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Budget Proposal
Essay Writing Competition on - Startup and Entrepreneurship

Date: 24/08/2022

To,

The Honorable President,
STES, Pune

Respected Sir,

Request to kindly consider the proposal of conducting an Essay Writing Competition
on — Startup and Entrepreneurship at our Institute.

The details of the proposal are as follows.

We at SIOM are pursuing numerous activities in the domain of Startup
velopment from last year. Conducting an Essay Writing
and Entrepreneurship at our Institute, is another initiative
tudent’s in the domain of startup and

Preamble:
and Entrepreneurship De
Competition on — Startup
and activity towards empowering our S

entrepreneurship.

For this Essay competition we want to invite 3" Semester students from all Sinhgad

MBA Institutes.



Th:proposcd dates and flow of the event is

e Announcement and notice of the competition to ¢

as follows,
all Sinhgad MBA Institutes:

5% December 2022 (Hard copy and sofl copy)

e« To conduct essay competition at SIO

WX
Ay

e Prize distribution ceremony: 3

i

M: 16" December 2022

e b Results announcements: 221 December 2022
0" December 2022 (2" Half)

ey
2L
‘fpposed budget for this event is as follows
Particular Amount ( Rs) m
Tea & snacks for students participants 2250
‘Certificates to participants 1200
| Prizes to winners (Books on Start-up 3,000
and Entrepreneurship)
- | Judges refreshments 500
- | Miscellaneous 550
‘-' Total 7500
Thanking You, J(
. \

Yours[Binggrely

k |
~ Dr. Daniel P@ar

Director



~ Sinhgad Institutes

———,

TAhcwery Pl

Sinhgad Technical Educational Society’s

SINHGAD INSTITUTE OF MANAGEMENT

(Affiliated to Savitribai Phule P
! une University, Approved by AICT
& Accredited by National Board of Accreditation) 4 ;

S.No. 44/1, Vadgaon (Bk.), Off Si
) ; D inhgad Road, Pune
Telefax : (020) 24356592 E-mail : director_siom@slghgad.edu Webr;n: :1m:lnhgadledu

Date: 2
L) Uro V—

Dear Students

Welcome to

\ SIOM Entrepreneurship Development Cell

(SIOM-EDC)

SIOM-EDC Preamble:

In last

few years India has emerged as one of the vibrant countries

towards empowerment of entrepreneurship amongst young
xgeneration. Factors like sustainable development of our economy,

echnology inventi
schemes like ‘Make in India’,

ons, strong GDP growth, stable policies, and
‘Start-up India’, and ‘“MUDRA’

have fuelled the growth of entire ecosystem of startups and

entrepreneurship.

India currently holds the world’s 3rd
with 38 firms being valued o

rank in startup ecosystem
ver $ [1billion. The new




entrepreneurship movement has propelled the job creations in

recent yeérs. Around 5, 00,000 new jobs are created by new age
entrepreneurs.

Therefqre, it becomes imperative & ubiquitous for SIOM to take
lead and pursue our ‘Entrepreneurship Development Cell’.

SIOM—EDC Vision:

To create and support new generation of entrepreneurs who are
-~ strong nation builders and generate substantial employment for
~ our young population.

FONRLY

TS

SIOM-EDC Mission:

To pursue Entrepreneurship as a continuous movement and
develop entrepreneurship amongst our students at a large.

\

SIOM-EDC Objectives:

e To build entrepreneurial culture amongst students
e To act as a bridge between businesses and students




.
Yy

To conduct various diverse activities which promote
éntrepreneurial spirit amongst students

» To invite successful entrepreneurs to campus to share their
' stories to students

® To pursue research, training and consultancy under SIOM
- Entrepreneurship Development Cell

For further information please contact:

IOM Entrepreneurship Development Cell (SIOM-EDC)
' Sinhgad Institute of Management,

- 44/1, Off Sinhgad Road, Vadgaon (Bk.) Pune 411 041
- Maharashtra, India

Prof. Dr. Avinash Joshi
\Comacz: 9822037037

Email: avinashj.siom@sinhgad.edu
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SIOM EDC Wall Inauguration

Event Brief

f\ new initiative of SIOM Entrepreneurship Development Cell (SIOM EDC) was
Inaugurated by Director Dr. Daniel Penkar Sir.

A dedicated board ‘SIOM EDC Wall’ is allotted on ground floor of the main building
to showcase and share news, articles and other activities related to
%ntrepreneurship development cell.

The SIOM EDC Wall was inaugurated on Monday, 14" February, 2022. Faculty,
students and staff were present for the event.

After inauguration Director Dr. Penkar Sir gave a brief speech. He elaborated the
hasic objective of developing Entrepreneurship Cell at the institute. He also
righlighted the vision, mission and core objectives behind developing the cell.

yr. Penkar Sir mentioned two major activities to be focused under SIOM
ntrepreneurship Development Cell, are research, training and consultancy in
:ntrepreneurship development and in corporate training.

Vhile explaining the importance of entrepreneurship development, Dr. Penkar Sir

ddressed various key issues like emerging area of agri businesses, importance of

'ilpmen entrepreneurship, philanthropy being carried out by legendary business

-ons like Sir Ratan Tata, Mr. Azim Premji and many others.

e also emphasized on empowering and enriching student’s knowledge through
haring various stories of young generation start-ups from various industries like

schnology, agribusiness, food, and tourism.
t the end Dr. Daniel Penkar Sir gave best wishes ‘SIOM Entrepreneurship

evelopment Cell’.

/'[ﬁc\jwt\/\ch I;(\.C’b 9 P}“U’}l‘”)
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~ Top 10 Best AgriTech Companies in India 2022

What is Agri-tech?
It refers to environmentally sound, sustainable and profitable

farming methods that enhance yield, efficiency, and.
profitability in agriculture using Agri-tech. The equipment
could be water filters, pumps, oOr digital services that cgnnect
buyers with sellers in the rural markets. Other options include

chemical-free fertilizers, heirloom seeds, and intelligent
\ agriculture technologies.
| Top 10 Best AgriTech Companies in India 2022

1. EM3 Agri Services
Adwitiya Mal and Rohtash Mal founded EM3 Agri Services

in 2013 as an AgriTech start-up in India. The start-up’s
purpose is to facilitate the agricultural cultivation process by

providing rental services. This company provides land
preparation, sowing and planting, harvesting, crop

\ management, and post-harvest farm management services.
" The company has been funded with $13.3 million.

2. Aibono
Founded in 2014 by Vivek Rajkumar, Aibono is a successful
AgriTech start-up in India. This start-up is the first in India to
collect food data using artificial intelligence. Their services




ha‘{fv won several awards. Using the start-up, farmers will be
able to control planting material, which would enhance their
earnings. Seed funding for the company has been distributed
at $3.5 million.

3. Fasal

fn 2018, Ananda Verma founded Fasal, an Indian start-up

gi)ecialising in AgriTech. This start-up uses an application to
analyse their farming

he future of pests and
unding from seed

5= 5

i s =
~ allow farmers to plan, monitor, and

;%é‘gactivities. The Fasal sense predicts t
% insects based on artificial intelligence. F

a

ol

% investments amounts to $1.8 million.

4. Agro wave

The AgriTech start-up Agro wave was founded on March 17,
2017, by Anu Meena. The start-up helps farmers by providing

them with an integrated mobile pickup stations (MPS)
network. By connecting directly with small and medium-sized
businesses in the fruits and vegetable market, the company

helps small and medium-sized businesses.

ch il

5. Agricx

In October 2016, Saurabh Kumar founded Agricx, an
AgriTech start-up in India. In the start-up, Al-enabled SaaS
solutions are offered to companies that finance, process,
transport, trade, sort, or produce Agri products. Al-enabled
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6;;1Gold Farm

Karthic Ravindranath
Farm in India on Dec

i,

and Abhilash Thirupathy founded Gold
s . ' ember 1, 2012, A start-up specialising in
R gg}?m‘_"d'"g farmers in India with services for renting farm
~ equipment. It is an AgriTech start-up that runs on mobile
S ';}i'apps. FFarmers in India can also purchasc solar water pumps
) through the company. A sced funding round of $3 million has
-~ been raised. |

7. Way Cool

Karthik Jayaraman and Sanjay Dasari founded Way Cool in
July 2015, an AgriTech start-up in India. Chennai is the
company’s headquarters. In addition to processing and
distributing products, the company also carries fresh foods
and dairy products. Besides sourcing products, processing
them, branding, marketing, and providing farm inputs, it also
included other activities. In a debt financing round, the start-
\ up raised $66.3 million. Some of its investors are Caspian

Impact Investment Advisor, Madhu Krishnaswamy, CK
Ranganathan, ctc.

8. Crofarm

Founded in May 2016 by Varun Khurana and Prashant Jain,
Crofarm is a successful AgriTech start-up in India. Besides
helping farmers, Crofarm offers valuable services to




-consL r§ and businesses. Offline or online, various ways are
used to procure fresh vegetables and fruits from farmers. An
early-stage venture-funded the start-up with $2.8 million.

9. Ninja Cart

Founded by Thirukumaran Nagarajan, Kartheeswaran KK,
Sharath Babu Loganathan, Ashutosh Vikram, and Vasudevan
Chinnathambi in 2015, Ninja Cart is an Indian AgriTech start-
up. Through the start-up, farmers can directly sell their
products to retailers and restaurants, and farmer income is
increased by selling directly to retailers. A corporate round of

funding has funded the start-up with $164.2 million. Trifecta
i Capital, ZopSmart, Joe Hirao, etc., are among its investors.

|0. Agro Star

~ Agro Star was founded in 2013 by brothers Shardul and
Sitanshu Sheth to provide an online agricultural marketplace

for farmers. Additionally, farmers can also get real-time

advice from experts about better managing their crops and

boosting their yield from this AgriTech start-up. Agro Star
% raised $42 million in funding to date.




Why'AgriTech and its future?

griculture is a sector that offers a range of opportunities for
capital investments and agriculture to grow together thanks to
the sustainable investigation. Agri-tech is designed for
sustainability as an alternative to western-influenced
chemical-heavy methods that are widely used today. In
comparison to other start-ups today, agricultural tech start-ups
are strongly focused on solving real problems rather than

perceived problems, which is enough for them to attract
quantitative investment.

The agricultural sector is and probably will remain
unpredictable in the future if we are to talk about the future of
Agri-Tech. In this regard, start-ups in India would do best if

they continue to ride the investment wave and solve real
problems rather than perceptions.

uture Agri-tech methods will be based on more sustainable
ethods, rather than today’s chemically heavy methods
influenced by western countries. Small-scale farmers’
problems will be dealt with when they receive the attention

they need. Farmers need to be consulted before solutions are
suggested.

Last but not least, we need to find a way to reduce farmers’
reliance on rainfall. The irrigation system is still lacking in
many ways, and more needs to be done in this area. There will

be a new irrigation fund with a budget of Rs 20,000 crore,
which is good.

There are signs that the Agri-tech sector is about to undergo
some exciting changes, with more and more people
acknowledging that the agricultural sector needs support. It is
intended that this stream of innovation and implementation




will divert the focus of ongoi
going agri

pr(iblems faced by small scale far%necrl;l;ur;l.debates from the
reliance ON government assistance nd reduce their
Agril ech start-ups are also advancin

: - g tech .
linkages like B2B and B2C marketplaces rgt(;li?iﬁéndm?fket
y platforms SO that AgriTech start-ups are gtiigritgal

agronom
peyond one of their social missions to provide technological

benefits.

Advantages

logy reforms offer many advantages.

Organic farmins :no food have become increasingly
d farmers alike. Compost,

Mulch, and Organic Fertilizers cOme into play in this

scenario, and AgriTech aids in this process.

ecoming more popular

lternative ways to earn
tion, such as the

Secondly, integrated farming is b
among farmers. They aim 10 find a
money that don’trely on a single occupa

honeybee and silkworm raising. Farmers €
lture with technology- With

possibilities by combining agricu
the advancement of technology, people can

agriculture, such as growing Crops in hydroponic systems.

Farms can use less Jand to grow more crops: Farmers can
plant more crops on less land. Dedicated seeds fertilizer, an

timely water supply ensure maximum yield on each acre.

!




Conclusion

With a two-pronged approach of embracing the latest

technologies and a sustainable direction, we feel that AI/ML
10T and related technologies can truly affect the lives of
farmers and transform agriculture into a move towards
sustainability. India’s agricultural technology sector is still in

the infancy stage with just 1% penetration of the potential
market of US$24b.

