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Dear Fellow members,

A Japanese proverb: “Fall seven times stand up eight” - 
meaning let us revive.

How resilient are we as we fight COVID 19? We are under 
Covid19 test. Are we trying to come back after a phased 
unlock? Are we rising to the challenges and the new 
normal, post Covid19 pandemic? 

As humanity got reckless towards its mother nature , the 
tiny Covid19 virus has been trying to teach us the essence 
of building a green, pollution free and better world. The 
possibilities of speedy revival of our economy in the 
second quarter seems difficult, thus also delaying the 
financial recoveries for the trade & industries and reducing 
the employment opportunities for our youth. Tourism, real 
estate, aviation, hospitality, recreation and education are 
some of the sectors which are severely affected and will 
need vital support and hand holding.

Nobody can deny that there is a substantial need to focus 
on rebooting and reviving our economy and so is the need 
to reorient ethics of our lives. Over the past few years 
there has been a decline in India's GDP growth rates and 
this problem has been further escalated by the COVID-19 
pandemic. We hope that
-  The Coronavirus pandemic will eventually die down a few 

weeks from now and we need to prepare ourselves with 
the new normal.

-  With the advancement of technology, Lot of innovations 
will help society in different ways. 

- The new business models will definitely evolve. 
- Consumer behaviour will change. 
- Those who will pick these trends will flourish. 
-  The morning after the crisis will open up a stream of 

challenges for the businesses and we will be ready to 
make the most out of the opportunities

Are Vidarbha’s MSME and start-ups adapting their 
business model towards surviving and flourishing while 
tackling the pandemic? We at VIA are trying to create 
a model for reviving strategies and to build suitable 
ecosystems that can trigger growth. We invite you all to 
help us brainstorm either by writing to us or by actively 
participating in our zoom meetings and webinars, with 
your valuable suggestions. 

Let us revive, not only our business but 
also our lives. Awaiting your valuable 
suggestions to improve members’ 
services at VIA. 

Thanks and warm regards,

PRESIDENT’S
MESSAGE
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Suresh Rathi 
President
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Greetings, 

At VIA, August was centered around skill 
development activities, motivational workshops 
and intense state-industry interactions. Our Agro 
and Rural Development Forum kicked off the month 
with their eye-opening workshop on the pros and 
cons of the government’s ordinance to double 
farmers’ income. The session was addressed by 
acclaimed environmentalist Ms. Vandana Shiva 
along with dignitaries Mr. Amitabh Pawde and our 
very own Dr. Suhas Buddhe - Vice President of VIA. 
We also had our Lady Entrepreneurs Wing host a 
webinar by popular Indian hotelier Dr. Vithal Kamat 
who was invited to share his success mantras with 
the enterprising women of Vidarbha. His poetic 
style and deep insights were appreciated by all 
the participants. Under the leadership of Mr. R 
B Goenka - Vice President of VIA, our Energy 

Forum hosted a webinar to deliberate over various 
problems, suggestions and possible remedial 
actions related to energy bills issued by MSEDCL in 
June and July 2020 for HT, LT and Captive Power 
Plant consumers. 

We also reached out to key government officials 
and departments with representations on matters 
like various ITC related issues, MSME financing by 
SIDBI under the new regime of revised definition, 
information about list of products imported from 
China in Vidarbha region, indiscriminate price 
revision by M/s Western Coalfields Ltd. Nagpur and 
issues faced by MSME Spinning Mills for purchase 
of cotton bales from CCI - among others. 

The VIA Secretariat strives to serve the best 
interests of industries in Vidarbha. The pandemic 
continues to test our perseverance but we have 
come a long way from March and must remain 
patient and positive during these turbulent times.

Gaurav Sarda 
Secretary

SECRETARY’S
MESSAGE

Dear Readers,

Once again, the valiant entrepreneurs of our region 
find themselves on the cover of the ‘Enterprise’. 
Dedicated to their unrelenting spirit, the cover story 
focuses on entrepreneurs from Vidarbha who have 
made significant changes to their business models 
to sail through the global economic downturn 
triggered by the pandemic. Reading their inspiring 
anecdotes reveals some common threads in their 
approach towards innovation, adaptability and 
risks; key learnings to master the art of successful 
business pivots.

This edition includes excerpts from an exclusive 
interview with Mr. Mayur Chambulkar - Partner at 
L&M Dryfruit Processing Industry and recipient of 
VIA Solar Vidarbha Udyog Gaurav Award 2019 (Most 
Promising Unit in Developing Districts, Amravati). 
In conversation with the Enterprise, Mr. Chambulkar 
shares his learnings from their initial days of struggle, 
the importance of establishing goodwill in the 

market for first-generation entrepreneurs and the 
relevance of marketing research in finding the right 
consumers. The interview also gives great insights 
on the advantages of setting up manufacturing units 
in developing districts like Washim, where demand 
is on the rise and labour costs are competitive.

The pandemic has changed the ingredients of what 
it takes to become an entrepreneur. Innovation, 
flexibility and liquidity are going to lead the revival 
of the economy and our young entrepreneurs 
are going to be at the forefront of these efforts. 
Hence, industries have to configure themselves in 
ways that create a conducive business ecosystem 
for entrepreneurs to thrive in. As always, we at 
VIA are making concerted efforts to alleviate their 
challenges and provide relief to the industries from 
every sector in Vidarbha.

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 Enterprise. 
Please write to us at viangpindia@
gmail.com with your inputs and 
feedback.

EDITOR’S
MESSAGE

Aditya Saraf 
Editor



Yes, the situation is bleak. A pan-India survey 

published in May reported figures we were 

already expecting. It said that by mid-June, 38% 

of Indian startups and SMEs were already out of 

funds because of the COVID-19 pandemic. 

Since the last five months, young enterprises 

all over Vidarbha are trying everything to 

save their source of income - cutting down or 

completely deferring verticals like marketing, 

human resource, fixed operating costs and 

even tax payments. As last ditch efforts go, no 

stone is being left unturned. 

And yet, the same report has also delivered 

news of the inevitable - only 35% of startups 

see any growth happening in the future; 

rest see shutdown, scale down or worse - 

uncertainty. 

However, an old adage goes “When the 

going gets tough, the tough get going”. 

Despite being hit by many setbacks, a handful 

of entrepreneurs from Vidarbha have decided 

to set sail on tempestuous seas - making swift, 

innovative and courageous decisions for the 

sake of their businesses’ future. 

BUSINESS PIVOTS - ACUTE, OBTUSE 
AND NEW-AXIS

Pivoting a business refers to the act of 

making a significant change in the model of the 

company that is intended to help it keep afloat 

during tough periods like natural disasters, 

terror attacks or, well, a global pandemic. 

