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ABOUT

MOVING TOWARDS A BOUNDARYLESS ASIA
Influential & Promising business leaders from across Asia came together at the 2nd edition of The Economic 
Times Asian Business Leaders Meet, on the 29th & 30th of November in Kuala Lumpur, Malaysia. This unique 
and exclusive gathering of the drivers behind the most successful businesses in the region has announced its 
aspiration to become the most important annual event for deliberating the course businesses need to take to 
make Asia the most thriving region for trade in the world.

Over 400 C-level executives from all across Asia and around the globe gathered to discuss trending topics 
such as digitization, disruptive technologies and innovation, the need for Asian businesses to come together, 
assertion of ASEAN as a strong regional economic body, and pondered upon ways to successfully assert Asia’s 
position as the torchbearer for taking the global economy in a positive direction.

Through a series of interactive panel discussions, unconferencing sessions for most candid exchange of ideas, 
live talks and interviews with the most influential leaders and networking meetings, the conclave provided the 
much needed platform for Asian leaders on a global scale, to voice their concerns and share best practices.



AGENDA - 2016 EDITION

14.00 - 15.30  Registration and welcome refreshments

15.30 - 15.35   Welcome address from ET Edge

15.35 - 15.50  Special Video conference address - Moving towards stronger Inter-Asian ties

   Hon. Prime Minister of India, Shri Narendra Modi

15.50 - 16.05  Chief Guest’s Address - Malaysia – Key Area and its role in Southeast Asia

   Hon. Prime Minister of Malaysia, YAB Dato’ Sri Mohd. Najib Bin Tun Haji Abdul Razak

16.05 - 16.20  Unveiling of the Coffee Table Book “Most Influentiual Leaders in Asia 2016” 

16.20 - 16.30  Meet and Greet Session

16.30 - 17.30  High Tea

17.45 - 18.45  Interactive panel discussion – The sense of belonging and why Asia must come together

   Tan Sri Dato’ Seri Vincent Tan Chee Yioun, Founder & Advisor, Berjaya Corporation, Malaysia

   K. Guru Gowrappan, Global Managing Director, Ali Baba Group

   Anson Chan, Chairman & CEO, Bonds Group of Companies

   Saleh Al Turki, Chairman & President, Nesma Holding, Saudi Arabia

   Moderator: Dato’ Johan Idris, CEO, KPMG Malaysia

18.45 – 19.30  Prayer Break

19.30 - 21.30  Cocktail Reception followed by Gala Dinner

09.00 – 10.00  Registration and Breakfast 

10.00 – 10.30   Achieving speedy growth through cooperation - Case Study from Pemandu’s work in Andhra Pradesh, India 

   Ravindran Devagunam, Director, Performance Management & Delivery Unit (PEMANDU) 

10.30 – 11.15  Panel Discussion - Challenges in making the Asian companies go global and ways around it 

   Amit Midha, President, APJ Commercial, Dell EMC, Singapore 
   A Vaidheesh, Managing Director - India and VP - South Asia, Glaxo Smith Kline, India 
   Ross Macallister, Managing Director, Head of Consulting Services, Vietnam & Cambodia, KPMG 
   Vijay Karia, Chairman & Managing Director, Ravin Group of Companies, India 
   Moderator: Srikanth Ramachandran, Founder & Executive Director, Moving Walls 

Day 1  

Day 2 



AGENDA - 2016 EDITION

11.15 – 11.45  Networking coffee break 

11.45 - 12.30  Interactive QnA Session - Responding to the challenges of continual growth 

   Saleh Al Turki, Chairman & President, Nesma Holding, Saudi Arabia 
	 	 	 Rajiv	K.	Luthra,	Founder	and	Managing	Partner,	Luthra	&	Luthra	Law	Offices	
   Dr. Jeyaindran Tan Sri Sinnadurai,  Health Deputy Director General, Malaysian Ministry of Health 
   Moderator: Dato Manikandamurthy Velayoudam, Managing Director, Sky Blue Media Sdn Bhd, Malaysia 

12.30 - 13.30  Lunch Reception 

13.30 – 14.00   Special Keynote Address - Malaysia as a preferred investment destination in Asia 

   Y.B. Dato’ Sri Mustapa Bin Mohamed, Minister of International Trade and Industry, Malaysia 

14.00 - 14.15  Unveiling of the Coffee Table Book “Most Promising Leaders in Asia 2016” and felicitation of profiled Business Leaders 

14.15 - 15.00  Interactive Panel Discussion - Future of Asia: How can it Meet Challenges of Demographic Change and Infra structure Needs? 

   Subhash C Aggarwal, Chairman, SMC Global 
   Bala Pomaleh, CEO, IPG Medibrands 
   V. Vaidyanathan, Chairman & Managing Director, Capital First

   Moderator: Neeraj Bansal, Head of ASEAN and BERC corridor, KPMG 

15.00 - 15.30  Networking Coffee Break 

15.30 - 16.30  Interactive discussion - ASEAN - Firmly establishing itself as the essential regional organization in Asia  

   H.E. Ambassador Ong Keng Yong, Former Secretary-General, ASEAN & Executive Deputy Chairman, 
   S Rajaratnam School of International Studies (RSIS) 
   Ybhg Datuk Dr. Rebecca Fatima Sta.Maria, Senior Policy Fellow, The Economic Research Institute for ASEAN and East Asia (ERIA) & 
   Former Secretary General, Ministry of International Trade and Industry - Malaysia 
   Datuk P Ravindran Palaniappan, Senior Director (Retd.), MITI ASEAN Economic Cooperation Division 
   YBhg. Dato’ Ramesh Kodammal, Chairman, Goldtex Group of Companies & Chiarman, ASEAN Indian Business Council 
   Moderator: YBhg. Dato’ Steven Wong, Deputy Chief Executive, Institute of Strategic & International Studies, Malaysia 

16.30 - 16.45  Closing remarks and end of Conclave 



17.30 – 18.25   Registration

18.25 – 18.30   Opening remarks from The Economic Times Deepak Lamba, President - TSSL and CEO, World Wide Media

18.30 – 19.30    Special Address from Senior Asian Government Representatives: Untapped opportunities to boost Intra – Asian trade

   Enhancing Regional Economic Integration Agenda

   Eliminating barriers to international trade and investment in the region

   Giving greater impetus to the sustainable and inclusive development of Asia

18.30 - 18.40    Susil Premajayantha, Minister of Science, Technology and Research, Sri Lanka 

18.40 - 18.50   Amir Hossain Amu, Minister of Industries, Bangladesh 

18.50 - 19.00    H.E Ouk Prachea, Vice Minister of Commerce, Cambodia 

19.00 - 19.10    H.E. Charles Jose, Philippine Ambassador to Malaysia 

19.10 - 19.30   Intercative Session with The Honorable Dignitaries 

    Moderator: Taneia Bhardwaj, Senior News Editior, ET Now

19.30 – 20.00   Special Address: Inspirational Business Leaders and their thoughts on Taking Asia to the Globe 

19.30 - 19.40    Malvinder Singh, Group Chairman, Fortis Healthcare & Religare 

19.40 - 19.50   Larissa Tan, CEO, Vanda Electrics 

19.50 - 20.00    GMR Rao, Group Chairman, GMR Group

20.00 – 20.30    Interactive Chat Session: The Business of Creativity 

James Law, Founder, James Law Cybertecture, Hong Kong 

Shabana Azmi, Indian Actor & Social Activist 

In conversation with Taneia Bhardwaj, Senior News Editor, ET Now

20.30 – 20.45   Honorable Prime Ministers’ Address followed by live interaction between the Leaders 
   Dato’ Sri Haji Mohammad Najib bin Tun Haji Abdul Razak, Prime Minister, Malaysia

20.45 - 21.00  Felicitation of The Economic Times Most Influential Business Leaders in Asia by the Honorable Malaysian Prime Minister

21.00    onwards Cocktail Reception followed by Sit down Dinner

Day 1 

AGENDA - 2017 EDITION



Day 2

09.30 – 10.45   Registration

10.45 – 11.00    Special Address: Energy Security in the region 

   Ajay Jain, Principal Secretary - Energy, Andhra Pradesh

11.00 - 11.15    Special Address 

   H.E Abdullah Al Darmaki, CEO, Khalifa Fund for Enterprise Development, UAE

11.15 - 11.35    Keynote Address: Enhancing collaborative efforts for greater Industrial growth in Asia 

   Datuk Seri Mustapa Mohamed, Minister for International Trade and Industry, Malaysia

11.35 - 12.00  Unveiling of the 2nd Edition of Most Promising Leaders of Asia Coffee Table Book and Felicitation of Leaders

12.00 - 12.15   Special Address followed by Live Interaction with Minister for International Trade and Industry, Malaysia 

   Shri Suresh Prabhu, Minister of Trade and Commerce, India

12.15 - 12.30    Special Address 

   Tan Sri Dr. Mohd Munir Abdul Majid, Chairman, Bank Muamalat

12.30 - 13.15   Interactive Panel Discussion: Driving global investments in Infrastructure to Asia 

Dr. Chuang Suo-Hang, Vice Chairman, Taiwan External Trade Development Council 

Vijay Karia, Chairman & Managing Director, Ravin Group of Companies 

Andrew Kinloch, Managing Director, Logie Group, Hong Kong 

Prashant Purker, MD& CEO, ICICI Ventures 

Suja Chandy, Head Investment Promotion and Facilitation, Invest India 

   Moderator: Taneia Bhardwaj, Senior News Editior, ET Now

13.15 - 14.00   Networking Lunch

14.00 – 14.45   Interactive Panel Discussion: Opportunities for collaboration in the MSME sector between ASEAN and India 

   George Barcelon, President, Philippine Chamber of Commerce and Industry 

   Mahavir Lunawat, Group Founder, Pantomath Group 

SB Mainak, Chairman, CARE Ratings 

Harshbeena S. Zaveri, Vice Chairman & Managing Director, NRB Bearings 

AGENDA - 2017 EDITION



Kim Mook-Han, Director, Department of Civil Economy Research, South Korea 

HE Ong Keng Yong, Former Secretary General, ASEAN 

Hosted and Moderated by: Dato’ Ramesh Kodamal, Chairman, ASEAN India Business Council

14.45 – 15.30   Interactive Panel Discussion: What Asia Stands to Gain from Digital Disruption 

Larissa Tan, CEO, Vanda Electrics 

DilipKumar Khandelwal, MD, SAP Labs India 

Azwan Baharuddin, Country Managing Director - Malaysia, Accenture 

Aminath Shaayan, Deputy Managing Director, PSM Media, Maldives 

Ashran Dato’ Ghazi, CEO, MaGIC 

Dato Manikandamurthy Velayoudam, Managing Director, Sky Blue Media Sdn Bhd 

Moderator: Srikanth Ramachandran, CEO, Moving Walls

15.30 - 16.00   Special Address 

Andy Xie, Leding Economist from China and World’s 50 most influential person in Economics
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SHRI NARENDRA MODI 
The Hon. Prime Minister of India

CHIEF GUEST

(via video conference)



DATO’ SRI MOHD NAJIB BIN TUN HAJI 
ABDUL RAZAK 

Former Hon. Prime Minister of  
Malaysia

CHIEF GUEST



Dato’ Sri Mustapa Mohamed 
The Hon. Minister of International 

Trade and Industry 
Malaysia

Alhaz Amir Hossain Amu 
Minister Industries

Bangladesh

GUEST OF HONOR



Susil Premajayantha
Minister of Science 

Technology and Research 
Sri Lanka

Shri Suresh Prabhu
Minister of Commerce and Industry

& Civil Aviation of India
(via video conference)

GUEST OF HONOR



H.E. Ouk Prachea
Secretary of State 

Vice Minister 
Ministry of Commerce

Cambodia

H.E. Charles Jose 
Philippine Ambassador

 to Malaysia
Malaysia

Dr. Chuang Suo Hang
Vice Chairman, Taiwan External 

Trade Development Council 
(TAITRA)

Taiwan

Mohammad Ismail Rahimi
Deputy Minister of Policy & Technical 

Affairs, Ministry of Economy 
Bangladesh
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SPECIAL GUESTS

K. GURU GOWRAPPAN
Global Managing Director
Alibaba Group

TAN SRI DATO’ SERI VINCENT
TAN CHEE YIOUN

Founder & Advisor

Berjaya Corporation, Malaysia

TONY FERNANDES
Group CEO 
Air Asia

SHABANA AZMI
Actor / Activist

YBHG.TAN SRI DATUK DR REBECCA FATIMA STA MARIA
Senior Policy Fellow
The Economic Research Institute for ASEAN and East Asia (ERIA) & Former Secretary General, Minis-

try of International Trade and Industry  Malaysia

SALEH AL TURKI
President and Chairman

Nesma Holding, Saudi Arabia

ANDY XIE
An Independent Economist based in 

Shanghai



ANNASWAMY VAIDHEESH
VP, South Asia & Managing 
Director, India

Glaxo Smith Kline, India

AMIT MIDHA
President
APJ Commercial, Dell EMC

ANSON CHAN
Chairman & CEO

Bonds Group of Companies

BALA POMALEH
Chief Executive Officer 

IPG Mediabrands Malaysia

AMINATH SHAAYAN SHAHID
Deputy Managing Director

PSM Media

SPEAKERS

AJAY JAIN

Principal Secretary – Energy
Government of Andhra Pradesh

ANDREW KINLOCH
Managing Director

Logie Group, Hong Kong

ASHRAN DATO’ GHAZI

Chief Executive Officer

MaGIC

H.E. ABDULLAH AL 
DARMAKI
Chief Executive Officer
Khalifa Fund for Enterprise
Development, UAE



SPEAKERS

DATO’ JOHAN IDRIS
CEO
KPMG, Malaysia

Y.BHG. DATUK 
DR. JEYAINDRAN 
TAN SRI SINNADURAI
Deputy Director-General of Health
Malaysia

DILIPKUMAR KHANDELWAL

Managing Director

SAP Labs India

G.M. RAO

Group Chairman

GMR Group

GEORGE BARCELON

President 
Philippine Chamber of Commerce and 

Industry

GIRIJA SHANKAR

Secretary to Chief Minister
Andhra Pradesh

HARSHBEENA S ZAVERI

Vice Chairman & Managing Director 

NRB Bearings

JAMES LAW

Founder
James Law Cybertecture, Hong Kong

LARISSA TAN

Chief Executive Officer 
Vanda Electrics



SPEAKERS

NEERAJ BANSAL

Partner, 

Head ASEAN Corridor; Building,

Construction and Real Estate 

Sector
KPMG in India

DATO’ MANIKANDAMURTHY 
VELAYOUDAM

Managing Director

Sky Blue Media Sdn Bhd, Malaysia

MAHAVIR LUNAWAT

Group Founder 

Pantomath Group

MALVINDER SINGH 
Executive Chairman 

Fortis Healthcare

MOOK HAN KIM
Director
Department of Civil Econo-
my Research, South Korea

TAN SRI DR. MOHD MUNIR 
ABDUL MAJID
Chairman
Bank Muamalat

H.E. ONG KENG YONG
Former Secretary General

ASEAN

PRASHANT PURKER
Managing Director & Chief Executive 

Officer  

ICICI VENTURES

DATO’ RAMESH KODAMAL

Chairman
ASEAN India Business Council



DATUK P RAVINDRAN

Senior Director (Retd.)

