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NEW-AGE
ENTREPRENEURS

HERE are two new-age entrepreneurs,
Sandeep Sabharwaland Sahiil Barua. They
didn'twantto be a me-too. Sa they gotintaa
space that nobody had botheredta look at..
Once there, they quickly expanded
backwardand forward, to embrace the
entire chain, They are already leadersin
their respective space. Still, they don't own
any assets. Both have globallyreplicable
business models and robust technological
back-up. Incidentally, bath have no IT
background. What they have s the
idea; the ability to identify a need and.
the drive tofill the gaps in a service
chain. Both are now doing the fegwork
{o take their services abroad.

They are part ofa new breed of
unassuming young indian entrepreneurs
developing world-class processes and
techinologies, bosed on Indion experience. If
you can makeitin India, you can make it
anywherejn the world. That's the new.
confidence level, They all swear by
governance and giobai best
practices, thanksin good
measure tothe influenceof
venture capitaljangel investors,
Theyare a new class of
entrepreneurs—fortunately, theyarein
hundreds—who would one day redefine
Indian business.




THE RAINMAKER

Niche logistics player SLCM hopes to usher in India's Green Revolution 2.0

B VERGHIS CHANDY

g HE story of Sandeep Sab-
harwal, Chief Executive
Officer of Sohan Lal Com-
modity Management
(SLEM), has two parts. One

isabout how a young inheritor of afan

ily business called the kabadiwala
home and consigned the traditional
business to junkyard, and invented an
entirely new business in a related field

The second part is of, how this CEO as
pirves tousher in Green Revolution 2.0in
India largely through erop preservatios

Sabharwal cites two reasons for exit
ing the traditional business of pulses
milling, which his grand father Sohan
Lal started in pre-partition Lahore and
revived by hisfather later in Delhi. One,
it was ame-too business which anybody
can get into. Two, there was no scope for
any value addition to the business
through branding or differentiation.
Three, even if he wants to expand the
‘business, no support services were
available.

Storage of pulses, he found, wasabig
‘problem for millers; wastage was on
sue, space was another. He thought of
starting a warehouse that reduces
wastage and helps millers to buy pulses
cheap during harvest seasons. Consul-
tations with domain experts gave him
the courage to finally take the plunge.
For one vear, he ran both the old and
new businesses fogether. Then, he
scrapped the old business, lock stock
and barrel. “It was a big emotional is-
sue for my family, but had to do it, Be-
cause, till the time it moves out of my
balance sheet, T won't be able to focus

Sandeep Sabharwal, CEO, SLCM

on the new business”, he confesses. He

250-stafl company spread across 100 Jo-
cations in 20 states. Soon, the company
will be entering Myanmar, and later

Africa.

SLCM is India’s most capitalised agri-
warehousing company with an equity
base of around %160 erore. Big names
like Nexus Venture Partners, Mayfield
Fund, Everstone Capital Venture and
ICICI Bank's EIF Fund hold 74% stake.
in it through initial investments and re-
investments. Last year, SLCM's top line
was close to 2500 crore, and this year it
would be nearly double that.

What worked in Sabharwal's favour
obviously was the domain knowledge
e inherited from the traditional busi-
ness. His family knew the commodity
business first hand, starting from his
grandfather: All that he had to do was to
add science, technology and innovation
to that. He added science to the ware-
house to reduce post-harvest losses in
storage, and technology to track a crop
from farm tofork. Innovation came nat-
urally fromn the desire tofil in the gaps

the family name (not even
his dad) {n the new business. Other-
wise, it was a clean break from old to
new, from manufacturing to services.
In seven years, SLCM has grown into
anearly $1,000-crore company having

in . Today he's talking
of pre-harvest solutions as the next des-
tination, and even port managementas
he spread the business abroad

Green Revolution

tions. Today, SLCM is the only inte-
grated post-harvest agri-commodity
‘management company, handlingevery-
thing from procurement, transporta-
tion, and

abharwal says, will
primarily be decided by the commodity
needs of India, “We will map the protein
DNA of India. Wherever thereisashort-
age, we will go and get 1t The country

ter of pulses, o he has to go

freight forwarding in about 50 com-
madities to fanm-rs pmcassnr&
traders, ex

wherever it is produced in the planet fo
get it in India. But he has no plans to

changes and government. It is now &

v That, hesays, Is
not his business, He E!!lliy into services;
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storing the crops in some place and
transporting it toa place of need.
“I have the data base. My website can

