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I am grateful to this august institution, North Maharashtra University, for the
distinguished honour they have chosen to bestow on me. In all humility, I accept this
felicitation more because I consider this to be a reminder for me to do something more
than what has been attempted.

I, however, feel humbled by this gracious act and find that it is difficult for me to
singly bear the burden of this elevated accolade. I must, therefore, at once transfer this
award to the people who have been the centre of my attention all my life. They are the
farmers, who continue to be not only the backbone of economy but the very foundation
of our civilization. It is a different matter that, sadly, they are often honoured only by
neglect and served only by lip-service. They, however, have shoulders which are broad
enough to share the burden of such an honour. Let the future and the good wishes of
my farm-friends give me the strength to be of real service to them.

By now you have been perhaps bombarded with so much of information, so much
of praise about me and my little work that I hardly need to tell you as to how I have
succeeded in my work and life. What is not told is the mistakes I committed and lessons
I learnt from every mistake I committed.

I believe, as youngsters standing on the threshold of the doors to global
opportunities, you may be interested in knowing not how and where I was educated,
where from I came; but what thoughts crossed my mind while I was swimming or
sinking during this long journey spanning 44 eventful years. Maybe, those incidents and
thoughts will provide you with clues to safeguard your position when you face similar
situations in real life which you are poised to enter.

Many describe my choice of Agriculture as first mistake.Many describe my choice of Agriculture as first mistake.Many describe my choice of Agriculture as first mistake.Many describe my choice of Agriculture as first mistake.Many describe my choice of Agriculture as first mistake.

Way back in 1962-63, everyone around was exhorting me to accept the safe,
secured, cushy and comfortable job to be the gazetted Class I Officer in the Maharashtra
State Administrative Services.

There were others who would have liked me to be setting up a small industry. Who
knows, I would have been much better of making and selling soap and shampoo, television
or telephone, lollypops and popcorns, or gutka and ganja.

There were yet others who wanted me to play safe. They argued, 'Why get into the
problems of industry and business?' I could simply get into the booming business of
Real Estate and make real money without working much hard. They suggested that I
could become the beneficiary of unearned income, i.e., purchase land or plots and wait
and watch for the prices to go up and money to multiply.

I could also have even done the traditional businesses such as be a cloth merchant,
a grocery shopkeeper or a grain merchant in which our community was specializing. It
would have been much easy and comforting work and life.

Not that I did not apply my mind to such thoughts. Indeed, I was somewhat
confused for a while. To resolve the dilemma, I even went to and met an astrologer, who
foretold, reading my face and palm, "This hand is the one which would deal in oil, metal
and soil - and make lots of money. This is the hand of the Kuber." I pooh-poohed the
astrologer for his forecast and conveyed to him that very soon I was going to join the
government job. He frowned at me and refused to accept his fee saying: 'If you don't
trust me, get lost.' I laughed, thinking that this old good astrologer had foretold that, in



effect, I would be dealing with everything under the Sun, whether above the ground or
below the ground or on the surface. I wondered what would be left when such all-
pervasive three categories – oil, soil and mineral – were covered. Considering all this as
hoax, I discarded the prophecy and proceeded homewards on my bicycle.

It was my mother, illiterate though she was, who helped me resolve the dilemma.
She commanded:  'Do not stop at filling up your belly and bellies of those who are near
and dear to you. Do something which will take care of even the mute animal and plant
life.' Well, the die was cast. In the realm of human endeavour, agriculture was the only
field which could meet this prescription. Therefore, that is what I have chosen to do,
since then till today.

Some of the persons who have been with me all along, however, continue to hold
the view that I should have got into manufacture of consumer goods which are mainly
meant for white-collared middle class which has more or less assured income levels.

How can you get to be rich when you are dealing with a class of people who are
perennially stricken with poverty? How can you be certain of returns on capital employed,
when your business suffers from inherent uncertainties, whether pertaining to lack of
monsoon or excess of it, hostile or extreme climate, recurring onslaughts of diseases
and attacks of pests, almost illiterate farmers and farm-hands who are difficult to tend
and change, or, last but not the least, the tricky markets and the crafty traders who
ultimately control the destiny of the simpleton farmer?

Well, I had carefully studied all this and still chose farming as my principal career
because I came to the conclusion that nothing nobler existed on the face of this earth. I,
therefore, decided to pledge my youth and the future in the service of agriculture.

