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Dear Fellow Members,

How well can we change our mindset, will help define our 
future performance. Along with the severe health and 
humanitarian crisis caused by the coronavirus, businesses 
around the world are facing enormous challenges with 
the collapse in customer demand, significant regulatory 
modifications, supply chain interruptions, unavailability 
of skilled/unskilled manpower, world economic recession 
and COVID-19 uncertainty. Ad hoc responses, though 
initially helpful, won’t work for long and as passionate 
entrepreneurs, we must lay the groundwork for recoveries 
now. The following thought process may help us bounce 
back from the crisis -

1.  What position can we attain during and after the 
pandemic? To make smart strategic decisions, we must 
understand our organisation’s position in the market, 
and our competitors. How can we regain lost grounds? 

2.  What is our plan for bouncing back? A course of action 
is needed to guide us through and establish a strong 
position for our business amidst the pandemic crisis. 
When drawing up the steps we intend to take, we need 
to think broadly and deeply about a holistic approach to 
sustain in this difficult period and to come out as a winner.

3.  How will our culture and identity change? This crisis 
has brought our collective spirit of endurance to battle 
against the common enemy, but if such a situation 
continues for a longer time, it can also push us apart. 
How prepared is our organisation to deal with the crisis? 

4.  What new do we need to launch, run, and coordinate for 
our coronavirus-related problems? Beware of starting 
and implementing ideas, such as IT and automation and 
digitalisation, which might be associated with targeting 
specific individuals, specific departments. 

The coronavirus has had unprecedented impacts around 
the world — hopefully, the worst is over. We must act 
today so that our falling economy comes back on track 
with positivity all around, thus becoming more resilient in 
the process.

We at VIA are trying our best to get support by 
communicating with concerned authorities to bring 
relief on various policies like extending lines of credit, 
short-term funding, lessening the tax burden, supply 
chain support and most importantly, sharing knowledge 
through webinars. This month, we 
have many such exciting and thought-
provoking webinars lined up for 
all...#TogetherWeFight.

Thanks and warm regards,

PRESIDENT’S
MESSAGE
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Greetings, 

Our activities in September were focussed on 
taxation, agro-development and industry-institute 
engagement. VIA Taxation & Corporate Law forum 
held a timely webinar by CA Naresh Jhakotia to 
explain the intricacies of the new TDS/TCS provision 
effective from 1st October, 2020. Our Agro and 
Rural Development Forum held a webinar on the 
ways to use FPOs/FPCs for the welfare of farmers 
of Vidarbha. The MSME Forum invited experts and 
seasoned industrialists to discuss the challenges 
and opportunities for the agro industry in post-
pandemic Vidarbha. The discussions threw light 
on several government schemes, suggestions and 
actionable plans. Our Marketing Forum hosted a 
webinar by corporate consultant Ms. Amishi Mehta 
who highlighted ways that can help businesses 
enhance their customer experience. Apart from 
these activities, a delegation from VIA, headed by 

our President - Mr. Suresh Rathi, visited Dr. Subhash 
Chaudhari - Vice Chancellor of Nagpur University 
to discuss a collaboration between industries and 
the RTMNU’s Incubation Center. 

We also reached out to key government officials 
and departments with representations on matters 
such as the release of power related subsidy for 
Vidarbha’s industries, request for extension of 
GSTR 9 and GSTR 9C for FY 2018-19 till 31st March 
2021 and request to consider the offline application 
under PSI-2013 before and after 31st March 2019, 
among others.

As always, the VIA Secretariat strives to serve the 
best interests of industries in Vidarbha. I request all 
our readers to have a positive outlook during these 
difficult times and participate in all the engaging 
activities we have scheduled for the coming 
months.

Gaurav Sarda 
Secretary

SECRETARY’S
MESSAGE

Dear Readers,

September 2020 was also laced with activities 
at VIA. Besides our usual line-up of engaging 
webinars and important representations, we hosted 
two watershed events at our offices, albeit online. 
First, our Cluster Promotion Forum invited an 
expert panel of industry players to highlight the 
role of MSI-CDP’s Cluster Scheme in supporting 
sustainability and growth of MSMEs in Vidarbha. 
This scheme addresses common issues pertaining 
to infrastructure, technology, resources and 
capacity building and is expected to be a win-win 
for all.

Secondly, VIA LEW had the honour of hosting Ms. 
Smriti Irani - The Union Cabinet Minister for Textiles 
and Women & Child Development, at the launch of 
their timely initiative - www.vialewudyojika.com - a 
multi-vendor e-portal for women entrepreneurs. 
This e-commerce website has been tailored to meet 
the requirements of local vendors and is envisioned 

to give a global platform to their products. May I 
urge all our readers to visit this portal and support 
Vidarbha’s women entrepreneurs to achieve wider 
prominence and growth, even during these trying 
times of the pandemic.

This edition also includes excerpts from an 
exclusive interview with Mr. Samit Singhai - Partner 
at Durafloor Concrete Solutions LLP and winner 
at VIA Solar Vidarbha Udyog Gaurav Award 2019 
in the category of the Best Service Provider. In 
conversation with the ‘Enterprise’, Mr. Singhai shared 
insights on the company’s approach towards quality 
assurance, the growing impact of technology on 
bottom lines and the upcoming trends in the Indian 
flooring industry.

It is our endeavor to bring to you the latest and 
most important news related to Vidarbha and its 
industries. We welcome write ups from readers 
to be published in subsequent editions of the 
‘Enterprise’. Please write to us at 
viangpindia@gmail.com with your 
inputs and feedback.

EDITOR’S
MESSAGE

Aditya Saraf 
Editor



VIA Cluster Promotion Forum organised 

a webinar to highlight the role of MSI-CDP 

Cluster Scheme, offered by the Government 

of Maharashtra, in supporting sustainability 

and growth of MSMEs. This scheme addresses 

common issues such as availability/

improvement of technology, infrastructural 

facilities development/upgradation, pooling 

in skill and resources, capacity building for 

wider reach etc. It’s expected to be a win-win 

not only for the units in the clusters but also 

for large scale mother industries as they can 

initiate cluster development for their ancillary 

units as well. 

During his presentation, Mr. Gajendra 

Bharati - Joint Director of Industries, Amravati 

shared details of the cluster scheme offered 

by the state government and briefed on its 

objectives i.e. to build capacities of MSMEs, 

create/upgrade infrastructural facilities, setup 

CFCs and support green and sustainable 

manufacturing technology. 

Technical highlights from his brief:
1.  Diagnostic Study Report (DSR) Assistance 

Limit: INR 1.5 lakhs 

2.  Detailed Project Report (DPR) Assistance 

Limit: INR 2.5 lakhs 

3.  Soft Intervention Assistance Limit: INR 10 

lakhs

4.  For all three cases above, the contribution 

ratio is as follows: 

  •  Government of Maharashtra: 90%

  •  Special Purpose Vehicle (SPV): 10%

5.  Implementation time for Soft Intervention: 

18 months

6.  Implementation time for CFC: 24 months

7.  Cluster should be formed with Special 

Purpose Vehicle (SPV)

8.  SPV should bear cost of land and building

9.  No single member should have equity > 10% 

of total equity

10.  CFC can’t be a complete production hub

11.  Escalation in project cost to be borne by 

SPV

12.  Profit distribution is not allowed

13.  Tender process to be followed

Mr. Bharati said that Vidarbha is witnessing 

an increased flow of clusters and cluster 

development activities. In fact, the garment, 

dal mill, rice mill and agarbatti clusters 

have all been set up under the Cluster 

Development Scheme. He elaborated the 

practical difficulties that are faced in cluster 

formation and their solutions. He also covered 

the detailed process of cluster development 

and explained that there is a grant provided 

by the government for cluster development, 

in which the state government offers up to 

INR 10 crores whereas the central government 

has a provision of up to INR 20 crores. “The 

promoter group needs to infuse the fund of 

10% - 30% in the cluster”, he informed.

