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Dear esteemed members,
“Survival of the fittest” can now be “survival of the quickest” 
Thanks for the confidence reposed in me by electing me 
president of this esteem organisation, with a proud past 
and an exciting future, and giving me another opportunity 
to serve the industrial fraternity of Vidarbha. Last half a 
year was full of action and learning because of the hurdles 
created by COVID-19, an extraordinary experience to 
take on various challenges and problems of industries 
and dealing with authorities. We all will have tremendous 
pressures to be created by our 1st quarterly result, and of 
course there are many such challenges ahead. Many of us 
may be facing difficult financial constraints and some of 
us may be facing very tough national or local issues that 
affect our ability to achieve our potential. Next full year we 
will continue, not only to build on our strengths, but also 
take on new directions so marked by COVID-19.
We will continue with building value proposition with the 
mission to serve Vidarbha Industries by focusing on:
•  The Micro Small and Medium Enterprises (MSMEs) 

empowerment. We will continue to find ways to make 
regulations more flexible for small businesses.

•  The Digital Trade potential and challenges
•  Global and local connectivity.
We know, what it will take for all of us to win the future. We 
need to out-innovate, we need to out-educate, we need 
to out-build our competitors. We need an economy that’s 
based, not on, what we consume and borrow from other 
nations, but what we make locally and what we sell around 
the world. Let us all understand that it promote “ Be local, 
buy local, be vocal about the local”.
We will also continue to follow - up with respective 
government agencies to resolve issues affecting our 
production and productivity, and try to ensure that:
1.  Funds are available to all MSMEs under ECLGS (Emergency 

credit line guarantee scheme) and other schemes
2.  Pleading the government to include cooperative banks 

in these schemes
3.  Extension of moratorium period for EMIs and interest 

payments, if need be
4.  Employment support schemes, that must come from 

the government
5.  Access to venture capital funds
6.  Promoting methods and generating government 

support to enhance demand
Under “Mission begin again” the lock down has been 
further extended up to 31st of July, 20 of course with 
further relaxation in the conditions. Let us all be responsible 
in following all the guidelines so issued. Awaiting your 
valuable COVID-19 SPECIAL suggestions to improve the 
services at VIA

PRESIDENT’S
MESSAGE
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The month of June is one of the most important 

months at VIA. As we conclude the year that has 

passed and begin a new one with newer resolve, 

June paves the way for all future activities in the 

coming year. 

I would like to thank the executive body at VIA for 

having put their trust in me yet again as I begin 

my second secretarial term with the blessings of 

seniors and the support of my peers. 

Throughout June, VIA continued to represent 

Vidarbha's industry and make compelling 

representations to government authorities and 

political leadership. With the slowly easing 

lockdown extended to 31st July, I foresee another 

month of heightened dialogue and activity at VIA.

June was also a month of continuous learning and 

knowledge sharing with webinars and e-meetings 

on various industrial, academic, and environmental 

topics. The gamut of topics covered and the number 

of geographies reached during these interactions 

is heart warming. The learning and collaboration at 

VIA shall continue for the coming month too. 

Dear Readers, 

I am sure you're as happy to be holding the 

Enterprise as we are finally bringing it back to you 

in print. This edition is special because it is blessed 

with valuable guidance from respected Founder & 

Patron Member Babuji, Shri Hargovindji Bajaj. His 

words of wisdom shared with the newly re-elected 

executive team during a candid conversation is a 

glimpse of his everlasting commitment to industrial 

development, prosperity, and brotherhood. 

The newly re-elected team is geared up to take 

on the challenges that lie ahead for industries 

of Vidarbha. With consistent dialogue and 

representations, we intend to solve issues that 

plague the industries due to the recent global 

pandemic. VIA office bearers are committed to 

bringing Vidarbha’s industry back to full steam as 

soon as possible. 

Making the utmost use of digital advancements, VIA 

continued to host webinars and talks on important 

critical topics in the month of June. Glimpses and 

takeaways of all webinars are presented to you 

in this edition of Enterprise. While the gamut of 

topics grew bigger, we also were able to cover 

specific issues and concerns of the industry. I hope 

you find valuable information and insight through 

the contents of this edition. It is our endeavor 

to bring to you the latest and most important 

news related to Vidarbha and its industries. We 

welcome inputs and write-ups from readers to be 

published in subsequent editions of Enterprise and 

help is in making every consequent edition better 

than the previous one. Please do write to us at  

viangpindia@gmail.com with your valuable inputs 

and feedback.  

Gaurav Sarda 
Secretary

SECRETARY’S
MESSAGE

EDITOR’S
MESSAGE

Aditya Saraf 
Editor



SURESH RATHI AND GAURAV SARDA 
UNANIMOUSLY RE-ELECTED PRESIDENT 
AND SECRETARY

In the 56th Annual General Meeting of Vidarbha 
Industries Association held on June 27, 2020, 
at VIA office, Suresh Rathi and Gaurav Sarda 
were unanimously re-elected as President and 
Secretary respectively for the year 2020-21.

Having waded through troubled waters of 
the last three months in the pandemic, the 
new executive team has pulled up socks to 
tackle the economic challenges that await the 
industrialists of the region. 

The new executive body aims to amp up 
the already consistent communication with 
government authorities and leaders to help 
Vidarbha survive and prosper in the coming 
months. 2020-21 may pose some of the toughest 
challenges for entrepreneurs but with open 
dialogue, transparency, and industrial goodwill 
in mind, VIA is prepared to lead the way. 

Talking about the year gone by, the newly re-
elected President said, “Covid-19 is something 
which has shaken not only us but the whole 
world. Temporary closing down of our units, liable 
to make various government dues and other 
payments, was a tough time. We at VIA left no 
stone unturned to see that industries of our region 
swing into operations as soon as possible, with 
due government permissions. We successfully 
generated support, after writing several letters, 
attending webinars, marathon meetings.”

He further added that even though these 
are truly unique & tough times, they bring a 
wonderful chance to build a bright future and 
a more sustainable world. 

Shedding light on the various activities conducted 
by VIA in the year 2019-20, Secretary Gaurav 
Sarda, said, “We had organized many noteworthy 
activities conducted during the year, which 
got a magnificent response from the industrial 
fraternity of our region.”He talked in detail about 
the activities organized by different forums 
of the VIA and assured that VIA will continue 
to work for the development of industrial and 
economic growth of the Vidarbha region with 

active involvement from esteemed members.

The Annual General Meeting was held with 
minimum attendance, following all norms of 
social distancing in the current scenario.

R.B. Goenka, Aditya Saraf, and Dr. Suhas Buddhe to continue as Vice Presidents.
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Mr.Suresh Rathi President

Mr. Atul Pande Immediate Past President

Mr. R.B. Goenka Vice President

Mr. Aditya Saraf Vice President

Dr. Suhas Buddhe Vice President

Mr. Naresh Jakhotia Treasurer

Mr. Gaurav Sarda Hon. Secretary

Ms. Anita Rao Joint Secretary

Mr. Ashish Doshi Joint Secretary

The following members were elected as office 
bearers and members of the Executive Committee 
for the year 2020 -2021: (Followed by Table)

OFFICE BEARERS:

Mr. Hargovind Bajaj Patron Member

Mr. Prafull Doshi Mr. Suresh Agrawal

Mr. Rohit Bajaj  Mr. Varun Bajaj

Mr. Pravin Tapadia Mr. Prashant Kumar Mohota

Mr. Satyanarayan Nuwal Mr. Girish Deodhar

Mr. Vishal Agrawal Mr. Pankaj Bakshi

Mr. Pankaj Sarda Mr. Akash Agrawal

Mr. Anil Parakh Mr. Rohit Agrawal

Mr. Rakesh Surana Mr. Ashit Sinha

Mr. Hemant Lodha Mr. O. S. Bagadia

Mr. Girdhari Mantri Mr. Kirit Joshi

Mr. Pratik Tapadia

MEMBERS OF THE EXECUTIVE COMMITTEE:

BABUJI GUIDES THE NEW TEAM

Excerpts from a meeting between President 
Mr Suresh Rathi and IPP Mr. Atul Pande with 
one of the founders and patron member, who 
is always around to guide, respected Babuji 
Hargovindji Bajaj on Monday 29th June at his 
residence. 