2

®.  Growth in the sector has been accelerated in recent years due
~ toincreased investment. As g result, stakeholders across the

AgriTech ecosystem need to engage for the Indian AgriTech
market to succeed:

k. Agriculture is one of the best weap

ons against hunger and
poverty, and it has improved the |

ives of billions of people.
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Rahul Bajaj

The legendary businessman who offered

N, the first family two wheeler to commorn
man of India

oth June, 1938 In Kolkata. He was

Bajaj was born on 1

Education: Rahul
rents were

ghter jamanalal Bajaj. His pa

randson of great freedom fi
_ Rahul Bajaj,

Bajaj and Savitri Bajaj-
phy was imbibed in him a

ag
kamalnayan

the Gandhian philoso

From childhood of Mr
s his grandfather was a

great follower of Mahatma Gandhi.
Shri. Rahul Bajaj completed his school education from ‘The Cathedral &
Mumbai. Hesaw a dream at the age of 12to

John Connon Sschool’ from
got the graduation in Econ

omics from

become business man of India. He
He also completed his bachelor’s

!

ct. Stephens College from Delhiin 1958.
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] _ anagement education from the prestigious Harvard Business School in

:Bajaj Auto - the revolution in Indian auto industry: After his
hanagement education, Shri. Rahul Bajaj began working closely in auto
“'dustry. In just few years the first plant of ‘Bajaj Auto’ was set up at
.ﬂ‘kurdi near Pune city. It was the year 1965, the Akurdi plant started

functioning and in just 3 years he became one of the youngest CEO of

Bajaj Auto at the age of 30.

Then in 1985 the second plant was erected at Aurangabad, Maharashtra.

- The third plant of Bajaj Auto was set at Chakan MIDC near Pune.

In 2007 the fourth pant started operating at Rudrapur at Pantnagar,
“Uttarakhand. Thus under visionary leadership of Shri. Bajaj four plants of
Béjaj Auto have been fulfilling the demand of Indian consumers for

Bajaj’s two wheeler, three wheeler and bikes.

Rahul Bajaj was involved in manufacturing 3 Wheelers from 1961. But

the real push for Bajaj auto was came in when ‘Bajaj Chetak’ model was




Oducts. The campaign ‘Hamara Bajaj’ is still remembered after 50

ars. The tagline of advertising, ‘Buland Bharat ki Buland Tasveer ...

" Hamara Bajaj’ is one of the most successful one in Indian advertising
v,

' "istory.

"?'bUnder the leadership of Shri. Rahul Bajaj the company took the quantum

Pt

jump in manufacturing vehicles at their various plants. In 1968 the

company was manufacturing 3, 00,000 vehicles per year. Today, Bajaj
Auto’s Akurdi plant alone is geared up to manufacture more than 5,

00,000 vehicles per year. In the last year the turnover of the company

was Rs. 29,017 Crore and profit was Rs. 4534 Crore.

kf_he Bajaj Group earlier was engaged in business in Vardha a small part
o‘f Vidarbha, Maharashtra, today exporting their vehicles to many
countries. Last year in 2021 the flagship sports motorcycle ‘Bajaj Pulsar’
vehicle has reported highest ever exports of 2.5 million (25Lakh) to

countries like Colombia, Mexico, Turkey, Bangladesh Nepal and many




more. Today Bajaj Group is well diversified in consumer finance,

nsurance, electrical.

“is because of Shri. Rahul Bajaj the Indian auto industry has taken

leadership in the world. He has been always conscious about quality of

4 their product.

He made Pimpri- Chinchwad area as an ‘Auto Hub’ of India. Hundreds of
small ancillary units are established and are supplying small parts,

. material and other services to Bajaj Auto. This has given direct

- employment to thousands of workers from all over India.

atched leadership style of Shri. Rahul Bajaj: Shri. Bajaj spent

urdi plant. He used to visit plant regularly and

Unm

more than 40 years at Ak

used to remember and call workers by their names. He spent his life with

\vorkers. He was very clear and precise in his thoughts. He was always

JiSciplined and keen for quality in every aspect. His both sons, Rajiv and

Sanjeev went to the same school in Pimpri where worker’s children used

or studies. Under his visionary leadership Bajaj Group has been

togo f

giving employment to thousands of people in India.




Wer ';afraid that Bajaj Auto plant will have to go for a closure. But under

.éf’\:.,;_‘-‘;t‘.' leadership of Shri. Rahul Bajaj, the new plant at Chakan started

¥

facturing super-duper ‘bike Bajaj Pulsar’. It took the graph of Bajaj
)

vehi les upward in such a manner Bajaj auto never looked back.

>

- Deeply fabted philanthropy: The Bajaj group has a history of more
than 90 years. The group from last many decades is involved in
empowerment of rural India. The group has been working in rural
development, child education, women empowerment, and in
healthcare. The Jamanalal Bajaj Foundation is formed in 1977, which is
doing great work in rural development, women empowerment and in

healthcare. It has more than 15 institutions working at grass root level.

\The Jamanalal Bajaj Institute of Management Studies (JBIMS) formed in

71965 is one of the most prestigious management institute and is known

as CEO factory in corporate world.

Bajaj Auto has initiated two flagship projects, Bajaj Education Initiative

(BEI) and e- Learning project. The BEI covers 76 low cost schools in Pune




and its nearby area. The e- i
. € e- Learning project has reached nearly 1550
schools in Maharashtra and Rajasthan

The group has he
P Iped to set up three ITI colleges. In Aurangabad, the
‘Kamal Na iaj ital’ i
yan Bajaj Hospital’ is serving the community with 225 bedded

hospital with all modern healthcare facilities.

Through ‘Bharatiya Yuva Shakti Trust’ (BYST) Bajaj Auto has trained

25,000 persons in Aurangabad. It has a plan to create 1,000 new

entrepreneurs in next five years.

" During last two years of pandemic Shri. Rahul Bajaj has himself donated

more than Rs. 300 Crore to fight against corona virus.




A

awards and Accolades to Shri, Rahul Bajaj:

<» Honora
ry Doctorate from Seven Universities

<+ Awarded ird-hi
the third-highest civilian award in India, the Padma

Bhushan, in 2001

% Two ti i
times President of Confederation of Indian Industry, Cll (1979-

80, 1999- 2000)

< President of Maratha Chamber of Commerce Industries and

Agriculture (MCCIA) (1980-82)

& Indian Airlines — President (1986 -89)
ent Award from Harvard Business School

st civilian award ‘Knight in the order of

< Alumni Achievem (2005)

< French Government highe

the Legion of Honor’ (2011)

.;‘Dr. Avinash Joshi

siom (EDC)

sinhgad Institute of Management

@

(7)
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28/02/2022
Ayush Start-up challenge

Dear Students,

The Ministry of Ayush has launched Ayush Start-up challenge

%lease find the information.

All India Institute of Ayurveda, New Delhi has set up Incubation
centre for Ayurveda Innovations and Entrepreneurship

(1CAINE) under the mandate of Ministry of Ayush given to the
institute to nucleate a cluster of new age ventures and to
promote entrepreneurship leveraging the academic knowledge
through new ideas. This incubation centre at AlIA is the first

incubation centre in AYUSH recognised by MSME dept. under
GOLI.

@IA under the Ministry of Ayush has launched Ayush Start-up
challenge. The Start-up Challenge would be held in the
categories namely - 1) Food [nnovations, 2) Ayush Digital
Solutions (Software Solutions) and 3) Ayush Bio-
nstrumentation (Hardware Solutions).

-arly stage start-ups and individuals as a team (3-5 members)
vill be eligible to participate in the challenoe.



The applications will be screened with the panel of judges
comprising academia, industry and technical experts. There
would be two winners in each category. The winners would be
awarded cash incentives for winners in each category i.e. Ist
Prize -Rs 1, 00,000/- and 2nd Prize -Rs 50,000/-. The winners
will also be incubated at AITA-iCAINE and its partners, the

Under this Start Up initiative at ALIA, we aim at providing
holistic and nutritive options to our budding entrepreneurs
“wanting to contribute to the discipline of Ayurveda.

2
" More details can be availed
at: www.aiia.gov.in | www.startupindia.gov.in.

The last date for applying is 4th March 2022.

Those students who are interested to participate in ‘Ayush Start-

up challenge’, contact Prof. Dr. Avinash Joshi.

-~ Ll

Dr. Daniel Penkar

Director
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03/03/2022

National Start-up Awards -2022
\Qgear Students,

The Department for Promotion of Industry and Internal
Trade (DPIIT), Ministry of Commerce and Industry,
conceptualized the ‘National Start-up Awards® to
strengthen the Start-up ecosystem in the country. These
awards seek to recognize and reward outstanding Start-ups
and ecosystem enablers that are building innovative
products or solutions and scalable enterprises, with high
_potential of employment generation or wealth creation,

&-qiemonstrating measurable social impact.

The first National Start-up Awards were announced in
2020 and witnessed applications from over 1,600 start-ups,
and ecosystem enablers across India. The recently
concluded National Start-up Awards 2021 saw
participation from over 2,200 start up and ecosystem




,birit of Atma Nirbhar Bharat.

" This year the start-up applications are open across 17
- sectors, 50 sub-sectors and 7 special categories. The
- Awards also aim to acknowledge the enablers - incubators
and accelerators - for boosting the start-up ecosystem.

he last date for submission of the application is 15th
March 2022

National Start-up Awards 2022 offers the following
rewards:

Start-ups

Cash prize of INR 5 lakhs to one winning start up in each

Y)




%)

ithe sub-sectors

p: m opportunities to winners and finalists for
presenting to relevant public authorities and corporates
for p tential pilot projects and work orders

Priority to winners and finalists for participation in DPIIT
Sponsored events (national and international)

ncu ‘_ators

ask Qprlze of INR 15 lakhs to one winning incubator
ACC clerators
‘:* prize of INR 15 lakhs to one winning Accelerator

n an effort to encourage the spirit of innovation and

nt epreneurshlp among students in academia, one of the
ec:1a1 categories for start-ups in National Start-up
Awards 2022 is Campus Start-up.

For more information on National Start-up Awards 2022,
- please contact:

.Sz hl Seth (salil.seth@investindia.org.in)

%1 av1 Gupta (pallavi.gupta@investindia.org.in)

,_

) ‘/ 81te link
ps://www startupindia.gov.in/content/sih/en/nsa2022.
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From,
‘Manoj Singh
Assistant Director (eGovernance),

All India Council for Technical Education,
Nelson Mandela Marg, Vasant Kunj, New Delhi-1 10070

Ph 011-29581330

) Those students who are interested to participate in

‘National Awards 2022, contact Prof. Dr. Avinash Joshi.

L

3 ..‘ ‘T.
Danlel Pe/car /6




Sinhgad Technical Educational Suaety’s

SINHGAD INSTITUTE OF MANAGEMENT
) (Affiliated to Savitribai Phule Pune University, Approved by AICTE
Si & Accredited by National Board of Accreditation)
"lhgad InSlillll(‘s S.No 44/1, Vadgaon (Bk.), Off Sinhgad Road, Punc 411 041
Telefax ' (020) 24356592 E-mail director_stom@sinhgad edu Websile www sinhgad.edu

-

04/03.2022

SIOM Entrepreneurship Development & Corporate Training
( Dr Avineak TJesld (estica (o poovnen

Recently our faculty Prof. Dr. Avinash Joshi was invited as a resource

person in the workshop arranged for women entreprencurs. The
workshop was arranged for 50 women entreprencurs’ {rom Pune.

The workshop was organized by ‘Mahila Arthik Vikas Mahamandal’

(Govt of Maharashtra Undertaking)

Dr. Avinash Joshi empowered women entrepreneurs towards various
key business topics like sales, marketing, brand development, use of
digital and social media in their business.

The workshop was arranged at Shishak Bhavan, Navi Peth, Pune on 12
February 2022.

The workshop was organized by ‘Mahila Arthik Vikas Mahamandal’
(Govt of Maharashtra Undertaking) in association with Learning Links

Foundation and Master Card.
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Why Lenskart’s CEO say
to HR than talent acquisiti

§ there’s more

Why CEOs are now
wearing the HR hat

The idea of HR managers becoming CE Os is just taking root, when
it looks like there's a reverse of that trend as well- CEOs are taking
on HR roles. In this interview, Peyush Bansal, CEO of Lenskart,
explains why he has taken over as the company's chief people

officer
Peyush Bansal, co-founder and C1E0 of Lenskart, an eyewear retail
chain has taken over as the company’s chief people oflicer. Clearly
there’s more to this than meets the eye. To be sure, founders have
often worn the IR hat in the carly days ol setting up, but most of
them ensure that this role is taken over by a professional. So, why is
Bansal taking on this role? I ask him that, as well as other questions in

this interview. Lidited excerpts:
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Q: Why have you taken on this CPO’s role
lcader in the

hy they are
o, it all comes

A: If you listen to the conversations ol every
organization, and as you go through the rcasons w
achieving and accomplishing whatever they set out 10 d .
down to people. If every leader could solve their people issues,

whether it is in terms of managing or recruitment, we¢ would deliver

collectively better as a company.

While in the initial stages, as | was building Lenskart, [ may not have
realised it, but lately it has started becoming clearer that is it is the
culture that will be important for the organisation to scale beyond a
certain point.

If you look at all the start-ups in India, most of them are not doing
what they started out with. They all evolved. The companies that have
succeeded are the ones where the entreprencurs and the core team did
a phenomenal job of understanding this. In the Indian context, while
there has been a significant importance given to talent acquisition, the
biggest bottleneck has been where people aspects and culture is

considered like a support function.

The western world has done a little better, especially on a global
perspective largely because in those parts of the world the investment
in understanding the people aspect and the culture aspect, and the
founder’s involvement in the same has been very high. I’ve had some
experiences that made me realise that what we deliver as a company
in the next 10 years is going to be directly dependent on what culture
we are building and what talent we are bringing in. And if that is not
aligned to our business goals, it won’t happen; it will literally start

cracking up.

