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President’s Message
Vote responsibly
As has almost become normal by now, mass media and social media strike a discordant
note not always in sync with what is happening on the ground. Most often, the quality of
the debates is in inverse proportion to the decibel levels.
What I find particularly horrifying are the kinds of election speeches being made,
throwing all decorum to the winds. If there are young, impressionable minds listening to
such speeches and the ranting which passes for debate in the television studios, I truly
fear for our next generation.

Dr. M R Khambete
President of COSIA & TSSIA

For what it is worth, I would like to appeal to everyone, particularly our entrepreneurs not
to be mislead and amplify any type of hate news or propaganda. In every case, accept nothing except if you have
independently verified it to be a fact.
I also appeal to everyone to go through the election manifestos of the parties very carefully, as also weed out those
with criminal antecedents. This is something the political parties should do but have not done. Above all, do vote. Not
exercising your franchise as intelligently as possible is the worst decision you can make.
Sensex -Shooting through the roof!
To those of us who are old enough to remember the Stock Exchange at a
time when it used to resemble a vegetable stall, with brokers hanging on
to leather straps, leaning out dangerously, barking their quotes while
pigeons fluttered above their heads, it comes as something of a shock
that the Sensex which was born with a base value of 100 on 1st April 1979
today stands at 39000.
In 40 years, it has risen a whopping 390 times. In simple terms if I had the
sense to invest Rs. 1 lakh in the index on that day it would be worth a
whopping Rs. 3.9 crores today. Of course, this is possible only for those
who stayed the course, the average annual return being 16% as compared to Fixed Deposit return of 7% and 9% from
gold.
Wealth which many entrepreneurs slogging day and night are unable to accumulate in 40 years.
Good news on the GST Front
The GST collection for the month of March reached Rs 1.06 lakh crores, marking the highest ever mop-up recorded
under the unified tax regime since its introduction. The record high came on the back of higher compliance and
increase in GST returns filed. The total number of GSTR-3B filed till March 31 for the month of February stood at 75.95
lakh.
"Total gross GST revenue collected in March, 2019 is Rs 1,06,577 crore, of which CGST is Rs 20,353 crore, SGST is
Rs 27,520 crore, IGST is Rs 50,418 crore (including Rs 23,521 crore collected on imports) and Cess is Rs 8,286 crore
(including Rs 891 crore collected on imports)," the Finance Ministry said in a statement.”
Good news for the economy. Good news for the Government, certainly!
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MSME NEWS

TROUBLED TIMES IN TIRUPUR

Tirupur which has been touted
as one of the major success
stories of Indian entrepreneurial
capability is now witnessing
troubled times. Like many busy
manufacturing hubs almost
every street in this bustling city
houses MSMEs or is in some
way or the other connected with
the flourishing Rs. 46000 crores
annual apparel business.
So bad news for the garment
industry is bad news for almost
every inhabitant here. The
decline is not all of a sudden.
There has been a gradual slide
for the past three years. Export
growth has not been up to
expectations with the result that
investments have tended to

06 TISA - APRIL 2019

taper off.
The Hindu of 7th April, 2019
quotes Raja M. Shanmugham,
President of Tirupur Exporters
Association (TEA) “We targeted
annual business of Rs.1 lakhcrore by 2020, including
domestic sales. In the five years
between 2012 and 2017, annual
exports increased from
Rs. 10,500 crore to Rs.26,000
crore. The growth was flat for the
last two or three years.
However, we are confident of
reaching the target by 2022.”
That optimism is apparently
born of the recent Government
announcement that all

embedded taxes in exports
would be reimbursed. But the
real answer may not lie there.
Tirupur is reeling under the triple
whammy of thinning margins,
declining overseas demand and
relatively high labour costs.
India cannot compete on
lowering labour costs. The focus
should be on expanding schemes
for technology upgrades and
introducing more policies that
incentivise apparel exporters to
upgrade technology. Exporters
must look to new and emerging
markets.
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MSME NEWS
Altering market dynamics
According to a report by Drip
Capital, four markets show high
potential for future growth —
the U.K., Chile, Israel and Japan.
They should identify products
with high growth potential and
leverage individual strengths
such as technology innovation.
The knitwear industry in Tirupur
is largely in the micro, small and
medium enterprises (MSME)
segment. However, its profile is
witnessing gradual changes. Of
the 1,500-odd direct exporters,
the number of exporting units
with more than Rs. 100-crore
turnover is more than what it
was a few years ago and there
are at least 20 units with more
than Rs. 500-crore turnover.
A leading exporter and
integrated player in Tirupur says
Europe is the key market for
Tiruppur.The EU and U.S.,
together, constitute 70% of the
market for knitwear exporters.
Quality and deliver y are
important for exporters to gain
the confidence of buyers. Prices
can be negotiated. So,
managements should focus on
ensuring quality even when
prices are under stress.
Changes for better operation
and management processes
need to be adopted by all
stakeholders in the knitwear
town for it to leap to the next
growth trajectory.
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Unified portal for helping
consumers looking to
install roof top solar
panels.

The Ministr y of New and
Renewable Energy (MNRE) in
association with the World Bank
and Asian Development Bank is
developing a unified web portal,
which will provide a singlewindow clearance system for
consumers looking to install
rooftop solar panels.
A survey titled 'Scaling Up
Rooftop Solar in SME Sector in
India' conducted by global
consultancy giant Deloitte across
150 MSMEs in six industrial
clusters shows that "the level of
awareness about rooftop solar
was quite low among the sample
surveyed, with many highpower consuming
SMEs hesitant to
install rooftop solar
because of the
p e r c e i v e d
performance risks.
Today, if someone
wants to install a
solar panel on the
roof of his business

unit, the person would not know
who to approach.
The portal will provide all
information related to
installation of solar panel.
There will be information as to
what all agencies have to be
approached, how to get
clearance for installation of
solar panels, what are the
necessary documents required,
which companies are
developers of solar panels and
install solar panels, and
information related to
incentives and other benefits.
India has set an ambitious target
of having 100 gigawatt (GW) of
solar capacity by 2022, and steps
need to be taken to scale up the
use of solar energy in the
c o u n t r y. T h e c o u n t r y h a s
achieved 26 GW solar capacity
till February this year.

Security Guards – How
good are they?
The Central Association of
Private Security Industry (CAPSI)
has tied up with the Quality
Council of India to certify and

MSME NEWS
rate Private Security Agencies to
improve their employability and
credibility.
The majority of private security
agencies fall under the MSME
category. The private security
industry has 85 lakh security
guards and is one of the largest
employment generators in India.
The guards so employed
mandatorily fall under the
Pr i v a t e S e c u r i t y A g e n c i e s
Regulation Act, 2005(PSARA),
monitored by the respective
controlling authorities in each
State which grant them licence
to operate therein.
The QCI Certification, based on
objective professional criteria,
will go a long way to ensure that
those in need of the services of
security agencies will have some
solid basis for selecting agencies
in a credible process and also
give the Security Agencies and
the security guards a dose of
much needed dignity and
professionalism.
TDS CREDIT NEEDS TO BE GIVENEVEN IF TDS IS NOT DEPOSITED
BY THE DEDUCTOR
In a landmark judgement the
Gujarat High Court in the case of

Devarsh Pravinbhai Patel v/s.
Asstt. CIT has laid down that:
Where employer deducted tax at
source on salary payments made
to the Assessee.
But did not pay the tax so
deducted into the Government
coffers
The Income Tax Department
cannot deny the benefit of tax
deducted at source by the
employer of the Assessee and
credit of such tax would be given
to the Assessee for the respective
years.

The Court held that in respect of
the relevant financial years,
credit of such tax deducted
would be given to the Assessee
for the respective years. If there
had been any recover y or
adjustment out of the refunds of
the later years, the same shall be
returned to the Assessee with
statutory interest.

Punjab MSMEs-Steel
Industry being protected
at their cost
It seems protectionist policies
are being followed by a
Government which is actually

The Assessee in the instant
case was an individual
employed as a pilot.
During the relevant period
the employer deducted tax at
source on salary payments
made to the Assessee.
However, the employer did
not deposit such tax with the
Government Revenue.
Accordingly, the short question
under consideration was
whether the Department can
seek to recover such amount
from the Assessee or whether
the Assessee was correct in
contending that he had already
suffered the deduction of
tax and the mere fact that
the deductor did not
deposit such tax with the
Government Revenue
could not permit the
Income Tax Department
to recover such amount
from the Assessee.

supposed to be wedded to
liberalisation and removal of
controls and discriminatory
tariffs, the most dramatic impact
of which is the withdrawal of
GSP as a retaliatory move by the
Trump regime.
Closer home, we have an old
problem re-surfacing.
Protectionist policies followed by
the Government in respect of
primary producers on seemingly
legitimate grounds, ends up
actually harming downstream
MSMEs who are saddled with
high input costs resulting in poor
competitive ability, lower profits

TISA -APRIL 2019 09

MSME NEWS
In a statement, Sunil Agarwal,
Managing Director, PAISALO said,
"SBI and PAISALO intend to
enable the customers to reach us
with ease and use it for smooth
loan disbursal and repayment
easily. We aim at partnering with
the people in the growth journey
of their business and help them
contribute to maximum job
creation.

and sometimes outright losses.
The Apex Chamber of Commerce
& Industry (ACCI), Punjab, has
written a letter to Finance
Minister Arun Jaitley urging the
government to substantially
reduce the “content of protection
given to few steel
players”.Government is trying to
protect the main steel producers
of this country by hiking import
duty by 5% (August 2015),
imposing minimum import price
on 173 steel products, levying
20% provisional safeguard duty
on hot roll coil and imposing
antidumping duty on import of
hot roll coil steel.
“These steps were taken only to
protect the few main steel
producers at the cost of steel
users across board,” said P D
Sharma, President, ACCI.
This was done primarily to
protect the Banks that have very
large exposure to main steel
producers in the country, he
added.

FinTech reaches a new
low!
PAISALO Digital Limited catering
to the AGRI, MSME segment and
small businesses signed the first
co-origination loan agreement
with State Bank of India. It is a
non-deposit taking NBFC
registered with the Reserve Bank
of India and has been in
operations since 1992.
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We are increasingly likely to see
such partnerships of smaller,
nimbler entities, taking on the job
of reaching credit, in areas which
the big Banks were never
designed to reach. The platform
provided by PAISALO is designed
to bridge the last mile, with loan
ticket size of Rs.10,000 to Rs.2
lakhs for MSMEs. The company
expects to disburse loans against
200,000 applications in FY20.
The company has AUM of over
Rs 2,000 crore with a net worth of
Rs 671.9 Crore and a CAR of
31.73% as on Q3FY19. It has
ser viced nearly 10,00,000
borrowers so far and has over
2,50,000 live borrowers.
It serves customers with 118
branches in rural areas, serviced
by a team of over 1500 persons.
It has business operations in
Uttar Pradesh, Maharashtra,
Himachal Pradesh, Gujarat,
Rajasthan, Delhi, Har yana,
Punjab, Uttarakhand and Bihar.