Babuji's message to the new team
1.  Have an understanding of how you are going 

to be with one another and discussing on 
matters of common interest regularly and 
not only when times get tough. 

2.  Communication ensures that everyone is on 
the same page which is essential and will 
help to mitigate any problems that may arise.

3. Deeper penetration among industry.
4. Need to increase reach out to other districts
5.  Focus on Gen’next Entrepreneurs and their 

involvement
6  Run training and education programs, 

organize seminars, facilitate networking 
events manage mentoring programs

It was amazing to see his concern for VIA. He 
spoke on the concept of industrial organisation. 
We pray for his good health and long life.

Hargovindji Bajaj
Babuji
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MSMEs & ALL BUSINESSES SHOULD TAKE 
ADVANTAGE OF FINANCIAL PACKAGE 
WORTH RS 3 LAKH CRORE: SURESH RATHI

The objective behind organizing this webinar 
was to guide about the financial stimulus 
package of Rs.3 lakh crore for MSMEs under 
the Emergency Credit Line Guarantee Scheme 
and the role of banks in funding. Bankers 
explained issues about eligibility under the 
scheme, the cut-off date for financing, issues 
about additional collateral security, additional 
margin requirement, end-use of funds, the 
maximum entitlement of loan amount, issues 
in multiple banking, and consortium, the 
interest rate to charge, moratorium period, 
and collateral securities.

In his address, Mr. Vilas Parate, Zonal 
Manager of Bank of India, mentioned that no 
processing fees is applicable for the said loan. 
He mentioned that the end use of the funds 
has to be for working capital and business 
expenditure. 

“No fund should be utilized for capital 
expenses. The loan amount of 20% will be 
calculated by clubbing the balance of the loan 
as on 29.02.2020 of all those lending banks,” 
he said.

He further clarified that the total outstanding 
loan should not exceed 25 Crore and the 
turnover of the borrower should not be more 
than 100 crore.

Earlier, a few banks were giving 10% of the 
outstanding loans to help the borrowers, 
which has now increased to 20%. The eligible 
amount of loan would be termed as working 
capital term loan (WCTL) and will have to be 
repaid over 4 years with a moratorium period 

of 1 year. However, the borrower will have to 
pay only interest on the said loan regularly. 
He said that the rate of interest on the said 
loan would be 1% above EBLR subject to a 
maximum of 9.25%. He also confirmed that 
banks are sending pre-approved sanction 
letters to the borrowers and the loan can be 
disbursed within 48 hours, once they complete 
the documentation.

Mr. Sanjay Kumar, AGM (SME) of State Bank 
of India, Nagpur, said that under this scheme 
MSME industries and the service sector is 
covered. He also clarified that the title of the 
scheme itself explains that it is a Rs.3 lakh-crore 
collateral-free automatic loan for Businesses 
including MSMEs. He further stated that 
MSME and all types of businesses including 
contractors, builders, traders, service providers 
are entitled under this scheme. All those 
businesses that are not regular but classified 
as SMA 0 and SMA 1 are covered under this 
scheme. The borrowers who are SME 2, NPAs, 
or stressed assets are not covered in this 
scheme. He said that all those borrowers who 
are eligible under the scheme should apply 
on or before 31st October 2020 to avail the 
benefit under this scheme. While calculating 
the eligibility of 20% loan, the balance term 
loans, as well as working capital loans (fund 
based) outstanding as on 29.02.2020, should 
be considered and non-fund based limits 
are not eligible for this loan. He also clarified 
that the borrower is not required to bring any 
additional margin nor any additional collateral 
security for the said loan.

VIA MSME Forum organized a webinar on “Managing Financial Crisis” – Opportunities, 
Challenges & Hurdles of Recent Financial Package on Zoom.
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AN OPPORTUNITY FOR MSMES TO REDUCE 
EMISSIONS BY SUSTAINABLE PRODUCTION

Vidarbha Industries Association (VIA), and Clean 
Air Asia (CAA) jointly organized a webinar on 
“Reducing Emissions by Sustainable Production: 
An opportunity for MSMEs to Clean Air Post 
COVID-19 Lockdown” on 10th June 2020.

Ms. Ruchi Tomar, Environment Researcher 
from Clean Air Asia introduced the concept of 
Air Pollution linkage with the role of MSMEs. 
She stated that the COVID-19 lockdown has 
seen air pollution begins to dissipate and the 
emergence of cleaner air and blue skies in 
cities across India. 

“To ensure that the temporary air quality gains 
that have been made in recent months become 
a longer-term reality there is a need to do away 
with the fossil fuels and shift to cleaner, greener, 
renewable sources of energy across the different 
sectors and with special focus on MSMEs through 
the adoption of sound policies and the switch to 
sustainable technologies,” she added.

Dr. Suhas Buddhe welcomed all subject 
experts present during the webinar and the 
participants.

“VIA is in discussion with members of the 
association to understand the challenges faced 
by them. He also said that we have members 
from different sectors and some of them have 
green operations and some have brown, such 
industries have their own carbon footprints. We 
should make a tool for industries through which 
they can sustain greener productivity,” he said.

Sanjay Dube, CEO, International Institute for 
Energy Conservation (IIEC) deliberated on 
procurement and transition of resources in 
production activities such as reliable green 
power and energy. 

He said that the whole world is suffering from 
COVID 19. 

“If we are talking about industries, rigorous 
data collection to be done and this collected 
information should be shared with industries 
for their ready reference. Industries must see 
what measures can be taken such as energy 
audit; it is an essential aspect to be studied in 
industry and observations found in audit to be 

Mr. Pradeep Nath, Dy General Manager of 
Small Industries Development Bank of India 
(SIDBI), Chennai, explained in detail the role 
of SIDBI under the said scheme. He explained 
that SIDBI would be also offering funds under 
the said scheme and also under the scheme 
announced by RBI Governor in which SIDBI 
has access to Rs.15000 Crore, which has to be 
utilized for refinancing to the banks towards 
working capital margin.

More than 500 people participated in the 
webinar through Zoom and Facebook. The talk 
was followed by Q n A session and panelists 
answered all the queries asked by participants 
to their satisfaction.

Earlier, Mr. Naresh Jakhotia, Treasurer – 
VIA in his opening remarks welcomed the 
speakers, participants, and even briefed about 
the scheme. Thereafter, President of VIA Mr. 

Suresh Rathi, in his welcome address appealed 
all the participants to take advantage of this 
scheme and also emphasized that this is for 
the first time that such a liberal scheme was 
introduced by the government for the benefit 
of the borrowers. 