CA Yashwant Bhojwani spoke about the 

concept, implementation and execution of 

a project under the Cluster Development 

Scheme. He explained the definition of ‘cluster’ 

as one that “requires a group of enterprises, 

identified by geographical location, producing 

similar products and similar types of 

opportunities or threats”. He elaborated the 

components of the scheme as -

1.  Common Facility Centers

2.  Infrastructure Development

3.  Marketing Hub/Exhibition Centre by 

Association

4.  Thematic Interventions

He further spoke about the assistance for 

setting up of CFC, its eligibility criteria and 

critical points for proper implementation of 

the scheme. For successful implementation, 

he had the following advice -

1.  Involvement of a leader is a must

2.  Group of likeminded people should come 

together in the SPV

3.  30-35% of capital infusion is a must

4.  Units must be in close proximity to CFC

5.  Perseverance is key

CLUSTER DEVELOPMENT –  
NEED OF THE HOUR
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SUCCESS STORIES OF CLUSTERS IN 
VIDARBHA

Mr. Manohar Bhojwani said that there are 

more than 100 registered dal mill units today 

and an array of related/supporting service 

providers, ranging from oil processing units 

to packaging firms and brokers/commission 

agents, who facilitate the marketing function. 

The total turnover is about INR 1,000 crores 

per annum. “Yet, many units still choose to 

use machines with conventional technology, 

resulting in low productivity and high 

production cost”, he lamented. He shared the 

background against which the dal mill cluster 

has taken shape and the benefits it has given 

to its members. He explained the facilities that 

the dal mill has to offer, which include - 

1.  Raw material silo vessels

2.  Raw material pre-cleaning and fine cleaning 

line

3.  Solar drying system

4.  Color sorting

5.  Finished goods silo vessels

6.  Packaging facility

7.  Testing facility

Mr. Vipul Panchmatia - Director of The 

Readymade Garment Cluster of Nagpur, said, 

“We are manufacturing products like ladies’ 

salwar suits, shirts, pants, ladies’ tops, kurta-

pyjama, sherwanis, blazers, industrial/school 

uniforms etc. made from polyester blended 

cotton as well as pure cotton”. He also informed 

that the Nagpur Garment Manufacturers’ 

Association was formed in 2007 and the 

DC-MSME, New-Delhi approved the Nagpur 

Garment Cluster under MSE-CDP in 2008. 

“We have established a CFC with equipment 

to facilitate skill training, computerized 

embroidery, washing and finishing”, he 

explained, adding that the benefits of CFC are - 

1.  Availability of skilled manpower

2.  Value addition at affordable prices

3.  Addition of new product lines 

4.  Increase in profit margin and turnover of units

He explained the background behind his 

work process and the benefits the cluster has 

given to the society.

Mr. Sandeep Bharne and Mr. Pratap Goswami 

shared the concept of Nagpur Agarbatti Cluster 

Association, which is a SPV of 100+ micro, raw 

agarbatti manufacturers belonging to Nagpur. 

The cluster is formed under the MSI-CDP scheme 

of the Government of Maharashtra. The SPV aims 

at setting up a common facility centre (CFC) in 

order to address the manufacturing constraints 

of cluster members and to improve performance 

by backward integration as well as forward 

integration. They said that they’ve strived to 

encourage growth of raw agarbatti manufacturers 

and also provide sustainable livelihood 

opportunities to the farmers of Vidarbha by the 

way of bamboo plantation. They also elaborated 

on the benefits of the cluster like - 

1.  High quality products

2.  Increase in direct employment (800 approx.) 

and indirect employment (400 approx.)

3.  Increased capacity utilization due to assured 

supply of raw material

4.  Increased profit margin

5.  Increase in sustainable income for bamboo 

growing farmers

6.  Additional profit through sales of perfumed 

agarbatti in retail packs

7.  Savings in foreign exchange for the nation by 
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Life is like an echo. Whatever energies you 

send out, they come back. What you give away, 

you get back. What you sow, that you reap. If you 

give pleasure to people, you will get happiness 

in life. If you give pain to people, you will get 

suffering in life. Every action has got a reaction. 

I recall a small story. One day a small boy was making a clay pot. His father asked,”For whom 

you are making it, my son?”. He said,“For you, dad. When you will be old, I will serve you food 

in this. My grandfather is also using a 

similar pot”. His father was shocked 

and ashamed for treating his parents 

badly. Life is like a boomerang. What 

you throw comes back to you. Our 

children will learn more from our 

deeds than our words.

5 Tips about Life is an Echo:
1.  Whenever you speak, make sure 

that you have capability to chew 

back the words if required.

2.  Children are observing. Be careful 

about your actions in front of them.

3.  Give back to society.

4.  Be clear about your role and do 

your duty.

5.  Spread happiness and try to make 

a positive difference in the life of 

others.

HEMANT LODHA 
Chairman, HRD Forum,
VIA

LIFE IS AN ECHO

import substitution of round bamboo sticks 

from China and raw agarbatti from Vietnam

The meeting was joined online by a large 

number of cluster stakeholders from Vidarbha 

as well as officials including Mr. H. K. Badar 

- General Manager at DIC Bhandara and 

Gondia, Mr. Swapnil Rathod - General Manager 

at DIC Chandrapur and Gadchiroli, Mr. Uday 

Puri - General Manager at DIC Amravati, Mr. 

N. S. Nikam - General Manager at DIC Akola 

and Yavatmal and Mr. S. S. Muddamwar - 

General Manager at DIC Wardha. From VIA, 

prominently present were Mr. Suresh Rathi 

- President, Mr. Atul Pande - Immediate Past 

President, Mr. Aditya Saraf - Vice President, 

Dr Suhas Buddhe - Vice President, CA Naresh 

Jhakotia - Treasurer, Mr. Pankaj Bakshi, Mr. 

Nitin Shrivastava, Mr. Rinku Jain, Mr. Ravindra 

Lashkare, Mr. Sachin Jajodiya, Mr. Jethalal 

Rukhiyana and many more.

“For every sale you miss 

because you’re too enthusiastic, 

you will miss a hundred because 

you’re not enthusiastic enough.”

Zig Ziglar
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The Union Cabinet Minister for Textiles and 

Women & Child Development, joined the online 

inaugural of VIA LEW’s latest project - a multi-

vendor e-portal for women entrepreneurs 

called vialewudyojika.com. 

At the outset, Ms. Irani expressed her 

gratitude towards Mr. Chandrashekhar 

Bawankule for inviting her to be a part 

of VIA LEW’s launch of their multivendor 

e-commerce portal. She gave her best wishes 

to VIA LEW and afterwards, spoke on women 

empowerment through entrepreneurship. 

“The invitation to entrepreneurship should 

not be restricted based on gender; it must be 

extended to all. Women entrepreneurs make 

products that are liked by other women and 

their families. However, they must target the 

public at large and not restrict themselves to 

a few”, she explained, adding that products 

by women entrepreneurs must be “different 

from the rest, of good quality and must come 

with competitive prices” so that people are 

genuinely inclined to purchase.

According to her, women entrepreneurs 

should be supported with design capabilities so 

that their digital platforms look attractive and 

worth visiting. Quoting an example of social 

media, she said, “Instagram has a wide audience 

base of fashion, home accessories and food 

products. See how sensibly it’s been designed to 

look attractive. I urge every woman entrepreneur 

to take advantage of Whatsapp, Twitter and 

Facebook to popularize their products”. 

According to her, teaching entrepreneurs design 

and marketing skills is the greatest challenge 

ahead. “Looking at the lessons this current 

pandemic has taught us, this is important now 

more than ever”, she explained.

On future planning, Ms. Irani said that 

women entrepreneurs must be alert about 

their fiscal and marketing needs and must seek 

help from investors in their advanced levels 

of growth. “The dream to grow shouldn’t be 

restricted. This can be achieved by building 

an assessment team which analyzes the 

traffic received for the product on a website”, 

she emphasized. According to her, women 

entrepreneurs need to take their products to 

new heights by cooperating with like-minded 

women and making different parts; ultimately 

bringing them together to make one big 

product.