Our loan ticket and tenure are
designed to cater to this special
segment for their working capital
and other requirements."
Santanu Agarwal, Chief
Innovation Officer, PAISALO in a
statement said, "We
acknowledge the constructive
disruption, technology has
brought in the lending space. We
are committed to leveraging it to
reach the maximum end-users at
a minimum cost, a benefit that
we can pass on to them. We aim
to be available-awareaffordable." [Source: ET Online].

Current NPA norms are
absurd
Animesh Saxena, the newly
elected President of Federation of
Indian Micro Small & Medium
Enterprises (FISME) has in a
recent interview to ET Online's
Shariq Khan been pretty
forthright on a number of issues
related to MSMEs. Here are a few
extracts:
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On what is restricting
MSMEs
“MSMEs' competitive
positioning is largely shaped by
the business environment they
operate in. The unpredictability
and high cost of critical services
at ports, transport, electricity etc
coupled with massive presence
of Government all over the
economic sphere especially in
the Banking sector tie small
businesses down. Reforms are
happening, but at a snail's pace

not a priority. …urgent attention
is needed to review and overhaul
the NPA classification and
resolution process for MSMEs
including rehabilitation of viable
sick units.”

On the single biggest
impediment to MSMEs
“… there is no single silver bullet
to address MSMEs' concerns.
Besides credit, the prevailing
business environment itself has

right precedence by paying in
time, honouring the
c o m m i t m e n t a n d
rewarding/encouraging quality
producers.”

On NPA's in MSMEs
“ ….the sudden jump in NPA
numbers is also because of
change in the classification of
NPAs. If an MSME delays loan
payment even by a day, the
account could be classified as
NPA.

The current NPA norms are
totally absurd and are proving
highly counterproductive.
Businesses operate in a highly
unpredictable environment.
Buyers of MSMEs, especially
Government and its affiliated
agencies, delay payments
routinely. But MSMEs have to
pay GST, salaries and critical
services in time, every month.

amidst fast-changing global
environment.”

a huge bearing on the creation
and sustenance of enterprises.

On non-availability of
timely credit to MSMEs

The Government by its
regulatory functions, especially
its commercial conduct through
its agencies, PSUs, Banks and
other parastatals (companies/
organisations owned by govt)
shape the business environment.
It can dramatically change the
commercial practices in the
country for good through setting

“…too many Governmentowned banks exist (owning
almost 75% of banks) where
political inter ventions are
frequent and for whom clients in
general, including MSMEs, are
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Banks need to have an
understanding of business
environment and adopt a
pragmatic approach.
We have raised these issues
before the RBI Governor as well
as Chairman of High-powered
Committee on MSMEs set-up by
RBI in the last few weeks.”
(The full interview is available on
ET Online and definitely worth a
read)

EDITORIAL

Of This and That...
See through armour for battle
tanks
Big Bang Boom Solutions is
India's hottest new Start‐up in
the Defence Sector.

Founded by a couple of serial
entrepreneurs who are

comfortable in Deep Tech, it
aims to co‐create intellectual
property that can reside
within the borders of the
country. The Founders have
great connections in the
Research Space which helps

them tap the specific skill‐sets
necessary to develop

technology that bolsters the
capability of the Indian Armed
Forces.
The Company has already won
the prestigious grant of Rs 1.5
crores from Innovations for
Defence Excellence Scheme
(iDEX) for the 'See Through
Armor' challenge announced
by the Ministry of Defence.
They have come up with a way
t o u s e V i r t u a l Re a l i t y /
Augmented Reality
te c h n o l o g i e s to p ro v i d e
enhanced visual and AI based
intelligence cues to tank
crews. This is expected to be a
game changer in the
battlefield.
Wr i t i n g i n t h e B u s i n e s s
th
Standard of 8 April, Ajai
Shukla, a former Colonel in the
Indian Army and Defence
experts says “The company's
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technology intends to make
crew members inside a
closed, armoured tank fully
aware of what is outside.
To achieve this crew members'
helmets are fed an integrated
visual image, stitched together
from a dozen video cameras
outside that together look in
all directions.
Since tanks became the army's
most potent weapon a century
ago, crew members have been
hampered by “battlefield
blindness”‐ the situational
disorientation that stems from
shutting themselves into an
enclosed armoured
compartment. If Big Bang
Boom Solutions manages to
translate the Rs 1.5 crore iDEX
a w a rd i n t o a f u n c t i o n a l
system, it would greatly
enhance the combat capability
of crews in the army's 4,000
tanks.”
The founders are Praveen
Dwarakanath, a first‐
generation entrepreneur
with a degree in
Computer Science
Engineering and an MBA
from IIM Lucknow, who
currently serves as the
CEO and
Dr.
Shivaraman Ramaswamy
who is among India's
youngest PhDs in the field
of Nanotechnology. He is
the CTO with over 50 research
publications and multiple
patents to his name
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The company has also
managed to setup channels for
sales to friendly foreign
nations which is another
source of competitive
advantage for them. Other
start‐ups can leverage these
c h a n n e l s a s a s o u rc e o f
additional potential revenue
when the product is ready or
even to raise additional money
at a better valuation by
showcasing better capabilities
in the future.
Big Bang Boom has recently
raised funds in the form of
convertible notes, and
welcomes firms who wish to
have an exposure into the
defence sector to work with
them.
Historic! Railways produces
record 6,037 coaches in FY
2018‐19

Indian Railways is on a high. All
the three coach factories of
I n d i a n R a i l ways n a m e l y,
Integral Coach Factory (ICF),
Modern Coach Factory (MCF)
and Rail Coach Factory (RCF)

have ended the financial year
2018‐2019 on a high note.
Its Integral Coach Factory in
Chennai has emerged as the
world's largest coach
manufacturer by surpassing
China's national
manufacturer in March, 2019.
The ICF has manufactured a
total of 3262 coaches which is
higher than the estimated
target of 3200.It also
surpassed China's top
manufacturers who
manufacture around 2,600
coaches a year.
This year has been historic for
the ICF as it has not only
achieved record production
but has also produced the
Train 18 aka Vande Bharat
Express.
Meanwhile, by
flagging off a rake of 22
c o a c h e s
recently, the
MCF in Rae
Bareli, Uttar
P r a d e s h
registered a
r e c o r d
production of
as many as
1425 coaches
in the financial
year 2018‐
2019, doubling
the 2017‐2018
production of
711 coaches. The Rail Coach
Fa c t o r y, Ka p u r t h a l a h a s
produced 1,350 L H B and
MEMU coaches altogether
while the Diesel Locomotive

EDITORIAL
Wo r ks , Va ra n a s i h a s
manufactured 274 engines.
The DLW has been given a
target of producing 998 locos
between 2018‐2022.
Piyush Goyal and his
predecessor seem to have
done a great job in changing
the way the Indian Railways
looks at itself!
200 machines to clean sewers,
so manual scavengers don't
have to

The machines, developed by
Delhi Jal Board officers, were
given to 200 people who are
already engaged in sewer
cleaning work.

Manual scavenging results in
a daily death toll in
Municipalities across India
which is an absolute shame. It
is unbelievable that human
beings can be asked to do this
p hy s i c a l l y a n d m e n t a l l y
degrading work in 21st century
India.

enter narrow lanes. The new
machines, which can enter
lanes as narrow as six feet, will
help tackle the issue. They
have been fitted with
equipment for hydraulic,
jetting, grabbing and roding
work, and will clean manholes
that are up to 30 feet deep.

The machines, which can enter
narrow sewer lanes, have
been provided to manual
scavengers so that the illegal
practice of forcing sanitation
workers into sewers is done
away with. Presence of

CHIZEL – Manufacturing on
demand

manholes and sewage
networks in narrow lanes
endangers lives of manual
scavengers.
The machines used by the DJB
so far were not designed to

C h izel o ffers a o n e‐ sto p
s o l u t i o n fo r o n ‐ d e m a n d
manufacturing in a broad
range of processes like 3D

Printing, CNC, Vacuum Casting
in diverse material range. Their
online platform 'COCO' allows
you to get instant quotes and
time lines at the click of a
button.
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Fulfilling a need ‐
manufacturing a solution

T h ey co m b i n e a d va n c e d
manufacturing, cloud
computation, and data

This means one has to interact
with multiple suppliers at a
time.
Chizel solves this by giving
easy access of manufacturing
to companies looking to
produce plastic and metal
parts from one to 10,000
pieces.
T h e p l a t fo r m o p t i m i s e s
complex manufacturing
parameters without human
intervention.

Ty p i ca l l y, u s e rs h ave to
st r u g g l e w i t h n u m e ro u s
vendors to get things
manufactured on‐demand.
The usual order size being
invariably very small, a typical
user has to struggle in finding
t h e r i g h t v e n d o r, r i g h t
machines, and has to check
material availability, coupled
with never‐ ending
negotiations on costing and
unpredictable project
timelines.
More importantly, it's difficult
to select the right
manufacturing process to
build a custom part, unless
you are a trained professional.
With a smart manufacturing
platform ‐ COCO ‐ which is
specially built for designers
and engineers, CHIZEL aims to
make on‐demand
manufacturing, convenient,
accessible and hassle‐free.
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analytics to convert COCO
into a robust Manufacturing
enterprise software.
Starting out as a 3D Printing
company…
Founded by Ravi Ranjan,
Devang, and Yash Rane in
2016, this Bengaluru‐based
start‐up began as a 3D printing
company. At the end of 2018,
they decided to become a
cloud‐based manufacturing
platform and launched in
January this year.
Companies today don't want
to manufacture in bulk unless
they are very sure that their
product is going to sell.
Suppliers provide
manufacturing quotations and
timelines only for the
processes and materials they
cater to.

This enhances manufacturing
speed, while achieving
consistent quality and
reducing operational cost.
Chizel has clients from
industries like electronics and
electrical components,
automotive, medical devices,
optics and general
engineering.
It runs a fully controlled
manufacturing factory hub in
Pune and manages supplier
partner network across India.
On the back end, the start‐up
uses cloud computing, and
creates a digital thread from
design to delivery for every
order.
Manufacturing on demand is a
s u b ‐ s e g m e n t o f
manufacturing , which is
estimated to be a $220 billion
market globally.