It was not an easy decision. I had keenly observed that most of our community
leaders who had amassed huge wealth doing traditional businesses were slowly but
surely sinking. I was also witness to the fact that their next generations and progenies
were rather loose on their morals and prone to vices. This, in due course of time, ruined
the wealth the first generation had accumulated.

Philosophically, I reasoned to myself, the easy money does not stay. 'Come with
water, go with wind' is an adage which is time-tested. I should, therefore, choose to
'create lot of work/activity' rather than 'accumulate wealth and/or cash'. I should try and
build credibility rather than have lot of cash stacked into the cupboards. The easy
money, the unearned income would lure my next generation/progeny to fall for easy-go-
lucky life-style. Maybe, that would lead me to witness the downfall of my collection
well during my own life time.

Before embarking on the new course, I made a conscious choice to define success
for myself. The following couplet came close to the way I possibly wished to shape my
business career and life path:

"Serving & striving through strain & stress"Serving & striving through strain & stress"Serving & striving through strain & stress"Serving & striving through strain & stress"Serving & striving through strain & stress
Doing your noblest, that is success."Doing your noblest, that is success."Doing your noblest, that is success."Doing your noblest, that is success."Doing your noblest, that is success."

I may state here that my keen observation of the trends in our community saved me
from falling for soft options to quickly earn money/wealth. Obviously, education taught
me 'to observe' and 'to think'. However, I applied that skill to the real life situation,
which of course, could not have been the part of the curriculum. This had to be part of
learning. No form of education, perhaps, can tell us, teach us or educate us about all
and every possible situation in real life and how to deal with it.

Education can only provide you the tools, a form of introduction or a Letter of
Credit. A Letter of Credit (L/C) merely conveys that on the predetermined due date the



Banker issuing the  L/C shall make the payment to the supplier irrespective whether the
opener of L/C pays to the Bank or not. It is up to you to choose the goods, bargain for
the best rates, ensure the quality that you are buying and then, having bought, sell the
goods to the willing buyer, collect the proceeds and arrange to deposit them in the Bank
before or by the due date. If you fail to do so, there is loss of credibility. The Banker may
refuse to open the next L/C for you. Your business may come to a halt. You may come to
grief. On the contrary, if you work hard and pay on or before time, the banker may keep
enhancing your L/C limits. Your business may keep growing. You can make your career.
There would be no limit to improvement or enhancement in your credibility. If, on the
other hand, you do get the money by selling the product you have purchased against L/
C; but you choose to divert the proceeds for purchase of a car or celebration of a
marriage or purchase of a house, you may fail to pay up in time. That may well be the
end of the story.

NMU is only issuing you a Letter of Credit with a nominal (small) face value while
awarding this degree. It is up to you to add value to this degree. No limit is being
prescribed. You can stretch it to the limit of your own effort and chart out for yourself a
new path and conquer new peaks.

Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:

• Notwithstanding prevailing circumstances, you should not fall or opt for alternatives
which appear to be easy and which promise higher returns in the short term.

• You should choose a path which may appear difficult and which calls for continued
effort but which will, in all probability, produce sustainable and satisfying outcome
in the long run.

• Education will not substitute learning in life. What you are going with is theoretical
knowledge of inert facts. What you need in life is practical learning. Therefore, be a
keen observer, a vivid thinker and a die-hard learner. All learning begins with the
simple phrase: 'I don't know. - I don't know.' Never say 'I know'. Always say: 'I will
try and find out'.

The second blunder as it appeared to the onlookers refers to my decision to bidThe second blunder as it appeared to the onlookers refers to my decision to bidThe second blunder as it appeared to the onlookers refers to my decision to bidThe second blunder as it appeared to the onlookers refers to my decision to bidThe second blunder as it appeared to the onlookers refers to my decision to bid
for the defunct Banana Powder Factory.for the defunct Banana Powder Factory.for the defunct Banana Powder Factory.for the defunct Banana Powder Factory.for the defunct Banana Powder Factory.

We had no cash surplus. Our earnings were small. Though respectable, we were
only traders and had no industrial background. We did not even see the factory carefully.
I merely reasoned to myself that if the second bidder who was a technocrat hailing from
Nasik District could come to Jalgaon to purchase the unit and successfully convert the
same into Papain Processing Plant, why could not I, as a son-of-the-soil, do the same?
Acting on the confidence earned in the past, instinctively and intuitively, I went ahead
and made the highest bid at Rs. 30 lacs when I had only Rs. 2 lacs - barely sufficient to
be the down payment as earnest money for the bid. Ultimately, I succeeded in leveraging
the remaining amount and closed the deal.