Colossal loss
L]

isavail-

40%

ableand who is its owner: The buyer can
then negotiate with theseller onlineand
placean order. We will dotherest.”
SLCM follows an asset-lite model.
Like DHL or DB Schenker. SLCM also

® Fruit & vegetables wasted:
70% worth 213,300 crore

as collateral, the scheme hasn't really
picked up. SLCM facilitates such fi-
nancing for farmers. Recently, it has
taken overa non-banking finance com-
pany—BP Jain Finance & Invest-
ments—te focus more on warehouse re-
cefpt financing. The plan is to build a
2400 crore portfolio in warchouse re-

leased: d pro-
vide technology back-up and logistics
support. Unlike others, SLCM is totally
focussed on agricultural commedities

Ipts alone in one year
ceipt finaneing helps farmers to sell
their p a good pri i l

3 ayear:
<90% or <225 million
tonne

of selling cheap during the harvest
time—and get funds for mllli\lllinn‘

(“I'mthe only person whe
the domain), and has developed a glob-
ally scalable business model backed by
its own patented IT system, called AGRI
REACH. Farim-to-fork operations are
doneon asingle software. “Give me any
premises. We'll run it, like Microsoft
runs Windows on any computer.”
SLCM's sales pitch is simple. It prom-
ises 0.5% wastage in agri-commodity
storage. Since the current wastage level
in non-perishables is 10%, that trans-
lates into a saving of 9.5%, which more
J'than makes up for the service charges to
SLOCM, and leaves a profit for the client.
A9.5% savings is equivalent to addi-
tional production of more than 10%,
but without additional acreage, fertilis-
ers, water, power, pesticides or labour.
‘That's where Sabharwal sees for Mm a

® Water wasted with

~ food wasted:

# Food wasted globally:
$750billion

@ India'srankin overall food
wastage: 7th

SUBSIDIESAND
INCENTIVES, HE BELIEVES,
SHOULDBETARGETTED AT
FACILITATORS AND
ENABLERS, NOTATEND
BENEFICIARIES
e

LCM
free storage for farmers in UP to get
them on board.

Sabharwal claims that once his com-
pany scales up, it will have valuable
data on farm goods avajlable—along
with factors like crop pattern, crop sta-
bility, ete—across India and abroad.
from the sowing stage. He can sell such
data to policy-makers, banks, insurers
(for crop insurance), companies,
traders and anyone who has a connect
tofarm goods or agri-income.

“We'll map the global food chain
DNA. We've the bandwidth to do that.”

Sabharwal has an advice to poliey-
makers from his own experience,
“Think holistically, rather than trying
piecemeal solutions. Think of the en-
tire cl\alnand looks for the gaps to fill."

India’
By government records, nearly 40%
of the country’s agricultural produce is
wasted. Scientific storage, efficient

find it very Hei ing

incentives,

the segment this year:
Ho says many public sector agéncies
have started

should be targetted at facilitators and
enablers, not atend beneficiaries. “Itis

services, but SLCM can-

cut this loss to a large extent. For exam-
ple, grains won't rot in FCI godowns if
they are scientifically warehoused;
fruitand vegetables won't perish if they
aretaken careof from the field itsell.
"Roses are going from hereatd in the
morning for auction in Amsterdam
next evening. Still we cannot preserve

not become the lowest bidder in ten

ders, It can compete with traditional
players on rates only where preserva-
tion standards and wastage levels are
specified. “They quote lower and waste
goods. Whatis the point?”, he asks sar-

our g P i
‘Though Sabharwal has dabbled in

<cold storage in one location, he didn't *

i S L e

money to each IT student to
promote information technology.”

By reduecing wastage in farm goeds,
by financing farmers, by linking India
with foreign producing eentres, and
through further backward integration
and forward integration, Sabharwal
‘opes to ignite another green revolu-
tion in India someday. I wish hehad the
deftness.of Sunil Mittal, of Bharti Air-
tel, to rapidly take the concept to the

castically.

Another remarkable service of
SLCM i
Though bank d to finance
farmers by taking receipts

like Mittal did with mobile
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