She stressed on the importance of making 

the e-portal available in the regional Marathi 

language, along with Hindi and English, so that 

women entrepreneurs can easily understand 

and monitor their web space. “A multitude 

of opportunities will open up once the portal 

starts. It can be the first step for Vidarbha 

to turn into an engine of growth for women 

entrepreneurs”, she opined. 

Ms. Irani expressed her happiness with 

all the members of VIA LEW for providing 

the opportunity to women entrepreneurs to 

show their talents through this new digital 

platform. “COVID-19 has taught men to sweep 

and mop and women to be digitally learned, 

contrary to the myth that women are averse 

to technological adaptability”, she concluded 

on a lighter note.

Earlier, Ms. Manisha Bawankar - Chairperson 

of VIA LEW gave the opening remarks 

and welcomed the guests. “Although VIA 

LEW has provided a platform to women 

entrepreneurs to exhibit their hidden talents 

and to display their products in UDYOJIKA 

for the last 24 years, this year, due to the 

pandemic, conducting the exhibition was 

not possible. However, we are overjoyed in 

starting our online help desk facility and for 

giving a gateway to the World Trade Centre’s 

MS. SMRITI IRANI LAUNCHES 
VIALEWUDYOJIKA.COM

MS. SMRITI IRANI, 
Hon'ble Union Cabinet 
Minister



Facebook Page for our members to promote 

their products on social media. Moreover, we 

are launching this multivendor e-commerce 

platform vialewudyojika.com in our silver 

jubilee year, which will help empower women 

from local to global”, she explained, appealing 

participants of the webinar to support the 

ecommerce platform by buying products 

that are locally sourced and locally made by 

women entrepreneurs - “the result of hard 

work and power of women, brought to you by 

women”. 

Ms. Madhubala Singh - Project Director of 

e-portal vendors, shared the salient features 

of the digital portal - a unique platform to 

connect people globally and to continue 

UDYOJIKA in a new form. These features 

include -

1.  Separate URLs to every vendor, wherein, the 

vendor will be the admin of their own store, 

products (to be uploaded by them), search 

and store banners

2.  Information on vendors will be sorted 

alphabetically or based on new arrivals, 

discounts, most viewed products or vendors 

with a blog

3.  Portal will include vendors of paintings, 

paper mache dolls, fabric paintings, hand 

crafted wall décor, aroma-essential oils and 

fragrances, bags, thread painting glasses, 

hand painted kurtis, jackets, aloe vera based 

skin care and hair products, garland flowers, 

jewellery sets, fancy dresses, Gods’ idols’ 

dresses, khadi and silk garments, real estate 

developers and constructions, architects, 

lightings and LED lightings, designer 

boutiques for customized dresses, silk 

sarees, dry fruits, art deco pieces, marble 

gifts, wall pictures, herbal health, skin, eye 

products etc. 

Special thanks were given to Mr. Himanshu 

Subramaniam - Owner of Whiz Software and 

Business Solutions for Marketing, who created 

this website and e-portal.

Mr. Suresh Rathi - President of VIA, 

expressed gratitude towards Mr. Bawankule for 

always supporting their cause and praised the 

VIA LEW team for coming up with the unique 

e-portal. “This will continue the UDYOJIKA 

program online and connect people across 

the globe, even in the difficult times of the 

pandemic'', he explained, adding that women 

entrepreneurs are taking calculated risks and 

their leadership is now being recognized world 

over. He said that very soon, Nagpur can be 

made into a hub of women entrepreneurs by 

adopting new technology. 

Mr. Chandrashekhar Bawankule - General 

Secretary of Bharatiya Janata Party in 

Maharashtra, graced the occasion with his 

presence. Ms. Rashmi Kulkarni - Treasurer 

introduced the guest speaker and conducted 

the program. Prominently present were VIA 

EC members and VIA LEW EC members 

like Ms. Sarla Kamdar, Ms. Prafullata Rode, 

Ms. Madhubala Singh, Ms. Sarita Pawar, Past 

Presidents - Ms. Saeeda Haque, Ms. Chitra 

Parate, Ms. Y. Ramani, Ms. Neelam Bowade, 

Ms. Anjali Gupta, Ms. Anita Rao, Ms. Vandana 

Sharma, Ms. Shachi Malik, Immediate Past 

President - Ms. Reeta Lanjewar, Vice Presidents 

- Ms. Indu Kshirsagar, Ms. Shikha Khare, PRO - 

Yogita Deshmukh, EC Member - Poonam Gupta 

and over 160 other participants. Secretary - 

Ms. Poonam Lala, proposed the vote of thanks.

Please visit www.vialewudyojika.com for 
more details.

Visit www.vialewudyojika.com/store/swar-creations now!
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Established in 2015, Durafloor Concrete 

Solutions LLP is a nationwide turnkey solution 

providing company with a vision to “provide 

integrated end-to-end concrete flooring 

solutions” to industries. Their services include 

designing, laying and finishing concrete floors, 

supply of high tensile steel fibers and floor 

hardeners as well as concrete densification 

and polishing. In conversation with Enterprise, 

Mr. Samit Singhai - partner at the firm and 

winner in the category of Best Service Provider 

at VIA Solar Vidarbha Udyog Gaurav Awards 

2019, shared his insights on the company’s 

approach towards quality assurance, the 

growing impact of technology on bottom lines 

and the upcoming trends in the Indian flooring 

industry. Excerpts from the interview - 

What are the major challenges in providing 
high quality services to your clients?
Since we are a service oriented company, a 

major challenge comes in maintaining quality 

on each and every site. We have to make sure 

that the team follows the standard operating 

procedures. In the Indian context, we don’t 

usually have the affinity to follow SOPs and 

people try to do their own thing. Rather 

focusing on such jugaad, I tell my team that 

if they execute things in a standard fashion, it 

will always help them be ahead of the others. 

Secondly, a big challenge is to collect 

feedback from the jobs we’ve done. All 

kinds of testing that are done once the floor 

is made definitely play an important role 

in understanding if things have gone the 

way they should have, and if not, then what 

precautions should be implemented so that 

they don’t happen again. 

In situations where you receive complaints 
from clients, how do you deal with them? 
I am a firm believer that everything has to be 

addressed in a simple question-answer format. 

If the client isn’t happy with the output, the 

obvious questions are not to ask, “Why do they 

have a problem? Who is to be blamed? Was it 

my fault or someone else's?” but rather to ask, 

“What is the problem? Is there any way we 

can rectify, upgrade and delight the client?”. 

These questions should be asked irrespective of 

whether you are going to be paid or not. At the 

end of the day, your client will only remember 

good communication and good output. Most 

of the time, we have to go beyond the scope of 

work. Though nobody would like to do this, that’s 

how the world works - the client is only delighted 

when you give them a value proposition way 

beyond what has been promised. 

What are the ways your clients get to test 
your quality assurance?
There are Surface Regularity Measurements 

that are one of the most important parameters 

in this regard. We get asked by clients to do 

certain kinds of floors that match certain 

specifications. Unless we match these 

specifications, the clients are not going to be 

happy. The dilemma we face over here is that 

most projects have borrowed specifications 

and the clients’ understanding of the floor and 

its measurements in reality is different. Biggest 

myth in the flooring industry is that people 

say, “I want a zero-zero floor. There shouldn’t 

be any deviation - not even a 1mm tolerance 

should be there”. This is the kind of expectation 

that people have. It has taken us a while to 

understand this as a problem statement. Now, 

we have come up with a solution where we have 

a before-pore meeting where we address all 

the stakeholders and redefine the practicality 

of the project. Simply put, we realign customer 

expectations to reality. Instead of doing the 

job and then justifying our work later, we meet 

the client even before the work has begun and 

make introductory remarks to set the tone and 

their expectations on as to what exactly they 

will be getting at the end of the day. 

