduce complex bids to support 
participants. 

The company is working on the 
launch of a new mobile app to fur-
ther improve the ease of access for our 
customers. We are assessing business 
opportunities in Big Data and Block-
chain to support new trading con-
cepts such as peer-to-peer trading. 
The company will soon be issuing bonus 
shares to investors in the proportion of 2:1. 
In the September quarter, the com-
pany logged 69 per cent YoY growth in 
standalone net profit at R78 crore. The 
company’s revenue from operations  
also posted gains of 56 per cent YoY to 
R109 crore.

B I  E D I T O R I A L

IEX resumes trading
Of about 1,381 billion units of electricity consumed in India, only 7 
per cent is traded on power exchanges

IEX provides a nationwide automated trading platform for the physical 
delivery of electricity, renewables, and certificates

Goel: technology helps the  
exchange grow
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Data is fuel and two IITians who 
got together to fuel the busi-
ness intelligence industry have 

already emerged among the global top 
5. This is the story of 36-year-old Neha 
Singh and 40-year-old Abhishek Goyal 
who kicked their jobs to set up Tracxn 
Technologies Limited (TTL) as a pri-
vate market intelligence platform. “Pri-
vate companies have always been a 
backbone of global economic growth 
and continue to contribute to the pos-
itive business environment,” says Neha, 
an IIT-Bombay alumnus. “The rate of 
creation of companies has increased 
exponentially, while companies are 
remaining private for longer,” says 
Goyal, an IIT-Kanpur product, quoting 
a Frost & Sullivan Analysis.

On the idea behind Tracxn, Neha 
recalls that there are many platforms 
for public companies, but the private 
ones were doing tracking data manu-
ally. “That’s where we thought of this 
platform and we launched it in the US,” 
she says. Today, Tracxn is 900-customer 
strong across the globe. “Our job is to 
facilitate investors to make informed 
decisions,” says Goyal, Vice Chairman 
and ED, explaining: “They track for hun-
dreds of key data points and we provide 

all those”. The firm offers customers pri-
vate company data for deal sourcing, 
identifying M&A targets, deal diligence, 
analysis and tracking emerging themes 
across industries and markets, among 
others. “In short,” says Neha, “we want 
to accelerate innovation globally in the 
private space as investors look for oppor-
tunities and start-ups aspire for funds.” 

“While we are an Indian SaaS 
(Software As a Service) company, our 
platform Tracxn serves customers 
globally,” explains Goyal. “Our abil-
ity to develop and deploy the platform 
in India provides us with signifi-
cant cost advantages. Service provid-
ers, especially those operating out of 
regions like India, have cost advantage 
as their pricing is much more competi-
tive than their global competitors. Our 
business is technology driven, asset 
light and scalable,” he adds.

Fund raising activities
As per estimates, there are around 190 
million to 200 million private compa-
nies worldwide. Private companies have 
shown continuous signs of growth and 
with globalisation and the emergence 
of favourable business environments 
across most countries globally, private 

sector companies are expected to fur-
ther push for growth. The increasing 
private market is becoming more and 
more relevant and private market AUM 
stood at around $6 trillion in 2019 and 
is expected to reach around $8.45 tril-
lion by 2025. Growth in AUM will 
mostly be driven by private equity firms 
and venture capital firms who will look 
to focus more on shifting their invest-
ments from public equity funds to pri-
vate equity markets. 

Private equity firms have been far-
ing well in the global markets. These 
companies have witnessed increased 
investments, strong exits and attractive 
returns. Due to these increased activities 
among the PE firms, the global econo-
mies have seen robust growth and this 
has resulted in the increased fund-rais-
ing activities among the private sec-
tor companies. Private companies have 
been successful in raising close to $3 to 
$3.5 trillion in the past five years. 

The global economic slowdown 
affecting geo-politics and the ongoing 
health emergency across the globe is 
seriously challenging the way businesses 
function today. “In these volatile times, 
having the means that can help organ-
isations to make informed decisions on 
where to invest, how to invest and how 
much to invest, can prove handy. The 
demand for this type of business intelli-
gence is growing and is expected to fur-
ther intensify in these testing times,” 
says Goyal. 

On the impact of the Covid-triggered 
lockdown, Neha says: “We had to con-
tinue business as usual and at the same 
time ensure the safety of our employ-
ees. We took a number of steps to facil-
itate a smooth transition of nearly all 
employees to a work from home setup, 
and have been taking measures since 
then. Given the business model of our 
company, we did not see any significant 
impact. It has been business as usual 
and our total active customer accounts 
have increased by around 33 per cent in 
the period between March 2020-21.”

“At Tracxn, we are customer-
obsessed,” says Bhaskar Sharma, 
Chief Product Officer - Tracxn. “Both 
Abhishek and Neha, who have an 
investment background, have given a 
lot of thought to how the investment 
process actually works.” 

“One of the core problems we solve 
for our customers is finding relevant 

Accelerating innovation
Techie duo Neha Singh and Abhishek Goyal are flying high with 
their business intelligence platform Tracxn Technologies.