Mr. Girish Deodhar, Chairman of VIA, MSME 
Forum, in his address mentioned that in a 
few developed countries they have given 
grants to the MSMEs which are to be utilized 
strictly for payment, salaries, wages, power 
bills, and other fixed overheads only. As 
against that the Indian government came out 
with this Emergency Credit Line Guarantee 
Scheme under which Rs.3 Lakh Crore have 
been pumped into the system, which can be 
availed by all borrowers to take care of their 
capital working requirement to tide over this 
unprecedented situation.

Debajit Das
National Project Coordinator, 
UNIDO
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implemented. Such small changes of around 10 
to 15 percent may give some tangible outcomes 
and if it is not sufficient then it is the right time 
to adopt the changes. The government has 
offered many schemes for MSMEs, first units 
must look inside rather than outside and it will 
be helpful for the MSMEs,” said Dube. 

Debajit Das, National Project Coordinator, 
UNIDO, highlighted the pathways towards the 
revival of MSMEs post-COVID-19. 

He also shared insightful views on various 
financial aspects that could help MSMEs to cope 
up with the post-pandemic challenges. He further 
stressed the economic scenario of the country. 

“In this situation, companies' profitability has 
been affected by 30%. Cash flow, payments, 
and salaries are still the challenges. Companies 
will have to follow a system of restart and 
recover by developing capacities within 
them. It can be done through developing 
new skills, sustaining customers and better 
organizational management will help 
companies recover. Companies should focus 
on the line of procurement, suppliers, supply 
chain management, etc. also by optimizing 
the production process and adopting new 
technologies. It may not need big investment 
but will give better results,” he said. 

Sharing updates related to the pollution control 
board, Sapna Shrivastava, Regional Officer, 
Uttar Pradesh Pollution Control Board, said that 
there are no changes in regulations before and 
after COVID-19 Pandemic and no relaxations 
have been granted in adoption and usage of 
instruments and devices. She agreed that 
having industrial clusters with similar business 
services will not face any issue in running their 
units with a focus on sustainability. 

Dr. R. Gopichandran, Prof. Sustainability at 
the NTPC School of Business Noida, stressed 
on some of the vital issues of industries 
related to sustainable productivity and ways 
of environmental benchmarking and eco-
industrial development. 

He said having a clear vision is very important 
in every industry. Industries must invest their 
resources in energy-efficient production and 
emission reduction. Industries should develop 
a COVID action platform. Industries should 
look for processes, energy-saving, and waste 
management to achieve sustainability, etc at 

the industry level or industrial area level. The 
second point is very important for the industry 
is waste mining, waste produced by some 
industries might be useful for others, this could 
be a good way to gain financial sustainability. 

Anand Shukla, Senior Thematic Advisor, Swiss 
Agency for Development and Cooperation 
(SDC), shared various practical experiences 
on how energy efficiency and productivity 
could be scaled to reduce air pollution. He 
demonstrated various cases from the cement 
industries and how cost and environment 
effective technologies are available in cement 
and glass industries. He also talked about the 
importance of capacity building and training 
of professionals operating the energy-efficient 
technologies like Zig Zag technologies in Brick 
kilns.

Prarthana Borah, India Director of Clean Air 
Asia and Ruchi Tomar, Environment Researcher, 
Clean Air Asia, moderated the program. 
Owner, Technical Head, Head Engineering, 
Head ETP, Head Environment & Engineering 
or similar representatives from the respective 
organization participated in the discussion 
to explore the issues and pathways to bring 
sustainability in production activities of MSMEs.

Air and water pollution is directly proportional 
to operational efficiency and processes, which 
has a link to the knowledge and skill base of 
an industrial unit. An expert suggestion was to 
prepare a compendium of existing knowledge 
and skill and constantly upgrade it. Some 
other noteworthy suggestions were: creating 
eco-industrial networking and inviting large 
industries to the cluster of MSMEs.

Enviro Annotations suggested a relook at the 
charges towards Hazardous Waste Treatment, 
Storage, and Disposal Facility (TSDF). The 
charges could be reduced through segregation 
of waste having a substantial calorific value that 
could be taken to a cement kiln, instead of disposal 
at the TSDF site. Secondly, most of the MSMEs 
generate little quantity of hazardous wastes, such 
as ETP sludge. A temporary order that could 
allow an increased intermittent storage time so 
that hazardous wastes could be disposed of by 
180 days instead of 90 days. A similar extension 
could be considered for e-waste disposal too. 
This minor legal change could protect MSMEs 
from the higher cost of operation as well as wilful 
deviation from legal compliance.
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28th MAY 
Shri. Subhashji Desai 
Hon’ble Minister of Industries  
Govt. Of Maharashtra, Mumbai 
Suggestions for some necessary modifications 
in Package Scheme of Incentives 2019 (PSI 2019)

30th MAY 
Shri.Narendra Singh Tomar 
Hon’ble Minister for Agriculture,  
Government of India, New Delhi 
Proposed Bio-Stimulant Act. 

01st JUNE 
Shri.Subhashji Desai 
Hon;ble Minister of Industries 
Govt. Of Maharashtra, Mumbai 
Stamp Duty Exemption for Execution of Loan under 
Revival Financial Package declared by Govt. of India 

01st JUNE 
Shri. Ajitji Pawar, 
Dy Chief Minister & Hon’ble Minister for Finance 
& Planning, Govt. of Maharastra, Mumbai 
Stamp Duty Exemption for Execution of Loan under 
Revival Financial Package declared by Govt. of India

05th JUNE 
Shri. Nitinji Gadkari, 
Hon’ble Union minister 
for MSME’s, Government of India, New Delhi 
Request for one time Restructuring Scheme 
to MSME – RBI Notification DOR NO. BP.BC. 
34/21.04.048/2019-20

08th JUNE 
Ms. Nirmalji Sitharaman 
Hon’ble Minister of Corporate Affairs, 
Government of India, New Delhi 
Representation suggesting amendments 
/Relaxations in the Provisions of the 
Companies Act, 2013.

11th JUNE 
Shri Uddhavji Thackeray 
Hon'ble Chief Minister of Maharashtra, Mumbai 
Request for release of Incentives Payable to 
MSME Units under the Package Scheme of 
Incentives -2007, 2013 & 2019 which were already 
sanctioned for disbursement (till 31st May 2020)

11th JUNE 
Shri .Anoop Kumar 
Principal Secretary Animal Husbandry, Dairy 
Development & Fisheries & Marketing (Addl. 
Charge) Government of Maharashtra, Mumbai 
Recommendation of project for 1000 cages 
of fish cage culture at Pench Reservoir run 
by “Jalakrushak Magasvargiyaa Matsya 
Vyavasayik Sahakari Sansthaa”Sarakharborda, 
Nagpur to NFDB Hyderabad.

20th JUNE 
Dr. P.Anbalagan, IAS 
C.E.O., M.I.D.C 
Udyog Sarathi, Marol Indl. Area, Mumbai 
Member’s matter taken up for allotment 
of adjacent land preferentially to existing 
entrepreneur.