Papain, though small in volumes, earned us international fame. Twenty awards for
'Excellence in Exports', 'Outstanding Contribution', 'Entrepreneurship', were bestowed
upon us by the State and the Central Governments. CHEMIXCIL, the export monitoring
government body, acknowledged that 'we were the first to export refined Papain from
India'. Quality improvements became an ongoing obsession. A state-of-the-art R&D
laboratory was established. The ISO-9000 certificate was received. The development
took almost 5 years of ceaseless in-house R&D. We finally did achieve a world-class
quality and became leaders in manufacture and supply of Papain in the world - a title we
held till we discontinued the Papain business in 2002-03.



The path has been arduous and the struggle intense. Papain, by its very nature, is
dependent on an agro-based raw material like papaya latex. The availability of papaya
latex in turn depends on area under papaya cultivation. The farmers decide the area to be
put under papaya cultivation, considering other competitive crop economics. Moreover,
like any other agricultural activity, the yield will always remain subjected to the vagaries
of the monsoon. The availability of raw material like papaya latex would, therefore, vary
considerably on year to year basis. Consequently, it would not be possible to make
commitment for sale of Papain in advance. The demand and supply factors chased each
other and the whole Papain industry remained vulnerable. The fluctuating international
prices and foreign exchange rates further added to the uncertainty.

We had to overcome all of these difficulties and offer a measure of stability to the
farmer as producers of raw material and to the foreigners as consumers of finished
product, Papain. We opened up village level latex collection centres, declared minimum
guaranteed prices for papaya latex at the beginning of the planting season. We provided
high quality seeds and also free agronomic advice to the farmers. As for the foreign
customers, we committed to them minimum quantities of Papain to be delivered as per
their schedule. We won the confidence of both - the farmers on one hand and the
customers on the other. Papain, as an export industry, was thus stabilized and so also
the area under papaya cultivation. It became a win-win situation for all the stakeholders.

The most difficult problem in respect of Papain was marketing, i.e., export. Prior to
our entry, other Papain producers exported only crude Papain which the foreigners used
to refine in their plants abroad. I was not happy because the value addition in refining
was quite huge. We, therefore, decided to refine Papain and compete with the foreigners.
Obviously, they resisted our entry into their domain. They rejected our consignments.
They asked for prices which were less than fair. They played one Indian supplier against
the other. Zaire, which was India's competitor, sold refined Papain at subsidized prices.
I personally undertook number of foreign visits and convinced the buyers about our
plans regarding quality and quantity as well as our reputation as dependable supplier.
Slowly we built relationships. We invited the customers to our plants. All this helped us
win their trust.

At times, in the beginning, we had to ship Papain on cosignment basis i.e. the
customer pays after the product is sold. Sometimes we are obliged to send the product
without prior agreement on prices or quality. All this involved considerable risk.

Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:

• The opportunities are bald-headed. Unless you seize the moment, they can slip
away. Do your homework; but, more importantly, learn to take risk. You will not
know the depth of the ocean, if you do not lose sight of the shore.

• Build business association on the basis of mutual trust and long-term relationship.
Treat buyers like your friends. Your buyers may be close competitors with each
other; but to you they can continue to be close friends.

• Don't quit, even when you are hardest hit. Product quality complaints and claims
should only awaken you to improve on quality and not dampen or disappoint you.
Persist in your efforts to improve quality as well as service.

• Service and quality can act as substitutes for each other at least for some time.
Believe in yourself. Display the confidence on your face. Back it with hard work and
perseverance to the hilt. You will succeed.



People, in general, considered my getting into micro-irrigation as yet anotherPeople, in general, considered my getting into micro-irrigation as yet anotherPeople, in general, considered my getting into micro-irrigation as yet anotherPeople, in general, considered my getting into micro-irrigation as yet anotherPeople, in general, considered my getting into micro-irrigation as yet another
blunder.blunder.blunder.blunder.blunder.