This kind of radical business strategy comes 

with its own set of challenges that depend on 

scale and timing of the change. Depending on 

their varying degrees, business pivots can be 

broadly grouped into three categories - acute, 

obtuse and new axis.

#1. ACUTE PIVOT: The change is mild and 

exists for ancillary support. The original 

business remains the focus. 

Consider Mr. Mangesh Chadokar, a micro 

level manufacturer of solar luminaries from 

Hudkeshwar. Two months into the pandemic, he 

transfigured motion sensing technology, usually 

used in LED lights, to create a contactless hand 

sanitizer spraying machine. While solar fixtures 

remain his primary business activity even 

during the lockdown, his inventive contraption 

has helped him cover a huge percentage of the 

losses created due to COVID-19. 

#2. OBTUSE PIVOT: The change is dramatic 

and becomes the primary source of income. 

The original business takes a backseat. 

For Ms. Kanika Dewani - Director of Premier 

Lifestyle, business activities came to an abrupt 

halt overnight. With cash flow jammed and 

no respite in sight, she had to make a brave 

call. Beginning April, Ms. Dewani turned her 

factory of beauty and salon products into a 

manufacturing unit for sanitizers and surface 

disinfectants. This meant entering the field 

of pharmaceuticals, a previously uncharted 

territory for her young startup. Yet, against all 

odds, the rewards have been substantial for 

Ms. Dewani as, today, she is making up to 80% 

of the turnover of her original business. 

VIDARBHA’S STARTUPS RISING TO  
THE CHALLENGE: A GUIDE TO BUSINESS 
PIVOTS DURING THE PANDEMIC

64% VOTES
7,245

10%
Cut or deferred marketing costs

Cut or deferred human resource costs

Cut or deferred fixed operating costs

Deferred tax payments

Did all of the above

Couldn't or Didn't do any of the above

Shut the business

10%

10%

6%

source: localcircles.com
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#3. NEW AXIS PIVOT: A completely new 

business venture that emerges from the 

necessities of a calamity. 

In an attempt to address the growing gap 

between retailers, manufacturers, consumers 

and the unemployed youth, Mr. Monal Thool from 

Nagpur launched his own ecommerce platform, 

BargainsFree.com. A first of its kind, the website 

was strategically designed to help businesses in 

Vidarbha survive during the lockdown. In its first 

month, the company developed the capacity to 

provide its services around the country and is 

continuously increasing its catalog of high value 

consumer products.

In anecdotes shared with Enterprise, the three 

entrepreneurs mentioned here revealed the 

secrets of their successful business pivots. Their 

recipes include essential ingredients, insights on 

challenges, results from the efforts and practical 

tips on handling the pivots. Excerpts: 

MARRY INNOVATION WITH 
EMPATHY

At its core, every business pivot must have 

empathy for consumers, employees and the 

business ecosystem at large. Furthermore, it 

must reinvent resources and infrastructure to 

find a fresh purpose that meets the need of 

the hour. 

Ms. KANIKA DEWANI
“I have a factory of 40 people and an office 

of another 15, so when my business went to 

zero, it was a really alarming situation. I had to 

come up with a solution, otherwise we would 

have had to fire our employees and that's the 

last thing anyone wants to do, especially when 

you have built your team with so much effort 

and energy. After a lot of careful thought, we 

decided we will start manufacturing sanitizers 

and surface disinfectants. 

While sanitizers were definitely the need 

of the hour, they were also being done by 

so many people that it had become a very 

cluttered market. So we thought creatively and 

came up with the concept of focusing on retail 

customers. We also positioned ourselves as a 

moisturizing hand sanitizer because a person 

is using it 20 times a day and their hands are 

getting dry. We also added certain extracts, 

oils and fragrances in our hand sanitizers. In 

fact, we are now the only ones with a position 

like this in the market since we have basically 

turned using sanitizers into an enjoyable 

experience. We have kept ourselves slightly 

premium in the market but fortunately, there 

was space for us in the market and we have 

gotten a lot of acceptance.”

Mr. MONAL THOOL
“When the lockdown started, all of us 

were sitting at home. Suddenly, people were 

asking for masks, sanitizers and PPE kits - 

requirements that we hadn’t heard of before. 

It was also a time of tragic unemployment. 

Production of most entrepreneurs was hit. 

Stock was just getting dumped with no sales. 

That’s when we came up with the concept of 

Bargains Free. The idea was to bridge the gap 

between unemployed youth and loss-making 

industrialists through an online platform that 

exhibits the unique products coming out of 

Vidarbha at a global scale. 

I don’t take a single penny from any 

manufacturer or distributor from Vidarbha to 

upload their products on my website. As soon 

as a requirement for their product is generated 

on our website, our courier service is at their 

depot, ready to pick up the packaged product. 

Modelling ourselves on the likes of Alibaba, 

we focus more on volume sales and less 

on product margins. Our endeavour is to 

maximize profits for both industrialists as well 

as small scale enterprises from Vidarbha.”

Mr. MANGESH CHADOKAR
“Foot pedal operated sanitizing machines are 

cumbersome to use, especially if you are in a 

hurry. Keeping that in mind, we started working 

on the concept of contactless sanitizer sprayers. 
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I have kept only 10% of the product price 

as my profit margin because I didn’t want to 

earn any money from it. I just looked at it as 

an affordable system that I have created. If I 

can sell it in the market and help people during 

the pandemic then why shouldn’t I? Since 

I am earning from my other sources, I never 

considered selling this to make huge profits.”

NOT ALL SUNSHINE AND RAINBOWS
Making a business pivot isn’t easy, at 

all. It's usually high stakes and requires the 

entrepreneur to enter new domains with little 

to no experience. Entry barriers, liquidity 

crunches and financial risks are just some 

of the many perils that lie ahead for any one 

courageous enough to rise to the challenge. 

Ms. KANIKA DEWANI 
“There were a lot of challenges getting into 

the pharmaceutical industry and we weren’t very 

sure if we should. To begin with, spirit cost in 

Maharashtra is amongst the highest. There are a lot 

of big distilleries who have very good procurement 

of spirits with very low taxations so there was no 

way we could match their per litre prices. 

Also, channel development was a whole new 

ball game for us. Getting into pharmacy channels 

was not something we had thought of in our lives. 

Our beauty products are B2B and salon and we 

had no exposure to retail customers at all.”

Mr. MONAL THOOL
On our website, we offer services like free 

delivery, cash on delivery and free returns. 

Yes, they are very risky for our business but my 

only thought right now is to keep on working 

and to restart all the things that are shutdown 

due to the pandemic. 