Neha and Goyal: Our job is to facilitate investors to make informed decisions
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companies from a sea of information, 
especially when a private company can 
be anything from a one-person opera-
tion to a 10,000-employee behemoth,” 
says Neeraj Chopra, Chief Technol-
ogy Officer - Tracxn. “We use tech-
nology as a key pillar in tracking over 
550 million web domains at the back-
end and using big data and machine 
learning to identify relevant profiles 
for curation.”

Tracxn built an extensive global data-
base coupled with customised solutions 
and features that allow customers to 
source and track companies across sec-
tors and geographies to address their 
requirements. “Our platform offers 
detailed coverage of company infor-
mation that includes company pro-
files, funding rounds, capitalisation 
tables, financials and valuation, news, 
team size and trends, competition map-
ping and information about founders to 
the extent available publicly,” explains 
Neha. The number of entities on the 
platform has increased at a CAGR of 
56.85 per cent, from over 540,000 as of 
31 March, 2019 to over 1.30 million, as 
of 31 March, 2021. 

“We have been able to consistently 
grow our customer accounts over the 
last three fiscals from 471 in 2019 to 
855 as of 31 March, 2021. Private equity 
firms, venture capital firms and invest-
ment banking companies have been the 
biggest adopters of private market data 
services,” says Goyal. 

With their experience in the soft-
ware and technology sectors and associ-
ation with venture capital firms such as 
Accel Partners and Sequoia Capital, the 
duo has been able to leverage their tech-
nology and venture capital experience 

to develop the Tracxn platform, indus-
try watchers say. 

Tracxn has done upfront investment 
in technology and in building a global 
coverage of private companies. For this 
it had also raised venture capital from 
marquee institutional and angel inves-
tors. It has been able to reduce its losses 
fairly quickly – from R18 crore in 2018-
19 to R15.81 crore as on 31 March, 
2021, and the company hopes to move 

towards profitability. Another key aspect 
is that Tracxn has negative working cap-
ital as it collects a subscription amount 
from customers ahead of subscription.

Marquee investors
Tracxn, says Neha, has been lucky to 
attract funds from marquee inves-
tors such as Ratan Tata. So far, Tracxn 
has raised R113 crores through institu-
tional and angel investors. Ratan Tata 
had invested R1.3 crore in Series A2 
round in February 2016. Nandan Nile-
kani invested via NRJN Family Trust, 
Mohandas Pai via 3ONE4 Capital Fund 
– Scheme I. Girish Mathrubootham had 
also invested, among others.

Sudhir Rao, Managing Partner - 
WRVI Capital says: “Comprehensive 
information and easy navigation around 
key data sets are two major factors that 
have helped us while we look for com-
panies to invest. An accurate competi-
tive landscape around our portfolio and 
leads has helped us a great bit in making 
investment decisions. To summarise – 
the design that allows taking both quick 
glances and a deep dive will be a great 
asset for VCs at various stages of invest-
ment decisions.”

The success of the enterprise can 
be gauged from the data of the data 

company itself. As of 31 May, 2021, the 
number of entities Tracxn profiled were 
over 1.40 million. In fiscal 2021, infor-
mation of approximately 1,624 new 
entities across various sectors was added 
to the platform on a daily basis. 

Amit Agarwal, Chief Operating Offi-
cer - Tracxn, explains that with a 35 per 
cent CAGR in customer accounts, that 
also includes several Fortune 500 com-
panies, Tracxn’s business metrics from 
2019 till now have been on an uptrend. 
“This has been driven by continuous 
improvement in product features sup-
ported by improvement in data cover-
age, quality and our focus on customers. 
Around 70 per cent of the customers are 
based outside India but are supported 
by teams based out of our headquarters 
in Bengaluru – working in client time 
zones,” Agarwal says. He specifically 
mentions the “human side of things”. 
“They (Neha and Abhishek) are always 
there to mentor, guide and help you 
learn – from mistakes or otherwise – so 
that you improve as a business leader,” 
he says.

Anuvrat Jain, Associate – ChrysCapi-
tal, says: “They cover trending start-ups 
and emerging technologies better than 
others. Tracxn’s reports and marking 
emerging start-ups such as soon to be 
unicorn companies helped streamlined 
my investment. The extra efforts put by 
the analyst team to provide me data in 
ready-to-use format has saved a signifi-
cant amount of time.”

“We profiled over 17,000 entities 
that, based on our internal assessment, 
will be ‘Soonicorns’ or companies with 
high valuations that are expected to 
become unicorns in the near future and 
‘Minicorns’ or companies, which in our 
assessment are early-stage companies 
which we believe have a potential to 
become unicorns,” says Goyal. 

“For early-stage investors like us, 
gathering the right information from 
public forum is difficult,” says Pearl 
Agarwal, Founder - Eximius Ventures.  
“But after Tracxn, we are able to gather 
all information quickly and easily with 
a single touch-point.”

