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In 1962, Mr. Bhavarlal Hiralal Jain was an impres-
sionable young man who had just aquired his Law
degree from the Government Law College in Bombay.
At one stage, at this time, with only ten rupees left in
his pocket he visited an astrologer, who predicted that
he would socon be in a businessrelated to "iron, soil and
0il". He had just been gazetted by the Maharashtra
Public Service Commission as an Officerin the Nagpur
Division and ignored the astrologer's prediction. A
little later, he met the father of Sureshdada Jain, the

T
w3

incumbent MLA from Jalgaon Municipal Council, who
pushed him intobusiness and even offered to help him
financially. He took the plunge, abandoned his earlier
desire of becoming alegal luminary, and with aninitial
capital of only Rs. 7000, borrowed from his family
started retailing kerosene as a sub-dealer in Jalgaonof
Esso, the famous American multinational. The mar-
keting managers of this company were renowned for
their aggresive marketing techniques even in rural
areas. Jain acknowledges that he "learned the basics
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of competitive business methods, management and
marketing techniques as a sub-dealer of Esso, selling
kerosene oil door-to-door, at a price fifty-percent lower
than the ruling market-price, within a 30 Km. radius
of Jalgaon on foot or on a bicycle. This also injected in
me a rock-hard sense of determination to succeed in

life".

Bhavarlal Jain was born in Vakod village close to
Jalgaon near the world-famous Ajanta caves into a
respected family of agriculturists. They never imag-
ined that Bhavarlal would one day be selling kerosene
door-to-door in their own neighborhood, especially
with a-law-degree in his pocket. Esso was really
pleased with his performance and soon awarded him
four dealership agencies against their normal prin-
cipleof"oneindividual-one agency”. From kerosene he
gradually diversified into retailing auto-spares, lubri-
cating - oil, petrol, diesel and domestic gas. He became
known as a reliable supplier of authentic auto-spares.
This was followed by cars (Standard Motor) and trucks
(Ashok Leyland). Right from the beginning he re-
ceived unstinted support and active help on a day-to-
day basis from his family members and friends.

Bhavarlal observed that Papaya milk was quite popu-
lar in his area. He also discovered that when treated
with chemicals, turned into Papain and used as an
agro-based Enzyme it could be used extensively as an
essential industrial input in Breweries, Food Process-
ing and Pharmaceutical industries, not only in India
but throughout the world. He ventured into this line
in a small way initially. The process begins with the
extraction of Latex from semi-matured fruit. The latex
is stabilised and processed, using Ultra and Microbial
Filtration. The Ultrafiltered concentrate is thereafter
spray-dried toa fine powder. The company has poured
a lot of funds into in-house R & D and has now
successfully developed de-odorised, ultrapurified
Papain which is exported to all the five continents
throughout the world. "Jain Papain” now meets as
much as 20% of the global demand. The Jain Groupis
now the second largest producer, of refined papain in
the world next only to a manu-
facturer in Zaire where papa-
yas grow wild. They have won
several national and interna-
tional awards for this perform-
ance. After extraction the
papaya residue is turned into
fruit-candy. The papain divi-
sion will contribute over Rs. 2
crores to their turnover, by
March 1992.

Says Bhavarlal Jain, "Agricul-
ture is the very soul of India's ,
economy. We were associated
with the farming sector “since
generations and one of our ar-
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eas of diversification was the marketing of PVCirriga-
tion pipes. At one stage in 1980, when our principals
could not meet the demand for PVC pipes from our
customers we started manufacturing them in a small
way. From them a mere 20 Kg. per hour this group has
now built up a capacity of 4600 Kg. per hr. with
advanced high-capacity extrusion lines imported from
Cincinnati Milacron of Austria. Evenin this high-tech
field they added their own revolutionary technical
innovations to these already advanced machines(such
as micro-processor controlled mixers, pre-heaters and
triple- extrusion heads among others) which boosted
the production capacity of these imported machines by
asmuch as 60% ! Cincinnati Milacron have acknowl-
edged that by running each of their extruders for more
than 8000 hours per calender year the Jain Group has
established a world record. Their dramatic technical
improvements are now being incorporated in the
latest machines produced in Austria - an unusual case
of reverse technology flow. Today, the Jain Group is
the single largest manufacturer of PVC pipesin India
with a market-share exceeding 30%. With 8 units
already functioning the turnover from PVC pipes alone
will cross Rs. 70 crores, by March, 1992.

