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7 torv of Bhavarlal
'E’ Jains meteoric
nse ftom a ker-
osene peddler in the sleepy
town of palgaon to the top of an
ermpire that hoasts of a turnover
ol well over Rs 100 «rore, reads
Potter th n the success storv of
Dick Whittington's fabled rise to
stirdlom  The only difference
being th st Dick hub his eat to fall
Itk o .t counsel lum and guide
hun in hard times. Bhavarlal
hat no one. For that matter
when he started out he had
neather experienc e noscapital,
Indeed. the group (it com-
pri es one piblic limited com-
pany  and numerous  private
} irtnership Orms and smaller
companwes with a current an-
nual cash  profit of nearly
Rs seven crore) was built on a
meagre capital base of just
R ~.0n0.
All that Bhan (as Bhavarlal
fain is alfectionately called in
Jalgaon) had. when he embarked
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on his husiness venture, three
decades ago, were two degrees
in his pocket and one appoint-
ment letter from the Mahara
shtra State Public Commission,
assuring him of n career as a de-
puty collector or mamiatdar. If
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he did have anvthing else it was
the will and the determination
to make it to the big time league,
came what may.

Today, bankers and mutual
fund managers fall head over
heels to offer him finance at cut-
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throat rates and it is difficult to
imagine that Bhau once had to
plead with the head of his joint
marwari familv for Rs 7,000, so
that he could start a business.
This amount, incidentally, re-
presented the sum total of his

family’s savings. A little bit of
added persuasion from his
mother and one of his uncle's
did, however, help him secure
the capital.

Convincing the district mark-
eting  development  officer
(DMDO) however, was quite an-
other feat. “i can stili vividly re-
cali the day the young man came
to see me,” H R Handa the then
DMDO reminisces. "The young
marwari could make a very con-
vincing plea for a kerosene
dealership for which perhaps
his fegal training helped him. 1
tried to dissuade him and make
him realise the folly of wasting
the MSEB's offer and venturing
into a totally unrelated area. But
the vouth stuck to his goals,”
Handa recalls. *'I finally got him
a sub-dealership with an exist-
ing sub-dealer and told him that
his career would depend on the
business he would be able to
procure in the first four
months.”
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But why kerosene of all the
businesses in the world? “I
somehow got hooked to the idea
of doing 5 business, while 1
was ‘doing my apprenticeship
with a law firm in Jalgaon," says
Jain. “I knew that the compsti-
tion in Jalgaon was fierce and
there were already three com-
panias in the field. However,
this did not deter me. I always
thought that the business had
plenty of growth potential, es-
pecially in the nearby hamlets.”
_However, even in 1962,
Rs7,000 was a meagre
amount— not really adequate to
launch a business. However, it
was good enough to get him 115
tins of kerosene on credit. A
small shop was also arranged on
arental basis.

Jain's business acumen was
evident from the very beginn-
ing. The day he started his busi-
ness turned out to be fortuitous.
The then finance minister,
Morarjee Desai, announced a
kerosene price hike. The cost of
a barrel (200 litres) went up to
Rs 22, No, the young man did
not make a fortune by withhold-
ing supplies for a day. In fact, he
did just the opposite.

A B had a big board placed
E outslde his shop. It
8 & simply said that ker-
osene¢ would be made available
at the old rates. The word spread
around town and it was not long
before shopkeepers started
queuing up outside his shop.
Nearly 50 per cent of his stock
was sold off in a day. While Jain
had missed out on a fast buck, he
had effectively capitalised on an
opportunity and earned the
lasting goodwill of the people of
Jalgaon.

However, Jain knew that re-
tailing would not be the right
path to his goal. He soon started
building  markets  outside
Jalgaon. His first sale wasn't
easy either. The 54-year-old
plastic monarch, who today
moves around in a Mercedes
Benz, recalls that after travelling
about 30 kms he tried to hire a
cycle for his onward journey.
But the shop owner refused to
give him one because he did not
know Jain and the young man
did not have the money for a de-
posit. It was then that the young
Jain learnt a lesson that was to
help him considerably in life.
He realised the importance of
establishing one's credibility.

At the end of its first year, the
new firm— Jain & Bros— had
earned a profit of a little less
than Rs 30,000 and had carried
forward stocks worth
Rs, 1,00,000. The story of suc-
cess had begun.

Jain & Bros soon became a
force to reckon with amongst the
kerosene dealers of Jalgaon. The
expandlng business and a zeal
for plain hard work helped Jain
and his younger brother get a
dealership from Hindustan Pet-
roleum (Esso, in those days). In
the course of time, they acquired
a few more petrol pumps in and

. around Jalgaon. And by branch-
ing off into other product lines,
the Jains soon had a flourishing
trading outfit.

