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ENTRY AND GRBw}H OF ENTREPRENEURE IN EXFPORT BUSINEGRES:
A STUDY OF INFLUEMGES AND STRATEGIES™
San jay Prasaa Thakur

The expansion of indusetrial manufacturing capzcity outeide
the developed countries of the west is a major feature of
economic development in the decades after the Second Marld War.
In this pericd flows of capital, technology and information have
alse bhecome highly mobdle.  Together  these bave  brought an
increasing variety of products of different regions with their
distinctive featwes into the vortex of international economic
transaction. This has meant profitable opportunities for many,
but slzc painful adiuvstments for others, acroess  industries and
nations. Feolicy interventions in this process, have ranged from
protective tariff and non—tariff barriers, export prosction
efforts, the formation of reglonal trading blocks and
comhinations thereaf.

In India, an inward looking strategy of industrialiszation
based won import substitution meant a neglect of exports and the
fewreign trade sector of the scvonomy in general. By the mid-198R
howewver, there was a realization that zuch a strategy was  not
vielding the decired rates of et growth., This was
precipitated by balance of payment difficulties in the wake of

the il price shocks of 1973 and 1979,

- Seed Money Research Project,. Indian Institute of Management,

Ahmedabhad



There was als0 & growing aopre e tatiorn of the need to integrate
trrade policy with the overall strategy of development.

The concept of self-reldiance was re-defined to include the
capacity bt pay for essential dmpog bEs bhrvough o esporl earnings.
A expreat thruet wes to e part of a strategy  to enhance  the

cognpetitiveness  of  industyy  and  lsguwowe the  performance of

India'= esconomy throagh & inlegraticy  with the world
ecidmy . for yeasons of ) potitical economy, however, across the

boar o structural refioms bhad to wedt till the 1990,

From the mid-1980s, bthe govermment initiated and asugmented &

riamber of policy measwres  angd fiscal dncentives to encourage
expo-ters. A depreciating rupes esxchangs yabte  and an increasing

mwsber of dincentives  linked to FOR reslization were coupled with

enempd toey af estport profibks From Dncoune bax. This encouoraged &

Pewper muadzer oof b g bl ners b begin espeating i the later
had £ocf blae Lasl decade.

FPulicy  messiy es g dndoce enblreprenenrs oo g ne gogpawr t
o L ervbed, These inducesnents  howevey y are mediated b eyl thes
per ceptiors of bhe entyepreneur ad the v esponse capacities of the
enterprise itael .

Trarse the  atbtributes of (Y  the erddyepreneurg i) the
ernber il sy aryd ) Lhe envivomment - particulerly  the polioy
regime,  together induce  the entey and groweth of fiems a0 the
erpor bt emctor. Research literabwe wy enterprise level influences
antd  wbrategies  for esports with regard to Dodis, however 1

eatehow,



Intermationalization of Auairniess

N oFirm can engage in wariows forms of internatioanal

activity: importing, exporting <sdirect to user or bthrough

Fareign  import  agents, indiyvechkly  bhrough  merchant espaorters,
etc.), franchisirag, foreigrs progdoctioas, jodint ventures, eto.
Fesearch literature in the devel opad  countries suggests that

direclt exporting io the  most wadespy easd donternati onsld attivity

It alwuo appears that

engaged i lvy mmall oand medioum enberpe i ses

the process of internaticnalization i & sequential one whereby a

Firm oradually  increases 1bs expor b coand bment . There iz &
cebirmnun of inler pabtionalis e.?rt' ey rapging froam the wunwilling and
uninterested firm to the ewspevienced large esportey. Sloray the
line are the dolerested, the eoiperisenting  and send -experienced

firms arnd

fiyrmes, Py India bhere appears  bo e variabion  aoross
industries with regsod to both (60 divect or indirvect expasrting,
and ) ovcasioneal , parbialy poredominantly edporting or dedicated
MY, eyporting wnidts, Indsed there could be  movesent £ oan $ORE
exipon b commibtment Lo entry into the biune marbet.

Evtr v dulo Exports

Tvosmall and wedivwe enterpriszes (GHF<) the entreprenear ds a
crucial wariable in bhe decision bto export. Muach reseasrch bas

tried tue ddentidfy the characlteristices that differentiate

expor bers from non-esporbers and influesnce success in eaxporting.

Theve attiributes are of tvie Binde () the chijective, and ) the
paychological . The fivasl includes fautorse such as extternal

contae be of Lhee entrepy enewr , for eigh ravel sd dte frequency,

Tanguage Ffacility, greabter export merkebing knowledge etc. The



secood dncliudes & suwe positive  alttitode towasrds  ewporting,

perceived higher export profits, asssesssent of edporbting cos

be 1 r».'.;.*?

greater aggressiong dyr ;a;vlj s, flexibility, creativity,
frmovabtiveness and sel f~confidence.

Enterprise characlteristics b luennsing expert hehaviour
could be categorized into (&) facbomrs enternal to the fivm, and
) dnternal.  The {first conld  dnclade better  cpportunities
tprofits) in export marbkebs, boge s kel satwation o recession,
unsed it ed o e oy CRAET Y mandatory reauirement uricher

Yicensing, Ffiscal incentives, cono

The

siomal oredit, e
internal factors could include wnigue product, technology, excess
* . o * ] . -
capacity, exporlt chligation against imported  inputs, eto. apart
from the inclination of the entrepr enews. These could alzo be
*
conceptualized as push and pull factors, SBize of  the firm, in
terme  of number  of esplovees has alse been reported  often as
influencing  bthe propensity Lo espurb. A fiem wibh less than 28

empl ave

de unlibkely to expoet. bWhen the raamber is 10 o more
there i1s a dramatic increase Wy khe pevcentage of  Ffivms

Tespor bing.

Constraints o exporting internal to the five fyeguently
repor bed include: sk 2y e informat don cuy foareign
oppesrtunities, limited capacity of the small  +tirm, difficulties
in dicbribubion and ewportdinternational marketing, lack of
qual tFied stafd, lack of laguage knowledge, lack of capital, and
lack of management time, EBExternal constraints cited include lack

of perceived  demsnd abroad,  too high trade inpedimente,




prablems o collecting money, documentation and red bape.