FOREIGN TRADE
INDO-MEXICAN BILATERAL TRADE – WARMING UP
India and Mexico have
traditionally enjoyed a good
relationship. What is the
current status of India Mexico
trade?
Mexico was the first Latin
American country to recognize
India's independence in 1947,
and our formal diplomatic
relations were established in
1950. Since then, our relations
have been moving steadily
forward. However, given the
size of our economies, the
interactions between both
countries are just at the tip of
the iceberg in terms of what
could be achieved.
Trade with India has grown
"immensely" in the last few
years, from just over $6 billion
in 2013 to over $8 billion in
2017. Mexico is India's largest
investor from Latin-America,
with an FDI into India of over
$1.5 million between 2009 and
2018. India's FDI into Mexico
totalled over $3.5 billion USD
between 1999 and 2018. In
Latin America, Mexico is the
second destination of Indian
FDI after Brazil. The total trade
with Mexico is 40% higher than
the one with Canada.
India is now among the top 10
trading partners of Mexico, with
approximately 70 Indian
companies, mainly from the

automotive, pharma and IT
sectors, established in Mexico.
While Mexico is the biggest
market for India's automotive
industry, there are 12 Mexican
companies operating in India in
various sectors, including auto
parts, entertainment,
information technology, energy,
processed foods and industrial
products.
As emerging economies, both
countries have unique strategic
capabilities that will allow them

to take advantage of the current
economic climate. Mexico's
bilateral trade with India grew
about 30% in 2018 to $11
billion, and we hope to double it
in times to come.
We maintain a strong, active and
close relationship in economic,
education, scientific and
technical, cultural and political
terms, and we are working
towards broadening and
deepening our relations in
multilateral affairs.
The bulk of India's import
from Mexico is crude oil. Is
there scope for other imports
from Mexico to India?
Mexico is an oil-producing
countr y and India is our
3 r d l a r g e s t o i l b u y e r. O u r
economies are complimentary:
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Mexico produces the type of oil
that India purchases. We
produce around 3% of the oil
that India consumes, and 80%
of our exports to India are oil
related.
In 2017, Indian exports to
Mexico stood at about $5 billion
and imports from the country
was at $3.35 billion. In terms of
foreign direct investments, the
total FDI inflow from Mexico to
India is around $118 million
since 2000.Mexican investment
in India in 2017 was to the tune
of $18 million.
However, India is a “better
trader” than Mexico as it has
diversified its business with
Mexico. The case is not the same
with Mexico as some of India's
trade policies are still closed.
What are the opportunities
for Indian SMEs for
collaborating with Mexican
SMEs? What are the Indian
business segments: Products
and services that can meet
the needs of Mexico; be
appreciated by the Mexican
consumers and so flourish in
Mexico?
In Mexico, small enterprises are
defined as firms employing less
than 50 employees and medium
enterprises are defined as firms
employing between 50 and 250
employees. The SMEs play an
important role in the economy
of Mexico, accounting for over
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90% of all enterprises,
generating more than half of the
national GDP and almost threefourth of total employment.
There are significant
opportunities for Mexico and
India to deepen the bilateral
trade and investment
relationship. Potential sectors
for bilateral trade and
i n v e s t m e n t i n c l u d e I T,
pharmaceuticals, autocomponent, mining, chemicals,
engineering goods, renewable
energy, biotechnology, textile
and garments and gems &
jewellery.
Indian auto industry is among
those few sectors that have
gained presence in Mexico
with some Indian Autocomponent manufacturers
having setup operations
there. Is there a wider scope in
this area?
Mexico is the biggest market for

India's automotive industry and
India's car exports to Mexico are
expected to increase by 50%
yearly. In the FY 2018, export to
Mexico, the largest market for
Indian automakers, grew 7.7%
to $1.69 billion.
We already have a large presence
of Indian automobile giants like
JK Tyre, Bajaj Auto and Mahindra.
Tornel had been in the Mexican
market for 84 years as the only
Mexican technology tyre
manufacturer in Mexico, and was
acquired by JK Tyre in 2008.
The motorcycle industry has also
grown strongly, and this trend is
expected to continue. Motherson
Group, which has 19
manufacturing plants in the auto
parts sector in Mexico, and about
18,500 employees, has the aim
of addressing the company's
future expansion plans in
Mexico.

FOREIGN TRADE
Mexico is the No. 4 global
exporter of light vehicles, and
th
the 7 largest producer of light
vehicles in the world,
andincoming investments will
only push the country further up
the rankings.
What would be your message
to Indian enterprises that are
in a position to invest in
Mexico?
At present, Indian investment to
Mexico is valued at $3 billion, in
companies such as HCL, Infosys,
JK Tyre, Motherson Group, and
Tata Consultancy Services,
which has its largest
distribution centre outside India
in Mexico. At least one Indian
company is present in 17 of
Mexico's 32 states. We are
constantly working towards
strengthening our bilateral ties.

In this sense, Mexico is a
strategic ally in the expansion
plans of the world's leading
multinationals, because it offers
many competitive advantages,
not l ea s t m a c r oec onom i c
stability, a growing domestic
market, legal certainty, a
strategic geographic location, a
skilled workforce and
experience in mediumand high
technology manufacturing,
which, together, constitute a
unique, highly competitive
platform for international trade
and investment, confirming that
Mexico is synonymous with
opportunity.
Mexico is also an attractive

million, which would represent
over 5% increase on last year's
figures. Tourism represents 8.5%
of our GDP. Total tourism
expenditure is forecast to reach
just under $24 billion, which
would also be about 5% higher
than in 2018.
Mexico stands proud at 6th
position in UNWTO's report for
most-visited country in the
world. With 35 UNESCO World
Heritage Sites, Mexico is ranked
number one in all the Americas
and 7th in the world – just one
behind India which has 36 sites.
Cancún and the Riviera Maya,
along with Mexico City, account
for 62% of all international

Mexican Government conveys
into the positive recognition
that Mexico has received for the
ease of doing business though
different global rankings in
recent years and is perceived in
the current Mexican economy.
The best way to go about
investing in Mexico is by having
a strong market strategy.
Growth and expansion are key
goals for most business owners
and entrepreneurs, and
certainly, some of the most
common areas to look forward
are expand into new territories
and target new customer
markets.

tourist destination. Are
Indians now visiting Mexico
in significant numbers?
A record 41 million international
tourists came to Mexico in 2018
–5.5% more than in 2017, and
they spent 6% more while they
were in the country. For this
year, the Ministry of Tourism
predicts that international
numbers could hit almost 44

tourism in Mexico.
The tourist inflow from India to
Mexico is following a ver y
favourable trajectory. We are
now getting more tourism from
Indians than from many
European countries. In 2018,
India has been among the top 20
visitors to Mexico, when we
received 70,000 Indian tourists,
an increase of almost 10% since
2016.
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Now Mexico is closer than ever. In
2018 Mexican carrier Aero
Mexico and India's Jet Airways
entered into a code-share
agreement on flights between
Delhi and Mumbai and Mexico
City via Heathrow in London.
Moreover, there are many more
ways of arriving in Mexico via
one-stop layovers in USA ,

globally, and Mexico is targeting
a 4% market share of this. Mexico
is receiving more and more Indian
tourists for family reunions and
romance tourism. Mexico is on
the path to becoming a preferred
location for India destination
weddings and honeymoon
vacations.

Canada, all of Europe, and
recently Turkey.

Both India and Mexico have a
rich cultural heritage and
knowledge is their strength,
how can there be collaboration
in the Educational Sector
between India and Mexico.

We have also facilitated the visa
process. If Indian travellers
present any valid U.S.A., Canada,
Japan, United Kingdom, or
Schengen visas at the entry point,
they are exempt of the obligation
of getting a Mexican visa for
business, tourism, or transit
purposes for less than 180 days.
Moreover, Indian nationals
benefit from a Schengen visa-free
transit policy for single-layovers
a t A m s t e r d a m , Pa r i s a n d
Frankfurt.
The Indian outbound tourist is
expected to be around 50 million
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Mexico believes in the
importance of academic
exchanges to forge ties between
our two countries. Each year the
Government of Mexico offers
scholarships for international
students that want to study their
Masters or PhD in Mexico. At
present we have nine active
agreements between Mexican
and Indian higher education
Universities for knowledge
exchange, and there are 21

agreements in negotiation stage.
Fourteen scientific joint projects
were undertaken in collaboration
with Mexican and Indian
researchers promoted by
Department of Science and
Technology (DST) and CONACYT.
In 2018, the Mexican
Government awarded four
scholarships to the students of
Delhi University (DU) for postdoctoral research in Mexico City.
This year, six Indian students
have been awarded the
scholarship by AMEXCID. To
promote knowledge exchange in
the public domain, more than 25
Mexican diplomatshave availed
the opportunity to participate in
the courses offered by the Indian
Te c h n i c a l a n d E c o n o m i c
Cooperation Programme (ITEC).
The 2018 International Summer
School hosted in New Delhi
received the maximum number of
applications from Mexico, out of
which 5 Mexican students got a
chance to be a part of the 2month academic experience in
India. Fifteen students and 3
teachers from the Olinca School in
Mexico City were hosted by the
Bluebells International School,
New Delhi as a part of a cultural
exchange program. Another
group of 30 students of the
Leadership & Excellence
Programs of the Anahuac Mayab
University Mérida campus,
carried out an academic trip to
India and participated in a
seminar organized by the
Embassy of Mexico in
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collaboration with Delhi
University to notify students of
the Mexico-India relationship.
There are other collaborations
with Indian universities to hold
talks and seminars to promote
Mexican art, literature and
culture.
The Guadalajara International
Book Fair is the largest book fair
of the Americas, and the second
largest book fair in the world. It
is the most important annual
cultural event of its kind in the
Spanish-speaking world, and
this year we are proud to
welcome India as the Guest of
Honour country in the end of
November. This will serve as a
gateway to Mexico and Latin
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America for Indian literature
and vice versa, thereby further
strengthening the relationship
between our rich cultures.
[The Mexican Embassy's
responses to Sumeet Sharma,
Member of COSIA and Founder
CEO of America Latina India
Trade Promotion Organization
(ALITPO) based at Monterrey
Mexico.
ALITPO serves to Facilitate
Bilateral trade growth between
India & Mexico and through
Mexico to all of Latin America.
COSIA is collaborating with
ALITPO in taking a trade
delegation of Indian MSMEs to
Mexico in August 2019 to
explore bilateral business
growth with their counterparts

in Mexico!
For further details please visit
http://alitpo.drivingdreams.in/
or contact Sumeet Sharma on
9820998399]
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SLASHING TRANSACTION COSTS FOR MSMEsIN FOREIGN TRADE
A costly headache
Dwell time refers to the time
spent in the same position, area
and stage of a process.
According to the Directorate
General of Commercial
Intelligence and Statistics
(DGCIS), the value of MSMErelated export products stood
at USD 147,390.08 million and
share of MSME - related
products in the countr y's
exports was 48.56 per cent
during 2017-18.
It will, therefore, come as
something of a surprise that a
large number of small and
medium enterprises would
rather forgo the obvious
advantages of importing good
quality raw materials,
components, assemblies and
accessories just to avoid the
stressful process and messy
costs associated with imports.
ISSUE I: FOB = CIF?
In my interaction with
ent r ep r eneur s , i m p or t i ng
mostly from the Far East,
principally China, the common
grouse one gets to hear is “what
appeared to be a competitive
purchase at the outset, has
turned out to be an absolute
nightmare due to local
destination charges collected by
the shipping lines / NVOCC
(Non-Vessel Operating Common
Carrier) and container freight
station “.
It is not surprising to get a bill of
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Rs. 50000-Rs.70000 for a
package of just 1000 kgs. and
more than Rs 100000 for a 5000
kgs. Consignment imported in
less than container-load by sea.
In fact, it is quite common for
exporters to quote the same unit

price for FOB as they quote for
CIF, whereas CIF requires then to
bear the freight and insurance
till Nhava Sheva. Then how do
they dupe newcomers and
sometimes even some the oldtimers who have no dedicated
import executive??
It's a con job
The modus operandi is pretty
simple, if you understand the
transaction.
COST+FREIGHT +INSURANCE
COST ONLY (FREE ON BOARD)

costs are decided by the foreign
agent. India does not have a law
specifying what can be collected
to issue the delivery order by the
NVOCC and by the CFS
(Container Freight Station) to
grant the physical goods
delivery.
So, under 22 fictitious headings,
they fleece the importers. It's like
the rip-off at a hi-fi saloon
A. Entry fee -1000.00
B. Maintenance of shop –
1000.00
C. Washing prior to hair color
500.00
D. Etc etc
If a complaint is lodged with the
exporter his reply is “such
charges are routine in India or we
have taken special pains to get
them reduced by Rs.1000012000.”
So how do you protect
yourself…
The best practice is to buy FOB by
sea, including container freight
station costs pre-determined
prior to shipment.
This will avoid the exporter's trap
that he has by error shipped CIF,
even though it was FOB by sea
purchase, as the ill-gotten gains
even reach the executive in the
supplier's company.
ISSUE 2: Duty-Free License for
invalidated quantities

