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CONTENTSLetter from the MD 

40. INTERVIEW:  Mr. Hari Mohan Bangur

In a two-hour interview, the Managing Director 
of Shree Cement, talked about a variety of 
topics related to his company and the industry. 

4.  COVER STORY:     
CEMENT: A Cultural Revolution

The Indian cement industry is undergoing tremendous 

structural changes. Our analyst Vaibhav Agarwal toured the 

country to understand why price hikes weren’t happening. 

His takeaway was that regulation-driven changes and search 

for inherent efficiencies would lead to an almost automatic 

rise in cement prices, albeit slowly. Tightening regulation 

is changing industry dynamics. Search for production 

efficiencies has increased capital spends and the industry is 

constantly searching for better alternates to reduce operating 

costs. In its quest for efficiency, it has turned its scanner to its 

supply-chain. 

 

The industry is also using branding to not only drive 

premiumisation, but also to gain market share. In addition, 

it is focusing on customer-service excellence, quality 

consciousness, internal connect of employees, and a better 

informed ground force that is in sync with the company’s 

broader objectives. The sector’s near term challenges are 

aligning the differing needs of each manufacturer and rolling 

out supply-chain improvements. 

 

This issue features an extensive interview also conducted 

by Vaibhav Agarwal with industry stalwart Mr Hari Mohan 

Bangur, Managing Director & Promoter of Shree Cement in 

which he talks about the cement sector, Shree’s focus on price 

realisations, and the change in its operating strategy. 

 

In addition, it features a low-down on the upcoming General 

Elections by our editor Roshan Sony. This story includes the 

impact of the burgeoning tensions with Pakistan, interesting 

takeaways from recent pre-poll surveys at the national level, 

and some state-wise facts.

Best wishes

Vineet Bhatnagar  
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The time for cement prices to start improving directionally has come. The sector 

is undergoing a cultural revolution. The searchlight for efficiency and price 

improvement should firmly settle on supply-chain efficiency as production level 

improvements yield limited results. Tackling rising compliance costs will come 

into sharper focus.

Slow and steady price hikes likely; regulation-driven changes and search for 
inherent efficiencies will lead to an almost automatic rise in cement prices

After travelling exhaustively across all regions of India – north, east, central, south, and west and 

touring Delhi, Rajasthan, Gujarat, Madhya Pradesh, Uttar Pradesh, West Bengal, Tamil Nadu, 

Andhra Pradesh, Telangana, Chhattisgarh, Karnataka, and Maharashtra, analyst Vaibhav Agarwal 

believes that the time for cement prices to start improving directionally has come. The key 

intention of this extensive journey was to understand cement-pricing nuances and fathom why 

prices were not recovering despite healthy demand. This was a great opportunity to observe 

cultural changes in the sector in terms of the operating business environment. 

It will not be correct to look at short-term price movements to gauge the direction of cement 

prices – over the long-term they will be on an uptrend. The search for efficiency in the industry 

has become very intense and few companies have already recognised that it is not just production 

efficiency, but also supply-chain efficiency that matters. In fact, supply-chain leakages prove to be 

a major dampener for cement prices. Also, all efficiencies do not translate to cost savings; many 

of them are structurally required due to compliance factors such as environmental norms, social 

responsibilities, and adherence to the broader regulatory framework in each area of operations. 

Many of these efficiencies will also ensure smooth continuous operations and minimum 

breakdowns, thereby reducing repairs, maintenance, and spare-parts costs. These efficiencies will 

push cement prices up directionally in the medium to longer term. Rising cement prices are no 

more a matter of choice, but indeed a ‘need’ for all. 
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STRICTER COMPLIANCE

Tightening regulation is  
changing industry dynamics

It is generally well accepted that cement pricing and its direction are a function 

of demand-supply and production obedience. But beyond this, a few critical 

factors determine pricing. These include efficient management of the supply-

chain and the distribution channel, alignment in the business philosophy of 

all individuals within an organisation, and importantly, that individual cement 

manufacturers accommodate each other’s needs – that vary by business models 

and market conditions. The operational business environment has changed 

dramatically in terms of tighter compliance prerequisites at every level – right 

from limestone quarrying to production and then distribution – which makes 

better cement prices the need of the hour for ALL manufacturers.

Here are some notable examples of tightening 

structural regulations

Overloading in many states is a thing of the past

Historically, most regions in India ignored loading 

norms and remained relaxed with truck loads. This 

‘advantage’ for the sector is largely over, as norms 

are strictly enforced in most parts of the country. This 

implies an increase in the costs of operations. 

• Mid 2018, the government upped the maximum load carrying capacity of heavy vehicles by 10-

15%.

• Scrapped mandatory annual renewal of fitness certificates for freight carriers. 

• Gross vehicle weight of two-axle trucks (two wheels in the front axle and four wheels in the rear) 

was increased to 18.5 tonnes from 16.2 earlier; for three-axle trucks: 28.5 tonnes from 25; for five-

axle trucks: to 43.5 tonnes from 37.

NEW AXLE-LOAD NORMS 

Relaxation of axle-load norms are only partially 

implemented 

In July 2018, the government announced initiatives 

to increase axle-load norms, which would enable 

trucks to carry more loads. This is a mild breather for 

the sector – about 3-7% of freight costs. However, 

these initiatives have not yet been fully implemented 

across all states, and procedural delays with local 

state governments and road transport authorities are 

bottlenecks. Eventually, all states will comply.
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Overloading is over in most regions in India. This truck, which left the erst-
while Binani Cement plant on the day of the takeover by UltraTech Cement, 
is very efficiently loaded.

Royalties are now prepaid – just like prepaid mobile 

recharges! 

In many states, the governments have implemented stringent 

norms for revenue collection. Royalty for mined limestone 

was earlier paid after mining and usage at cement plants. But 

many state governments have now implemented a pre-paid 

royalty payment system. Under this, if cement manufacturers 

have recharged or deposited say a royalty of Rs 100 with 

the government, they will be allowed to evacuate limestone 

equivalent to Rs 100 worth of royalty from the mines. These 

manufacturers have to keep depositing money in advance 

with state governments to continue their mining operations. 

It is a small change, but it increases daily working capital 

requirements of cement manufacturers. This move is 

expected to eventually reduce fraud and cases of intentional 

non-payment of statutory dues to regulators. In the past, 

there were a few such cases, which were eventually referred 

to the NCLT for takeover and revival. Each state has a 

different terminology and procedure for the permission 

to move from the mine. For example, in Rajasthan, this 

permission is called e-Rawanna (in Hindi rawanna means 

setting off).

Trucks are being monitored real-time and online 

In places where hi-tech systems are being implemented 

final challan or permission to proceed is provided only when 

these trucks are compliant and found fit to proceed. Trucks 

are being monitored real time in all functions of operations 

including raw material movement, inward movement of fuel, 

and outbound movement of finished material. Monitoring 

tools (cameras) and barometers (weighbridges) are being 

installed at all necessary checkpoints. All vehicles are now 

mandated to pass through such check points for readings 

and documentation before the challans that allow them to 

proceed are generated. Designated state agencies approve 

pictures and readings at such sites. That’s not all, the 

government has made it mandatory for pictures and readings 

to be incorporated on challans. This will act as a verification 

tool for all regulatory authorities all along the vehicle’s route. 

For vehicles carrying inbound cargo to factories (such as raw 

materials and fuel), there is an inward check at the company’s 

receiving gate through similar means (camera, weigh bridge),  

which is matched with the original readings at the time of 

loading. Regulatory authorities in several states have risen to 

the need for a fully compliant, error-free transport mechanism 

– and these are all steps to achieve these goals.  

Online portal of the Rajasthan State Government where the operations team 
logs in to generate the e-Rawanna for trucks being loaded at limestone 
mines.