MEASURING PIVOT’S SUCCESS
Not all business pivots can be measured for 

their success on the same yardstick. How well the 

company did depends on the goal it was chasing 

- whether it was to survive, support or profit. 

Ms. KANIKA DEWANI
“From April to now, we have done roughly 

50,000 litres of our own sanitizers. We are 

also contract manufacturing sanitizing sprays 

for MyGlamm and we have done about 25,000 

units of 200 ml sprays for them so far. 

Of course the margins aren’t as great on 

sanitizers as they are on beauty products but 

the fact is that we have managed to become 

comfortable from a stage when I didn’t even 

think we could survive. 

Now having entered the pharmacy channel, 

I can say that it is a great channel to be in. 

Even from a retail perspective, all the beauty 

products like shower gels and face washes that I 

have been working on can be easily sold in these 

channels. I am very excited about it and I feel 

that this COVID-19 time has given me something 

that I would have never gotten otherwise.”

Mr. MONAL THOOL 
“It has been a month since I started and 

we are giving services to over 29,000 pin 

codes in India. I have about 380 youths across 

the country who have started working with 

our website. I haven’t asked them for any 

investments; we just give them our products 

to sell and deposit their profit margin directly 

into their bank accounts. 

We have coordinated with a lot of 

manufacturers and distributors in a way 

that helps us set product rates cheaper than 

anywhere else on the internet. Our aim initially 

is not to make profits but to help industrialists 

and the youth get in the flow of this new 

ecommerce setup.” 

Mr. MANGESH CHADOKAR
“During this entire lockdown, we have sold 

60-70 units of our machines, not more. Our 

focus is still on lighting. As and when contracts 

come, we will keep manufacturing these 

machines, side-by-side with our regular work. 

Right now, we are only designing the machines 

and don’t provide any liquids or sanitizers with 

it because we can't afford to take any risks.”
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Dr. SHRIRANG ALTEKAR
Director, SIBM
Symbiosis Institute of Business Management, Nagpur
GAT No.167, 168, 169
Village Mauja - Wathoda, Nagpur - 440008

VIA NEW MEMBER PROFILE
VIA Welcomes Its Newest Member to the Association 

TO PIVOT OR NOT TO PIVOT?
Cash strapped, discouraged and struggling 

in a shrinking market, entrepreneurs can feel 

like their wings are being clipped during the 

pandemic. Yet, taking a leap of faith is the only 

way to fly again.

Ms. KANIKA DEWANI
“A lot of people discouraged me from getting 

into this field. They said that the market is cluttered 

and that the measly margins are not worth the 

efforts. However, after doing it, we realized that 

listening to too many people’s advice doesn’t 

come very handy. If your instincts tell you that it 

will work, you just take a plunge and see the risks. 

If I had listened to all those people, I would be 

sitting with zero income right now. 

That’s my biggest advice to all the 

entrepreneurs out there who are at the edge 

and don’t want to take the leap. Just go ahead 

and jump. I did and it has really worked out for 

me. You don’t have anything to lose. 

Today, I am one of the few manufacturers who 

also has a brand of her own. If you are one person 

trying to do both, it is a hard job, I wouldn’t 

deny it. However, trust me, if you have your own 

brand and you are your own manufacturer, the 

conviction, ownership and freedom of innovation 

you have over your product is 20 times. There is 

no better joy than to sell what you create. 

Also, one should never underestimate 

the local pharmacy channels. I really 

underestimated the might of the dawa bazar 

in Nagpur but it’s really insane how big it is. 

People still like to go to a medical store to 

purchase their convenience products. It is one 

channel I am definitely going to leverage in my 

business in a big way in the future.”

Mr. MONAL THOOL
“Ecommerce industry is a global requirement 

today despite it being less than a decade old in 

India. We realized the importance of Paytm only 

when we had the note-ban. Now there are so 

many alternatives to it but Paytm could grip the 

market initially because it was the first to move. 

I encourage everyone to join the ecommerce 

industry as it is the future. There is a lot of work 

and it will give you an international market in 

this time of pandemic.

Also, anyone entering the field should 

definitely start with Cash on Delivery. I think 

it is a great concept for the Indian mentality. If 

your service is good and the concept is clear, 

buyers will give you money and you won’t face 

any hassles.”

ENDLESS POTENTIAL
The pandemic has changed the business 

environment in Vidarbha. Entrepreneurs must 

adapt their business models to changing 

times if they wish to survive. Fortunately, the 

pandemic has opened some new doors as 

well. Some of the emerging sectors include 

Ayurveda (manufacturing and trading), 

dairy, indigenous craft, agriculture (organic 

and medicinal), biotechnology, IT (Software 

development, MIS, ERP), surveillance and 

cyber security to name a few. Observing that 

the mindset of people has changed in regards 

to health and hygiene, these sectors are 

predicted to grow even beyond the lockdown. 

It is important to note here that although 

progressive, business pivots are not always 

successful. However, they work as timely 

reminders of the ever-evolving definition of what 

it means to be an entrepreneur in Vidarbha.
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VIA REPRESENTATIONS – AUGUST 2020
22nd JULY 
Smt. Nirmalaji Sitharaman - Hon’ble Finance 
Minister, Government of India, New Delhi 
Representation on various ITC related issues

27th JULY 
Smt. Nirmalaji Sitharaman - Hon’ble Finance 
Minister, Government of India, New Delhi 
MSME financing by SIDBI under the new 
regime of revised definition 

27th JULY 
Shri Nitinji Gadkari - Hon’ble Union Minister 
for Road Transport, Highways & Shipping, & 
MSMEs, Government of India, New Delhi 
MSME financing by SIDBI under the new 
regime of revised definition 

29th JULY 
Dr. P. Anbalagan - C.E.O., MIDC, Mumbai 
Plot boundary issue and encroachment on plot 

31st JULY 
Dr. Nitinji Raut - Hon’ble Energy Minister, 
Govt of Maharashtra, Mumbai 
(Representation by Joint Coordination 
Committee) Janta Curfew and Industries 

4th AUGUST 
The General Manager (M&S) Western 
Coalfields Limited, Coal Estate, Nagpur 
Refund of coal cost (MSMC, Nagpur) 

6th AUGUST 
Shri. Sharad Saraf - President, Federation of 
Indian Export Organizations, Mumbai, (MS) 
Information about list of products imported 
from China in Vidarbha region and list of 
products exported by China to other countries 

6th AUGUST 
Shri Subhashji Desai - Hon’ble Minister for 
Industries, GOM, Mantralaya Mumbai, (MS) 
Stamp duty exemption for execution of loan 
under Revival Financial Package Declared by 
Govt. of India Ref: 1) Letter no. G/11/51 dated 
1st June, 2020 