Tracxn is now going public with 
an Offer for Sale of 38,672,208 equity 
shares by the company’s promoters and 
investors. The company will not receive 
any IPO proceeds.        u
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COMPANY 
Tracxn 

Technologies 
Limited
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2012

LOCATION 
Bangalore

TURNOVER 
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Headquartered in Kolkata, Tega 
Industries Ltd (TIL) is into man-
ufacturing and distributing spe-

cialised ‘critical to operate’ and recurring 
consumable products for the global min-
eral beneficiation, mining and bulk sol-
ids handling industry. Started in 1978, 
with a foreign collaboration with Skega 
AB, Sweden, Tega offers products such 
as mill liners, screens and trommels, 
wear products and conveyors. The com-
pany is an R&D-focused total solutions 
player in the industry, with eight global 
patents and several trademarks. In fiscal 
2021 its Indian and overseas customer 
base included 513 installation sites.

With an extensive global footprint in 
over 70 countries, Tega’s customers are 
mineral processing sites involved in gold 
and copper ore beneficiation account-
ing for 34.92 per cent and 27.25 per cent 
respectively, of its revenue from sale of 
products. It has manufacturing opera-
tions at Dahej in Gujarat and at Samali 
and Kalyani in West Bengal.

“Globally, we are the second largest 
producers of polymer-based mill lin-
ers, on the basis of revenues as of June 
2021. We offer comprehensive solu-
tions to marquee global clients in the 
mineral beneficiation, mining and 
bulk solids handling industry, through 
our wide product portfolio of special-
ised abrasion and wear-resistant rub-
ber, polyurethane, steel and ceramic 
based lining components, used by our 
customers across different stages of 
mining and mineral pro-
cessing,” explains Mehul 
Mohanka, TIL’s MD and 
CEO, who has been 
involved in the compa-
ny’s business for the last 
18 years, and has led the 
business as its MD and 
group CEO for the last five 
years, and who, in 2011, 
roped in Wagner Ltd, as 
an entity affiliated with 
TA Associates, a global pri-
vate equity for funding.

“Our engineering 

capability, which has evolved over the 
decades, has enabled us to consistently 
offer our quality, complex manufac-
tured products within stipulated time-
lines, allowing us to reduce downtime 
and maximise operational efficiency 
for our customers, and forge robust rela-
tionships with our customers leading to 
high recurring revenues,” says Madan 
Mohanka who acquired the entire 
equity stake of Skega AB in 2001.

Tega’s product portfolio comprises 
more than 55 mineral processing and 
material handling products. As an aver-
age of the last three fiscals ie, 2021, 2020 
and 2019, sale of products constitutes 
95.08 per cent of its revenue from 142 
operations, while the sale of services 

and other operating 
revenue constitutes a 
minor 2.15 per cent 
and 2.77 per cent.

The company’s 
mineral processing 
and material handling 
products offering cov-
ers a wide range of 
solutions in the min-
ing equipment, aggre-
gates equipment and 
the mineral consum-
ables industry. “Our 
products offering 

include consumables required in the 
mines and mineral processing indus-
try. In the sequence of their usage in 
the mineral processing value chain, 
after blasting to flotation, our prod-
ucts include chutes and its liners, grind-
ing mill liners, trommels and screens, 
hydrocyclones, pumps and flotation 
parts and conveyor products. Our prod-
uct range is engineered with a combina-
tion of mineral processing engineering, 
mechanical engineering and material 
sciences, while utilising our expertise in 
tribology,” adds Mohanka who in order 
to expand TIL’s operations globally, 
acquired Tega Industries Africa (Pty) Ltd 
(formerly, Beruc Equipment (Proprie-
tary) Limited) in FY2007. This is a South 
Africa based manufacturer and distrib-
utor of grinding mill liners and screen 
media, amongst others.

Facilities in Chile
“Our facilities in South Africa also give 
us access to the member countries of 
the Southern African Development 
Community (SADC). We continued our 
expansion and acquired Chile based 
Tega Industries Chile SpA (formerly 
Acotec SA) (Tega Chile) in FY2011 
which is involved in the manufacture 
of pumps, screen media and wear prod-
ucts. Our facilities in Chile give us access 
to the South American markets includ-
ing Chile, Peru and Bolivia,” observes 
Mohanka.

“In 2011, we also acquired Perth 
based Losugen Pty Ltd which special-
ised in the design, distribution, instal-
lation, wear monitoring of wear liners, 
rubber lining, and screens for mining 
handling industries. We increased our 
market share in Australia by acquiring 
our competitor at the time, which gave 
us access to a ready platform to launch 
our conveyor accessories and screens in 
that market,” adds Mohanka.