The next logical step was drip-irrigation systems built
around PVC pipes. They acquired a collaboration from
world-famous James Hardie Irrigation -SRL (Italy),
the world's largest manufacturer of irrigation systems
and equipment. Under drip irrigation the specific
micro-irrigation needs of different crops, soils and
climatic conditions are taken into account. By direct-
ing a small, precisely controlled, uniform quantity of
water, nutrients and other desired inputs directly to
the root zones, drip- irrigation offers great savings of
as much as 80 percent in water resources and upto 50
percent in operating costs. Worldwide studies have
shown that productivity can sheot up by as much as
230 percent. By March 1992 the sales of drip-irriga-
tion systems manufactured at Jalgaon will cross Rs. 40
crores out of which a huge chunk of Rs. 10 crores will
be from export orders. Butthisisonly a drop (drip?)in
the ocean. The total potential acreage to be coveredin
India by drip-irrigation is a
mind-boggling 13 crore acres.
In the whole of Maharashtra,
last year, the fresh areas
brought under drip-irrigation
did not exceed 10,000 acres.
In January, 1989 the Mahar-
ashtra Government an-
nounced a top- priority scheme
for drip-irrigation and subsi-
dies to the extent of 30% to-
v ~,s the cost of cultivation to
all farmers who adoptthe drip-
irrigation technique, regard-
less of the size of their hold-
ings. The S.G.Barve Commis-
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YOU CAN COMMAND NATURE
IF YOU LEARN HOW TO OBEY HER'!

ssion appointed by the Maharashtra Government,
investigated the water and land potential in the State
and observed that if all the available water were tobe
utilised for irrigation without any wastage the culti-
vable area in Maharashtra alone could be doubled
from approximately 231akh hectares to approximately
53 lakh hectares. Under drip- irrigation, this could be
further increased toa total of almost 70 lakh hectares.
Imagine this scenario being repeated in every state,
which is sure to happen. The Jain Group's pioneering
entry into drip irrigation could provide the means for
expanding their turnover even more rapidly.

One of the other substantial areas of operation for the
Jain Group is high-voltage transformers. In 1986, the
Jains acquired Bombay-based Emco Transformers
Ltd. This company has ambitious plans to manufac-
ture high-voltage mainline regulatorsin collaboration
with GEC for the first time in the country. By March
1992 the turnover of this company should cross Rs. 20
crores.

The Group has also set up Parees Offset Pvt. Litd. at

Jalgaon, equipped with the latest single colour, two-
colour and four- colour printing machines and the full
range of pre-print and post-print equipment enabling
this unit to be quite self- sufficient and capable of
handling the taughest printing jobs from the design
stage onwards. The annual turnover of this unit which
handles many outside jobs, aside from catering to the
entire in-house requirements of the Group has crossed
Rs. 1 crore.

The Jain Group has also begun introducing new types
of pipes such as double-walled corrugated pipes which
are corrugated on the outside and smooth inside, thus
using almost 20% less raw material while increasing
the inherent strength of the pipe. They also plan to
manufacturer PVC window profiles, foam tiles, foam
sheets and roof tiles.

A new area of diversification with enormous scope is
the Jain Group's plan to set up a Rs. 100 crore project
to manufacture 50,000 TPA of PVC resin. They al-
ready consume almost that much PVCresinevery year
and in fact the proposed plant-size may be increased.
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B How did you initially acqui;(your basic busi-
nesgA4cumen?

| With experience and constant exposure to the market I
coﬂtinued to learn and sharpen my basic business in-
Jstincts.