6th AUGUST 
Dr. Harshadeepji Kamble - Development 
Commissioner (Industries), Directorate of 
Industries, Mumbai (MS) 
Stamp duty exemption for execution of loan 

under Revival Financial Package Declared by 
Govt. of India  
Ref: 1) Letter no. G/11/51 dated 1st June, 2020 
2) Letter no. G/11/100 dated. 9th July, 2020

8th AUGUST 
Shri Pralhadji Joshi - Hon’ble Minister of 
Coal, Government of India, New Delhi 
Arbitrary and indiscriminate price revision by 
M/s Western Coalfields Ltd. Nagpur 
Reference: 1) NGP/ WCL/ M&S/ Comml/370 
dated 01-11-2019 
2)  NGP /WCL/M&S/Comml/1438 dated

02.11.22019
3) Letter VIA/G/1/211/ dated 05-11-2019

8th AUGUST 
The Chairman Coal India Limited, Coal 
Bhavan, Rajarhat, Kolkata 
Indiscriminate price revision by M/s Western 
Coalfields Ltd. Nagpur 
Reference: 1) NGP/ WCL/ M&S/ Comml/370 
dated 01-11-2019 
2)  NGP /WCL/M&S/Comml/1438 dated

02.11.22019
3) Letter VIA/G/1/211/ dated 05-11-2019
4) Letter VIA /G/1/64 dated 27-06-2020

10th AUGUST 
Smt. Smriti Zubinji Irani - Hon’ble Minister 
of Textiles, Government of India, Udyog 
Bhawan New Delhi 
Domestic Viscose Spun Yarn Industry needs 
protection from cheap imports 

18th AUGUST 
Shri Nitinji Gadkari - Hon’ble Union Minister 
for Road Transport, Highways and Shipping, 
& MSMEs, Government of India, New Delhi 
Issues faced by MSME Spinning Mills for 
purchase of cotton bales from CCI 

18th AUGUST 
Smt. Nirmalaji Sitharaman - Hon’ble Finance 
Minister, Government of India, New Delhi 
Representation on Merchant Exporter

24th AUGUST 
Shri. Devendraji Fadnavis - Hon’ble Former 
Chief Minister of Maharashtra, Nagpur, (MS) 
Domestic Viscose Spun Yarn Industry needs 
protection from cheap imports
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Esteemed hotelier Dr. Vithal Kamat joined 

members of VIA LEW over Zoom to speak 

about the secret ingredients of success. 

He asserted that women entrepreneurs 

in India should be self-sufficient and willing 

to take risks. “One should enter a business 

wholeheartedly after making due diligence 

on your interest, public needs, product 

marketability and current trends”, he explained. 

At the same time, he also emphasized on 

taking full support of your family members 

before venturing into any business and 

stressed on taking suggestions and feedback 

- two important elements for growth.

Sharing his guru mantra, Dr. Kamat said, 

“Start local, then go global. While you are 

doing so, build a team with your magnetic 

personality”, adding that one should get in 

business by choice and not by someone else’s 

wish. Touching upon ethics in his poetic style, 

he explained that the pursuit of wealth shouldn’t 

be an entrepreneur’s aim and that they should 

never compromise on their values and wants. 

Dr. Kamat also explained “Niyam, Niyantran 

aur Niyojan” as an approach to timely planning 

for success. Putting “Kum kharcha, zyada 

charcha” as the thought behind an ideal 

business revenue model, Dr. Kamat explained 

the 6Ps of marketing: Product, Place, Price 

(value for money), Packaging, Publicity and 

People. According to him, SWOT analysis of 

any product is crucial to its success. The best 

advertisements of one’s product are made 

by their customers because “if you blow your 

bigul – it will be heard one time, but if another 

person blows your bigul, it will be heard forty 

times”.

Reminiscing a quote by his father, he said, “If 

you have a vision for one year – plant flowers. 

If your vision is for ten years plant fruits and 

trees. But in business, if your vision is eternity, 

then plant people, people and people”.

Dr. VITHAL KAMAT 
Founder of Orchid Hotels, 
Mumbai

SUCCESS MANTRA FOR WOMEN 
ENTREPRENEURS

According to the plot-owners in Wardha MIDC, 

the corporation is to provide free services to 

them for 5 years, starting from the date on which 

the facilities were first made available to them 

e.g. plot-owners who were provided facilities in 

2015 should get free services until 2020. 

However, the local administration is 

considering starting the 5 year period on the 

date on which the plot was allocated and not 

when facilities were first made available. For 

most plot-owners, these two dates are years 

apart as the plots were allocated in 2011-12 but 

facilities were only made available in 2015-16. 

Due to this discrepancy, most plot-owners are 

being prematurely asked to pay hefty sums for 

extension of the services.

To take this issue to the highest authorities at 

the MIDC Headquarters in Mumbai, Mr. Praveen 

Hiware - President of Wardha MIDC Association, 

sat down with state Cabinet Minister Mr. Sunil 

Kedar and requested his intervention on the 

matter. The minister has agreed to help resolve 

this issue in an expeditious manner.

DISTRICT NEWS: WARDHA
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Expressing her views at a webinar organised by 
the Agro and Rural Development Forum of VIA, 
environmental activist, food sovereignty advocate 
and anti-globalization author Ms. Vandana Shiva 
said that India’s agricultural land is diverse and offers 
solutions for various issues related to agriculture. 

Ms. Shiva was speaking on the “Government’s 
Ordinance to Double Farmers’ Income: Pros and 
Cons”, where agriculturist and farm economist 
Mr. Amitabh Pawde and Dr. Suhas Buddhe - Vice 
President of VIA, were the other two speakers. 

Highlighting issues of the farmers, Ms. Shiva 
further said that in 1998, around 5,000 small oil 
extraction units (Tel Ghani) in the country were shut 
down due to promotion of blended oils. “Even in 
the current scenario, farmers incur expenses about 
10 times more than the expected levels. Apart from 
this, multinationals have created a monopoly in the 
field of agriculture which is also giving tough times 
to the country’s farmers”, she added. 

Commenting on the current pandemic, 
she said that most farmers who produce 
perishable goods are unable to sell them at 
the right price. “It’s resulting in huge financial 
losses. Meanwhile, e-commerce companies are 
spreading their wings in the Indian markets”, 
she said, explaining how there are no specific 

laws to control these multinational companies.

Ms.Shiva also said that VIA should join hands 
with Navdanya, a NGO which promotes biodiversity 
conservation and organic farming to preserve local 
seeds and their products should be promoted in 
the local market. “Local seeds require less water 
and input cost which can help increase income of 
the farmer. We should not just think about doubling 
the farmers’ income - I think it can be increased by 
10 folds”, she concluded.