FLOOR THEM WITH YOUR TECH-
SAMIT SINGHAI
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What are some trends in the Indian concrete 
flooring industry that you are excited about?
With time passing by, the specification chart 

has evolved a lot. In 2020, we have seen really 

good specification sheets where the things we 

used to shout about earlier are finally getting 

addressed. We are looking forward to the new 

technologies coming in that are revolutionizing 

user experience in the flooring industry. 

E-commerce is the number one sector that 

is gaining a lot of traction even during these 

COVID times. Amazon and Flipkart of the world 

are still building huge spaces or taking lease of 

new places to build their warehouses. That’s how 

even the logistics sector is looking like for India. 

These sectors need high-end concrete floor 

specifications not just in terms of flatness but 

also in terms of aesthetics and other parameters. 

What led you to find your expertise in these 
services?
Before starting this company in 2015, I had 

been manufacturing steel fibres for concrete 

reinforcement since 2004-05. In that decade, 

I realized that flooring technology is still pretty 

new to India and the expertise people hold in 

execution of certain projects is also in its very 

initial phase. Moreover, I saw that for industrial 

flooring, the requirement for a better quality 

of floor is increasing but at the same time, we 

don’t have good flooring contractors who can 

be counted upon. When we saw that there 

was a growing opportunity, we gradually 

started Durafloor Concrete Solutions as our 

own contracting vertical. 

How have technological upgrades impacted 
your bottomline? 
We have never really upgraded. We directly 

started with high-end technologies (like 

laser screed techniques from the US) rather 

than going for what was being followed 

in India. Right from design to execution to 

measurements, our approach from day one 

was to look at all the aspects, technologies 

and preferences that are being followed 

worldwide to build better concrete floors. 

That’s the reason we got five sets of machines 

in the last five years and why we are one of the 

top flooring contractors in India today. 

What advice would you give to young 
entrepreneurs looking to enter this industry?

We have to shed the old way of doing business; 

the way our forefathers might have done in their 

age. All the younger generation people who only 

follow their forefathers’ steps might land into 

trouble because the ways of communicating, 

executing and delivering business have changed 

a lot. So first, definitely rethink everything. If 

you inherit something and you still choose to 

start from zero, it will always give you a different 

way of thinking about your problem statement 

and even the solution you are providing. Even 

amongst my colleagues and people in my 

network, I have seen that those who have pressed 

the reboot button and have changed things that 

should have changed are quite happy today. 

Unless and until you walk with technology, it is 

going to be difficult to survive. 

Has technology changed your relationship 
with your labourforce?
There is no reason for anyone to be scared of 

technology. Digitization is a much needed step 

that everyone has to take. If some technology 

is replacing some workforce, it is definitely 

bringing in additional scope of work for humans 

as well, right? It may change my equation with 

certain labourforce in some aspect but when 

I see an overall project, the equation should 

keep on changing over a period of time. And 

even then, opportunities are always going to 

be more if you have technology. India is the 

ideal country where people can have cobots, 

not robots. Machines are always going to work 

in conjunction with humans - performing tasks 

better and in a more efficient way. 

What are the advantages and disadvantages 
of working out of Vidarbha?
The employee retention rate is superb here. 

People aren’t looking to change their jobs very 

fast. They prefer working with companies that 

give them an edge and are ready to support and 

educate them whenever needed. They are loyal 

and put in their hard work into the company to 

make sure it reaches the next stage. 

In terms of challenges, it's probably that 

people aren’t very enthusiastic to upgrade 

themselves. With COVID situation, people 

have understood that even methods learnt 

half a century ago need to go. People need to 

believe in change and constantly update and 

educate to give themselves that cutting edge 

in whatever field they are working in.
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Mr. AJAY BHATTAD 
Proprietor, 
Shri Krishna Rice Mill, Kurza Road, Kurla, 
Bramhapuri, Chandrapur - 441206

Mr. SAGAR NASRE 
Plant Manager, 
ACI Clean Energy Pvt. Ltd., Plot No. H-22, 
Near Reliance Power Plant, Kanholi Bara 
Road, Butibori MIDC, Nagpur - 441122

Mr. KAPIL AGRAWAL 
Director, 
Plasto Colour Plus Pvt. Ltd., D-42, MIDC Indl. 
Estate, Butibori, Nagpur - 441122

Mr. KARTIK KALE 
Director, 
JSR Dynamics Pvt Ltd., H.No.293, 
Sita Ram, WHC Rd, Dharampeth,  
Nagpur – 440010

VIA NEW MEMBERS' PROFILE
VIA Welcomes Its Newest Members to the Association 

VIA REPRESENTATIONS – SEPTEMBER 2020
7th SEPTEMBER 
The Principal Secretary, Energy Department, 
Government of Maharashtra, Mumbai 
Release of power related subsidy for industries 
of Vidarbha - Marathwada D & D + Region. 
Ref: MSEDCL sanction letters given to industries 
with assurance to realize to said amount

8th SEPTEMBER 
Ms. Nirmalaji Sitharaman - Hon’ble Minister 
of Corporate Affairs, Finance, Government of 
India, New Delhi 
Request for extension of GSTR 9 & GSTR 
9C for financial year 2018-19 from 30th 
September 2020 further till 31st March 2021

8th SEPTEMBER 
Mr. Piyushji Goyal - Hon’ble Union Minister of 
Commerce, Industry & Railways, Government 
of India, New Delhi 
Request for extension of GSTR 9 & GSTR 
9C for financial year 2018-19 from 30th 
September 2020 further till 31st March 2021

21st SEPTEMBER 
Mr. Subhashji Desai - Hon’ble Minister for 
Industries, Government of Maharashtra, 
Mumbai  
Request to consider the offline application 
under PSI-2013 before & after 31st March 2019

21st SEPTEMBER 
Dr. Harshadeepji Kamble - IAS, Secretary 
(Small & Medium Industries) & Development, 
Commissioner (Industries), Government 
of Maharashtra, Directorate of Industries, 

Mumbai (MS) 
Request to consider offline application under 
PSI-2013 before & after 31st March 2019

22nd SEPTEMBER 
Mr. Shivraj Singh Chauhan - Hon’ble Chief 
Minister, Government of Madhya Pradesh, 
Bhopal 
(On behalf of Joint Action committee) Draft 
Guidelines/Notification of Biostimulants 

24st SEPTEMBER 
The Managing Director - Maharashtra State 
Electricity, Distribution Company Ltd., 
Mumbai 
Representation from consumers for 
correcting energy bills issued in the months 
of April, May & June 2020

25st SEPTEMBER 
Ms. Nirmalaji Sitharaman, Hon'ble Union 
Minister of Corporate Affairs & Finance, 
Government of India, New Delhi 
Representation/Suggesting amendments/
Relaxations in the provisions of the 
Companies Act, 2013 
Ref: Our representation vide letter dt. June 8, 
2020

25st SEPTEMBER 
Mr. Nitinji Gadkari - Hon’ble Union Minister 
for MSMEs, Government of India, New Delhi 
Representation/Suggesting amendments/
Relaxations in the provisions of the 
Companies Act, 2013 
Ref: VIA representation dated 9.6.2020
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At a webinar organized by VIA MSME Forum, 

Mr. Vijay Sardana – senior expert on consumer-

agri-food products, spoke about the challenges 

and opportunities for the agro industry in post-

pandemic Vidarbha. Excerpts - 

1.  Before installing a plant, ensure there is 

market for the product

2.  Government provides policies and monetary 

support; so first understand market needs

3.  The furniture industry did business worth 

$18.7 trillion in 2019

4.  Adopt the concept of social forestry from 

Sweden, Scandinavia & Norway

5.  One-Timber policy is a must; will provide 

forest based produce

6.  Commodity to be made as an IP to earn 

better profit

7.  Rubber, paper products segment have huge 

opportunities but the government has no 

policies for them

8.  Orange peel has flavor and aroma which is 

in huge demand

9.  There is a $250 billion market for the 

flavoring industry; there should be a policy 

for the peel industry

10.  Enterprises must come out of the 

commodity market and make expensive 

products

11.  Nagpur is centrally located; good 

opportunities for home pack station and 

surface station looking at transportation 

benefits 

Mr. V. Padmanand - Partner at Grant 

Thornton India LLP, shared details on the new 

projects for the food processing sector in 

Vidarbha and various schemes of the central 

and state governments.