Relba Bail jal

Mrle, MAkarit Liwited, Jaipwy

Since her childhood, Rekha was  inclined towards  the fine
arte, This did not bpowever, necessarlly guarantee eConomic
independence. After experimentingg wibth many ventures over several

veare, Rekha started her ows export business. Bult this too is not

the end of her search for melf-eipression and  development

cpportunities. Rebha was beene i 1950 at Jaipwr toe a Plehesbweari
Famil v belonging to the traditional brading caste of Rajasthan.
8he stuwdied st the prestigicus Maharani Gayaltri Devi Givls School
at  Jaipwr, completed her BH (l-l(":-;‘aes. Vofroum Mivanda Houwse, DRelhi in
1272 and went on to chtain a Measters in Sociclogy  frome the Delhi
Schuol of Economics, thiversi l'.\,-" af Delhi. After completing her
studies, Rekha had no clesr direction except that =he did not
wannt bo get  dinto teaching as & career. In 1274, she went to
Magpur ,  where her  father, & former esployes ©of  the Rirlea

Industrial Group, had an agency and vretail buzmine in steel

bad ) —brenr inge.

In Magpur, Rekha did & number of training course such as in
beauty cultwe, languages such  as Bengali and thdu, etc. She
et i1l Wdid ved have & Cleny caresr focus or directian. Retween

1972,  and 1982, aparbt frowe deing variouse cowrses, Rekba held a



nuwmbier  oof sthiibitiones of her arl work:  emtvocidery  and cloth
painkting. In 1985 she visited the United Kingdom where her sister
e g medical Doctor. Rekha wantéd to explore the art market in
.
Engtand. She had taken some of her art work along and e2ven held
-one o two small exbibilions there. Interestingly, she asttended a
short cowse i Soft Toy-saking sl another  couwrse on How to
Start Youwr Rusiness, at & local polytechnic while in England.
Rekha retuwrned o India wibth the businezs idea of making toys on
a big =cvale. But  back dn India she could ot identidy any

concrebe buyers or markets,

Rekha always wanted to generste money  from b, Bhe wanted
to be szself-supportin but more bthap in perely a business sense.
s Y
ITn 1984, che decided to . start a bontigue i Nagpuwr. Meanwhile
1 C 3
her  father suffered a tragic stroke ad bhecame paral ysed., He was

being helped in the busine boy Rebkha ' = younger brother whio is an

enginesr. FRebkbia btook a loan of Rs. 18,088 from her father and
rented a small roon witlhe one helper to start the boutique. Thie
businesz had & burncoves of Re. 33,0000 - to Ks. 48,888/~ and Fekha

gar ned Enough to pay beck the loean from her father .

A vear and a hialf later, 1. 1984, the family shifted to
Jatpur, their place of origin. Rekha now took up a job as a pert-
time school teacher. 8he was teaching half  a day and looking
after her father in the other half. Arcound this time, she thought
of starting a small boutigue  again with bwo  machines.  Rekha

applied Fur a loan but was net  =we of  that bhig a market in



Jaipuw .,  Bhe did not went to get E:tt.l(:k with a loan. Her brother
had recently been through a bitter experience of taking a lean to
marnufacbur & Rlaock Aand White televizion sets., He was unable to
mar ket these locally, in competitices @itk the bigger companies.
He had to give up  the project afler having taken & hig loan.
‘Rekha registered her wnit as sy BRI, and applied for a loan.
tUnfortunately, her father edpived i 198970 The boutigue was

closed thereatter for &8 wmonths,

fter e year, an  impurter friend of Hekba's sister

stntacted e from the England, enaguiving  aboat what  could be

supplied  from Jaipw. By December 1788, Rekbs began  serious
cey v espodence and the lbusinese ster ted. Relba  was not suare iF
she  conld bhandle  the large volumes veguired to meet export
e dere. The buyer was helpful. RBebha was asswed of steady orders
arwtl soune advance money 16 necessary. A place was rented out in a
far -af 4 Jovality as there wase hardly any money to pay for evern
salaries. Rekha had to be very careful,. Her brother 's TV unit was

alresdy sick.

Dring a factory  visit, Rekha bad seen a unit engaged in
garment fato-icatbtion work for a big expovter. Relba contacted this
fabricator for  material suppliereg, whens the export  order came.
Regha could get their help as tﬁis was her  maiden arder and the
firet consigioment had to somehow Qﬁt Lhrcargh,. These people taught
Rekha  oabliong, stitoehiog, and packing. fdccording to her bthis is

not & difficalt job to get done, if youw can coardinate through



people with due regard to time and gquality. Fo this first order,
Felkba was unable to get raw materiale, o clolh o credit, &She
asked the importer for z=ome  advance to pay  for fabrication and
packing.  Bub the buyer did nod open & letter of oredit with the
bank. They wanted the deliwvery first. Rekha wanted some payment
and vice versa, Refore executing the order bthe importer came dows
te Jaipuar with  his buyer, a garwment wholesaler in the Uk, The

firelt crosdgriment wee vy Ly e, T Lekhe, Febkba roee dragoed ber

brotheyr  inbko the edxport husiness. She needed help. He coald tabke
car @ of the peper woek &s be bad been i business with bhis father

for 9-10 years.

Relkha describes this phase as a cdncidence of many things
- happening  suddenly. Akarit enterpries was seonn doing regul ar
monthly  business worth  Rs. 1.5 Lakbs, A bigger workeshop  wae
rented oul aoross bhe  rosd from the residence. The unit now
emploved B-18 people. Twoe in the office and 4-5% in the
producticon. Only cutting and pachking  ie done in-house, all others
woew'de,  dncluding stiteohing iz done outside.  Thus the business
involwed very little investment. Payvments were aszwwred bhrough an
irrevocable letter of credit with the bank,

For the first 23 monthe,  Felbha worked with seversl
fabricvators. UOne or twe clicked well, one or two failed. After
some time matters stabilised., The fabvicators depend on exporters
fowr contineed werd and there are lean tipes az well. Thus they

.

will not blackmail the exporter when wgent work is required. At



peak tiwes a fabricator can dictste terms, but only once & while.
The W importers wanted larger gquantities than  what  Akarit
Enterprices could supply., This was reqgquired onn very short
warking cycles too: 12,80 to 20,000 pieces per manth was the
Imutpmt of large factories. Akarit Enterprises has  been mainly
éxpmrting rayon ladies shirts,; with  paisley prints based on UK
designed combinations. Scon ancther W huyer came. They had heard

of the qualibty of Akarit ' s producks.,

In 1989, the unit attained a sales twnover of Fs. 19 lLakhs.
This went up to  Rs. 18-20 Lalkhs i 197@-91, There is a pyrofit

margin of about 29%. If heyonred & certain length, shirte could he
clasgified as ghaghras -~ a handic;aft item. This got arcund the
problem related to garment quota restrictions  in the imporiing
counkyy . Orders had toe be esecuted in & month’'s time against
detailed fivrm corder in beosds 18 daye atter the one month cycle.
Rekha wmas able to smoothly organise production and despatch goods
within the 1.5 months period, The taw material was synthetic
powerlioom cloath produced  in Bombay  and Gujarat. After getting
Eatahliﬁhed, Rekha cowld get one month’'e credit from cloth
bholesalers in Jaipur. After the first consignment, &8X packing
credit could alsoe be chtained as  credit support for  export
against letter of credit deposited in the Bank by the UK

importer.