VIA REPRESENTATIONS – JUNE 2020
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27th JUNE 
The Directorate General of Foreign Trade, New Delhi 
Incentive on Flexible Intermediate Bulk Containers (FIBCs) falling 
under ITC HS Code: 63053200 under MEIS –Regarding 



CHASING OF TAX TARGETS IN TROUBLED 
TIMES IS FRAUGHT WITH RISKS

The economy is bad. It has never been so bad. 
In troubled times the conventional economics 
does not work. This has been the worst 
financial setback to the economy in the last 
100 years. In normal times, if there is a shortfall 
in tax revenues, it is not uncommon for the 
FinMin to aggressively pursue the target. Tax 
buoyancy is what Finance Ministers often 
bank on while projecting the tax revenue. Tax 
buoyancy means the more than proportionate 
increase in tax revenue. When the GDP grows 
by x percent, tax buoyancy makes tax to rise 
by a higher percentage. Whenever the Finance 
Minister gives out a tax concession, she knows 
that the tax buoyancy will make up for the 
revenue forgiven. Perfectly normal, perfectly 
logical. However, when the FM is worried about 
tax not rising in the worst economy in our life, 
there is a problem. 

Fervently chasing unrealizable tax targets when 
the economy is not able to recover from the 
recent turbulence can hurt the already derailed 
economy. The Central Board of Direct Taxes 
recently commented, “By removing the effect 
of the extraordinary and historic tax reform 
measures and higher issuance of refunds during 
the FY 2019-20, the buoyancy of total gross 
direct tax collection comes to 1.12 and almost 1 
for Corporate Tax and 1.32 for Personal Income 
Tax. These buoyancies indicate that the growth 
trajectories of both the arms of direct taxes, 
i.e., Corporate Tax and Personal Income Tax are 
intact and are rising steadily.”

To reiterate what I have said in the previous 
article, this is not the time to pursue targets; this 
is the time to open war-chest. Unprecedented 
times require unprecedented measures. What is 
prudent in normal times is inappropriate in a crisis. 

A growing economy provides tax buoyancy; the 
tax can grow at a rate higher than the rate of 

growth of the economy. In a contacting economy 

or a fallen economy such as the present times, 

businesses are trying to float, to keep their 

heads above water. The question is not how to 

handle the recession, but how to survive it. Tax 

growth in the present situation is achievable 

only through tax terrorism: the taxman holding 

a gun to the taxpayer forcing him to cough a 

portion of his near depleted working capital. 

This will prove counterproductive at a time 

when the businesses expect the opposite of the 

government. Businesses want the government 

to handhold them and steer clear of the crisis. 

If the government sets an aggressive collection 

target, the individual taxpayers will have to cut 

back on consumption further. The only way 

to revive a sluggish economy is to increase 

consumption. Businesses may have to cut back 

on the budget for a revival plan and expansion 

plan if the government adopts a hawkish attitude. 

The government needs to go soft on tax 

collection and dole out further concessions. 

Increasing the tax base by including more 

taxpayers is an important way of achieving 

revenue growth, but certainly not so in the 

present times. Put every measure that is likely to 

cause discomfort to the taxpayers. Compliance 

burden and broadening the tax base can wait 

till the economy improves.

The Indian tax system has dubious credibility in 

the eyes of foreign investors. If we are serious 

about ‘Make in India’ and ‘Atmanirbhar Bharat’ 

it is time to send out the signals of a taxpayer-

friendly tax regime. It is once in a lifetime to set 

the house in order. 

The FM’s intention to see a growing tax revenue 

chart may delay the revival of the economy 

further. Many businesses are already on the 

brink of collapsing, any further burden may 

cause many heads to roll. It is time to reduce 

personal and corporate taxes further, reduce 

compliance burden, waive off interest on 

delayed payment, and simplify GST structure. 

Tax buoyancy may wait. 

Dr. Tejinder Singh Rawal
Chartered Accountant
tsrawal@tsrawal.com
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D-PATH – 6 D’S FROM DREAMS TO DESTINY

Whatever happening to us in the present 
moment is our destiny and whatever we are 
doing, the result of that will convert into destiny. 
Destiny is nothing but a combination of reactions 
to our actions and the impact of external forces 
in our life. Though external forces are beyond 
our control whatever we are doing right at this 
moment is in very well in our control. Mental 
creation precedes physical creation. Physical 
action is not possible unless we had generated 
thought about that. We may not be 100% capable 
of creating our destiny but our actions are major 
contributors to shaping our destiny. Let us 
explore 5 Ds which can shape 6th D- Destiny.

DREAMS
Here I am not talking about the dreams which 
we see during our sleep with closed eyes. I am 
talking about the dreams which we see with 
open eyes and passion of which do not allow 
us to sleep. Based on personality, a person may 
have pessimistic dreams or realistic dreams 
or optimistic dreams. Ideally one shall have 
optimistic dreams but too optimistic dreams 
can create disappointment, dissatisfaction, 
and depression if they do not get fulfilled. 
Having no dreams or easily achievable dreams 
may not generate much enthusiasm in life. 
Having the right dreams is must because 
having inadequate dreams is like achieving 
much less in life compared to our potential. 
One must discuss his dreams with close family, 
friends, and mentors. They may help you in 
framing proper dreams. Once decided, write 

down your dreams and regularly review based 
on changes in circumstances and situations.

DIRECTION
Dreams are not enough if the direction is 
absent. Direction tells us which is the right path. 
In the absence of direction, we may reach the 
wrong destination. Your destination may be in 
the north but in absence of direction, you may 
go to the south. The right direction is possible 
if your vision is clear. Suppose you have lost in a 
jungle. The best way is to climb the tallest tree 
and see which is the right path. In case your 
vision is blurred take the help of people who 
have already achieved those heights. Wasting 
some time in finding the right direction is much 
better than running in the wrong direction.

DECISION
Nothing great is achieved in the absence of 
the right decision. While finding direction, you 
may have many options to achieve the same 
dreams. Many times we waste so much time 
looking at those options but are unable to 
choose one. Many people are fearful of taking 
the decision. Most of the time full information 
is not available hence one needs to choose 
based on intuition. If your intuition is not better 
and you are not able to decide to take the help 
of your mentor.

Hemant Lodha
Chairman, HRD Forum, 
VIA
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DEDICATION
Here the role of a mentor is over. Once the path 
is chosen one has to walk alone. Dedication 
in the effort is important. One has to discard 
his laziness. Continuous effort without a gap 
can only give you results. Most people fail 
to dedicate their efforts. The results will be 
directly in proportion to your efforts.

DETERMINATION
Once you have started walking on the right 
path, don’t stop or quit. Be determined. Many 
times you will have doubts about the results 
but keep walking.

DESTINY
Destiny is nothing but the culmination of your 
determined and dedicated efforts towards the 
right dreams. Have patience. Many universal 
forces are either working for you or against 
you, it all depends how determined you are.

GST NOT LEVIABLE 
ON SALARY PAID 
TO DIRECTORS OF 
THE COMPANY, 
CLARIFIES CBIC
The Central Board of Indirect Taxes and 
Customs (CBIC) on June 10 issued a clarification 
in respect of levy of the Goods and Service Tax 
(GST) on the remuneration of the directors.

“The part of director's remuneration that 
is declared as & salaries in the books of 
a company and subjected to TDS under 
Section 192 of the IT Act, is not taxable being 
consideration for services by an employee to 
the employer in the course of or in relation to 
his employment in terms of Schedule III of the 
CGST Act, 2017,” the CBIC said in the circular.

The board also sought clarifications on 
whether the remuneration paid by companies 
to their directors falls under the ambit of 
entry in Schedule III of the Central Goods 
and Services Tax Act, 2017 i.e. “services by 
an employee to the employer in the course of 
or in relation to his employment” or whether 
the same is liable to be taxed in terms of 
notification No. 13/2017–Central Tax (Rate) 
dated June 28, 2017 (entry no.6).