Finer details of e-Rawanna
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A newly installed camera at the exit gate of a limestone mine. 
Next to the camera is a weigh bridge. The e-Rawanna copy 
confirms the front and side image of the dumper and also 
captures the load of the truck. The copy details the time of 
generation, time of confirmation, and time of expiry – which 
implies that if the dumper does not reach the unloading 
location by a certain time, the e-Rawanna becomes invalid. 
The purpose of this is to ensure better transparency in mining 
operations, bring better transparency in vehicle turnaround 
times and plug loopholes of overloading at mines. In many 
villages adjoining cement plants, damage to roads by 
overloaded limestone trucks is a common complaint to local 
authorities and such initiatives will help address them. The 
e-Rawanna also has all basic details such as name and number 
of the driver, gross and net weight of the truck, and royalty 
details, which help authorities en-route to verify details. It also 
forces truck operators to remain more compliant.

Camera

Weighbridge

Limestone
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Trucks loaded with fuel and 

travelling long distances also 

have similar rules 

This is especially true if unloading 

takes place in a state that is fairly 

compliant or in a state that is 

moving towards better compliance. 

It is not just about the truck-load 

factor, but also about the way the 

fuel is loaded. For fuels such as 

pet coke and coal, due to pressure 

from regulatory authorities, 

cement companies have mandated 

transporters to ensure efficient 

storage mechanisms (such as proper 

covers) to comply with environment 

norms; fuel trucks normally have a 

tendency to release particles. More 

so, these norms also act as checks 

against pilferage.

A truck loaded with petroleum coke at the ‘material arrival’ gate of a cement plant. It proceeds for weight 
check and an ‘image capture’ at the weigh bridge. The bar code is scanned to complete the verification 
before the truck is allowed to proceed towards the plant to unload petroleum coke. The whole process is a 
one-man job; except the driver, practically no one else is needed.

Petroleum coke is loaded very efficiently 
with a cover to ensure no dust particles are 
released in the environment

QR scanner

Documentation of the petroleum coke 
loaded in the truck being scanned

Cameras capturing the image of the truck from all angles and 
signals to ensure smooth and efficient movement 
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Toll checkpoints are becoming stringent about 

regulations, and automated (even inter-state)

Many toll checkpoints were seen developing infrastructure 

to check overloading. Even inter-state ones have initiated 

the process of installing weighbridges to check suspicious 

vehicles. Drivers are being educated about the severe 

penalties. Human intervention at most of these points has 

reduced drastically; they are now almost automated.

A display at a toll checkpoint informs drivers about penalties for overloading 
in Hindi, one of the regional languages of Rajasthan and a widely under-
stood language in India.

A live screen at the gate of the plant provides real-time emission readings 
of the plant and environment impact.

Weighbridge alongside an inter-state toll naka to check for 
breach of loading norms in suspicious vehicles 
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Self-assessment status of a cement manufacturer across all sites for adherence to revised environmental norms.

SNCR unit set up to comply with NOx norms. The notice details precautions around the sensitive SNCR site.

Environmental emissions are monitored real-time 

Almost all cement factories across the country have been 

asked to compulsorily submit environmental emissions, real 

time, to regulatory authorities. Penalties for deviations can 

be severe and may trigger shutdown notices.

SOx and NOx (sulphur oxides and nitrogen oxides) 

compliance have added to the operating costs of cement 

companies – more so NOx. To control these emissions, 

cement companies have been incurring additional capital 

costs to install Selective Non-Catalystic Reduction (SNCR 

units). Higher NOx emissions leads to acidic rains and the 
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Grinding cost for fuel has increased after the ban on 

using pet coke in power plants

In November 2017, to protect the environment, pet coke was 

disallowed in power plants. Since then, cement companies’ 

cost of grinding has increased as they have to use coal (coal 

needs to be more finely grinded) for their captive power 

plants. In addition, the cost of coal is generally higher than 

pet coke in terms of calorific value.

A grinding mill for coal used in the cement plant’s captive-power generation.

regulatory authorities have made it mandatory for cement 

manufacturers to keep emission levels below 800mg/Nm3 

(milligrams per cubic metre). For this, they have to install 

SNCR units and spray ammonia at the pre-heater. In addition 

to the capital cost, the process incurs an additional recurring 

cost of Rs 15-30/tonne of clinker, depending on the age of 

the plant and status of its regular maintenance (upgraded, 

not upgraded).

Besides SOx and NOx, the government has also established 

new norms for other environmental hazards such as 

particulate matter (PM) and noise levels. To avoid non-

compliance notices, plant heads across the industry have 

been working over the last 1-2 years for ensuring that all 

plants are fully compliant to these norms.
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LIMITED PRODUCTION GAINS

Search for production efficiencies has 
increased capital spends  

Both recurring costs and fixed cost of operations 

have increased in a quest for better efficiencies. 

Here are a few examples:

• Cement companies are using newer technology 

coolers such as IKN Pendulum Cooler for 

improving fuel efficiency and increasing waste-

heat power generation.

• Fly ash driers are being installed more 

prominently. It helps cement manufacturers to 

use pond ash (or wet ash) more resourcefully 

because of a quicker and efficient drying process 

– reducing wastage and increasing productivity. 

IKN Cooler and fly ash drier at a cement plant
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There is an intense search for better alternates to reduce 

operating costs

Cement companies are not just looking for efficiency 

improvements, but also better alternates that reduce 

operating cost. Few notable focus areas:

Increasing component of alternate fuels and resources 

(AFR) gaining importance

At a new cement plant, the Total Substitution Rate (TSR) of 

fuel with AFR can be as high as 12%; for older factories (15+ 

years), the TSR range is 2-8%. Notably, few low-calorific-value 

AFRs have a negative carry cost – this implies that cement 

companies are actually paid to use that AFR.

Name of alternate fuel Indicative calorific 
value (kcal/unit)

Remarks

Liquid waste MIX (LWM) 2,565  

Hazardous LWM (LCV) 0 Used because of 
negative cost

Tyre	fibre	mass 5,935  

Solid hazardous waste 2,650  

Agro waste 3,378  

Contaminated plastic waste 4,925  

Plastic waste 5,149  

FMCG waste 0 Used because of 
negative cost

Plastic and resin waste 0 Used because of 
negative cost

Refuse-derived fuel (RDF) 5,857  

Few common AFRs that are currently used

Reducing manpower costs in all areas of operations 

Manufacturers are focussing on automation and are 

committed to reduce manpower intervention to improve 

efficiencies and reduce cost in all areas of operations, 

including mining, manufacturing, logistics, and packing.

• Mining: Human intervention has been reduced with 

automated operations, which make loading and 

unloading a single person job (besides the driver, 

practically no one else is needed).

• Manufacturing: Today, most cement plants are so 

automated that virtually the entire manufacturing 

process is seamless – right from raw material to the final 

product. With virtually no operational breakdowns, 15-20 

people can run the ‘pure operations’ part of a cement 

plant. Additionally, the industry is attempting to fully 

automate all operations – from raw-material procurement, 

processing it, and even lab testing. Many plant 

laboratories are robotic presently, reducing the need for 

this traditionally fully human-oriented activity.

A newly installed robot at the laboratory of a cement plant reduces human 
intervention and improves quality standards with more stringent monitor-
ing of quality at each stage of operation.

• Packing: Packing used to be a human-intensive area 

– from loading the bag to the packer, MRP printing, 

and sorting. With technology, it has become virtually a 

one-person job. Earlier, packing plants would need a 

person to load bags to the packer, a couple of people 

along the conveyor belt to ensure smooth movement of 

bags and for MRP printing, and then quite a few people 

to load bags from the conveyor belt into waiting trucks 

or railway wagons. Today, with technology, a person just 

loads an empty bag on to the packing machine and after 

that no human intervention is necessary until it is actually 

unloaded at its destination.

Robot
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Packing has become virtually a one-person job. Automated operations 
include weight check, price printing, and loading onto the truck or railway 
wagon.

• Outbound logistics operations: This was amongst 

the most human-intensive operation – an area that still 

needs better calibration. Select cement manufacturers 

have realised the need for technology for improving this 

area and are investing money heavily to ensure minimal 

human intervention so that systems become error free. 