Mr. Harshal Surange - Director & CEO of ACR 

Project Consultants Pvt. Ltd., said that “India 

has a major issue of food wastage production, 

and to overcome this problem, cold storages 

can play a big role. Cold storage technologies 

are widely being used in various segments of 

the food processing sector”.

In his opening remarks, Mr. Girish Deodhar 

- Chairman of the MSME Forum, said, “From 

the past few months, there is an anti-China 

movement in the country. In view of this, 

we should concentrate on setting up new 

industries under the following two categories- 

1.  Import substitute projects i. e. setting up 

industries of those products which we were 

importing from China (Last year, China did 

business with India worth about $100 billion)

2.  Export oriented projects i.e. setting up 

industries of those products which China 

was exporting to other countries of the 

world (This business in China last year was 

worth about $3200 billion)”. 

In his welcome address, Mr. Suresh Rathi - 

President of VIA, said, “The moment has come 

when we should look for new opportunities 

as they will surely bear fruits in times to 

come. We are lacking in terms of storage and 

transportation. Various new opportunities can 

be explored in the food processing sector, 

such as - new products that can be developed, 

manufacturing machines currently imported 

from other countries etc. We are also planning 

to form a cluster and a common facility centre 

in this sector. World’s population is growing so 

the need for food products will also grow”. 

CA Yashwant Bhojwani, moderated the 

session and asked various questions related to 

the subjects of the webinar. Dr. Suhas Buddhe 

- Vice President of VIA, appreciated the 

insights shared by all the eminent speakers 

and proposed a formal vote of thanks.

POST COVID OPPORTUNITIES FOR 
VIDARBHA’S FOOD PROCESSING SECTOR 
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Stamp Duty Valuation or Ready Reckoner 

Valuation of the property is a benchmark 

price for taxation purpose and plays an 

important role in determining the tax liability. 

It now impacts not only the seller but also the 

buyers. Surprisingly, selling and purchasing the 

property below stamp duty valuation results 

in double taxation, in the hands of the seller 

and buyer both. For example, Mr. A has sold 

a property to Mr. B for Rs. 50 lakh. The stamp 

duty value of the property was Rs. 75 lakh. In 

such case, capital gain would be required to be 

calculated by taking Rs. 75 lakh in the hands of 

Mr. A i.e. income tax is applicable on an extra 

amount of Rs. 25 lakh. Further, this Rs. 25 lakh 

will also be taxable in the hands of Mr. B as 

“Income from Other Source” as it is presumed 

that Mr. B has earned the amount by purchasing 

the property below stamp duty valuation. 

One needs to be cautious while executing the 

transactions below the stamp duty valuations. 

There are few situations wherein stamp duty 

value may not be relevant or its impact could 

be reduced. Let us know about it:

1.  Stamp duty valuation will not be relevant for 

buyers and sellers if the difference doesn’t 

exceed 10% of the actual sale consideration 

(5% till FY 2019-20). For example, a person 

has sold the property for Rs. 50 lakh and the 

stamp duty valuation is say Rs. 54.50 lakh. In 

such case, the seller will be liable to compute 

the capital gain by taking the actual sale 

consideration of Rs. 50 lakh only and not 

Rs. 54.50 lakh. However, if the stamp duty 

valuation of the property is Rs. 55,00,001/- 

then the capital gain would be required to 

be computed by taking Rs. 55,00,001 only 

and not Rs. 50 lakh or Rs. 55 lakh. In short, 

even if the stamp duty valuation marginally 

exceeds 10% standard, entire Rs. 5,00,001/- 

will form the part of the capital gain. Law 

provides for taxation of not amount above 

10% but of entire amount in such cases. 

Another interesting point which one must 

take care is that the variance up to 10% is 

permissible on actual sale consideration 

and not on stamp duty valuation. Taxpayers 

often get confused and assume it as 10% 

of the stamp duty valuation. In the above 

example, 10% of 55 lakh is Rs. 5.50 lakh and 

so few taxpayers form an opinion that if the 

property is sold for anything above Rs. 49.50 

lakh (i.e., Rs. 50 lakh in the present case), 

no repercussion would be there. This is not 

true. If the taxpayer sells the property, say 

for Rs. 49.51 lakh and the difference would 

be taxable as the difference between actual 

and stamp duty valuation is more than 10%.

2.  Another provision which has an overriding 

effect over section 50C is in case of Slump 

Sale. “Slump sale” is nothing but transfer 

of one or more undertakings or part of 

business concern as a going concern for 

a lump sum consideration without values 

being assigned to the individual assets/

liabilities in such sale. In case of slump sale, 

the capital gain is required to be computed 

at actual sale consideration only.

3.  There is an inconsistency in the provision 

of section 50C vis a vis section 56(2)(x) in 

case of sale to the specified relatives. If the 

property is purchased by a person from 

his specified relative, then the provision of 

section 56(2)(x) will not be applicable at all. 

However, it is not so in case of sellers. Even 

if the seller sells the property to his relative, 

still the seller will be liable to pay the tax on 

the basis of stamp duty valuation (subject 

to 10% permissible variance) and not on the 

basis of actual sale consideration.

4.  Section 50C is not applicable if the property 

is introduced by the partner in the firm by 

way of capital contribution. There is a specific 

STAMP DUTY VALUATION OF THE PROPERTY: 
TAXATION, EXCEPTION AND PRECAUTION

CA NARESH JAKHOTIA 
Treasurer- VIA
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provision u/s 45(3) as a result of which the 

value recorded in the books of accounts of the 

firm is take as full value consideration and the 

taxpayer shall be liable to pay tax on the basis 

of value recorded in the books of accounts 

and not on the basis of stamp duty valuation.

5.  One more situation which could ease the 

impact of Stamp duty valuation is when the 

agreement to sale was entered much before 

the sale deed and transaction is backed by 

payment through account payee instruments 

or digital mode. In such cases, stamp duty 

valuation of the date of agreement could be 

adopted instead of the stamp duty valuation 

of the date of sale deed.

6.  The rigor of stamp duty valuation u/s 50C 

could be reduced by taking the shelter of 

capital gain exemption provision u/s 54F. 

Subject to various stipulations, section 54F 

offers capital gain exemption to individuals 

/ HUF if such person invests the amount 

of “Net Sale consideration” for purchase 

and consideration of a house property. For 

exemption u/s 54F, investment of “Net Sale 

Consideration” is important and not stamp 

duty valuation of the property sold. This 

view is affirmed by various ITAT and Courts. 

However, Bombay HC in Jagdish C. Dhabalia 

and Anr. Vs. Income Tax Officer and Anr 

(2019) 308 CTR 0295 (Bom) have held that 

Stamp Duty Valuation would be relevant for 

capital gain exemption u/s 54F. As A result, 

taxpayers residing in Maharashtra may not 

be able to take the benefit in such cases.

These are few of the instances whereby 

taxpayers could reduce the impact of section 

50C or section 56 which levies the tax on the 

basis of stamp duty valuation.

[Readers may forward their feedback and 

queries at nareshjakhotia@gmail.com. Other 

articles and response to queries are available 

at www.theTAXtalk.com]

Indian Parliament was working on Sunday, 

Sept 20th for the first time. It was not the only 

‘first’. The two farm reform Bills were passed by 

voice votes instead of digital votes, where the 

result is displayed on the screen. The Deputy 

Chairman decided based on his perception of 

which side shouted louder. 

The Bill was not received well by the 

farmers, who took to street protesting even 

during the worst pandemic that the world is 

witnessing. This article attempts to explain the 

implications of the new Bills.