“The remuneration paid to independent 
directors, or those directors, by whatever 
name called, who are not employees of the said 
company, is taxable in hands of the company, 
on a reverse charge basis,” the board said.

CBIC further clarified that the part of 
employee director’s remuneration which is 
declared separately other than salaries in the 
company’s accounts and subjected to TDS 
under Section 194J of the IT Act as fees for 
professional or, technical services shall be 
treated as consideration for providing services 
which are outside the scope of Schedule III 
of the CGST Act, and is, therefore, taxable. 
Further, in terms of notification No. 13/2017 
– Central Tax (Rate) dated 28.06.2017, the 
recipient of the said services i.e. the company 
is liable to discharge the applicable GST on it 
on a reverse charge basis.
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REBUILDING BUSINESSES POST 
LOCKDOWN: A WEBINAR

In order to help the women entrepreneurs to 
rebuild businesses post-lockdown, VIA Lady 
Entrepreneurs Wing organized a webinar on 
“MSME Schemes of Atmanirbhar Bharat”. 
The webinar was conducted by P M Parlewar, 
Director, MSME – DI, Nagpur, followed by 
another informative e-session on “Rebuilding 
Businesses Post Lockdown” by Rupa Naik, 
Sr. Director - WTC, Mumbai under the able 
leadership of Reeta Lanjewar, Chairperson - 
VIA LEW.

An eminent speaker, P M Parlewar has 
rich experience of over 25years. for the 
development of the MSME sector in MSME 
ministry at various states. He has an expertise 
in cluster development, SEZ act, foreign trade 
policy, and quality management system.

The second eminent speaker from Mumbai, 
Rupa Naik has over 30 years of extensive 
knowledge and experience in trade 
promotional activities. She is responsible for 
the active participation of the government 
support for MSMEs. She also ensured to build 
a platform for women entrepreneurs in India 
by associating WTC Mumbai as a verifier for 
“SheTrades,” all of which has had a direct 
impact on trade and investment.

During the initial session, Parlewar, while 
elaborating various schemes for MSMEs of 
Atmanirbhar Bharat, said that Emergency 
Credit Line Guarantee Scheme (ECLGS) is in 
the form of additional working capital term 
loan facility (in case of Banks and Financial 

Institutions) and additional term loan facility 
(in case of NBFCs). This is a special scheme to 
help small businesses in battling the economic 
impact of COVID-19.

“The MSME Department has started Champion 
State Control Room to resolve the problems of 
MSMEs including those of finance, marketing, 
raw materials, labor, regulatory permissions, 
etc particularly in the COVID created a difficult 
situation,” he added. 

He also shed light on various schemes of 
MSME Ministry like technical & management 
consultancy for PMEGP, entrepreneurship/
skill development training (ESDP, MDP), 
marketing assistance for GeM, exhibitions, 
public procurement policy, technology, and 
quality up-gradation, which includes CLCSS, 
lean manufacturing, assistance for export 
promotion, cluster development, IPR, etc.

He further mentioned that if MSME company 
is facing a problem of payment recovery 
from the government or from a large scale 
industry, then that company can contact the 
state control room for assistance. Also, this 
control room can help small businesses to 
get registered on Government e-Market Place 
(GeM).

In order to explain the importance of cluster, 
Parlewar cited the example of Nagpur Garment 
Cluster, which with the initiation by Hon’ble 
Shri Nitin Gadkari, Union Minister, developed 
PPE Kits for corona warriors within 10 days by 
complying to all WHO norms.

He gave a brief about various components 
under the ‘Micro and Small Enterprises Cluster 
Development Programme (MSE-CDP)’. 
The very important one for associations 
being Marketing Hub/Exhibition Centers 
by Associations: The GoI assistance to 
Associations for establishing Marketing Hub/
Exhibition Centres at central places for display 
and sale of products of Micro and Small 
Enterprises. The state will assist in this. About 
Flatted Factory Complex (FFC), he suggested 
VIA Ladies wing take initiative to make FFC 

Rupa Naik
Senior Director - Projects, 
World Trade Center, Mumbai

P M Parlewar
Director, MSME – DI, 
Nagpur
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for small women entrepreneurs in order to 
establish space for their businesses.

Overall, Parlewar offered full assistance to 
MSME units to resolve all the problems faced 
by them in this pandemic situation.

In the second session on “Rebuilding 
Businesses Post Lockdown”, Rupa Naik gave 
very effective but simple tips to women 
entrepreneurs to rebuild their businesses. 
She said you must write down tools for 
marketing, who is your target customer, learn 
how to franchise your product. She explained 
the importance of the project report. Every 
business must have the basic project report 
handy with them. 

“The report should include product details, 
costs, raw material sources, target customers 
markets, profits, future plans, future targets, 
scope, etc,” she said. 

She added that doing SWOT Analysis will help 
the business to set the direction and goals and 
setting a number of small goals is important 
than one big goal. 

She insisted to have a social media presence. 
For that 1-2 minute-short video would be very 

effective for promotion. In her view, there are 
four pillars of any business - Family Support, 
Your Skills, Product Knowledge, and Market 
Knowledge.

“In this pandemic situation, the power of 
perseverance is very important “don’t give 
up”. You should be proud of your skills, risk-
taking capability,” she added.

She motivated the participants by quoting – 
Give your 100 percent and you will get 500 
percent from the universe. She solved various 
queries of the participants and extended her 
support to them.

At the outset, Reeta Lanjewar, Chairperson 
- VIA LEW gave the opening remarks and 
welcomed the guests in the e-session. Shachi 
Malik, Past Chairperson - VIA LEW, introduced 
the P M Parlewar and Neelam Bowade, Past 
Chairperson - VIA LEW, introduced Rupa 
Naik. Y Ramani, Past Chairperson - LEW, 
helped the participants to get their queries 
solved. Manisha Bawankar, Secretary - VIA 
LEW, proposed the vote of thanks. More than 
75 entrepreneurs attended the e-session and 
were benefited.

13



UNDERSTANDING CUSTOMER'S PSYCHOLOGY 
DURING THE PANDEMIC IS IMPORTANT:  
A WEBINAR BY MARKETING FORUM

Marketing Forum of Vidarbha Industries 
Association organized a webinar on 
“Understanding customer's psychology during 
the pandemic” on Zoom recently. 

This session was organized to help industrialists 
and traders to understand the behavior of 
customers during this pandemic period, which 
will eventually help them to plan their business 
strategy accordingly.

Dr. Prabodh, a well known spiritual 
psychotherapist, said that understanding 
customer's psychology during pandemic has 
changed drastically and has put the world into 
topsy-turvy. 

He elaborated on the brand image, human 
interaction, need identification, and distribution 
alternatives. He said that consumer behavior 
is the key to understand what your customers 
want from you and what is best to serve them. 
If you are able to understand the emotions 
and needs of your customers, then you are 
more likely to deliver customer experiences. 
He said understanding the psychology of 
customers totally depends on individuality, 
understanding, truth, transparency, ideal 
selves, kindness, and surveys.

Dr. Prabodh said if we are not looking at the 
new perspective towards marketing and 
understanding it, it will become very difficult 
in this tough situation as the consumer’s 
physiology is going to change upto 180 degrees. 

“Consumerism is enjoying life, enriching 
lifestyle, and enjoying the resources to its 
optimization level. Earlier spending power was 
more, now people are more conscious about 

savings and focusing on building immune 
systems as well as spending much on essential 
items, health related products and more 
concerned about their immunity,” he added. 