In CIF, the local charges or what
is known as terminal handling

A second issue concerns the
import of raw materials,
components, assemblies and

FOREIGN TRADE
accessories against Advance
License duty- free, if they are
going into ultimate exports as
such, or as packing materials.

advance authorization.
Raw materials required for
manufacture of the end-product
can be imported duty free. It can
also be done by clubbing many

The exporters need to apply for
an Advance Authorization and
invalidate the items of imports
which make no sense to import,
due to their small quantity.
Such invalidated quantities can
be clubbed by the intermediate
supplier (usually an MSME) and
he can easily obtain a DutyFreeLicense against deemed
exports, if norms for his imports
are already fixed or he can apply
for such norms to be fixed.
The process
a. For the actual exporter:
Apply for advance license to the
Directorate General of Foreign
Trade [DGFT], along with a
request for invalidation letter.
Surrender this letter obtained
from DGFT tothe intermediate
supplier.
Actual exporter will buy his raw
material, components,
consumables and assemblies'
requirements in India in rupees.

invalidation letters in one
application to achieve much
better volume and price.
ISSUE 3: Authorized
Economic Operator (AEO)
AEO Tier I & Tier II: Have you
heard your Customs Broker
lament “The cargo is stuck at the
port due to congestion and/or
absenteeism in the Customs
Department and/or clubbing of
national holidays “??

98-99% of the cargo would not be
subject to arrival assessment or
examination, thereby importers
are assured of timely clearances.
Once in two years for Tier 1 and
once in three years for Tier 2
AEO's, there would be an onsite
audit at their office or plant as the
case may be, for verification of
accuracy of classification and
benefits availed under
notifications.

Uncertainty is the biggest cause
of stress, and any process which
removes uncertainty, is the
biggest Ease of Doing Business
initiative. AEO Tier 1 for
importers and AEO Tier II for
exporters is such an initiative.
There are no Government fees for
availing this benefit and average
disposal time is 20-25 days
depending on location.

b. Intermediate supplier:
Apply for Advance authorization
to the DGFT under Deemed
Exports Scheme attaching the
invalidation letter (acting as a
purchase order for domestic
supply in India)
Supply goods to the Actual
Exporter and produce Bank
Realization proof for submission
to DGFT for cancellation of the
export obligation on the

AEO is to grant maximum
facilitation to exporters and
importers in terms of dwell time
and costs for import and export
clearance. Studies by CII in
association with Dupont found a
Rs.37 lacs benefit over a sixmonth period.

Cutting the red tape‐ Real
monetary benefits
For importers by air, it's a
Godsend, as the primary benefit of

A programme on AEO was
organised by TSSIA in which Mr.
Tapan Kumar Jt. Commr; of
Customs (Export) & Mr Manoj
Singh, Sr. VP, MIAL, Air Cargo,
Mr Rajesh Gosalia & Smt. Vaishali
Kulkarni gave presentation on
AEO and facilities at Air Cargo.
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INFRASTRUCTURE-DOES PERFORMANCE
MATCH PROMISE?
Strangling Entrepreneurs At Birth
Ever since the 1970's when
MSMEs began to slowly gain
heft in the Indian economy, the
biggest constrictor of
manufacturing and growth,
apart from the infamous Licence
Permit Raj, was the lack of
simple infrastructure.
So, every second day, Industry
Associations would be at the
doors, either of the State
Electricity Board literally
begging for uninterrupted
power connections or before the
State Industrial Corporations
begging for uninterrupted water
supply. Monsoon found the
Associations begging the
Industrial Development
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Corporations and Municipalities
to repair the humongous potholed roads or beg BSNL or
MTNL to restore telephone and
internet connections.
Costly delay was so in-built into
the system that of ten, the
Associations simply went
through the motions, utterly
without hope and lacking any
belief that things would ever
change.
Actually, Industry Associations
were so fooled into belief that
this was the norm, that they
were reduced to asking for
concessions in power tariffs or
sales tax rates or some sop for

being left bereft in some D Zone
area, which had even worse
infrastructure, than the ones in or
near the major urban centres.
It is a tremendous testimony to
the grit and patience of Indian
entrepreneurs that they often
survived and grew their
industries in conditions which
would have destroyed any other.
Change or revolution
th

A 26 May 2018 article by Jyotika
Sood and Utpal Bhaskar in
livemint assesses some of the
changes in 4 years of the Modi
Government.

COVER STORY
It has set in play a new
integrated infrastructures
programme, which involves
building of roads, railways,
waterways and airports.
India has been grappling with
high logistics costs of 14% (as a
percentage of cost of the
product), which make exports
uncompetitive vis-à-vis those of
China, where logistics costs add
up to just about 8-10%. The
Centre is trying to leverage
roads, railways and waterways
to bring India's logistics costs
down to 8% to make the
economy competitive.
The road ministry under Nitin
Gadkari took a raft of measures,
including terminating projects,
de-risking them and introducing
the hybrid annuity model
(HAM), wherein the
Government provides 40% of
the project cost to the developer
to start work, while the
remaining investment has to be
made by the developer.

airlines.
An article appearing in Business
Today of June 13, 2018 says:
S o f a r, t h e i n c u m b e n t
Government has constructed a
total of 28,531 km national
highways since FY 2014-15,
contrasting with 16,505 km by
the previous Government up to
FY 2013-14, a clear gain of an
astounding 12,026 kms, the
Financial Express reported.
That's a whopping 73%
increase.
Until May 2014, the construction
rate of highways stood at 11.67
km per day. The current regime
has steadily raised the
construction rate to the present
26.9 km per day in FY 2017-18.
For FY 2018-19, the MoRTH is set
to achieve a target of 45 km per
day.

general public, as if the scale and
sweep of the changes is perfectly
natural and normal.
MSMEs, business and industry in
general are going to be the
principal beneficiaries of this
massive transformation in
infrastructure.
ROADS & HIGHWAYS
Bharatmala Pariyojana is a
centrally-sponsored and funded
road and highways project of the
Government of India. Speaking to
the Lok Sabha on February 7,
2019 Road Transport Minister
Nitin Gadkari spelt it out:
Bharatmala Pariyojana is an
umbrella programme comprising
65,000 km of highways, out of
which 24,800 km highways fall
along economic corridors, inter
corridors, feeder routes and
border roads.

Ambitious projects such as
Bharatmala for Roads pegged at
a Rs. 10 trillion of investment
and Sagarmala (Ports) at Rs.8
trillion of investment till 2015
India's civil aviation market is
growing at 19% over the last
four years, and projected to be
the third largest in the world by
2025, after the US and China.
Over 70 un-served or underserved regional airports are
being developed under the
regional connectivity scheme
with various concessions to

The size and scale of what is
happening in India is nothing
short of spectacular. What is
equally stunning is the near
complete absence of hype and
its calm acceptance by the

All these highways, along with
10,000 km residual National
Highway Development Projects
stretches have been envisaged
for construction under Phase-I of
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the Pariyojana over a period
of five years from 2017‐18 to
2021‐22 for which Rs.
5,35,000 crores have been
earmarked.
Already, 137 road projects
having an aggregate length of
about 6,530 kms have been
awarded and are in various
stages of implementation.
The identification of the project
stretches under the various
components of Bharatmala has
been done based on detailed OD (Origin-Destination) study,
freight flow projections and
verification of the identified
infrastructure gaps through geo
mapping, using data from
Bhaskaracharya Institute for
Space Applications and GeoInformatics (BISAG) as well as
from other sources. This O-D
study has also taken into
account integration of economic

Punjab, Haryana and then cover
the entire string of Himalayan
states - Jammu and Kashmir,
Himachal Pradesh, Uttarakhand
- and then portions of borders of
U t t a r Pr a d e s h a n d B i h a r
alongside Terai, and move to
West Bengal , Sikkim, Assam,
Arunachal Pradesh, and right up
to the Indo-Myanmar border in
Manipur and Mizoram.
It is both enabler and
beneficiar y of other key
Government of India schemes,
such as Sagarmala, Dedicated
Freight Corridors, Industrial
corridors, UDAN-RCS, Bharat
Net, Digital India and Make in
India.
R AILWAYS – EASTERN &
WESTERN FREIGHT
CORRIDORS
The dedicated freight-only lines
are being built by the Dedicated

Mumbai – Howrah). Covering a
total of 10,122 km, these
corridors carry the heaviest traffic
and are highly congested.
The route carries 52% of
passenger traffic and 58% of
freight traffic, according to the
Make-in-India report of 2017.
Covering a distance of 1,856 km,
Eastern Dedicated Freight
Corridor will be divided into two
segments: An electrified doubletrack segment of 1,409 km
between Dankuni in West Bengal
and Khurja in Uttar Pradesh and a
single line segment of 447 km
between Ludhiana – Khurja –
Dadri.
The corridor will pass through
Punjab, Haryana, Uttar Pradesh,
Bihar, Jharkhand and West
Bengal. This project is expected
to benefit the transportation of
coal for power plants, steel, food
grains, finished steel and
cement.
Along with the freight lines,
logistics parks have also been
planned in Kanpur and Ludhiana.

corridors with the ongoing
projects under NHDP and
infrastructure asymmetry in
major corridors.
The project will build highways
from Gujarat, Rajasthan,
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Freight Corridor Corporation of
India Limited along the four key
transportation routes – known
as the Golden Quadrilateral and
connecting Delhi, Mumbai,
Chennai, Howrah and its two
diagonals (Delhi – Chennai and

Western Dedicated Freight
Corridor is a 1,504-km-long
route — from JNPT to Dadri via
Va d o d a r a - A h m e d a b a d Palanpur-Phulera- Rewari —
Western DFC will pass through
Haryana, Rajasthan, Gujarat,
Maharashtra and Uttar Pradesh.
It is proposed to join the Eastern
Corridor at Dadri.
This corridor also facilitates
transportation of fertilizers, food
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grains, iron and steel and
cement, among other
commodities. There are plans to
set up Logistics Parks on the
outskirts of Mumbai, especially
near Kalyan-Ulhasnagar area or
Vashi-Belapur.