During his note, Dr. Buddhe said that the level 
of the farmer's income might not see the desired 
levels in the coming days because of various 
reasons. “It can be achieved by post-production 
value addition work. We as an industrial association 
are supporting three clusters in Vidarbha. Creating 
backward integration would be very helpful for the 
agriculture sector”, he observed. 

Mr. Amitabh Pawde explained that China 
succeeded in doubling the income of its farmers 
between 1978 and 1986. “They removed various 
restrictions from agriculture practices which 
resulted in increased income of the farmers and due 
to this, more agri processing units were established 
in their country,” he pointed out. 

On the issue of farmers suicide, he said that it 
can be stopped if the farmers could get the real 
value for their produce from the buyers. He also 
said that there is disparity in the minimum support 
price fixed by the state and central governments. 
In addition, he stressed on promoting multiple 
cropping patterns.

VANDANA SHIVA 
Environmental Activist

INDIA’S SOIL OFFERS
SOLUTIONS TO MANY AGRO ISSUES

09



A tiny shift in habits makes a big difference. 

Small change. Each change may look too small 

to have any impact but when combined, the 

cumulative effect could be the difference 

between success and failure. Strive to make as 

many changes as you can. One step at a time, 

till these changes become ingrained in your 

personality. 

In his book The Power of Habit, Charles 

Duhigg coined the term "Keystone Habits" to 

describe small changes that have a powerful 

cascading impact on our lives. Drinking a glass 

of water each morning, writing what you ate 

once a week or five minutes of meditation each 

day are examples of keystone habits. So how 

do these minor changes have such power?

By focusing on a small action that you perform 

often, you're able to increase your moments 

of victory. Getting something done feels good. 

Winning feels good. That emotion, even a small 

dose, is powerful. It can be a subtle boost, but 

that boost in motivation helps keep us on track. 

It increases our chances of succeeding at other 

tasks just enough to tip the scales in our favour 

more often than not. And for true behaviour 

change, consistency is the most important factor.

Nothing succeeds like success. Your original 

focus and effort were only on the first habit. 

Success in this habit built the foundation that 

leads to other actions. You unconsciously built 

other related habits. And here's the best part. 

These new habits grew out of the foundation 

you built with little to no effort. It's like magic!

Aristotle says, "We are what we repeatedly 

do. Excellence, then, is not an act, but a habit." 

Benjamin Franklin goes further to say, "Your 

net worth to the world is usually determined 

by what remains after your bad habits are 

subtracted from your good ones." John 

Maxwell says, "If your habits don't line up with 

your dream, then you need to either change 

your habits or change your dream." 

Every individual is unique. I am not giving 

you a recipe with precise measurements here. 

Rather, what you will acquire here are the 

building blocks of the popular block games 

that kids play with. Various combinations are 

possible, you need not use all blocks, but the 

larger is the number of blocks you use, the 

bigger is the structure you create. 

Change your habits brick by brick. Make 

success a habit. When success becomes a 

habit, your life transforms. Be proactive. Stop 

hoping that a break will come, that will change 

your life, create that break.

THE STORY OF TWO WOLVES
We are a product of the thoughts we nurture 

and the habits we form. Negative thoughts can 

sap our energy, lose our focus and derail us 

from our goals; positive thoughts can reinforce 

our beliefs and keep us moving in hard times. 

The story of two wolves from the Navajo tribe 

of American Indians gives a great lesson.

An old Cherokee is teaching his grandson 

about life. "A fight is going on inside me," he 

said to the boy.

"It is a terrible fight and it is between 

two wolves. One is evil – he is anger, envy, 

sorrow, regret, greed, arrogance, self-pity, 

guilt, resentment, inferiority, lies, false pride, 

superiority, and ego." 

He continued, "The other is good – he 

is joy, peace, love, hope, serenity, humility, 

kindness, benevolence, empathy, generosity, 

truth, compassion, and faith. The same fight 

is going on inside you – and inside every other 

person, too." The grandson thought about it 

for a minute and then asked his grandfather, 

"Which wolf will win?"

The old Cherokee replied, "The one you feed."

We have both the good wolf and the bad 

wolf sitting inside us. Sometimes you don't even 

Dr. TEJINDER SINGH RAWAL
Chartered Accountant
tsrawal@tsrawal.com

A TINY SHIFT IN HABITS
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realise that you are feeding the bad wolf. The 

bad wolf often dulls your sense of judgment, 

and you derive a sense of pleasure in feeding 

him. You can't flush him out, you can't kill him, 

but you can tame him by starving. It is for you to 

decide which wolf to feed. Feed the right habits 

and they will lead you to success, feed the wrong 

ones, and you move away from your target.

You will learn by making mistakes. Don't be 

afraid. You make mistakes, correct them and 

move to the next level. This is how the learning 

curve operates. Employers prefer employees 

who make mistakes, learn and improve over 

employees who do not do things they have not 

done before for the fear of making mistakes. 

In your business or profession, learn to make 

mistakes fast and cheap, and learn to move to 

the next level fast.

Use your job, business or profession to 

expand your circle of competence. Expertise 

gets rewarded in the long run, money and 

success comes out of the knowledge and 

competence you gain. Have an indefatigable 

quest for knowledge. As the Vedas say, 

“आः नो भद्राः कत�व्यो यन्तु िवश्वत” - let noble 

thoughts come to us from the whole universe.

While giving the title to my blog, I recalled 

Marshall Goldsmith’s book titled “What Got 

You Here Won’t Get You There”. In business and 

profession, it often happens that one person 

gets so efficient and effective that he takes the 

organization to new heights. Yet, at some point, 

he reaches a “level of incompetence” as doctrine 

by management guru Peter Drucker and the 

organization gets stuck with him. The problem 

is more severe when that person is either owner 

or so senior in hierarchy that removing him just 

becomes impossible. However, most of the time 

it has been seen that it’s bad for that person as 

well as for the organization. I have worked in 

an organization where the top executive was 

seen as so indispensable that most outsiders 

misunderstood him to be the owner. When 

shareholders finally decided to part away, that 

organization grew multifold and even that 

person became a successful entrepreneur.

Parents can handhold their kids but they need 

school teachers to pass primary education and 

a professor to get the university degree. It’s the 

rule of nature that you need different people and 

circumstances at different levels. The person who 

brought you to the base camp can’t take you to 

the peak of Everest. It doesn't mean that the 

importance of that person has vanished. It only 

means that now you need a different person to take 

you to the next level. If my primary school teacher 

would not have taught me ABCD, then how would 

I write this blog? The importance and respect for 

that teacher will always remain but to get further 

wisdom, I needed different people in my life.