“It’s the job of the core leaders to manage their people, and not for a
support function to do that”
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" ) M
Q: What metrics are you bringing 11l ‘ .
p yeore), like we

A1 One metric can be eNPS (employee net l"f"'l”““’.N’,g not just at @
measure customer NPS, Managing and measuring €ixt " king the
company level, but dissected at cach leader’s level and ma
leader accountable for their NPS, is crucial,

The second is the business metric. I the business had a ""'V.(f”uc‘ Zir%ct
of X, and an EBITDA target of'Y, and a customer target of Z, w,l !
these are getting met, I think you can say very conlidently that the
people metric would have also met the challenge. What cannot b(, lh'c
case, at least in my view, which a lot of people may not agree ‘W’llh, 15
HR saying 'I’ve had a phenomenal result; | have done 100% hiring
and I got all the ratings; look at scores’, and the business is sitting at
50% of the planned target. That IR partner is then not a business
partner. Because they see their success, not as business succeess.

Gone are the days where HR thinks their success lics in closure of the
hiring process ol a candidate. The success lies in that candidate
delivering results. Similarly, if a manager says that this particular
person has outgrown the organisation, and now we need to give that
person a different role and bring in another person, usually HR is the
first one to resist by saying “let’s try for three or six more months’, If
an organisation’s goal is to deliver 100% growth in a particular year,
then an HR which is willing to wait for six months before doing a role
shift is not aligned to the business goal.

I can guarantec that if you can fix HR at the leadership level, the rest

will get fixed in an organisation.
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Q: What targets have you set for yourself in the first
Year?
o is to deliver in the

A: 1 would measure my success in a few ways. On i
India,

international markets what we have been able to deliver in
because that would be a good proof of concept from 4 culture

perspective.
st like no

I also think that an equally important piece is talent. Ju
d or bad. It is

culture is good or bad, there is also no talent that is oo
about talent that fits in a certain culture and there’s a talent that
doesn’t. The challenge is always about assessment. Some of the best

organizations in the world have figured this out much earlier, which is
what has allowed them to grow exponentially.

If I_ﬁgure out the talent piece, and if I [igure out the culture piece,
which allows us to meet those goals, I would call it a success.

“I can guarantee that if you fix HR at the leadership level, the rest will

get fixed in an organization.”

Q: How much time are you investing on the people

aspect?
A: Less than I need to — may be 30-40%. But it needs to be more

like 60—70%.
There are two ways of working and making an organisation grow. I’'m

a student of game theory, and economics and engineering
combinations. Old robotics had a central controller, and the controller

used to tell every part of the robot what to do. T he new age robotics
doesn’t have a controller in the centre, it basically tells every part very
clearly what is your benefit, and what is your cost, and tells every part
to do what is best for them. An organization is very similar. If you can
craft the antecedents, behaviours and consequences for people in the
right way, then you don’t necessarily need to care a about most of

¢)
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E- Mail communication to Learning Links
towards Business Plan Evaluations

Dr.Avinash Joshl <avinashj.siom@sinhgad.oduz Ihu, 10 Maor, 09 24
(4 diys ngo)

to SIOM
Dear Sir,

Very happy to share that we have completed the evaluation of all ‘Business Plang’
one day earlier than the scheduled date,

Thanks & Regards|
Dr. Avinash Joshli

Pfofessor.
Sinhgad Institute of Management (SIOM), Vadgaon, Pune 41

Contact No.: +91-9822037037

Swati Dudhale Wed, 9 Mar, 11:30
(5 days ago)

to me, Avinash

Dear Sir,
Thank you very much for your fastest evaluation work . actually it is not completed without

your support.

We will do needful all process.
Thanks You.
SWATI DUDHALE

Lead Consultant,
Learning Links Foundation,

Q






pune, Maharashtra.
9545522785,

Busmess Plan Evaluatlon

F’Tcmal ] (Day:g)‘ i) B——
Inbox j
Dr.Avinash Joshi <avinashj.siom@sinhgad.edu> Tue, 8 Mar, 16:23

{6 days ago)

to Swati, avinash.tikar

To,
Swati Dudhale,
Lead Consultant,

Learning Links Foundation

Hello Madam,

Please find the business plan evaluation Excel sheet attached herewith for today's
evaluations from Sankalp Sakhi (37) and Kolvan Bhalkudi (1) areas.

Total - 38 evaluations

Herewith, we have completed evaluation of all the business plans that you have provided to
us.

We have evaluated total 384 business plans.

Thanks & Regards!

Dr. Avinash Joshi

Professor
Sinhgad Instituic of Managenc n! (SIOM) Vadg2on Pune 41
Contact No  +91-9822037027

(+=)
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Evaluation Framecwork

To Sclect Eligible Women Entreprencurs Based on Thelr Business Plans

Name of the entrepreneur

L J

A. Educational Qualification:
Question ' Qualification Corresponding | Marking
Marks
Graduate 3
What Is the education qualification of aspiring women 5 F
entrepreneur? Class 9" - 1;' 2
Up to Class 8" Only 1
B. Entrepreneur’s Experience:
Question Experlence Corresponding | Marking
! g : Marks
Yes, Good Enough 3
Does the women entrepreneur have past experience 5
of doing a business? Yes, But Not Much
Not At All 1
C. ‘Problem’, the entrepreneur is trying to solve:
Question - ' IRFR s AF .= . |Assessment Corresponding | Marking
: e § - b AT AV 23 o el P TR > P 2 ':‘.7«: Mérks 3
Yes, Definitely 3
Does the problem actually exist and is there supply-
demand gap in the market? May Be 2
Not at all 1
D. ‘Solution’, the entrepreneur is proposing:
Question ; e W RN T e Assessment Corresponding | Marking
Marks * Glasare s
Does the company’s solution actually solve the problem? | Must Have 3
Is the product/service addressing the real pain-point of -
customers? Nice to Have 2
Not Required 1
If Yes, what is the potential of product/service offered?
E. Product Differentiation/USP:
Question Assessment Corresponding | Marking
Marks
How does the business plan focus on product/service Clearly Showcased 3
differentiation?
Partly Showcased 2
does it sho Uni -
How wecase Unique Selling Proposition (USP)? No Differentiation 1




| e weee e orod et of eriicE B SEESTE ST o Sxoiznes
: ‘WﬂMrdﬂnmmxarﬁa’//
G. Targe: Costorery: 1 =
[ [P s
|
| 3

| Doz e ertresreneur have goodd understanding of her =
‘ wmmwmmmmd /_ 2755]
| cost of revention? = ’ 1
H. Maristing Hrziegy:
Cuestion = £ ~ | Assessment Corresponding Marking
S By ko St T Marks
] Fully Explained 3
EVMB&MMM&:MM:O :
| prospective customers 2nd retzin them? partly Explained 2
;; No strategy 1
1. Access to Capital:
Cuestion o PR P Ry R | Assessment T Corresponding | Marking
' ; : . Marks :
| Self-funded . 3
Y/hzt is the plan for access to capital required to start
| the business activity? Business Loan 2
" No Arrangements 1
). Business Scalability:
Question Assessment Corresponding | Marking
Marks
Highly Scalable 3
w/hat is the business growth-potential?
Is the business scalable? Moderately Scalable 2
Not Scalable 1




——

K. Busin -
ess Model IS e (1T Muﬁnﬂ
Question L p———— cmnmoﬂ‘""“ :
odeRion Tt re e T g ssment :
RN T B YR O Avse e L
. d ; & el A s e 2 1
Assot Lght
What kind of business model woman entrepreneur has : D]
proposed In her business plan? Assot Moderatd
e ——— - ‘1.
Example: Asset-Light Is the model where lesser capltal [ Asset Hoavy
assets - bullding, machinerles, staff etc. - are required
to run the business, It has lower overhead expenses. =
L. Go-To-Market Strategy: S eyt |7 e ING e
: i ding mMarking
Assessment Correspon /J
Question VT —
Clearly Defined 3
Does the business plan have clearly defined Go-To- T ——0
Market strategy — how will they reach target customers Amblgulty B
| N P
) and what would be thelr distribution model? ——"""'—'No mentlon at all 1 J
) ———————— e—— =
M. Gestation Perlod: W —y
Question Assessment Corresponding | Marking
: 3 3 odon Marks
NIl or Few Days 3
What Is the business estatlon period?
. : Short (Few Weeks) 2
This is the time between when Investment starts and
1
when first profit is realized? Very Long
N. Break-Even Point:
Question Assessment Corresponding Marking
Marks
.D) When will the business break-even? Within three months 3
This is the point at which total revenue equals total Within a year 2
expenses. Beyond this point company starts making
profits. More than a year 1
0. Sustainability:
Question Assessment Corresponding | Marking
Is the business sustalnable In th Ll
able In the long term based on | Yes, Seems 50 3
unit economlcs figures?
May be 2
Unit Economics are a measure of the profitabilit
y of
producing and selling a ‘single unit’ of product Notatsl 1

&



‘ P.  Online Presence
QUes_tlon'.,.

W =

el S * = -

AR T YL e

o - V o,
P 07 g, Y el
¥ < } ¢

Do
fut:s the woman entrepreneur have any plans in.
re to sell her products/services online?

|

friiedaag

Yes

May Be

i
L

Q. Staffing Corresponding | Marking
e sponding | Mar
Question : : e
BT . Marks __——
How will she hire the trained/qualified staff and Fully Explained
—
workers to run her business? 2
Partly Explained
I
Is there any strategy explained In business plan? No Strategy x
R. Sourcing/Procurement Plan;
= — — " Markin
E"fw S N B R S T | Avessment .~ Comresponcing,| MATTHE o
Ve ST ek Sy i B - 3 i:-‘.-\‘il'nn.l;lf N‘lv‘i‘{ ‘.'k’.;‘e 5 P b §i "qw:"" PPk Marks .
Already Identified 3
What is the raw material-sourcing and machines-
procurement plan? Are the suppliers identified? Yet to Identify e
No Plan at all 1




Mark-Sheet

EFFECTIVE MARKS

>N [\EVALUATION
| : PARAMETERS (18) MARKS | WEIGHTING
T'k ; F - OB'I';.:'\(I;‘;ED FI(\VC\;I;:C))R (EM) = MO x WF

k\Entrep reneur’s Educational Qualification ( 1.00
5 Entrepreneur’s Experience 1.00
C Problem, the entrepreneur is trying to solve 1.50
D Solution, the entrepreneur is proposing 1.50
E Product Differentiation/USP 1.00
F Product-Market Fit 1.25
G Target Customers 1.00
H Marketing Strategy 1.00

I Access to Capital v 2.00

J Business Scalability 1.50
K " Business Model 1.00
L Go-To-Market Strategy 1.00
M Gestation Period 1.00
N Break-Even Point 1.00
(o Sustainability 2.00
P Online Presence 0.50
Q Staffing 0.50
Sourcing/Procurement Plan 0.50

TOTAL MARKS

Evaluation By

Date

End of the document

—
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Evaluation Framework

To Select Eligible Women Entrepreneurs pased on Their

Na
me of the entrepreneur ‘////

.2 . - =
111?;1;2 isay2ilt s
{L?’Z{:’,*

ol

Business pPlans

A. Ed
mﬂow,l{?m’"a' Qualification: T
WSyl i L e T O T T T i3 Quallification Corresponcing
e R G 77 g 5 .",\".l : -"... - Mal’ks
What is the Graduate
education qualifi - T
entrepreneur? q cation of aspiring women Saes 712
_____.—-——-—];"‘"‘—
Up to Class 8" Only
B. Entrepreneur’s Ex : >
perience: ______________.______..__-————-
Question, YO g3 Experlence : Corresponding Marking
i “ " . NG ATt Wy v ' T W - Marks S
______J._————-—-—"——-——-—*—’_-—'
Yes, Good Enough 3
Does the women entre |
preneur have past experlence
of doing a business? Yes, But Not Much 2
' Not At All 1
I
C. ‘Problem’, the entrepreneur is trying to solve:
Question ' | Assessment cOrrespondIE Marking
: ‘ G Marks
Yes, Definitely 3
Does the problem actually exist and Is there supply-
May Be 2
demand gap In the market?
Not at all 1
D. ‘Solution’, the entrepreneur is proposing:
J Question : § Assessment ~ [ Corresponding | Marking
| Marks
Does the company’s solution actually solve the problem? [ Must Have 3
Is the product/service addressing the real pain-point of -
customers? Nice to Have 2
Not Reqdired 1
If Yes, what Is the potential of product/service offered?
E. Product Differentiation/USP:’
Question Assessment Corresponding | Marking
: Marks
How does the business plan focus on product/service Clearly Showcased 3
differentiation?
Partly Showcased 2
How does it showcase Unique Selling P iti
g Proposition (USP)? No Differentiation 1




F. Product-Market Fit:
Question = = o Ll Gt
Gl LR on e 0 L PR

eve prod uct-market fit?

How will the entrepreneur achl

ntrepreneur has found 3

This is a scenario in which the e

market where her product or sé

in large numbers and she Is getting repeated orders

G. Target Customers:

/W
, [areiaa

rvice Is satisfying customers

Gl I

Well Explained

/
partly explained

Not Explained

respondlng ,Marklng

. J"

cor

3

- —

Question

Yes

Does the entrepreneur have good understanding of her
target customers, their need, taste, paying capacity and

cost of retention?