Additionally, other parks have
b e e n p r o p o s e d i n Va p i ,
Ahmedabad and Gandhidham
in Gujarat, Jaipur and DelhiNational Capital Region.
These lines are being built to
maximise speeds up to 100 km
an hour, up from the current
average freight speed of 20 km
an hour.
The dedicated Freight corridor
envisages long-haul operations
with trailing loads increasing
from 5,000 to 15,000 tonnes
and container capacity will go
up to 400 per train. The DFCs
are likely to slash transit time
from freight source to
destination by 50% or more in
some cases.
The work on the mega project
having two -- eastern and
western ---dedicated freight
corridors is going on and 99 per
cent of land acquisition has

been completed according to
Anurag Sachan, MD of the
Dedicated Freight Corridor
Corporation of India.
Freight traffic from Gujarat ports

will be shifted to dedicated
freight corridor after September
2019, with the completion of
works on the Dadri (Uttar
Pradesh) to Palanpur stretch.
When the work till Palanpur will
be completed by September
2019, freight from ports like
Mundra will be shifted to the
dedicated corridor and the
entire traffic of ports will move
through the corridor.

Dedicated Freight Corridor
(EDFC) in November 2018 and on
306-km long section in the first
phase of the western corridor on
Madar - New Rewari - Krishnagar
Balawas (Haryana) stretch. This
section is provided with 9 newly
built freight stations consisting of
six crossing stations and three
Junction stations.
After the commissioning of the
project by 2020, nearly 400
million tons of goods will move
through the corridor which will
reduce the time of transportation
and enhance the punctuality of
passenger trains as the goods
train will run on the dedicated
lines.
Not only the Railway's goods
trains, private operators would
also be allowed to operate their
rolling stock on the paths in the
dedicated freight corridor.
PORTS – SAGARMALA
Reviving our maritime legacy

Trial runs have already been
completed on the 194 Km

The concept of Sagarmala was
approved by the Union Cabinet
on 25th March 2015 to harness

section from Bhadan to Khurja
(Uttar Pradesh) of the Eastern

India's 7,500 km long coastline,
14,500 km of potentially
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navigable water ways and
strategic location on key
international maritime trade
routes, to promote port-led
development in the country.
Sagarmala is a very evocative
name because the string of ports
on the coast of Peninsular India if
knit together would make a very
fine Ocean Necklace.
Exploiting coastal & inland
water ways for economic
transportation
India is one of the fastest
growing large economies in the
world with a GDP growth rate
upwards of 7% and ports play an
important role in the overall
economic development of the
country. Approximately 95 % of
India's merchandise trade (by
volume) passes through sea
ports.
Many ports in India are evolving
into specialized centres of
economic activities and services
and are vital to sustain future
economic growth of the country
such as JNPT, Mundra Port, Sikka
Port, Hazira Port etc.
Secondly, last mile connectivity
to the ports is one of the major
constraints in smooth
movement of cargo to/from the
hinterland. Around 87% of
Indian freight uses either road or
rail for transportation of goods.
Although water-borne transport
is much safer, cheaper and
cleaner, compared to other
modes of transportation, it
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accounts for less than 6% of
India's modal split.

more than 90% of coal currently
moves via railways.

By comparison, coastal and
inland water transportation
contribute to 47% of China's
freight modal mix, while in
Japan and US, this share is 34%
a n d 1 2 . 4 % r e s p e c t i v e l y.
Significant savings can be
achieved by shifting movement
of industrial commodities like
coal, iron ore, cement and steel
to coastal and inland
waterways.

Where does it stand?

It will be clear from the above
table that significant savings can
be achieved by shif ting
movement of industrial
commodities like coal, iron ore,
cement and steel to coastal and
inland waterways. However,

According to the Business
Standard of 18-9-2018 about
20% of the Sagarmala Projects
have been completed since it
was launched on March 25,
2015.
It envisaged projects worth Rs
8.7 trillion that would connect
600 ports. The 80-odd projects
completed till now are already
valued at Rs 140 billion. Another
212 projects worth Rs 2.5 trillion
are still under way.
There are 12 major ports in
India: Kandla, Mumbai,
Jawaharlal Nehru Port Trust,
Mormugao, New Mangalore,
Cochin, Chennai, Ennore, V O
C h i d a m b a r a n a r,
Visakhapatnam, Paradip, and
Kolkata (including Haldia).
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The project has also identified
1,208 islands for development.
The 12 Government-owned
ports can handle 1,359 million
tonnes (MT) cargo per year. They
handled only 679.35 MT until
March 2018, which meant a
capacity utilisation rate of just
50 per cent. Cargo capacity in
India rose to 2,493.1 MT in
2016/17 from 1,806.8 MT in
2014/15. The target is 3,130 MT
by 2020.

once can't expect a dramatic
turnaround. The 2018/19
budgetar y support for the
project is a mere Rs.600 crore,
peanuts!
AIRPORTS & CIVIL AVIATION
The scene at the end of the
flight 2040!
India may have 190-200

To get there India may need to
invest up to $2 billion for low
traffic airports, excluding land
acquisition costs. The report also
recommends a strong leasing
industry for financing of aircraft
and maintenance, repair and
overhaul to be established in
India to prevent domestic airlines
from going abroad for the
facilities.

Experts say more than creating
new capacities, the need of the
hour is to establish multi modal
connectivity and increase
capacities at existing ports.
Though many ports have added
new terminals, global trade is
languishing and the private
sector's is not showing much
interest in PPP projects.
Indian vessels are 39 per cent
more expensive than the nonIndian vessels. Shipping
industry and coastal shipping
need to be incentivised through
lower cargo tariffs. One option
could be ensuring better railroad-sea connectivity as the
model of unified cargo
movement is an emerging trend
worldwide.
That is why the Sagarmala plan
includes 39 road projects to
improve connectivity between
major ports and highways. Once
dedicated freight corridors start,
cargo volumes are bound to rise,
say experts. In the meantime,

operational airports, of which
three each will be in Delhi and
Mumbai, and air passenger
traffic is expected to grow sixfold to 1.1 billion per year by
2040, says the 'Vision 2040'
report released at the Global
Aviation Summit 2019.
The Indian commercial air fleet is
expected to be 2,359 by March
2040, says the report prepared
by consultancy firm KPMG and
industry body Federation of
Indian Chambers of Commerce
and Industry.

The report was prepared in
consultation with the
Government though not
commissioned by it. The
Government will deliberate on
the suggestions and take a call on
which ones to implement.
Cut to the present
India's aviation sector is
something of a paradox. It is the
fastest growing aviation market
in the world, with domestic
passenger numbers clocking 18
percent growth in 2018. On the
other, there is the perennially
loss-making nature of airline
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companies, the colossal failure of
a regional connectivity scheme
and massive debts of airport
operators.
Passenger traffic grew at 16.52
per cent year on year to reach

308.75 million in FY18. It grew at
a CAGR of 12.72 per cent during
FY06-FY18.
Domestic passenger traffic grew
YoY by 18.28 per cent to reach
243 million in FY18 and is
expected to become 293.28
million in FY20E. International
passenger traffic grew YoY by
10.43 per cent to reach 65.48
million in FY18 and traffic is
expected to become 76 million in
Fy20.
In FY18, domestic freight traffic
stood at 1,213.06 million
tonnes, while international
freight traffic was at 2,143.97
million tonnes.
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Some major initiatives
undertaken by the
Government are:
In February 2018, the Prime
Minister of India launched the
construction of Navi Mumbai

airport which is expected to be
built at a cost of US$ 2.58 billion.
The first phase of the airport will
be completed by end of 2019.
The Government of Andhra
Pradesh is to develop Greenfield
airports in six cities-Nizamabad,
Nellore, Kurnool, Ramagundam,
Ta d e p a l l i g u d e m a n d
Kothagudem under the PPP
model.
Regional Connectivity Scheme
(RCS) has been launched under
the policy.
In September 2018, Jharsuguda
Airport in Odisha and Pakyong
Airport in Sikkim were
inaugurated. Pakyong airport is
Sikkim's first ever airport and

AAI's first Greenfield airport
construction.
In December 2018, Kannur
International Airport was
inaugurated making Kerala the
only state in India to have four

international airports.
India's aviation industr y is
largely untapped with huge
growth opportunities,
considering that air transport is
still expensive for majority of the
country's population, of which
nearly 40 per cent is the
upwardly mobile middle class.
Currently at seventh position in
the aviation market, India is all
set to be among top three
aviation market by 2024
according to International Air
Transport Association (IATA).
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Power
The utility electricity sector in
India has one National Grid
with an installed capacity of
350.162 GW as on 28 February
2019.Renewable power plants
constituted 15.3% of total
installed capacity. India is the
world's third largest producer
and third largest consumer of
electricity.

World Bank's Ease of doing
business - "Getting Electricity"
ranking.

As of April 28, 2018, 100 per
cent village electrification
achieved under Deen Dayal

Energy deficit reduced to 0.6
per cent in FY19 from 4.2 per
cent in Fy14.

Upadhyaya Gram Jyoti Yojana
(DDUGJY).

Installed capacity in respect of
RES (MNRE) as on 31.01.2019.
RES (Renewable Energy
Sources) include Small Hydro
Project, Biomass Gasifier,
Biomass Power, Urban &
Industrial Waste Power, Solar
and Wind Energy.
What's happened in the last 4
years
India's rank jumped to 24 in
2018 from 137 in 2014 on

Power supply position in the country during 2009-10 to 2018-19
Energy

Peak
Surplus(+)
/Deficits(-)

Peak
Demand

Peak Met

(MW)

(MW)

(MW)

(%)

1,04,009

-15,157

-12.7

1,22,287

1,10,256

-12,031

-9.8

-8.5

1,30,006

1,16,191

-13,815

-10.6

-86,905

-8.7

1,35,453

1,23,294

-12,159

-9.0

9,59,829

-42,428

-4.2

1,35,918

1,29,815

-6,103

-4.5

10,68,923

10,30,785

-38,138

-3.6

1,48,166

1,41,160

-7,006

-4.7

2015-16

11,14,408

10,90,850

-23,558

-2.1

1,53,366

1,48,463

-4,903

-3.2

2016-17

11,42,929

11,35,334

-7,595

-0.7

1,59,542

1,56,934

-2,608

-1.6

2017-18

12,12,134

12,03,567

-8,567

-0.7

1,64,066

1,60,752

-3,314

-2.0

2018-19*

10,65,900

11,59,014

-6,886

-0.6

1,77,022

1,75,528

-1,494

-0.8

Requirement

Availability

(MU)

(MU)

(MU)

2009-10

8,30,594

7,46,644

-83,950

2010-11

8,61,591

7,88,355

-73,236

-8.5

2011-12

9,37,199

8,57,886

-79,313

2012-13

9,95,557

9,08,652

2013-14

10,02,257

2014-15

Year

(%)

-10.1 1,19,166

Surplus(+) /
Deficits(-)
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The Road Ahead
The Government of India has
released its roadmap to achieve
175 GW capacity in renewable
energy by 2022, which includes
100 GW of solar power and 60
GW of wind power. The Union
Government of India is preparing
a 'rent a roof' policy for
supporting its target of
generating 40 gigawatts (GW)
of power through solar rooftop
projects by 2022.Coal-based
power generation capacity in
India, which currently stands at
190.29GW is expected to reach
330-441 GW by 2040.
India could become the world's
first country to use LEDs for all
lighting needs by 2019, thereby
saving Rs 40,000 crore (US$ 6.23
billion) on an annual basis.
All the states and union
territories of India are on board
to fulfil the Government of India's
vision of ensuring 24x7
affordable and quality power for
all by March 2019, as per the
Ministry of Power and New &
Renewable Energy, Government
of India. (Source www.ibef.org).