MITI ASEAN Economic 
Cooperation Division

RAVINDRAN DEVAGUNAM

Director
Performance Management & 
Delivery Unit (PEMANDU)

SPEAKERS

SRIKANTH RAMACHANDRAN
Founder and Executive Director

Moving Walls

SUBHASH CHAND AGGARWAL
Chairman and Managing Director

SMC Group

V. VAIDYANATHAN 
Founder & Chairman
Capital First

SAJITH SIVANANDAN

Managing Director
Malaysia, Philippines, Vietnam 
& Emerging Markets, Google

SUJA CHANDY
Head Investment Promotion 
and Facilitation
Invest India

VIJAY KARIA

Chairman & Managing Director
Ravin Group of Companies, India

SB MAINAK
Chairman
CARE Ratings
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DELEGATE PROFILE

Director 
18%

Executive Director
13%

Managing Director
9%

Chairman
8%

COO
10%

Chief Executive Officer
24%

CXO
18%



INDUSTRY MIX

Banking & Finance
17%

Manufacturing
23%Consumer goods

( Food & Beverage )
19%

Real Estate & Infrastructure
21%

Electrical & Electronics
8%

Heavy Industries
 ( Steel , tyre ,Cement )

5%

Oil & Gas
4%

Chemical &
Petrochemicals

3%
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CONFERENCE PROMOTION - PRINT ADS
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Further details, please contact: WhatsApp: +91 9920 481 489 |  info@et-ablc.com

CHIEF GUEST

EMINENT SPEAKERS

DATO’ SRI MOHD 
NAJIB BIN TUN 
HAJI ABDUL RAZAK 
The Hon. Prime 
Minister of Malaysia

G M RAO  
Group Chairman, GMR Group

JAMES LAW JP  
Founder, Chairman, CEO 
James Law Cybertecture

MALVINDER MOHAN SINGH  
Executive Chairman 
Fortis Healthcare &  
SRL Diagnostics  

KD RANASINGHE
Deputy Governor 
Central Bank of Sri Lanka

ANDY XIE  
An Independent Economist 
based in Shanghai

DISCUSSION TOPICS

• REALITY OR ILLUSION: A CEO’S PERSPECTIVE 
ON A FULLY DIGITAL BANK IN INDIA

• NEED OF THE HOUR: CUSTOMER ENGAGEMENT 
IN THE AGE OF A DIGITAL ECONOMY

• THE POWER OF TECHNOLOGY: PAYMENTS, 
BIOMETRICS AND MOBILE WALLETS

#etablc
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DATO’ SRI MUSTAPA 
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The Hon. Minister of 
International 
Trade and Industry, 
Malaysia
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Chairman
Bank Muamalat

LARISSA TAN
CEO
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Malay Mail
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30 Nov. 2017
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New Straits Times 
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Sin Chew Daily
30 Nov. 2017

The Malay Mail
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You have a consistent
track record of exploring
the unknown and tasting
success with differentiat-
ed content. What would
you put this down to?

The fear of the unknown
really eggs me on, to ex-
plore new directions and
basically enter unchartered
territory as much as possi-
ble. For me, in the content business, it
boils down to breaking new ground,
new ideas, thoughts, new directions;
which helps me cover a lot of distance
because in today's age it's all about con-
tent that catches attention. 

We at Endemol Shine India, were the
first ones to bring blockbuster hits like
Bigg Brother in India 10 years ago and
it instantly caught on with the Indian au-
dience. Fear Factor: Khatron Ke Khiladi
too was the first Indian dare reality game
show on Indian television: we have also
recently reinvented the music space by
bringing in global hits like The Voice
India and The Voice India Kids. This year
we also the saw the launch of
MasterChef India in a brand new avatar.  

We are constantly delving into some-
thing big and innovative with all our
shows be it reality TV, Fiction or on the
digital front. Even with films, we first pro-
duced Warriors, which was a mixed mar-
tial arts film in the sports entertainment
genre which was then customised into a
big Bollywood blockbuster Brothers. We
have also produced the critically ac-
claimed Teen which was adapted from
the Korean film Montage. We have also
reached various regional markets across
India with many of our shows and today
it is one of the biggest revenue markets
for us. We took this leap of faith almost
five years before the market was ready;
whereas our competitors are only ex-
ploring these market now.

We have also produced Big Brother
China in India using our existing facilities
which recognises our ability to produce
world class content within limited budg-
ets. We aim to promote India as a
Production Hub for Asian countries and
thus encourage the "Make In India" con-
cept.    

Endemol Shine boasts an impressive
array of content, including Bigg

Boss, MasterChef India,
The Voice and much
more. What are the key
attributes that you look
for when evaluating any
given content?

Endemol Shine India is a
content driven company
and we believe in catering
to audiences across all age
groups. The first and the

most important thing we look for when
we are evaluating any content is an
emotional connect with our audience.
We are the only producers with the size
scale and bandwidth to operate across
7 different markets in India. We have
produced international formats like
'Deal or No Deal', 'Minute to Win It',
'Million Pound Drop' and 'Big Brother'
successfully in multiple languages and
markets. 

The second attribute being that the
format or concept of the show cannot
be easily replicated in the Indian con-
text by any of our competitors. 

Endemol India has emerged as one
of India's largest TV production com-
panies in a relatively short span of
time. What would you put this
growth story down to?

Constant innovation, a focus on cre-
ating differentiated and disruptive pro-
gramming, a great team who can adapt
international blockbusters to the India
context and a fantastic international cat-
alogue of over 600 revenue generating
formats is why Endemol Shine India to-
day is one of the biggest players in the
content production space and has
steadily emerged as a market leader. 

Endemol Shine India are the pioneers
in bringing differentiated content to
India. We have also ventured in to cre-
ating content for Digital with shows like
'It's My City' with Priyanka Chopra' and
we are currently developing a new show
with Nimrit Kaur. We are the one of the
only producers that are creating content
for all screens including the Film, TV and
Mobile. We have produced over 6,000
hours of content in 7 languages in a
span of 10 years i.e. Non-Scripted -
~4,030 hours of content in Hindi,
Bengali, Malayalam, Tamil, Telugu and
Kannada and Scripted - ~2,050 hours
of content in Hindi and Marathi.

�ne of the most important eco-
nomic phenomena that our gen-
eration has been witnessing is the

emergence of Asia as an economic force
on the global arena. Over the past
decade,Asia has been home to some of
the world's fastest-growing economies
and can now boast of major contribu-
tions to global growth. This clearly estab-
lishes the region as a predominant play-
er of the world economy,
with China flexing its eco-
nomic might and other
Asian countries such as
India, UAE, Singapore and
Saudi Arabia also demonstrating strong
growth. As such, the region's ascendancy
in the global economy is likely to contin-

ue with regional businesses
making their impact felt
worldwide.

With regional co-opera-
tion getting further established, The
Economic Times brought together icon-
ic and upcoming leaders of Asia Inc.under

one roof at the inaugural edition of The
Economic Times Asian Business Leaders
Conclave, which saw theheadsof the
most successful corporations in the re-
gion deliberate the course businesses
need to take as they seek to make Asia
the business hub of the world.     

ALL EYES ON ASCENDANT ASIA 
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From a merchandise trading
company to a leading group
with diversified interests, the
BEXIMCO Group has come a
long way. Tell us a bit about the
company's evolution and
growth.

The BEXIMCO Group recog-
nized the impending advantages
of a populace economy with a
highly motivated, trainable low
cost labor force.  We made in-
vestments to serve Bangladesh's
greatest resource, its people, in
such industries as pharmaceuti-
cals, ceramics, textiles/garments,
banking and engineering and
construction.  As Bangladesh has
developed and matured, so have

we, keeping pace with
its needs and to meet
the demands of its
growing economy.
Indeed, we have used
our expertise in export-
ing world-class gar-
ments to create Yellow
- a retail apparel brand
coveted by the country's
middle class.    We have diversi-
fied into media and communica-
tions (satellite subscriber televi-
sion and Independent TV and
newspaper).  And we are now fo-
cused on energy (LPG and power
generation) to ensure that the
country continues its prolific
growth.

The Group's mantra is
to take Bangladesh to
the world, and the
Group has a strong
overseas presence.
What was the driving
force and rationale
behind the Group's
concerted strategy to
tap global markets?

As the world became "flat", the
BEXIMCO Group was poised to
take advantage of the globalization
of the world economy.   We knew
that for us to succeed, we had to
invest both in our human re-
sources and industries to create
world-class companies that would
be able to compete. Our facilities

produce ceramics for Royal Dalton
and Wedgewood and clothes for
PVH and Zara - indeed our inno-
vative textile apparel industrial park
with its design center is a leading
example of name brand clothiers
coming to us for one stop shop-
ping.  And recently Beximco
Pharmaceuticals obtained ap-
proval from the US Food and Drug
Administration and is now manu-
facturing drugs for sale in the
United States market. We are
proud to say that we are "Taking
Bangladesh to the World." 

In your own words, how would
you say the BEXIMCO Group
impacts and contributes to the
wider development of
Bangladesh?

BEXIMCO and Bangladesh

were born around the same time
and have grown up together.
Bangladesh is an economic tiger,
one of the 3 fastest growing
economies in the world with 6%
real GDP growth.   While we can-
not take credit for Bangladesh's
success (that belongs to its peo-
ple), we believe we have con-
tributed to its success by invest-
ing in the people.  The BEXIMCO
Group employs over 60,000 peo-
ple and as exemplified above, has

made investments in sectors 
(financial and industrial) to en-
sure that our greatest resource,
our people continue to be gain-
fully employed with better train-
ing, superior management and
better skills.  We are now em-
barking in new sectors such as re-
newable and thermal energy and
LPG, all of which will require a
greater level of expertise for our
people, something that we will be
proud to deliver.

This is a time for integration
Read through some excerpts from the Hon.
Prime Minister of India, Shri Narendra Modi's
inaugural speech at the The Economic Times
Asian Business Leaders Conclave

�he leaders of ASEAN
countries have led ef-
forts for better integra-

tion among the countries of
the region.This initiative to
bring the business leaders of
Asia together is therefore
very timely.I have said on
many occasions that the
21stcentury is the century of
Asia.Asia where there are
hands to work, homes to
consume and heads have
the humility to learn. Despite
unfavourable and uncertain
global economic environ-
ment, the growth prospects
of the Asian region have
been a ray of hope.

India is currently witness-
ing an economic transfor-
mation.It is not only one of
the fastest growing large
economies in the world. It is
also marked by initiatives
centered aroundease of do-
ing business, making gover-
nance transparent and effi-
cient and reducing
regulatory overburden. The
outcomes of our efforts are

visible from India's global
rankings on various indica-
tors.

This is a time for integra-
tion, and integration cannot
happen without openness.
India has always been open
at the heart.Now, at the level
of economy also, we are
among the most open and
integrated economies.We
welcome those who are not
there in India so far.I person-
ally assure you that I shall be
there when you need
me.India is not only a good
destination; it is always a
good decision to be in India.

An empire built on differentiation 

�his landmark Conclave
brought together
many of Asia's fore-

most business leaders to
discuss ways to ensure that
the region remains the
most thriving centre for
trade in the world. 

I am glad that it is taking
place here. For by choosing
Malaysia as the venue, this
Conference is recognising
that from manufacturing, to
distribution, to technical ex-
pertise in the services sec-
tor, this country offers op-
portunities and capabilities
across the value chain.
Whether investors want
Malaysia to be their target
market, or to set up here to
take advantage of our being
a regional gateway, compa-
nies and individuals will find
so many opportunities
upon their arrival here.

It has often been said that
the 21st century is set to be
the Asian Century. That is as

it should be. The centre of
gravity of power, population
and prosperity has long
been shifting eastwards,
and it is right that we should
take responsibility for, and
control of, our own des-
tinies. We need to take the
next steps. To forge stronger
inter-Asian ties. To capitalise
on what we have in com-
mon. To learn from each
other, to share best prac-
tices and seek new ways of
collaborating to the benefit
of all.

Taking Bangladesh to the world
Shayan Rahman (Director, BEXIMCO Group) talks of how 
the Group made giant strides on the global stage

	 From left to right: From left to right: Datuk Johan Idris (Managing Partner, KPMG in Malaysia);
Saleh Ali Al-Turki (President and Chairman, Nesma Holding Company); Guru Gowrappan (Global

MD, Ali Baba, China); Tan Sri Dato' Seri Vincent Tan Chee Yioun (Founder & Advisor, Berjaya
Corporation, Malaysia) and Anson Chan (Chairman and CEO, Bonds Group of companies)

Deepak Dhar (MD and CEO, Endemol Shine India)
speaks with us about his unorthodox route to success

Read through excerpts from the Hon. Prime
Minister of Malaysia, YAB Dato' Sri Mohd.
Najib Bin Tun Haji Abdul Razak, inaugural
speech at the The Economic Times Asian
Business Leaders Conclave

The 21st century is set to be
the Asian Century

		 The Asian market is growing exponentially,
and skillful, collaborative management is need-
ed to ensure that Asia enhances its competi-
tiveness on the world stage. Now more than
ever, it is critical for captains of government and
industry to collaborate and work towards a
stronger and economically independent, but
not isolated Asia, and The Economic Times

Asian Business Leaders Conclave fills this modern-day need.
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THE STAR,
MALAYSIA



As one of India's fastest
growing business groups,
what is Ravin's USP that helps
it stand out in the global
arena?

In the commercial world, the
consumer and supplier is slowly
but surely turning towards
"Transactional accounts" rather
than "relationship accounts". 

However, in the area of industri-
al products that we are in, where
products are to be precisely de-
signed/engineered and then man-
ufactured, tested and approved,
our USP is "relationship accounts".
It takes a long time to make an ac-
count, and if that is not nurtured, it
can break easily. Hence the foun-
dation for such relationships has to
be very strong and have the ability
to stand the test of time. We have a
set of solid customers who are with
us for more than 30-40 years. This

kind of longevity comes from hon-
esty, transparency, high levels of
customer centricity and highest
standards of product quality and
service.

Moreover, we understand the
dynamics of the market, and the
technological changes that are oc-
curring across the world. And we
are at the forefront of spurring these
changes, which means that we are
assuming a leadership position in
most of the spheres in the Electrical
world.

We are seeing Energy being re-
placed with Electricity, mobility be-
ing replaced with Electro mobility,
Thermal and Fossil being replaced
with Renewable, and have thus
structured ourselves from a single
vertical about a decade ago, to 5
verticals, viz Electrical cables,
Renewable Energy EPC services
with specialization in tracker sys-

tems for solar plants, Extra High
Voltage EPC Projects and special-
ized services, Specialized Power
Equipments like online moisture
removal systems for transformers,
and retail electrical products. Thus
we are present across the entire
spectrum and this helps us gain fur-
ther traction with customers.

We try and focus on Technology
first, and then follow the triple A sys-
tem, i.e. Affordability, Availability
and Accessibility. 

We understand that India and
now the global arena is focused on
Price, and we have to bring in the
best products with most effective
prices. The industry operates on
wafer thin margins, and so we have
to use our 7 decades of expertise
on the technology front to bring in
some new and sustainable prod-
ucts all the time. We are proud of
this.

In today's globally connected
economy, how does a platform
such as this help deepen eco-
nomic and national ties?

Globally connected economy
means one where there is a con-
nection, and such platforms help
create and nurture that connection.

You put a face to the business, and
this helps in growing the business.
This is a platform where the most
influential and important business
leaders who have been the change
leaders and solution providers in
their respective fields share their vi-
sion of not only a resurgent Asia,
but the entire globe, and their ideas
on how to drive the growth in the
world economy. 

As this platform involves closed
door discussions amongst leaders
from various industries across Asia,
solutions for immediate business
challenges can be sought after on
a real time basis. There is a potential
to ramp up cooperation in trade
and investment. We have seen this
in the Conclave.

Further, the growth prospects of
the ASEAN region discussed will act
as a ray of hope despite the uncer-
tain and volatile economic envi-
ronment.  Such platforms when or-
ganized at a time when the world
economy has been impacted by
several global events such as the
Brexit and US presidential polls, it
has the potential to gather and
bring about solutions to world chal-

lenges.  A resilience to recover from
a precarious global economic situ-
ation is the mood we could sense. 

From the perspective of benefit-
ing India, it can be added that at a
time when India is on the path to
transformation by stepping up on
the ease of doing of business, is
working hard on making the gov-
ernance practices more transpar-
ent and reducing regulatory restric-
tions, such a platform helps India
broadcast its changes to a receptive
and captive international audience
on various aspects.  

This unique gathering saw the
who's who behind some of the
most successful businesses in
the region come together. As
Power Partner of the event,
could you tell us about your
thoughts on the inaugural edi-
tion of The Economic Times
Asian Business Leaders
Conclave?

First of all, the event was Power
Packed, with Prime Ministers of
India and Malaysia addressing the
Conclave, and exchanging
thoughts on how to proceed. As we

start talking ideas, issues start dis-
appearing. This was the maiden
event of Economic Times outside
of India, and was not only very well
organized and attended but
thoughts were also frankly ex-
changed. 

As Hon Prime Minister Modi
rightly mentioned in his special ad-
dress, India's relationship with
ASEAN is a key pillar of our foreign
policy and business relations. As we
seek to make Asia the business hub
of the world, this conclave has acted
as a gateway for many prospective
business collaborations that not
only India as an economy, but the
entire ASEAN would benefit from.  

Openness for integration was
witnessed, and as India is becom-
ing one of the most transparent but
liberalized and fastest growing
economies across the globe, the
discussions held and the outcomes
perceived has been very encourag-
ing for our country. This will further
strengthen FDI inflows and more
importantly technology inflows in
India. This also creates a platform
for industry to find new partners
across the globe.

AN ET EDGE INITIATIVE
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Could you shed some light for us
about the beginnings of GTL, and how
it began as a company, the outlook
and how it's come to this point?