5 Tips to deal with people who are 
becoming a bottleneck in your progress: 
1.  If your organization is not growing fast or 

it has gotten stagnant, identify whether it is 

due to complacency of the people or some 

outside forces.

2.  If it’s due to a person then either gracefully 

retire them or sideline with specific 

responsibilities and authorities.

3.  Hire a consultant and take an unbiased view 

for reasons of stagnancy or sliding down.

4.  Try to invest in raising the competency of 

that person. Proper training and exposure 

may raise their bar and maybe useful for the 

organization.

5.  Don’t mix emotions and profession; time 

has come to move forward with different 

people and disruptive strategy. Otherwise 

you will lose business and person both. 

Mind it well that the person that brought 

you here, cannot take you there!

HEMANT LODHA 
Chairman, HRD Forum,
VIA

WHO BROUGHT YOU HERE,
CAN'T TAKE YOU THERE
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Ancient and Medieval India embraces 

creative excellence in terms of manufacturing, 

management, administration and efficacy 

of resources, thus presenting an acumen of 

Indian Ethos, in the global context of economic 

development. There are historic contexts, their 

interpretations, references from our ‘Vedas’ and 

learnings from ‘Arthashastra’ that form evidence 

of India’s contribution to business practices. For 

example, the art of archery and making of it can 

be derived from ‘Dhanurveda’ (a subsection of 

Yajur Veda)– ‘Dhanu’ meaning bow and ‘Veda’ 

meaning a scripture of science and knowledge. 

Vyasa Muni was the teacher (also Parasurama, 

Vashishta, Dronacharya as knowledge providers 

in war and weapons) who not only taught the 

making of the bow and arrow, but also its various 

types. Arjuna’s weapon used for ‘Matsya Yantra’ 

called the ‘Gandivam’ is different from the one 

Ram used at Sita’s swayamvar, which was Shiva’s 

Dhanush, also called ‘Kodanda Dhanush’.  This 

is an example of the manufacturing sector in 

ancient India. Consider Narada Muni’s music 

instrument ‘Mahathi’, a tanpura. Similarly, we 

have the Pushpak Vimana of Ravana, warfare 

equipment and other flying palaces and 

chariots from mythological epics. Women as life 

partners were also seen as entrepreneurs. In our 

scriptures, Shakti (great power), Laxmi (symbol 

of prosperity or the financial provider) and 

Saraswati (knowledge giver) are the life partners 

of Shiva, Vishnu and Brahma respectively. Isn’t 

this their task of business sustainability?

The bows and arrows were made out of 

bamboo. Different types were used for hunting, 

plucking, making bridges out of arrows to climb 

trees and mountains etc.  Thus began the process 

of historical innovations, their adaptations that 

gave rise to the social systems subsequently, 

intermixing of resources and utilities and the 

practice of exchange of goods continued as a 

means of living. The first glimpse of markets 

became visible.  Potters, workers, labourers, 

painters, goldsmiths and other service providers 

started their means of earning a good living 

and profit making. Occupation based exclusion 

embedded in heredity gave rise to the concept of 

entrepreneurship. 

The Vedics, Harappans, Mauryas, Guptas, 

Mughals and British; i.e. from Indus Valley 

Civilization to an early Vedic era through 

the ancient to the medieval - we can see the 

emergence of the concept of society consisting 

of the ruler and a common man, the influencers in 

priests, philosophers, advisors, the planners and 

the policy makers that depicted two different 

cultures - one of the village and other of a 

township, each having different needs and utilities 

according to the environment they represented. 

This leads to principles of management, concept 

of governance and science of behavioral attitudes 

- the most important characteristics of business 

communication in modern techniques of business 

management and entrepreneurship. 

There is sufficient verification that ever since 

life existed in our country, there were glimpses 

of entrepreneurship - agriculturists, doctors, 

legal advisors and security personnel in the 

form of ‘Dwara-palaks’, king’s secret informers 

as policemen and all others who exist in this 

modern world. Modern entrepreneurship is 

nothing but the activity of setting up a business 

or businesses; taking financial risks in the hope of 

profit. Fundamentally, is it any different from the 

glimpses of it we had from ancient India? Aren’t 

we the pioneers in this area too? We are also into 

technological innovations, aren’t we? Recently 

Google hired a 12-year-old boy for his innovative 

idea. You can see where we are heading. I stop 

here to let your minds see a different perception.

SHOBHA DHANWATAY 
Consultant: PR & CSR

A GLANCE INTO ANCIENT INDIAN 
BUSINESS PRACTICES –
THE FIRST BRICK TO ENTREPRENEURSHIP
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VIA Energy Forum hosted a webinar to 

deliberate over various problems, suggestions 

and possible remedial actions related to 

energy bills issued by MSEDCL in June and 

July 2020 for HT, LT & Captive Power Plant 

consumers. 

The speakers for the sessions included Mr. 

R B Goenka - Vice President of VIA, Mr. Sushil 

Goenka - Director of Goenka Switchgears 

Pvt. Ltd., Mr. Ashish Chandarana - VIA EC 

member from Akola Chamber of Commerce 

and Industries, and Mr. Prashant Mohota - 

Chairman of VIA Energy Forum. Dr Nitin Raut 

- Hon'ble Energy Minister of Maharashtra was 

also present during the webinar. 

During his presentation, Mr. R B Goenka 

highlighted that VIA has filed a petition in 

MERC on KVAH Billing related issues and 

shared the details of the petition along with 

prayer to MERC to provide a grace period 

of one year for calculation of KVAH. He also 

pointed out that there are discrepancies in 

MSEDCL energy bills issued in the month of 

June and July 2020, particularly the demand 

charges which were added in the energy 

bills, equivalent to one-third amount of total 

demand charge, which were not collected 

during previous three months as per MERC 

order because of the COVID-19 pandemic.

MSEDCL made a provision for online 

reduction in contract demand during the 

COVID-19 period and also a retrospective 

sanction of reduction in demand. However, 

later it was withdrawn without any reason. 

This sanction was not given even after 

submission of online applications and was 

given by MSEDCL authorities to only selected 

consumers, including the dates on which 

reduction was to be implemented. Most of 

the consumers' applications were rejected 

without any reason and prospective reduction 

in demand was given.

Mr. Goenka also pointed out that in the 

energy bills for the month of July 2020, the 

demand charges, which were not charged, are 

being collected in three monthly instalments 

but the dates of reduction in demand were not 

correctly set. He suggested that consumers 

check their energy bills based on tips provided.