In 1985-86, no one was talking of shortage of water. The major global players in
the drip irrigation industry had been marketing their systems in India since late 1970s.
They had, however, not met with any success. In fact, they and their distributors were
incurring losses. The political leadership was not well acquainted with the concept of
micro irrigation. The bureaucracy was, of course, not even concerned with the subject.
The farmers did not know anything about it. The bankers as financers to the farmers
were totally novices to the idea. The general public was also quite unaware about
modern methods of irrigation. It is on this backdrop that I decided to embark on micro
irrigation as my preferred and passionate business line.

By now, we had the name, fame and reasonable standing as trustworthy suppliers
of goods and services as well as renowned manufacturer of Papain & PVC Pipes. Indeed,
we were supplying 15 - 20% of the total demand for PVC pipes in the country and were
among first two manufacturers of PVC pipes. Our profits were at satisfactory levels. We
had a wide range and our quality of PVC pipes was considered among the best on the
market. Why, then, should we look for or get into yet another business line which was
full of uncertainty and called for enormous effort to get off the ground. This was the
prime objection to my proposal for ushering into manufacture of micro irrigation systems.

I, however, visualized this business line to be of great future and value. I felt, with
growing urbanization and industrialization, the availability of water for agriculture will
continue to dwindle. I knew that in Maharashtra, in particular, the situation is that even
if all underground resources are harnessed, the State will not be able to irrigate more
than about 20% of their total cultivable land. Thus, any technology, which can save
water in respect of irrigation for agriculture, will automatically have good potential. I
also knew that apart from saving in water, this technology would add to the productivity
level of land as well as offer to the farmer a water management tool to improve the
quality of his produce and delay or hasten maturity of his crops. Together, his investment
in micro irrigation could pay him rich dividends in the long run.

The moot question that remained unanswered was why did the foreign companies
fail in the past in marketing micro irrigation systems in India. My in-depth research
revealed that they just wanted to sell their merchandise and leave the farmers to fend for
themselves. Thus, though the technology was good, it was destined to fail for want of
education and services for application of proper techniques for commissioning, installation,
servicing and on-farm agronomic advice. I, therefore, conceived and pioneered an
'Integrated Approach' as solution to the problem. We decided to offer the whole range
of services from land survey, soil and water analysis, system design, installation, irrigation
scheduling, after sales service, agronomic services and assured availability of spares.
But even this approach could not have taken us very far if we were not to engage
ourselves in undertaking extensive educational and extension work.

The first ad campaign we released did not even talk about the product but only
apprised the general public and the farmer of the looming water shortage and the pressing
need to conserve this scarce national resource. Thereafter, series of ads were issued
explaining the concept. The overall effect was that people at different levels became
aware of the fact that there is some new and modern method for farm irrigation and that
it not only saves water but also increases the productivity and crop intensity. It helps in
achieving better utilization of land, water as well as every other agricultural input.

We organized seminars, trade-shows, exhibitions and workshops. We made
presentations to bankers, government officials, large and progressive farmers, the Agri



Universities and all others who were concerned with the subject. It took about a decade
of intensive touring, convincing and demonstration before we could open up the minds
of the people. Even this effort, however, was not adequate for the business to be fairly
profitable and prospering.

Looking to the financial position of the farmers, the initial capital cost of the
system was found to be burdensome. What was needed was the State intervention in
the form of subsidies to the farmers. We, thereafter, focused on selling the idea to the
opinion makers, people's representatives and the bankers. This approach did pay rich
dividends in the long run. Side by side, as envisaged earlier, the water shortages were
increasing. The water level in the wells in the fields was getting deeper and deeper.
Monsoon also appeared to become lot more whimsical. All in all, the situation was
slowly turning to be positive for the promising industry.

Looking to the encouraging picture, lot of smaller industrial units sprang up without
proper set up for production, marketing and/or start up as well as after sales services.
Their systems failed and there was a backlash which damaged the reputation of the very
industry and the micro irrigation systems. It was indeed not the fault of the micro
irrigation systems. It was either the quality of hardware or non-availability of the service
by these fly-by-night  manufacturing unit that micro irrigation industry suffered  such a
setback.

We were, however, neither disgusted nor angry, much less vengeanceful about the
emergence of such competition. Instead of harping on their weaknesses, we chose to
intensify our efforts on improving our hardware, providing faultless pre and post sales
services. We set up a large demo and R&D farm where the technology and its spectacular
benefits could be demonstrated. We set up training school wherein refresher courses
not only for the farmers but also for the government officers and the agricultural students
were conducted. People from all over the country flocked together to see for themselves
the marvelous benefits of this magnificent technology.