Maybe

—
e e
No 1 ,——__—_—J

/’-2'/
”"”T//
—

Marking

| s e T

Corresponding

| Marks
3

2

H. Marketing Strategy:
* i 1% ek Een i RN BRI sl el S el e | Marks - e .
Fully Explained 3
What s the marketing strategy to reach out to
prospective customers and retain them? Partly Explained 2
No strategy 1
. Access to Capital:
Question ’ 5 Assessment g | Marking
Self-funded - i
What is the plan for access to capital required to start
the business activity? Business Loan 2
No Arrangements 1
J. Business Scalability:
Question A
;sessment Corresponding | Marking
o Marks
i
What is the business growth-potential? gy Scalablc -
Is the business scalable?
Moderately Scalable 2
Not Scalable 1




r

—

K. Business Model:

Assessment

What kind of bu
siness model woman entrepr hi
proposed In her business plan? prenesr

aExample: Asset-Light is the model where lesser capital
A ssets — building, machineries, staff etc. —are required
o run the business. It has lower overhead expenses.

Asset Light
Asset Moderate

Asset Heavy

s

J—
Corresponding

[ marks
3

I—
Corresponding
| Marks |

L. Go-To-Market Strategy:
Question . Assessment
Clearly Defined 3
Does the business plan have clearly defined Go-To-
Market strategy — how will they reach target customers Ambiguity 2
and what would be their distribution model?
No mention at all 1

Marking

_——_________._———J

aTnE |

ML Sl e

4_}_’________.___J

M. Gestation Period: I
Question A Assessment Corresponding [ Marking
B 1 Marks sl
Nil or Few Days 3
What is the business gestation period? :
Short (Few Weeks) 2
This is the time between when investment starts and
when first profit is realized? Very Long 1
N. Break-Even Point:
Westlon ; ; Assessment’ Corresponding Marking
o _ Marks
When will the business break-even? Within three months 3
This is the point at which total revenue equals total Within a year 2
expenses. Beyond this point company starts making
profits. More than a year 1
0. Sustainability:
[ Question Assessment Corresponding | Marking
Marks
Is the business sustainable in the long term based on Yes, Seems SO 3
unit economics figures?
May be 2
Unit Economics arfe a mfe?sure of.the profitability of Not at all 1
producing and selling a ‘single unit’ of product

P




P. Online Presence

‘Questlon T o om
ey Voo SO AIE et A AR
o B R

Does the woman entrepreneur have any plans In
future to sell her products/services online?

|

By

Assessment

Q. Staffing
In
Question Assessment Corresponding
! L marks
How will she hire the trained/qualified staff and Fully Explalned
workers to run her business? =
Partly Explained
Is there any strategy explained in business plan? No Strategy
R. Sourcing/Procurement Plan: W
Question e 45 M s it gaa (s i1 |/Assessment Corresponding | Marking ‘J
e A e R it s WG] 5 84 2ok | ST Y Marks - .
Already Identified 3
What is the raw material-sourcing and machines-
procurement plan? Are the suppliers identifled? Yet to Identify -
No Plan at all l 1




S [ MARKs WEIGHTING | EFFECTIVE MARKS
A Mﬂﬁgw F?&/T:))R (EM) = MO x WF
B Ucational Qualification 1.00
N W 1.00
W M 1.50
— Mslng 1.50
E
L Product Differentiation/usp 1.00
L Product-Market Fit 1.25
G Target Customers 1.00
-
Q iwﬂng Strategy 1.00
! Access to Capital 2.00
T Business Scalability 1.50
K Business Model 1.00
L Go-To-Market Strategy 1.00
M Gestation Period 1.00
N I Break-Even Point 1.00
o} Sustainability 2.00
P Online Presence 0.50
Q Staffing 0.50
C R Sourcing/Procurement Plan 0.50

TOTAL MARKS =

Evaluation By

Date




Mark-Sh
S.N W o
MARKS WEIGHTING | EFFECTIVE MARKS
Tm oa(*rhﬁlc;s;so FI:\?VTSR (EM) = MO x WFJ
S s Educational Qualification 1.00 J
B Entrepreneur’s Experience 1.00 J
;C Problem, the entrepreneur 1s trying to solve 1.50 J
D Solution, the entrepreneur is proposing 1.50 J
E Product Differentiation/usp 1.00 J
F Product-Market Fit 1.25 \
G Target Customers 1.00 J
_b H Marketing Strategy 1.00 J
I Access to Capital 2.00 J
J Business Scalability 1.50
K Business Model 1.00
L Go-To-Market Strategy 1.00
M Gestation Period 1.00 J
N Break-Even Point 1.00 \
(0] Sustainability 2.00
P Online Presence 0.50 )
Q Staffing 0.50
R Sourcing/Procurement Plan 0.50
TOTAL MARKS

Evaluation By

Date

End of the document



BRAE I A w P s we -

—— AR
SN[ T/——— EIGHTING | EFFECTIVE MARKs
EVALU MARKS w i)
ATION PARAMETERS (18) wioiie FACTOR (EM) = MO x WF
Eﬂtrenreneur's Educational Qualification 1.00
B \
Entrepreneur’s Experience 1.00
[ ——
c Problem, the entrepreneur js trying to solve 1.50
[———
D Solution, the entrepreneur is proposing 1.50 j
—t
E Product Differentiation/Usp 1.00 7
—
F Product-Market Fit 1.25 1
e KL e 0 g ;
G Target Customers 1.00 l
H Marketing Strategy 1.00
! Access to Capital 2.00
J Business Scalability 1.50 7
K Business Model 1.00 ]
L Go-To-Market Strategy 1.00
M Gestation Period 1.00
N Break-Even Point 1.00
(o] Sustainability 2.00
P Online Presence 0.50
Q Staffing 0.50 .
R Sourcing/Procurement Plan 0.50 r
TOTAL MARKS 3 :

Evaluation By

Date

End of the document



Mark-Sheat

1 e
vam1mm.“m T MARKS | WHIGHTING | EFFECTIVE MATKS
Bl e L ‘ ORTAINED | FAGTON (M) = MO K WF
‘\ | [f.mrnprmwm . I’(luca\lom""m“m (Mol (,“:,r“,
.'l-, - ntropreneur's Experlance 1,00
“Cu - hu‘\blem. the entreprenour iy trylng to solve 1,50
- D Solution, the- entropreneur Iy Proposing 140
_,‘E., T Mroduct 1 Dl"mm!lullun/ll'il‘ h 1,00
L T L 125
1T Tametcwstomen [ 100
" Marketing Strategy e w0 |
T Acestocapial | 2,00
N “Dusinoss Scalabllity B N 7
K Business Model T R
L | Go-To-Markot Stratogy T 100
M Gestation Porlod .00 |
N Dreak-tven Point 1.00
[§) Sustalnabllity 2.00 ST
N Onllne Presence os0 |
_—Q—' e — Stu“ll\;!'_ IR i 0.50 U
¢ ™| ‘Sourcing/Procuroment Plan 0.50 S i
TOTAL MARKS i
Cvaluation by
Dato

Und of the document

6



Mark-Sheet

S.N EVALUATION PARAMETERS (18) W
OBTAINED
| | mo) 1 O—

A Entrepreneur’s Educational Qualification —-‘,'-‘i"’—l’o’o-/L__’,/-——
B Entrepreneur’s Experience _____._1,33——————————"‘/—
C Problem, the entrepreneur is trying to solve ____,1.{3-—-—_.——-—’—"'"‘“_
D Solution, the entrepreneur is proposing =T | 1.50 D
E Product Differentiation/USP __——1'06’ ]
F Product-Market Fit 1.25 R
G Target Customers 1.00

H Marketing Strategy _ 1.00
1 Access to Capital 2.00 ‘
] Business Scalability 1.50 ]
K Business Model 1.00

L Go-To-Market Strategy 1.00

M Gestation Period 1.00

N Break-Even Point 1.00

(o] Sustaina_bflity 2.00

P Online Presence 0.50

Q Staffing 0.50

R Sourcing/Procurement Plan 0.50 ¢

TOTAL MARKS

Evaluation By

Date

End of the document



—wnol (¢ L5

L™ \VAVS >.\
oy GO oponperd  vold v lrng el WVUY

T4 TLTEBTSLED apeme|eN ysauen ejUes neweleq 123
SL'9C 80EVTTY096 Jeyse|e) Ileuysniy uewns neweseg €
8T €T¥159L008 aio0yq sejie) eysiue |y neweieq I€
82 T9L0LLT9L6 ‘VSESIGELLL asjoyq Jedes 1jedny neweleg 0€
8T GS66£80L66 ‘LLSSYSTIS6 ueyled uippniezy ewsy ljeweleg 6C
8¢ L98S8TOTVL [lews) eAAie)ny yjleys neweJseg 87
8T S908L8TT16 3|IpeA ysaueo ld njeweseg LT
8¢ G908.8ZTI6 3|IpeA ysejiey eysn 1jeweuseq 97
6¢ 90vv6v6SE6 Jejer eAArewns ulwow 1jeweleg Sz
6C £6C0£S0L66 pemyies ose|eg ewaH 1jeweJseg vC
(0]3 Y00EBBILLL 2Jo Ny edysnd 1jeweseg €2
0€ STTIYIETE6 yy1eys qejno euaatez leweseg a4
[43 S0S6E6CTIVE apulys luns yseAer newesegq 12
[43 €45.085088 apeases Jedes IueAylS 1lewe.eg 0z
€t 900.LSLET96 yyieys wiyesq| eAdieans neweleg 61
133 G68T6E6TES apede Ins eAudng 1jeweleg 8T
St £L006660LL Jeyajey Jueuy I|euos ljeweleg /T
SL'9E YIv81SSL06 JB)AR(Q Ysaueo ejung 1jeweleg 91
E€18Y8VSYS6 1|eYJIN X3AIA elnd jeweuseg ST
006.480€£978 Jey19d SeYIA l|eysiep jewe.seg VI
6Y9VELLBEL paAef peysweys yxyieys 1jewe.eg €1

!mwﬂwmﬁmw..nwi B5 P EResn N pRIRYS BWADSHEE [ [ sd jeweseg iagEe | BUATTE Y

!ﬁpmmm SRR | EERELauIeU3WES, :m,.__%_,_m__m%smﬁa W neweleg e | BUTT ]

JU7ETepeN ysojues uyseueyq nﬁ%ﬁ BEESneweed BiENR (SOTERE

§Ei i ueduey) weleynLieYSIUBINETED mmwm.uwﬁmw«m@g T 5]

lmm%muc,mmg %@mn Msainiepeysie I ﬁmﬁ_wmﬁmm o | BEris

(RN 800 EZ009B EREIGIIET | MU AT wsss_%_és_z 3| % w_m.ﬁmmmt,. R

4 smmni w..." “Reweleq | BE9S 0

g_s :mExm._ ;Eung g_wm.ﬁm_.m BE R

B0 2)2 YD Ae1eneq RUPEINUY s | e e e S i 0o

S06T SIGZLERERESIEIoS weleg kDT

il "ON J0BjUOE Aiepyauag Jo aweN ealy "ON 'IS

©




e m——

v ' !

LEARNING LINKS
—— FOUNDATION —

Dr. Daniel Penkar,

Sinhgad Institute of Management,
Pune4],
g Links Foundation’s

Sub: Seeking Invitation for We & Tech Grants and Certificate distribution Event of Learnin
initiative supported by Mastercard.

Dear Sir,

Greetings from Learning Links Foundation
en should have an opportunity to

Learning Links Foundation was born out of the idea that every child, youth, and citiz
learn and rise to their potential. The organization is dedicated to enhancing quality, promoting innovation, and
developing future-ready citizens. Working extensively in the women’s empowermen

f the society and nation at large, the

Taking a step further towards literacy and value addition to the development o
“WESTECH”. This program is aligned

"Foundation has partnered with MasterCard for Nationwide implementation of
anned & stable.

with the Government’s objective to make the masses financially pl
“WE&TECH” is a Women Entrepreneurs program launched to create awareness amongst the target group (Young
Women) on the tenets of financial planning, digital literacy, and business planning to be rolled out in 6 states across

the country.

t sector.