O the labouwr management  frout  PBekha discovered that  a

shilled person  is very expensive, A good cutter-master has to



paid at least Re,2000/~ to Re.300QY- per month. So Rekha learnt
and  did  the cutting herself, @ bthe prodoct is not a very

intricate one. She has preferred to E_;n'«p}c;r;«' rav recruwite and train
them up herself€., They do the cutting before her eyves, The
incentives offered are mainly non-monetary,; as these
inexperienced workers are simpler people,. Experienced worbkers
know various rules and guote them — bhoaw s of wow b, minimam wages,
to avold work, Younger workers cooperate more with each other and
are flesible., Thi= i most irn{:n:.«.l"te\r)t iy enperts where une  way be
reguived to wark on Bundays sz owell. Whenr a cycle of work is
doarery Hebkba gives them fouwr days leave in oa row. The workers have
f?een paid in the lean spells as well,

Arcund the time of Gulf War, Rekha = toother Ashwin got back
to the agency business as & sowrce of maintenance,; as they

zensed some trouble forr the esxpart business,. In 199293, business

has been lean, mainly due to the recesszion in the West. Rekha is
however hopetul that L will pick we again, .

Rekha is  fond of reading and  gardening bul the edport
business dors not always leave her such tioe for this. She hag a
few good friends. Bt she is not very social, as there are so
many things she wants te do by hersels. Relba did not want to
end up as a mediovre housewife. In life, Rekha believes that one
mast  mable & success of everything. She has nothing against

‘

maryiage butb felt that =zhe would have to make compromises for it.

With her desire to do so many thinge what was the probkability of



success  for  marviage, she asks? Rekbha is a self-sufficient
pereon and feple no need to lean on people. In fact people depend
on her. She has no regrete, FMekbs wmentions  that she ie not in
business for money alone, she has enough to get by now, bt wants

to do something more. Rekha is interested in Yedantic philosophy.

In 19721, Rekha attended a course on Enxport Marketing of
Handicrafts crganised by the PHD Chamber of Commerce and Industry
at Mew Delhi. 8She has been interviewed as an entreprensuar in the

Financial Express daily., For entry. into exports an assured buyer

is the most important factor. Selling is the main act in business
which brings in  the money. Once money s there, you do

anything ~ hire accountants, get machinery - whatever it takes= to

get on with the business. This is Marwari wisdom which she
admits ahe has inherited. The printers and  fatwicators have

become very rich, but they have not becose exporters  as they are
not educated and get stuck  in the paper work., Exports require a
lot of alertness and running around. Her advise is  that one
should be clear about the one thing thal one wants to do - there

should be focussed efforts even within a business.



Anil Rayot

Mr7e, Transcon Fateics, Ahmedabad

Anilbhai and his three brothers belong to a traditional
business commuanity of Indis. Theg etarted a garment fabrication
business from scratch, This was at a time when the family was in
deep financial trouble. The unit Q&nt cry tox register spectacul ar
growtly  and is one of the lesser known rags te riches stories in
gar@ent expuats in Ahmedabeaid. The faunily wriginates from Phalodi
willage in Jodhpur district of Rajasthan. Speculating  in
commodity futures was the mad activity of the forefathers.
Anil’'s father Mr. Madan Chand ran  away from home at  the age of
fourteen o flfteen and in 19259 begean worbking with a jeweller in
Southern India. He then began wa;king as an assistant to a tea
trader in Conoor . Meanwhile one of the hrother shifted to Bombay.
The family started their own tes trading venture with  ane chest

of tea obtained on credit. Joined by a third partner who locked

after accounts, the business grew to a turnover of Rs., 34

Crores, There was a portfolic of ehares alzo, woerth about Re. 1
Crire.  The family owned three flats in Bombay,

After studying in =ome of the best echoocls in South India,
the fouwr sons of Me. Madan Chand came to Bombay for their college
education. Ry 1983, the twoe eldest breothers, Raju and Dinesh, had

entpred bthe tea trade.



Meanwhile an uncle’'s son was zset up for a career in the
share wmerbelb. In family competition, it was decided to groom
il fur the stock market also. When he finished college in 1985,
Anll  was deputed as  an understudy with & sharebvoker in the
Bombray stoch exchange. Mearwhile, with lavieh parties in five
star hatels and poor handling of investments, the family lost the
gntire portfolic of shares woeth Re, - Orore,

Between 178588, the ;amily rame to & hand te mouth
sttuation., The Rombay flat Vs seld for He. 14/7-  Lakhs and they
planmed to shift  to Ahmedabad into & house  purchased from
mother 's cousin for R, &5 Lakhs., il generated some day  to
day income from the share market, through speculation and forward
trading. In these twoe years Mil vsed o vizgit a friend’ s factory
in the evenings for & drink. Thise was a fakvricaticon unit with
15200 machines doding job work for Doubile Bull Garmente. A chance
visit by Dinech lit a spark for setting up a unit., This wazs put
upe  in 1984 with  twb ordinsry  zewing machines 'in&'-.xt'.s;.\lled in
borvowed premizes., At the end of  sisn smonths no business had come
their way. fround this time their father finally went banbkrupt

with lishilitbtips af more bthany Re. 10— | akhs. Goodwill also ran

ot with the ocwner  of the factory premiees who was ot charging
thewm any rent (i1l oo, The brothers vemoved the machines

cvertsight and left Ffor Ahmedabad. My, Madayny Chand owned a  tea
warehpuse outside Ahmedabearl  and ore of the wunocles had alse

faw chased & flat o AMmedabad as & sade investment.



In 1287 Dinesh convinced the Sales India people, a consumer

dirabiles chain store, into letting them put up a garment counter
called '"fLajawab”,. This did not vield any results. Anil

continued to generate some income from speculation in the forward
marhet for shares. At this time.ﬁeiiance Industrigﬁ decided to
set up Legacy garments, Mr.‘ Madan Chand’'s former partner was a
friend of Yimal Ambani, the hrother of the entrepreneur behind
the Reliance group. At this tise, Rajat, the youngeszt byother, a
commerce graduate from the prestigious Sydenham College, Hombay,
joined the business, Rajxt convinced the State Rand oo Inddia at
Vatwva Industrial Estate bto extend & btera loan of Hs. &/~ Lakhs
againet the tes warehouse. Over the next one and & half yeare
e than 50,000 btrouser paive were fabricated for bLegacy. This
was  business worth Rs. 3@-50 Lakhe., The brothere could mansge to

payaff father 's debts.