B Your flair for overtrading and using financial
leverage to its utmost limits is legendary. This
skill is exactly what enabled many legendary
business tycoons in America, Europe and else-

learn to 7‘2)' Her”.

where and also, ofcourse, in India to build up
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gigantic, individual business empires of clossal
size by international standards within their own
lifetimes. Did you acquire this skill at financial
leverage on your own or were you initially guided
by someone else?

Iwould rather say that a businessman who does not use
the resources he possesses to yield the utmost, has
chosen tobe satiated with the status-quo. Alternatively,
those who use their resources to the utmost will always
grow faster. This element together with my good fortune
ofhavingloyal family members as my partners and some
sincere friends to consult or to advise me in my ventures
ensured the success of my business ventures.

M This mastery over the creation and optimal
productive use of finance and your impeccable
reputation can enable you to aim for and achieve
a group turnover of Rs. 1000 crores by the year
2000. Why is it that you are planning in terms of
reaching only a turnover of Rs. 150 crores by the
year 20007

In my efforts to generate growth for my group, I cannot
lose sight of my basic commitments to a certain philoso-
phy i.e. I wish to concentrate my investments in and
around Jalgaon so that I can serve the community in the
area of my birth, and as far as possible grow in the field
of agricultural inputs augmented by manufacturing and
technology inputs. Additionally I strongly feel that pur-
suit of money for the sake of money as a sole purpose of
business is a deeply corrupting influence and thus self-
defeating. In fact I have chosen to invest in businesses
which also serve a social end like drip irrigation (water
and soil management), manufacture of Foam sheets
(substitute for wood) etec.

Similarly, we now have proposals in the pipeline for the
manufacture of Solar Heaters, Foam-sheets, PVC
Balleocks, PVC Foot-valves etc. which will all conserve
scarce natural resources or electricity. Many of these
require concept-selling but I feel that I have to be true to
my philosophy of business. The Jain Group must under-
take such challenges. To my mind making money by
servinga publicend eventhoughitisdifficult, is far more
rewarding than merely making money the easy way like
inreal estate or in trading. However, I must correct the
impression that we will not reach a turnover of 1000
crores by the year 2000. We will and our existing
turnover is already well above Rs. 100 crores.

H No man can reach great financial heights alone.
Whom do you give credit to for being by your side
when you first started out and whom do you rely
on most now?

As I have said earlier, [ had my uncles and cousins who
Jjoined me as my business partners and with their sup-
port and hard work we have grown together.

M To what extentisyour groups management style
truly professionalised, with genuine and complete
delegation of authority?

We are still not a formal organisation and thus there is
no well- demarcated organisational structure. We have
a combination of specialists carrying out their responsi-
bilities in their field and senior managers, including
family members fulfilling their duties co-ordinated ar-
easunder their control. Ifby professionalism one means
commitment to work and results, we are professional-
ised; but if it means a 9.00 AM to 5.00 PM work culture,
we are far from that. Our style of functioning is "open-
doors"” and operational Directors and senior Managers
are fully accessible. Ateachlevel, eachindividual knows
the limits within which he can operate and if he needs
assistance, how he can obtain it.

® With a genuinely professionalised Management
youcanaim foraturnover of Rs. 5000 croresby the
year 2010 and be ranked as a multinational. Are
you thinking in these terms and if so what steps
are you initiating to build up an army of capable
professional executives to achieve this?

Itis difficult for me to speculate what would be the shape
of this organisation in the year 2000 and beyond. We are
certainly endeavoring to emphasize export - oriented
ventures for the group's growth. We have our hands full
with various proposals which we are evaluating butall of
them can be successfully launched with local invest-
ment. I wonder whether the foreign exchange policy,
curbs on imports or regulation of exports will necessitate
our looking for ventures outside India in future. My
convictions do not permit me to invest in production
units beyond our soil, though our realm of marketing
may well encompass the whole world.

