GROWTH ENTERPRISE

ALLEVIATING AGRICULTURAL
WOES

With its two-pronged approach of agri-warehouse management and credit to farmers,
Sohan Lal Commodity Management aimi to double the number of warehouses in 3 year and
reach a turnover of more than Rs. 2,600 crore in FY15-16.

S MEERA

India has always been an agrarian economy but as things
stand, there is cenainly room for improvement in the way the
industry functions. The wave of innovation has not yet hit
home like it has in other sectors and a few companies such
Sohal Lal Commesdity Management (SLCM) are looking

1o bring things up to speed. Mew-Delhi hased SLCM, which
started as a pulse processing husiness in Punijab in the pre-
partition era, aims 1o address the problem of storage through
its patented Agri Reach technology, a warchouse management
solution that is lecation and infrasiruciure agnostic.

Sandeep Sabharwal, promoter and group-CED, explains briefly
his move to join the family business, “Afrer partition, my
grandfather started the mill in New Delhi. My father, who was
a gold medalist in engineening. joined reluctantly after working
in that line for 28 years. [ joined because there was no one else
1o take over.”

Sabharwal realised that there were certain issues farmers
faced which were not being addressed at all, for instance, they
meeded someone to manage their crops when in storage. In
Indla, post-harvest losses are pegged at 10 per cent. In 2004,
soom after he joined, the company started crop management a5
a sidhe husiness a1 one location. Within one-and-a-half years,
the response was tremendous because there was a need and mo
one else was addressing it-

Disrupting commodity distribution

Agri Reach is a standard operating procedure (SOP) which
amalgamates technology with agriculure domaii expertise
and allows SLEM to aperate any warehouse agnostic of
infrastructure, location and weather pattern across any kind of
agricultural crop. The solution protects product quality il it
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reaches the refailers and has cut post-harvest losses to 0.5 per

cent. “We have created a disruptive solution for commodity

distribution based on scientific principles,” says Sabha rwal

It predicts the behavior of the produce from tell-tale signs

and provides solutions (o cormect it and 44 such audits are
conducted and mapped every 30 days in real time,

As a result, from one warehouse and three employees, SLCM
now operates 760 warehouses and 17 cold storages across 17
states with a total capacity of over 1.77 metric million tonnes
{MMT] spread over 9.66 million sq. ft. area and a throughput
of more than 240 MMT, The company handles 157 var leties

of agricultural products and some of SLCM's clients include

Ruchi Group, MPWLC, Glencore and Sharp.

As it can be used in any sort of warehouse, at any location,
SLCM has already staned SLCM Myanmar. “We will be going
o countries with agrarian economies, but map it 1o India -

that is, those who export to India as India is at our Core,” Sy
Sabharwal

Attracting PE attention

The good work done by SLCM in 2009 caught the attention of
private equily investors, Despite having a management degree,
Sabharwal candidly admits that he was not aware of what it
woubd mean for the business 1w bring in PE, “One, 1 was in

the agriculture business, Two, back then, PE was not a5 well
known as it is today,” he says with a laugh. He thoupht they
wanitid 1o give him a loan and would refuse to entertain phone
calls until a representative from ICICH persuaded him to let
him explain how it worked. “Even then, | thought there was a
catch bt decided 1o go ahead,” he adds.
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Reaping the benefits

SLCMs success has mot come easy but
it has been satisfying to the founding
family. “We had 1o first break the
perception that agri-warehousing can
be independent of location, weather
conditions and infrastrucmire, It

i5 a turnaround in attitude,” says
Sabharwal, Secondly, this is not a
glamorous business and vields low
Rol while needing employees o work
in rural areas. Still, the company s
500 direct employees come with rich
experience and commitment and a
focus on risk management.

The company has created a plug

and play process such that any new
warehowse can become commercially
viable within 48 hours,

The Group expects a multi-told growth
in turmover and profits and it aims to
reach a umaover of more than Hs. 2,000
crore in FY 15-16 from the current Bs.
1,923 crore in FY 14-15. The company
has been reporting a CAGR of 71 per
cent in revenwes in the last three years
starting FY . For the curment

fiscal FY15-16, SLCM has targeted

an EBITDA of around Rs, 70 crome,

a CAGR growth of %8 per cent since
F¥12-13.

SLCM plans to double the number

of warehouses in a year and expects
300 per cenl growth for Kissandhan,
taking loan disbursal to Rs, 750 crore
It also plans 1o step up its international
expansion and apart from Cambodia
and Laos, is looking at African
countries with good law and order to
take Agri Reach.