Here is how technology is helping cement manufacturers 

to achieve this goal:

1. Automated entry and exit gate for trucks at a cement factory’s packing 
plant. Barring a security guard, no one else was present. Cameras capture 
the truck’s image from all ends to ensure that rules are followed (earlier 
many security personnel were needed for this). This particular plant oper-
ates at 90% utilisation, so flow of trucks is regular – but due to automation, 
the entry and exit gate is not crowded.

Cement bags being auto loaded 
on a truck by a loading machine

Automated weight readings at a 
packing plant

Control unit and automated printer to print 
MRP and production / desptach details (like 
truck no, lot no., date of despatch etc.)

Camera to capture truck move-
ment at outbound gate of a pack-
ing plant and signals to ensure 
efficient movement of trucks

Just one guard is now 
sufficient enough
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2. A display at the truck yard of a cement plant displays the truck number, 
grade of cement, quantity, and loader number (the sequence number in 
the packing plant). Earlier, trucks had to queue up and would be manually 
given slips that told them their path forward, which created a big logis-
tics logjam and dramatically added to inefficiencies both quantitatively 
and qualitatively. Quantitatively: chaos and higher lead times for trucks. 
Qualitatively: drivers were very frustrated due to unclear job responsibility 
and direction allocation. With electronic displays, only one announcer is 
needed at the site along with a couple of security guards. The announcer 
reads the display at regular intervals to double check that drivers are aware 
about their destination (some drivers cannot read). Lead times and chaos at 
packing sites and truck yards have significantly reduced; as a result, drivers 
have become more efficient –  they are not only happier about better clarity, 
they can also utilise their wait time to take rest.

3. Automatic tag readers are installed at cement factories where modern 
practices are being followed. Trucks are installed with digital tag ID’s that 
are automatically scanned at entry gates for smooth entry and exit and all 
logs are digitally recorded. With camera and GPS systems installed in many 
trucks by select cement manufacturers, practices such as that of overloading 
are virtually eliminated. Also, a truck need not to be attached to only one 
cement manufacturer. A logistics operator can provide services to multiple 
cement manufacturers, so in most cases the same truck will have multiple 
RFID tags ids installed as seen in the picture.

Tamper-proof RFID tag

Same truck can have multiple RFID 
tags of different manufacturers

RFID Tag readers at the truck yard 
of a packing plant with signals to 
ensure efficient and trouble free 
truck movement

The truck yard has manned just one guard
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Building human efficiencies at cement plants 

Proactive cement manufacturers are working on 

boosting employee morale at the plant level to 

encourage employees to stay more energetic 

and come up with better ideas that can help cost 

improvements. Cement manufacturers have deputed 

Chief Information Technology officers even at plant 

levels. Their key responsibility is to develop a plant-

level IT platform that is interactive, seamless, and 

transparent, and one that allows all plant employees 

to provide ideas and feedback that can help in new 

idea generation. This is believed to ultimately lead 

to better efficiency and cost improvements.
The CIO of a cement plant and a screenshot of an internal mobile app that 
he has built to enable employees to submit feedback, ideas, and to empow-
er them. Such initiatives indicate the eagerness of cement makers to make 
all attempts to search for better internal efficiencies, as the market’s price 
support remains dull.
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Employee participation initiatives: Hoardings at a plant detail such initiatives and provide information about how they convert to actual numbers in terms 
of cost savings.

However, working with consistent efficiencies is 

not easy 

Plant load factor is a critical parameter: Most 

expected plant efficiencies deliver desired results 

only at an optimum utilisation level – say 80%+. 

Anything below that generally disturbs the balance 

of costs and benefits. For e.g., the kind of AFR that 

can be used in kilns depends on the point it is in its 

running cycle. Usage also depends on parameters 

such as planned shutdown time of the kiln, its 

rotation speed, and ability of the AFR to be blended 

with other fuels being used. 

AFRs are low-cost for now, but may not be a 

sustainable advantage forever 

Most AFRs used by the cement industry currently 

have the advantage of being low cost, but this is not 

a sustainable advantage forever because of the rising 

demand for AFRs. Also, their usage comes with its 

own challenges – for e.g., plant maintenance has to 

be always up to date for AFR usage. Those plants 

that were not really focussed on proper maintenance 

will have to do so in order to use AFR; eventually 

the entire industry will have to use AFRs to maintain 

competitive advantages. Another example – the 

entire AFR procured cannot be pumped into kilns at 

one go; it has to be a fine blend of usage with other 

fuels. This means that vehicles loaded with AFRs 

need to wait at the plant for as long as even one day 

until they can be fully unloaded. Many of these AFRs 

are hazardous and can’t be stored at plants because 

most don’t have the requisite storage infrastructure. 

Therefore, for AFRs, cost of logistics on a per km 

basis is higher than for other fuels.
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AFRs and kilns: A fine balance

• The kiln has to reach an optimum temperature of 1450-1500°C to produce clinker. When it is restarted after 

previous shutdown, AFRs cannot be used as they will not help to reach this desired temperature quickly. It will also 

be too costly to burn AFR to reach this temperature. So, for restarting a kiln, only traditional fuels such as coal or 

petroleum coke are used. 

• Once the kiln reaches optimum temperature, AFRs can be blended with traditional fuels for cost efficiencies and 

more importantly for saving traditional fuels. For a quick stop and restart, AFRs are not a good alternate.  

• Every stop-and-start of a kiln with traditional fuels will cost Rs 2-5mn with a minimum turnaround time of 2-3 days. 

• Therefore, for a cement manufacturer to use AFR, the run cycle of the kiln has to be very clear. 

Structural concerns: A tanker loaded with liquid hazardous waste at a 
cement plant. Most plants don’t have appropriate storage mecha-
nisms for such AFRs, so the only alternate is to directly connect the 
tanker to the fuel disposal system of the plant. This means that the 
tanker remains on standby for up to 20 hours – until it is fully un-
loaded. Factories that are a step ahead in developing infrastructure 
for AFR storage will be a step ahead of peers in the long run in terms 
of cost advantage.

Fuel pipe connecting the tanker 
directly to the fuel disposal 
system of the plant
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Cost of handling raw materials has gone up significantly 

With stricter regulations, it is not just the outbound freight 

for finished goods that is impacting cement companies, but 

also rising costs of handling essential raw materials such as 

limestone, coal, fuel, and pet coke. For cement plants with 

captive power plants (most do) the quantity of raw materials 

to be handled has also increased as the calorific value of 

coal is generally much inferior to pet coke’s. An additional 

bottleneck is that not all cement plants have the necessary 

infrastructure for storing increased quantities of raw material. 

Until the storage is increased, these additional raw materials 

need to be accommodated through manual intervention 

implying additional recurring handling expenditure. 

Cost of transporting/handling limestone (lifeline for any 

cement plant) has also risen, especially for factories that do 

not have a mine-to-plant conveyer belt. Because of strict 

monitoring of overloading, trucks (dumpers) have to make 

multiple trips from the mine to the plant. Plants that did not 

have enough dumpers have been pushed to purchase or 

lease more dumpers to ensure operations are not affected. 

In search of better efficiency, some manufacturers are trying 

to even lessen manual interventions at limestone mines 

through capital investments in new-technology excavators. 

They are also using automated semi-robotic trucks to help 

ease the charging processes – the area of the mine that is 

(a) A truck moves from the limestone mine to a factory only half loaded as 
it is very dense (heavy) and reaches loading norms quickly. Earlier, trucks 
used to load up fully. (b, c) Newer technology has led to the evolution of 
smaller but much more efficient excavators and automated mine-charging 
machines. These are much costlier than the traditional equipment.

Limestone

a

b c

selected for a blast (generally limestone is procured through 

this process) has to be charged with explosives through a 

series of processes such as digging holes, wiring and pouring 

explosives. This process is called ‘charging’. 
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Unorganised supply-side issues, especially in raw-

material, add to problems

In many cases, supplies of basic raw materials to cement 

manufacturers are through unorganised operators. Even 

operations of organised suppliers are not always error free. 