The eldest brobther FHajw had earlier ﬁpént time in Delhi
laoking after the tea husiness. Thrcuglhy a friend of ﬁn{} he got
to knuow & person comnected to a well  known textile processing
house 3 K.J. Wood and Company, doing job work for  Goculdas and
Inter-8hoppe, e of the germent  edport ploneers in India. As
Haju was alone in Uelhi, he spent bhis time picking up all aspects
of textile printing and processing. Rajat a brilliant student
therougheoat, could handle  all thg paper work, asccounts  and

dealings with the banl, *

Mlong  with jobh work forr Legeoy, business was also being



suplored with the export division of Cira Limited, part of the M.
Bavla groupy In fact, the brothere were told by their banhker
thalt there was a party looking for a job worbker. fdbhout Re. I Lakh

worth of crinkled rayon shirte were esupplied te thews. But the

entire export consignment was vrejected. The ewport division of
Cira iteeld wenlt buet  after sogupe  tiae, The manager of the

edport division, Favibhai, had plics bo launch  exports on his
ey, He saw the four brothers as & wiable team and was training
“
them for his own plans., PBub this was at  a hitter cost. Samples
werse taken from them bul orders went elsewhere. They were ashed
to buy garsent  guotas in anticipation of  &an edport oarder. Sixn
monthe paseed, the marbet poeice of the guota went down by more
than &48% of the cost., Mat no ﬁrderg, e letter of credit appeared
in sight. The bank which had extended packing credit, began  to
scream. Mith the onset of the Gulf War the price of the guota
went up by TR oof the  criginal cost.  Suddenly an espuet order
appeared and  a letter of oredilt was opened. Dinesh  btore up the
letter of credit and scld the gquota. He realized thatvﬂavibhai
wias & uwadercutting agent. It was & hard training but Dinesh

Iear nt =11 the tricks of the trade. F e

»1ing fooliseh  and cheated

he now  ran away bt Ropbay., HMeanwhile, with the entry of Tina

-

Mwim  as a davghter-in-law dinto the Ambani  family, Legacy

Garments alszo folded up.,

bhile doing job worlk for Legacy Garmente, Transcon bad built
up a goad relationship  with thgir production manager. This

gentleman, an Indian jew, had very qgood contacte abrosd., He new



the puwrochase managers of some of the largest retaeil chain stores

it bhe LS00, He gave a chance toa the lvothersg to execute a
trial e:xport order directly. He then gave a contact with the

purchase manager of one of the largest UL, retail chaing, This
contact and Dinesh clicked very vell and they remain the best of

chums eveerr now.,

Thus by  the erdd of 19874 exports began in earnest.
Initially, Transcen esported vavon and cotton fabrics printed
accoe ding te the buyer 's designs. They were able to meslt all the
reguiremnents of guallity, dependabilitbty and schedules, if there
were defects, all claims even te the tune of lakhs of rupees were
accepted. Repeat orders steadily flowed. Interackting with
Ravibhial, the brothers had gained a good grasp over  testile
proaducts, purchase  of raw materials sadd ks processing, various
proogucer s, locations eto. By 198990 they hed exported nesrly Re,
/- Oyamwe worth of garments,

Boame time i 1992-93 Transco, rarn into labowr trouble  at

the factory., By this btime they had ismported zseven Japanese
machines which were fully avtomatic. They employed 20 worlkers.

There was a caze filed in  the labour court, instigated by the
outside trade wridionists. This vyear many consignmentse were also
rejected.  Transcon decided never to have a factory again. They

complain that in the WS.A., if there we no orders you can close
the factory., Wheress bere there are factories with 100 to 200

machines Iving 1dle. Mohility of capital is alsco impessible. Plus



there are unions which  insist on lecal  labow. Forr g year and
halt this 1ull in the business continued.  Transcon then decided
to shift their production base to Rangalore. They would now give
Jobr work to garment export gquota bolders and share profite on &
5@ 258 basis.,  Hat they wam}ﬂ not operate a factory. Here they
were helped by a runaway baoy, twenty years old and & defaulter on
the Ahmedabad stochk exchange: fAmar. He could manage production in
five Ffactories wilth SO wsachines=s esch. Earlier, the problem of
country guotas was circumvented bﬁ rouking consignments tlwough a
non-oguota country in the Middle East., Excessive trade credit de
serious problem in the domestic marbket for small start-up firms.
Transcorn is now tying up with an established brend name in  the
domestic market to help them achieve growth and alse enter into
wiports in a big way. Trangparﬁncy of business transacticons  and
income tax relief has aleo been & wajor factor in bLrying for and

staying in exports,
Ry 1992-9X, Transcon had an  edsport turnoover of Rs. 15/~
Crores. At this time, the brothers pooled together about Rs., 1/7-

Crore  and speculated in priwmery public disesues in  the stock

marbet. The investment was bwned around seven times in the
space of one and a half yeare, A1l the brothers have now bought

proper-ty in Bombay and have a partfolio of safe investments,

Anil  has  twned to spiritualissm and resding boole by Oshod
Bhagwan Hajineesh, The other lwvothers are contesmplating what to
do. The firm ds now  worth sgbout Re, 257 Crores and could

mobilice an equal amount from the capital market.



The initial investment wasz Re, 18/~ Lakhs in land and
building and Rs. 7/ Lakhse for machinery. Transcorn  enjays a
verking capital Ffacility of Re, U5 Lakhs  and expaert packing
credit  of Rs., 357 Lakhs  wibth the Bank. The guality standards
are as per BES, Paris. They rate their technoelogy 28 good and it
nas all developed by themselves. The main markets have been
the WUSH, Canada and the United Hingdom. The worbkers employed,
now 1@ only, are all zemi-skilled and un-shilled. The brothers
carry oult  all the wmanagerial tasks cnd there is & full  ti m;';'
accountant, The praducts are rayon shirts, skirts and kafttans,
Cotton night gowns, stonewash printed shivts and yarn dyed-woven
flannel checks., Bome of these products can be seen worn by music
stars an the HMNTV channel. Théugh late entrante on the garment

entpport scene, the brothers are proud that they could make it hig

in a short period of 4-0 years.,
FHRAR SARABRIA} LIBRASY

@mAN INSTITUIE OF MANAGERE
v afTRAPUR, AQMIEDMM-
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Case I
Dinewsty Shoab

Dinte» Dyvechem Group, Ahmedabad

Dinesh Shah graduated in Chemictey with a first classz. The
family business had lisited scopsg  for his  involvement., Dinesh
jodned a dyestuff manufacturing unit. HBut this job did not pay
well and was alzo located in a riobt-prone area,. bhen he asked his
father for a FRae. T30 Lakh loen to start & businegss on his ocwn, it
wmas yefused. Father felt that he bad no experience nor  proven
capability tn any field., It was rot easy to get such an  amount
together either. He then convinced bis mother to loan him  Rs.
SR/ - Lo experiment with the jpwodaction of dyestaff. A drilling
machine in the family owned fowdry was caonverted into a stirrer.
Glase containers and instruments like pipettes were borrowved from

a friend. Dinesh managed Lo produce a dye which was tested and
certified by the Ahsedabad Textile Industry Research Association

ATIRAY ., This conwinced the family about the seriousness of his

intent.