& Tech Grants and Certificate Distribution. We are fortunate to have the opportuni
bution Program being organized on 11 March 2022 at Yashada

quested to come and honor our participant. Program details are

This is the invite you for the We
to invite you for our Grants and Certificate Distri

Baner, Pune “SAMPADA” Auditorium You are re

follows:
[ Time Activity Details
2.00 pm Introduction & Welcome of Guest (Yashada Anchor, LLF, Mastercard
“SAMPADA” Auditorium)
2.05 pm The lighting of the Lamp MP, Mastercard, Director of SIOM, LLF
2.10 pm Introductory Remarks Mohammad Aamir Aijaz, Managing Consultant,
LLF
_2.15pm Pune We & Tech Journey Video Clips LLF Avinash Tikar (lead Consultant)
192,20 pm Address by Master Card Mastercard Guest
230 pm Presentation of beneficiaries’ experiences Trained Women
2.45pm Address by Chief Guest Dr. Daniel Penkar (Director, SIOM Pune)
3.00 pm Grants and Certificate presentation Adv. Smt. Vandana Chavan & Mastercard&
Director of SIOM
3:20 Pm Address by Chief Guest Smt.Vandana Chavan (MP)
3.30 p.m. Vote of Thanks followed by Group Photo Swati Dudhane Lead Consultant, LLF
Look forward to seeing you there.
Warm regards
WE& TECH Team

RSVP
Diksha Chopra, Learning Links Foundation, diksha.chopra@Iearninglinksindia.org
Mohammad Aamir Aijaz, Learning Links Foundation, mohdaamir.aijaz@learninglinksindia.org
Swati Dudhane, Learning Links Foundation, swati.dudhale@learninglinksindia.org

Avinach Tikar | aarnina linke fanindatinn avinach tikar@learninelinksindia.are




Sinhgad Technical Educational Society's

SINHGAD INSTITUTE OF MANAGEMENT

INFCAL Eq
“(‘ A
R

H{C NS
4 I
\‘\‘Q/_nl‘ £ (Affillated to Savitribal Phule Pune University, Approved by AICTE
Si & Accredited by National Board of Accreditation)
Inhgad Institutes S.No. 44/1, Vadgaon (Bk.), Off Sinhgad Road, Pune 411 041
Telefax : (020) 24356592 E-mail : director_siom@sinhgad.edu Website : www.sinhgad.edu

——

Date: 14/03/2022

Learning Links Foundation in association with MasterCard arranged an
€vent for grants and certificate distribution to select 125 women
entrepreneurs from Pune district. Dr. Daniel Penkar Sir, Director, SIOM,
Was invited as a Chief Guest for this event. MP Rajya Sabha, Adv.

Vandana Chavan Madam was present to grace this event.

Dr. Penkar Sir, through his speech, empowered women entrepreneurs and
offered a valuable guidance towards their sustainable business

development.

This wonderful event was arranged at YASHADA, Pune on Friday, 11th

March 2022.

-. "
Dr. Daniel Penkar

Director



Masterco & TECH-PUNE
Grant & Certificc 'stribution Ceremony

Learning Link« Foundation's initiative ‘
supported by Mastercard

Date:-11th Ma | FRIDAY, 2:00 PM ONWARDS
.Venue:- Yashwantrao i
- (vashad
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Sinhgad Technical Educational Socety’s
SINHGAD INSTITUTE OF MANAGEMENT

1M~ (Affiliated to Savitridal Phule Pune University, Approved by AICTE
o : & Accredited by National Board of Accreditation)
Smhsid Institutes S No 4471, Vadgaon (Bk), Off Sinhgad Road, Pune 411 041
S . Telefax  (0200) 24358582 E-mad . crector_somSsnigad ecu edste waw snhgad eco
- 15/03/2022
Corporate Training from SIOM
Dear All,

Sinhgad Institute is engaged in empowering academic excellence from last 25 years.
We have 12 campuses, 7,000 + faculty and staff, 85 institutes with 70,000 + students.

Sinhgad Institute of Management (SIOM) is one of the flagship institutes engaged

“‘nurturmg professionals, entrepreneurs and corporate leaders. We at SIOM offer a

perfect blend of programs in management and information technology to our

students and society at a large.

Under our corporate training program we offer research, training and consultancy in

various areas related to business and industry.

We offer research, training and consultancy in,
e HR & Leadership
e Sales & Marketing and Business Development
Social Media Branding
Financial Management for Business
e Artificial Intelligence
) achine Learning,
e Deep Learning
e Cyber Security

* clién / w ( c ) f"‘\
C F nk o/p~0 «L/ - ’PleJF./va c\

é,a‘\ ’A‘wl.J ™M e



We have,

1] State of the art infrastructure with well-equipped modern arrangements for
workshops, conferences and training programs.

2] Customized training programs for businesses,
industries

organizations, and various

3] Exclusive, competent and highly experienced resources fo
consultancy

r research, training and

We welcome industry associations, individual org

anizations, individual businesses,
corporate companies, Government organizations, social organizations, to join our
hands and avail our services.

Our core competency -
> Expert resources in domain knowledge

» Modern, well equipped state of the art infrastructure
% Customized training programs

$ Consultancy in various bus

» Research activities for businesses and industry
$ Services at affordable fees and charges

L,

Dr. Daniel Pénkar

iness functions

Director,
Sinhgad Institute of Management (SIOM)
To kno

w more about our corporate training program and s
Prof. Dr. Avinash Joshi

Cell: 9822037037

ervices, please contact
Email: avinashj.siom@sinhgad.edu

Address: Sinhgad Institute of Management,
4471, Off Sinhgad Road, Vadgaon (Bk) Pune 41 1041
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Right talent, govt reforms and tech have la

'Inod.Mahanta@timesgroup.com

M 1i: Indian manufacturing is
back on'the agenda with the right go-
vernmentsupport, increasinginvest-
ment by MNCs and geo-political tail-
winds in favour of the country, said
Julie Teigland, managing partner,
EY (Europe, the Middle East, India,
and Africa area).

"For years, the Indian economy was
driven largely by professional servi-
ces. I can see the manufacturing com-

. penentcoming through as Indiahasall
the ingredients: the right talent, a go-
vernment that’s driving reforms, and

~ technology. These are solid founda-

« with so many private equity and

D

-
"

tions. Amid geo-political flux, India
has a huge opportunity to gain more
partsof the valuechain,” she said.

* Although beset with challenges and
. strung by the pandemic, the Na-
rendra Modi government has takena
multi-pronged approach to make In-
dian manufacturing competitive

through initiatives such as the pro- .

duction linked incentive (PLI) sche-
me, a benign tax regime, low real in-
terest rates, and a reforms agenda ai-
med at easing curbsonbusiness.

And global investorsaretakingnoti-

ce. FDI worth $54.1 billion was chan-

nelled into the country during April-
November 2021-22. Teigland said that
EY FDI attractiveness studies show

India’'s up there as the fifth strongest

market, after the likes of the US, the
UK, China and Germany.

“The attraction of India as an FDI
destination is actually increasing
venture capital fundslooking to in-
QU

@ runp TRALL

The attraction of Indiaasan
FDI destination s increas-
ing with somany PEand VC
fundslookingtoinvest .
moreinthecountry -
JULIETEIGLAND

Managing Partner. EY

vest more in the courtry,” said Teig-
land. “There’s been'd terrific focuson
therightlevel of reformstopromotea
business community with the right
economic foundations.”

Sixty-three Indian companies rai-
sed 71,18,704 crore through IPOs in
2021, while Indian startups raised $42
billion in 2021.

Just when the In- =
dian and global W
economies we-
re showing
signs of reco-
very, the Uk-
raine-Russia
conflict and
rising Co-

vid-19 easas in China. South Koaread
Vietnam, s sorme parts of Europre
threaten toderatl thie bounceback

Can these two developments dera!.
the global economic recovery. thus
hurting the Indian revival too”

“I think the global economicrecove
ry is going to be a bit bumpy. It has a
little bit to do with geopolitical uncer
tainty. but also with supply chain vo-
latility. I'm not yet of the opinion that
it's poing to completely derail the glo
baleconomy orthe aconomic growth.
but I do see more bumpiness in times
tocome,” said Teigland.

Recent developments might have
triggered what many experts believe
tobeaneraof “deglobalisation” after
decades of globalisation and ccono
micintegration,and thar may impact
countries like India, whicn have been
direct beneficiaries of thistrend.

“I think globalisation is going thro
ugh a maturity phase. There wasa ve
ry romantic period of globalisation
whereglobalisation wasthe answer

to everything...decentralisation

and globalisation. I think vou're

goingtosee us go back a little bit to
say, you know, some industriesare.
so eritically important, they need
to be closer to home,” said Teig
land. “I don't think globalisation
isover™
Teigland also believes rhat
the days of easy money are
coming to an end and that
the central banks will have
to shrink their balance

sheectsinthe nearfutare. o

step that may see rmer

ging markets like [ndia

grt negatively impacted
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Falguni Nayar
Founder and CEO Nykaa

alguni Nayar is a self-made billionaire. Being a self~made
ndian billionaire, she has become one of the most
uccessful women entrepreneurs in India.

\fter working in Kotak Mahindra Group for 19 years,
‘alguni Nayar founded the e-commerce brand Nykaa at the

ge of 50.

‘ollowing the inventory-based model, Nykaa serves n
Imost all parts of the country in the beauty and personal

are market.

ecently after IPO of Nykaa Ms. Nayar became the
vealthiest female Indian billionaire, with her net worth
ising to the tune of $ 6.5 billion. She has entered the list of

op 20 richest people of India.

3esides the website and the app, Nykaa has 84 stores in
nore than 40 cities, with plans for 100 stores in the next
ew months and 300 in the next few years.







Shahnaz Husain

. Founder, chairperson & managing director
- of “The Shahnaz Husain Group’

'Shahnaz Husain is the founding chairperson of ‘The
Shahnaz Husain Group’, an Indian skincare brand. She is

known for taking the Indian herbal heritage of Ayurveda
global through her herbal beauty care campaign.

- Shahnaz Husain is among the first women entrepreneurs in
India, having started her journey more than four decades
ago. She was awarded the ‘World’s Greatest Woman
Entrepreneur’ by Success Magazine in 1996. She has
received Padma Shri in 2006. Today, Shahnaz Husain is

considered the ‘Queen of Herbal Beauty Care’ and a beauty
icon internationally.

D Shahnaz Husain Group of Companies, with its global
network of franchise salons, retail outlets, beauty training
academies, has 380 Ayurvedic formulations for beauty and
health care. Shahnaz has lectured at leading international
universities on Ayurveda. Harvard business School has

prepared a Case Study on brand creation of Shahnaz
Husain Group.
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Anu Aga

Director - Thermax

Therr.nax is an engineering company providing sustainable
§olunons I €nergy and environment. Thermax was started
In 1966 as “Wanson India’ in Pune, manufacturing small

coil-type Packaged boilers in collaboration with Wanson,
Belgium.

Anu Aga was Chairperson of Thermax from 1996 to 2004.

She graduated with a B.A. in Economics from St Xavier's

College, Mumbai and with a post-graduation in medical
and psychiatric social work from the prestigious Tata
Institute of Social Sciences (TISS), Mumbai. She had also
been a Fulbright Scholar.

- Ms. Aga started her career in Thermax in 1985 and later
headed its human resources division from 1991 to 1996.
After the death of husband, Rohinton Aga, she took over as
Chairperson of Thermax, and retired in 2004. Ms. Aga is
one of the board of directors in Thermax. She has been
awarded Padma Shri in 2010 for her social work.
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Vandana Luthr:
Founder of VLCC Health Care Ltd

\-"andana Luthra is the founder of VLCC, a beauty &
wellness conglomerate. Ms. Luthra started VLCC in [OR9,

T.h.e Co.mp‘?m)’ serves customers across 310 locations in 143
cities in 12 countries. It operates 191 Wellness Centres &
Beauty Clinics across 106 cities in India.

VLCC offers wellness, weight-management, lascr,
aesthetic dermatology and regular beauty salon SCrvices.,
VLCC operates 94 Institutes of Beauty & Nutrition across
67 cities in India, making it one of the largest prol‘cssional
training academy chains in beauty and nutrition domain. It
trains 7,300 + students annually.

VLCC has a staff strength of 3,000 + professionals
including medical doctors, nutritionists, physiotherapists,
~ fitness experts and cosmetologists.

Vandana Luthra has received Padma Shri in 20 13.

" Dr. Avinash Joshi
SIOM (EDC)

Sinhgad Institute of Management
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Date: 25/3/20222

SMART INDIA HACKATHON-2022

Dear Students,

Smart India Hackathon 2022 is a nationwide initiative to provide
students a platform to solve some of the pressing problems we
face in our daily lives, and thus inculcate a culture of product

innovation and a mindset of problem solving.

On the portal of SMART INDIA HACKATHON you will find Problem
statements submission by Central & State Ministries,
Departments, PSUs, and Industries & NGOs.

<

The various themes include Medtech, Biotech, Healthtech,
Transportation and logistics, Robotics & Drones and many other.

Please visit https://sih.gov.in/sih2022 for further information.

Please contact Dr. Avinash Joshi for further information about
SMART INDIA HACKATHON-2022.

\

\
Dr. Dahiel Penkar
4

Director —

@
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Date: 28/03/2022

CCTNS Hackathon & Cyber Challenge 2022

National Crime Records Burcau (NCRB) in collaboration with Cyber Peace
Foundation have launched the third CCTNS Hackathon & Cyber Challenge India,
(https://www.cyberchallenge.in) on 11' March 2022. The CCTNS Hackathon &
Cyber Challenge India aims to enhance skills and deepen understanding of the
police personnel at the ground level and also to get new ideas, strategies and

solutions from the experts to make the apps & systems developed by NCRB more
robust and secure.

The challenge is divided into three tracks:

Track 1 : CCTNS Bug Hunting (for civilians and police personnel)

Track 2 : eRaksha Awards for Innovative cybercrime investigative
techniques/methods (for police personnel only)

Track 3 : Identification of New IT Applications for Policing for Pan-India Rollout
(for police personnel only)

NCRB invites participation of cyber security enthusiasts/professionalists, students
and faculties from academic institutions and professional romtech companies for

€ __the Track-1 which involves finding vulnerability in the CCTNS Platform.