The first Bill attempts to allow farmers to sell 

their produce at places other than APMC mandis. 

The Bill does not talk about closing the mandis. 

It rather provides an additional marketplace to 

the farmers, allowing them to sell anywhere. 

The second Bill attempts to lift the 

prohibition on hoarding by intermediaries. 

Aratiyas will be able to freely hoard stock 

without any restrictions. The third Bill provides 

a framework for contract farming. The farmer 

will be able to enter into a formal contract with 

a company to lease the land on rent. 

The apparent aim is to make the system more 

market-oriented and transparent, with a wider 

choice of buyers, and thus better price available 

to the farmers. The apparent reading of the Bills 

portrays the picture that the farmer will be able 

to free himself of the clutches of aratiyas, and 

will sell in a free market, reaching to the buyers 

directly. This should reduce the transaction 

costs by eliminating intermediaries which should 

improve the economic condition of the farmers. 

The farmers are not convinced, however. 

They feel the government is trying to run 

away from its traditional role of the patron of 

the farmer, which guaranteed the Minimum 

Support Price (MSP) to the farm output. In 

a private contract, the MSP will not apply, 

UNDERSTANDING FARMS BILLS

DR. TEJINDER SINGH RAWAL
Chartered Accountant
tsrawal@tsrawal.com
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thus exposing the farmer to exploitation by 

the moneyed businessman and investor. The 

aratiya might become an open market buyer 

overnight, and new investors and speculators 

might also emerge. Big companies with an 

enormous appetite and purchasing power 

might corner the stock and sell them at their 

whims. The farmer, through the democratic 

process, had some control over APMC but may 

find himself precarious in the corporate setup.

For instance, the new laws are not shutting 

down APMC mandis, nor are they implying 

that MSPs will not be functional. It is true that 

— across several sectors of the economy — 

liberalisation has expanded the size of the pie 

and improved wellbeing across the board.

It is difficult to conclude which view seems 

correct. Providing additional market mechanisms 

should be good for the market, but the hush-

hush manner in which the Bill is supposed to 

be passed seems the government fears that 

farmers will not easily agree to the passage of 

the Bill. This lends credence to the theory that 

the intention is not what is made out to be. 

If the reform is being carried out at the behest 

of corporate and aratiyas? Presently, a substantial 

portion of grains is being bought by the 

government at MSP and thanks to an inefficient 

system, is made to rot instead of reaching the 

hands of final consumers. Are the traders and 

intermediaries (along with corporate honchos) 

lobbying for a greater share of this trade to be 

passed through them in an open market? 

The farmers are no economists but are 

rational human beings. They fear that as the 

parallel market-oriented operations become 

operational, APMC will gradually become 

unviable, then redundant, and will ultimately 

close. That will be the time when the corporate 

buyers will have the last laugh. The farmers 

may not be wrong. In a country where 10% of 

the population holds 77% of the wealth, and 

where the wealth concentration is increasing 

every year, this fear is not unfounded. The 

intentions of the government may be good, 

but unless checks are built into the system, it 

may end up making the poor farmer poorer. 

The farmer does not trust big capital, and the 

mistrust is not without reason. He fears his 

bargaining power will reduce further in the 

new capitalistic setup. 

There is an underlying structural problem 

as well. In India, most farmers are subsistence 

farmers, the quantity of produce they bring to 

the market is small. APMC acts as the price-

determining mechanism. If APMC vanishes 

from the scene, the marginal farmer will 

have no means to know the right price for 

his produce. Alternative intermediaries not 

different from APMC might emerge to fill 

the void. Corporates may find it impractical 

to buy from a small farmer and will buy 

through agents who will collect the small farm 

produce to make a viable quantity. To cut it 

short, intermediaries will change names and 

characters but will continue to operate. Good 

intermediaries like ITC e-chaupal and Amul’s 

milk procurement intermediaries are highly 

desirable, however the risk of bad exploitative 

greedy intermediaries controlling the market 

is not ruled out.

There is a big trust deficit between the 

government and the farmers. Imposing the set 

of laws on farmers without taking them into 

confidence may prove disastrous. Good law, if 

poorly implemented, may prove to be a bad law. 

The author is a Chartered Accountant, 

economist, and thinker. He can be reached at 

tsrawal@tsrawal.com.

Visit www.vialewudyojika.com/store/vaipani-herbal now!
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VIA Agro & Rural Development Forum held 

a webinar on the ways to use FPOs/FPCs for 

the welfare of farmers of Vidarbha. During his 

keynote, CA Subhash Rahangdale said that the 

government has launched a new Central Sector 

Scheme titled Formation and Promotion of 

Farmer Producer Organizations (FPOs), with a 

clear strategy and committed resources to form 

and promote 10,000 new FPOs in Maharashtra. 

Essential features of Farmer Producer 
Organization (FPO):
-  Formed by a group of producers for farm/

non-farm activities

-  A registered body and legal entity

-  Producers are shareholders in the 

organization

-  Deals with business activities related to the 

produce/product

-  Works for the benefit of the member 

producers in their patronage

-  A part of the profit is shared amongst the 

producers

-  Rest of the surplus is added to its owned 

funds for business expansion

-  Members manage activities together to get 

technology, input, finance and market for 

faster enhancement of income

CA Rahangdale said that FPOs are member-

based farmers' institutions imperative to feed 

the growing population of the world with 

shrinking resources and changing climate. 

Besides India, countries like China, Vietnam and 

Indonesia have adopted the FPO approach. 

Meanwhile, Farmer Producer Company 

(FPC) are deemed as a private company 

limited by shares without any limit on the 

number of members. For incorporating a FPC, 

minimum 10 members are required.

In her welcome address, convener Ms. 

Shachi Mallick said, “We have formed a FPC to 

work in the segment of organic produce and 

we are taking tireless efforts to support the 

farmers of our region”. 

Mr. Om Prakash Jajodia - Chairman of Agro 

& Rural Development Forum, said, “Farmers 

should understand the benefits of organic 

farming as it creates opportunities at the 

place of dwelling and can double income. 

This pandemic has increased the demand of 

organic food products in the market”. 

Mr. Ashit Sinha - Mentor of Agro & Rural 

Development Forum, Mr. R B Goenka - Vice 

President of VIA, Dr. Suhas Buddhe - Vice 

President of VIA, Ms. Kriti Mangrulkar - EC 

Member of Agro & Rural Development Forum 

and various groups of farmers and agri-

enthusiasts were present during the webinar.

NEW SCHEME FOR FARMERS’ 
WELFARE LAUNCHED

CA SUBHASH RAHANGDALE 
Eminent Speaker
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VIA Marketing Forum organized a webinar 

on a burning issue for industries - Customer 

Experience (CX). Ms. Amishi Mehta, with her vast 

experience of over two decades, highlighted 

interesting measures that some industry players 

have taken to cater to their customers. Through 

examples, she brought to fore various insights 

that can help equip businesses in enhancing 

their future CX. She explained the need for 

establishing exclusivity and how it makes any 

brand or organization stand out. She highlighted 

the increasing penetration of IoT and AI in 

business and discussed several case studies to 

encourage members to bring in technological 

upgrades to their CX. For instance, she pointed 

out the case of SmarTrucking used by DHL 

which has helped the company track their 

consignments in real time and thus increase 

their customer retention.

Prominently present were Dr Suhas Buddhe 

- Vice President of VIA, CA Naresh Jakhotia - 

Treasurer of VIA, Ms. Anita Rao - Jt. Secretary 

of VIA, Ms. Anuja Sharma - Chairman of VIA 

Marketing Forum, Ms. Mili Juneja - Convener 

of VIA Marketing Forum, Mr. Ashit Sinha - 

Mentor of VIA Marketing Forum, Ms. Manisha 

Bawankar - Chairperson of LEW and Ms. Reeta 

Lanjewar - Former Chairperson of LEW along 

with various other members, industrialists and 

marketing professionals.