All this resulted in high impact and the industry saw a healthy growth and continued
patronage of the government. The farming community began coming forth on its own
asking for the systems. We had to further extend our dealer network. We finally covered
huge areas across the country and provided the systems for as many as 40 different
crops. A new industry in the country was thus born.

Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:

• You must have a dream which can arouse curiosity and compellingly persuade you
to pursue a vision with high degree of commitment and passion.

• Never should you close your mind to a new idea. You should cultivate a habit of
entertaining a thought without accepting it. You should be charitable and should
give it a try.

• Whenever you feel that difficulties are insurmountable, just double the effort, search
and look for a novel way, be frank and ask for help for the cause.

• You should not have a lopsided or a tunnel vision. You must try and take a holistic
view and develop an approach which is integrated - all inclusive.

'We must diversify' - This thought proved to be  a bigger than life size blunder.'We must diversify' - This thought proved to be  a bigger than life size blunder.'We must diversify' - This thought proved to be  a bigger than life size blunder.'We must diversify' - This thought proved to be  a bigger than life size blunder.'We must diversify' - This thought proved to be  a bigger than life size blunder.

One fine morning, sometime in early 1990s, I read an article which stoutly advocated
that a single product company may not have bright future in the coming decades. The
idea struck me hard. I started thinking: "All said and done we only have PVC pipes and
drip irrigation as our major business. Broadly, both deal with conveyance and distribution



of water. Does it not mean that we have put all our eggs in one basket? Is it not true
that our business suffers whenever the agricultural season goes haywire? I arrived at the
conclusion that we must diversify.

What are the fields we shall choose for our diversification? This was the next
logical question to be answered. The over-confident Indian in me got aroused. I rationalized
that India is capable of making everything from pin to piano, newsprint to submarines,
garments to aeroplanes. Why should we then think of any particular field for our expansion?
We can always hire professionals to manage the businesses / industries we choose to
set up. As entrepreneurs, we have to only manage the professionals and stop worrying
about day-to-day pin-pricks and nitty-gritty. The government had already announced
deregulation and liberalization measures for the industry. The entire environment was
charged with positive signs for explosive growth. These externalities also weighed heavily
in favour of massive diversification  plans which I undertook.

I almost simultaneously explored and zeroed on host of projects, quite diverse in
nature and content:
Sr. Project Particulars Industry Classification

(1) Onion & Vegetable Dehydration Food Processing

(2) Fruit Processing Food Processing

(3) Granite/Stone Quarrying & Processing Mining

(4) Merchant Banking Services Financing

(5) Stock & Security Broking Agency Business

(6) Publicity & Advertising Media

(7) Multi-media & Animation Media

(8) Telecommunication Hardware Telecom

(9) Computer Software IT

(10) Water Soluble Fertilizer Agriculture

(11) Plant Tissue Culture BT

(12) Polystyrene & Poly-butylenes Products Plastic Processing

Look at the profile of the diversification catalogue: From Agriculture and Food
Processing to Plastic Processing, from Financing and Media to Information Technology
and Bio-Technology. As if this was not enough, we also dabbled into Publicity and
Multi-media, even Telecommunication and Mining. The process of diversification and
expansion was completed at breakneck speed through 1994 to 1996.

The first and foremost requirement was raising of finance. We had with us investible
surplus of around Rs.100 crores which had largely been the result of an equity issue in
the European Market (GDR). Our existing businesses were showing good growth and
reasonable profits. The bankers were also on 'loaning spree'. It was, therefore, easy to
raise additional 250 crores for funding  these projects. Our thought process was, 'to
finance most of the above projects, we shall borrow from the Banks for the time being
and repay them no sooner we could raise the equity funds from the domestic capital
market.' Thus, these projects will not be initially loaded with interest burden. It would
not have been at all difficult to sell equity at a premium for the individual projects
because our credibility in the share market was high and the primary share market per se
was also booming.



The next major constraint could have been availability of competent and committed
manpower for managing each one of these ventures. We did hire known good hands/
professionals, whom we trusted without reservation. Most of them were well-meaning
people. We offered them free hand. Top management got bogged down in procurement,
erection, commissioning and handing over of these assets to the concerned people for
day-to-day running.