Shortlisted participants will be invited to the NCRB premise where they will be
provided with a secured environment simulation. Participants Will be required to
find vulnerabilities in the CCTNS Platform and submit reports on the same for
triaging. Entries will be accepted on an individual basis and not in groups.

Points will be allocated to each vulnerability depending on the severity of the
issue. Top three participants with maximum points will be declared as winners.
Participants are required to register on the Cyber Challenge

()




(€ Tvs HeekoAhern

bSi‘t‘(h“DS://www.cvbcrchallenge.in), and upload their entries in the required
+ format, meeting all the guidelines as detailed on the website.

For further support and additional information contact
: nerb.hackathon@nerb.gov.in, or gce-queries@cyberpeace.net

PFA:- https://drive.google.com/ﬁle/d/ 1taNt SPSzxbkRkBzIE-
@ _3r4Bql1G06) zU/view?2usp=sharing

PFA:- https://drive.coo le.com/file/d/11JQOpWhepD-2B2i-
YLDbLU 3Y2x5w9i5Q/view?2usp=sharing

A
Dr. Daniel Penkar

Director

(/
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., Avinash Joshi PhD, MM5S .
Professor at Sinhgad Institute of Management, Entrepreneurship Developme...

® . @
Corporate Training from SIOM

Dear Connections,

Under our corporate training program we at Sinhgad Institute of Management
(SIQM) offer research, training and consultancy in various areas related to
business and industry.

Please refer the attachments for more details about our corporate Training
program.

Please contact us if you have any requirement regarding corporate training

program in your organization.

Dr. Avinash Joshi
Cell: 9822037037

Email: avinashj.siom@sinhgad.edu

Address: Sinhgad Institute of Management,
4471, Off Sinhgad Road, Vadgaon (Bk) Pune 411041

#training #corporatetraining #sales #socialmediamarketing

#businessdevelopment
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Date: 4/4/2022

AGROSTAR

\iompany to study having.....Spellbound growth

&)

Agrostar is recognized as one of the most innovative food
2022.

companies amongst 10p ten in

(https://Www. fastcompany.com/ 90724410/most-
innovative-companies—food-2022)

a social network, educational

~E*ight—year—old Agrostar is
tore front all rolled into one.

platform, and e-commerce 5
in Gujarat, Rajasthan,

Around 5 million farmers
sh are associated with

Maharashtra, and Uttar Prade
Agrostar.

P




'S .
[

use its platform to chat with each other, access

o - ional content to improve their farming methods,

nd cutting-edge data tools to help monitor crops, and
0p for new products.

wultilingual platform allows farmers to read and
in their own dialect,

educational agronomy content
| blems to get advice from

The company’s €-COmMmerce platform sells its own-brand
ecticides. Agrostar has

products like seeds and 1ns
integrated voice recognition so that farmers with limited

literacy can still search for and purchase products.

0. complement its online ordering capabilities, th
" company opened 1,000 stores this year (up from 50 la
year), where farmers can purchase products fro

Agrostar.
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. this Agritech startup has raised $70 million

et .

.ufg Rs 527 crore) in its series D funding round from
nvestors for expansion.

unded in 2013 by Sitanshu Sheth & Shardul Sheth,
grostar leverages data and technology to solve farmers’
sroblems of access to good quality agri inputs and bridge

s knowledge gap owing to traditional farming practices.
e

SIOM (EDC)
' Sinhgad Institute of Management
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Dr. Danie] ﬁenkar
Director
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Chemical engineer who built a brand from
Rs 1 Lakh to Rs 625 Crore...

Hemant Jalan, founder and MD, Indigo Paints

(Image credit: Forbes India)



had a modest beginning in 2000. A

Hen ' igo Paint
1ant Jalan’s Indigo Paints dustrial shed in Jodhpur

small chemical unit in Patna and an In

served as the foundation for the company.
and in

In FY20, the business reported revenues of Rs 625 crore,

FY21, it went public.

Chemical engineer Hemant Jalan’s early days as th.e founder
of Indigo Paints were quite different from his life before

entrepreneurship.

While working with Vedanta Capital Sterlite and heading its
copper smelter unit in Tamil Nadu, Hemant used to tz.:lke a
private jet to business meetings. After starting his own business,

he travelled between cities by two-tier AC train.
Started in 2000 with Rs 1 lakh, Hemant’s company Indigo Paints

had a modest beginning. In his words, the company was

established with “practically no capital investment.” A small
chemical unit in Patna and an industrial shed in Jodhpur served

as the foundation for the company in its early years.

“We started by making lower-end cement paints, and gradually
expanded our range to cover most segments of water-based
paints such as exterior emulsions, interior emulsions,
distempers, primers, etc. We began spreading our footprint
across the country and rapidly expanded our reach,” Hemant

says.



»n

Employi

. ying a ;

mCentive-lg)asedcusmmer‘dI'IVen focus on innovation and an

become one of ap.proach to sales, Hemant has led Indigo to
of India’s largest paint brands.

I

or;' Il{: sY62§§ the Pun.e-headquaﬂered business reported revenues

co crore with a net profit of Rs 48 crore. At present, the
mpany has three manufacturing facilities located in Rajasthan,

Kerala, and Tamil Nadu. Indigo recently went public and listed

- on the NSE and BSE.

In an interview with SMB Story, Hemant
his small cement paint business and turne

name.

narrates how he took
d it into a household

Edited excerpts from the interview:

SMB Story [SMBS]: How did you g0 from running a large copper

. smelter to becoming an entrepreneur?
my career, [ worked with my Patna-

based family business, which was into trading and distributing
gas stoves and electrical insulators. I also started a chemical unit

" in Patna, but it suffered a setback in 1995, and I moved on.

Hemant Jalan [HJ]: Early in

I joined Sterlite in 1996, and I worked my way up to heading the
Tamil Nadu. But in 1999, I took the tough

copper smelter unit in
terlite in Tuticorin and moving

. decision of parting ways with S
to Pune. I was 42 at the time, and that’s not the best age to start

an entrepreneurial venture.

A fr.iend was running a management consultancy and was
looking for a partner. I took the plunge and worked with him for
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a year. Thi : ,
my ow hls. period gave me time to reflect and think of starting
 paint company in 2000.

SMBS: How did you get the idea to start a paint manufacturing
company?

HJ: I was still running a small chemical unit in Patna. The plant
made the industrial chemical calcium chloride, which was a
minor chemical used in cement paint. We used to send it to
cement paint makers. On the whole, the chemical plant

generated around Rs 1.5 crore annual turnover.

One day, while at the Patna office, 1 saw and met several small-
scale manufacturers who were running cement paint units. They
were all doing well for themselves. 1 thought to myself that if

they can do well in paints, so can we!

However, Bihar or the nearby state of Jharkhand were not good
locations to start making paints as the raw materials had to come
from Jodhpur. So I put up an advertisement in Jodhpur, looking
for an industrial shed for rent. Once 1 finalized a shed there, 1

started making lower-end paints.

The business did reasonably okay. We did around Rs 80 lakh in
sales in the first year. Then, we began diversifying into water-
based paints and entered one state a year for marketing our

products.

N
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SMRBS: ‘
St What IS the sceret g Indigo p

HI: An | " aints’ expansion?
UN n |g0 Paint .
‘ewar S sales ' "
reward he would get if“hec%mzm In Kerala once asked me what

made Rs 1 crore worth of sales in a

11.1 what he Wwanted, and he said he wanted a Hero
ke. 1 agreed.
Incredib]
Y, the man achieved the targc i
: 8 arget and received the reward.
1 INCreased his t -

Tat . arget to Rs 1.5 crore and told him I'd give him a
ata Nano if he achieved jt.

year. 1 asked hi
londa motorp;

This interaction led m

: He ¢ to realize that there was a great power in
Incentivizing our sal

es force. In 2009, when we were a Rs 12
crore business, we held an annual conference for our team and

Set up an incentivisation programme for them. We let them

choose their targets, and agreed to reward them
disproportionately higher if they succeeded.

The team started setting high targets for themselves, and this
changed the course of the business. We started seeing 50 percent

yearly growth, and our manpower attrition dropped to almost
Zero.

SMBS: How did you finance your expansion?

HJ: As we boosted our production, we took bank loans to finance
our working capital and expansion requirements. In 2014,

Sequoia came on board with Rs 50 crore investment and made
us debt-free.
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chza;::lgei:‘:e aggresswe' bets in marketing and shift from

oS odam il paper adyerhserpents to expensive TV ads. We

Secnania b e to acquire a mid-size paint company in Kerala.
quoia invested another Rs 90 crore in us and increased their

stake from 21 percent to 39 percent.

In 2018, we on boarded MS Dhoni as our brand ambassador. He
has t_)een an important catalyst to take our story to the country
and increase our brand equity. Dhoni and Indigo Paints are seen
synonymously as a small-town boy who made it big in the
country through patience, grit, and perseverance.

SMBS: Indigo sells paint products directly to customers, and does
not use a B2B approach. Why?

HJ: As we are into manufacturing, marketing, distribution, and
sales of decorative paints, W€ have a large number of SKUs.
However, there are usually not many B2B stockiest or

distributors in the paint business.

Brands have to sell directly to retailers through company-
operated depots. The value maximization thus happens by
selling to retailers directly. Further, our strength lies in branding
and marketing, and so, it makes more Sense to target our

customers directly.

We have retail touch points across 11,000 active dealers who are
serviced through strategically located depots. We also engage
actively with painters. We educate and enable painters,
polishers, and contractors through monthly workshops.
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our : "
ahead of them? Y COmpetitors? How is the company staying

HJ: Across th
c o . .
manufactur; board, We compete with decorative paint

rin : '
national pla & companies. While there are well-established
believe thaty_ers, th‘?l‘e are also strong regional players. We
curve. INnovation is the only way to stay ahead of the

pnllke _Mmost other companies, ours is not a lab-driven
1nn9vat10n. We listen to customer requirements keenly, and then
design our products to cater to their functional needs. That’s how
We were able to develop an arsenal of differentiated products.

Further, most other companies have various sub-brands to target

customers across price points. But at Indigo Paints, the products
are sold under the same brand across different series, such as the
Platinum series (luxury segment), Gold series (mid-segment),

Silver and Bronze series (economy segment).

SMBS: What were your thoughts behind taking Indigo Paints

public? Why go for an IPO?

HJ: We had three reasons for the IPO. The first was to create
an exit route for our VC investors. The second was to fund our
capex and expansion. We are raising around Rs 300
crore through the IPO. We want to deploy Rs 150 crore for a
new manufacturing unit in Pudukkottai, Tamil Nadu, to enhance

our water-based paint manufacturing capacity.

®




We also need
to
issue expenses, a da er network, repay residual debt, finance
, and the general corporate reserve.

The thi

liberal II:T‘JdS (I’)e;son was related to our ESOP policy- We have a

helps us i I?O!lcy that keeps our employees motivated, and
in retaining talent. Listing the company gives the ESOP

holders a transparent exit option.

SMBS: How did COVID-19 affect the business, and what was

~ done to address it? .
HJ: Like all other companies, our operations Were shut down
lockdown. While we€ restarted manufacturing

ith the

ufacturing facilities W

n in May 2020,
such as regular

asks and

during the
t all of our man

operations a
elaxation of the lockdow

: progressive r
implemented additional safety measures,
..+ ation, compulsory use of m

temperature ¢
hand sanitizers, a
ry, in gene
ed sharply due to ou
d rural areas. Our s

ral, has bounced back quickly, and
r strong presence in Tier

' The paint indust
ales have surpassed pre-

Indigo has recover
III and IV cities an

- COVID levels.

SMBS: What are the future plans for the company?

inue with our existing strategy., which

HJ: We are going to cont
We are expanding our portfolio of

has yielded good results.
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differentinted produe
ved produets, ndding (o our dealer netvork I sl

towns and Iarge elties, i ,
lnrge elties, and continuing to ndd tinting pachines.

ngthen (hyee brand,
rers in the denler
15,

We

dru\y\ll‘l \:“; sustained ndvertising to further stre

b el with some Targer paint manufactis
» ind loolk to improve our profitability parame

(Fxeerpts from Interview with M3 fitory)

/ 1 (* R YA b ' [ ’ '
Head Office: Indigo Paints [Limited
aints Limited, Street 5, Pallod

Address: Indigo
o - 411 045, Maharashtra

Farms 11, Baner, Pun

Dr. Avinash Joshi

SIOM (I'DC)
€ Sinhgad Institute of Management
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Alaska Airlines

The first Airline Used Artificial
Intelligence to Achieve Sustainable
Business Goals

..