For example, many invoices have GST-related issues such 

as GST registration number mismatch and manual input of 

numbers, which may not be uploaded on the centralised 

portal of GST. Cement companies cannot afford to have 

errors on their books, so these mismatches lead to increased 

work for plant-level employees at cement companies in the 

form of co-ordination with these vendors for the rectification 

process, which lead to higher working capital requirements 

due to rectification delays. 

(d,e) In central India, illegal mining sites continue to operate fearlessly

d

e

In a nutshell, plant operations are becoming 

more efficient, but the incremental scope of cost 

improvement through this may not be too material. 

Efficiency improvements are now made more to 

improve compliance, meet environment norms, for the 

wellbeing of employees and also to reduce recurring 

maintenance expenditure with lesser break downs. 

At present, north India has become largely compliant, 

while most of the south was already compliant. The 

east and west are catching up, while central India 

remains least compliant. Eventually, all cement 

manufacturers will have to fall in line. 
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TRANSITION TO SUPPLY-CHAIN EFFICIENCIES

The shape of future cement capex

Capex growth is likely to halve. Will be on fast 

track, pushing efficiency and compliance 

High capex CAGR of +7% over the past decade 

for the cement industry has already been a key 

concern. This is likely to halve over the next 3-4 

years to just 3-4%. While a bulk of this capex 

will be going towards grinding and logistics (not 

capacity addition), most of it will incorporate the 

latest technology and full support systems of newer 

inventions such as waste heat recovery systems and 

A capex site in India – the management says commissioning will be by the end of FY20, but the project teams have been given much 
earlier internal targets. This shows the aggression of these cement manufacturers. Banners display the target dates reminding project 
execution teams arriving at the sites every day of their deadlines.  It is unlikely that ongoing capex of the industry will be delayed; at 
least official targets will be met.

ability to use alternate fuels with full supporting 

infrastructure to tackle such resources. 

Most of the capex is on a fast track – the internal 

targets of project teams are much ahead of the 

official targets announced by manufacturers. 

This means that the compulsion for individual 

manufacturers to move towards better efficiencies 

in order to maintain their competitive edge is 

only going to increase, as those who don’t will lag 

behind. 
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This capex is not likely to generate too much incremental 

savings, though few companies may gain marginally as 

they address structural operational bottlenecks. Overall, 

the sector will have to heave the burden of higher and 

consistent compliance. In fact, even now, a lot of ancillary 

capex initiated by the sector is to ensure that it remains more 

complaint than before. 

Investments in ancillary capex such as logistics 

management will be the need of the hour

Given that the average size of kilns now being set-up is 

nearly twice what it was earlier – at 7,000 tonnes per day vs. 

an average of 3,500 tonnes per day earlier, the sector will 

feel a natural need to invest heavily in building more clinker 

and cement silos. It may also feel the need to have more 

packers, given that most of the demand for cement in India 

continues to be in the form of bagged cement. As demand 

for cement remains seasonal, absence of such capex will 

mean a natural pressure on the sector to push volumes 

during off seasons, as the infrastructure currently present at 

A clinker silo being built at a fully operational cement plant running at almost full utilisations. There have been no official announcements by this company 
about building additional clinker silos. This is a proactive measure to adjust to market fluctuations. The clinker-production cycle is more rigid, which makes 
it costly to adopt changes – so such steps become more relevant and necessary.

all sites may not be sufficient to hold the inventories at plants 

and absorb market demand fluctuations. 

As it is costly to stop and restart kilns, the sector will feel 

the need, soon, to naturally adjust to market demand 

fluctuations. This means that the sector’s capex spends will 

rise substantially – not by choice, but by force. Investments 

in developing better infrastructure for railway and port 

connectivity (mainly for coastal plants) will be an added 

capex burden. Road travel beyond a particular lead distance 

becomes unfeasible, so for individual manufacturers who 

want to target ‘long lead’ markets, such investments are 

a necessity. A lot of this capex has already begun – select 

manufacturers have quietly started investing in such 

initiatives.
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Soon the sector will be compelled to search beyond 

production efficiencies

Nearly 40%+ of the sector’s cost is for distribution and 

marketing. Players who move first to optimise this, not just 

production efficiencies, will be long-term winners. Not many 

have focussed on improving supply-chain management 

and addressing its inefficiencies yet. With limited scope for 

improvement in margins through production-level efficiency 

and a largely compliance-oriented capex, manufacturers 

will turn to the supply-chain for relieving stressed operating 

margins – a sort of automatic push in this direction. This 

should result in a more sustainable and balanced operating 

margin structure for the sector in the long run. 

Malpractices in the supply-chain and distribution network 

abound and need to be addressed

Here are some improvements that have already been rolled 

out to plug supply-chain inefficiencies: Transparent and 

strict loading norms and distribution practices and stringent 

implementation of structural regulations such as GST and 

E-way bill. However, many legacy (unethical) practices still 

exist in the supply-chain and distributor network (such as 

‘back and forward loading’ or material pilferage), which allow 

moneymaking opportunities for almost everybody in the 

chain, but lead to undercutting of cement prices. 

Players who plug these leakages first will have an early mover 

advantage. In a recent media article Mr Shailendra Chouksey, 

Whole-time Director at JK Lakshmi Cement was quoted 

as saying: “On our wide distribution network handling 

volumes, around 8 lakh (800,000) tonnes/month pilferage, 

and back/forward loading are some of the key operational 

challenges that we face. We believe that gaining better 

visibility into our vast network of multiple plants and about 

10,000 destinations will help us control pilferage, optimize 

capacity, and eventually help us deliver a superior customer 

experience.”

Back-loading and forward-loading pilferages 

The differential between the distribution chain’s actual 

spends and real cash flows become its incremental earnings. 

These earnings becomes the cushion for the network to 

offer incremental discounts, buffer their ability to negotiate 

on volumes, and make better counter offers to customers – 

but they ultimately damage cement prices. Here are a few 

examples of how this happens: 

• Case 1 (back loading): Material is sold on CIF (cost + 

insurance + freight) basis to a destination via a stock-

transfer mechanism through a depot. However, it is 

directly despatched to the customer instead. The 

customer is charged for both primary and secondary 

freights in this case (secondary freight includes charges 

from the depot to the customer, primary is from 

the plant to the depot). Here the secondary freight 

charges become the incremental earnings for the entire 

distribution chain. 

• Case 2 (back loading): Material is billed for long lead 

distances, but sold at shorter lead distances. In this, the 

freight charged and actual freight are materially different 

– and the difference becomes the earnings for the entire 

distribution chain.

• Case 3 (forward loading): This is vice-versa. The price 

of cement in State A is Rs 250 and State B it is Rs 350. 

The distribution chain will initially bill the material within 

State A and then re-route it to State B. While the chain 

will spend additional money (IGST payment, freight) but 

incremental gains from selling the material in State B are 

far higher. 

In the market that it is practiced in, pilferage hits the efficacy 

and stability of pricing, which in turn makes cement prices 

volatile in the region. Cement is a fast-moving commodity, so 

it is easy for the supply-chain to indulge in these practices.

Ex-factory billing is also not fool proof, though still safer

Lately, many cement manufacturers have said that they 

will look at increasing ‘ex-factory’ billing to ensure better 

realisations and stable pricing. This type of billing can 

be good if manufacturers adopt standard price for all 

their despatches. However, what really happens is that 

the distribution chain negotiates the price based on the 

customer’s profile, location, and terms of credit (if applicable) 

and all manufacturers tend to provide different ex-factory 

prices based on these qualitative parameters. Therefore, 

even if billings are done ex-factory, it is not yet a foolproof 

mechanism to address pilferage, though it is safer.

Moving non-trade cement to trade – rare, but very 

damaging to prices

Cement sales are classified as either trade sales or non-trade 

sales. In almost all cases, the first-stage distribution partner 
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is responsible for both types of sales. Non-trade (bulk, 

institutional) prices are usually lower than trade (retail) prices. 