Dinesh then applied for & benk loan  of Re, 175 Lakh. He
could get only Rs. 50,8847 as he was wwilling to be a party to
carruption,. Dependence on external funde was  discowaged by the
family as well. In actual production, the high guality dye could
nat ke repdicated, At the experimental stage Dinesh admits that

he succeeded due  to chance factors., But bull production was &



different matter. For several monthe thee unit  suaffered losses,
Luckily in 1977, the Gowvernment of India aonouwnced 1807 eaxcise
exemptian for undte with a bwpeover upto Rs, G- Lakbs, Thise was
a considerable advantage apgainst the organised sectoes and the
business grew, Ry 1980 production wes in full =wing and breought
reasconable retuwrns. Exgise duby: was ance again ieposed in 1982,
: ’ ¢

A1l wwall units  downed their  stabtters for  twoe moths ad the
gqovernment relented. To guard against such policy changes Dinesh
shtarted an agency business in dye intermedistes.

With the business doing reasonably well, Dinesh decided in
1987 to start an ambitiocus new unit fooe Hofcid, This resulted in
a substantial loss as Dinesh discovered seriocus technical gaps in
his kpowledge. This was the most severe crisis and bhe almost gave
wp . A chance ergquiry  through  the Gujarat State Export
Derveld opment Corporatiog, by cought oan corder for the supply of blaok
dye ta bthe Sovieb Union, This was for 3340 metric tonnes of dye,
worth Re. 3/~ Crores which had to be met within four months., His
capacity was only 19 M.T. per montbh. Dipesh now mobhilized  the
workers, his friends  and the fawily @ "we either  cink or  swim
trgether”. Some of the production was farmed out and the H. Acid

plant was converted to meet thizs oarder.

Dinesh and his team actually lived in the factory in this
periad. There were no holidays  and no working bouwrs. The order
mas  estecttted at the end  of three months  and repeat orders came

for the next year. Thie was for Victoria Blue B Dye which  was



hazed on the dangerous phosgene gas of "Rhopal gas tragedy” fame.
To the mwprise of the buyers, Dinesh managed to produce this dye
without uzing phosgene. Around  this btime, he was selected for a

sales cwm study towr  abwroad by the CHEMEXCIL. Being from &

tusiness background, Dinesh grabdied  bhis chance to msabke direct
contacte atwraad and never looked hback. With the goverrment s
itncentives for encowraging ‘emphrtﬁ, he  concentiated  fully on
et e, After the firet trip to South East Asia, DMnesh has

wisibted nearly all the continents as a memsber of delegations and

lewe o oprivalte marbeting tows, By 1992, nesarly  FOW O of

b

production was for esports.  The grosg is exparting te nearly 389
coawitries i.e. wherever there is tentile, paint, leather, ink and

printing industries.

Dinesh promoted for undts 3 Dintex Dyestufd  Industries,
Dintes Dychem Industries, Dintex Dyechem FPrivate Limited and

Dispo Dye-chem. The el tuwrnover has grown from Re, 70,0007

»
in 1277 to Re. 20/- Crores in 129172, There is a profit rate of
-
10%-15%  in manufacturing. ne . of the wnits dis x  100% export
oriented one. The puablic isesue call for Rs, 4.3/~ Crores  in 1992

VIRE R B E Ther plant forr this had  already been set up and

production was on. The workforce has swelled from S workers at
the start to A F1)Y tiee and 68 casual labouwr. Bith the new unit

fully functional there would be 200 worbers,

The competition from Soubh Fastl Nwian countries and China in

the international market was stiff, Mot only had a producer toe be



cosel  cwnsciouws bul slso develope e prodocte and o noon-toetic
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subabibubes. As erporbh mae Jaebe sy e Maldpgpery” new o markets and
buyers  head Lo e continuously ddentified. The loss of the Soviet

marbel has brought s il in the gapoarts abt present. The asiness

and the

in 1775 is now egqually  balanced belweesrs bthe dome
intermnational mer bl Dinesh does  nul agree  that it i foir
envirornuent al reasons alane that the chemicalse manufacturing hase
in shifbing to countries like India. Dves and dyve intermediates
invelve hatcoh  production processes, These are ot easy  to
autboupate  am there are  toao  matry paramebters  and  interoven

Feactd ong., It de ot a continuems provess and everns a swmall batob

carn rtake up into 1410 dave.  And Boconamies  of scale srre not
sigrificant, Thus it 1=  expensive.  The Dintex groop has dts owen
recsearch ard development cell 1o which aboub Rs, 597 Labhe have
bees irevested. Dinegsh alse sponsores Fh.De students  in Gujar at
Wiiver sily  for resesmrch o Chemisty vy, particularly non-tostic
sutbesl F Lul es., The dyestaffs industry is broadly divided into twoe
QeI e feeding synthebtic textiles consishbing mf-. larger

firme producing reactive, ddsper arsed wval dyes. bWhile cotton

tenbile dae fed by smaller wiibs making Jdireck dyves.

Minesh s father has besn & guide dn all  the struggles and
loacked after  office administraticn till recently. e brother
loeoks  after  the worbke and  anobthery a jpracticing Chartered
Avcinustant ,  looks afbter fineance. Dinesh admits that  only &
Ceonta et ion of technioal byicml edge: eond o managerial o skill could

help rebain the Initial advantage of belonging to & business



Faopd 1y, He  bas atlended  various  coureses to webe up for his
defteienty i Adoocounts ebo. His o majur sbrength is his  deep

boiowd edge of chemicals and dyestuaffe dn particnalar. He

consbtanbly updates himself o the techbnical side and tabkes close

Bisben ¢ i mew g oducte aad rders. He feele that  esployees

frarve Lo be Lrreated RS AR asaet rather than Az & cost., The

Pancd e evalves arowgd o a cwr e of hiighily motiveted s commi tled
by e, Divpesh  wa ks seven days o oweedk and gees on & boladay

vt b @ weear wi bl e owife and bt ol Ydresy,

by eh Jat i ja

Graffibbit Faporbts Pyiwvabe Limibted, Mew Dellid

Pt s was berr iy 3968 in Bhimla.  fe hie father was in the
sy he studied in Central  Schools all over  Indig. After
grachration e completed a Masters 1o International Boonomics fyom
Dicdime Universi by bebween 1988-90.  From hie childbood itelf,

Aeb sl aluwayve bad b do mind to wor bk for himseld.  He admite that
ez was almays bad st taking arders. The allure of  money was