GTL began almost about 35-36 years
ago when I was hardly 16 and traveled to
Singapore. I went to meet a friend of my
father because I needed some pocket
money when I went there so he gave me
some 100 odd dollars and I saw him send
a fax message from one end to another.
And that fascinated me, it was magical to
me. 

We created an Internet data backbone
network before it was even normal to do
so. We were the first ones to provide e-
mail and Internet connectivity in the
country way back in 1996. We had a com-
pany called Global e-Commerce that al-
lowed internet connectivity to corporates
and banks. 17 years ago, we monetized
that business for the value of $1.2 billion
and when we did that we recognized and
realized that the whole evolution that's
happening in cellular is actually going to
go places provided the access to Internet
and mobile phone is made easy and the
only way that could happen was a prolif-
eration of fiber and towers throughout
the country. 

So we started building the towers and
managing the towers and maintaining the
towers. That's how we started the busi-
ness initially but over the years we recog-
nized that owning these towers as a neu-
tral and independent player could mean
that other people who received licenses
could end up using it and sharing it. 

Throughout this entire journey of
more than 3 decades, is there one
particular moment that you might
look back at as a pivotal moment? 

Looking back, recognizing the need
for data explosion going back all the way
to 1994 really fueled our success. As I told
you, we monetized this business way,
way later. And the money that we raised
out of that monetization is what we de-
ployed in building towers and other
things. 

This revolution in India has seen many
entrepreneurs and many successful com-
panies emerge in the last thirty years. And
this change has impacted everybody's life.
An ordinary person who doesn't under-
stand anything about technology is fully
benefited from using these innovations.
Today, a farmer sitting in his village can
see the crop rates in Mumbai. That is a
fundamental change that's come about.
That is the achievement for entrepreneurs
like us. 

In your opinion, what has driven the
success of GTL as a group? 

The key to GTL's success, and I take
great pride in saying this, is that as a com-
pany we have always been hugely cus-
tomer focused and always worked in a
most competitive arena. 

From 30 years ago to now providing in-
frastructure to a Vodafone, or a Bharti
Airtel or an Idea or an R-Com or an R-Jio,

we have been at the forefront of the
whole change. So adopting to these
changes and remaining hugely focused
on the periphery has helped us. Today,
you have a lot of electronics or what we
call access or last minute connectivity at
your disposal thanks to companies like
GTL. I'm not saying that we're the only
one. I'm saying that there are many other
players, but I believe that we have played
a very important role in that revolution
over the last 3 decades.

You've charted an entrepreneurial
journey for more than three decades
now. From then to now, how has your
leadership style evolved? 

Over the years what I have learnt is
being a leader is about actually feeding
into other people's aspirations.
Somebody like me who operates in a
technologically fierce and competitive
arena depends on the people in our com-
pany. My people are the ones who pos-
sess the knowledge. My job is to harness
their knowledge, my job is to bring them
together, my job is to get them attracted
to a common goal or an objective. And at
the same time, feed into their aspirations.
And those aspirations are not just finan-
cial, at times they are also emotional. 

Everything about leadership is not just
about money, or benefits or this and that.
There's a lot more that people expect. I
think one of my biggest learnings in that
respect has to be that as I make that jour-
ney, I am also dealing with thousands of
people's aspirations, their emotional and
financial expectations. Living up to that is
the major challenge that I face. I think
that's what gets me going really passion-
ately. 

To round things off, we'd like your
take on how you view success.

To me, the measure of success is not
just economical. You really have to be
open to understanding, you have to be
focused on creativity, innovation and risk-
taking and above all, as you do this jour-
ney, to enjoy yourself.

Powering through to new heights 
talks to us about the

evolution of the Ravin Group and his plans to fuel the next wave of the nation's growth

You have a consistent track record of
exploring the unknown and tasting
success with differentiated content.
What would you put this down to? 

The fear of the unknown really eggs
me on, to explore new directions and ba-
sically enter unchartered territory as
much as possible. For me, in the content
business, it boils down to breaking new
ground, new ideas, thoughts, new direc-
tions; which helps me cover a lot of dis-
tance because in today's age it's all about
content that catches attention.  

We at Endemol Shine India, were the
first ones to bring blockbuster hits like
Bigg Brother in India 10 years ago and it
instantly caught on with the Indian audi-
ence. Fear Factor: Khatron Ke Khiladi too
was the first Indian dare reality game
show on Indian television: we have also
recently reinvented the music space by
bringing in global hits like The Voice India
and The Voice India Kids. This year we
also the saw the launch of MasterChef
India in a brand new avatar.   

We are constantly delving into some-
thing big and innovative with all our
shows be it reality TV, Fiction or on the
digital front. Even with films, we first pro-
duced Warriors, which was a mixed mar-
tial arts film in the sports entertainment
genre which was then customised into a
big Bollywood blockbuster Brothers. We
have also produced the critically ac-
claimed Teen which was adapted from
the Korean film Montage. We have also
reached various regional markets across
India with many of our shows and today
it is one of the biggest revenue markets
for us. We took this leap of faith almost
five years before the market was ready;

whereas our competitors are only ex-
ploring these market now. 

We have also produced Big Brother
China in India using our existing facilities
which recognises our ability to produce
world class content within limited budg-
ets. We aim to promote India as a
Production Hub for Asian countries and
thus encourage the "Make In India" con-
cept.     

Endemol Shine boasts an impressive
array of content, including Bigg Boss,

MasterChef India, The Voice and much
more. What are the key attributes that
you look for when evaluating any giv-
en content? 

Endemol Shine India is a content driv-
en company and we believe in catering
to audiences across all age groups. The
first and the most important thing we
look for when we are evaluating any con-
tent is an emotional connect with our au-
dience. We are the only producers with
the size scale and bandwidth to operate
across 7 different markets in India. We
have produced international formats like
'Deal or No Deal', 'Minute to Win It',
'Million Pound Drop' and 'Big Brother'
successfully in multiple languages and
markets.  

The second attribute being that the for-
mat or concept of the show cannot be
easily replicated in the Indian context by
any of our competitors.  

Endemol India has emerged as one of
India's largest TV production compa-
nies in a relatively short span of time.
What would you put this growth sto-
ry down to? 

Constant innovation, a focus on cre-
ating differentiated and disruptive pro-
gramming, a great team who can adapt
international blockbusters to the India
context and a fantastic international cat-
alogue of over 600 revenue generating
formats is why Endemol Shine India to-
day is one of the biggest players in the
content production space and has steadi-
ly emerged as a market leader.  

Endemol Shine India are the pioneers
in bringing differentiated content to India.
We have also ventured in to creating con-
tent for Digital with shows like 'It's My City'
with Priyanka Chopra' and we are cur-
rently developing a new show with Nimrit
Kaur. We are the one of the only produc-
ers that are creating content for all
screens including the Film, TV and Mobile.
We have produced over 6,000 hours of
content in 7 languages in a span of 10
years i.e. Non-Scripted - ~4,030 hours of
content in Hindi, Bengali, Malayalam,
Tamil, Telugu and Kannada and Scripted
- ~2,050 hours of content in Hindi and
Marathi. 

Towering above all 
We engage Manoj Tirodkar (Chairman, GTL Infrastructure) in a candid
conversation as he talks us through a 3 decade journey that sees him
at the vanguard of the telecom revoltion

>> The Asian market is growing exponentially, and skillful, collaborative manage-
ment is needed to ensure that Asia enhances its competitiveness on the world
stage. Now more than ever, it is critical for captains of government and industry to
collaborate and work towards a stronger and economically independent, but not
isolated Asia, and The Economic Times Asian Business Leaders Conclave fills this
modern-day need.

, PRESIDENT, TIMES STRATEGIC SOLUTIONS LTD.

As written by Karan Karayi Letters may be addressed to 
Karan.Karayi@timesgroup.com

An empire built on differentiation 
Deepak Dhar (MD and CEO, Endemol Shine India) speaks with us about
his unorthodox route to success 

Endemol Shine India is a content
driven company and we believe
in catering to audiences across
all age groups. The first and the
most important thing we look
for when we are evaluating any
content is an emotional connect
with our audience.

We created an Internet data
backbone network before it
was even normal to do so. We
were the first ones to provide
e-mail and Internet
connectivity in the country way
back in 1996.

ver the past decade, 
Asia has been home to 
some of the world’s 
fastest-growing econo-

mies and can now boast of 
major contributions to global 
growth. Indeed, the region’s 
ascendancy in the global 
economy is likely to continue 
with regional businesses 
making their impact felt world-
wide.

In an effort to foster regional 
bonhomie, The 
Economic Times 
brought together 
iconic and upcom-
ing leaders of Asia 
Inc. under one roof in Malaysia 
as the heads of some of the 
most successful corporations 
in the region convened to chalk 
out the broad roadmap for 
progress for the Asian region. 
As a nod to the significance of 
the occasion, the Prime 
Minister of Malaysia, Dato’ Sri 

Najib Razak, inaugurated The 
Economic Times Asian 
Business Leaders Conclave 
and the Prime Minister of India, 
Narendra Modi, delivered an 
address via videoconferencing 
to give the Conclave a rousing 
start.

The landmark two day event 
saw the inaugural of a coffee 
table book, The Economic 
Times Most Promising 
Business Leaders of Asia, 

which was 
unveiled by Y.B. 
Dato' Sri Mustapa 
Bin Mohamed, 
Minister of Interna-

tional Trade and Industry, 
Malaysia. This book that 
celebrated the achievements 
of some of the most mercurial 
entrepreneurs spread through-
out the Asian region, all of 
whom have broadened the 
horizons of their respective 
industries.

Some of the business leaders 
whose achievements were 
immortalized in the book 
included Albert Yeung 
(Emperor Group, Hong-Kong), 
Amit Midha (Dell EMC, 
Singapore), Anson Chan 
(Bonds Group of Companies, 
Hong Kong), Arvind Vohra 
(Gionee, India), Balaji Rao 
(Venky's, India), Chander 
Agarwal (TCI Express, India), 
Deepak Dhar (Endemol, India), 
Dr. Alok Roy (Medica Hospitals, 
India), Dr. S Vasudevan (Ozone 
Group, India), Gaurav Dalmia 
(Dalmia Group, India), Goh 
Siang (Karex Berhad, Malay-
sia), Karan Adani (Adani Port & 
SEZ, India), Kong Chong Soon 
(United Overseas, Malaysia), 
Manish Doshi (Envision 
Scientific, India), Manoj 
Tirodkar (GTL, India), Mostafa 
Kamal (Meghna Group of 
Industries, Bangladesh), 
Nawab Shahji Ul Mulk (Mulk 

Holdings, UAE), Nitin Khanna 
(MergerTech), PNC Menon 
(Sobha Developers, UAE), 
Primus Cheng (Prima Food, 
Singapore), Rajiv Kumar (DS 
Group, India), Rajiv Luthra 
(Luthra & Luthra Group, India), 
Rakshit Desai (Flight Centre 
Travel Group Australia, India), 
Rupak Barua (Amri Hospitals, 
India), Shayan F Rahman 
(BEXIMCO Group, Bangla-
desh), Subhash C. Aggarwal 
(SMC Group, India), Suneeta 
Reddy (Apollo Hospitals 
Group, India), Tang Hsiang-
chien (Dalian Wanda Group, 

Hong-Kong), V Vaidyanathan 
(Capital First, India), Vijay Karia 
(Ravin Group, India), Vijay 
Shekhar Sharma (PayTm, 
India), Vishwamani Tiwari 
(Prabhat Telecom, India) and Y 
Rajeev Reddy (Country Club, 
India). 

The Economic Times Asian 
Business Leaders Conclave 
created a differentiated 
platform for leaders to  come 
together and discuss the most 
pertinent issues that Asia faces 
today, leaving no stone 
unturned to keep Asia in the 
ascendancy.

> Tan Sri Dato' Seri Vincent Tan Chee Yioun (Founder & Advisor, Berjaya Corporation, Malaysia), 
Deepak Lamba (President, Times Strategic Solutions), YAB Dato’ Sri Mohd. Najib Bin Tun Haji Abdul 
Razak (Hon’ble Prime Minister of Malaysia), T.S. Tirumurti (High Commissioner, High Commission of 
India, Malasyia) and Vijay Karia (Chairman & Managing Director, Ravin Group)

“We all know technology is changing 
society, be it education, business, 
healthcare or beyond. Today, we have 
8 billion connected devices. By 2030, 
this will be 200 billion. As the devices 
we use become more powerful, it is 
fueling the changes we experience 
and creating a new type of society.”
-Amit Midha, President, APJ 
Commercial, Dell EMC, Singapore
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Gionee, as a brand, has seen its
profile grow by leaps and bounds
over the last few years. Talk us
through this explosive growth.
>>

The Indian mobile phone indus-

try is a highly fragmented and
competitive one, and Gionee has
carved out a niche for itself in it.
What attributes would you put
this success down to?
>>

Gionee has built its reputation off
a steadfast commitment to per-
formance, design and innovative
features. What can we expect
from Gionee in the near future?
>>

Taking Bangladesh
to the world 
SHAYAN RAHMAN (DIRECTOR, BEXIMCO GROUP)
TALKS OF HOW THE GROUP MADE GIANT STRIDES
ON THE GLOBAL STAGE

Banking on solid relationships 

What is the Dalmia legacy made
of?
>>

You are a pioneer in private equi-
ty. How did it start? 
>>

You have the courage to be con-
trarian. Tell us about your strate-
gy. 
>>

You have seeded many funds.
How has that strategy worked?
>>

What's your magic formula?
>>

Many sophisticated investors
seem to invest alongside you. 
>>

Tell us about your international
investments. 
>>

What do you wish you had learnt
early?
>>

What advice would you give to
your children?
>>

Invested in success 

With the market dynamics
constantly changing, stum-
bling upon the right formula
to delight customers is a
challenge. What is Prabhat
Telecom's recipe for success
in this scenario?
>> 

The telecom sector as such is
booming in India, and
Prabhat Telecom stands out
as one of the more innova-
tive players. Can you shed
some light on growth and ex-
pansion plans?
>> 

Skill India, Digital India and
Make in India are major
thrust areas for the govern-
ment, and Prabhat Telecom
is doing a lot in this space.
Can you tell us more about
your initiatives in this space?

>> 

Drawing up digital dreams 

From a merchandise trading
company to a leading group
with diversified interests, the
BEXIMCO Group has come a
long way. Tell us a bit about the
company's evolution and
growth.
>> 

The Group's mantra is to take
Bangladesh to the world, and
the Group has a strong over-
seas presence. What was the
driving force and rationale be-
hind the Group's concerted
strategy to tap global markets?
>> 

In your own words, how would
you say the BEXIMCO Group 
impacts and contributes to 
the wider development of
Bangladesh?
>> 

With its diverse interests, BEX-
IMCO has a lot to look forward
to, but could you tell us in a nut-
shell about the Group's future
growth plans?
>> 

SMC Global’s rise to prominence can be traced back to the 
savviness of its top management
Talk us through SMC Global’s 
story and its rise to promi-
nence. What would you say are 
the key factors behind this suc-
cess?
>> SMC Global, with their con-
viction and understanding of the 
Financial world, have earned the 
trust of their clients. We, S C Ag-
garwal, Chairman and Managing 
Director and Mahesh C Gupta, 
Vice Chairman and Managing 
Director of SMC Group, strongly 
feel that honesty, transparency 
and fairness in the business has 
helped SMC grow as one of the 
best players in the industry.

Both of us have clear philoso-
phies- transparency, integrity and 
honesty. These three mantras 
have helped us rise to the level 
where we are today. Besides, our 
staff, family and acquaintances 
have been a great support.’

Both of us didn’t realize how 
our friendship grew. One day, 
over a cup of tea, while we were 
discussing our backgrounds, we 
realized that we both belonged 
to Haryana and both came from 
a place near Narnaul, District Ma-
hendergarh. Our villages were 
also close by.

Thereafter, we cleared our CA 
exams together, both intermedi-
ate and finals. Interestingly, we 
scored similar marks in the ex-
ams. During our studies, we had 
decided that we will open a CA 
firm and practice together. We de-
cided on this even before qualify-
ing. Furthermore, it was set that 
even if one of us did not clear the 
exams in one go, our partnership 
will continue. Luckily, we both 

qualified and went into practice 
in 1981; we continued with it till 
1990 which was doing well at that 
point in time.