“1 am serving a need. When vou make
a prodduct that matches a need instead
of force-Atting a need to a product, vou
are bound to succeed,” says a contented
Sabharwal.
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Alleviating agricultural woes biks

Posted by S MEERA

With its two-pronged approach of agri-warehouse management and credit to farmers, Sohan Lal Commodity
Management aims to double the number of warehouses in a year and reach a turnover of more than Rs. 2,600 crore in
FY15-16.

India has always been an agrarian economy but as things stand, there is certainly room for
improvement in the way the industry functions. The wave of innovation has not yvet hit home like it has
in other sectors and a few companies such Schal Lal Commeodity Management (SLCM) are locking to
bring things up to speed. New-Delhi based SLCM, which started as a pulse processing business in
Punjab in the pre-partition era, aims to address the problem of storage through its patented Agri

Reach technology, a warehouse management solution that is location and infrastructure agnostic.

Sandeep Sabharwal, promoter and group-CED, explains briefly his mowve to join the family business,
“After partition, my grandfather started the mill in New Delhi. My father, who was a gold medalist in
engineering, joined reluctantly after working in that line for 28 years. I joined because there was no
one else to take over.”

Sabharwal realised that there were certain issues farmers faced which were not being addressed at all,
for instance, they needed someone to manage their crops when in storage. In India, post-harvest
losses are pegged at 10 per cent. In 20009, soon after he joined, the company started crop management
as a side business at one location. Within one-and-a-half years, the response was tremendous because
there was a need and no one else was addressing it.

Disrupting commmodity distribution

Agri Reach is a standard operating procedure (SOP) which amalgamates technology with agriculture
domain expertise and allows SLCM to operate any warehouse agnostic of infrastructure, location and
weather pattern across any kind of agricultural erop. The solution protects product quality till it
reaches the retailers and has cut post-harvest losses to 0.5 per cent. “We have created a disruptive
solution for commodity distribution based on seientific principles,” says Sabharwal. It predicts the
behavior of the produce from tell-tale signs and provides solutions to correet it and 44 such audits are

conducted and mapped every 30 days in real time.

As a result, from one warehouse and three employees, SLCM now operates 760 warehouses and 17
cold storages across 17 states with a total capacity of over 1.77 metric million tonnes (MMT) spread
over 9.66 million sq. ft. area and a throughput of more than 240 MMT. The company handles 157
varieties of agricultural products and some of SLCM’s clients include Ruchi Group, MPWLC, Glencore
and Sharp.

As it can be used in any sort of warehouse, at any location, SLCM has already started SLCM Myanmar.
“We will be going to countries with agrarian economies, but map it to India — that is, those who export
to India as India is at our core,” says Sabharwal.

Attracting PE attention

The good work done by SLCM in 2009 caught the attention of private equity investors. Despite having
a management degree, Sabharwal candidly admits that he was not aware of what it would mean for
the business to bring in PE. “One, I was in the agriculture business. Two, back then, PE was not as well
known as it is today,” he says with a laugh. He thought they wanted to give him a loan and would
refuse to entertain phone calls until a representative from ICICI persuaded him to let him explain how

it worked. “Even then, I thought there was a catch but decided to go ahead,” he adds.

Bengaluru-based Nexus Venture Partners was the first PE firm to invest in the company. Since then,
SLCM has received four rounds of FDI, with Nexus Venture Partners, Mumbai-based Mayfield Fund,
Mumbai-based Everstone Capital, New Delhi-based Emerging India Fund by ICICI and Creation
Investments Capital Management. Together, they have invested nearly Rs 126.15 crore of capital in
SLCM. “The validation of our work is the fact that most have them have participated in at least two

rounds and none has left us yet,” points out Sabharwal.
Financing the farmers

SLCM is not a company that rests on its laurels, instead, it locks to dig deep into issues that plague the
agriculture industry and help set things right. One of its areas of concern is the increase in suicide
rates amongst farmers. “Today, credit is abundantly available but the terms do not take the
agricultural business into consideration. Farmers do not have a balance sheet but they have crop,” says
Sabharwal. Therefore, SLCM started a wholly owned NBFC called Kissandhan. It provides farmers
with finance across diversified agri-products whilst being agnostic to balance sheet of the borrower vet
complying with the prudential norms of REL “In a short tenure of a year, Kissandhan has already
financed more than Rs. 250 plus crore for multiple commodities pan India,” he says while adding that

an internal analysis shows that the company has impacted 30,000 farmers across the country.