Theoretically, trade sales should go to retail buyers and 

non-trade to institutional, but many small builders and RMX 

players are generally supplied through the trade channel too. 

The price gap between trade and non-trade (which is ideally 

Rs 15-25/bag but sometimes rises to Rs 50-60/bag) is very 

crucial for stability of cement prices. 

Trade sales

• Customers are generally retail – individuals, small 

builders, RMX players.

• Material flows from the factory to the distributor – then 

from the distributor to retail counters or directly to 

customers.

• Credit risk is less as turnaround time to realise payment 

from customers ranges from immediate to less than a 

month. 

• Prices of cement are higher than in non-trade; trade 

sales are always more beneficial to a company and the 

distribution channel. 

• Preference of any cement manufacturer is to push more 

trade sales than non-trade.

Non-trade sales 

• Customers are mainly large contractors, real-estate 

developers, or government agencies.

• Chain of flow for sales is not very different from trade 

sales. The bigger difference is that the channel is more 

flat – except the first leg of distribution partner, the lower 

ends of the supply-chain are not generally not involved. 

• In most cases in these types of sales, the distribution 

channel will underwrite the risk of their customers. In 

some cases the company may bear some of the credit 

risk. The supply exposure of a cement company to each 

distributor is a function of the working capital investment 

made by the distributor with the company (such as a 

security deposit). The offtake allowed is usually a function 

of such deposits (say 1x-2x, as per the terms of the 

agreement). 

• In non-trade sales, the credit cycle is much higher than 

trade – 1-3 months. If a customer delays payment, the 

capital of the distributor is blocked, and the company 

may not increase its supplies to such a distributor as its 

credit-risk increases. In tight liquidity conditions, such 

distributors face outstanding payments and rising risk of 

default.

Recently a third type of sales concept has emerged to 

facilitate better supply-chain, especially in the distribution of 

non-trade (bulk) segment.

Key accounts or exclusive accounts sales 

• Key accounts or exclusive accounts usually belong to 

large corporates or builders with good credit rating and a 

largely on-time payment record. 

• For such accounts, cement manufacturers do not mind 

taking the credit risk by supplying directly, even as they 

continue to pay the network partners basic commissions 

for handling, loading, and unloading.

All cement manufacturers have separate bags for packing trade and non-
trade cement. Non-trade cement usually carries the tag “Not for Resale” 
while on trade cement bags generally nothing specific is mentioned.
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In tough market conditions, the challenge for the supply-

chain is to keep up liquidity levels, so that future orders 

are not delayed. For this, the supply-chain tends to divert 

some non-trade supply to trade since the former is at a 

discount. In this sequence of events, the customer will get 

the non-trade cement in the trade segment at a discounted 

price. This gives the network an opportunity to discount 

cement prices in trade (up to the extent of the prevailing gap 

between trade and non-trade cement prices). This improves 

the supply-chain’s liquidity flow – not surprisingly, the trade 

network welcomes cement at a discount. However, this 

practice damages prevailing trade prices. Trade sales is the 

lifeline for cash flow in the sector and this practice upsets 

the balance. 

In unfavourable market conditions when the liquidity is tight 

and the price gap between trade and non-trade increases, 

diverting non-trade cement to the trade segment also 

increases. This happens because the supply-chain has to 

ensure that liquidity crisis eases and the order flow continues. 

Diverting material leads to quicker payments, which helps 

solve its liquidity crisis, at least temporarily. Recently, most 

of the demand delta has come from infrastructure demand. 

With rising orders from bulk (non-trade) of late, the risk of 

these malpractices have increased, as the general liquidity 

conditions are not too favourable. 

All manufacturers said they have adopted a ‘zero-tolerance 

policy’ for such divergence and no non-trade cement can 

move to the trade segment; if anyone is caught, they say, 

stern action is taken – such as dismissing the sales officer in 

charge and cancelling the dealership. While this may not be 

entirely true, this malpractice has become rare now, if not 

fully absent. 

One solution that some cement manufacturers are working 

towards is doing away with non-trade supplies and only 

keeping trade supplies – i.e., supplying both through trade. 

These are largely internal targets or aims for now, but are not 

unachievable. If this happens, the sector will be reborn as far 

as supply-chain dynamics go. That supply-chain malpractices 

are now seriously hurting manufacturers badly is evident from 

JK Lakshmi Cement’s management commentary in a recent 

media article. The sector is cleaning up the system to achieve 

stable cement prices, which will also improve the earnings 

potential of cement manufacturers. The delta is huge – even 

a Rs 10/bag sustainable improvement in prices (which is just 

the minimum potential) will lead to an additional EBITDA/

tonne of over Rs 140 (adjusted for taxes).

Addressing issues is costly – individual strategies differ 

The industry is going for innovation to address supply-

chain issues

Recently, few manufacturers started intermittently printing 

truck numbers on cement bags so that they are reconcilable 

and traceable at destinations. Few others have started 

printing district codes on bags and some are printing more 

precise production data on the bags. Printing additional data 

on a cement bag costs 7-8 paisa per alphabet, so for a four 

digit truck number, the cost is a quarter of rupee. Extremely 

cost-conscious producers have opted for GPS in their captive 

trucks to ensure real-time movement can be tracked. For 

hired trucks, manufacturers are making it compulsory for 

transporters to install GPS tracking and are ready to pay 

monthly charges for this. Some are even funding the initial 

capital costs! 

Nevertheless, outsmarting the great Indian jugaad tendency 

is a big ask. An example – as the transport truck starts 

moving, a small scooter will follow it. After a certain distance, 

the truck’s driver will remove the GPS chip and hand it to 

the scooter driver who will ride until the official destination 

(scooters and trucks travel at similar speeds). On record, it 

Cement bags printed with truck numbers and detailed production time-
lines. This enhances traceability.

Week no.Fly-ash ratio

Date of despatch - this is a new initiative to reconcile 
truck movement at receiving end and also to help 
customers monitor quality

Truck number

Month
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would appear that the truck has travelled the official distance 

but in reality, the material is being back loaded. 

With practices becoming stricter, the cost of malpractices 

will increase and breaches will become more and more 

rare as they become unsustainable. For now, none of the 

mechanisms adopted by manufacturers are 100% fool proof, 

but they are definitely streamlining supply-chain practices 

which will lead to sustainable betterment of the sector’s 

long-term dynamics. In general, the big brother is watching 

message has permeated – the distribution chain is aware that 

many of the malpractices are traceable, so directionally there 

is tendency towards minimisation of such practices.

Allied building materials sectors are not yet fully 

organised – a key indirect challenge 

The cement sector is largely organised, but allied building 

materials sectors such as sand, stones, and bricks still 

operate in unorganised formats in many states. Though 

these sectors are moving towards being organised, the 

progress is slow. In many cases, cement shares distributors 

and channels with these sectors. As products of these 

unorganised sectors are billed in cash in many instances, a 

window of opportunity opens for the channel to increase its 

margins, which ultimately hurts cement prices. 

An example: Selling of official bills – an established 

mechanism for the channel to make money 

• Many consumers purchase building materials in cash 

and do not take bills from retail stores, which leads to an 

inventory build-up in the books of the retailer. 

• A real-estate developer or government contractor will 

purchase such bills from retailers for as low as Rs 2 per 

bag, while showing the purchase cost in their at about 

Rs 300 per bag (or whatever the prevailing cement price 

is). This way, contractors/real-estate developers submit 

bloated bills to government agencies or show subdued 

margins officially and make a case to customers for 

higher rates. The channel earns Rs 2 per bag for doing 

nothing other than selling the invoice. It becomes a 

win-win situation for both – contractor / the real-estate 

developer and the channel.

• These incremental earnings add to the channel’s cushion 

to discount cement prices and the vicious cycle begins.