Mr. Ashish Chandarana elaborated on LT 

industrial consumers billing issues, pointed 

out the discrepancies in the energy bills 

and suggested consumers to check their 

energy bills and submit queries to MSEDCL 

accordingly.

Mr. Prashant Mohota explained the 

incentives in tariff including Vidarbha and 

Marathwada incentives being provided and 

highlighted the proposed changes required 

to be done in these incentives for different 

category of consumers, since most of the 

consumers are not getting or getting reduced 

incentive after revision in tariff wherein power 

factor incentives are not being provided to HT 

consumers because of KVAH billing.

Mr. Shushil Goenka explained the technical 

reasons for higher KVAH consumptions 

recorded by the meter and the remedial 

actions to be taken to mitigate this problem.

RELIEF MEASURES FOR MSEDCL POWER 
ISSUES, ENERGY BILLS DISCUSSED

“Good brands reflect the histories 

of the time and the group of people 

that made them. They can not be 

copied. They can not be recycled.”

Richard Branson
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Business class flight tickets, lockers, hotel bills 

exceeding Rs 20,000/- , education fee exceeding 

Rs. 1 lakh and many more will now be under the 

scanner of the Income Tax Department.

“People paying taxes in this country are 

too few. While filing income tax returns has 

increased by about 2.5 crore in the last 6-7 years, 

only 1.5 crore people pay taxes in a country of 

130 crore” - Shri Narendra Modi on launching 

of the ‘Transparent Taxation – Honoring the 

Honest’ platform on 13th August, 2020.

Government is attempting to make the tax 

system seamless, painless, face-less. In the 

last few years, the basic exemption limit has 

been enhanced, tax slab has been widened 

and tax rates have been reduced drastically. 

Now, the government has placed its third eye 

for widening the tax base and deepening the 

taxpayer’s pocket. Flow of voluminous data, 

artificial intelligence, inter linking of various 

agencies and system driven working are all 

set to change the tax administration pattern 

in the country. New measures taken by the 

government will bring several transactions 

under the income tax scanner.

STATEMENT OF FINANCIAL 
TRANSACTION (SFT):

An obligation is already there on banks, mutual 

funds, institutions issuing bonds, registrars/

sub-registrars and other organizations to 

furnish the statement titled “Statement of 

Financial Transactions’ (SFT) on a yearly basis. 

SFT is required to be filed annually u/s 285BA 

wherein transactions exceeding the threshold 

limit of investments, payment, deposits or 

expenditures in a financial year of taxpayer are 

required to be filed. Presently, the following 

transactions are covered by SFT:

1.  Aggregate cash deposit for Rs. 10 lakh or 

more in saving bank account

2.  Purchases of bank drafts, pay orders, 

purchase orders or bankers cheque in cash 

for Rs. 10 lakh or more in a year

2.  Cash payment made for Fixed Deposits 

amounting Rs. 10 lakh or more in a year

3.  Purchase of any pre-paid instruments issued 

by RBI of Rs 10. lakh or more in a year

4.  Cash deposit or withdrawal amounting Rs. 

50 lakh or more in one or more current 

accounts of a person in a year

5.  Cash received for amounts exceeding Rs. 2 lakh 

for the sale of goods or rendering of services

6.  Expenditure in foreign currency via debit 

card, credit card or traveler’s cheque for the 

amount Rs.10 lakh or above in a year

7.  Payment by credit card amounting Rs.10 

lakh or above in a year

8.  Credit card bill paid in cash for Rs. 1 lakh or more

9.  Purchase or sale of immovable property of 

Rs. 30 lakh or above

10.  Mutual Fund Investment in a year of Rs. 10 

lakh or more

11.  Purchase of bonds or debentures for Rs. 10 

lakh or more in a year

12.  Purchase of shares of company through the 

public offer or right issue for Rs. 10 lakh or more

13.  Share buy-back from a person amounting 

Rs. 10 lakhs or more

The government has taken a slew of 

measures to widen and deepen the tax base 

by including few more items in SFT, as under: 

I] WIDENING THE SCOPE OF SFT
With digitalization and linking of aadhar, 

the data of the citizens is available at various 

platforms. Government is set to channelize all such 

data and link it with the income tax return of the 

taxpayers. The finance ministry has now proposed 

to expand the scope of SFT so as to access certain 

micro level transactions as well. Expanded list of 

transaction shall consist of the following items:

1.  Education-related fees and donations above 

Rs 1 lakh in a year

2.  Electricity bill of more than Rs 1 lakh in a year

3.  Domestic business class air travel or foreign 

travel

4.  Hotel bills above Rs 20,000

CA NARESH JAKHOTIA 
Treasurer- VIA

THE TAX TALK

14



5.  Purchase of jewellery, white goods, 

paintings, marble etc. above Rs 1 lakh

6.  Deposits or credits in current account above 

Rs 50 lakh

7.  Deposits or credits in non-current account 

above Rs 25 lakh

8.  Payment of property tax above Rs 20,000 

per annum

9.  Payment of life insurance premium above 

Rs 50,000

10.  Payment of health insurance premium 

above Rs 20,000

11.  Share transactions, demat account, bank lockers

Above reporting will result in enhanced flow 

of information to tax authorities. In July-2020, 

government had launched a Revised Form 

26AS (i.e. a consolidated Annual Information 

Statement (AIS) showing TDS, TCS, Advance 

Tax, IT Refund, ETC) so as to share the data with 

the taxpayers for all high-value transactions 

available with the government. This new 

additional data now proposed to be collected 

would also be made available to the taxpayers in 

Form 26AS. This would create greater onus on 

the taxpayers to comply in a voluntary manner.

II] DIFFERENT TAX RATES FOR 
RETURN FILES VS. NON FILERS

Apart from this, now differential TDS rates 

are proposed for persons who are filing their 

income tax returns vis a vis persons who are 

not filing it. The return filing has been proposed 

to be made compulsory for all those who are 

having bank transactions above Rs 30 lakh.

III] MANDATORY RETURN FILING 
FOR FEW PERSONS

Now, all professionals and businesses having 

turnover of more than Rs 50 lakh and payment 

of rent above Rs 40,000 will be mandatorily 

required to file the income tax return.

Furnishing of PAN/Aadhar would likely be 

made mandatory while carrying out above 

transactions. There is going to be some 

trouble for few taxpayers as the concept 

of beneficial vs. registered person in above 

transactions may be different. However, if used 

properly, the data will be a strong tool to plug 

the loopholes, matching the investment and 

expenditure of individual taxpayers with their 

income tax returns. The data will be available 

and used for data analysis for a reasonably 

longer period of time. These measures are 

sure to widen and deepen the tax base, 

ensure better compliance and higher revenue 

collection in the government treasury.
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Established in 2015, L&M Dryfruit 

Processing Industry manufactures an 

assortment of whole, flavoured, roasted and 

raw cashew nuts. Known for its premium 

grade products that boast a long shelf life, the 

company is headquartered in Washim, under 

the partnership of Mr. Lucky Agrawal and Mr. 