Meanwhile, TIL’s total income was 
R179 crore, R856 crore, R695 crore and 
R643 crore for the three months ended 
June 2021 and fiscals 2021, 2020 and 
2019, respectively. While the restated 
total profit for the period was R11 
crore, R136 crore, R65 crore and R32 
crore during the same period, the net 
cash generated from operating activ-
ities was R49 crore, R170 crore, R128 
crore and R68 crore.           u

L  A N C E  L O T  J O S  E  P H
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Comprehensive solutions
TIL is looking at the mineral and mining industry with a global focus
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In these choppy market conditions, 
what is your advice to investors 
especially retail investors?  
From the economic standpoint, corpo-
rate India experienced a downturn till 
FY2020, when the earnings came down 
from 7-7.5 per cent to 1.6 per cent of 
the GDP, thereafter rebounding on its 
growth trajectory to 2.6 per cent of the 
GDP in FY21. On the investment side, 
a two-decade-high cash flow to capex 
ratio is a robust sign of growth revival. 
Corporate balance sheets are therefore 
projecting sturdy numbers. ‘China plus 
one strategy’ also seems to have a posi-
tive prospect for India. In conjunction 
with the Production Linked Incentive 
(PLI) scheme, this could do wonders for 
the manufacturing sector of the coun-
try. Overall, the earning and the invest-
ment cycle are, thankfully, not at their 
peak. However, the above average valu-
ations pose a slight discomfort. Given 
the sudden market run up in the last 
18 months, caution must be exercised 
by the retail investors in the near term. 
In the long run, the investor will most 
likely be on a strong footing.

Now that the central banks in 
developed countries are withdrawing 
the special windows created to fight 
Covid, what would be the impact on 
Indian Capital Markets?
Plagued by Covid-19, the world is fight-
ing a huge supply shock. Critical eco-
nomic inputs are therefore likely to 
cost dearer in the near term, thereby 
pushing inflation upwards. Further, 
due to the energy shortage, draconian 
regulatory restrictions on the corpo-
rate sector, and an irresolute housing 
sector, a steep fall can be seen in Chi-
na’s economy. This will undoubtedly 

have a ripple effect on the global econ-
omy and ours will be no exception. To 
add fuel to fire, the US Federal Reserve 
appears keen to exit its loose mone-
tary policy thereby pushing the mon-
etary flow back to the US. The dollar 
will thus appreciate and this will have 
a negative impact on the Indian import 
bill. The Indian capital markets, as a 
result, will remain tepid and may see a 
correction in the short term.

Primary market is abuzz with record 
number of issues and investors are 
just lining up to take part. What 
would be your advice to investors 
and how they should select new 
IPOs?
The year 2021 has experienced nearly 51 
initial public offerings (IPOs). Through 
these IPOs more than R90,000 crore 
has already been raised. Before invest-
ing, due diligence is required as IPOs 
are fairly risky. The following is a list of 
five key considerations for investing in 
an IPO: financial health and corporate 
valuations, key strengths and corporate 
strategy, investors’ investment horizon, 
promoter background and manage-
ment team, and provisions of the Red 
Herring Prospectus. An informed and 
sceptical investor is nonetheless more 
likely to fare better in the IPO market.

SIPs are receiving record sums; do 
you advise first time investors to 
choose SIPs as entry point to capital 
markets?
Lately, Systematic Investment Plans 
(SIPs) have been gaining popularity 
among Indian mutual fund (MF) inves-
tors, as it helps in Rupee Cost Averaging 
and investing in a disciplined man-
ner without worrying about market 

volatility and timing. Indian mutual 
funds have currently about 4.64 crore 
SIP accounts through which investors 
regularly invest in Indian mutual fund 
schemes. India’s monthly MF SIP book 
has grown thrice in the last five years to 
nearly R10,500 crore. A first-time inves-
tor, enthused by the charm of a sud-
den market rally, should nevertheless 
not invest a lump sum amount in the 
pure equity segment of MFs which are 
subject to market risks. So, it’s advisable 
that investments in equity-oriented 
funds should be made through the SIP 
way.

Multi-cap funds look attractive in 
the current market scenario; would 
you share your views on multi-cap 
funds for the benefit of investors? 
Multi-cap funds invest in diversified 
stocks of large-cap, mid-cap, and small-
cap companies. By capitalising on 
the opportunities across market caps, 
these funds generate optimal inves-
tor returns. Moreover, in an effort to 
ensure a completely diversified port-
folio, the market regulator altered the 
guidelines last year. Accordingly, multi-
cap funds now have to invest a mini-
mum 25 per cent each in largecap, 
mid-cap, and small-cap stocks. Inves-
tors are wary that the bullish momen-
tum in the mid-and small-cap funds 
could see a reversal in the long run. 
Besides, the majority of new inves-
tors who have started investing in the 
equity market in the last 15 months 
have not experienced a meaningful 
correction in the markets. Multi-cap 
funds are therefore a preferred option, 
providing the stability and low volatil-
ity of large-caps and higher returns of 
mid- and small-cap stocks.       u

Mohit Bansal, Head - Finance & Business 
Development and Amul Malhotra, Head - Marketing 
& Business Development, work with Profit Culture 
Investment Pvt Ltd, a mutual fund distributor (MFD). 
Amidst the plethora of service providers, they provide 
customised solutions for wealth management. 
Malhotra has over 11 years in the financial services 
sector while Bansal has more than 13 years in retail 
and investment banking. They spoke to us about the 
current scenario in the market. Excerpts:

Customised investment
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“And when you get the chance to sit it 
out or dance, I hope you dance”.