Allied building material supplies such as bricks, sand, and stones continue 
to operate in largely unorganised formats in many states.
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Differentiated channel incentive structure is another key 

reason for malpractice   

A key reason why the channel veers towards unethical trade 

practices is thin margins. Except the ones in south and west 

India, cement channels are not incentivised for increasing 

prices. In the south and west, the channel genuinely attempts 

to take care of pricing because in these regions incentives 

are ad-valorem, not fixed commissions per bag. This is the 

reason cement prices rarely cross Rs 300 per bag in north 

India, while they routinely touch Rs 350-400 per bag in the 

south. The channel’s earnings potential in the south and west 

improves if prices are better. 

If this structure is standardised across regions, most 

malpractices will automatically stop as the channel’s earnings 

from the cement business itself would be decent enough, 

leading to lower motivation towards unethical procedures. 

From the ground it appears that few manufacturers recognise 

this and are working towards a more ‘inclusive’ and a 

standardised approach for the channel across regions.

However, recently, cement prices in the south and west 

were also low. How? 

• Huge inter-state transfer movements from few excess-

capacity southern states to other adjoining states 

because price gap was too lucrative. 

• Cement manufacturers in excess capacity states 

attempted to increase volumes by supplying to other 

neighbouring states and capitalise on volumes. 

Why did the channel accept these volumes from other 

states if it would hurt their business interests and 

incentives? 

• At times, the volume push from large-capacity states can 

be so phenomenal that the channel’s absolute incentives 

are almost the same – whether it chooses to go along 

with volumes or prices. 

• The channel and number of players in south India are 

much larger than any other region, so following basic 

business ethics for cement manufacturers is more 

important. 

• Many trusted or exclusive channel partners were 

disappointed by the volume push from large-capacity 

states, but ‘natural forces’ that come from such a volume 

push made them accept lower prices. 

• Large capacity regions will always face such risk, but the 

important point is that the long-term sustainability of 

cement prices in regions with a more trusted channel is 

higher than in a region in which the channel does not 

care about pricing. 

Bandwidths of manufacturers differ – this matters when 

incentivising end-users 

It is not just the supply-chain, but also about incentivising 

end-users such as architects, masons, and consumers. 

Though infrastructure has contributed significantly to the 

revival of cement demand, individual house builders (IHB) 

remains a key demand segment that can give the sector its 

earnings delta as price premiums here differ substantially. 

Cement brand needs to have good recall by architects, 

masons, and consumers. For this, companies organise local 

melas (fairs) and award functions to appreciate the efforts 

of architects, masons, and to reward end-users. Many 

manufacturers also run incentive schemes where they insert 

coupons or tags in cement bags, which consumers can then 

exchange for some rewards such as recreational activities or 

gifts. 

All manufacturers have different methods and terms of 

incentivising end-users and channel partners. Pan-India 

majors and large multi-regional leaders generally stand out. 

Here is an example of such methods – The sales heads of 

a region or district visit the house of the Sarpanchs (heads) 

of villages and give them a small token of goodwill – such 

as a pressure cooker or a mobile phone. They stay to have 

a cup of tea and a casual chat at their houses. While these 

heads will not usually directly discuss cement consumption 

at the Sarpanchs’ village, to reciprocate their goodwill 

gesture, Sarpanchs spread the word in their villages about 

that particular cement brand and push people to buy it while 

building houses. For the cement company, the cost of such 

‘gestures’ is negligible, but for the Sarpanchs it is a matter of 

pride that a local region or district head visited their house, 

gave gifts, and more importantly, interacted with them 

socially. In such initiatives, pan-India majors have a different 

bandwidth because of their more ‘intense’ spread across 

states, higher number of sales officers, and more network 

points. The financial strength of a company will matter, as 

such initiatives ultimately depend on the budget.
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Local melas and award 

functions organised by 

cement companies
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THE INDUSTRY’S MOVE TOWARDS BRANDING

Branding: Myths and realities  

Of late, management commentaries have been 

intense about initiatives for innovative products, 

new product launches, and newer brands, and most 

have maintained that their new brands are premium 

ones. However, all new brand launches are not 

equally successful. Branding in cement is not just for 

garnering price premium, though it is an important 

objective when the product is really superior. There 

are a number of misconceptions when it comes to 

understanding cement branding.

‘Premium’ and ‘Super-premium’ brands abound, 

but not all brands are created equal

A decade back there were far less premium 

brands and products. Then, very few players took 

the initiative of launching premium brands and 

improving price realisations. Of the ones who 

did, few were successful and few were only partly 

successful. However, over this decade, the ‘premium’ 

space became occupied by these early movers. 

This does not mean that there is no space for 

premium brands today, but launching them is even 

more difficult now. It requires extra management 

bandwidth, strong budgetary support (press, media, 

and advertisements), strong channel support for 

pushing users to adopt a newer brand, and a strong 

balance sheet to absorb the initial heavy expenses. 

If any of these variables is absent, it can lead to 

lack of success. This is visible on the ground – many 

products launched over the past few years and 

positioned as ‘premium’ may not necessarily be so. 

Hoardings and banners of recently launched premium products by various cement manufacturers.
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Lafarge Cement exited India a 
few years ago. But the channel 
continues to advertise in its name 
due to its very strong brand recall; 
it worries that it won’t be able to 
attract customers otherwise.

are not necessarily in the premium brand segment, but are also in lower 

categories. These launches are about gaining market share, not just brand 

premiums.

Recent mid-tier brand launches in Tamil Nadu by various southern majors is 

a classic example 

Tamil Nadu has been a natural victim of Andhra Pradesh producers pushing 

volumes in this region at lower price. Manufacturers in TN have recently come 

up with a strategy to launch new brands that are at par with the prices of 

products offered by AP producers, which should dis-incentivise the latter from 

entering TN markets. Once this happens and pricing improves in all south 

states, these brands will be withdrawn – the point is, not all new launches are 

premium launches. 

New brands mean new marketing channels 

and costs; not all will sustain

Generally, every new cement brand launched 

has its own separate parallel marketing channel. 

However, the scale of operations of a new 

brand is usually not enough to compensate for 

cost overheads of its launch, promotions, and 

channels. All earlier brand launches (that took 

place over the last decade) happened when the 

market had space and a vacuum for them; that’s 

why they could scale up volumes and manage 

cost overheads. This is not necessarily true now, 

so a balanced approach between new brand 

launches, costs, and revenues is essential to 

ensure that new brands are not earnings dilutive.

Some are likely to be ‘me-too’ products 

and not really ‘differentiated’ products. 

Even when the blending ratio of additives 

differs, they are generally bunged under 

the umbrella term ‘premium’. 

Cement manufacturers who launch a 

premium brand with zero compromise 

on price premiums, better product 

quality, and superior customer service, 

are likely to see more success. New 

premium brands see slow absorption, so 

manufacturers should expect some lag 

before these prove lucrative on the P&L; 

if they try to hurry the process, they risk 

diluting their brand.

Myth: new brand is only about 

premiums. Reality: It can be about 

gaining market share

Whenever a cement manufacturer talks 

about launching new brands there is 

general belief that these initiatives are 

with a view to garner additional price 

premiums. However, new brand launches 

Shree Cement enters South India – a much awaited entry by the cement major.
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IMPROVING QUALITY

Quality: Customers are becoming 
more conscious  

Brand premium = better quality = higher costs – 

a key challenge 

Cement is believed to be a pure generic commodity, 

but it has quality parameters and certified standards. 

If the cement produced is of inferior quality, it is 

difficult to differentiate and garner brand premiums. 

While few manufacturers keep their product ‘just up 

to the mark’ to ensure they meet certified standards, 

others focus on bettering quality and differentiating 

their products. 

Quality has come into sharper focus as cement 

Cement can be packed in different types of bags, but the 

most common and generally used bag format includes:

• High-Density Polyethylene (HDP: Type 1 – c.Rs 9 per 

bag).

• Laminated Polypropylene (LPP: Type 2 – c.Rs 12.5 per 

bag).