Jain got his second break in
1977-78. Just around the time
he had begun his career as a ker-
osene dealer in 1962, a factory
that made banana powder came
up in Jalgaon. The factory,
which was run by a co-
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OF A MAN

The baron of Jalgaon speaks on life, business
and government.

T“E 54 year-old pat-
riarch, of the up-
coming Jain group of com-
panies, Jalgaon, Bhavaralal
Jain, talks on politics and a
host of other subjects.

What do you think of the
liberalisation measures init-
iated by the present govern-
ment?

I believe the country can
becoms a super-powar if the

your life make a wish that
you shouldjone day roll in
wealth?

Strangely enough, I was
never interested in earning
money for its own sake. I al-
ways cherished the thought
that one day I would achieve
something— something
people would remember me
by. 1 never believed in ac-
cumulating wealth.

Why have you never

gover t p

even 50 per cent of the meas-
ures contemplated. Any
system that has 150 persons
sitting in one place and
drafting laws aimed at gov-
erning 85 million people, just
cannot work. Bureaucracy
will have no option but to
live within the changed
scenario.

Why do all industrialists
attack the bureaucrats?

In a bureaucratic set-up
there are too many people
who are authorised to say no.
It is much simpler to say no
than to say yes. Saying yes
means that you are account-
able for your actions. This
negative aspect of our bur-
eaucracy is what has really
put off the industrialists.

What kind of a role do you
envisage for the government?

What we require is some
degree of enlightened guid-
ance. The country is too vast
and lacks resources to dis-
seminate information. The
government should take on
itself the responsibility of
educating its citizens and
should not attempt to control
and restrict their activities. it
should play the role of an en-
lightened instructor and not
a policeman. What we re-
quire today, in a dynamic
society, is more of justice and
less of law.

Why have you never ven-
tured outside Jalgaon?

My roots are in Jalgaon and
1 am a firm believer in the
theory that man cannot be es-
tranged from his roots. If en
opportunity for growth is
provided anyone would
willingly settle down in the
city of his birth.

Would this theory hold
good for the Indian non-
residents?

Yes. The roots are so deep
that no one would like to die
on foreign soil. If an op-
portunity is made available,
they will certainly come and
settle down in Indla. I always
falt that the government has
never fully appreciated the
role of the NRls.

Why are all your activities
agro-based?

1 am a son of the soil. Far-
ming runs in my blood. My
great grandfather who had
migrated from Rajasthan
with nothing but a Jotta took
to farming. My grandfather
used to sell farm products
like ghes, carrying tins on his
head for miies. Even as a
youth, I always wanted to
help the poor farmers.

Did you at any point in

jabbled in real-estate? I ba-
lieve that the real-estate
business saw many fortunes
in the '70s.

True. But I never believed
in speculating in lend. I dis-
like the concept of unearned
black money. 1 believe that
unearned income gets con-
verted into wealth of a kind
that eventually will de-
generate and destroy subse-
quent generations.

But do you feel that
honesty pays in business?
Why be honest if honesty
does not pay is the general
principle that is followed by
most industrialists?

It would be wrong to say
that honesty does not pay. I
have never bribed a single
supplier or a bureaucrat. The
accretion of my assets should
amply serve to disprove the
myth that you have to be
dishonest to be rich.

How far has political pat-
ronage contributed to your

success?

Absolutely nothing. I have
got all my agencies on merit. 1
have neither resorted to
bribery nor to political influ-
ence to build my business.

But you are known to be
very close to Sureshdada

operative, never really took off
despite the fact that it was
equlpped with the best of mach-
inery. It had started with a
modest capital .base of Rs five
lakh and the total losses of the
company had, by end of 1977,
gone up to Rs 23 lakh.

When the factory was put on
the auction block, there was but
one brave bidder from Nasik
who was willing to stake his for-
tune to acquire the factory. This
gentleman had figured that the
machinery, with a little modi-
fication, could be used to manu-
facture papiyan— an industrial
chemical derived from the milk
on the papaya fruit, which were
found in abundance in and
around Jalgaon.

When Jain heard that a rank
outsider was planning to bid for
the factory, he approached the
co-operative members and
sought to acquire the factory
himself. “1 did not know why
that Nasik fellow wanted the
factory. Nor did 1 possess any
technology. However, the very
fact that someone else saw some
value in it was good enough for
me,” he explains with a touch of
modesty. “Neither me nor my
family had the funds. But 1 was
confident that 1 would not be re-
strained by the want of money,"”
he adds.