During dark times, artists dance 
and sing about the rites of 
living, sometimes about the 

dark times and sometimes about our 
hope that the best may still arrive. 
Across the world, amidst the suffer-
ing caused by the pandemic, danc-
ers who could not enter theatres, who 
had lost colleagues, danced on streets, 
provided their music and move-
ment and brought cheer to whoever 
was around. They ‘danced love, they 
danced joy and they danced dreams’ 
(Gene Kelly).

This elegant book celebrates dance, 
emotion and the gorgeous Sohini Roy-
chowdhury. It is a brief reflection of 
Natyashastra, (dates vary from 500 BC 
to 500 AD), with its 36 chapters and 
6,000 poetic verses. 

It depicts dance and the navarasa 
described by Abhinavagupta, the 
Kashmiri Shaiva philosopher, (1000 
AD), who is among the world’s great-
est thinkers. A literary critic, a mystic 
and aesthetician, he has contributed 
much to Hindu philosophy, litera-
ture and the performing arts and is 
similar in stature and impact to Plato 
or Aristotle, the celebrated foun-
dation stones of western civiliza-
tion. His work on navarasa changed 
thoughts about emotions and their 
depiction and hence art itself, as all 
artists offer emotion and convey it 
through their art. Their goal is to trans-
port the audience into another won-
drous reality and help us experience 

their feelings, our own conscious-
ness and reflect on existence. So we 
too enter ecstasy like Rumi, the mas-
ter dancing on the streets of Kona, 
“Dance, when you’re broken open. 
Dance, when you’ve torn the bandage 
off. Dance in the middle of the fight-
ing. Dance in your blood. Dance when 
you’re perfectly free.”

An American dancer asks: “What 
can you say to a culture whose deity 
dances the world into existence and 
destruction?” We enter the creator’s 
dance for a second and see Natara-
ja’s scary, evocative and enthrall-
ing story. The book depicts parts of 
Bharat Natyam, the Devadasi tradition 

and the reality of the often excluded, 
despised third gender, like Mahab-
harat’s Shikhandi. It offers many 
depictions of harmony and includes 
‘the other’ via dance. As Nietzsche 
writes: “Those who were seen danc-
ing were thought to be insane by 
those who could not hear the music.” 
Thus Sohini has dedicated this book 
to those often excluded, those with a 
dance in their heart, the boy dancer 
branded as effeminate, the girl forced 
to choose physics over dance, the 
body shamed, the ‘too old’, the trans-
gendered. An ode to India’s classical 
dance, it is a collector’s item for those 
who love aesthetics, dance, drama and 
life itself.

To witness the strange alchemy of 
a life in the arts, ‘celebrating music, 
dance and our myths’, visit ‘Sohini-
moksha World Dance’. To dance is 
to go beyond yourself, to be bigger, 
mightier and just ‘more’, really! From 
questions of inspiration and authen-
ticity to struggles with money and 
the bitterness of rejection, Danc-
ing With the Gods offers insight, sol-
ace and courage to help artists on the 
winding road to artistic fulfilment. 
Tender and joyous, it celebrates art’s 
power to transform experience to 
grand human hope.        u

S W A P N A  V O R A

feedback@businessindiagroup.com

Sohini and Nataraj
An ode to India’s classical dance

DANCING WITH 
THE GODS

By Monidipa 
Mukherjee and 
Sutapa Sengupta

Roli Books. 2021  
ISBN: 
9788194643388.  
P 96  
R1,795.50 

My Body is Your Temple

Magical 
Transformation 
of the Dancer - 
Storyteller
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The lure of Varanasi is age old, 
and residents and visitors alike 
have recorded their views of this 

ancient hub over the millennia. None, 
however, would have seen the city as 
it was viewed recently – from hot air 
balloons. The Varanasi Balloon Festi-
val offered a new visual perspective 
to the labyrinthine lanes and sprawl-
ing ghats as 11 majestic balloons from 
seven countries including India gently 
floated over the city at dawn.

The festival, held from November 
17-19 to coincide Dev Deepavali, when 
innumerable diyas or 
earthen lamps are floated 
on the Ganga at the ghats 
of Varanasi at dusk, mak-
ing for a spectacular ‘river 
of light’. While the bal-
loon rides were offered at 
dawn, the evenings saw 
laser shows and tethered 
balloon rides, adding to 
the customarily heady 
atmosphere of the eve-
ning aartis and musical 
performances. 

This new offering will 
add yet another experi-
ence for the explorers and 
will bring Varanasi as the 
top spot to be experienced 

for many premium and high value trav-
ellers from across the world, according 
to Mukesh Kumar Meshram, Principal 
Secretary, Culture and Tourism, Uttar 
Pradesh.