• Biaxially Oriented Polypropylene Bags (BOPP: Type 3 – 

c.Rs 16.5 per bag).

• Paper Bags – (Type 4 – c.Rs 21.5 per bag).

For premium and super-premium brands, it has become 

important for the sector to ensure that packing is now in 

more efficient and in leak-proof bags. Maintaining quality 

of cement after packing has been industry’s biggest 

challenge since cement is a perishable commodity and gets 

spoiled easily once exposed to air and moisture. Hooking 

cement bags with spearheads or sharp objects was the 

most common reason for leakages and caused quality 

Cement packing is gaining importance and leading to significant 
increase in costs

deterioration as it allows moisture to enter bags. Customers 

have started demanding that the bags should not be hooked 

by anyone in the supply-chain, or else they will reject 

delivery.

The industry needed to establish firm positioning in premium 

category for premium products, providing better packaging, 

and live up to customer expectations. For this, packing costs 

had to increase as the industry switched to better quality 

and more durable packing bags for such products. However, 

the selection also depends on the type of market in which 

the product is sold as each market has different needs and 

characteristics. Premium brands are now generally packed 

in BOPP and paper bags. In retail (trade channel) most 

products seem to be moving towards premiumisation, so 

increased cost of packing is here to stay for the industry at 

large.

For CIF sales especially, disallowing the usage of hooks 

increases labour-handling costs as bags have to be manually 

manufacturers move towards establishing brand 

premiums. However, better quality entails higher 

costs – a disadvantage over lower-quality but lower-

cost producers. Costs may increase because of finer 

grinding needs (premium products generally mean 

finer particles), increased raw material cost (clinker 

component has to be increased to ensure strength), 

and better packing quality (tamper-proof, laminated, 

etc.). Usually, the price premium more than offsets 

these higher costs – which is incentivising players to 

move up the brand curve.
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loaded and unloaded. Normal handling costs 

per bag paid for labour range from Rs 6-10 per 

bag – from loading to unloading. Cement that 

comes by rail has to unloaded at railway yards 

or platforms, loaded on to trucks, and unloaded 

at dealer or customer destinations. Cement that 

comes by road generally comes in large trailers, 

so it has to be unloaded and loaded into smaller 

trucks to enter towns and cities, and also unloaded 

at dealer or customer sites. When bags have 

guidelines of ‘no hooks’, in rail or road transport, 

the cost of handling increases by Rs 2-3 per bag.

Customer-service excellence is gaining importance 

Players who are focussed on brand premiums have begun to 

realise the importance of working ‘with’ customers – which 

means being hyper aware of their varying needs. Customers 

are proactively checking basic quality parameters nowadays, 

including:

• Date of packing: Cement should ideally be used 

within six weeks of manufacturing or it begins to lose its 

strength.

• Colour: Right colour is light grey. This quality check 

has become extremely vital for many large institutional 

customers. The colour says a lot about quality of 

ingredients used in manufacturing. 

• Smoothness: Coarse textures when rubbed indicate 

adulteration.

• Grade of cement: Should be displayed prominently on 

the bag.

Some more detailed and technical quality checks include:

• Float test: Cement is put into water – it must float before 

it sinks.

• Smell test: Muddy or earthy smell indicates excess 

unwanted materials such as clay.

• Bags should be free of lumps.

• Cube test: A cube of cement is made and immersed in 

water; its hardness is checked in 24 hours.

• Strength: Checked by immersing blocks of specific sizes 

in water for seven days or longer. The strength of the 

blocks are then tested by putting weight on them – they 

should not develop cracks.

Beyond this, few institutional buyers also randomly check 

for the ‘warmth’ of the cement to ensure that it is freshly 

produced (cement that is immediately out from a grinding 

unit is generally warm and if it is packed immediately and 

delivered promptly, it will be mildly warm). 

Reputed (real-estate) builders with pre-cast factories said that 

they would not compromise on the quality of the product 

and have zero tolerance for any quality deviation. They 

said they don’t mind paying additional premiums for good 

quality: and will not reorder from a manufacturer if its quality 

was found deficient. Not all real-estate companies think like 

this of course, but this feedback indicates that quality of 

product matters – even to institutional buyers. 

Irrespective of the size and scale of operations, most manufac-
turers have moved to better-quality bags boldly announcing 
that they should not be hooked. In addition to best before 
dates, to provide better customer service, few manufacturers 
have begun adding other cautionary remarks such as “Cement 
to be tested before use if more than 3 months old”. This high-
lights the quality consciousness of the cement producers in the 
eyes of the customers and helps to gain their confidence.

‘No hooks’ 
symbol

Quality guidelines for customers
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Quality consciousness in retail gaining prominence 

because of new sales techniques

For retail sales, pan-India majors have started setting 

up exclusive ‘one-roof’ shops that cater to all the needs 

of an individual house builder. Others have deployed 

dedicated ‘service vans’ manned by experts that visit sites to 

understand customers’ needs, provide suggestions, and even 

help them in execution. 

These upcoming trends will ultimately mean that the retail 

customer becomes more knowledgeable about quality, 

choice, and construction methodologies. It is possible that 

over 5-10 years, these customers would be very quality 

conscious and maintaining the highest standard would be 

a key challenge for cement manufacturers. All this implies 

higher costs – both production and sales.

A large listed and reputed real-estate builder’s in-house pre-cast factory. This 
builder remains focussed on quality for cement purchases and gives orders 
only to select manufacturers.

The automation bug has not just bitten 
the cement industry but also its consum-
ers. This pre-cast site at a real-estate 
project has bar code scanning – it will 
list details of the pre-cast such as manu-
facturing date, quality of concrete used, 
the lot in which it was manufactured, 
etc. This way, any flaw in product quality 
can be traced back to the particular 
batch of raw materials used and its 
manufacturer.
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A newly opened shop of UltraTech Building Solutions (widely called UBS) at the outskirts of Chennai. UBS is an attempt by the cement major to provide ‘full 
service’ to an individual home builder.

A service van of Sanghi Cement known as ‘Shakti Rath’ demonstrates and educates customers on various functional parameters of using 
cement. It also lists quality parameters in Gujarati, the state language where Sanghi operates.
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CULTURAL CONNECT WITHIN ORGANISATIONS

Organisation culture and employee 
connect gains prominence 

From here, qualitative initiatives will count more 

than quantitative ones. GV’s interaction with cement 

manufacturers across the spectrum – pan-India 

majors, multi-region players, regional leaders, and 

single unit player – revealed that they would get the 

winning edge if they focus on a broader range of 

factors, not just efficiency initiatives.

Internal connect of employees at every level is 

very important

Very few manufacturers showcased a strong overall 

internal connect. Plant visits showed that officer-

level inter-plant interaction was not up to the 

mark. For a cement manufacturer that has plants 

spread out across regions, this interaction becomes 

imperative because such a player usually ‘adjusts’ 

sales and production to optimise gains. Plant-level 

officers usually only focus on their plant, and do 

not have a broader company-wide perspective. So 

if the management believes it can up its earnings 

by asking its ‘x’ plant to cut volumes so that ‘y’ 

plant can cater to a particular market, and if there 

is poor inter-plant communication or company-

wide communication, it is quite likely that these 

plants will be unwilling to compromise. Due to 

miscommunication or lack of communications, 

they may also believe that their remunerations and 

incentives may be affected. In sales too, if the sales 

heads of a particular state or region are asked to cut 

their volumes or supplies, it is possible that without 

clear and frequent internal communication, it will 

not be easy to convince them. Interaction levels of 

employees within the same organisations remain 

limited or even absent in many cases. However, a 

few manufacturers are already trying to improve this. 

Educating the on-the-ground force is necessary

A large portion of the on-the-ground force does 

not really understand or even care to understand 

the implications of their actions on the financial 

performance of the company – they usually pursue 

individual agendas and this is a serious concern. 

Though these employees do not decide prices or 

volume targets, it is important that they understand 

the implications of their actions for the company. 