COMMUNIC ATIONS - THE
INFORMATION HIGHWAY
On 25 October 2011 the
Government of India approved
the "National Optical Fibre
Network" (NOFN) initiative, later
renamed as BharatNet, to
connect all 250,000 Gram
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panchayats in the countr y
covering nearly 625,000
villages.
To a c h i e v e t h i s , B h a r a t
Broadband Network was
incorporated as a Special
Purpose Vehicle(SPV) on 25
February 2012 under Companies
Act of 1956.
Between 2011 and 2014, project
did not take off as planned, and
only 350 km of optical fiber, out
of 300,000 km optical fiber
network needed for the phase-I,
was laid. Between 2014 and
2017, the original phase-I target
of laying 300,000 km of optical
fibre was completed.
The Gameplan
The project picked up pace under
the Digital India initiative of the
Modi Government. It was not
only re-named BharatNet but
ambitious time-bound
implementation guidelines were

set. Several public sector
organisations such as BSNL,
RailTel and Power Grid Corp were
o n b o a r d e d t o m o n i t o r,
implement and also enable the
bypassing of right-of-way issues
for laying fibre optical cable
network on existing Government
owned roads, rail lines and
power lines. In effect the
network rollout was parceled out
to them.
BharatNet also collaborated with
C-DOT, Telecommunications
Consultants India Limited and
National Informatics Centre for
the design and rollout plan.
Broadly the scheme was, the
Union Government would
provide broadband connectivity
at sub-district Block level. The
State Government would take it
to gram panchayat level and
private sector companies would
provide last mile connectivity to
all villages by expanding the
current national network of
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38,000 Wi-Fi Hotspots to
700,000 Wi-Fi hot spots to
cover all 625,000 villages in
India.
Both the optical fiber and the
Gigabit-capable passive optical
network broadband
equipment, designed for dusty
conditions and power outage
issues in the rural areas, are
made in India by C-DOT with no
involvement of foreign
companies.
Commercial operators Reliance
Jio, Bharti Airtel, Idea Cellular
and Vodafone have already
connected their 4G-basedbroadband base towers to
Bharat Net at various locations
to provide the high speed last
mile wireless broadband
connectivity.
W hat' s done and w hat
remains to be done
BharatNet Phase-I, unrolled
across 13 states and Union
Territories [Andaman and
Nicobar Islands, Chandigarh,
Delhi, Goa, Haryana,
Karnataka, Kerala,
L akshadweep, Manipur,
Meghalaya,Puducherr y ,
Sikkim and West Bengal]was
completed in December
2017 with the Central
Government funding share of
US$1.6 billion. It connected
100,000 Gram panchayat,
covering 300,000 villages by

laying 300,000 km of optical
fiber network.

No of Gram Panchayats Service
commissioned on Satellite: 616
GPs

BharatNet Phase-II was slated
for completion by 31 March
2019 to connect the remaining
nearly 145,000-gram
panchayats covering 325,000
villages through additional 1
million km of optical fibre.

Summation

Phase-II commenced with the
Central Government funding
share of US$5.0 billion, with
the earlier 250 km per day pace
of optical fiber network roll out
needing to be raised to 500 km
per day to achieve the
completion target of March
2019.
Phase-II will double the total
optical fiber network of the
nation.
Overall Project Status as on
1st April 2019
Length of Optical Fibre Cable
laid: 3,20,648 Kms
No. of Gram Panchayats where
Optical Fibre Cable Laid:
1,25,722 Gps

Gram Panchayats to which OFC
connected & equipment
installed: 1,17,903 Gps

It is one of the features of this
Government that while its
achievements in virtually every
field are being questioned and
the debate is sharply polarised,
in one area, at least, there is
near unanimity.
That is infrastructure,
particularly roads and
highways.
While credit for this must
certainly go to Nitin Gadkari,
who handles a connected but
ver y unwieldy number of
Ministries very capably, an
equal or greater credit must go
for the Government's holistic
vision which sees highways,
dams, bridges, ports, inland
water ways, roads, dedicated
freight corridors, fishermen,
smart cities, farmers and
industries as part of one
seamless whole to be knit
together by a web of high‐
speed, low ‐cost transport
a n d
a
d i g i t a l
communications spine.

The performance, as in
Sagarmala may not be
very re‐assuring. There is
great scope for the
performance to be much
closer to the promise. But
no one can quarrel with
the vision and the effort.
Full marks for trying.
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MANOHAR PARRIKAR AN ENTREPRENEUR TO THE DEFENCE
Small beginnings

A small entrepreneur
He owned two hydraulic
engineering units, employing
over 20 people. TNN of March 18
quotes an official of his company
“Goa Hydraulics, which was one
of the pioneers in Goa in the field
of manufacturing hydraulic and
pneumatic cylinders, began in
1981. Today the small-scale unit
manufactures hydraulic
equipment, cylinders,
pneumatic cylinders, power
pack and hydraulic oils from a
small shed in the industrial
estate.

Manohar Parrikar was born in
Mapusa, Goa on 13TH December
1955. He studied at Loyola High
School, Margao. He completed
his secondary education in
Marathi and went on to
graduate in metallurgical
engineering from the Indian
Institute of Technology, Bombay
(IIT Bombay), in 1978.
Decades before he became
politically prominent Manohar
Parrikar was a small-scale
entrepreneur.
Perhaps working in his father's
store in Mapusa planted the
entrepreneurial seed in him.
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By 1988 his entrepreneurial
journey was cut short when he
joined politics and it was many
years down the line that he
started Westfield Hydraulics &
Pneumatics in partnership with
his sons Utpal and Abhijat. Both
of his units supplied hydraulic
equipment to larger industrial
set-ups.
Politics through the RSS
doorway
Parrikar joined the Rashtriya
Swayamsevak Sangh (RSS) at a
young age and became a
mukhya shikshak (chief
instructor) in the final years of his
schooling. After graduating from
IIT, he resumed RSS work in
Mapusa while maintaining a

private business, and became a
sanghchalak at the age of 26.
He was seconded by RSS to the
Bharatiya Janata Party (BJP) with
the objective of fighting the
Maharashtrawadi Gomantak
Party.
As a member of the BJP, Parrikar
was elected to the Legislative
Assembly of Goa in 1994. He was
leader of the opposition from
June to November 1999.
He successfully contested the
election to become Chief Minister
of Goa for the first time on 24
October 2000, but his tenure
lasted only until 27 February
2002. On 5 June 2002, he was
re-elected and served another
term as Chief Minister. Though
the Parrikar-led BJP was defeated
in the 2007 elections he stormed
back to victory in 2012 with a
clear majority.
Parrikar proposed the name of
Narendra Modi as the prime
ministerial candidate before the
2013 BJP parliamentary elections
convention in Goa. He went on to
serve in the National Democratic
Alliance government under Prime
Minister Narendra Modi as
Defence Minister of India from
2014 to 2017 till he returned to
his beloved Goa for his last and
final stint as Chief Minister.
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Raksha Mantri

In an interview to Sheela Bhatt of the Indian Express on 24-5-2016, the Raksha Mantri made some
revelations about the goings-on in that Byzantine Ministry.

About middlemen?

transparent and fast.

No. The word 'middleman' may
be misunderstood. I would say
commission agent, people who
make deals for money. These
people, through money or
through other methods, try to
influence decisions. I had heard
a lot about them before coming
here. Defence was new to me…
It took months to gather
information on how things are
done here. Due to infamous
arms deals and scams, the
ministry had withdrawn into a
cocoon. There was no openness,
there were always fears and
suspicion. I told ever yone
clearly, and through directions,
to open up the ministry so that
decisions could be clean,

An example of what surprised
him
The system surprises me, even
now. I have never seen such a
complicated system of
procurement. If you ask me,
procurement in defence is a
different kind of issue in itself.
Ultimately you want to buy a
weapon that may not exist or
may not be available in the
market. At the same time, you go
through all tests and trials.
It's a strange type of
procurement. It's not like openmarket procurement where any
product can be determined
easily. Here each system has a
different function. No two

companies manufacture similar
types of products, and you have
to be careful in ensuring that
more than one manufacturer
comes into the picture. But
Agusta Westland was the only
one in the picture that wanted to
supply what you wanted. The
challenge is how you ascertain
that there is an alternative
available.
Whether A.K. Antony's honesty
was part of the Defence
Ministry's legacy?
I will put it like this. Honesty
without output is of no use… It's
not that if you are honest then
you can't deliver. A simple way of
living honestly is not to take any
decision. When you take a
decision, you have to pass
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through a path with thorns and
nails. You have to avoid all those
and take a clear, conscious
decision in the interest of the
nation.
On there not being much of a
difference between a decade

of slow-moving acquisitions
during the UPA era and the 2
NDA years up to 2016?
You are talking like this because
you don't know figures of
acquisition. For example, the
CAG 2013 report says most of
the ammunition stock in India
has gone down below critical
level. Now, out of 170 only 38
items are insufficient, but in the
coming months only 21 items
will be below critical level…
The output of the ordnance
factory has improved for the first
time by 17 per cent. It was
stagnant for four to five years
and hovering around Rs 10,000
to Rs 11,000 crore…
Ammunition expenses were
around Rs 4,500 crore in 201314 but have now reached Rs
6,800 crore, increased by 50 per

38 TISA - APRIL 2019

cent. What I am trying to point
out is that if you go case by case,
things are moving up.
Two, all PSUs and ordnance
factories have shown an
increase in turnover from

(Arup Raha) himself flew the
plane. From a situation where no
plane was coming up to a
situation that the first squadron
will be formed now is a great
achievement.
About Aeronautical
Development Agency and
Hindustan Aeronautics Limited
not delivering the final version
of Tejas

around Rs 43,000 crore to
Rs 51,000 crore, around a
20-per-cent growth.

That is what leadership is all
about. I ensured that ADA
delivers what the Air Force
wanted. I had 18 meetings with
them, we sorted it out. Finally,
the Air Force says it will buy 120
Tejas aircraft… We are offering
to friendly countries and we may
start exporting also. Tejas aircraft
were made and dumped, I made
it operational.

Three, in aviation Tejas has been
inducted, a second Tejas
delivered, the third will be
delivered in June, and in July or
August the first squadron will be
formed. After 32 years, Indianmade light combat fighters have
been inducted and a formation
worked out. The Air Force chief

Basically, what I want to say is
that there was a mess created
over a period of 10 years due to
no decisions. Now decisions
are being made and its impact
will be felt as the days pass.
Whether it's intelligence or
counter‐insurgency, whether
decisions are about equipment
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supplies to armed forces, we
are taking decisions.
In the last two years we have
finalised contracts for almost
Rs 1.15 lakh crore. But what is
m o re i m p o r ta n t i s t h a t
contracts for another Rs 1.15
lakh crore are in the pipeline.
We have brought it near a
conclusion.