The balloons at the three-day festi-
val were from Jaipur based Sky Waltz, 
the first and most reputed balloon-
ing company in India. “A good bal-
loon flight is a combined experience 
of being in a balloon and being over 
a place,” said Samit Garg, Founder 
and CEO, E-Factor, an experiential 
events firm and the person responsible  

for popularising hot air ballooning  
in India.

Of course, most hot air balloon-
ing across the world, such as the 
best-known ones in Cappadocia or 
Albuquerque or Bristol are usually 
over the countryside, generally offer-
ing views of spectacular landscapes. In 
India, Sky Waltz offers rides in places 
such as Jaipur and Pushkar, Hampi 
and Lonavla and Bandhavgarh among 
others. It had earlier worked with the 
state government in 2015 for the Taj 
Mahotsav. “It was then that we dis-
cussed how Varanasi or Kashi, the city 
of spirituality, could be experienced 
by a hot air balloon. That’s how we 
started to work for it, and permissions 
are always complicated – getting avi-
ation and ground district authorities 
together is crucial.”

Garg describes Varanasi as having a 
chaos – a combination of religion, spir-
ituality and humanity. “Starting from 
the southern bank of the river, drift-
ing over the river, and the old city, 
one gets to reflect and marvel at how 
old the city is. The closeness of the 
houses, with hardly any gap between 
them – can sense you cannot get from 
the ground. There is no better way of 
seeing the city than through the sky 
– as you cannot traverse the city on 
ground. From the balloons, you can 
see the river, the ghats, the temples, 
and the city at once – this is not possi-
ble in any other way. The perspective 
that you get from being in a balloon is 

very different. Those for 
whom Benaras is impor-
tant, this perspective is a 
game changer.”

Over the three days, 
the people who expe-
rienced the ballooning 
were not just positive but 
gushed over the experi-
ence. While there is no 
firm word yet on whether 
the event will be an 
annual one, it certainly 
created a buzz and added a 
dimension to a city that is 
a major religious destina-
tion already.      u

S U M A N  T A R A F D A R

feedback@businessindiagroup.com

Top shots

H OT A I R  B A L LO O N S  F L E W OV E R  H I S TO R I C  VA R A N A S I  F O R  T H E  F I R S T  T I M E ,  O F F E R I N G  A 
N E V E R  B E F O R E  V I S UA L  P E R S P EC T I V E  TO  T H E  C I T Y
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“Although I have received 
various national and 

international awards, the 
felicitation by my motherland 
always remains close to 
the heart. Maharashtra 
Government honoured me 
here in Dubai, which is a 
great encouragement for me 
and will empower me to serve 
my motherland more,” says 
Masala King Dr Dhananjay 
Datar, CMD, Al Adil Group, 
UAE. Datar was honoured 
recently at the hands of 
Subhash Desai, Minister 
of Industries, Maharashtra 
Government at the ‘Dazzling 
Maharashtra – Sanman 
Marathi Maticha’, an event 
arranged at Hotel Hyatt Grand, 
Dubai. Also present were other 

dignitaries, namely, Aditi 
Tatkare, Minister of State 
for Industries and Tourism, 
Amit Deshmukh, Minister 
for Medical Education and 
Cultural Affairs, Dr Aman 
Puri, Consul General of 
India in Dubai and other well-
known personalities from the 
business sector. Expo 2020, 
an International Exhibition 
is currently happening 
in Dubai. India is also a 
participant in this global 
event showcasing her cultural, 
scientific and technological 
prowess and excellence and 
Dazzling Maharashtra, the 
event, is a part of this effort 
to attract and encourage 
investment opportunities in 
the state.      u

Vijay Sekhar Sharma, 
43, an engineering 

graduate who founded the 
popular fintech Paytm 
in 2010 and build One97 
Communications, the 
company housing it in a 
multibillion-dollar enterprise, 
has created record of sorts. 
At the listing ceremony after 
he raised the highest ever 
proceeds in the IPO of R18,300 
crore, the billionaire became 
emotional and teary-eyed 
when delivering his speech 
at the BSE Convention Hall. 
Choking up he said: “Jab 
bhi kabhi Rashtra Gaan aata 
hai, aur ek line aati hai Bharat 

Bhagya Vidhata, toh meri 
aankon mein se  
aansu aatey hai, Abhi mere 
sath wo hi ho gaya, kyunki 
aapney Rasthra Gyan chala 
diya (Whenever the national 
anthem is played, I get teary-
eyed when I hear the words 
‘Bharat Bhagya Vidhata’; this 
happened to me today as you 
played the national anthem).” 
While the first day listing was 
disastrous by any standards 
with the IPO listing at a steep 
discount, and dipping down 
for another couple of days, 
one thing is for sure. The 
billionaire has his heart in the 
right place.                              u