These projects suffered from host of problems peculiar to each one of them. Here I
am going to very briefly dwell upon only the major projects and obstacles we faced in
running them. The first and the foremost was Telecommunication and Information
Technology. To these, we simply could not provide 'leadership'. The persons from whom
we had purchased these units left us half-way through the contractual period. We found
that we lacked wherewithal to guide, supervise these businesses which were highly
specialized and hi-tech in nature. One needed knowledge, training and deep insight into
handling of the people who were managing the show. The Merchant Banking business
was led by a seasoned banker who was good at marketing but extremely poor at
documentation and securitization. Publicity and Multimedia were too dynamic for us to
keep up pace with. We tried but failed. Water soluble fertilizer was a Joint Venture. The
foreign partner, despite earlier understanding, decided against expansion. The JV broke.
We had to take over his part of the equity. The polystyrene and polybutylene products
could not be developed fully because the raw material suppliers themselves refused to
continue the supply. It was because they had received serious product failure complaints
and claims in their own countries.

The Fruit Processing and Onion Dehydration Projects proved to be taking lot more
time than what was estimated earlier. The long gestation completely wiped of the
possibility of fair returns in near future. In the short run, all of these projects began to
incur huge losses which were mainly on account of the interest burden on the borrowed
funds. The interest rates were also strangulating high ranging between 16 - 22% per
annum. These high interest costs finally killed most of these projects and their prospects
though we had chosen them after due diligence.

We ultimately divested from most of the projects which were unrelated to our core
businesses. The disinvestment included projects relating to IT & Telecommunication,
Publicity & Media, Merchant Banking & Stock Broking, Granite Quarrying & Processing.
The disinvestment process continued through 1997 to 2003. The other ongoing projects
involving long gestation period were preserved because they were in the nature of either
backward or forward integration of our core activities. These included Tissue Culture
(BT), Fruit Processing and Dehydration.

However, during the process of disinvestment, we had to continue to divert to
these projects whatever profits we were making in other core businesses. Under heavy
pressure from the bankers (for payment of their dues), we were  obliged to divert even
the working capital funds to pay for covering the losses being incurred in running of
these projects. This, in turn, reduced the turnover of the core businesses and further
impaired their profitability. We, thus, entered the mortality zone - a vicious circle - a debt
trap.

Our original presumption that we would pay off the Bank Debt by raising equity
with premium from the primary equity market fell flat.  The equity market virtually crashed.
This was for variety of reasons. Most of the companies who had undertaken massive
diversification began posting poor financial results. The rate of dividends being declared
by various industries displayed a downward trend. The scams in the financial circles also



severely shocked the market. The investor confidence was further eroded when they
discovered that many of the companies who had earlier raised capital from the primary
market were merely paper companies. Consequently, there were no new issues coming
in the share market. There were no subscribers ready to invest in primary equity. Even
the financially sound organizations had to postpone their fresh issues and wait for
opportune time. We, therefore, had no possibility of returning the Bank Debt.

Added to this conspiracy of circumstances, the continued and continuing liquidity
crunch damaged our reputation in the market place. The suppliers withdrew credit, they
were giving earlier. The Bankers threatened to foreclose their loans. The market sources
from whom we had borrowed funds on short term basis filed cases for recovery in the
courts. Our share price dipped to about face value. All our equity and reserves were
virtually eaten up. We faced humiliation, insults, leave alone criticism and condemnation.
The number of well-wishers dwindled. The rumours and loose talk became the order of
the day.

I issued an half page advertisement in all the important daily newspapers, publicly
asking for an apology for the sufferings our stakeholders had to undergo for the mistakes
I made. I also expressed my confidence that we shall turnaround the Company. Such an
apology, I am told, has no parallel in the history of Corporate India.

We lost lot of money, but did not lose the courage. We did not buckle down under
the pressure. We did not fight with the reality, we faced it. We went and met the
creditors face to face and never avoided them even for a while. We were transparent. We
told them the truth. We said to them, 'We have only lost some of our reputation; but our
character is still intact. We have every desire to pay up your dues as soon as we can. We
have the desire but do not have the ability to pay at this point in time.’ We pleaded for
Debt Restructuring Scheme (DRS) and got it sanctioned not once but twice from the
Bankers. Our major bankers had no doubt about our integrity and the genuineness of the
problems we are facing. Resultantly, they were considerate.