Around this time, membership 
to the Delhi Stock Exchange was 
available under the professional 
quota. We took the member-
ship; this marked our entry into 
the world of exchange. It was a 
very tough decision for us as af-
ter putting in a lot of hard work, 
we had established our practice 
and were taking a risk by getting 
into an all new business avenue. 
Secondly, we had realized that a 
CA practice was a personalized 
service. It would have been diffi-
cult to expand beyond a point. We 
couldn’t delegate much as the cli-
ent sought personal presence. 

Honoring our commitments 
was the turning point; our broker-
age went up manifold around this 
time and funds started flowing in 
like never before.

Brand building is critical for 
the success of any product 
or service. How did you’ll go 

about building a brand to dif-
ferentiate yourselves from 
your peers?
>> We believe that our client ser-
vice-focused business model have 
earned us a strong reputation 
and brand recognition through-
out India. We are well positioned 
to capitalize on this opportunity 
given our product breadth, strong 
brand and presence both inter-
nationally and domestically. We 
plan to continue to selectively 
explore opportunities for strategic 
partnerships and acquisitions that 
complement our product and ser-
vice offerings and strengthen our 
brand, grow our client base and 
increase revenue.

We compete on the basis of a 
number of factors, and our com-
petitors may have advantages 
over us, including but not limited 
to substantially greater financial 
resources, longer operating his-
tory than us in certain of our busi-
nesses, greater brand recognition 
among consumers or a larger cli-
ent base than us.

India’s population is becom-
ing more aware of the need to 
invest and grow their wealth, 
SMC Global Online finds itself 
staring at a great opportunity 
for growth. What plans do you 
have for future growth?
>> As one of the leading financial 
services companies providing bro-
king, distribution of mutual funds 
& IPOs, Insurance Broking, NBFC 
Financing, Mortgage in India, Real 
Estate & Wealth Advisory, NRI & 
FPI services, Investment bank-
ing and Alternative Investments, 

we believe our ability to identify 
emerging trends in the Indian fi-
nancial services sector and create 
business lines and service offer-
ings around those trends has 
given us a competitive edge over 
other less diversified participants 
in the industry. We believe our ar-
ray of products and services ena-
bles us not only to attract new cli-
ents who seek a comprehensive 
financial services platform, but 
also to cross-sell multiple offer-
ings, thus building stronger rela-
tionships with our clients.

We have an extensive reach 
through a broad distribution net-
work which enables us to offer 
our products and services in more 
than 550 cities across India and 
abroad, and is further comple-
mented by our online and mobile 
trading solutions.

Our technology platform also 
integrates real-time market data 
and research reports as well as 
built-in compliance controls for 
risk management. In addition, 
sub-brokers have access to our 
in-house research and data ana-
lytics platform, and training and 
marketing facilities, which col-
lectively enhance their ability to 
serve clients.

We have developed a highly 
efficient and scalable operating 
model which allows us to con-
tinue to grow with limited ad-
ditional capital expenditures. We 
plan to supplement our growth 
by continuing to pursue strategic 
alliances and joint ventures.

Based on your rich experience, 
what advice would you give to 
someone yet to begin their en-
trepreneurial journey?
>> We would advise entrepre-
neurs to fulfill their commitments 
and ride on the path of honesty, 
integrity and dedication with cli-
ent centric approach because ‘Cus-
tomer is King’ in today’s market. 
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Asia stands at a critical 
juncture in its history, 
faced with an unprec-

edented opportunity for 
transformation, innovation 
and growth. Just as the re-
gion’s prosperity over the 
past several decades has been 
driven by its engagement 
with the world, so too will its 
future prosperity. 

Over the past decade, Asia 
has been home to some of  the 
world’s fastest-growing econ-
omies and can now boast of  
major contributions to global 
growth. The numbers bear it 
out; in 1990, Asia’s share in 
world GDP in real US$ pur-
chasing power parity (PPP) 
was 23.2%. Forecasts by Ox-
ford Economics put Asia’s 
share at nearly 45% by 2025.

In the words of  Tagore, 
“You can’t cross the sea mere-
ly by standing and staring at 
the water.” And so it has been 
with these torchbearers of  
Asia’s economic spring. The 
Economic Times Promising 
Business Leaders of  Asia 
showcases a leadership col-
lective that has powered 
Asia’s ascendance, bringing 
it to the forefront of  the glob-

al economic consciousness. 
The feats of  these leaders 

were immortalized in an ex-
clusive coffee table book, The 
Economic Times Most Prom-
ising Business Leaders of  
Asia, which was unveiled by 
H.E. T.S. Tirumurti, Indian 
High Commissioner to Ma-
laysia and the hon’ble Y.B. 
Dato’ Sri Mustapa Bin Mo-
hamed, Minister of  Interna-
tional Trade and Industry, 
Malaysia.

The centre of  gravity of  
power, population and pros-
perity has long been shifting 
eastwards, and as epitomized 
by these leaders, it is time we 
cohesively chart a course for 
the next high-impact growth 
trajectory.

Some of  those recognized 
included 
n Andrew Kinloch, Chair-

man, Logie Group
n Arun Lakhani, CMD, 

Vishvaraj Infrastructure
n Ashran Dato’ Ghazi, 

CEO, MaGIC
n Capt. BVJK Sharma, 

JMD & CEO, JSW Infra-
structure

n Dr. R. Varadarajan, 
Founder Principal, Na-
tional Education Society 
and Saraswati Vidya 
Bhavan

n Dr. Suborno Bose, Chief  
Mentor & Chairman, In-
ternational Institute of  

Hotel Management Group 
Worldwide

n H.E Abdullah Al Dar-
maki, CEO, Khalifa Fund 
for Enterprise Develop-
ment

n Irfan R Memon & Asif  
R Memon, MD & JMD, 
Olivia

n MP Ahammed, Chair-
man, Malabar Gold

n Raju Bista, MD, Surya 
Roshni

n Rakesh Markhedkar, 
MD, Vikran Engineering 
& Exim

n Sajith Sivanandan, MD, 
Google (Malaysia, Viet-
nam, Philippines & 
Emerging Markets)

n Sunil Pathare, Chair-
man & MD, VIP Clothing

n V. Senthilkumar, MD, 
Propel Industries

n Tapan Singhel, MD & 
CEO, Bajaj Allianz Gener-
al Insurance

Under your stewardship, 
Bajaj Allianz General In-
surance has embraced 
digital innovations such 
as telematics and digital 
branches in a big way. 
What was the thinking 
behind this strategy?
>> In the earlier days, one 
had an option to do some-
thing later. But now, with 
digitization increasing the 
reach and pace of  business, 
the time frames have 
shrunk and later may be 
too late! As a customer ob-
sessed company, Bajaj Alli-
anz GIC has always been 
committed to make innova-
tive changes using digitali-
zation so as to deliver the 
best its customers. 

From being the first In-
dian Insurer to issue poli-
cies online, to taking insur-
ance to a customer’s door-
step through our digital 
initiatives, we have al-
ways been deft at provid-
ing smooth insurance 
solutions to our cus-
tomers, leveraging 
technology. The 
launch of  telematics 
through DriveSmart 
– is one of  such sev-
eral bold initiatives 
of  the company. 
Drive Smart is In-
dia’s first Telematics 
based motor insur-
ance service offering, 
intended to promote 
safe driving and re-
ward good driving be-
haviour. 

The modern evolved 
customer seeks personal-
ized solutions from service 
providers in all purchase 
aspects. They expect year 
round communication from 
the insurers, and want 
them to offer additional 

benefits which go beyond 
the usual services. Off  late, 
the insurance industry too 
has seen a noticeable im-
pact in insurance consump-
tion by leveraging technol-
ogy. Today, technology has 
made the entire experience 
of  insurance, right from de-
cision making to purchas-
ing and even settling of  
claims, hassle free and in-
stantaneous for customers. 

Bajaj Allianz GIC has 
further pioneered several 
tech based 
initiatives 
like chat-
bot to ena-
ble fast 
and time-
ly query 
m a n a g e -
ment. We 
have 

also introduced Blockchain 
based technology to reverse 
claim settlement scenario 
by being proactive in noti-
fying and settling customer 
claims. To further boost the 
image of  insurance, it is 
imperative for us to inno-
vate continuously and im-
bibe latest technological 
advancements to offer sim-
ple, customizable and digi-
tally integrated solutions to 
our customers. This con-
stant evolution has always 
been our winning formula, 
one that gives us an edge 
over all the other brands! 

We wish to be the Gen – C 
of  insurers where we do 
not surface only at the time 
of  paying claims but are 
out there – connected with 
our customers, proactively 
guiding and communicat-
ing with them, 24*7!

You have steered 
the company to-
wards being one of  
the top industry 
players that is 
turning profits 
c o n s i s t e n t l y. 
What’s your suc-
cess mantra for 
doing so?
>> Bajaj Allianz 
General Insurance 
has always strived 
to provide its cus-
tomers with the 
best insurance so-
lutions. Despite 
this being a price 
sensitive market, 
the company 
never compro-
mised on the 
services it had to 
offer its custom-
ers, always deliv-

ering value for 
money. Being pru-

dent at its underwriting 
norms, the company has 
constantly derived profits 
out of  its core business. It 
has followed a multi-
pronged distribution strat-
egy and ensured its pres-
ence in the remotest cor-
ners of  the country through 
the various channels of  in-
surance distribution rang-
ing from Agency, Banca to 
having digital presence 
through its virtual offices. 

As a company we have 
always been obsessed to-
wards being a great place to 
work for along with being 
the best for our customers 
and shareholders. We have 
always tried to be out there 
for our customers, reaching 
out to them in every means 
possible. Insurance being a 
promise sold on a piece of  
paper, the claims scenario 
is usually the moment of  
truth for any consumer. 
Hence, we have always en-
sured to differentiate our 
claims settlement processes 
by offering seamless solu-
tions through our several 
market first initiatives. 

From being the first ones 
to establish in-house claims 
settlement teams to today 
deploying latest technolo-
gies such as blockchain that 
proactively settle claims 
before an insured is aware 
of  the claims scenario – we 
have kept the consumers 
the centre of  all our initia-
tives. During the various 
calamities that the country 
has faced, ranging from the 
Mumbai floods to the flash 
floods of  J&K, the company 
has ensured timely help 
and support to the ag-
grieved customers. Being a 
complex financial tool, we 
also run several social me-
dia campaigns, blogs and 
content cycles to demystify 
insurance for the masses. 

All our energies are now 
focused towards redefining 
the claims settlement pro-
cess for our customers, 
making it as hassle free as 
possible. We believe that a 
happy customer’s reviews 
are our strongest asset – the 
greatest marketing strategy 
above anything else!

ASIA’S PRoMISInG BUSInESS LEADERS TooK 
CEnTERSTAGE AS THESE CHAnGEMAKERS 
WERE LAUDED foR THEIR ACHIEVEMEnTS

AN ET EDGE AND OPTIMAL MEDIA SOLUTIONS INITIATIVE, A DIVISION OF TIMES INTERNET LIMITED, CIRCULATED WITH THE ECONOMIC TIMES, ALL INDIA AN ADVERTORIAL PROMOTIONAL FEATUREMONDAY, MARCH 5, 2018

The ‘Lead’ story 

‘Huge responsibility towards 
everything you have built’ 

‘It is imperative for us to 
innovate continuously’ 
Tapan Singhel talks about change being the 
only constant in his success story

India holds the distinc-
tion of  having some of  the 
youngest citizens any-
where globally, and under 
your leadership Amway 
India is actively looking 
to help Indian youth un-
leash their potential to 
fuel India’s growth mo-
mentum. Tell us a bit 
more about how you 
spearheaded this.
>> India is one of  the most 
progressive economies and 
is providing stewardship 
and thought leadership on 
global issues. The burgeon-
ing young workforce in In-
dia will soon be the largest 
and youngest the world has 
ever seen. At the same time, 
it is a vast nation which is 
amidst a massive wave of  
urbanization, which also 
posts challenges with 13 Mn 
people joining the workforce 
every year. 

Entrepreneurship is the 
way to spur the economic 
growth in the country and 
bring opportunities to com-

munities. As a nation, we 
need to focus on job creation, 
enhance the MSME sector 
contribution to at least 50% 
and also build competencies 
along with alternate busi-
ness models including push 
towards Direct Selling. We 
truly believe that the direct 
selling industry has a lot of  
potential. 

The Industry is poised to 
grow from INR 7,200 Cr to 
65,000 Cr by 2025 deploying 
more than 18 Mn people with 
60% being women. The in-
dustry is expected to touch 
1% of  the population of  the 
country and is a key enabler 
for economic activity in the 
country. The Direct Selling 
Industry also contributes to 
women empowerment - 
More than 60 % of  Amway 
direct sellers in India are 
women.

Youth comprise a big 
chunk of  India’s population. 
They are strikingly optimis-
tic about their future, are 
quickly becoming the big-

gest demographic segment 
in the workforce. Their 
strong networks, collabora-
tive culture and deep desire 
to learn to make them a per-
fect fit to take-up entrepre-
neurship as a career by 
choice. They are making 
their mark in every sphere 
of  life and entrepreneurship 
is no different. Young entre-
preneurs are not only shap-
ing the Indian economy, they 
are redefining it. 

A recent study conducted 
by Nielson for Amway India, 
indicated that over 60 per-
cent of  Indian youth consid-
er entrepreneurship as a 
good prospect for earning 
livelihood. Several initia-
tives by the Government like 
‘Start-Up India’ have moti-
vated many young entrepre-
neurs to implement their 
ideas, thereby increasing 
the number of  jobs in India. 

Amway has aligned itself  
strongly to the Government 
of  India’s target of  integrat-
ing entrepreneurship profi-

ciency into the current so-
cial and education system of  
the country via numerous 
programs. We are witness-
ing a positive trend with 
more and more young people 
joining the Amway busi-
ness. We will continue to fo-

cus our efforts towards em-
powering budding entrepre-
neurs, and promoting entre-
preneurship in the country.

You’ve picked up the ba-
ton with respect to en-
couraging entrepreneur-

ship across society. Talk 
to us about the philosophy 
underlying this approach.
>> Amway was founded 
nearly 60 years ago on the 
spirit of  entrepreneurship 
and is committed to creating 
opportunities for people who 

seek to be entrepreneurs. We 
are always striving to deliv-
er great brands and products 
to our committed direct sell-
ers. In line with our vision 
of  helping people live better 
lives, we take immense pride 
in being able to provide en-
trepreneurial opportunities 
across the globe by empow-
ering millions of  people; in 
India too we have empow-
ered more than 550,000 di-
rect sellers and more than 60 
% of  our direct sellers are 
women.

India continues to be a 
land of  opportunities offer-
ing excellent scope for those 
who want to turn entrepre-
neurs, it is well positioned 
for an entrepreneurial trans-
formation. Amway will be 
completing 20 successful 
years of  its operations in In-
dia in 2018 and has emerged 
as the largest direct selling 
FMCG Company in India.  
To promote and facilitate en-
trepreneurship in the coun-
try & globally, we have cre-

ated an annual property 
Amway India Entrepreneur-
ship Report (AIER) since 
2014. 

Amway provides compre-
hensive training programs 
to help the aspiring entre-
preneurs to understand the 
nuances of  starting the busi-
ness, empowers and edu-
cates them to enhance their 
productivity. Annually we 
organize more than 18,000 
training sessions for our di-
rect sellers. Recently, we 
partnered with IIM Calcutta 
to provide our select direct 
sellers very focused entre-
preneurship and leadership 
training.

We firmly believe in the 
spirit of  entrepreneurship 
and have an inherent under-
standing of  how it helps in 
spurring the economic 
growth of  countries. We will 
continue to focus our efforts 
towards empowering bud-
ding entrepreneurs, and pro-
moting entrepreneurship in 
the country.

‘Young entrepreneurs are redefining the Indian economy’ 

 As Asia continues to develop and innovate abundantly, it 
has gained more influence on a global scale. This rapid 
growth also offers numerous business opportunities which 
need to be tapped strategically, as evinced by a select cross-
section of leaders. The achievements of these leaders will 
serve as a benchmark to aspire to, spurring others to reach 
similarly lofty heights.

Team ET Edge

The Economic Times Most Promising Business Leaders of  Asia was unveiled by H.E. T.S. Tirumurti, 
Indian High Commissioner to Malaysia and Y.B. Dato’ Sri Mustapa Bin Mohamed, Minister of  
International Trade and Industry, Malaysia.

What are nRB’s Key Dif-
ferentiators that have 
transformed the company 
in the past few years?
>> Disruptive innovation is 
our biggest strength. NRB is 
constantly coming up with 
friction solutions that focus 
on sustainability: offering 
higher fuel efficiency whilst 
improving performance and 
life of  the vehicle. Creative 
disruption combined with 
some of  the best software 
and test bench equipment 
and proprietary copyrighted 
design software drives our 
research and product devel-
opment.