About Alaska Airlines: Alaska Airlines is a major American

airline headquartered in SeaTac, Washington, within the Seattle
metropolitan area. '

It is the sixth largest airline in North Ameri¢a when measured by

c fleet size, scheduled passengers carried, and the number of

destinations served. Alaska, together with its regional
partners Horizon Air and SkyWest Airlines, operates a large
domestic route network. It primarily focuses on connecting from

the Pacific Northwest, West Coast, and Alaskato over one
hundred destinations.

lt-operates in the United States, Hawaii, Belize, Canada, Costa
Rica, and Mexico. The airline operates out of five hubs, with its




Al |°p()l'l .
he third
| 6.000

at Sculllw—'l‘:\cmnu Inlcm:uimml
nember ol One world Alliancee. |
1d. The airline has over
D. Power and AsSOCILES as
(action ol the lradilinnal

primar hub  being
Alaska Adrlines st
largest airline athianee in the wor
cmployces and has been ranked bY J .
having the highest customer  Saus
airlines tor twelve conseculive year

7]

's used Artificial Intelligence which helped t!nc
benefits: Alaska Airlines, 1N part 10 recach 118

commitment of going net zero by 2040 has bc.:comc the first
carrier o implement ‘Flyways’, an artificial intelligence software

that plots more cfficient routes.

Over the course of a year these flyways
flight times and save 1.6 million gallons of fuel.

Alaska Airlines has been ambitious 10 achieve 118 climate targets
and has also successfully achieved the target of saving fuel and

burns only 750 million gallons of fuel a year.
key focus for the CEO

Addressing climate change gas become a
of Alaska Airlines Ben Minicuccl.

Alaska Airline
stakcholdcrs‘

helped Alaska cut its

Conclusion: The us¢ of Artificial Intelligence has helped
company s efficiency and predictability to a great extent. But
more importantly, in future it will offer sustainable air travel.

This tool artificial intelligence embeds efficiency and
sustgmability into their operation, which will go a long way in
helping them to meet Alaska Airline’s goal OF net zero c;rbon

emissions by 2040.




Morcover, Alaska Airlines saved 480,000 gallons of fucl in six
months and reduced 4,600 tons of carbon emissions, this was at a
time when travel was down because ol the pandemic.

It is anticipated that ‘Flyways, the Amﬁc"\a\ Intelligence
Software’ will soon become a system for all airlines.

But this is for sure that Alaska Airlines will a\wa)-/s be
remembered for being the first airline in the world to do this!

Prof. Rutvi Rawal

SIOM (EDC)

Sinhgad Institute of Management
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Funding for Start-Ups

In last few years the startup
leaps and bounds. Aspiring
introduction of schemes like

€cosystem in India has grown like

India’s startup ideas are the k




This article elaborates the various aspects related to funding in

startup ecosystem.

Different stages of startup funding:
he first stage of funding for any

1] Pre - Seed Funding — This is t
startup. The most common pre-seed funding come from founders

themselves. The owner of the venture puts his own money to start
the business. This type of self-funding is called as
‘Bootstrapping’. Sometimes the founder may borrow from his
relatives’ or friends and raise the money for his startup.

This stage of Funding is for the initial phases of the business

when the start-up has probably not even begun its operations. It
is just in the market testing stage when the idea and its feasibility

are being tested. The costs would include funds for building the
prototype and constructing a plan for the product launch and
developing ideas for various marketing and sales activities.

2] Seed Funding — It is the first official equity funding stage.
After the pre-sowing phase, it is an 1deal opportunity to actually
plant the seed. The first of the stages of start-up grants is ‘Seed
Funding’. Almost 29% of new companies run out of capital while
starting the bootstrap. Therefore adequate capital flow and
funding is very important for business at this stage.

We can think of the seed funding as part of an analogy for planting,
a tree. This early financial support is ideally the seed which will
help to grow the business. Given enough revenue and a successful
pusmess strategy, as well as the perseverance and dedication of
Investors, the company will hopefully eventually grow into a tree.




: 'éed funding helps a company to finance its first steps, including
“things like market research and product development.

Also, this is the stage where the product is actually l.aunc.hefl, and
the product is developed with the aim of releasing it in the
market. Here, the owners really try building traction so that there
is a constant flow of revenue.

3] Series A Funding - This is the first round of Funding that takes
place in the venture capital stage. At this point, the start-up should
have a product or service created and have a set customer base

with a reliable income stream. The funds raised are expected to
use to gain revenues.

Once a business has developed a track record with an established

e figures then that company may opt
r to further optimize its user base and
ney may be used to scale the product

user base, consistent revenu
for Series A funding in orde
product offerings. The mo
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Series C Funding - The businesses which reach stage C arc
usually on the fast growth path. They look for more investments
that can help them create new products, reach new markets. They
may cven think of acquiring new under-performing start-ups.
Series C funding is focused on scaling the company, growing as
quickly and as successfully as possible. Companies who raise

Series C funding usually are established, they have strong
customer bases, substantial revenue

After this stage, the companies have three alternatives- either go
for round D of Funding, start preparing for an IPO or not raise

funds after this at all. For many companies round, C is the last
stage of Funding.

6] Series D Funding: Startups use th

is round of funding to fuel
further expansion and prepare for either acquisition or an 1PO.

It is observed that very few companies go for the option of Initial
Public Offer 1PO). When company decides to go for IPO means
that company wants the investment of general public. This is the

last stage of the startup funding stages and helps the startup in
growing and diversifying themselves.

Key Players in start-up funding process: There are many
entities who give financial aid to start-ups. They could be
individuals as well as large institutions or commercial banks. The
various key players in start-up funding process are as follows.

1] Angel Investors - Angel investors are individual investors or
a network of individuals. Usually they have first-hand experience
of entrepreneurship and business. These investors have surplus

(n))

\\'\B)




‘cash that they are willing to risk in venture at the seed stage.
Before investing, they screen the startup, pursue research, and
study that how much the founder has invested. Onc.:e they are
convinced, they give funding in exchange for convertible debt oxi
equity ownership in startup. Also more importantly, Ange
investors act as mentors to young entrepreneurs.

2] Angel Networks & Platforms — Here individual Ar;lge?l
investors come together and they form their group. Thr01.1gh their
Angel networks & platforms they pool thc?lr funds to invest (11n
startups. As they operate as a group, these 1nvestor§ can provi .e
larger funds and hedge risks. The platform gets equity ownership
of the startup, and they benefit if the startup prospers.

3] Venture Capital Funds - Venture Capital Funds are 1arge' s}ze
institutions whose business is to provide capital to promising
startups. As venture capital funds are an institution, they provide
large amounts of capital to a company for growth and expansion

and monitor its progress to ensure their investment delivers
sustainable development

Venture capital funds get equity or equity-linked instruments
from startups in return for the funding. They leave the company
when it releases an IPO or is acquired.

4] Corporate Venture Capital - Corporate Venture Capital are
large multinational institutions that invest corporate funds into

small, innovative startups either for technology, talent pool, or to
acquire a target market.




‘They empower startups with resources like marketing experti.se,
" strategic direction, or a line of credit. Corporate Venture Capital
provide funding in exchange for an equity stake in the startup.

5] Venture Debt Funds — Sometimes non-banking financial
corporations (NBFCs) offer a hybrid scheme called venture debt
funds that provide debt financing to VC-backed startups. Venture
debt funds lend money in return for non-convertible debentures
(NCDs) and equity warrants.

6] Government Grants & Funds — The government 1S atllio
keenly involved in funding start-ups. In the. }:ear 2016, The
government of India launched the ‘Startup India’ program. g
program offers grants, like an 80% rebate on patent costs an
income tax exemption for the first three years, to startups

registered under the scheme.

The government disburses the funds as loans through the Small
Industries Development Bank of India (SIDBI) Fund of Funds
Scheme. The scheme invests in venture capital and alternative
investment funds (AIF) that invest in start-ups. Last year, the
government also launched the Start-up India Seed Fund scheme
which provides funding support to early stage start-ups.

For the current year, the government has allocated INR 1,000 Cr
for the Fund of Funds for Start-ups and INR 283.5 Cr for the Start-
up India Seed Fund Scheme (SISFS).

7] Accelerators & Incubators — Nowadays Universities have
started taking lots of initiatives for empowering startups. They
develop a system and infrastructure which act as accelerator and




wcubator. .
n.n;ll:]lcctto\rv“'ll‘l?cy provide start-ups funding and a platform to
. ! Investors, mentors, and other startups.

These .
;flar Pl‘ogramm.e are either run by individual entities or are part
£€ corporations or big tech companies.

_8] Fa'}‘“y Offices - Another emerging funding for Indian startups
is family offices. India has a history of family businesses shat pass
s .their wealth to the next generation. Few examples are
Chairman of Wipro, Azim Premji through PremjInvest, Burmarn
Family of Dabur through Burman Family Holdings, Infosys

founder, Narayana Murthy through Catamaran Ventures. Family
offices are more patient than angel investors and give startups
more time, money, and resources to grow their businesses.

Conclusion: Gone are the days when a goo
close because of funding scarcity. Today if t

unique and a start-up has potential to grow several options are

available to the founder.

The Indian startup ecosystem has come a long way, with many
technology startups going public and nearly 42 companies
becoming unicorns in 2021. According to Inc42’s Indian Tech

d business used to
he business idea 1s

Startup Funding Report 2021, Indian startups raised $42 Bn
(around Rs. 2, 94,000 Crore) in funding across 1,583 deals in
2021, and 2,487 unique investors participated in startup funding.
Overall, between 2014 and 31st January 2022, Indian startups
have raised close to $116 Bn (around Rs.8, 12,000 Crore) in

funding.




https:/ Www i Investo

finance/1 02015/ series-b-c-funding-what-it-all-means-and-how-
it-works. asp

pedia.com/articles/personal-

https: //blog,. finology .in/startups-india/different-startup-funding-
stages

- Dr. Avinash Joshi
SIOM (EDC)

Sinhgad Institute of Management
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Chhatrapati Shivaji Maharaj
The Management Guru

BRRERR SR e

S




e word Shivaji is divided into three parts:

~ Shi: Shika (Learn)

Va: Vaga (Behave as you learn)

Ji: Jinka (Implement knowledge to Win)

Name: Chhatrapati Shivaji Shahaji Bhosale

Parents: Shahaji Maloji Bhosale, Jijabai Bhosale
Birth: February 19, 1630 (Shivneri Fort, Junnar, Pune)
Death: April 03, 1680 (Raigad Fort, Raigad)

Establishment of Swaraj

Shivaji Maharaj received his education (Management, Literature, and War
Techniques) in Banglore in extreme conditions from the age of 7 to 12
and he returned back to Pune at the age of 12 with a vision of his father
Shahaji Maharaj to establish People’s Government. Jijabai constantly
guided Shivaji Maharaj in the mission of establishing Swaraj. At the age of
12, he had his vision and mission statement which was written in the
Rajmudra (Royal Seal). From there he understood the problems of people
in Pune and 12 Mavals and at the age of 15 he started working on the
vision and he took the oath of establishing “Swaraj - A People’s
Government” at Raireshwar in Bhor near Pune.

Influence of Jijabai

Shivaji Maharaj’s mother Jijabai made an indelible impression on him
with her teachings, she would shower all her affection on him and tell
him stories of Rama and Krishna, of Bhim and Abhimanyu, and also love
for the homeland and its people. Maharaj learned much from his fathers
failed attempts at political independence, his exceptional military
capabilities and achievements. Jijabai instilled in Shivaji Maharaj a



: . : teal
natural love for self-determination and an aversion to external politica
domination.

Rajmudra (Royal Seal)

j : e Shahaji
When Shivaji Maharaj started to look after Pune s.Governanc
Maharaj creJated and gave him an independenF R_’ajmudra (Boyal ?earll).
The objective of Shivaji Maharaj of establlshl.ng Swaraj is clearly
expressed in his royal seal. Rajmudra was in Sanskrit language

glaveiei@a areayid gaiqar 1/
e IR TRIGT GRT HRTT 757 1/

Which stated that ‘this seal will grow in splendor like the new moon. This
seal of Shivaji, the son of Shahaji, receiving homage from the whole
world denotes the welfare of the people.’

Shivaji Maharaj & his Management
Fair Administration

& AN



li{s\lr;s for farmers in need. We learn takes a cue from his administrative
skills, not only for the way he handled his citizens but especially for the

way he efficiently managed his administration smoothly.

Despised Discrimination

Shivaji Maharaj promoted common people based on their qualifications.
Naturally majority of his officers were Hindus, but a number of Muslims
also held key positions i.e. Chief of Artillery, Chief of Navy as well as
diplomats. When Shivaji Maharaj Visited Agra to Attend Aurangzeb’s 50"
birthday celebration, his most trusted bodyguard was Madari Mehtar - a

Muslim teenager.

Ahead of Time Thinking

Shivaji Maharaj was the king who
While making any plan or decision

=

always thought ahead of the time.
he thinks about the impact of that

decision in future and probably most of time he was having the solution
for upcoming problems so he is known as the idol person for his ahead
time thinking. There was a strategic planning done in moving
headquarters of Maratha kingdom to Rajgad, as this fort was built with a
backup plan, known as ballekilla later it was moved to Raigad at the time
of Coronation. Raigad was on the highest top were only water used go

down and air used to climb fort. A great visionary.

S Trade & Business
Shivaji Maharaj knew that a kingdom does not prosper without an
increase in trade and he promoted commerce by providing businessmen
with choice locations at discount prices as well as tax concessions. His
motto was Merchants are the ornaments of the kingdom and the glory of
the king which was seen in Ajnyapatra. It was the policy of Maharaj to
protect industries. An excellent example of this is the salt industry, he
protected the salt industry in konkan, at that time trader’s imported salt
from the Portuguese territory and sold in Swaraj. That affected the local
trade in Konkan areas. So, Maharaj charged heavy duty on the salt

L \\M)
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L:ported into _Swar aj from the Portuguese territory. The intention was
at the salt Imported from the Portuguese territory would then cost

more and as a result, its import would decrease and the sale of the local
salt would increase.