CUSTOMER EXPERIENCE NEEDS 
TECH UPGRADE

MS. AMISHI MEHTA 
International Business Coach 
and Consultant

Dr. Subhash Chaudhari - Vice Chancellor of 

Nagpur University, sat down with a delegation 

from VIA, including Mr. Suresh Rathi - President, 

Mr. Atul Pande - Immd Past President and Dr 

Prashant Agrawal - Chairman of VIA Industry 

Institute Interaction Forum, to discuss a 

collaboration between the industries and the 

RTMNU’s Incubation Center. 

During the discussion, Dr. Chaudhari 
showed interest in the following- 
1.  VIA members as mentor for startups at their 

Incubation Center

2.  Problem statement of industries and industry 

connect through VIA 

3.  Collaborative program with VIA and 

Incubation Center

4.  Panelist for selecting the startups of the 

Incubation Center

5.  Nurture program for startups at the 

Incubation Center

6.  Funding support for incubation or 

sponsorship for startups

It was also discussed that, in 1999, VIA had 

signed an MoU with the Nagpur University for 

mutual benefit of their students and for the 

welfare of the society at large. It was also decided 

to review an agreement (MoU) with the Nagpur 

University and plan activities accordingly. 

On a separate note, VIA received a heartfelt 

letter from Mr. Nishikant Raut - Professor, 

Department of Pharmaceutical Sciences, RTMNU, 

thanking the association for its help in repairing the 

-20 deep freezer at the COVID-19 Diagnosis Center.

RTMNU INCUBATION CENTER
TO COLLABORATE WITH VIA
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VIA AGRO FORUM MEMBERS SPEAK

“My life gets a turning point whenever I get in contact with VIA Agro Forum”

“It’s given me a great opportunity to get knowledge as well as a platform to connect with nature”

“Here, I got in depth knowledge about organic and natural farming”

“I appreciate this esteemed organisation and Ms. Shachi Malik’s and Mr. Ashit Sinha’s great 

efforts and vision of connecting the dots; we have started to work towards collaboration for 

cluster movement”

“VIA Agro Forum has conducted a series of seminars related to organic and natural farming. It is 

very nicely working towards getting all nature loving people under one roof”

“Through the motivation of Ms. Shachi Malik, we decided to make a WhatsApp group and started 

to add all the people that were attending the seminars”

“Through this initiative, all the people are connected to each other and have started to work 

towards ground level implementation to move forward our organic mission in the cluster 

approach”

“Even in this COVID-19 situation, VIA Agro Forum arranged for virtual meetings to provide 

knowledge and opportunities to move forward”

“To move one step further and learn the ecosystem of organic farming, we made a community 

group of people with common interests”

“Here, we work on 3 core steps - community farming, community marketing/selling and 

community processing"

“VIA Agro Forum has also shared information about the government’s priority to make FPOs 

(Farmer Producer Organization) and motivated us to make the same”

Here are a few member testimonials on the services of the VIA Agro forum: 
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CA Naresh Jhakotia - Treasurer of VIA, was 

the keynote speaker at a webinar organized 

by VIA Taxation & Corporate Law Forum to 

discuss the new TDS/TCS provision effective 

from 1st October, 2020.

CA Jakhotia informed that the scope of Tax 

Collection at Source (TCS) is set to increase 

tremendously from 1st October 2020. “Now, 

every seller having turnover in the FY 2019-20 

of more than INR. 10 crore will be required to 

collect Tax at Source @ 0.075% if the value or 

aggregate value of sale to any buyer during 

the year exceeds Rs. 50 lakhs”, he explained. 

Though the provision is introduced with the 

aim to deepen and widen the tax base, none of 

the purpose will be served, he demonstrated 

with examples. “The benefit of reduction by 

25% is not available if the PAN/Aadhar of the 

buyer is not available with the seller and in such 

case the TCS rate would be 1%”, he elaborated. 

He covered the issue of applicability of TCS 

on the amount of GST and advance money as 

well. Emphasizing the mechanism for proper 

implementation of the New TCS system for 

better compliances he said, “Introducing the 

system of collecting TCS at the time of billing 

would ensure better compliances but it’s 

subject to few other lacuanes. To overcome 

them, you can pay the TCS on the book debts 

balance outstanding as on 30th September 

2020 @ 0.075%, if such amount is individually 

more than INR 50 lakh”. He also highlighted 

various other consequences if a taxpayer opts 

to pay TCS at the time of billing. He appealed 

to the CBDT to come out with an FAQ to cover 

various issues involved. Exports of goods will 

be outside the TCS provisions, he informed.

He informed that the TCS provision is 

applicable only on a seller of goods if their 

turnover is more than INR 10 crores in the 

previous financial year. Service/job work is 

outside the net of TCS, he informed. He also 

elaborated about the mode of reckoning and 

counting the limit of INR 10 crore for sellers 

and INR 50 lakh for buyers. “By linking the 

TCS with the receipt of money, even the 

TCS would be reflected in the year in which 

there may not have been purchases. It's 

going to involve a lot of reconciliation issues. 

Even buyers who are not buying goods for 

personal purposes or not for sale will be hit 

by this provision”, he warned. He suggested a 

number of precautions that one needs to take 

while complying with the TCS provisions. Only 

amounts exceeding INR 50 lakh will be liable 

for GST e.g. if a person receives INR 52 lakh 

against sale consideration, only INR 2 lakh will 

be liable for TCS.

“In normal course, TCS/TDS arises at the 

time of payment or billing - whichever is earlier. 

However, TCS liability u/s 206C(1H) is arising 

at the time of “Receipt of Sale Consideration” 

and not at the time of billing. The seller will be 

required to set a system in place to ensure its 

proper compliances”, he informed.

He informed that the CBDT’s Circular No. 

23/2017, dated 19th July 2017, as applicable to 

the TDS provisions, is not applicable to TCS 

provisions. Further, FAQ issued earlier in the 

context of TCS and judgment of MPHC in case 

of Vinod Rathore (278) ITR (122) mandates TCS 

on GST components as well. No GST is to be 

charged on TCS. Further, sales made to public 

sector companies which are substantially or 

wholly owned by the central government or 

state government will also be subject to TCS. 

He further discussed the applicability of TCS 

on the amount of freight, loading/unloading, 

packing, etc. charges on the invoice.

“Tax collected during the month will be 

required to be deposited in Challan No. 281 

within a period of 7 days of next month and 

SALE OF GOODS LIABLE FOR TCS: 
OVERVIEW OF THE NEW TCS COMPLIANCE

CA NARESH JAKHOTIA 
Treasurer- VIA
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Indian government’s ambitious plan is to 

achieve electric mobility by 2030. The Indian 

government has proposed that only electric 

vehicles would be sold in the country by 2030. 

A study by NITI Aayog says that this could help 

save up to 64% of the country’s energy costs for 

road transport, and cut down on 37% of carbon 

emissions. Starting with some electric public 

transit options, the government is looking at an 

electric transition for three-wheelers by 2023, 

and most two-wheelers by 2025.

2 WHEELERS: Given the ease of charging, 

this segment represents the highest potential 

for penetration, even for areas with minimal 

charging network. An end-to-end ecosystem 

(right from in-house manufacturing to setting 

up charging infrastructure) being created by 

start-ups is likely to accelerate the adoption of 

e2Ws. There is a significant opportunity that 

lies within the commercial segment of 2Ws, 

such as delivery bikes, which have high daily 

run and easy access to charging infrastructure. 

2W is the largest segment in the Indian 

automotive industry representing ~80% of 

Indian automotive sales in FY17 (17.6m units). 

The e2W segment has already demonstrated 

its potential in 2011-12, when e2Ws clocked 

sales of 90,000 units. 