This approach enables us 
to get nominations, pass 
tests and secure orders for 
some of  the most prestigious 
and innovative vehicles in 
the world. Our products 
drive performance and life, 
and grow our business. Our 
approach is an unconven-
tional strategy of  launching 
a new product into the 
world’s most discerning ge-
ographies and most reputed 
car, truck and tractor cus-

tomers, and leading ancil-
liaries. 

NRB is the David challeng-
ing Goliaths from the tech-
nology standpoint, keeping 
all employees on their toes. 
This includes Research and 
Development, brand build-
ing, staying abreast of  con-
stantly evolving technolo-

gies and creating customer 
friendly processes, and train-
ing all team members to be 
aligned with this goal. 

What are your dreams for 
the India of  tomorrow?
>> I dream of  an India that 
reduces poverty and discrim-
ination, and gives high qual-
ity affordable education op-
portunities to all. I feel every 
women leader is a role model 
and motivates other women 
by proving that women can, 
indeed succeed in a man’s 
world. Life is very hard for 
those with few opportunities 
and neither easy nor fair, 
and we must support and en-
courage them to rise to the 
challenge, and not give up.

As an entrepreneur, how 
do you balance your work 
and home chores, as well 
as work-life balance?
>> I am passionate about all 
I do and don’t believe that 
leaders can have balance. I 
feel that talking about your 
challenges with your chil-
dren makes them hard work-

ing and motivated. I didn’t 
spend any time socialising 
while my children were 
growing up and gave all my 
time to my work and to them. 

It is critically important as 
a woman in India to priori-
tise and focus on what mat-
ters the most. As important, 
I believe, is sharing your 
dreams and passions with 
family, and carrying them 
along. My husband and I 
rarely travelled for work at 
the same time when the chil-
dren were young and the 
children had a routine. They 
would rest when they came 
home from school so that we 
could stay awake together 
late into the night while they 
studied by my side and I com-
pleted my work assignments. 

I didn’t live in a joint fam-
ily so it was difficult but my 
mother and mother in law 
supported me during the day. 
My mother in law is a great 
believer that women should 
be independent and is very 
proud of  my achievements, 
like my mother and my hus-
band. 

What are the business 
mantras you have em-
braced as you sought to 
establish your success 
story?
>> In the past, real estate 
was treated with a consid-
erable amount of  suspicion 
and apprehension by the 
wider public due to the lack 
of  regulatory oversight and 
a large number of  unscru-
pulous developers who of-
ten took buyers’ money and 
either delivered poor quali-
ty final products or, in 
many unfortunate circum-
stances, failed to deliver at 
all. The industry was cry-
ing out for ethical, depend-
able and transparent devel-
opers and I am proud to say 
that Prestige was at the 
forefront of  that revolution, 
and has set many bench-
marks since. 

Over the years, real es-
tate has grown into a boom-
ing industry with several 

big players who have 
changed the face of  the in-
dustry. Today, the Govern-
ment recognizes the fact 
that the real estate and con-
struction sector can turn 
the uncertain economy 

around and also contribute 
towards the GDP of  the 
country. In addition, the 
real estate industry has 
grown to become one of  the 
strongest drivers of  em-
ployment in the country.

The Prestige Group was 
one of  the first developers 
in Bangalore, and can be 
credited as one of  the main 
players to change the sky-
line of  the city in the last 
three decades. Today, our 
esteemed patrons turn to 
the Prestige Group for their 
residential and commercial 
needs with no hesitation or 
anxiety about whether we 
will deliver on our promis-
es. A home is one of  the 
most precious assets that a 
person invests in, in their 
lifetime and today, home-
buyers aspire to buy Pres-
tige homes, given that 
brand ‘Prestige’ has gained 
the reputation of  being one 
of  the most trusted and as-

pirational brands in the 
country.

The Prestige Group is re-
nowned for their strong 
focus on driving innova-
tions across their pro-
jects. In your opinion, 
what is the source of  in-
spiration driving this?
>> It is important to be self-
motivated.  At a certain 
point of  time in your life, 
you realize that you are no 
longer working for yourself. 
You are responsible for a 
huge team. I call it the spi-
der’s web, and once that 
web is woven, there is no 
escape. You have a huge re-
sponsibility towards every-
thing you have built. There 
is a need to continue that 
momentum, and simultane-
ously adapt and innovate to 
the times. It is crucial to be 
perceptive to your custom-
er’s needs and create a suit-
able product accordingly. 

Ethicality, accountability and responsibility have formed the 
bedrock of  Irfan Razack’s edifice of  excellence

Irfan Razack  
CMD, Prestige Group

‘We’re a David among Goliaths’
Pugnacious and persistent, Harshbeena Zaveri’s success has been 
defined by her ability to overcome the odds

Harshbeena Zaveri 
Vice Chairman & MD 

NRB Bearings

Tapan Singhel  
MD & CEO,  

Bajaj Allianz  
General Insurance

Anshu Budhraja 
expounds on his 

philosophy of  
unleashing  

young India’s 
entrepreneurial 

energy

Anshu Budhraja,  
CEO, Amway India
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W e are very excited about de-
velopments in India are 
positive about the future 

potential of the country.We are mak-
ing a lot of investments in IT and 
across digital frontiers in India. These 
are just examples of the close rela-
tions between India and Malaysia and 
one of the highlights of the visit of the 
Prime Minister in April was the signing 
of a number of MOU’s valued at USD 
$ 5 billion. 

My ministry has been tasked with 
following up on these MOU’s, and it is 
our desire to see the full implementa-
tion of these MOU’s. It is challenging, 
but we look forward to the realization 
of these MOU’s. I would like to echo 
the sentiments of the Indian High 
Commissioner; the policies and re-
forms implemented by PM Modi have 

gained a lot of traction, with India be-
ing one of the fastest growing major 
economies in the world.However, the 
potential for trade remains unexploit-
ed and this one area where we should 
continue to work closely together.

AN ET EDGE INITIATIVE

O ver the past decade, 
Asia has been home 
to some of  the 

world’s fastest-growing 
economies and can now 
boast of major contribu-
tions to global growth. The 
numbers bear it out; in 
1990, Asia’s share in world 
GDP in real US$ purchasing 
power parity (PPP) was 
23.2%. Forecasts by Oxford 

Economics put Asia’s share 
at nearly 45% by 2025.

Building on the success-
ful launch of the inaugural 
edition of the Economic 
Times Asian Business 
Leaders Conclave, the 2017 
edition will act as a melting 

pot for thought leaders, gov-
ernments and business 
leaders to further the cause 
of greater economic inte-
gration between emerging 
and leading countries in the 
region. As a nod to the sig-
nificance of the occasion, 
the Hon’ble Prime Minister 
of Malaysia, Dato’ Sri Najib 
Razak, inaugurated The 
Economic Times Asian 

Business Leaders Conclave.
One of the most impor-

tant economic phenomena 
that our generation has wit-
nessed has been the emer-
gence of Asia from the shad-
ows of the West, and the 
conclave offereda differenti-
ated platform for leaders to 
come together and discuss 
the most pertinent issues 
facing Asia today.

GUEST OF HONOR ADDRESS

In an effort to foster regional bonho-
mie, The Economic Times brought 
together iconic and upcoming lead-

ers of Asia Inc. under one roof in Ma-
laysia to chalk out the broad roadmap 
for progress for the Asian region. 

The landmark two day event saw 
the inaugural of a coffee table book, 
The Economic Times Most Promising 
Business Leaders of Asia, which was 
unveiled by H.E. T.S. Tirumurti, Indian 
High Commissioner to Malaysia and 

the hon’ble Y.B. Dato' Sri Mustapa Bin 
Mohamed, Minister of International 
Trade and Industry, Malaysia. This 
book that celebrated the achieve-
ments of some of the most mercurial 
entrepreneurs spread throughout the 
Asian region, all of whom have broad-
ened the horizons of their respective 
industries.

The business leaders felicitated at 
the event included Andrew Kinloch, 
Chairman, Logie Group; Arun Lakhani, 

Chairman & MD, Vishvaraj Infrastruc-
ture; Ashran Dato' Ghazi, CEO, MaGIC; 
Capt. BVJK Sharma, JMD & CEO, JSW 
Infrastructure; Dr. R. Varadarajan, 
Founder Principal, National Education 
Society and Saraswati Vidya Bhavan; 
Dr. Suborno Bose, Chief Mentor & 
Chairman, International Institute of 
Hotel Management Group Worldwide; 
Devendra Kumar Vyas, CEO, �SREI 
Equipment Finance; H.E Abdullah Al 
Darmaki,CEO, Khalifa Fund for Enter-

prise Development; Irfan R Memon & 
Asif R Memon, MD & JMD, Olivia; MP 
Ahammed, Chairman, Malabar Gold; 
Raju Bista, MD, Surya Roshni; Rakesh 
Markhedkar, MD, Vikran Engineering & 
Exim; Sajith Sivanandan, MD, Google 

(Malyasia, Vietnam, Phillipines & 
Emerging Markets); Sunil Pathare, 
Chairman & MD, VIP Clothing; V. Sen-
thilkumar, MD, Propel Industries; and 
Tapan Singhel, MD & CEO, Bajaj Allianz 
General Insurance.

Changemakers all 

“We are making investments 
across digital frontiers in India” 

As written by Karan Karayi � Letters may be addressed to Karan.Karayi@timesgroup.com

Having been in 
Malaysia for nearly 4 
years, I have seen 
Indo-Malaysian rela-

tions growing from 
strength to strength. I am 
particularly happy to 
note that our two coun-
tries now have a synergy 
in a range of areas and 
have no doubt that 
Malaysia and India are 
stabilising factors in the 

region and will play an important role in promoting re-
gional and international peace, prosperity and security.
H.E. T.S. Tirumurti
INDIAN HIGH COMMISSIONER TO MALAYSIA

Delivering his Guest of 
Honour address via video-
conference, Suresh Prabhu 

set the tone for the discussions 
of the day, stating, “India is very 
closely connected with ASEAN 
and it is my firm belief that trade 
between Asia and India has tre-
mendous scope. The market 
must work along with con-
cerned stakeholders to generate 
demand at all levels of develop-
ment and value chain.”

ASIA’S MOST EXTRAORDINARY CHANGE-MAKERS 
CONVERGED AT THE SECOND EDITION ECONOMIC TIMES 

ASIAN BUSINESS LEADERS CONCLAVE

Putting Asia 
on the map

>> As Asia continues to develop and innovate 
abundantly, it has gained more influence on a 
global scale. This rapid growth also offers nu-
merous business opportunities which need to 
be tapped strategically. The 2nd edition of the 
Asian Business Leaders Conclave saw govern-
ment, business, and thought leaders converge 
to frame strategic reforms and ties that will 
cement Asia's position as the new engine of 
global growth.

ET Edge - SPEAK:
DEEPAK LAMBA, PRESIDENT, 
TIMES STRATEGIC SOLUTIONS LTD.

W  ith its deep historical and 
cultural linkages, India and 
Malaysia have built a 

strong and friendly relationship for 
the ages. Peace has become ever-
more the norm in the region, but the 
big challenge is that we all work to-
gether to ensure the integration of 
our individual economies, a critical 
factor if we are to become a signifi-
cant world market.

The Asian Business Leaders Con-
clave has become a platform for con-
nectivity beyond India and Malaysia 
to also cover ASEAN and South Asia, 
and I hope that it will continue to ex-
pand in the future. Malaysia is India's 
gateway to ASEAN and beyond, lev-
eraging on the strong links between 
the two countries. Since 1998, India 
has been Malaysia's largest export 
destination in the South Asian region 
and over the last decade trade has 
increased by more than four-fold. In-
dia is currently Malaysia's 10th larg-
est trading partner, and India is also 

currently Malaysia's 20th largest in-
vestor, with total investments worth 
US$2.31 billion.

On the other hand, Malaysia is 
ranked 21st largest foreign investor 
in India and second largest from 
ASEAN. The strategic partnership es-
tablished between the two countries 
in October 2010 has built upon the 
traditionally close relationship and 
taken it to the next level by infusing it 
with even greater dynamism.

Malaysian entrepreneurs and 
companies are now engaged in tak-
ing advantage of the huge economic 
and investment opportunities in In-
dia, particularly in infrastructure. As 
part of the Regional Comprehensive 
Economic Partnership, Malaysia and 
India will be part of an area that con-
tains nearly 50 per cent of the world's 
population and accounts for nearly 
40 per cent of the global trade.

So both countries are not just pre-
pared, but also determined to take 
Asia to the globe.

“Malaysia is India's 
gateway to ASEAN 
and beyond” 
Dato' Sri Haji Mohammad Najib bin Tun Haji 
Abdul Razak, Prime Minister, Malaysia, talks 
of the growing strength of Indo-Malaysian ties 
across a range of spheres

Datuk Seri Mustapa Mohamed, Minister for 
International Trade and Industry, Malaysia, offers 
his thoughts on growing Indo-Malaysian ties

The Economic Times Most Promising Business Leaders of Asia 
celebrated the achievements of a select cross-section of Asia Inc.

T he images of Asia that of-
ten springs to mind when 
discussing it are the jag-

ged silhouettes of Hong Kong, 
Singapore’s modernity, or 
Shanghai’s industriousness. 
However, challenges stil l 
abound for this developing re-
gionwith the Asian Develop-
ment Bank, Asia needs to in-
vest $1.7 trillion per year in 
infrastructure until 2030 to 
maintain its growth momen-

tum, tackle poverty, and re-
spond to climate change. 

The rise of urbanization 
across Asia represents a formi-
dable challenge as the sheer 
speed of this migration has 
exacerbated the issues of 
Asia’s cities, and solutions that 
deliver multimodal mass tran-
sit systems and efficient power 
grids are now seen as an im-
perative for socio-economic 
development. Equally of im-

portance is the need to over-
haul existing infrastructure, an 
expensive affair when it might 
be more prudent to invest in 
the infrastructure of tomor-
row, lest we push today’s tra-
vails onto the shoulders of to-
morrow’s generation. 

This era of globalization is 
blurring boundaries and driv-
ing nations closer together 
than ever before, and in light of 
this challenging backdrop, pol-

icymakers are turning to Public 
Private Partnerships (PPPs) as 
a possible panacea. Emerging 
technologies, evolving con-

struction methods and mor-
phing demographics continue 
to shape and impact the re-
gions infrastructure priorities 

and processes. Thus, it is vital 
that we demonstrate flexibility 
in adapting to these testing 
times of change. 

The opportunity resting on Asian infrastructure 
Asia’s ability to remain economically prominent will rest on 
how its infrastructure shapes up in the years ahead

Giving Intra – Asian trade a fillip 

“Bangladesh has come a long way since independence in 
1971; we have made significant progress in eradicating pov-
erty, improving health and so on. As a region, we need to fo-
cus on building economic corridors and fostering greater 
economic integration in order to achieve our goal of sustain-
able growth and development. Asia has a shared vision of 
socio-economic development, and we need to work closely 
together to realize it.”

AMIR HOSSAIN AMU
MINISTER OF INDUSTRIES, BANGLADESH

“Despite threats to global trade, such as 
protectionism, Asia must commit to 
aligning its development objectives 
with the vision of an Asia that has deep-
er economic integration, greater trade 
liberalization and a development mod-
el that is inclusive and sustainable. “

H.E OUK PRACHEA
VICE MINISTER OF COMMERCE, CAMBODIA

“Enhancing regional cooperation is of the utmost impor-
tance. We have to identify the barriers to international trade 
and investments so that we can give a greater impetus to 
sustainable, inclusive development across Asia. As Asians, let 
us achieve our common goals by working togetherto realize 
the dream of regional prosperity.”