An ET story of Nov 10, 2014
quotes Bakul Desai, a
Hyderabad‐based
businessman, on Manohar
Parrikar's sense of fairness. In
the late 1970s, as students at
IIT Powai, they were forced to
travel ticketless as they could
not wake up the man behind
the counter at 4 am. At Dadar,

carrying his own luggage,
wearing rumpled bush shirts
and chappals in North Block...
None of this was for effect. He
genuinely had no airs about
him.
Between March to June 2018,
Parrikar was undergoing
treatment for a pancreatic
ailment at a hospital in the

In another one or two years,
we will sign those contracts.
What is needed is to look at
the total impact of ten years
of the UPA government. They
could mainly procure
government‐to‐government
sales from the US. For 36
years there was no gun
prepared for India.
I am pleased to tell you that
the Dhanush trial has been
successfully done in the
desert. There will be one
more final desert trial and
even a cold weather trial. By
the year‐end we will start
manufacturing the gun, which
will be better than Bofors. The
original technology was
transferred from Bofors but
we have indigenously
developed it and the
Ordnance Factory Board,
Kanpur and Jabalpur, will
manufacture it. By August or
September, we will finalize an
order for Vajra (self‐propelled
Howitzer gun) to the private
sector. First time in 36 years,
decisions on guns, tanks and
aircrafts are being taken in the
ministry”.

US. He returned to India and
in September was admitted in
the AIIMS, Delhi for
treatment. On 27 October
2018 the Goa government
announced that CM Manohar
Pa r r i ka r h a d p a n c r e a t i c
cancer.

a t i c ket exa m i n e r f i n e d
Parrikar Rs 10 plus an
additional 40 paise for the
fa re . A f u r i o u s Pa r r i ka r
travelled ticketless for the
next semester, as he thought
it was unfair. "One day he
found his free trips had cost
the government Rs 11.20
paise. So, he bought stamps
from a post office and tore
t h e m u p . N o w, t h e
Government of India and I are
square,' he said.”

He died on 17 March 2019 at
the age of 63 from pancreatic
cancer at his residence in
Panaji. His death was
announced by the President
of India, Ram Nath Kovind.

There were many accounts of
his spartan style; security
personnel seeing him arriving
at the airport in a rickshaw,

On the evening of 18 March,
Parrikar was cremated with
full state honours at Miramar
in Panaji.
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CAN FINTECH BE MSME's SAVIOUR?

To shape India's continued
ascendancy in FinTech, build the
narrative for future strategy and
policy efforts, and to deliberate
steps for comprehensive
financial inclusion, NITI Aayog
organized a day-long FinTech
Conclave in New Delhi on 25th
March, 2019.
Speaking on the occasion
Shaktikanta Das, Governor of
RBI said ““By enabling
technologies and managing
risks, we can help create a new
financial system which is more
inclusive, cost-effective and
resilient.”
An opportunity for FinTech's
Micro, Small, and Medium
Enterprises (MSMEs) are the
backbone of the Indian industry.
The Government's Foreign Trade
Policy (FTP) recognizes the
contribution of Micro, Small and
Medium Enterprises (MSMEs) in
exports. MSME contribute
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about 45 percent of the
manufacturing output, over 40
per cent of the total exports of
the countr y, and around 8
percent of the country's GDP.
Nearly 60 million businesses
comprise the MSME (Micro,
Small, and Medium Enterprises)
sector in India, which is
responsible for driving a
substantial amount of economic
growth in the country, while
providing employment to
approximately 120 million
people.
H o w e v e r, d e s p i t e i t s
contribution to the economy,
MSMEs have largely remained
under-ser ved by Financial
Institutions. The current
yawning shortfall in the funds
being made available to MSMEs
by FI's and the Government's
keen desire to increase the flow
of credit to this segment has
created a huge business
opportunity for MSME lenders.

Why do Bank's fail MSMEs?
The problem with Banks,
particularly PSU Banks, is that
they are in the first-place riskaverse because the Officers are
saddled with tremendous
responsibility and not enough
authority. Bound by systems,
procedures and paper-work they
find it difficult to be speedy and
flexible which are two prime
requirements of MSMEs.
They also find it pretty difficult to
assess the creditworthiness of
MSMEs and will plump for
funding those enterprises which
have a good CIBIL score, detailed
audited financial statements and
substantial assets to offer as
collateral.
The limitations of MSMEs
The one-man show most MSMEs
are, their major funding
requirements, almost by
definition, are never planned and
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become crisis points in the
business. Nor is their paperwork
up-to-date or perfect. At least,
manufacturing units are in a
position to mortgage their

English there is much less of
dealings in cash and more
through legitimate Bank
Channels. This will, of course,
leave a trail, which in these

companies. These companies
provide the digital sourcing
platform, run the alternative data
scoring engine and partner with
various banks and NBFCs to offer
various lending products.
·Scoring based on digital data
gives the lender a more holistic
view of a borrower's
creditworthiness and associated
risks for credit underwriting.

·Fintech

lenders use different
non-traditional data sources to
determine a borrower's
creditworthiness and
repayment ability.

·

machinery & equipment against
loans. Service businesses are
unable to do so and hence
mostly depend on unsecured
borrowings from relatives and
friends. While Non-Banking
Finance Companies try to take
up the slack, they are not of a
size sufficient to be able to cater
to the requirement of funds by
MSMEs.
By one estimate, India's MSME
sector has a huge unmet
demand for credit estimated at
approximately $200 billion.

computerized times we call the
“digital foot-print”.
In other words, where earlier a
Banker could only speculate
about the financial strength of
his client and never know it for a
fact, it is today possible to put
numbers to this assessment.
This is where alternative,
technology-driven credit scoring
and assessment models can
make a huge difference. It is this
“formalisation” which sets the
stage for the digital lending
revolution called FinTech.

So, what has changed?
The push towards digitisation
after Demonetisation and the
introduction of GST has helped
to “formalise” MSME's. In plain

And what does the new age
funder look at?
The model has largely been
p i o n e e r e d b y F i n Te c h

This is used to create a mix with
conventional data points on the
enterprise's financial
per formance such as sales,
revenue, income tax returns, GST
data, books of accounts, latest
cash flow statements and
outstanding invoices.

· New sources such as Point of
Sale information and data like
utility payments, bill payments
give a pretty real financial
picture, even how the business is
run.
Deploying credit underwriting
mechanisms powered by
advanced technologies such as
artificial intelligence (AI),
machine learning and data
analytics, a massive volume of
data from various disparate
sources can be compiled and
analysed extensively with the
help of algorithms to derive
useful insights.
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Each of the data points can be
treated as variables for credit
appraisal and can be assigned
specific weightages depending
on the nature of the businesses
within the overall MSME
segment. The resulting credit
score are then used by lenders to
take decisions pertaining to the
financing of loans such as
assigning interest rates,
quantum of loans, deciding on
repayment terms, timelines.

MSME units, enabling the
tweaking of all parameters,
interest rate, repayment period,
collateral, EMI's, you name it.
·Financial Menu: Better
understanding of the client's
business and financial needs
mean that Tech-driven financial
ser vices marketplaces are
facilitating access to not just
lending but also a whole
different range of financial
management and investment

as payments, peer-to-peer
lending and crowdfunding,
among others.
According to NITI Aayog, India is
one of the fastest growing fintech
markets globally, and industry
research has projected that $1
trillion, or 60% of retail and SME
(small and medium sized
enterprises) credit, will be
digitally disbursed by 2029.
The Indian fintech ecosystem is
the third largest in the world,
attracting nearly $6 billion in
investments since 2014, the think
tank said.
A recent global survey said India
ranked second in terms of fintech
adoption, with an adoption rate
of 52%, Das said, adding there
are as many as 1,218 such
companies in India which have
also created a large number of
jobs

What's in it for MSMEs?
·Speed & Access: Data analytics,
machine learning, and
automation provide a strong
foundation for the new-age
credit underwriting models
employed by fintech lenders,
ensuring faster and much better
access to credit for SMEs located
even in the tier-3 and tier-4 cities
and towns of India.
·Differentiation: All of the above
help differentiate between
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services for SMEs and
connecting them to capital
markets, as well as institutional
investors who want to
contribute to their growth. They
are in a position to sensibly
advise from a Menu card of
financial services.
60% of SME & Retail credit will
be digitally disbursed by 2029
Fintech or financial technology
companies use technology to
provide financial services, such

TReDS -Invoicemart offers
quick working capital to
MSMEs
To enhance the financial growth
of the MSMEs, Reserve Bank of
India has launched the TReDS
(Trade Receivables Discounting
System) initiative, a joint venture
between Axis Bank and
mjunction services (a 50:50
venture promoted by TATA Steel
and SAIL) that operates
'Invoicemart'.
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nd

A 22 March 2019 article in Your
story.com details the rise of
Invoicemart.
“Invoicemart aims to unlock the
working capital of MSMEs by
providing immediate payment
for their invoices. Till now
1700 MSMEs have registered
in Invoicemart platform with,
195 buyers and 24 financiers.
Invoicemart is a platform that
connects suppliers and buyers
to the financiers to enable
quick payments for invoices at
competitive rates. Invoicemart
has till now discounted
1,80,000 invoices amounting to
2.5k crore.]
Launched in 2017 in Thane,
near Mumbai, Invoicemart is a
digital invoice discounting
platform which connects MSME
suppliers and their corporate
buyers to multiple financiers.
Through Invoicemart the
MSMEs are able to discount
their invoices after selling them
to the financiers thus, getting an
immediate payment for their
invoices thereby, creating a
positive impact on the business
How it works
MSMEs to discount their invoice
primarily have to register on the
Invoicemart platform. For
registration, the MSMEs are
required to pay the registration
fee after which they can upload
their invoice.
Once the invoice is uploaded, it
goes to the buyer, where it is

accepted and then the financier
bids for the invoice on the basis
of risk assessment at the best
possible rate. The MSME or
seller then accepts the bid and

the financier disburses the funds
to the seller. The primary source
of revenue for Invoicemart is the
transaction fee which it charges
at the time of disbursement
which is based on the amount of
transaction being done. On an
average, MSMEs work with 8.5
percent interest on their invoices
from financiers, according to
Kalyan Basu, Managing Director
& CEO of A. Treds Limited.”
The amount is credited to the
seller within 48 hours of invoice
acceptance. Kalyan Basu says,
“The process is really hassle free,
it is not cumbersome. The seller
just has to sign up without any
collateral or document and get
their invoices discounted
thereby, reducing their working
capital cycle to a great extent.”
Procuring the GST data of the
invoices is also one of the
challenges which Invoicemart
goes through. As the platform
does not discount non GSTin