It was in November 1901 
that Royal Enfield 

launched its first motorcycle 
at the Stanley Cycle Show 
in London, kick-starting the 
journey of an iconic brand that 
has since inspired millions 
over the last 120 years. From 
these humble beginnings 
in 1901, Royal Enfield, the 
oldest motorcycle brand in 
continuous production, has 
been a preserver of the legacy 
of building simple, fun and 
authentic motorcycles, to 

date. To mark this milestone 
year, Royal Enfield, unveiled 
the 120th year Anniversary 
Edition of its popular 650 Twin 
motorcycles – the Interceptor 
INT 650 and the Continental 
GT 650 at EICMA 2021. 
Speaking at the launch,  
Siddhartha Lal, MD, Eicher 
Motors said: “Few brands can 
celebrate the kind of legacy 
and history that Royal Enfield 
has enjoyed over the last 
century and a lot of this legacy 
is from the immense love 
the brand has received from 
riders through the ages. There 
was simply no better way of 
celebrating this milestone than 
sharing a piece of it with our 
consumers around the world. 
We are delighted to bring the 
120th Anniversary Edition 
650 Twin motorcycles to 
enthusiasts around the world, 
and share the brand’s legacy 
with them.” In India, the 
120th year anniversary edition 
twins will be made available 
via a limited time online sale 
on 6 December, 2021.   u

Celebration time

A crown for Masala King

Tears of joy!
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Milestone moment

The Indian Institute of Management 
Calcutta celebrated its 60th year with a Diamond Jubilee 

Lecture and Distinguished Alumnus Award ceremony. It began 
with a welcome address by IIM Calcutta director, Professor 
Uttam Kumar Sarkar. Professor Manish Thakur, Dean (New 
Initiatives & External Relations) introduced the Distinguished 
Alumnus award. “IIM Calcutta has reached a milestone today. 
The Diamond Jubilee is a culmination of the countless efforts 
put in by our founders, Board of Governors, faculty members, 
students, staff and our alumni,” said Sarkar. The online lecture 
was delivered by Professor Dipesh Chakrabarty (‘Business 
Education in the Anthropocene: Some Questions For Our 
Times’). Professor Chakrabarty is the Lawrence A Kimpton 
Distinguished Service Professor in History at the University of 
Chicago. Sunil Kumar Alagh (Founder, SKA Advisors),  Dr 
Vallabh Sambamurthy (Dean of the Wisconsin School of 
Business), Srinath Narasimhan (CEO of Tata Trusts) and  
Dr KV Subramanian (economist and professor at the Indian 
School of Business) were the recipients of the Distinguished 
Alumni Awards.                        u

Green world

As a step towards a circular 
economy and with an 

aim to promote organised, 
and environment-friendly 
dismantling of End-of-Life 
Vehicles (ELVs), Maruti Suzuki 
and Toyota Tsusho Group have 
joined hands to set up Maruti 
Suzuki Toyotsu India Private 
Limited (MSTI).  Union 
minister of Road Transport 
and Highways, Nitin 
Gadkari inaugurated MSTI, 
a government-approved ELV 
scrapping and recycling 
unit. Present on the occasion 
was Satoshi Suzuki, 
Ambassador of Japan, among 
others. The 10,993 sq m 
facility has the capacity to 
scrap and recycle over 24,000 
ELVs annually. Built with an 

investment of over R44 crore, 
the facility uses modern and 
technologically advanced 
machines to dismantle and 
scrap ELVs in a scientific 
manner. Inaugurating the 
facility, Gadkari said: “Ministry 
of Road Transport and 
Highways has launched the 
visionary National Automobile 
Scrappage Policy aimed at 
creating an ecosystem for 
phasing out unfit and polluting 
vehicles from Indian roads. To 
meet this objective, we need 
state-of-the-art scrapping and 
recycling units. I would like to 
congratulate Maruti Suzuki and 
Toyota Tsusho Group for setting 
up this modern facility as per 
global standards.”  Kenichi 
Ayukawa, Chairman, MSTI 
and MD & CEO, Maruti Suzuki 
India said: “At Maruti Suzuki, 

we strongly believe in creating 
value through efficient 
resource optimisation and 
conservation. Our business 
processes and products are 
based on the principles of 
fewer, smaller, lighter, neater 
and shorter.”  Naoji Saito, 

CEO for Metal Division of 
Toyota Tsusho added: “We will 
achieve the best practice for 
ELV recycling and contribute 
to the circular economy 
in India by combining our 
experience and equipment 
made in India.”     u