The following aspects would help drive 

e-mobility in this segment: 

•  Over 2 million petrol-run 2Ws with a long 

daily run engaged in courier services 

•  Intra-city travels (maximum of around 100-

150 km a day) 

•  Ease of charging: Can be easily charged on 

a standard residential/ workplace plug point

3 WHEELERS: Given the head start of 

the e-rickshaw segment, a mild push by 

the Government could drive a nation-wide 

adoption. Considering the lack of essential 

public transport for last-mile connectivity, 

e-rickshaws could play a critical role while giving 

the necessary boost to vehicle electrification 

in the country. India has emerged as one of 

the biggest 3W markets, with a total sales of 

0.6 million units in FY17. 3Ws are widely used 

INDIAN ELECTRIC VEHICLE LANDSCAPE: 
EXTRACTS FROM AN EY REPORT

CA POONAM KHANDELWAL 
Managing Partner, 
Venture Catalysts

the seller will be required to file the quarterly 

TCS returns in Form No. 27EQ within 15 days 

from the end of the quarter. Sellers will be 

required to issue the TCS certificate in Form 

No. 27D to the buyers”, he informed.

CA Jhakotia concluded by saying that 

the Section 206C(1H) is sure to add lots of 

complications in its implementation. There 

would be a lot of reconciliation issues that 

would arise as a result of this new section 

206C(1H). Buyers may face the music of the 

income tax department as purchase may be 

in different financial years and payment may 

be in different financial years. TCS would be 

reflected in the PAN of the buyer at the time 

of its payment to the seller whereas purchases 

would be forming the part of its financial 

statements at the time of billing. It would be in 

the interest of the taxpayers if CBDT takes note 

of all such issues and issues an FAQ so as to 

remove all the possible areas of controversies 

and litigation.

Prominently present during the talk were 

Mr. Suresh Rathi - President of VIA, Mr. 

Pravin Tapadia - Past President of VIA, CA 

Ashok Chandak - Chairman of VIA Taxation 

& Corporate Law Forum, CA Sachin Jajodia 

- Convener of VIA Taxation & Corporate 

Law Forum, CA Mahendra Jain, CA Jethalal 

Rukhiyana, Mr. Rakesh Surana, CA Parikshit 

Loya, Mr. Satish Sarda, Mr. Girish Deodhar, 

Mr. Govind Mantri, Mr. Ashit Sinha, Mr. Pankaj 

Bakshi and Mr. Nishtha Khandelwal.
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in India as an affordable means of public and 

goods transportation over short-to-medium 

distances. The segment is witnessing an influx 

of e-rickshaws, with some estimates putting 

their numbers around 1 million. This wide scale 

adoption can be attributed to: 

•  The market is characterized by inexpensive 

and non-standardized component imports 

that are assembled locally. 

•  The absence of strict enforcement of 

regulations and the unorganized nature of 

the segment dominated by informal lending 

and contracting. 

•  Increased inclination of consumers toward 

e-rickshaws as they are faster than manually 

pulled rickshaws and offer cheaper commute 

than traditional 3Ws.

ROLE OF REGULATORS: There is a need for 

a long-term policy framework that allows for 

continuity and attracts desired investments 

required for EV deployment. Following the 

Government’s announcement of complete 

vehicle electrification by 2030, there are 

pioneering efforts of different stakeholders in 

this direction. The increased traction and the 

nascent state of the EV industry necessitate 

the requirement of the Government’s hand 

holding, at least in the short to medium term. 

There is also a need to make amendments in 

the current regulations and to introduce new 

regulations across the ecosystem. EV sales in 

Norway reached as much as 42% of the total 

cars registered in the country in June 2017. The 

country’s EV incentives are helping maintain 

a 10 times higher rate of adoption than most 

countries. This includes exemption from value 

added tax (VAT) and purchase tax, which 

averages 43% of the cost of a vehicle. Also, 

EVs are exempted from road charges, with 

dedicated bus lanes for EVs, free electricity 

and free parking at numerous charge points as 

well as municipal spaces across the country. 

The Government could potentially explore a 

two-phased policy clearly stating the time-

frame and magnitude of incentives. We 

recommend a focus on both fiscal and non-

fiscal incentives in the short run and, in order 

to make the ecosystem self-sustaining, a shift 

to only non-fiscal benefits in the long-run.

EV SUPPLY CHAIN: The absence of an EV 

supply chain in the country demands an urgent 

investment in R&D and local manufacturing 

capabilities. The transformation from ICE 

vehicles to EVs has significant implications 

for the existing automotive industry supply 

chain. An EV is relatively simpler to build 

with only 20 moving parts against ~2,000 in 

an ICE vehicle. The growth of EVs will lead to 

profound changes across the automotive value 

chain, including technology, manufacturing 

systems, ownership models, distribution 

and aftermarket support. This would cause 

a significant decrease in the addressable 

market for vehicle repairs/service and would 

require them to build new capabilities. From 

the perspective of component suppliers, large 

automotive suppliers are likely to adapt to the 

dramatic changes; however, small players could 

be hit the hardest from this disruption. The 

existing suppliers will not only have to deal with 

the transition, but also face severe competition 

from the new entrants in the industry such as 

technology companies and battery producers.

EV CHARGING INFRASTRUCTURE: There 

is an urgent need to offer flexible charging 

infrastructure for different vehicle segments to 

drive adoption of EVs. Charging infrastructure 

is the most crucial enabler in the entire EV 

value chain. Based on experience from multiple 

countries, and surveys by think tanks, the limited 

availability of charging infrastructure, including a 

lack of adequate business and financing models, 

is considered to be one of the biggest obstacles 

to the widespread adoption of EVs by customers, 

who still suffer from “range anxiety.” The Indian 

Government has been exploring different charging 

models keeping in mind the local conditions to 

kick-start faster deployment of electric vehicles 

in the country. Category Segment Short term 

(2018-19) Medium term (2020-22) The three key 

roadblocks associated with EVs are as follows: 

•  High capital cost of batteries 

•  Charging time on the stations compared to 

refuelling diesel/petrol 

•  Range anxiety As a result, battery swapping 

has emerged as a feasible solution for 

public fleets including e-buses, and e3Ws 

(rickshaws and autos).
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PLATFORM TO INTERACT
and gain professional knowledge through seminars, 
workshops and round table meetings.

REGULAR AND TIMELY INFORMATION
on latest national and international policies Govt. 
Legislations and technical developments.

SERVICES FOR MEMBERS

NETWORKING WITH
Government and renowned Industries.

QUICK MAIL SERVICE
QMS (Weekly) makes available to members 
government notifications, circulars, reports, keep 
update through VIA mobile App. etc.

ESCORT SERVICE
to Entrepreneurs setting up new projects and 
Technology up gradation.

ACCESS TO LIBRARY, STUDY REPORTS & DATA.

CLOSE INTERACTION
with VIA’s renowned Members, Central & State 
Government officers, and academia. 

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.

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.

ASSIST IDENTIFYING JOINT VENTURE
partners at various Regional and National events 
organized by VIA.

OPPORTUNITY TO GAIN MILEAGE
by becoming a sponsor/ co-sponsor of VIA events.

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.

ANALYSIS OF LEGISLATION
Helping policy makers, foreign investors and trade and 
industry.

REDRESSAL OF GENERAL/COMMON PROBLEMS
of Members at Central/State Government levels and 
other Institutions.

WEB SERVICES
information on important events organised by VIA and 
other activities, press releases, membership, etc.

ACCESS TO VIA PERIODICALS/PUBLICATIONS
VIA Bulletin, Business Contacts, News & Views Weekly etc. 

CERTIFICATION OF EXPORT
documents including Certificate of origin.

CONCESSIONAL FEE
for participating in various paid programmes organised 
by VIA.

NOMINATION OF MEMBER’S REPRESENTATIVE
on Committees/ Forums constituted by the State 
Governments.

EXPERT ADVICE
on diverse subjects such as industrial growth, monetary 
and fiscal policy, exchange rate policy, economic 
planning, taxation and corporate laws. 

PLEASE CONTACT VIA’S SECRETARIAT FOR FURTHER DETAILS. 
CALL: +91 7-2561211/2554090
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