M Global success and domination in any field or
for any product is based on utmost competitive-
ness. We feel that you must be not only be deeply
aware of this but you must also be one of the most
enlightened Industrialists in India on this subject
due to your success at achieving the No. 2 position
worldwide in production of Papain. Do you not
agree that in India, we can become world- leaders
in many fields such as steel, textiles, castings and
forgings, medium-technology engineering prod-
ucts, electrical equipment, agro based products,
plastics based products, chemicals, software,
leather products, diamonds and jewellery, tour-
ism, civil engincering etc.? Are we not being held
back only due to a lack of vision and no fanatical
zeal to become internationally competitive in
specific fields?

I fully agree that we Indians are second to none in
calibre, intellect, business acumen and skills. However,
we have been held back by restrictive public policy and
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crises of character which have made our business ap-
proach unethical. Freedom from the Permit Raj and
more meaningful support to entrepreneural efforts can-
not fail to give Indian businessmen and industrialists a
high standing in the international market.

B Indian labour with a few exceptions is one of
the least productive in the world. Is this due to
archaic and counter- productive labour laws? Or
is there some other missing element which stops
Indian workers from becoming the most produe-
tive in the world?

Our Social Legislation is largely responsible for making
labourin the organised sector, less productive. Qualita-
tive changes are badly needed in our labour laws.

B What will be your young group's turnover by
March 1992 and how will it be distributed among
your various activities?

Our Group's turnover will approximately Rs. 130 crore
by March 1992. The break-up should be as follows :

Rs. 30 crores Drip Irrigation-Domestic
Rs. 10 crores Jain Irrigation (Export sales)

Rs. 8 crores Domestic & Export sales of

Rib-Loc PVC pipes
Rs. 60 crores PVC Pipes & Fittings
Rs. 20 crores Transformers

Rs. 2 crores Papain
(Export

& Domestic)

Rs.130 crores

B Whether it is worldwide
technical superiority in the
production of papain or
makingavailablehuge quan-
tities of PVC pipes at the
most competitive prices or
becoming the market leader
in drip-irrigation systems
you are obviously able to
fine- tune your product to
the market in the most opti-
mum manner. Nature re-
sponds best to precisely
correct inputs. One can say

:"You can command Nature
ifyoulearnhowtoobey her!"
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Could this be the basic secret of your outstanding
success as an agro- based industrial group?

What you wish to quote is quite close to whatIbelieve.

B What makes Jalgaon an attractive industrial
growth centre compared to other cities in Mahar-
ashtra?

Thisis the soil which gave birth tome and itis my home
district. Jalgaon lacks nothing which other cities in
Maharashtra have and thusis as attractive a center for
industrial growth as any other.

B What should the Government do to attract
more industries to Jalgaon?

The Government should improve Power and Water
availability.

M Do you haveor planto start a good MBA college
in Jalgaon?

Yes, I plan to have a management institute in Jalgaon
which in addition to providing MBA courses would also
provide courses for managing agro-based industries, co-
operatives and so on. However, we would prefer to
locate this new institute in a rural setting and runit as
a residential institute with an emphasis on character -
building and developing work oriented personalities.

B When do you expect Jalgaon to be included on
theIndianAirlinesflight net-
work?

I cannot say.

B In the meanwhile, do you
proposetostartaprivateair-
line now that thelicensesare
available?

No.

B Arethereany plansforim-
provingothermodesoftrans-
port, such as AC IInd Class
Sleeper Coaches originating
from Jalgaon or AC Luxury
Buses?

Whereas the rail facilities have
improved, wehope they continue
to improve. As the demand for
Luxury AC Buses develops,Iam
" certain someone in Jalgaon will
meet that demand.
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