Lieen a fivm believer in materialilsm,

always bthere ard Seshish e
Throuagheat his educabtioal e eer Nehish did well in all sports ~
by eached the nationals de b se riding. Feo sounetime in 1989
A

o e weetizd in a0 bea yearden o Beasans In V2920 ke came to Bombay

eantt fea mdx wontbhis owow ked A a compad e acf tweare Firiw. Iyy 199G
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he ceame te Delhi and with si» youngsters, started arn exhibition
Firw called "Invest India®. Thie was the +first financial or
conswmer fFipance  exhibibion o India. This firm ceontinued for
three yesrs visiting various cities cnd  attsined a turnover  of
Fs, 40— Lakhas. Ashich however, quit after a few months  &s the
group contained & few "beagd fish. In this phase, be mel his wife

Saliina, who was o becoms a busies L i Lhe initial vyears

nf expeetss A1 alung  be was gaining  edposare to dnterpational

usiness: btea edports, software experbe. Ashish felt thel erports

tid vt reguire mach investaent to sl b,

I Devember 127@, dshish and  Sabinag started Graffittd

entprer te with & combined savinge of Bs, 7,000, In 1991, after
mar i ey ABshish borrowved s  sus of s, 30,000/ pooled btogether

fr cuu bty hie father and fatlber —-in-) aw. Thie amount would cover

prrchea

tif mamples, and ann adr Licket  to BEuwrope. He carried
with  bim sesi-preciouns  jewel bery and slones,; sillk scarves and
vostume jewellery,  The countyies visited were Hungary, Germany,
Folerud, Ceecheslovalia and the NMether Yeands, e manayed to get
arderyg fen twio small  consigomenlte of  semi—- precious  stones,
Fracept for a persday who weeked in the Indian Embassy in Hungary,
Behilsh never really bhed any contacts,

Fetwning to Indiag after a ooty i il 1991 3!":3{-{:'1 tti
now  decided to just "be present” in the market. They contacted
haeping aygernts din India and fFirms  aly eady i estpaorte, They

of fered  to hecome a lovcal suppliers  to those whio  had export
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ca derree i braaed, Beveral  small consignments came their  way @
Tealbien hrlef cases, silh scarves, sesit-precious stones and metal
Teraald ! £ ' 14 = iou tones and metal
ilewse. They wonld entertain enguiries about amny Rind  of prodoect.

Fven LF bhey were unabile bo supply 1L, enough research would have

done to enecute it  if there was & second =uch enguiry. In

tivis year i ol £ am w1994 to mid~1292 Ashich and Sabina
5 3
Tyavel led extensi vel in India et 3 v g e ophaet s st ces of
Y 7 X ¥

supply el reliable suppd ters.

e this time, one  pereso by word of mouth from Londorn,
sent an enguivy for slate. This was Lhe fivrst real order that
Graffitli chdbanred,  Mow the Heorvarsa Minerad Devel opment
Corpun abion, which csed wajor gquare ys  around .De-?ll'ai., claimed that
sl y Lhey were  autbuoiced bo estpea b bodd Toddnyg mater 3ala., frelid el
e barned b obther local  suppliers,. Credit became  a problem.
ST beanibie sadd e ceans o exlenl oy edil oondy after v heve executed
winyr fFirst grder, Aebhiaebh and Sabring argued that  after executing

ary warder they will nob peed ook credit,. Ashiely then mapaged to

gout some credit from the slate supplimre. Some advance  was also
negutiated ageinst Lhe letler of credit,  Thoagh Graffittil is now
e binyg granite and  wmarbile i & majoy way, they sbill  do not
oy bandk fipance  for it For the exnt wiy months Graffibti

wraper Led several consignments of slate. Alongside, smaller local

suppl tes to established erporters conclinued.,

Flaws Nahtaly vy ecoivoed cay affer fromn a non-resident--Indi an

ur e baspd in the thialed Kingetuny, to help start  their



international trade division. Thise group had considerable
financial strength. Directorships were exchanged between the two
i, Fat  things did pob owork oub as Ashiceh  did not feeld
cuapfor table with interferece  dn hhs  style af wordk, While on
trip to  Loandon,  Ashish obltalped & eiguiry foé silver plated
candle holders and cther decarastive brass vessele, These items
have picked up in a major way and e also being re-exported from
thee LM,

)

fraffitti bad always been interested in leather goods. A a
bhig demand was perceilved bto exist For this  in Bastern  Europe.
frehieh had been locking  arcand for & untt to purchase. In June
1P E, they began  edporting shoe uppers to Eastero Burope. In
Jduly 1995, Grafditli has entered intuy a Joint venture with &
Hngarian individual; whom  Sshich wmet o his  first wisit to
Europe:, Thiz unit ds going Lo meanufo e leather coods. Since
Mowvembir 1974, marbhle and granitbte are being exparted to the
Middie East and BEuwrope on oa conlinweas baeit e, Somewhere glong the
way . Ashitshy decided nob o get  intoe pradacts wiidch bave  a pre-
et ermioed price, such as fabyio e foaadyr aines, He has always
tried ko oworle wibh products which have no set price ~ ibks value
Tiwes  an the eye of lhe betod der alone -~ suech an jewellery,
decarative ttems sbto. While Ashish  wonld do the running around,
Babiva  teok care of the office work., Toe understand texation laws
Sabina attended a course o export  management organised by the

Prany jede Hear yana Delbi Chawber cof Conaer v and Tnduae by,

2.6



Behi sh was always  reluctant bto enter manufctuwing due to
PTabrcwar  1aw porablems ard the fea of investwent getlting stuck.\But
e Fe wante to backward integrate  into manufacturing. A marble
anc  yranite ﬁuttfng unt is  alveady functioning in NOIDA.
Graffittl also pleans to have offices overseas in partnership with
individuale who are already in busipess in the UL8.8., Bahrain
and  Hhangary. I (293-94 Graffitti also started imports 3 plgs

hair bristles seld locally at 18 above CIF value. But there were

almays problems with customs and custom duty. And it would take
as wuch &z six months ta get  the goode released. UHesides there

WA 1V facility'tuiupan a letter of credit abtvoad. To impoart Rs.,
2@ Lakhs worth of goods, the banks want & deposit of Re. 28/7-

Lakbes  first, If all the enquivies Graffitti has received were to

materialiae, they wonld bave done busioess worth Be, 20000 -toe-
Fo. 3000 - Crares., QF this less  than 13 actually comes through:

Fles, 2007 - wre fBccor dhing e Aehdeb, Expaats s easy to lesve.

al earning soney is not easy. 1Y reguires  perseverance and an
alrility to take ups and  dosens: & strong body and heart, (&
thoreagh dnowledge of the business through esperience and reading

oy estudy dis also important initially.