Writers’ Saga
“We bridge the gap 

between readers 
and their market potential by 
eliminating the third-party 
seller/platform,” says Pranika 
Sharma,  co-founder, Saga 
Fiction, a platform 
that handholds writers 
as well as readers. The 
traditional publishing 
houses such as Penguin, 
HarperCollins and 
Bloomsbury have to 
go through third-party 
platforms or distributors 
for the sales of their books. 
And they do not have complete 
control over these platforms. 
On the flip side, reading apps 
such as Radish Fiction and 
Wattpad may have control 
over their platform, but they 
don’t have complete control 
over their content. Writers are 
free to upload what they wish, 
with no control over quality. 
That’s where Saga comes in. 
“We choose the type of books 
we want to publish; we walk 
with the author on the writing 
journey, and then we sell 
the books via our platform,” 
says Sharma. Saga provides a 
platform for authors old and 
new alike, to showcase their 
stories to a global audience 
who are looking for well-
written entertainment. The 

mission is simple: they’re 
scouring for gripping and 
original plots from experienced 
as well as first-time authors, 
moulding them to be their 
best version, before digitally 
publishing it for their readers. 
Another co-founder Aakriti 
Patni says, “Books are my 
first love, and I know I share 
that sentiment with millions 
out there. With Saga Fiction, 
I hope to bring the global 
reading community 
together.”                  u
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Can you throw some light on the 
Noida airport project?
The UP government under Yogi 
Adityanath is committed to providing 
affordable, accessible, safe and 
international standard air services 
to the common citizens of the state. 
Noida International Airport will 
prove to be the jewel in the crown 
of UP. It would prove an economic 
engine for the development of the 
state in the days to come. As Prime 
Minister Modi has said, it will be the 
logistics gateway of northern India. 
People from all over the region will 
be able to export their products to 
international markets through this 
airport. It will also be India’s biggest 
and first carbon-free airport. 

Phase I of the airport will have 
the capacity to serve 12 million 
passengers a year and is scheduled to 
be completed in 36 months. It will 
expand to serve 70 million passengers 
by the end of phase 4, subject to 
passenger growth and traffic.

What are your projections about the 
aviation infrastructure in UP?
Uttar Pradesh will have 21 airports, 
including five international airports, 
in the coming years. At present, UP 
has eight operational airports, while 
13 airports and seven airstrips are 
being developed. 
The operational airports handling 
commercial flights in UP are in 
Lucknow, Varanasi, Kushinagar, 
Gorakhpur, Agra, Kanpur, Prayagraj 
and Hindon (Ghaziabad).

The state had only two 

international airports till 2017 
– Varanasi and Lucknow. The 
Kushinagar international airport 
became operational after it was 
inaugurated by the Prime Minister 
on 20 October while work on the 
international airport in Ayodhya 
is in full swing and air services are 
expected to start early next year. With 
the Jewar airport, we will have five 
international airports going. 

Almost 99 per cent of work is 
complete in Moradabad, Aligarh, 
Azamgarh and Shravasti airports, 
built under RCS, at the earliest. Flight 
operations can be started as soon as 
the licenses are issued. 

Otherwise too, air connectivity is 
seeing a dramatic transformation. In a 
very short span of time, 12 important 
cities have got direct air connectivity 
with the Sangam city (Allahabad). In 
the coming days, direct air services 
would start from Prayagraj for some 
more cities. Before the formation of 
the Yogi government, there  
was only one flight from Prayagraj to 
New Delhi but now there are flights to 
12 cities. 

Can you tell us how the Jewar project 
was handled? 
The centre was with us all the way. 
Files related to the Jewar airport 
got cleared within a day. The PM’s 
ambitious Gati Shakti project has 
infused a sense of urgency into the 
plans for infrastructure development. 
Land acquisition and rehabilitation 
work has done in an exemplary 
manner. As many as 7,224 families  

have been given R403.24 crore for 
their rehabilitation due to their 
displacement.  This project was just 
an advertising object during the days 
of the previous governments, which 
like a genie came out of a bottle only 
during elections. Now it is a reality.

Is the seaplane project also taking 
off?
We have recently proposed to the 
Union Ministry of Civil Aviation to 
start the state’s first seaplane service 
between Varanasi and Gorakhpur. I 
have also met Union Civil Aviation 
Minister Jyotiraditya Scindia in this 
connection.

The Central government has 
planned 100 seaplane services in the 
country, in which about 111 rivers/
reservoirs can be used as airstrips. 
Seaplanes can operate from both land 
and water. Flying and landing can 
also be done from a 300-metre-long 
reservoir. 

With the assembly polls due  
next year, what is your plank? 
Will the airport figure in your 
campaign? 
 The Samajwadi Party and Bahujan 
Samaj Party were parties synonymous 
with nepotism, dynastic politics, 
corruption and mafia raj during 
their governments in the state. But 
now, Yogi’s bulldozer is crushing the 
black empires of corrupt people of 
the previous governments…. Sabka 
Saath, Sabka Vikas, Sabka Vishwas is 
not merely a slogan but the objective 
of the BJP.

The state of Uttar Pradesh was recently in the news when Prime 
Minister Narendra Modi laid the foundation stone of the Noida 
international airport, billed to be India’s biggest. But there is more 
happening in UP than the Noida airport. The state, according to 
Nand Gopal Gupta ‘Nandi’, civil aviation minister of UP, will soon 
have 21 airports. While Gupta also holds  the portfolios of  Political 
Pension, Minority Welfare,  Waqf and Haj, it is the  state civil 
aviation ministry which is getting attention as it is in the thick of 
plans to get  the airport project going in record time

‘UP to have 21 airports 
soon’