He explained the meaning of brand and added 
that it is a concept of credibility and quality. In 
the present situation, ‘brand’ does not attract 
people too much because everyone’s first 
priority is to fulfill the basic needs. The brands 
we use don’t give us safety and immunity. He 
suggested that big brand owners should think 
for charity under their brands as well as do 
social works, which will help in maintaining 
their brand names in the minds of customers, 
and eventually help the brand owners once the 
pandemic is over.

He said that food sector will run during a 
pandemic period while addressing a query by 
one of the participants. He further mentioned 
that essential commodities viz immunity-
related industries will be coming up in the 
market, possibility of getting a boom in this 
sector. He advised startups to be ready with 
their plans of action as this is a good time and 
opportunity to think for ventures like food, 
essential commodities, and day to day usable 
items. This will help startups to survive and 
grow in today's circumstances. He said from 
home concept will not last long. 

People have accepted this concept due to the 
pandemic situation, he added. 

He was of the opinion that once the pandemic 
is over, people will restart their work by 
maintaining social distancing and following 
safety measures. He stated that other sectors 
are also badly affected due to pandemic 
globally and industrialists are planning to 
switch over to some other ventures.

Prominent participants in the session were 
Anita Rao, Jt Secretary – VIA, RVK Rao from 
Jayaswal NECO; Neelam Bowade, Convener 
HRD Forum,

Marketing Forum of Vidarbha Industries Association organized a webinar on 
“Understanding customer's psychology during the pandemic” on Zoom recently.

Dr. Prabodh
Spiritual Psychotherapist
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Nisha Sonare, Sanjay Choure, Preeti Upadhye, 
Anupam, and other representatives from 
industries largely attended.

Earlier, Anuja Sharma, Chairperson of VIA 
Marketing Forum, in her welcome address said 
that due to the pandemic situation, the time 
is changing, and to understand the mindset of 
the customers, today’s topic is very important. 
Suresh Rathi, President of VIA in his address, 
welcomed the speaker and complimented 
the marketing forum for picking up such 
an important topic, which would definitely 

benefit the MSME sector to know more about 
how the market behaves in a long term- and 
also customer’s psychology.

Mili Juneja, Convener of VIA Marketing 
Forum, made an opening remark and said 
understanding customer's psychology is a 
crucial requirement and aligning ourselves 
with the marketing strategies accordingly. She 
also introduced the guest speaker. Prof Ashit 
Sinha, former Vice President of VIA proposed 
a formal vote of thanks.

THE INDIAN E-RETAIL EVOLUTION

The $850 billion Indian retail market is the 
fourth largest in the world and is largely 
unorganised. This market is on the cusp of 
a transformation, led by the emergence of 
e-retail and its growing influence on Indian 
shoppers. The e-retail industry in India has 
seen an upsurge in the last five years and there 
is significant headroom for further growth. 
Based on insights into the global evolution of 
e-retail, Indian e-retail to reach massive scale—
spurred by cheap, ubiquitous mobile data 
enabling nearly 1 billion internet users by 2030, 
growing online spends by ‘Digital Natives’ and 
supply-side innovations like vernacular-based 
user interfaces, voice and visual search.

Fashion categories to play a critical role in 
acquiring customers online, similar to the 
mature markets of US and China. The Indian 
e-retail market is primed to reach nearly 300 to 
350 million shoppers over the next five years—
propelling the online Gross Merchandise Value 
(GMV) to $100 to 120 billion by 2025. Covid-19 
has caused an inflection in e-commerce 
penetration globally driven by consumers’ 
need for safety and convenience and even 
in India, online is gaining salience. India’s 
e-commerce growth story to be inclusive—one 
that empowers the sellers and consumers both. 

For the consumers, it will provide convenient 
access to a wide assortment of products 
across all geographies and income segments. 
For sellers (kiranas, artisans, traders and 
homemakers) it will provide an unprecedented 
impetus, by creating an easy access to a large 
base of customers across the country and 
keeping their stores running 24x7. E-retail has 
already democratised the shopping landscape, 
with access to more than 95% of India’s 
pin-codes, and empowering Bharat’s small 
sellers while breaking go-to-market barriers 
for insurgent and incumbent brands. E-retail 
has benefitted millions of customers across 
India, exponentially increasing merchandise 
choice, price transparency and augmenting 
access and convenience. A microcosm of the 
pan-Indian retail market, the online-shopping 
landscape comprises a diverse mix of city tiers 
and income ranges. Online shoppers in tier-2 
and smaller towns make up nearly half of all 
shoppers and contribute to three out of every 
five orders for leading e-retail platforms. These 
customers from tier-2 and smaller towns buy 
similar categories of products as customers 
from metro cities or tier-1 towns with only a 
marginal difference in average selling price. 
Over the past few years, India has seen a surge 
in small enterprises and homemakers scaling 
their businesses by taking them online. E-retail 
has enabled the creation of millions of jobs and 
empowered delivery personnel, mom-and-
pop kirana stores and several small sellers. Not 
only has e-retail broken go-to-market barriers 

CA Poonam Khandelwal 
Managing Partner, 
Venture Catalysts

Excerpt from a report from Bain & Company
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for new brands, it has also helped traditional 

brands accelerate new product launches. 

Digitally-born brands have scaled rapidly 

and are being built more efficiently. Large 

incumbents have also leveraged the online 

channel to launch multiple onlinefirst brands, 

get real-time customer feedback and use 

those learnings to improve the effectiveness 

of its national offline launches.

Online shopping journey Brand success in 

e-retail hinges on a deep understanding 

of how shoppers discover and decide on 

products online. Our analysis across categories 

provides useful and interesting insights into 

the nuances of online shopping behaviour of 

Indian customers: 

1. Nine minutes is all you have: Over the past 

year, consumer engagement with online 

platforms has increased but a visitor spends 

less than nine minutes per visit on an e-retail 

platform. 

2. Pictures speak more than words: One in 

two visitors browse the image gallery and only 

1 in 15 click the detailed product description. 

Brands and sellers should invest in images 

and videos and pithy, high-impact product 

highlights. 

3. Product discovery on e-retail platforms: 
Consumers are increasingly opting for e-retail 

platforms for product searches—nearly one in 

three in India and almost two in three in the 

US. 

4. Vernacular searches are gaining popularity: 
As an example, “Parda” was one of the top 

three searches in curtains. 

5. Browse, browse, browse: Online shoppers 

browse more than 20 product pages before 

making a purchase—for some categories like 

mobiles and women’s ethnic wear, consumers 

browse about 50–60 product pages before 

purchasing one. 

6. Different horses, different courses: Search 

attributes and preferences vary significantly 

across categories and consumers—online 

shopping data provides interesting insights 

into specific product preferences of Indian 

shoppers at a granular level.

FUTURE OF ONLINE SHOPPING 
As Indian e-retail enters the ‘massification’ 
phase, online platforms are innovating to 
on-board the next hundreds of millions of 
shoppers. The next wave of shoppers have 
different needs and will interact differently 
compared to the current set of online shoppers. 
We see four key trends going forward: 

1. Voice and vernacular: The Indian vernacular-
language internet user base, which is expected 
to reach more than 500 million users by 2021 
(vs. 200 million English-speaking internet 
user base in India), increasingly prefers voice 
search and vernacular-based User Interfaces 
(UIs). Several vernacular apps like ShareChat, 
TikTok and Helo have garnered upwards of 50 
million users each.