2?



Marnathy Sahigal

Clansic Meedles Private lLimited, Delhi

Fr.  Sahgal was bwen i Amrdtear i Movember 194900 His
grandfather was a civil engineer. Hig father was studying for

bis graduation, but due te chrondc 111 heslth could net continue,
vi-!ce» briwd farming  for some bime. In 1944 the family aigrated to
Maler chan wi'm'»l"e:" the juint family owned a house. Grangfather left
cgovertepent servive after guarveling with  the British boss., With
hie pension, & emxll chemist shog and some  income from
investments, the family could somehow  manage to makie ends meet.
My-. Sahgal etudied in St. Josepbh s fcadewny and findshed school in
1954 with FPhysics, Chemistry and Maths, topping the merit list.
He got & scholarship to stuwy in DALV, College. He was  an
electronics  hobbyist, repairing radio sets in his spare time.

His scholarship was supplemented by fHathes tuitions  to studentes

from the o0ld school. After completing his B.Sc. in 1988, M.
Sahgal set hise sights o engineering. Bat  family resources were
meagr e, He then thought of  the special class railway

apprenticeship scheme. This way he c;cmlc:l have & job and education
would also be paid for. He completed engineering studies in 1963
with honmurs and  second rank in the merit list., In 1946%, he was
selected to help seb up and comsmission the Yarenasi Diesel
Locomwetive wor ks, since e biad some bachkgronnd dn electronics.

SBuoydvisticated wachinery had  heen bought, but no one was trained



to set up the electrically controlled eguipment.  Tilil 19249, he
cenkinued as  Worbks Manager and  Design Engineer at  the Varanasi
prlast L. He was then =zelected for a scholarship to a post
graduate degree in Diesel Engine Design at Rughy College, in the
Ui ted Kingdom. But the railways insisted on a five year bond
and . Sahbgal rehelled against thiw., He o joined Johnston
Frunpes India Liwmited, part of the MochNedll group. M. Sehgal set
up and  managed a plant For them in Ghaziabad., This being an MRTP
house,  they could not goe ahesd for espansion, esxcept through the
espn b ooriented unit route, Thus they toek over & stainless
steel cullery making wnit in Gurgeow. Mr. Sabgal menaged both the

wnibks till 197&-T77.

A series  of unexpecled developments now  coow ved. The
Surpaon plant was allowed Lo he baken over by the MRTFP company
on the condition of a 759 export oldigation. In 1275 &« Bombay
based  company  was  caught claiming  dubty draw hack on non -
existing exports.  The government now imposed 350% duty and duty
dr-auwbacks were reduced by T34 on o all anibts in thie industry. The
company theretore became Lobaly anviahile. They  were now looking
for & non-MRIP bayer, In 1278, bhe firm was sold to a Calcutta

group. M, Sahgal would cundbinue as Chadrman and Leld dual charge

of Mackeill 's domeztic tradivg operations aleo.

At this Juncture My, Sahgal began feeling a it restless. He
wanted Lo do  somethiong wore  in Life amtl felt he was becoming

compl acent  with a cushy life. He bhappened to meet & person
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manufactwring swyical blades in Kanpur, who was looking for a
co-promoter to start a new urit, Soon after the unit started Mr.
Sahgal discovered thalt though he was a sinority share helder he
was & guarantor of a liability of Re. 1.2/~ Ororee, The co-~
promoter  had no money  of his own.,  But he managed to show bank
money as his  own equity., The bank loan was also being siphoned
aff for  personal consumpltion. This was  to the tune of Rs. 35/-
Lakhse., In two yvears it bhecame clesr that the unit could not get
b F o the ground. Mr. Bahgal went to the financers the Industrial
Development Ranlt of India, tao made & clean breast of thinge. But
it became a very complex task to be free of his liability and to
even quil the company. FProtracted legal wangling and manouvering

with his parbtner and the banks now started.

At this time, 198283, Mr. Sahgxl came to know about a
situred needles unit i Sahibabad, financed by the Band of India.
This wiit was ranning inte losses. fHahgal made a deal to buy out
the pltant and machinery and set it up anywhere. He felt _he could
revive the undit., Luckily the Hank of India gave a loan with nil
margin money as a special cass. A shed was now rented  in MOIDA,
Withirn 34 months of zsetting up Classic needles, it started
generating profits. Mow Sahgal’'s farser ce-promoter  demanded
payment of  Re, 4/~ Lakh of the guasrandee or equity shares in the
new  firm., Bahgal at  this time some how hept  the home fires
burning through consulting assignments. Money was alsc borrowed
froam  a blade dealer ., Y F e furthwv manoweeering  and legal bair

splitting, circumstances finally caught up with the en--partner.



Bahgal was now able to get out of the guarantee.

Commer cial production stearted in the second half of 1984, It
was seon discovered  that the domestic merket could not  suastain
Lhee growth of the firm. The product being a reusable kind, there

1imited demand beyond & point. Morld over single eye needles

WS
were  being phased out, These uee twn  zutures, cesusing greater

tissue brauwma. The world appeared to bhe switching over te eyeless
needl es, Fut  here tLhere was  flece competition  from &
malbtinationals which controlled 73% ofthe the global market,
Renides there was a problem of technoloegy. Import of know-how
was ruled out because of the huge cost involved. A Huangarian
compeany ashed for 0 GA,0000- for spring eye needle knowhow.  The
eyeless needle was  available from France for Rs, 5357 Lakhs.
Given lhe high interest rates ther was no way the business could
ke viable through the bank loan route. Thus these products had to
:be developed in-house. Mot only the products, but also the

machinery for producing  them had  bo be designed locglly. The
clther dilemprna  was eilher Lo becvome & 2 sub-supplier to the
multinational in India or enter exports., The former was risky,
as  the multinational was known to have ruined small start-ups by
rejecting their preoducts after confirmed orders, The earlier
‘hlade unii heing & export oriented one, Sahgal had trade
centacts  and had deallbt with merchant esxporters also. Surgical
needles s & highly restricted technwlogy but  many have tried
their hands at 1k, Ry !?91,.2/3'5 production was for exports.

This wae divided G50 bLetween direct esports and  mserchant



exporters, Ofteny  they find  their o products routed back  ta

India ads dmpaerr te in varioas hospdtal e,

Globally, independent needle sanuwfacturers are being taken
cwver by large companies. Classic does not esport under its own
b and name. in India, there is a third manufacturer in South
India. The medical products line is & small part of their overall
business. Trade contacts with domestic distributors helped
comsiderably in the initial seltages. rders came, payments were
prompt and credit did not have Lo be entended for lonyg periods.
Classic Needles ceamnocl confront Yerge companies directly, in the
domestic market o  abrasd. Instead it is tying up with suture
manutfactwrers ax & sub-  aupplier., The cost of puarchase of &

_fsutura attachment machine was probibitive given the high interest
rates. Bo il was developed by the company iteelf, Some of the
Rveraeas buyers are s asking for this machine also to be

supplied along with the needles.