SUSIL PREMAJAYANTHA
MINISTER OF SCIENCE, TECHNOLOGY AND RESEARCH, SRI LANKA

The Economic Times 
Power Couple of Asia

EMINENT LEADERS 
TAKE CENTRESTAGE

Javed Akhtar and Shabana Azmi were 
felicitated as The Economic Times 
Power Couple of Asia by the Hon’ble 
Prime Minister of Malaysia, Dato' Sri 
Haji Mohammad Najib bin Tun Haji 
Abdul Razak

GM Rao (Group Chairman, GMR Group), Larissa Tan 
(CEO, Vanda Electrics), Malvinder Mohan Singh 
(Executive Chairman , Fortis Healthcare) and Tony 
Fernandes (Group CEO, Air Asia) were felicitated as 
‘The Economic Times Most Influential Business Leaders 
in Asia’ by the Hon’ble Prime Minister of Malaysia, Dato' 
Sri Haji Mohammad Najib bin Tun Haji Abdul Razak

Left to right: Prashant Purker, MD& CEO, ICICI Ventures; Suja Chandy, Head Investment Promotion and Facilitation, 
Invest India; Andrew Kinloch, Managing Director, Logie Group, Hong Kong; Vijay Karia, Chairman & Managing 
Director, Ravin Group of Companies; Dr. Chuang Suo-Hang, Vice Chairman, Taiwan External Trade Development 
Council; and session moderator: Taneia Bhardwaj, Senior News editor, ET Now’

Government leaders from across Asia offered their thoughts 
on how to foster greater regional economic integration

Internet stocks are up 8% this year, but I believe that 
what’s going on now (with cryptocurrencies) is a 

huge bubble residing with the global bubble we’re in 
now. Today, we’re living in the greatest bubble in history, 
one that is US $ 100 trillion in worth. That’s much bigger 
than what we saw in 2007. Nothing much has changed 
since 2008 except for governments stimulating econo-
mies. There’s a reason behind everything that’s going 
on; globalization has created a lot of tension, which 
hasn’t been addressed with proper reforms. Rather, it 
has been met with just a stimulus. The failure of central 
banks to focus on asset inflation has led to rising in-
equality on the back of mistaken stimuli when its global-
ization that is keeping inflation down.”

Andy Xie
LEADING ECONOMIST FROM CHINA AND 

WORLD’S 50 MOST INFLUENTIAL PERSON IN ECONOMICS

LEADER SPEAK

What I can say for a 
fact is that entrepre-
neurship in the Arab 
world is a very diffi-

cult task, so transforming 
that mindset takes a lot 
of effort. In the last cou-
ple of years, I have been 
fortunate enough to be 
working with organiza-
tions that promote 
SME’s across industries. 
This is particularly true 

since SME growth is very much the backbone of robust 
economic growth.
H.E Abdullah Al Darmaki
CEO, KHALIFA FUND FOR ENTERPRISE DEVELOPMENT, UAE

Today, we are living 
in an interconnect-
ed, globalized world 
fueled by technolo-

gy. The economic inter-
dependence of econo-
mies also gives rise to 
uncertainties, with the 
ripple of economic 
events across the globe 
also felt here in Asia. The 
world is at the beginning 
of a digital revolution, 
and we are going digital 

at an exponential rate. Ours is a technology dominated 
world where technological disruptions are changing our 
lives. 
GM Rao
GROUP CHAIRMAN , GMR GROUP

60% of the world’s 
population resides 
in Asia; that’s a little 
over 4.3 billion peo-

ple. Over the last several 
decades, favorable de-
mographic mixes have 
certainly been a huge 
advantage for Asian na-
tions. But in order to 
continue to move ahead 
and propel that growth, 
it is imperative that our 
population remains 

healthy and our people productive in order to maximize 
our GDP growth.”
Malvinder Mohan Singh
EXECUTIVE CHAIRMAN , FORTIS HEALTHCARE

The opportunities 
ahead of us are 
mind-boggling. 
From a technologi-

cal viewpoint, technolo-
gies like electric vehicles 
and AI are helping en-
hance human lives. On 
the other hand, there 
are challenges in terms 
of reaching out to peo-
ple in the lowest sec-
tions of society across 

the world. Building sustainable, inclusive infrastructure 
is essential for ensuring Asia is able to fulfil its economic 
potential.
Vijay Karia
CHAIRMAN & MANAGING DIRECTOR 
RAVIN GROUP OF COMPANIES

“In this age of digital 
media, people 
sometimes forget 
that the best way to 

get to know people and 
network is through 
physical meetings. 
Nothing beats the physi-
cal presence of getting 
to know each other and 
platforms such as this 
will make the world a 
smaller place, offering 
Indian leaders a chance 

to interface with Malaysian and ASEAN leaders, which 
I’m a big believer in.” 
Tony Fernandes
GROUP CEO, AIR ASIA

SHRI SURESH PRABHU
MINISTER OF TRADE AND 

COMMERCE, INDIA
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Sustainability is a major 
focus area for Greenply In-
dustries. What has driven 
the company’s pursuit of  
living up to the ‘green’ in 
its name?
>> Being a responsible or-
ganization, Greenply is com-
mitted to embrace sustaina-
ble business practices as a 
core business strategy. Our 
business practices will not 
only provide a solution for 
environment problems, it 
will also create a balance be-
tween technology and the 
environment. We are mind-
ful of  using our natural re-
sources effectively and en-
deavor to have the lowest 
possible carbon footprint of  
consumption. 

We are the first in the in-
dustry to gain carbon  
credits  under UNFCC  
framework for Bio-Mass 
consumption and avoidance 
of  carbon usage. We are pro-
moting large scale clonal 
plantations of  fast growing, 

short-rotation species on 
marginal and degraded 
farm lands (that can be re-
plenished) to meet our long-
term raw material require-
ment. Our manufacturing 
facilities are ISO 14001, 18000 
and OHSAS certified. 

In your opinion, what have 
been the defining factors 
shaping your and Green-

ply Industries success over 
the years?
>> Our continuous efforts 
towards achieving excel-
lence in what we do, has 
helped us gain a significant 
position in the thriving Indi-
an economy. We are a partner 
of  choice for many office and 
home builders. Greenply 
markets the most compre-
hensive portfolio of  residen-
tial and commercial prod-
ucts. Our esteemed clients 
trust us by unfolding their 
vision to us, and we bestow 
the trust bestowed on us by 
converting their dreams into 
reality.

Quality control is an inte-
gral part of  our production 
process with extensive qual-
ity testing measures being 
put in place to ensure that 
requirements of  type and 
grade match the most strin-
gent international stand-
ards. 

Most importantly, we be-
lieve in putting our custom-
ers first and hence we work 
towards delivering the best 
products to our customer. 
The Indian market is full of  
diverse preferences, various 
income levels, and regional 
spread. Focusing on the cus-
tomer, is our focal point. We 
accomplish this by constant-
ly addressing the existing 
gaps with the simple philoso-
phy of  connecting fashion to 
interiors through our wide 
range of  product portfolio. 
Our products are manufac-
tured with a minute eye on 
quality. All this holds us in 
good stead, in these changing 
times.

'We're looking to create a  
sustainable success formula'
Smart, sustainable and elegant, Shobhan Mittal’s consumer connect 
has never been stronger, driving Greenply on to lofty heights

With infrastructure spend-
ing on the rise across India, 
how is Propel Industries 
poised to take advantage of  
this opportunity?
>> Recognizing the infra-
structure growth in India, 
Propel Industries had started 
increasing the capacity of  the 
machines three years back.  
As the scale of  infrastructure 
projects are becoming bigger, 
Propel has developed large 
machines capable of  produc-
ing upto 1000 tons of  aggre-
gates per hour, a total of  72 
equipment covering medium 
and bigger segments.  We are 
also doubling our manufac-
turing capacity which will be 

operational from mid of  next 
financial year.

Specifically for the Road 
sector, Propel has launched 
250-350 TPH Mobile Track 
Mounted processing plants 
with dual power capabilities. 
These versatile machines can 
be moved and deployed with-
in a short time period.  As the 
Infrastructure Industry in-
creasingly demands rapid 
execution, these machines 
will prove to be a boon for this 
sector.

As the river sand has been 
depleted, Propel has engi-
neered technology to produce 
M-Sand of  IS 383 (1970) Zone 2 
grading Standards.  All over the world, M-Sand has proved 

to be better than river sand in 
improving the strength of  
concrete and durability. Pro-
pel is the fastest growing com-
pany in the M-Sand and 
plastering sand arena in In-
dia.  Propel has been provid-
ing eco-friendly water 
recycling solutions, reducing 
the water consumption and 

wastage.
Excellent after sales ser-

vice and training of  opera-
tors has been a key aspect in 
Propel's success story and we 
are further enhancing our 
service infrastructure and 
training capabilities. We are 
investing in R & D and auto-
mation which will facilitate 
in reducing man power re-
quirement for our customers.  

If  you had to pass on nug-
gets of  wisdom to the next 
generation of  entrepre-
neurs, what would it be?
>> The most important quali-
ties of  a successful entrepre-
neur are the ability to dream, 
patience and conviction to 
learn the tools of  the trade, 
and the courage to fight it out 
in the marketplace.  Another 
key attribute is empathy to-
wards employees and cus-
tomers. Only when you truly 
care about people, you can 
build a good product and cre-
ate a strong brand.

E-governance solutions 
crafted under your leader-
ship have turned into in-
dustry benchmarks. How 
was this achieved? 
>> The foremost advantage 
that we have had was being 
an early player in the arena 
of  providing E-governance 
solutions to the Government 
clients. There were hardly 
any replicable projects in 

this space, let alone any 
workable solutions that had 
made an impact to the ordi-
nary citizen. 

Our focus was on design-
ing solutions which would 
bring about a tangible posi-
tive difference in the services 
being delivered to citizens 
and businesses thereby let-
ting minimum touch points 
with the government. This 

involved delivering online 
services, achieving accuracy 
of  billing and simplicity of  
payments, reducing overall 
time and effort required to 
obtain various Government 
services. It was all achieved 
not only by implementing 
necessary software but also 
by adopting the strategies 
and practices essential for 
project sustainability. 

Eventually, all this ensures 
a reliable online presence 

without compromising on the 
credibility of  Government 
processes. As a result, it has a 
significant impact in elec-
tronic service delivery to citi-
zens which is both sustainable 
and credible. This outcome 
coupled with the methodolo-
gies adopted was found to be 
re-usable and has been the 
key to why many of  our pro-
jects have become industry 
benchmarks.

While ultimately reward-
ing, the E-governance 
space is quite challenging. 
How were the challenges 
posed overcome? 
>> While there is much work 
to be done to overcome the in-
numerable challenges posed 
by this space, we have suc-
ceeded in addressing several 
of  them by implementing 
workable strategies and 
building a deep domain ex-
pertise.

A significant challenge has 
been the procedure for ‘Pro-
curement of  Knowledge 

based services’. The process 
is not particularly tuned to 
lend weightage to a vendor in 
terms of  quality. Quality in 
such a situation is intangible 
and isn’t easily differentiable 
beyond a point. Instead we 
prefer competing in tenders, 
where procurement is not 
only based simply on the low-
est cost but also on a combina-
tion of  quality in addition to 
cost.

Another challenge faced is 
project management support 
from clients to take on their 
share of  responsibilities, 
which is necessary to avoid 
additional costs and time 
overrun. Hence, we prepare a 
project plan which minimises 
deliverables from the client’s 
side by taking on more re-
sponsibility than usual and 
ensure that our client’s execu-
tives have everything on hand 
to do their best possible work.

There are other challenges 
as well such as payment de-
lays, quality manpower reten-
tion, continuity of  vision in 
cases of  change of  project 
champions. We have been able 
to address these issues to a 
certain extent by virtue of  
high visibility and accolades 
received by a host of  our suc-
cessful projects. 
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We are mindful of 
using our natural 
resources 
effectively and 
endeavor to have 
the loWest possible 
carbon footprint 
of consumption

With infrastructure get-
ting a much-needed policy 
fillip and focus, how do 
you view the prospects of  
infrastructure finance 
companies such as SREI 
Equipment Finance?
>> With the current govern-
ment’s focus on infrastruc-
ture of  the country, there has 
been an increased allocation 
of  funds towards the sector. 
Sectors such as railways, 
roads and highways, and ur-
ban development have  
witnessed increased year-on-
year (y-o-y) budget alloca-
tions for FY 2017-‘18 by 19%, 
24%, and 5%, respectively. 
Recently, the Indian govern-
ment has approved a total 
investment of  Rs. 6,920 bil-
lion for the construction of  
83,677 kms of  roads in the 
next five years. These create 
requirement of  capital goods 
on a large scale and increase 
in the number of  contractors 
executing these projects.

 Majority of  the project 
implementation activities 
are executed by SMEs to 
whom the work gets sub-con-
tracted. They require high-
value assets (such as 
earth-moving, road, con-
crete and material handling 
equipment) and purchasing 
these assets would impact 
cash flows of  SME’s. Leasing 
options offer a more cost ef-
fective access to these assets 
vis-à-vis owning.

The penetration of  leas-
ing and equipment rental is 
still at a nascent stage due to 
the unfavorable tax treat-
ment of  leasing in India pri-
or to GST. However, with the 
introduction of  GST, the am-
biguity surrounding the tax 
treatment is likely to be re-
solved. Another major ad-
vantage of  GST will be 
enhanced mobility of  the 
asset. Interstate movement 
of  assets and re-deployment 
at multiple locations on mul-
tiple projects will be easier, 
thereby ensuring optimal 

utilization of  asset over its 
economic life. Leasing, as a 
financial tool will be key for 
the infrastructure growth of  
India.

You are well known for 
your innovative ideas that 
have reshaped India's in-
frastructure equipment 
financing industry. Could 
you shed some light on the 
thinking behind the ideas 
you mooted?
>> Coming from an entre-
preneurial family, the found-
ers of  Srei Equipment 
Finance Ltd (SEFL) have al-
ways instilled entrepreneur-
ial spirit within every 
employee of  the company. 
Entrepreneurship and intra-
prenuership have been 
equally promoted at SEFL. 
The world’s most innovative 
companies prosper by har-
nessing the disparate views 
of  their promoters, execu-
tives, and employees. We at 
SEFL give opportunities to 
people from different back-
grounds to come together 
and contribute towards de-
veloping product placement 
strategies. The driving force 
for our innovation engine is 
our zeal for continuous im-
provisation. We intend to re-
m a i n  c o m m i t t e d  t o 

technological and digital in-
novation to ensure our abili-
ty  to  respond to  our 
increasingly competitive 
market and to proactively 
mitigate the risks we face.

Your efforts have been piv-
otal in helping SREI 
Equipment Finance be-
come a market leader. 
Talk to us about the strat-
egy masterminding this 
rise to prominence.
>> The clear market differ-
entiator for SEFL has been 
its holistic approach in pro-
viding end-to-end solutions 
that cover the entire value 
chain in the equipment life 
cycle that includes -equip-
ment procurement, deploy-
ment, maintenance, second 
life financing, and exit stag-
es. Our partnerships with 
OEMs are key to our equip-
ment-centric business mod-
el. These include various 
arrangements such as gen-
eral associations, preferred 
financier associations and 
private label associations.

Our customer-focused ap-
proach also has contributed 
to our success. We cater to a 
wide range of  customers, 
from ‘First Time Users’ and 
‘First Time Buyers” to fleet 
owners and mid-size con-

tractors to large corpora-
tions and project owners. 
Supported by our holistic 
equipment financing solu-
tions approach, our custom-
er-focused approach has 
helped us retain our custom-
ers.

Our exclusive distribu-
tion partners, Srei Entrepre-
neur Partners (SEP), help us 
in sourcing customers and 
ensuring regular repay-
ment. An SEP’s local risk in-
sight and on the ground 
presence facilitates our cus-
tomer acquisition, screen-
ing and access and broadens 
our market coverage.

If  you had to offer some 
nuggets of  wisdom to an 
aspiring entrepreneur, 
what would they be?
>> You must enter a busi-
ness which is relatively un-
tapped, where you can be a 
change agent, a difference 
maker. Always look at multi-
ple perspectives to your sub-
ject even if  it is well tested. 
Remember digital cameras 
were disrupted by phone 
cameras. Disruptions come 
from unknown zones. Look 
out for them.

Being passionate is the 
mantra. Will being passion-
ate guarantee success? No. 
But it will help tremendous-
ly. Because when things go 
wrong or you are sailing on a 
rough trough, it’s this pas-
sion that will help you perse-
vere.

Let vision be the driving 
factor for your business. The 
vision will affect what you 
see and it will affect your fo-
cus. It will help you see every 
crack and help in a detailed 
analysis of  your business. 
The end result is all about 
what you see. Business world 
is all about competition. So 
do not give in. When faced 
with competition, push 
yourself  to do better, keep 
growing, evolve and rule 
your business.

‘The world’s most innovative companies 
prosper by harnessing disparate views’
Devendra Kumar Vyas epitomizes his organization’s complete 
commitment to continuous innovation

Devendra Kumar Vyas, CEO, Srei Equipment Finance

‘Care about people to build a strong brand’ 

Illuminating the way ahead 

Strategic innovation lies at the heart of  V. Senthilkumar’s rise to prominence

While industry pushing 
boundaries and being 
more innovative than ever, 
how has Surya Roshni 
adapted with changing 
times?
>> The LED general lighting 
market has undergone in-
credible changes in the re-
cent years. The LED technol-
ogy has witnessed unparal-
leled advancements giving 
rise to expanded range of  ap-
plications: from indicator 
lights to lighting fixtures; 
from lighting fixtures to out-

door landscape lighting; and 
from back light displays to 
general lighting for illumina-
tion. 