2. Visual and video: Video content 
consumption in tier-2 and smaller towns in 
India grew more than four times just in the 
last year. Visual search tools, live-streaming 
sessions, influencer videos, etc. are gaining 
significant traction. 

3. Social shopping: For the next wave of online 
customers, peers and community play a much 
larger role in influencing purchase decisions 
than for the current online shopping base. In 
the last five years, more than 50 private equity 
and venture capital (PE and VC) deals in India 
focussed on social commerce. Pinduoduo is 
a great example of a successful, scale social 
shopping enterprise in China that built a 
strong consumer franchise of over 450 million 
monthly shoppers within a span of just four 
years, a lot of them are women and from small 
towns. 

4. Digital ecosystems: As e-retail evolves, 
platforms are trying to increase their number 
of consumer touchpoints to gain a greater 
customer mindshare. Top e-retail companies 
have started to develop ecosystems that 
combine their core e-retail business with sticky 
customer services such as video streaming, 
gaming, booking and payments in a single 
platform or application. Ecosystems attract 
a huge customer base, which in turn attracts 
retailers who want easy access to a critical 
mass of consumers. And customers gain a 
one-stop shop for all their needs.



DISTRICT NEWS

WARDHA:

MIDC Industrialist Association Demand Immediate 
Disbursement Of Pending Grants From CM 
The current pandemic situation has adversely 
affected the overall business of the industries 
in the state. Hence, in order to tackle this major 
problem, the industrialists in the state have 
requested an immediate disbursement of grants 
worth Rs 6000 crore from the State Government’s 
Industries Department. A statement of the same 
was presented to the Chief Minister. 

An extension of a few days has already been 
granted to the industrialists on the taxes, loan 
installments, and interest levied on industries. 
Currently, the electricity bills, workers’ wages, 
and other costs are being borne by the 
industrialists. Due to lockdown, it has become 
difficult to get money from existing customers. 
Hence, the pending amount of grants can 
provide great relief to the industrialists who 
are facing an acute financial crisis. 

In this regard, Praveen Hiware, President of 
MIDC Industrialist Association, gave a statement 
to Maharashtra CM Uddhav Thackeray through 
Collector Vivek Bhimanwar. Other industrialists 
were also present in the meeting.

CHANDRAPUR:

Replace Multiple Taxes With Transaction Tax: 
Chandrapur MIDC Industries Association 
writes a letter to PM, FM
In order to tackle the ongoing financial crisis 
due to the pandemic situation, Madhusudhan 
Rungta, President, MIDC Industries 
Association, Chandrapur, has demanded an 
introduction of transaction tax in the place of 
other multiple taxes. 

The proposal of the same was made in a letter 
written to the Prime Minister and the Finance 
Minister by Rungta. 

“If the idea of levying a single transaction 
tax is approved, then it will help the country 
in strengthening its economy,” claimed the 
proposal. 

“If a citizen performs a cash transaction of 
more than Rs.500, then a transaction tax 
of 5 percent and COVID cess of 0.5 percent 
should be levied on him. But for this, all other 
taxes like income tax, GST, property tax, 
and wealth tax should be abolished. If this is 
implemented, then this will put an end to all 
the obstacles coming in the way of the tax 
collection process,” said Rungta. 

Rungta also suggested an internal tax audit to 
be conducted on the public representatives. 

“Overall, this move will help to increase 
transparency, control corruption, and build a 
stronger nation,” he added.
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With every Finance Act, changes occur in 
the provision related to the Tax Deduction at 
Source (TDS) & Tax Collection at Source (TCS). 
Finance Act -2020 is no more exceptions. Here 
is a snapshot of a few important changes done 
by FA-2020 in the TDS/TCS provisions:

1. Large Credit co-operative societies are also 
liable for TDS on Interest:
The scope of TDS has been expanded by the 
FA – 2020. Now, Interest paid by certain large 
co-operative societies whose gross receipts 
exceed Rs. 50 crore during the preceding 
financial year will be subject to TDS @ 10%. 
However, interest will be liable for TDS only 
if the amount exceeds Rs. 40,000/- (Rs. 
50,000 for senior citizens). It seems that the 
scope would slowly be extended to other co-
operative societies as well in years to come.

2. Reduction in TDS Rate of Fees for Technical 
Service:
There were litigations as to the applicability 
of TDS on some of the technical service, 
whether it is liable for TDS u/s 194C @ 2% or 
u/s 194J @ 10%. The litigation has been put to 
rest by covering it specifically under section 
194J. Further, the rate of TDS U/s 194J for in 
the case of fees for technical services (other 
than professional services) has been specified 
at 2% (so as to align it with the TDS rate u/s 
194C) as against 10% for other payments

3. Widening of the definition of ‘works’ u/s 
194C: 
Presently, TDS is applicable u/s 194C if the 
material is manufactured or supplied according 
to the requirements of a customer by using 
material purchased from such customers. 
However, the scope of TDS u/s 194C has been 
widened by including the transactions wherein 
the material is provided by the associates of 
the assessee.

4. Dividend Payment now liable for TDS: 
The Dividend Distribution Tax (DDT) has 
been abolished & it has been totally made 
taxable in the hands of the recipient as other 
regular income. The dividend payment by the 
companies by the domestic company funds is 
now made liable for TDS us 194 @ 10%, subject 
to a threshold limit of Rs. 5,000/-

5. Impact of TDS on cash withdrawals widened 
if the person is not filing Income Tax Return 
(Section 194N):
In the last year, section 194N was introduced so 
as to provide for TDS @ 2% on cash withdrawals 
from bank & post office if withdrawals amount 
exceeds Rs. 1 Cr. The provision is now amended 
so as to provide that, if the person withdrawing 
cash has not filed ITR for the last 3 years & 
submitted the same to the bank/post office 
then TDS will be required @ 2% for the amount 
between Rs. 20 Lakh to Rs. 1 Crore & @ 5% for 
amount exceeding Rs. 1 Cr. The new provision 
is applicable from 01.07.2020.

6. E-commerce transactions also liable for TDS:
To widen and deepen the tax net, now 
e-commerce operators will also be required to 
do TDS on all payments /credits to e-commerce 
participants @ 1% in PAN/Aadhaar cases & 5% 
in non-PAN/Aadhaar cases. To provide ease 
of business, it is provided that no TDS would 
be required in case of (a) small businessman 
carrying out business as an individual and HUF 
(b) who receives less than Rs. 5 Lakh and (c) 
furnishes PAN/Aadhaar.

7. TDS on income from Mutual Fund:
A new section 194K is introduced in the Income 
Tax Act – 1961 so as to provide for TDS @ 10% 
on payment of any income in respect of units 
of a Mutual Fund. There is a threshold limit of 
Rs 5,000 & so income below this amount will 
not suffer TDS.

8. TDS obligation totally delinked with Tax 
Audit Provision:
The limit for tax audit has been enhanced to Rs. 
5 Crore for those classes of taxpayers who have 
a minimum of 95% of receipts and payments 
transactions through any mode other than 

CA Naresh Jakhotia 
Treasurer- VIA
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cash. TDS/TCS provisions contained in sections 
194A, 194C, 194H, 194I, 194J, 206C, etc fasten 
liability of TDS/TCS on certain categories of 
the person if the gross receipt or turnover from 
the business or profession carried on by them 
exceeds the monetary limit specified in clause 
(a) or clause (b) of section 44AB. In order to 
avoid the confusion to the taxpayers, all above 
sections requiring TDS / TCS compliances has 
been amended so to replace the reference to 
the monetary limit specified in clause (a) or 
clause (b) of section 44AB of the Act with Rs. 
1 crore in case of the business of Rs. 50 Lakh 
in case of the profession, as the case may be.