For a person who had never
gambled this was a big.risk, in-
deed. The auction commenced
and both parties started the
bidding. Twenty lakhs, 20 lakhs
50 thousand, 22 lakhs— it went
on. When the Nasik dealer fin-
ally stopped at Rs 28 lakh, 50
thousand the reckless streak in
Jain burst out and he bid Rs 30
lakhs.

The local man won hands
down Then came the reckon-
Ing. The co-operative decreed
that Rs 10 lakh (over and above
the earnest money of Rsone
lakh) was required to be paid

here are too many peopleina
bureaucratic set-up who'are
authorised to say no. It is
much simpler to'say no than
to say yes. Saying yes means
that you are accountable for
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Jain and Sharad Pawar.

1 certainly do have political
friends. But I have not used
this friendship to further my
business interests. My re-
spect for Sharad Pawar stems
from his knowledge and un-
derstanding of agricultural
problems.

Do you feel that you are in-
debted to society and you
have to repay your obliga-
tion by donating a part of
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I don't feel indebted to
society. But yes, I certainly
plan to do something for my
village. My dream is to put
Jalgaon on the export map of
India and make a name for it
in the international com-
munity. I aim to increase the
axport earnings of my group
from the current level of
Rs 15 crore to Rs 100 crore in

thamxtthraeﬁem.

your actions.

within 10 days. The balance, as
a special favour to the local man,
could be remitted within the
next six months.

Even for a near-veteran ker-
osene dealer, who was, by that
time an expert in rolling fin-
ances, the task seemed very
tough. The family could spare a
couple of lakhs of rupees, at the
most. The rest? No one was wil-
ling to wager a bet on Jain.

However, he managed to get
the chairman of the United
Western Bank, Satara, to push
hls application for Rs two lakhs
through. *“The bank does not
advance loans to purchase sec-
ondhand assets,” was the stock
response he received over the
telephone when he spoke to VS
Damble, the chairman, the day
after he had clinched the deal.
But the enthusiasm with which
Jain spoke not only impressed
but also wooed the chairman.
*The bank does finance people

and you know me, Mr Damble. I
shall repay every rupee I have
borrowed,"” was Jain's retort.

So, the money did come hls
way and It took care of his im-
mediate needs. Another eight
lakh was arranged through a
friendly loan given at an incred-
ible two per cent per annum.
The balance was paid by rolling
over the suppliers’ money and
delaying payments with their
acquiescence and a promise of ~
paying interest on such delayed

funds
finally took
J AIN possession of
the factory on

the auspicious day of Mahavir
Jayanti, 24 April, 1978. With his
11T-returned nephew on the job,
the factory, after some Initial
teething trouble, soon started
contributing to the profits of the
growing Jain empire, Setting up
a fruit-powder and fruit-candy
plant was the natural off-
shoot—which took care of the
papaya waste.

Interestingly, Jain's foray into
pipe manufacturing was also the
result of a supplier’s inability to
meet the growing demands of
the chemical firm. Today, the
Jains are the undisputed teaders
in the plastic pipes' field with
an annual capacity of 12,000
tonnes.

What Is interesting, is that all
their manufacturing units are
agro-based and centered
around Jalgaon. Many units still
enjoy SSI exemptions, although
they are clustered under one
roof. Each unit is looked after by
different scions of the family.

Till recently, the Jains pres-
ented a united front. A formal
separation was, however, effec-,
ted a few years ago, after Bhava-
rlal Jain, the patriarch, suffered
a massive heart attack. The par-
ting was, reportedly, extremely
amicable. For all practical pur-
poses, at least thus far, it has
been limited only on paper.
Bhavarlal Jain’s younger brother
Kantilal has taken over the re-
igns of the food industries,
while the trading arm has been
distributed between the
former's uncles and cousins.

Exuding a high degree of con-
fidence even today, Jain puts in
nearly 12 hours of work every
day. A strict disciplinarian, he
expects a great deal of sincerity
from his line workers and hls
executive staff.

Thanks to his humble roots,
the man is considerably austere
in all that he does. The Jains still,
live in rented homes. “1 always
felt that the money from the
business should be ploughed
back into it. That is the only way
to ensure growth.”

WIth such a closely knit
work-force it is not surprising
that the labour-management re-
lationshlps contlnue to be ex-
tremely cordial In eall his fac-
tories. Jain claims that he knows
most of the 2,500 employees by
their first names. The loyalty
and admiration of his staff can
be gauged from the fact that to
date there has been no strike in
the factory. ! :

Today, the 54-year-old pat-
riarch has no plans of retiring,
despite his ill health. "1 would
like to try and do everything all
over again,” he exclaims. “'Life
is growth. It can stop only in the
grave,"” he says summing up his
philosophy of life. H
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