Surya Roshni is constantly 
upgrading its technology, re-
search & development and 
testing facilities from analog 
to digital as LED lighting al-
lows users to control, moni-
tor and measure light output. 
In a short span of  two years, 
Surya Innovation and Tech-
nology Centre (STIC) has up-
graded the design of  LED 

light fixtures six times for lu-
men efficacy and reliability 
improvements.

To cite another example of  
Surya Roshni’s agility to re-
spond to user-friendly needs, 
I can mention the adoption of  
BLDC technology in fans. It is 
a revolutionary initiative by 
Surya since we understand 
the importance of  being judi-
cious about power consump-

tion for the sake of  the nation, 
as well as a money saving ini-
tiative for our consumers.

Committed to future 
growth, the company is con-
stantly focusing on widening 
the range of  products at af-
fordable selling prices, en-
hancing quality, providing 
user-friendly interface, wid-
ening the channels of  distri-
bution and adding value to 
the products. We expect that 
these would definitely offer 
the company powerful com-
petitive advantages to expand 
its market share, increase 
brand equity and boost the 
bottom lines.

What are the tenets of  
leadership that you have 
embraced to ensure organ-
izational and personal suc-
cess?
>> I strongly believe that the 
personal leadership style of  
the leader determines the 
success of  a company or an 
organization. With technolo-
gy changing at incredible 
speed, old styles of  leader-
ship would leave the business 
far behind in the competitive 
market with its outdated pro-
cesses and pervasive ineffi-
ciencies. The company for-

aged into related products 
like fans and home applianc-
es increasing its presence. A 
company’s success cannot 
simply be measured by the 
sales volume, but by also 
strengthening the distribu-
tion network to 2,00,000 out-
lets presently. 

A leader needs to be con-
stantly evaluating himself  
and reflecting on where he is 
and what he has learnt. 
Watching the industry, taking 
reasonable risks, motivating 
the team, building trustwor-
thy relationship with employ-
ees & channel partners, serv-
ing the business and its  
various stakeholders & 
shareholders, learning from 
the results, listening to feed-
back and making mid-course 
corrections are ways to be-
come a strong leader.

To become a great leader, 
one needs to know the higher 
purpose of  the company, its 
business and social goals and 
to believe in it steadfastly. 
One needs to develop the 
qualities of  empathy, open-
ness and compassion as well 
as drive and determination. 
Above all the leader needs to 
be committed to promoting 
the welfare and commanding 
the trust of  the stakeholders. 
Only in such an environment 
a company can grow to its full 
potential all around.

Raju Bista
MD, Surya Roshni

Heralding tangible change 

Prakash Rane
Founder and MD,  

ABM Knowledgeware

V. Senthilkumar
MD, Propel Industries

E-governance might be de rigeur today, but Prakash Rane 
was championing it before it grabbed the limelight 

Raju Bista sheds light on his journey in the LED 
Lighting industry and the growth areas that excite him

Shobhan Mittal
Jt. MD & CEO, Greenply

What are the business 
mantras you have adhered 
to as you sought to estab-
lish your success story?
>> Passion is really the key 
here. I believe that if  you’re 
not prepared to stand up for, 
and behind your work, it will 
never really lead anywhere. 
The whole purpose of  start-
ing DivyaSree was to create 
occupational spaces that are 
more than simple offices. 
They are an experience. 
What  has  real ly  made 
DivyaSree what it is today is 
our dedication, our absolute 
focus on the projects we 
undertake. The ability to 
understand as well as take 
risks combined with a never-
give up attitude is our edge. .

Every project we under-
take is different, and what 
works for one will not always 
work for the next. I believe 
that a well-thought out 

approach, a flexible plan to 
account for any situation 
and incorporating the con-
tributions of  our team is 
what leads us to succeed. It 
also helps to cultivate trust, 
within the team and with 
our clients as well.

Along your decade’s long 
professional journey, 
what are the major mile-
stones that you look back 
on with satisfaction and 
pride?
>> Since we began our jour-
n e y  a s  c o m m e r c i a l 
developers, there have been 
many moments that we look 
back on with pride. The first 
milestone is always remem-
bered fondly. Our pioneering 
project “DivyaSree Cham-
bers” is a big part of  the 
history of  Indian real estate 
as India’s first public-pri-
vate commercial venture. 

We’re incredibly proud that 
it’s considered a landmark 
of  real estate development 
in South India and the first 
yield-based sale to a finan-
cial institution. 

Since then, we have gone 
from strength to strength, 
having delivered nearly 27 
million of  commercial as 
well as residential spaces 
across the board. Being at 
the epicenter of  develop-
ment for Hyderabad’s IT 
Boom and following up with 
Chennai have been incredi-
bly defining moments for us 
as a developer. It’s incredible 
to think we went from a  
single-city, single-asset  
portfolio to a multi-city, mul-
ti-asset developer. 

If  you had to describe the 
DNA of  the DivyaSree 
G r o u p ,  w h i c h  h ave 
defined its success, what 

would you boil it down to?
>> What really makes us 
stand out, I think, is our will-
ingness to accept change. We 
as a group are always ready 
and willing to redefine our-
selves and the spaces we 
create. It’s ingrained in eve-
rything we do. Planning 
ahead and being ready with 
contingencies for any situa-
t i o n  w e  m i g h t  f a c e , 
combined with detailed 
plans is what really defines 
us a real estate developer. 
More than that, it’s our pas-
sion to create, our passion to 
be the best and to achieve 
our goals without compro-
mising on our vision and the 
quality of  our offerings is 
what drives us a company.

After having developed 
more than 17.5 million 
square feet of  world-class 
office buildings across 

South India, what’s next 
for DivyaSree Group?
>> We have set ourselves on 
a path of  rapid growth and 
diversification. For the 
future, we plan to expand 
our services to other locales 

and geographies and scale 
up our operations. Leverag-
ing on the trust and goodwill 
we have gained over the 
years, we plan to look into 
new avenues of  growth and 
expand our reach consider-

ably. After having delivered 
close to 27 million square 
feet of  commercial and resi-
dential spaces, our next aim 
is to double the size of  our 
portfolio within the next few 
years.

DivyaSree’s success story has been built on a bedrock of  complete commitment to delivering excellence across projects

Bhaskar Raju
Managing Director 

DivyaSree Developers

An edifice of excellence 
MONDAY, MARCH 5, 2018

>>

pg 3

In your opinion, what are 
the principal factors un-
derlying the meteoric suc-
cess of  Senco Gold & Dia-
monds?
>> In my opinion, the princi-
pal factor that led to success 
of  Senco Gold & Diamonds 
is to be customer centric and 
provide jewelry which is 
value for money to custom-

ers. Yes, customers are price 
sensitive, especially the gen-
eral mass, but deep inside 
every customer has creativ-
ity and an appreciation for 
art. Our jewelry is art and 
luxury but in the affordable 
space. That makes us differ-
entiate with others. Our phi-
losophy of  sharing profits 
with others, which led to 
franchisee model and more 
growth is another reason.

The jewelry space is a 
competitive one, how have 
you helped the company 
carve out its own unique 

niche in the space?
>> Our jewelry is luxury 
and art in affordable prices. 
It's not selling gold jewelry 
as gold. It's not selling exclu-
sive designs at very high 
price. It's a mix of  both. The 

origination of  our company 
from Kolkata makes us ar-
tistic and we share the intri-
cacies of  our thoughts into 
our designs and reach out to 
customers. Our products 
can be bought by everyone 

and we should be able to 
reach out to more and more 
people and everyone should 
beatify themselves with our 
affordable gold and diamond 
jewelry for the modern 
women of  today. 

Leadership is often the 
indiscernible x-factor 
that can be the differ-

e n c e  b e t we e n  s u c c e s s  
and failure, the intangible 
element spurring institu-
tions on to greatness and be-
yond. But what lessons can 
we learn from the success 
stories of  the world’s great-
est leaders? Read on to find 
out.

Be relatable
People choose to follow 

someone they can trust, re-
spect, and feel comfortable 
with. They have to look up to 
the leader and that entails a 
certain level of  trust and re-
spect to be earned. After all 
without gaining the trust of  
someone, you can’t really 
make the connection that is 
so necessary in order to in-
spire them to achieve great 
things.

Keep it fluid
What’s good for the goose 

is not necessarily good for 
the gander. In much the same 
way, one leadership style 
won’t fit all situations. There 
is no scientific formula that 
distils this, so just be your-
self  and trust that your be-
lief  in your ability and 
natural way of  doing things 
will be enough to win the day 
and be successful.

Persistency is key
In life and in business, 

there are no free lunches. 
Everything must be earned 
one way or another. There’s 
no substitute for sheer hard 
work and a willingness to go 
the extra mile even if  it isn’t 

needed. Everyone recognizes 
a successful person, few 
know of  or think of  the hard 
hours put into reaching that 
position of  eminence, so be 
the hardest worker in the 
room.

Be the talisman
As the leader of  the pack, 

you are the kind of  company 
you want you people to build. 
You set the tone for it all, 

right from values to compa-
ny culture to even something 
as fundamental as ethicality. 
Don’t  do anything you 
wouldn’t want anyone else 
doing, because followers will 
always mimic the leader. 
Don’t let the wrong approach 
to business trickle down the 
line. Unethical behavior is a 
slippery slope, and if  you 
slip everyone else will too in-
evitably. Avoid that banana 

peel.

Get stuck in when needed
Sometimes an army needs 

a General, at others a soldier. 
Don’t be afraid to get into the 
trenches whenever needed. 
The truth is that while the 
corner office is mightily 
tempting, having your finger 
on the pulse of  the people and 
your company is vital if  you 
are to grow on a daily basis.

How has the government’s 
‘Housing for All by 2022’ 
initiative helped Visaka 
Industries in the corru-
gated cement asbestos 
sheet business? What’s 
your strategy to be the 
number one player in the 
industry?
>> Housing for all initiative 
has created a lot of  scope for 
the Corrugated Cement 
Sheets in the rural market. 
The demand skyrocketed to 
facilitate houses with corru-
gated cement sheets as roofs, 
making it a cost-effective and 
an eco-friendly affair. How-
ever, it hasn't done much in 
the urban market because 
it's not feasible for cities. For 
cities, we have other product 
ranges that are aimed at pro-
moting affordable housing. 
So you see, we have construc-
tion solutions for all socio-
economic setups. Further 

ahead, we hope to consist-
ently work hard on such ob-
jectives and be the number 
one player in the industry.

How is the yarn division 
doing and what are you 
plans with the spinning 
plant, going forward?
>> Unlike conventional yarn 
units, our yarn is manufac-
tured using the state-of-the-
art Twin-Air-Jet Spinning 
Technology from Murata, 
Japan. This offers superior 
quality and has a cotton 
touch despite being a 100% 
synthetic yarn. When it 
comes to the numbers, the 
GST was a setback but the 
business has been picking 
up. With an expansion of  
26% in this business, we have 
commenced production in 
the expanded unit on Nov 1, 
2016.  Our current objective is 
to reach 100% utilization of  
this unit by the end of  2019. 
So you see, we are doing great 
with our yarn business. 

Apart from your new of-
ferings to market "Solar 
Panel Roofing", what oth-
er innovative solutions 
does your business offer? 
>> Visaka moves forward 
with an intention to combine 
all our product lines to make 
affordable smart housing a 
reality in India. We already 
had ATUM, roofs that gener-
ate electricity from the sun. 
Now, with Vinfill, our new 
offering to the market, one 
can do away with bricks 
completely and build 3 times 
faster than regular construc-
tion, thinner and stronger 
walls. Using these products, 
we can build a house on a 560 
sq ft of  area that can gener-
ate its own electricity. So all 
in all, you can have a self-
powered, self-sustaining 
home in just about 10 Lacs.

‘Deep inside, every customer 
has an appreciation for art’ 

Leading the way
Leadership and learning are often intertwined, with 
the lessons born out of  experience often invaluable 

How has Olivia Cosmetics 
used disruptive ideas to 
get an advantage on the 
competition?
>> When we started our Ol-
ivia journey, we were far be-
hind in terms of  competition 
with the then brand leader. 
However, we put the pedal to 
the metal and with the help 
of  extensive research; we 
launched our signature 
product - Herbal Bleach.  
This is when the tables 
turned around. The product 
was widely accepted by con-
sumers and its instant re-
sults made it a huge success. 
This move and its response 
made us a leader in the cate-
gory. Today, the Herbal 

Bleach constitutes a sub-
stantial percentage of  our 
total turnover.

Further down in our 
journey, we realized 
that most of  our con-
sumers prefer beauty 
products in small 
packages/sachets. To 
satiate the demand, we 
introduced bleach 
cream in a more con-
venient and flexible 
packaging. This gave 
us  immense r ural 
reach and penetration. 
With the introduction of  
other variants we are 
selling almost a million 
pieces every month 
which transforms into a 

very large customer base. 

The proverbial buck stops 
at you. How have you 
planned the success of  Ol-
ivia Cosmetics?
>> Olivia is a cosmetic brand 
known for delivering quality 

products that are backed 
by extensive research 

and development. We 
understand that 
women are very par-
ticular about skin 
care products. We 
are aware of  their 
apprehensions and 
involve ourselves 
completely in the 
R&D and Manufac-
turing process. Also, 
we are personally 
involved in the pack-
aging and retail 

chain management 

on a day-to-day basis. 
In the future, we plan more 

extensive research to come 
out with high-end and up-
graded products. We would 
like to build stronger rela-
tionships with our custom-
ers by offering them superior 
products.

How have you played your 
part in making a differ-
ence to the lives of  con-
sumers everywhere?
>> We cater to millions of  
individuals through our ex-
tensive network of  distribu-
tion across the country. They 
ascertain that our wide 
range of  premium quality 
products is available to the 
customers at affordable 
rates. 

Further, we record the 
sales and consumption 

patterns and analyze 
the data periodically. 
Depending on this analysis 
and with deeper under-

standing of  our customers, 
we customize our products, 
offers and campaigns that 
results in improved custom-
er satisfaction.  

 
How has R&D helped 
drive the growth of  the 
company? 
>> Manufacturers in beauty 
industry with more stream-
lined focus on R&D are in a 
better position to take ad-
vantage of  the growth poten-
tial of  the market globally. 
We, at Olivia Cosmetics, re-
gard R&D as our backbone 
considering that the 
skin and hair care 
industry demands 
stringent quality 
control measures 
and efficient re-
search processes. 

We have fully functional ana-
lytical and microbiological 
labs in Mumbai and Dehra-
dun and invest significantly 
in the upgradation of  our 
products from time to time. 
We improvise our processes 
with changing technology 
and thereby increase pro-
ductivity.

Lastly, could you offer us 
your thoughts on the Eco-
nomic Times Asian Busi-
ness Leaders Conclave as a 
platform that brings to-

gether key stakeholders 
of  the business ecosys-
tem?
>> It is undoubtedly one of  
the best platforms that con-
verges the world’s most in-
fluential leaders to discuss 
about Asia and its progres-
sion in the global arena. This 
is an important initiative by 
Economic Times to facilitate 
gathering of  heads and ex-
changing of  ideas to nurture 
the role of  Asia as a business 
hub and identify the poten-
tial of  the region. We deem it 
an honor to be a part of  this 
crucial Conclave this year 

and years to come.

‘R&D is our backbone’ 
By embracing the 
unconventional, Irfan and Asif  
Memon stand differentiated 
from their peers

When and why did you di-
versify into water man-
agement? What are the 
kind of  margins you see 
in the vertical?
>> In 2011-12, the urban wa-
ter management field was 
100% government driven. 
There were no private play-
ers. When we came across 
the proposal to participate 
in PPP for Nagpur 24x7 Wa-
ter Supply Project, we felt 
that it is exactly in line with 
our basic philosophy of  get-
ting into a business which 
improves lives of  large 
number of  citizens, thereby 
makes it a fast growing ven-
ture, with natural support 
emerging from the society.  
We believe these social pro-
jects may appear difficult if  
not understood correctly 
but are a good long term 
play, once the crux is under-
stood. 