9. Tax Collection At Source (TCS) net 
Widening:

TCS net has been widened drastically by the 
FA-2020 by including the following 3 additional 
categories of transactions within its fold:
a) Foreign remittance through the Liberalized 
Remittance Scheme (LRS) of RBI if the 
remittance is exceeding Rs. 7 Lakh.
b) Sale of overseas Tour Package. There is no 
threshold for such transactions.
c) Sale of goods of any nature by a seller who is 
having a turnover exceeding Rs. 10 Crore if the 
receipt from any buyer is exceeding Rs. 50 Lakh.
All above TCS provisions are made applicable 
w.e.f. 01.10.2020.
Some of the important payments liable for 
TDS are summarized in a chart for the easy 
reference of the taxpayers:

Section Nature of Payment Applicable TDS Threshold Limit

192 Salary According to the 
applicable Slab Rate, 
depending upon the 
old or new tax regime 
opted by the employee.

According to Slab 
Rate

194A Interest Other 
Interest on Securities

10% 5,000/-. [Rs, 40,000/- 
if the payer is a bank 
or a large credit 
co-operative society. 
Rs. 40,000/- will 
be replaced by Rs. 
50,000 if the recipient 
is a senior citizen)

194C Payment to 
Contractor / Sub 
Contractor

a) 1% for payment to 
Individual/ HUF 
b) 2% for Others

30,000/- for 
Individual Contract 
/ 1,00,000 in 
Aggregate

194H Commission / 
Brokerage

5% 15,000

194I Rent a) 10% for Payment 
of rent for Land & 
Building, 
b) 2 % for Payment 
of Rent for Plant & 
Machinery

2,40,000

194IA Payment on purchase 
of Immovable 
Property

1% 50,00,000

194J Payment for fees 
for Technical & 
Professional Services

a) 10% for Payment of 
Professional Fees 
b) 2 % for Payment of 
technical services

30,000

195 Payment to Non 
Residents

As applicable tax rate 
depending upon the 
nature of payment.

–

[Readers may forward their feedback & queries at nareshjakhotia@gmail.com.]
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VIA marketing forum conducted a webinar 
named “Let’s Revive” based on the current 
pandemic situation, which has disturbed all 
businesses. The objective was to give some 
models and strategies to entrepreneurs on 
how to come back and revive their businesses.

The webinar kickstarted with Mili Juneja, 
Convener, Marketing Forum of VIA, welcoming 
the speaker Mr. Deepesh Salgia, Director, 
Shapoorji Pallonji, and other participants. 

“For the last three months, we have been 
going through fear and uncertainty. We are 
trying to get normal with the current situation. 
People don’t know how to start and how long 
this situation will go to remain the same and 
because of this, people have started to lose 
their patience,” Anuja Sharma, Chairperson, 
Marketing Forum of VIA. 

Suresh Rathi, President, VIA, added that 
this tiny Corona has brought down our lives, 
businesses, and our economy. He further 
mentioned that the topic of the webinar was 
very apt as it tells how to revive with positivity. 

“There will be many new inventions that will 
come and there has been a change observed in 
the pattern of work from home and consumer 
behavior. So, let’s revive not just businesses, 
but our lives as well,” he said. 

Deepesh Salgia, Director, Shapoorji Pallonji 
shared his views over the rationale for revival 
and also tactical and strategic thought process 
to work for revival. 

“As we commonly observe that cash liquidity 
is not in the market.

But the real situation is that banks are not lending 
money and people are not spending because 
of uncertainty. It is very difficult for marketing 
people that their consumers have realized, what 
are the things they can live without,” he added. 

Further, he stressed the importance of survival 
before growth. Salgia suggested that business 
people should follow a different rule book 
considering this current situation and they must 
know how to see cooperation from different 
sources. He further added that entrepreneurs 
must consider selling intangibles. 

“Consumers always think rationally during a 
downturn.

So making them understand their requirements 
will increase the demand for the product. 
We can learn a strategy from the freedom 
movement of Mahatma Gandhi. He created a 
demand for freedom, it was a great idea which 
was marketed during the time of crises. If you 
create demand then you can sell intangible 
items to poor people as well,” he said. 

He said that it is a great opportunity for the 
MSME segment. 

“Due to COVID, there is a major shift in the 
working pattern, which is nothing but work 
from home. Seating at home, entrepreneurs 
can have 24 hours of global operations so 
the opportunities are huge for growth. This 
situation of Corona is a very suitable time to 
experiment with new and niche products,” he 
concluded. 

Kaushal Mohta praised the session that helped 
in understanding the insights of revival for 
businesses. He summed up the session by 
thanking to the eminent speaker and all the 
participants.

Mr. Deepesh Salgia 
Director, Shapoorji Pallonji

‘LET’S REVIVE’: A WEBINAR ON BUSINESS 
REVIVAL BY MARKETING FORUM

"The real test is not whether you avoid 
this failure, because you won't. It's 
whether you let it harden or shame you 
into inaction, or whether you learn from 
it; whether you choose to persevere."

Barack Obama
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SERVICES FOR MEMBERS

Networking with
Government and renowned 

Industries.

Web Services
 information on important 

events organised by VIA and 
other activities, press releases, 

membership, etc. 
Assist identifying joint 

venture
partners at various Regional and 
National events organized by VIA.

Quick Mail Service
 QMS (Weekly) makes available 

to members government 
notifications, circulars, reports, 

keep update through VIA mobile 
App. etc.

Access to VIA 
periodicals/publications
VIA Bulletin, Business Contacts, 

News & Views Weekly etc. 

Opportunity to gain 
mileage

by becoming a sponsor/ 
co-sponsor of VIA events.

Access to library, Study 
Reports & Data.

Certification of Export
documents including Certificate 

of origin.
Access to use 

Conference and Meeting 
Room facilities of 

centrally located at
concessional rates at centrally 

Air-conditioned VIA House, 
Nagpur. 

Developmental 
programmes

 with special focus on Human 
Resources and Industrial 

Relations.

Concessional fee
for participating in various paid 
programmes organised by VIA.

Escort Service
to Entrepreneurs setting up new 

projects and Technology up 
gradation.

Nomination of Member’s 
Representative

on Committees/ Forums 
constituted by the State 

Governments. 

Close interaction
with VIA’s renowned Members, 
Central & State Government 

officers, and academia. 

Expert advice
on diverse subjects such as 
industrial growth, monetary 
and fiscal policy, exchange 

rate policy, economic planning, 
taxation and corporate laws. 

Assistance to trade and 
industry

in becoming competitive in 
national and international markets.

Generating awareness
and gathering public support 
regarding specific aspects of 
business for overall business 

development.

Analysis of legislation
Helping policy makers, foreign 

investors and trade and industry.

Regular and timely 
information

on latest national and international 
policies Govt. Legislations and 

technical developments.

Participate in the Expert 
Committees/Forums/

Task Forces of VIA
VIA has more than 14 

Committees which regularly take 
up the Issues of its Members 

interest in various fields with the 
Policy Makers.

Redressal of general/
common problems

of Members at Central/State 
Government levels and other 

Institutions.

Platform to interact
and gain professional knowledge 

through seminars, workshops 
and round table meetings.

Please contact VIA’s secretariat for further details. 
Call: +91 7-2561211/2554090
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