Reaping the benefits

SLCM'’s success has not come easy but it has been satisfying to the founding family. “We had to first
brealk the perception that agri-warehousing can be independent of location, weather conditions and
nfrastructure. It is a turnaround in attitude,” says Sabharwal. Secondly, this is not a glamorous

business and yields low Rol while needing employees to work in rural areas. Still, the company’s 500

direct employees come with rich experience and commitment and a focus on risk management.

The company has created a plug and play process such that any new warehouse can become

commercially viable within 48 hours.

The Group expects a multi-fold growth in turnover and profits and it aims to reach a turnover of more
than Rs. 2,600 crore in FY15-16 from the current Rs. 1,923 crore in FY14-15. The company has been
reporting a CAGR of 71 per cent in revenues in the last three years starting FY12-13. For the current
fiscal FY15-16, SLCM has targeted an EBITDA of around Rs. 70 crore, a CAGR growth of 98 per cent
since FY12-13.

SLCM plans to double the number of warehouses in a year and expects 300 per cent growth for
Kissandhan, taking loan disbursal to Rs. 750 crore. It also plans to step up its international expansion
and apart from Cambodia and Laos, is looking at African countries with good law and order to take
Agri Reach.

“I am serving a need. When you make a product that matches a need instead of force-fitting a need to

a product, you are bound to suceeed,” says a contented Sabharwal.

Snapshot

SohanLal Commeodity Management

Year: 2009
Founders: Sandeep Sabharwal
Industry: Agri warehouse management, eredit to farmers

Investors: Nexus Venture Partner, Maytield Fund, Everstone Capital, Emerging India Fund by
ICICI & Creation Investments Capital Management
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The Snapdeal Pivot

In January 2013,
Snapdeal had a mere 178
5100,000 in the bank, a
small chunk left after it
had burned through
almost all of the TS S57 million it had raised
sinece September 2oog. Th...

Transformation by
design

Polaris’ Arun Jain has
engineered a unique
strategy at the mid-sized
financial technology
company, incubating a robust products
company from within a running services entity.
He...

In coffee, we trust
Tata Starbucks is the
coming together of two
iconic brands. 34-vear-
old Avani Saglani
Davda, the company’s
CEQ, explains to us why her game plan for
Starbucks in India is to “g...

Where there’s traction,
a Money will follow
founder and CED,
Zomato, shares a great
with investor Sanjeev Bikhchandani of Info
Edge for one simple reason: Bikhchandani is

[ Deepinder Goval,
working relationship
more enfreprene... —

Playing 20 Questions
with Mittu Chandilya

The AirAsia India boss
discusses his interview
__A W experience with Tony

Fernandes, his firm-
and-fair management style and why it is crucial
to be a serial innovator to win in the aviat...

Where ownership and
management are
different

Dr. Ranjan Pai,
Managing Director,
Manipal Education and
Medical Group, has led the professionalisation
of the Group by consciously empowering his
senior managers, seeding several ...

Building a Happy
Company

Ashok Soota-led
Happiest Minds
Technologies has woven
happiness into its
business process. Find out how you can do it
too....

Narayana Health's ten-
vear plan

Naravana Health's Dr.
Devi Prasad Shetty
wants to rewrite India’s
healtheare story. His
personal mantra: itis pointless talking about
all the advancements in healtheare if peo...

Creative Dialogue on Scaling Up

Cognizant's Lakshmi Naravanan indulges in a
creative, freewheeling chat with L. Kannan and
Vijay Babu of Vortex Engineering, a solar-ATM
manufacturer....

"Businesses don't go
| anywhere, people do"

Mindtree’s Subroto
Bagchi urges
entrepreneurs to think of
their journey as a
process of continuously creating infrastructure
— physical, intellectual and emotional. He
specific...
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“I believe in gifts. Many a
times, I am cognisant of
their value, when I
receive them.”

Ranga Reddy, CEQ and
co-founder, Maveric
Systems, software testing company which
provides lifecycle assurance for software -
applications

Buy. Hold. Sell.

Former Lehman emplovee, Kunal Nandwani,
founded UTTrade Solutions in 2011, with the
goal of creating a tech-based platform to
improve trading experience in global capital
markets. T

InMobi, Decoded

In a candid chat with The
Smart CEQ, Naveen
Tewari shares ten
narratives from his
journey at the helm of
InMobi, one of the largest, independent
mobile advertising networks in the
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