Mayur Chumbalkar. 

In a telephonic interview with Enterprise, 

Mr. Chambulkar talks about their early days 

of struggle, establishing goodwill in the 

market as a first generation entrepreneur, the 

relevance of market research and the need 

for automation in a labour-intensive industry. 

Excerpts from the interview:

With ecommerce, increased health-awareness 
and consistency in quality and availability, the 
dry fruit industry is growing rapidly in India. 
How are you preparing yourself to meet the 
requirements of an expanding market?
As consumption is increasing, we are also 

increasing our production day-by-day. Initially, 

we used to do 500 kgs per day but today we 

have increased it to a tonne.

Also, our plant was manual in the beginning. 

Now, we are slowly taking it towards 

automation. This is making us a technologically 

upgraded industry and the quality of our 

product is improving as well. 

Where are your primary markets as of today?
We cover the local markets in Washim as 

well the ones in nearby districts like Akola 

and Amravati. We started with retail based 

customers but as our production has 

increased, we have started applying the 

wholesale criteria on our marketing despite 

slightly lower margins. Outside Vidarbha, our 

material mostly goes to places like Chalana, 

Nashik and Aurangabad.

Where do you source your raw materials 
from?
Ours is a seasonal product. From March to 

May, we purchase most of the material from 

the Konkan belt. The reason being that the 

world’s best crop for cashews comes from 

Goa. For the rest of the year, we import from 

African countries like Benin and Tanzania. 

How do you manage to keep your cash flows 
going in the seasons of slump?
During summers, sales are average because 

hotels and restaurants are usually buying around 

that time. When tourism takes a hit in the rainy 

season, that's when our sales suffer. These two 

and half months are the worst. However, the 

high demands in winters make up for the losses 

and we don’t have to struggle a lot. 

These days, because of the COVID-19 

pandemic, our hotel sales are completely 

zero. Consequently, sales of our broken 

pieces cashews, which constitute nearly 20% 

of our entire production, have been halved. 

Remaining cashews are just sitting as dead 

stock. Fortunately for us, the consumption of 

whole cashews has actually increased since 

the pandemic so at least this year we can 

afford to use vacuum packing machines to 

increase the shelf life of the dead stock by a 

couple of months. 

What are the advantages of working out of 
Washim? Why did you set up your unit there?
When we set up the unit in 2014-15, cashew 

PROXIMITY TO RAW MATERIAL, MARKET 
KEY TO SUCCESS: MAYUR CHAMBULKAR
In conversation with Mr. Mayur Chambulkar - Partner at L&M Dryfruit Processing 
Industry and recipient of VIA Solar Vidarbha Udyog Gaurav Award 2019 in the 
category of the Most Promising Unit in Developing Districts (Amravati Division). 
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industry was a completely new thing in 

Vidarbha. There were a few industries in 

Nagpur but their set up was old and manual, 

without any technological upgradation. We 

studied the market and came to understand 

that most of the cashews in the region were 

being imported from Mumbai or Chhattisgarh. 

We were facing two big challenges. Firstly, 

we couldn’t buy small quantities as the cost of 

transportation was huge. Secondly, we couldn’t 

import finished cashews as their costing was a 

lot. After much research and deliberation, we 

realized that we would get really good margins 

if we were to import raw material in bulk and 

process it locally in Washim. 

See, business has a simple rule. You should 

have easy access to either the raw material or 

the market. In our research, we had discovered 

that cashew consumption is huge in Washim 

and generally in Vidarbha. With such close 

proximity to the market, we decided to make 

our unit here. 

The other advantage in working out of 

Washim is labour cost. In Nagpur, daily wages 

are close to Rs. 250-300 but here, they can 

be as low as Rs. 150. Ours is a labour intensive 

industry. However, now that we are shifting 

to automation, we are also having to scale 

up to match the costs. Additionally, the tech 

upgrades are giving us better quality outputs 

as compared to the manual processes. 

How exactly did you conclude that the cashew 
demand is huge in Vidarbha?
We started our company with retail in Washim. 

We focused on quality development and tailored 

made products to match client requirements. 

We also kept our rates competitive. We did this 

for a couple of years and eventually demand 

started increasing for our products. When 

demand rose over our capacities, we decided 

to increase our production. 

Where would you say your company is lagging 
and where can you make improvements?
I feel that somewhere our focus on our 

secondary products isn’t as much as it should 

be. See, apart from the high quality cashews 

that are used for regular consumption, there 

are several low quality rejects that find usage 

in flavourings, gravies and chocolates in the 

hotel industry. If we focus on value additions 

for these secondary products, there is a lot of 

scope for good margins there as well. 

In situations where the customer expresses 
dissatisfaction with your product quality, how 
do you respond? 
If the customer’s problem is genuine, it is our 

duty to listen to them. In such cases we collect 

feedback, verify the problem and whenever 

necessary, give immediate replacement 

on the product. If the client is faraway and 

transportation costs are not feasible, we 

compensate them for the rate difference. 

How can a first generation entrepreneur, 
without any legacy or past work, create 
goodwill in the market?
Most startups fail because they make great 

products but are unable to insert their goodwill 

in the market. The first two years of our 

company were just about this. We struggled 

a lot. There was a lot of negativity. When 

we tried to sell our material to the reputed 

wholesalers of the Akola market, they bluntly 

told us that our quotations were much higher 

than our competitors. We got a lot of feedback 

like that. Then we took a pause and tried to 

understand the market. We created gradings 

based on the feedback and then again entered 

the market with new vigour. 

We also struggled with liquidity and credit 

periods. When we started, we used to give 

30 days credit; now we have slowly brought 

it down to 8. In case there are any delays in 

the payments, we give 2 days of grace time. If 

there are any delays beyond that, we charge 

1.5% interest. 

What advice would you give to upcoming 
startups from the developing districts in 
Vidarbha?
Right now, the biggest concern for every 

industry is protecting cash flow. 

Usually what happens is that first generation 

entrepreneurs tend to focus on productions 

and don’t really look after the marketing. I 

think that it should be reversed; market study 

should be the first priority for any start up.
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https://www.facebook.com/RCPLASTO/
https://www.instagram.com/rc_plasto/
https://twitter.com/RCPlasto
https://www.youtube.com/c/RCPlastoTanksAndPipesPvtLtd
http://www.plasto.in/