We also believe that there 
should be skin in the game 
of  the PPP partner, which 
was also there in the pro-
posed Nagpur contract.  The 
margins are not too high, 
but you improve them as 
you reduce the water leak-
ages and wastage, reducing 
Non-Revenue water (NRW) 
percentage. Thus it’s a fair 
model where the operator 
gets a share of  the improved 
efficiency thereby, making 
the reduction of  leakages as 
common interest of  munici-
pal body, citizens, and opera-
tor. It ensures sustainability, 
accountability and efficien-
cy. The 4P model, as we call 
it 4th P being the People - 
people participation, is 
critical in such projects. 

You always emphasize on 
ensuring people's partici-
pation in conserving wa-
t e r.  H o w  w a s  t h a t 
achieved while you went 
about implementing the 
Nagpur 24x7 Project?
>> People’s Participation 
has been most crucial in the 
success of  Nagpur Project. 
Evolution of  PPP to 4P, 4th P 
being People, is the need of  
the hour for the PPP pro-
jects to be sustainable. Wa-
ter projects are essentially 
Social Projects. Water is not 
just another commodity. 
Humans share a sacred rela-
tionship with water. People 
are the largest stakeholders 
in the water projects and 
hence have to be actively on-

boarded to ensure inclusive-
ness and transparency in 
the implementation of  
these projects. 

In Nagpur, we have used 
multiple platforms to reach 
out and on-board the 4th P 

i.e. People. We implemented 
My City My Water initiative 
in around 500 schools to 
spread awareness through 
students. We have also de-
vised mechanisms like Mo-
halla Meetings for project 

and water conservation 
awareness among the soci-
ety, model slum develop-
ment, health awareness, 
health check-ups,  etc. 
through which we have 
reached people beyond wa-
ter. We have Water Friends 
across the city who are vol-
untarily working as the am-
bassador of  the project.

All these initiatives have 
helped endear the project to 
the citizens and thus, the 
ownership of  the project is 
now shared with the people 
at large and it has become a 
people’s project.

 

What are some of  the ma-
jor challenges urban 
planners face today? Are 
there any more verticals 
you are eyeing in the in-
frastructure space? If  
yes, what are they and 
why?
>> The urban planners have 
gigantic task cut out for 
them. Water, sewage treat-
ment and possible reuse, 
solid waste, transportation, 
cleanliness etc. We are seri-
ously looking into solid 
waste management. We feel 
the sewage and solid waste 
management if  combined 
can give much better effi-
ciencies and have common-
alities. We are focused on 
Utility services. Whether its 
water distribution, sewage 
treatment and reuse which 
we are already doing. Solid 
waste management is natu-
ral extension for our busi-
ness. We are approaching it 
in a different way, and are 
confident to find solution to 
this burgeoning problem for 
the society and health of  so-
ciety. Septage handling is 
another major hidden issue 
for the smaller urban towns, 
which adds to the pollution 
load to all the fresh water 
sources. 

BuiLding a 
better India 
Arun Lakhani’s laser-like 
focus on sustainable 
development is fashioning the 
next generation of  Indian 
infrastructure

Striking a fine balance 
between intricate 
craftsmanship and 
value-for-money has 
seen Sankar Sen 
occupy a unique space 
in the hearts of  
consumers 

Sankar Sen
CMd, Senco gold & diamonds

Dr. G. Vivekanand
Vice Chairman, Visaka industries

We also believe that there should be 
skin in the game of the PPP Partner, 
Which Was also there in the ProPosed 
nagPur contract.  the margins are not 
too high, but you imProve them as you 
reduce the Water leakages and Wastage, 
reducing non-revenue Water (nrW) 
Percentage

in nagPur, We have 
used multiPle 
Platforms to reach 
out and on-board 
the 4th P i.e. 
PeoPle. We 
imPlemented my 
city my Water 
initiative in around 
500 schools to 
sPread aWareness 
through students

Irfan Memon and Asif Memon
Md & JMd, Olivia Cosmetics

‘The intention is to make affordable 
smart housing a reality’ 
The challenge is monumental, but Dr. Vivekanand’s commitment 
to making housing for all a reality is unwavering
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As a brand that has been 
about for almost half  a cen-
tury, how has VIP Clothing 
evolved to meet the needs 
of  the modern-day consum-
er?
>> VIP Clothing company, 
formerly known as Maxwell 
Industries, has been in exist-
ence since 1971. VIP was the 
first company to sell branded 
innerwear in the Indian mar-
ket, with time VIP became a 
household name for Indian 
consumers. As a leader VIP 
started catering to consum-
ers’ needs with newer edgier 
designs in the market. Cater-
ing to the humongous de-
mand from youth, VIP 
launched “Frenchie”, till date 
one of  the most stylized prod-
ucts in the market.With the 
influx of  inter national 
brands in India,consumer’s 
style sense and the demand 
for quality has changed. VIP 
now has two new product 
range to offer to these seg-
ment of  consumers; VIP re-
gal, for an audience who finds 
fashion with minimalism and 
Frenchie casuals for that edg-
ier, bolder and younger audi-
ence. As a company we plan to 
deliver newer, better designs 

and evolve with customers at 
the right price offering.

Since taking over the reins 
of  the company, how have 
you helped reignite the 
company’s march to suc-
cess?
>> Making the new blueprint 
of  a new organization, then 
restructuring the organiza-
tion according to theblue-
print and converting it into an 
SBU wise concept for better 
focus and alignment. Addi-
tionally, we have hired new 
talent at various roles and del-
egated responsibilities. Im-
plementing new systems, like 
SAP, for smoother function-
ing throughout the organiza-
tion. Ensuring products are 
passed with AQL -2.5 level test 
by creating a team of  Quality 
Assurance and customer care 
division. Product develop-

ment is the heart of  company, 
hiring international talent to 
give & match up to global fash-
ion. The organization has al-
ready launched 2 new premi-
um product lines in order to 
match the current fashion 
sensibilities, like VIP Regal 
and Frenchie Casuals.

What have been some of  
your biggest learnings 
from your entrepreneurial 
journey?
>> Nobody is born an entre-
preneur. Different people take 
different paths to achieve suc-
cess, and there is no set-in-
stone instruction for becom-
ing one. Entrepreneurs take 
on a number of  different roles 
and these roles can vary de-
pending on what field you 
choose to enter. I have started 
with different roles and re-
sponsibility before reaching 
the profile of  Chairman. Un-
derstanding the different 
milestone and gaps within the 
business has made me under-
stand the base and create the 
correct business structure. I 
have always played a vital role 
within the organization to 
achieve success and be a bet-
ter entrepreneur. The life of  

an entrepreneur has to set few 
rules, as you’re your own 
boss, you make the rules, you 
run the business.  

Entrepreneurship isn’t an 
easy path. Instead, it is often 
much more difficult than get-
ting a regular job.  To be hon-
est with yourself  and run the 
appropriate business with 
corrective measure and steps 
is necessary. The other learn-
ing for me is to solve all prob-
lems and become excellent by 
excelling at it. 

Last, but not the least one, is 
to give freely. The law of  at-
traction talks about giving 
and receiving, but we typical-
ly analyze the “giving and re-
ceiving” concept when we feel 
we’re not receiving enough. 
When we have extra, it’s easi-
er to give. We can all become 
better entrepreneurs by giv-
ing. It simply makes you feel 
better and that positive ener-
gy can roll over into other ar-
eas of  our life, both profes-
sional and personal. I must 
admit to believing in karma 
and that good deeds all come 
back. It feels good helping 
other people and the planet, 
which nurtures us and makes 
us better entrepreneurs.

‘Giving freely 
makes us better 

entrepreneurs’ 
With a human touch and 

holistic business view, 
Sunil Pathare’s story is 
one of  inclusive success

Sunil Pathare
CMD, VIP Clothing

VIP was the fIrst 
comPany to sell 
branded Innerwear 
In the IndIan market, 
wIth tIme VIP became 
a household name 
for IndIan 
consumers. 

Asia’s leading lights
Fine ambassadors of  Asia for the world, these corporate 
leaders have built inspiring legacies that serve as exemplars 
of  excellence for us all

Xiaomi is a poster child for China’s 
entrepreneurial dynamism and em-

blematic of  China’s manufacturing and 
innovation excellence, with the  China 
today leading the US in key areas such 
as mobile payments, advanced micro-
chips, and artificial intelligence. Xiaomi 
is one of  the best exemplars of  China’s 
entrepreneurial vigor and Lei Jun lies 
at the heart of  the company dubbed the 
“Apple of  the East.”

Xiaomi sells millions of  devices that 
are all part of  an interconnected ecosys-
tem, and consumers the world over are 
increasingly embracing Jun’s offer-
ings. No one believes in the brand more 
than Lei Jun himself, even as he exhort-
ed consumers to understand the differ-

ence between cheap and value for 
money devices.

Thus far, China has been looked at as 
a conveyor belt of  copycats, but innova-
tion has been far and few between. Lei 
Jun and Xiaomi are quietly changing 
that, seizing their opportunities and 
surging ahead even against headwinds 
because, in Lei’s own words, “even a pig 
can fly if  it stands at the center of  a 
whirlwind”.

Having created a number of  startups, 
Lei Jun has enjoyed stupendous success 
with his distinctively un-Chinese flavor 
of  offerings, and given the fanatical fol-
lowing around his products, there’s 
definitely more to come from China’s 
most famous homegrown export.

Today, Honda is a household name, 
renowned for their automobiles 

and motorcycles. But there’s more to 
the company than meets the eye.

As is well documented, the Great 
Depression of  the ‘30s hit Japan hard. 
This didn’t deter a young Sichiro Hon-
da though, who in 1938 (while still a 
student) was working on the concept 
of  the piston ring. The idea was to sell 
it to Toyota, and he toiled tirelessly 
night and day, striving to realize his 
vision of  a perfect product. In time, he 
pawned his wife’s jewelry for working 
capital.

However, Toyota rejected his work-
ing sample as it did not meet their 
standards. Undaunted, he refined his 
work and it took another two years, 
but he eventually did win a contract at 
Toyota. As the winds of  war beset the 
region, Honda invented a new con-
crete-making process to build a much-

needed factory even as building 
materials were in short supply. War 
leaves none untouched though, and 
Honda’s factory was bombed twice, 
with a subsequent earthquake de-
stroying the factory. 

Honda’s story didn’t end there; he 
built a tiny engine and, with raw mate-
rials in short supply, he wrote to 18,000 
bicycles shop owners and asked them 
to help him revitalize Japan. 5,000 of  
these owners responded with the 
working capital needed to build what 
came to be known as the ‘Super Cub’, a 
small engine with a big heart.

By the 1970s, pint-sized cars were 
catching on, and with their expertise 
in making small engines, Honda start-
ed manufacturing the cars to go along 
with it, paving the way to success like 
nothing they had seen before. The rest, 
as they say, is history.

Honda succeeded because one man 

There is something admirable about 
the underdog that keeps on taking a 

pummeling and refuses to back down. 
Life threw several jabs his way, but Jack 
Ma was much the same, rising after 
each blow, his optimism unsullied. No 
one epitomizes persistence quite like 
the Chinese magnate.

From the kid that earned $12 a month 
to becoming one of  the pre-eminent 
multibillionaires on the planet, Jack 
Ma’s story is the very definition of  rags 
to riches. Relentless and stubborn, he 
never gave up because, “Today is hard, 
tomorrow will be worse, but the day af-
ter tomorrow will be sunshine”. The 
pugnacious ways of  a young man that 

refused to bend to fate will go down in 
history as one of  the biggest success 
stories to be seen anywhere across the 
globe. 

Like many legendary leaders, Jack 
Ma refused to take no for an answer. Lit-
tle wonder that one of  the characters he 
idolizes most, fictional or otherwise, is 
Forrest Gump. And like Gump, Ma ran 
like a bat out of  hell towards his stated 
objectives, overcoming all hurdles 
along the way. A lifetime of  setbacks 
and learnings taught Ma his weak 
points, and through sheer strength of  
will, he has scaled the summit of  corpo-
rate excellence, a winner without ques-
tion.

2001 was no time to take to the skies. 
The aviation industry was strug-

gling to spread its wings and everyone 
was hedging their bets. It takes a brave 
man to swim against the tide of  con-
ventional logic, and Tony Fernandes 
was that man, relaunching an aging, 
indebted airline he’d bought for the 
princely sum of  less than a dollar. 

With no previous experience in the 
airline industry, Fernandes mortgaged 
his house as he dreamed of  making Ai-
rAsia a successful budget airline. Even 
as airlines the world over were trim-
ming the fat and scaling back costs, 
AirAsia proceeded to cut fares. Using 
their own success formula, AirAsia 

not only became profitable, but also ex-
panded as they chased heightened 
growth.

AirAsia has grown into Asia’s larg-
est and definitive low cost carrier in 
terms of  fleet size and passengers car-
ried. Their success story is not limited 
to Asia either; the budget airline has 
been named the world’s best low-cost 
airline for seven years in a row. A story 
that began in such humble fashion is 
now an airline group with a market cap 
of  $14.43 billion.

AirAsia is now an ASEAN champi-
on with global pedigree, one built on 
principles of  integrity, ingenuity, in-
vention and perhaps above all, passion.

Tony Fernandes
CEO, AirAsia

Lei Jun
Founder, Xiaomi 

Soichiro Honda 

Founder, Honda Motor Co.

Jack Ma 

Co-founder and Executive Chairman, Alibaba Group

GlimPSeS from ABlC

>> Dato' Sri Haji Mohammad Najib bin Tun Haji Abdul Razak, 
Prime Minister, Malaysia, talks of the growing strength of 
Indo-Malaysian ties across a range of spheres

>> H.E. T.S. Tirumurti, Indian High Commissioner to Malaysia, 
talks of Indo-Malaysian synergies on the rise

>> H.E Abdullah Al Darmaki, CEO, Khalifa Fund for Enterprise 
Development, UAE, talks of the importance of SMEs for 
stimulating economic growth

>> Susil Premajayantha, Minister of Science, Technology and 
Research, Sri Lanka, emphasized how enhancing regional 
cooperation is of the utmost importance

What are the factors that 
contributed to the Rs 30,000 
crore Malabar Group’s 
surge in being ranked as 
among the top five jewel-
lery retailers worldwide?
>> Malabar Group is an or-
ganization built on Trust, 
Teamwork, and Goodwill. 
From the very day of  our in-
ception in 1993, we have taken 
great care in providing our 
customers with the most su-
perior quality of  products and 
services. We offer our custom-
ers  total assurance of  value 
for money as a regular habit 
along with our value added 
services such as Lifetime free 
maintenance, Buyback Guar-
antee and 1 Year free Insur-
ance Coverage. And thanks to 
our customers’ patronage, 
which we have ear ned 
through our transparent busi-
ness practices. We are today, 
one of  the leading jewellery 
brands with a turnover 
around Rs. 30000 Crs. and over 
200 showrooms across 9 coun-
tries. 

 
Since you are still expand-
ing globally, how 
do you intend to 
fund such expan-
sion? Will you 
take the PE route 
or come up with 
an IPO?
>> We have a base 
of  1700 investors 
(from India and 
abroad), which can 
b e  e a s i l y  i n -

creased. This is due to the 
credibility and performance 
of  mother brand, Malabar 

Gold & Diamonds. The Group 
also has large investments in 
land and real estate. We do 

take finance from banks. For 
any large organization when 
huge expansion is undertak-
en, IPO is a general practice. 
We may follow the same route 
but not now. This will be initi-
ated at the right time. 

 
What is your strategy going 
forward to fulfil your vi-
sion of  becoming the top 
jewellery retailer world-
wide?
>> Our aim is to become no. 1 
brand in jewellery category in 
the world. We are one among 
the top 5 in the world now. The 
world over, gold is accepted as 
a currency. I will call it as hard 
currency which can be en-
cashed at any point of  time. 
Governments and corporates 
buy gold as an investment. In-
dividuals buy mostly for gift-
ing. Family relationship is 
the base for gifting purpose. 
Wedding is a major occasion. 
India being a vast country, 
there are a number of  celebra-
tions for entire country and 
for regions. Special occasions 
like marriage, anniversaries 
and birthdays are creating 

demand for jewel-
lery in large quan-
tity. To match this 
we will continue 
our transparent 
business practices 
and provide our 
customers with the 
best quality prod-
ucts and total as-
surance of  value 
for money.

As evinced by MP Ahammed, the allure of  the Malabar Group 
reaches far and wide

Shining bright 

mP Ahammed
Chairman,Malabar Group

committed to not accepting failure as 
an outcome, not leaning on circum-
stances as an excuse, and bending the 
impossible to the strength of  his will. 
That’s what true leadership is all about.
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For further details:
M: +91 9730298028 | E: clinton.marchon@timesgroup.com 
www.et-ablc.com