Froduction is  looked after by Mr. Joshi whtr  joined Mr.
Sahgal as a draftaeman in the original blade company. The ariginal

machine came withouwlt the main  toeling. In the initial stages

there were hardly 2-3  employees  and everyhody had te do
everything., Expenditwe ws avoided and efforts were made to
utilise men and machines Lo the mestimum., Things were repaired
and  imporoved  to be usabhle. Even‘ & woeoden table  was  to be

purcheaced only after  some eales bhad been registered, Custoamers

altec croperated by ol demending credit, Mr. Sabgal alse kept uap



i cunsulting work part  time, wvisiting the factory on 3-4 days

L1 B wreeerh,

There is an incentive schewe against targets on a piece rate
basis plus there is a group achievement incentive. The processes
are  interlinbed amnd  thus limit individual performance. Worlers

have been encouwraged o supervise each  obther. They hknow that

ong ‘s mistake will affect others., If management had sdopted s
disciplinsy approach, everyone wonuld unite in opposition,

tegardless of sy mistake, But with =self- administration there
is group resswre bo fall  in line. There are now 230-85
empl vyees., The wnit practices melti-skilling, each worhker knows
-4 opperaticons for  which they have been trained in the spare
time, acvoyding to aptitude. The mix of avtomsxtion and manual
_ﬁfncﬁsseg is a_ﬁmmbined consideration of costs, volumes and

qpality. There are untlative attendence  bonuses also.  Mre.
Salbigal ie himself a  "hands on” entreprenew and the emplovees
have  respect for him bhut doe ot feeo Bim. He i lenignt to a
fault and 1f he gets angry, 1t must be something  wvery seriouws.
fhily 12 ewployees have been turned oot and the rest have
remainved with  the company since 15985, Bxpansion plans proceed
beeping  dn view astrength sl managatzd 1ity., nly helpers are
recrutted and brained up over B4 wonths in anticipation  of

traove heen

rder s i the pipeline. Marny of the jporocess
auntomated in~houase. The worbers - comne fovrward with  technical

snggent doas wi thoat feqr ¢ as they koo Lhat the compeny §s

33



grenei g,

In 198%, Mr. Sahgal bad esployed & works manager from
another industry but this was a disaster. He fourdd himself
spending too auch  time on day to day probless. Therefore he did
bwo things. One, he took on Directers in the company to advise
him. Secondly, he took a gamble on doshi, who had  the putentiél
to be groomed as a manager. Joshi on his  part has stuck to Mr.
[ahgal as & lot couwld be learnt from his technical expertise.

RBesides he developed a personal sense of attachment to M.

Salwged .

Initially, there was & secretary but  he demanded a salary
hhitkke and left. Bahgal then purchased a computer in (989, By this
time, 1l was difficult to keep track of the product mis which had
increased from 78 to 1200 tvpes of needles. A second computer and
a programmer was brought  in 19920, Stores and accounts  have been
computerised. With a wview teo achieving 150 2008 quality

standards, the entire cperation is propoesed to be computerised

through @ local area networl AN . Ahout six months supply of
raw materials - Q.01 accuracy — of Japanese ztainlese steel

wire is  kept in stock. It takes btwo months by  sea and delivery
can  tabke six months, Export orders have to be executed  in six
weeks.,  Liberalisation, sipce 1921 has meant that ne  import

licence is reqguired for the raw materials.,

Ty V22422, the sales bturnceeer wmas Re. S2/7- Lakhs, In 12793~



24 it reached Re, 1.8 Crores. The breakthrough in exparts came

from Auatralia  in 1984, Another watershed was 1987, when they

wer £ able Lo comercialise  the technology for spring eye and
T

vhaniel needles. There is a gross margin of 45%  and the gross

Llook fived investment ia a little mwe than Re, 1/ Crore.

e iy bhe reaabh and Stratewic Manmaement of Espogrts

t. Todnstr y Structur e whether the domestic mearbet corgeieses of
&  few large flres and large nuaber of small fivms, regional

mar kel bowsdaries znd 1inkage whether an industyy consists

of direct/indivect, partial /dedicated 5 merchant
eptpear tere ~ de s dmportant par bt of bthe context within which

strategy can be examined.

L Pogsy yamge dmer bet) plaowiirg - Hat o cwerplenning can be
coutrter—praductive fry GME s rhaee b capacliby (Lime,

today instead

versrmr G,y awrwival ) constraints, "Do business

waf planning for boamor e ouw”

A
T

Foous ve, Spread - product oy caps sl coundtries - Those

1 v e whitely distinguish  profilabiliby by country  and

produete are likely Lo he more suooe

4. St Ui vl alwayys beaubkiful by exporbs. Critical  Mass -

21f dis an enpensive

Intervativnal mer beling  for entry 3t



e
DX

propasi bion for BRE s, Babt o lasrge unwieldy slow  reacting
iy s sy netl find the guang easy el lher.

Erport wmar bkebs  come  and Gexa freating strengthl and
susteinabiility in  the business -~ chodce of markets, cholice
af wigue productsStechnology besed on geography or natwral

endovsnent .

Felevant  manager ial  rescarces and internstional businese
calture 3 Entreprenewrial organizations,

Halargme betweern rishe sl rewsrds as yvowr go along the value
chain: investment decisions. Trading has less risk but the

margins are &lsoe Tower

Estpan ting  usual ly meanis "eedl  saudl then maraf actwre’ .
Framidable commercial end logistic skills are regquireds zero

o lead  tingeey 100 o time, delivery

v eprpaaise Liwme, se
peport -~ evervihing must he vight the Fivst  btime.  Supply
chain management i critical. In this, informati on
teclnol gy and networ iy - ebtrategio alliances /

paar tnerehips, &ll along the value chair have & crucial role.

Matching Critical Suceess Factors and youwr capabhilities -
logietice drivers (cut flower <), mansger el Jtechnoorat deiven

Tornf Lwmay ), Tabuao b dven (gar ments - albyeea)



Developing markets, marbketing and distritaution, establiehing

‘s enpart basket: trading and

W
h
v

brands —- Largest part of India

marmafacturing esporte,

Creating International Business gpecialiste —~ for merkets

whier e v need trend analyzers or decoders due to cultwr-al
and language barriers, cuntinuons anal ysise of  developments
14 all  countries andc their economic  and bhusiness

dape i cechd orye,

Py ooatae devel opment and design - continuous oguality

improvement and cost o mpanagementl , wis-aswvis competitors,

Building international relations, not merely  international

business,
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