invoices it becomes a hassle to
figure out the invoices which are
GSTin paid.
Invoicemart is helping MSMEs to
get into the digital financing
mode. “All of them do not have
bank accounts and a lot of them
refrain from digital transactions.
Our team introduces the product
and handhold them on how to
register on the platform and
conduct the transaction. We take
them on screen sharing and
explain them step-by-step
process. Our aim is to educate
each and every participant,” he
adds. Invoicemart employs
around 35 employees in its Thane
office.
FinTech Conclave New Delhi
2019
To come back to where we
started, that is the FinTech
Conclave 2019, the group
focusing on financial inclusion of
MSMEs recommended increasing
funding sources and capital
supply for MSMEs by introducing
sectoral caps and increased
margin size. Building capacity by
creation of 'smart MSMEs',
expanding access to alternate
data sources for underwriting
and democratising access to
Government-led MSME
ecosystem were other
recom m end at i ons b roug ht
forward.
Shaktikanta Das, Governor of
Reserve Bank of India, in his
speech, made the following
points:
·From 'start-ups' to 'big-techs' to
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all the key players are
harnessing this technological
edge along the financial
services' value chain to provide
agile, efficient and differentiated
experiences to the end-user.
·This movement has the
potential to fundamentally
transform the financiallandscape where consumers will
get to choose from a larger set of
options at competitive prices
and financial institutions could
improve efficiency through
lower operational costs. As a
country that is determined to
achieve universal financial
inclusion at affordable costs, this
is a defining moment for us, and
we should seize the opportunity.
·Banks have been the traditional
gateway to payment services.
However, with the fast pace of
technological changes, this
domain is no longer the
monopoly of banks. Non-bank
entities are cooperating, as well
as, competing with Banks, either
as technology service providers
to Banks or by directly providing
r et a i l el ec t r oni c p a ym ent
ser vices. The regulator y
framework has also encouraged
this enhanced participation of
non-bank entities in the
payments domain.
Alternative models of lending
and capital raising are coming
up, having the potential to
change the market dynamics of
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traditional lenders and the role
of traditional intermediaries.
Crowd-funding, which entails
raising external finance from a
large group of investors, is at a
very early stage in India.

innovative financing
arrangement where technology
is leveraged for discounting bills
and invoices. Three entities have
been authorised for this purpose
and the volumes are slowly
gaining traction.
To further deepen digital
payments and enhance financial
inclusion through FinTech, the
Reserve Bank of India (RBI) has
also appointed a five-member
committee under the
chairmanship of Shri Nandan
Nilekani.

The peer-to-peer (P2P) lending
for which RBI has issued Master
Direction in October 2017 has
the potential to improve access
to finance for small and medium
enterprises. Eleven entities have
been licensed to operate P2P
platform. The Reserve Bank has
also granted licenses and
permitted seven purely digital
loan companies (NBFCs) to
commence operations.
Invoice trading is another new
area of FinTech application in
India. It helps MSMEs which
often have working capital and
cash flow problems due to
delayed payments.
The Reserve Bank has set up the
Trade Receivables Discounting
System (TReDs), which is an

Lending to MSMEs will now
require, both our traditional
Banks and the FinTech sector, to
revise their approach. Keep in
mind, they will be playing a
very crucial role in bridging the
credit chasm into which MSMEs
instead of realising their full
potential, were regularly falling
and failing.
Utilising digital technology to
attain sophistication in the
design and operation of credit
for MSMEs and helping
Government maximise the
impact of their initiatives for
MSMEs, will enable Financial
Institutions and FinTech firms
play an increasingly involved
role as a driver of growth in the
MSME Sector.
*********

TISA - APRIL 2019 45

MANAGEMENT

HOW TO GROW YOUR BUSINESS
WITHOUT LOSING REAL VALUE
Ramas Krishnan
Udipi USP
Any one of us who has entered a
Udipi hotel knows what to
expect. By the time you have slid
into your seat, a waiter
materializes at your elbow. No
ostentatious “Good morning” or
“Good Evening” or even a plain
“Welcome”.

Within 5 minutes, he is plunking
down the dishes you ordered.
After each dish you finish, the
next one is on the table. Rarely,
do you have to raise your voice,
call out or remind. When you
finish and gesture, the bill is on
the table with a small dish of
saunf. You pay and the change is
there in seconds. Unless you
chose to loiter, you can finish
your lunch or snacks in under 20
minutes and be out.

He waits attentively for your

Actually, they were doing
something to fulfill a felt need.
As increasing numbers of
bachelor South Indians came to
Mumbai post-war looking for
employment, they needed a
place where they could get
cheap, good quality, vegetarian
food on the fly. The Udipi hotel
was the only place where you
could walk in at 8 a.m. have a
plate of idlis / dosa and coffee,
and be out in time to catch the
8.30 a.m. train to V.T.
Speed is the hallmark of the Udipi
Hotel, its real value, however
modest and small or all polished
granite and swanky.

order. Repeats it the end for
confirmation, then quietly
vanishes.
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The Udipi Hotels were giving us
“fast food” long before
Americans invented the word.
Speed is the key.

The owner sits at the galla,
fingering the change, swiftly
counting the notes, slapping
down the change on the counter
but his eyes are everywhere.
A small curt order to the water
boy, who is not alert enough to
serve a customer who has come
in from the hot, dusty street.
Occasionally getting up to fill any
small gap in service himself.

MANAGEMENT
Attention, speed and quality
service. Stuff which is difficult to
maintain when one expands.
The “Udipi” MSME – The
original disruptors
The unique competitive
advantage of an Owner
Managed Business lies in its
agility – MOSTLY NOT in its
products, technology or
services. This also defines its
biggest threat to growth.
Remember the famous David
and Goliath story? Let's now
rewind to the time when we
started our business and explore
the reasons why our initial
customers loved us and
rewarded our efforts.
For
sure, it was not because of our
assets, products or our team.
They actually bought you, the
“Owner” and your passion and
promise of providing better
service than the biggies.
The reason SMEs are in business
is almost solely because they
offer more and better attention
to the customer. This usually
means the Owner is hands-on,
accessible to the customer 24x7.
It also means the Owner is quick
to take decisions and respond to
market opportunities, which a
larger company cannot do
easily.
The Owner is able to “disrupt”
status quo and get things
moving for themselves and their
clients.

This is what creates and also,
limits SMEs across the world –
irrespective of the sector,
industry, size or product. It is the
opportunity and also, the
biggest risk.
What happens when an
MSME grows?

The obvious result is added
costs, which reflect as added
prices to the customer. Now, the
key question is this.
Does the customer see your
growth as adding value to their
business? Are they prepared to
fund your costs?
If not, it is time to step back and
check the “price” of growth. The
biggest risk to sustained success
of an Owner Managed Business
does not lie in the market,
competition or its products - but
lies within.
When the crunch comes
For most SMEs, the timing of this
challenge is killing.

When this agility is rewarded by
the market and the SME grows,
it tries to mimic the biggies and
slowly builds infrastructure,
teams, systems and processes.
All of these are indeed good –
but do they come at the expense
of speed and agility? Not unlike
a lean and hungry man who
suddenly tastes success and
prosperity. He adds belly and
girth at an astonishing rate. No
wonder he can barely move.
Quite often, growth adds layers
to the business process and
teams add bureaucracy. The
Owner and the SME forget their
core USP and begin to hanker
after things that do not really
matter to the customers brands, collaterals, technology,
offices, web presence…. et al.

The symptom is a cash crunch –
resulted from a long chain of
added costs, delayed deliveries,
slower decisions, stressed
working capital, lesser customer
value and price pressures. This is
the worst time to consider
strategic initiatives or new
investments. You are caught
completely off-guard.
So, how does one go about
managing this change and
becoming big? We all know that
being BIG means that the Owner
needs to step back and allow
teams and systems to take over.
That indeed is the only way to
scale. But that is merely the
outcome and not the process.
Before the Owner can step back,
it is necessar y for a new
“customer value” to be created
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– one that replaces the Owner's
passion. This cannot be directly
replaced with teams or systems.

The business needs to give a
new reason for the client to
work with them, other than the
Owner. This reason should
command a premium and a
competitive advance. Do we
have that yet?
This question needs disruptive
answers and a commitment to
invest in building value in the
Company. Not just hiring
people or implementing ERPs.
Successful Owners who keep
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their eye on the customer and
their own profitability do this
intuitively.
Quite often, it is about thinking
of your own business as a
“franchise” that needs to be
recognized by clients and run by
your team. Can we create such a
model?
The best way to do this is to take
time, to step back from day-today challenges when the going
is good. Investing in the future
requires ourselves to be
accountable to our goals. It is
important to periodically
subject yourself to a formal,

critical review. It can be an
external agency or people you
trust or an executive board.
The first step is to promote your
goals ahead of yourself.
Possible?
Ramas Krishnan is an original
management thinker who
heads Aspire Infinite, a
consulting firm based in
Mumbai and The Alternative
Board, India, a peer advisory
board, which works exclusively
with Owner Managed
Businesses in 18 countries
across the world.
(ramas@aspireinfinite.com)

The Last Word
THIS IS NO APRIL FOOL. live mint took a day off on 1st April 2019 to remind you only
nd

st

on 2 April 2019 of some of the good things happening to you from 1 April 2019.
So here goes…...
From income tax to GST on flats, seven changes from April 1
 The income tax slab remains the same for the new financial year 2019‐20 with

fresh rebates
 Buying flats will also be cheaper from this month as a reduction in GST rates for

Seshan Ranganathan
Executive Editor- TISA

under‐construction flats comes into effect.
With the start of the new financial year 2019‐20, a slew of changes that can affect your financial planning as
a few changes related to income tax and GST came into effect from April 1. As announced in the interim
budget 2019, all changes relating to income tax come into effect from this month. For those planning to buy
a new flat, the goods and services tax (GST) rates on all under‐construction flats have been reduced from
today.
Here are five such changes that came into effect from April 1.
1


Taxpayers with income of up to ₹.5 lakh during the financial year are now eligible for full tax rebate. However,
the tax slab will remain the same as the last financial year but those earning up to ₹. 5 lakh will not have to pay
any tax.



You will not have to pay any income tax on notional income from second house. In case the taxpayer has
more than two properties which are self-occupied, then notional rent would need to be computed on the third
and additional properties and offered to tax.



Leading to extra tax savings, the limit for standard deduction has been increased to ₹. 50,000 from ₹. 40,000
for the new financial year. The increase of standard deduction limit by ₹. 10,000 will lead to tax savings of
₹. 3,120 for individuals in the highest tax bracket of 31.2%, excluding surcharge.



Benefitting small tax payers, the TDS threshold has also been increased from April 1. For interest income
earned through bank and post office deposits, tax deducted at source (TDS) will be ₹. 40,000 against
₹. 10,000. Similarly, the TDS threshold for deduction of tax on rent will be ₹. 2.40 lakh from
₹. 1.80 lakh last year.



With effect from April 1, the GST Council has slashed tax rates for under-construction flats in an affordable
category to 1% GST rate and on other categories it has been reduced to 5% from the earlier 12%.



The finance ministry has extended long-term capital gains exemption on selling of two residential houses
provided the long-term capital gain is up to ₹. 2 crore. This is a one-time opportunity to claim such exemption.



From now, you will not be able to sell shares unless you hold them in dematerialized form. According to Sebi
instructions, it is now mandatory to hold shares in demat form if you want to sell it.”

Be happy. Have a good time! And remember to vote sensibly.
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