However, all this was not enough because we were still not earning enough to pay
up the installments of the principal amount and the accumulated interest. Something
had to happen to save the ship. We did not want to go for BIFR (The Board of Industrial
and Financial Reconstruction) nor did we wish to file for bankruptcy. We had decided to
fight to the last. We doubled or even tripled our effort. Everyone was burning midnight
oil.

We as promoters had either pledged or sold our personal properties to raise finances
for the Company. I finally even pledged household jewellery of my wife and daughters in
law.

The salaries of our associates (employees) were getting delayed not by weeks but
by months. For consecutive five years we had not given any rise in their compensation.
However, not even one of our associates left the services of the company. We were
unable to supply to our customers enough quantities. We were unable to deliver as per
agreed schedules. But not a single major customer stopped buying from us for this
reason.

At this juncture, on a good day, the telephone rang. At the other end of the line
there was the Chief of an equity fund from USA who had identified from the net Jain
Irrigation as a water company in whose equity they would like to invest.  My son, Anil,
who is the Managing Director of the company, took the call and conveyed to the caller
our willingness to proceed with the deal.



In the protracted negotiations, which lasted for over a year and half, we had to
agree to their terms which, understandably, were quite humiliating. Not only they asked
for over 49% of the equity, majority seats on the Board, they also placed severe restrictions
on our freedom to operate the company's business on day-to-day basis. We had to
remove all our Board members except two. The family's shareholding became far less
than the holding of the incoming investor. I was obliged to accept their nominee as Co-
Chairman, etc. etc.

I was reminded of the quote: 'The most powerful and the most ignorant people
have one thing in common. They alter the facts to fit their views'. I should not do it. I
will change my views to fit the facts howsoever bitter and hard they may appear. Let me
accept the reality. It was painful; but we did that.

In return, the investor brought in Rs. 183 crores as equity capital. The infusion of
this equity enabled us pay off the Bankers who were keen to jump off the burning ship.
This also helped us improve our working capital cycle. The improvement in availability of
raw materials put the factories back on the rail. Our sales picked up, our profitability
improved. The share price slowly went up. Positive signals and positive performance
finally removed the clouds and the company once again came in limelight. At the end of
three years, the US investor decided to disinvest. We helped him sale his equity to six
other investors and finally got our freedom back. The investor just about doubled his
investment in less than three years. He parted happily.

The whole sordid episode took as many as six years. The company is back to new
heights and its turnover has increased three folds and the profits jumped to all time
high.

Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:Lessons Learnt:

• It is good to read a lot. Sometimes you may get an idea which may touch your very
umbilical cord. However, learn to take a long breath. Look for voices of dissent. Give
them judicious consideration. Remember the inventor of parachute is not less important
than discoverer of aeroplane.

• Raising finance, though difficult, may turn out to be easier than building and managing
the management team. Do not embark on too many diverse projects at the same
time without being certain about continued availability of committed, competent
and honest human resources. Also make sure that you have in house the required
ability and leadership which you can dedicate and provide to the planned projects.

• Do not, repeat do not, plan any projects solely based on any one assumption /
variable.

• Accept reality quickly. Delay could be dangerous.

• Keep in mind when difficulties come, they come in bunches, if not battalions.
Difficulties take much less time than you think, to swell into calamities. Respond to
the alarm swiftly right at the first opportunity.

• All growth resulting from borrowed funds may not prove to be sweet and sustainable.
Your own foundation and inherent resilience must be in place before you embark on
exponential growth.

• Preserve your character even when you suffer severe cracks in your reputation.
Reputation can be repaired and re-established. Character is like a mirror. Crack is
irreparable. Be open and frank. Be brave to accept and repent for your mistakes.



• Courage of conviction can help you withstand doubt, danger and fear. The firmness
of your spirit will enable you handle difficulties or setbacks without flinching.

• Do not compromise on quality and customer service. If so, the customers would
stay with you even during tough times.

• Maintain full transparency with the associates (employees). They will not desert
you. Appeal to their noble senses. They will rise to the occasion. Never doubt that
even a small group of thoughtful committed individuals can change the world. They
do.

• When the day of reckoning comes, accord the larger interest a place above self
interest. Institution's interest must have precedence over promoter / family / leader’s
interest.

• The road to wisdom? Make mistake and mistake and mistake again, but less and
less and less every time'. - Piet Hein.

• Do not lose the lesson even when and even if you lose the money.

Jai Hind! Jai Maharashtra!