Origin of Cabinet

Shivaji Maharaj was an efficient ruler and administrator and ruled with ’a
just and firm hand. His government was divided into eight department’s
concepts that we know of now like the Cabinet known as As{wthaprgdhan
Mandal. Maharaj selected the Council on the basis of their ment and
achievements. He did not give them jagirs, vatans or gifts or fiefs. They
were paid handsome salaries instead.

Organizational Skill

Maharaj inspired the people around him to work for the Swaraj. His army
include the people aged from 15 years to 80 years. He rewarded peop!e
before winning the war which built a sought of confidence and loya_llty in
his soldiers. His organizational skill was unparalleled. With this skill, he
drew around himself brave people who were also extremely loyal. These
close associates of Maharaj performed their duty, even by risking their
own lives. Associates always said if lakh people died there is no issue but

peoples care taker must live.

War Tactics

The Navy

Shivaji Maharaj realized that the one who has navy, controls the sea
Maharaj had a great foresight. He was the first Indian king to cultivate
navy in addition to acquiring land. He had 300 shipyards, 400 hundreds of
frigates which included gurab, galbat and pal and many sea forts. He
controlled over 300 miles of coastline. He is known as ‘Father of The
Indian Navy’.



\\\

Guerrilla Warfare

He pioneered Ganimi

factors like demg;’; ’:\‘_’VG Or Guerrilla Tactics, which leveraged strategic

his enemies his aim PNICs speed, surprise and focused attack to defeat

well as of T was to decrgase the number of deaths of our army as

Maharaj had 3 s My. In comparison to the great Mughal Empire, Shivaji

warfare to h maller army and thereby was obliged to wage guerrilla
0 help overcome this great imbalance.

Conclusion

Shivaji Maharaj was a visionary king of all time. Basically management
stands on four principles of Planning, Organizing, Decision Making and
Controlling. All these principles are seen in Maharaj’s management. Even
though Shivaji Maharaj lived over 300 years ago his policies were quite
modern. Many of his principles would be very relevant when seen in this
light. Whether on wishes to become a chief engineer, a well-known
doctor, a lawyer or a successful businessmen. He/she must have the art
of attracting and retaining loyal followers. He/she must also have a clear
vision of the future that be stated briefly preferably in a single sentence.
Both of these qualities are crucial to becoming a leader. Shivaji Maharaj
provides a perfect model to follow in order to become a leader. He was
also a successful manager and once again, this quality is very relevant for
success in today’s competitive world whether or not you work in the
private or public sector, whether or not your official job title contains
the adjective. Maharaj did not work only with the limited ambition of
conquering enemy territories and establishing dominance like others. His
main objective was to make his people independent. He was aware that if
his peoples were to really get the joy of freedom, it was necessary to
have a disciplined administration, take comprehensive care of people’s
welfare and protect the conquered territories. Maharaj was not merely a
ruler, he was a watchful administrator who cared for his people’s welfare.
This is clearly seen in his administration of the state. He had a flawless
execution and planning in the war-front and in.uncertain situations which
was demonstrated by his act of leaving Agra. He was able to leave Agra

-Q\\
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successfully, with all his men, as he had performed SWOT analysis and

studied his competitor, Aurangzeb. He believed in three aspects, time,

people and discipline, thereby maintaining relations, alliances and

leading on a forefront when required. Retention and training was

effective due to his values, stainless character, courage, optimism, and
awarding rewards and punishment within no time. Effective use of
resources was clearly demonstrated when Shivaji Maharaj and Afzalkhan
had a meeting in hazy climate. His tactful acts were manifested when !1e
killed Afzalkhan, who was planning to kill Shivaji Maharaj. Logistics
planning and supply chain management were structured with efficiency,
which is showcased when he had to supply raw materials from mainland
to island, while building Sindhudurg fort in the middle of the sea.

Summing up all the points, Shivaji Maharaj was an efficient and effective
? ? i d led him towards

leader, who’s each move was planned strategically and le

expanding the Maratha kingdom.

Compiled By:
Manas Vijay Mali (MBA-1 Finance, Div-F, Roll no. 32)
Chetan Borekar (MBA-1 Marketing, Div-B Roll no. 15)
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Tanla—“The Great Exhibit
of Turn Around Strategy.”




The company 1s Vvery much strong in fundamentals. The

financial statements of the company speaks for the company

the same. According to the balance sheet in march 2022
company has only 054 Cr. as a loan and borrowing, it 1s very
much low amount for such kind of the company. The
company also hold reserves of 111340 Cr., that also shows the
stability of company for near future.

With respect to profit and loss of the company, we can Sec

that operating profits of the company also grows constantly to
1700 Cr. in march 2022, which also shows the growing

condition of the company. The company’s EPS is 039.73.
Currently company is providing 59% ROCE. The promoters
of the company holds 43.74% stake in the company which
also helps to gain confidence of the investors in the company.
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———



Company position:

In 1999 company has started, as TECH bascd company.
Company is providing communication between enterpriscs
and their customers through multiple channels including SMS,
Voice, email, RCS, OTTs such as WhatsApp, FB messenger,
and push notifications.

The company has been recognized as the “Best Established

| Indian Company” in the IT sector and the award instituted by
., HYSEA (Hyderabad Software Exporters Association) for the
year 2006-07. With these services company was also
providing m-advertisement, m-business and m-entertainment
services on 3G platform and also, they were providing billing

services.

For their achievement in 2006-07, they have awarded best
established Indian company in IT sector by HYSCA

Conference in Feb 2007.

TANLA SOLUTIONS SHARE PRICE PERFORMANCE VS SENSEX
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As per the chart we can see that Tanla performance was
outstanding as compared to BSE Sensex.
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Share Price Movement Chart of Tanla Solutions Limited Vs Sensex
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qunched AMR (Automatic Metre
atent of these service & Smart
Wireless Mesh Technology
service and greater energy

"In 2010, Tanla platforms 1
Reading) Service. They have p
Meter Reading using Tanla
promises enhance customer

efficiencies.

In 2019, Blockchain Technology Based software was firstly
introduced by Tanla platforms in mobile world Congress
(MWC) in month of February.

Tanla has diversified their client concentration from one
specific sector tO different sectors like Government sector,
Banking sector, financial services, health care services, retail
services and utility services




Important Contributors:

Uday Kumar Reddy

A first-generation entrepreneur in the
space of telecommunication. managing
director and Chief architect of the
company, driving the meteoric rise froma
products-based solution provider to one
of the largest publicly traded Business

- Cloud Communications Company. Tanla
is now recognized as the largest and

. fastest-growing business cloud

communications provider and was most

recently ranked as one of the top =1000

High-Growth Companies in Asia Pacific™

by Financial Times (FT).

STUNIL BAJPAI - TANLA’S CHIEF TRUST OFFICER

e :, . g Tanla is delighted to have Sunil Bajpai
join us as the Chief Trust Officer.
Sunil Bajpai joins the company after
working with the Government of India
for over 30 years, including his stint at
TRAI as Principal Advisor. At Tanla,
he will be responsible for driving
exceptional trust standards for the
CPaaS ecosystem.

—————————————
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PROS

. Company is almost debt free.

. Company is expected to give good quarter.

. Company has delivered good profit growth of 67.48%
CAGR over last 5 years.

. Company has a good return on equity (ROE) track record:
3 Years ROE 27.71%.

. Company's median sales growth is 34.24% of last 10

S T o

years.
CONS
. Stock is trading at 10.82 times its book value.
Compounded Sales Growh Compounded Proft Growth StockPica CAGR Refum anEquiy
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Fundamental Analysis of the company:
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Company Introduction

Tanla platforms Itd. is Hyderabad based company founded in
1999. The companies head quarter is based in Hyderabad and

they have offices at various locations including Singapore,
London, Colombo, Dubai, etc. It is technology-based
ation between enterprises

company providing cloud communic
and their customers through multiple channels. Tanla 1s a
form as a service

lcader in the CPaaS or communication plat
segment. It was the first company to develop and deploy

A2P(application to person) messaging in India.

- problems faced by Tanla.

In the 2007 Tanla was performing good. They were providing
services in mobile entertainment, m-payment, etc. which were
dependent on 3G platform and at that time the great recession
has started and it affected on global economy. Tanla was
providing different services and it got affected badly by great
recession. Client concentration of Tanla was very poor. They

were concentrating on specific sector.

Tanla Solutions Ltd. has informed on March 17th 2008, that
Board of directors of the company has approved the split in
the face value of the equity shares from Rs.2 to Rs.1 each.




Tanla platforms has

[LOQ is one of the
TRUBLOOQ 15

accordance with

On behalf of blockechain technology

in(l'odu.ccd TRUBLOQ software, TRUIB
Mmost ““.POl'mm reasons of their rising.
blockchain based DLT platforms, built in
government regulations (o limit unsolicited commcrcial
signed for trust, to build a

communication. The platform is de
ccosystem for communicution.
TRUBLOQ

more transparent and safer

Vit ;

\\.uh‘ the best in class regulated framework,

climinate phishing and other fraudulent activitics through
comprchensive mechanism and content verification.
Actually, TRUBLOQ is protection providing soft

security and inscription.
UBLOQ could be a further Game¢
revenues of Rs.

[IFL securities believes TR

Changer for the company. as it could drive

500 Crore by 2022-23. It is the only blockchain platform
d one the two used

deployed by Vodafone Idea and MTNL an

by Bharti Airtel.
d with Microsoft Azur Cloud.

Wisely platform has create
Through this platform businesses can discover their vendors
and they can communicate with them through blockchain

technology and security.
Government of India also used this platform for Covid
Vaccination services.

ware, for
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Conclusion

Tanla was  init:
company inil?;:::;“g a telecommunication service provider
adopted lots of Y Mr. Uday Reddy. With time Tanla has
Organisatj - Changes and risk in the structure of
ot Iny 2008, at the time of Recession also they stood

w

seex:-lx}: frer ige they had some changes in product and

the'lces. Meanwhile they were stable but after that due tO
1r

managerial decision making and aggressive experiments
made them successful. Technology has played great role 111
Tanla’s success. They launched blockchain based technology.
created their products such as TRUBLOQ and WISELY.
They had acquisition with supporting companies such as
Karix, Gamooga Pvt Itd. After 2019, In lockdown they made a
way out of it and became successful.

Article Written BY

1. Alok Bari MBA Finance Div. EO5
2. Akash Kalse MBA Finance Div. EO3
3. Aashutosh Mahadik MBA Finance Div. EOl
4. Ruchita Tantarpale MBA Finance Div. E48
5. Rutika Raghuwanshi MBA Finance Div. E54
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Chaitanya Ayuf shine Soap

Name Month Neem \ Alo-vera \ Total \

1 Ganesh Sawant san SWY— | 6 \ i \‘ ;1 1\

2 Suraj Mulik Jan_ 4 \‘ ] s \

3 Suyash |Jan |\ & |

g Shital Mami  Feb | 10 10 1\2((; \

5 Phaltan Medical Fet | 19 10 F3p \
6 Ganesh Sawant Mar | 1) 10 \ : J
7 Dattaraj Mar 2 2 = ‘
8 Devkate Kaka Mar | 10 10 \

9 Mama Apr | 5 10 |15 |
10 Mahesh Apr | 5 5 | 10 \
11 Suraj Apr ' 6 6 \ 12 \
12 Phaltan Medical May 15 15 \ 30 \
13 Joshi Shop May' 10 10 ‘ 20 \
14 Vikram jun ! 2 2 \4 \

Manufacturing Price per Soap== 20

Selling price per Soap== 30



RO R, Sinhgad Technical Educational Society’s

& N
{ \‘, SINHGAD INSTITUTE OF MANAGEMENT
R ¢ b"“» 5 (Affillated to Savitribal Phule Pune University, Approved by AICTE
MQ)’ & Accredited by National Board of Accreditation)
Sinhgad Institutes S No. 4471, Vadgaon (Bk.), Off Sinhgad Road. Pune 411 041
- ) Tetefax (020) 24356592 E-mail dwector_siom@sinhgad edu Website . www sinhgad edu

- Glimpses of
Entrepreneurs

Conclave
215t June — 24" June 2022
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Date: 29/06/2022

Business Idea from Ganesh Aherkar

Name: Ganesh Bharat Aherkar
Address: “"Ganesh Newas” near Ganesh temple, Ganesh Nagar, Mahud Road,

Sangola, Tal.: Sangola, Dis.: Solapur, 413307
Mobile no.: 8605167208, 7378968677

Email ID: gaaherkar1995@gmail.com
College name: Sinhgad Institute of Management, Vadgaon(Bk), Pune

Course: MBA, Specialisation: Finance

Year: 2" Div.: G, Roll no.: 11

Business Idea :
iffin providers, | want to make an

Also, this platform connec
to provide tiffin or mess services.
facilities and help them to grow thei

platform those mess and home mess providers to market.

(7 B Ares e -

(Ganesh. B. Aherkar)
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