For example, sales officers of company usually 

focus more on their volume targets, but do not give 

too much importance to the price at which they 

sell the company’s cement. This is usually because 

they tend to focus on their individual targets (set 

by the company) without having a clear idea about 

how price affects the company’s margins. Also, 

the sales forces’ feedback about pricing to the 

regional marketing headquarters depends on the 

targets that they are given. They find it easier to 

sell large quantities of cement at slightly lower than 

prevailing market rates, even if they can push the 

same volume at prevailing market rates. They tend 

to give feedback about pricing being lower to their 

superiors to justify their sales push. This skewed 

feedback about pricing is hen passed on to the 

decision-making authorities, which ultimately dilutes 

the pricing morale of the management. To rectify 

this some companies are asking local sales people to 

make presentations to the regional head about what 

the implications of the movement in cement prices 

or increase or decrease in tax rates on EBITDA/

tonne. Such initiatives help develop more awareness 

among employees, their thinking capabilities, and 

make them react more proactively to unfavourable 

operational or market conditions.
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In plants that are not yet optimised, the operations 

team don’t tend to focus on improving efficiency 

but rather tend to blame external factors because 

they are not clearly appraised of organisation-level 

goals. Some cement manufacturers are moving 

forward in this area, and engaging their on-the-

ground task force to understand the outcome 

of their actions on the company’s financial 

performance. 

Top management and organisational goals must 

align with individual goals 

Many employees seemed unaware of the 

marquee goals of their top managements, which 

the investor community is very aware of – this 

disconnect is worrisome. If employees remain 

less aware of broad management goals – such 

as efficiency, volume push, and realisation 

improvement – the natural progression is that the 

actions of such employees will not align with the 

company’s broader goals. The culture of cement 

manufacturers who have rolled out employee 

connect initiatives is visibly different from the ones 

that have opacity. 

Feedback mechanisms are still uncommon 

Only few cement manufacturers have adapted 

practices such as ‘360 degree feedback’ and many 

sub-ordinates and junior or mid-level employees 

are frustrated because their voice is not heard. As 

the sector is undergoing a sea change in terms 

of operational environment, it remains extremely 

important for cement manufacturers to adopt such 

practices. Higher motivation levels were clearly 

visible in employees of organisations that had 

already adopted such practices.

Awards and accolades on display in offices of few channel part-
ners and senior officers - a traditional methodology to motivate 
the supply-chain and the channel.
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MOVING TO MORE ‘INCLUSIVE EFFICIENCIES’

Challenges and the road ahead... 

Immediate challenges – aligning differing needs; 

rolling out supply-chain improvements

Broadly, everyone wants better profit margins. 

However, the needs of each individual cement 

manufacturer differ. Individual players are now 

deciding the price of their product based on their 

production costs and volumes; earlier, they decided 

based on only price and volumes – i.e., most were 

not too concerned about cost of production as 

pricing was lucrative. For some, marginal cost is 

determining the price at which they want to sell. 

Some have started looking at absolute profit-earning 

capabilities – so they are not margin-conscious, 

but cash-flow conscious and remain happy earning 

a decent absolute EBITDA / cash flow by selling 

higher volumes. 

Choosing the right direction is beginning supply-

chain improvements at the earliest. Efficient 

feedback mechanisms and all-round development 

of employees will always add to the success of such 

initiatives. Manufacturers who have already initiated 

efforts in these directions will always have the 

early mover advantage vs. peers. The need for the 

improving cost of production has risen but to make 

a material difference and significantly gear these up 

huge capital investments will be necessary and not 

all players are prepared. While some have already 

maximised production efficiencies, others will 

soon reach optimum. Eventually all manufacturers 

will realise that the scope of incremental benefits 

from production efficiencies are limited vs. supply-

chain efficiencies. Companies with high production 

efficiency have already started looking at supply-

chain efficiencies; others will follow. Production 

efficiencies are not necessarily being done for cost 

improvement. In fact, in many cases the cost of 

operations may actually increase. The goal is much 

broader – for the sector to become socially more 

responsible, reduce maintenance expenditure, more 

environment-friendly, and more compliant. 

The road ahead – slow and steady recovery in 

cement prices

Of late, stakeholders were worried that if the 

philosophies of manufacturers were not aligned due 

to increased individualistic thinking, pricing would 

suffer. Management commentaries also reflected 

some amount of misalignment. But GV’s extensive 

tour across several states of the country revealed 

that most of this ‘noise’ has settled. Discussions 

with participants across the value chain showed that 

almost everyone desires an improvement in earnings 

– through better volumes, prices, or efficiencies.  As 

the scope of incremental efficiency improvements, 

especially production efficiency, remains limited, the 

time has come for the sector to look at volume 

and price alignment. 

As many in the industry have continued to push 

volumes, natural forces of demand-supply are 

pre-dominant driving forces in determining cement 

prices, so it will not be easy for cement price to 

jump up sharply in the short term. However, in the 

long run, searching for supply-chain efficiencies will 

prove quite effective. Prices will recover as supply-

chain loopholes are plugged. For players who 

do this sooner, there will be an almost automatic 

improvement in realisations. As the search for 

supply-chain efficiency intensifies, market prices will 

improve for everyone. It would be fair to say that 

cement prices would be directionally on an uptrend, 

but recovery may be slow and steady.
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A few of the industry personnel and channel partners along the way
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About HM Bangur

Mr. Bangur is a Chemical Engineering merit-list 

graduate from IIT, Mumbai, 1975 batch. He 

has been in charge of Shree Cement from 1st 

August 2002 during which time the company’s 

market cap has grown to Rs 583bn (based on 

Shree Cement stock price as on 27th February 

2019)  from Rs 1.56bn and sales have increased 

to over Rs 100bn from Rs 4.5bn. Today, Shree 

is among the top-five cement manufacturers 

in India with an annual production capacity 

of 38 million tonnes. It also ranks among the 

top-100 companies in India in terms of market 

capitalization. Mr. Bangur was chosen as the 

EY Entrepreneur of the Year in 2016 and was 

named Entrepreneur of the Year in 2017 by the Forbes India magazine. He is currently the 

President of Rajasthan Foundation Kolkata Chapter, ex-President of the Bharat Chamber of 

Commerce & Industry, and Executive Member of FICCI. He was the President of The Cement 

Manufacturers’ Association (CMA) from 2007 to 2009.  

Besides excellence in business, Mr. Bangur’s passions include managing and overseeing 

the philanthropic activities of the group, particularly in the field of education, charitable 

hospitals, and social welfare trusts. He is involved in helping senior citizens of Kolkata by 

contributing substantially towards old-age home and by setting up ‘Pronam’, an NGO that 

provides a 24-hour helpline for Kolkata’s elderly. 

Shree Cement’s manufacturing facility at Ras, Rajasthan. This is world’s largest single location site with eight adjoining clinker lines. The green power gener-
ation here is the largest in any cement factory in India, as it has the world’s largest Waste Heat Recovery Plant (75MW) in cement industry (excluding China).

In a two-hour interview, Mr. Hari Mohan Bangur, representing the 

third-generation of the Bangur group, and currently the Managing 

Director of Shree Cement, talked about a variety of topics related to 

his company and the industry. 
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The
Bangur 
family

HM Bangur took over Shree Cement’s reins 

from his father Mr. Benu Gopal Bangur. BG 

Bangur currently serves as the Chairman 

of the company and is ranked 22nd on the 

Forbes list of India’s Richest People with a 

net worth of US$ 5.4bn. HM Bangur’s son, 

Prashant Bangur, joined Shree Cement 

in 2004 and presently serves as the Joint 

Managing Director of the company. He has 

been a strong support to his father and 

has played an instrumental role in technical 

innovations, contributing substantially to the 

company’s growth. Under their combined 

leadership, Shree’s annual capacity has 

increased by more than fourteen times from 

2004. Its Waste Heat Recovery System is the 

largest by any manufacturer in any country 

in cement industry (excluding China). Their 

leadership has also led to Shree Cement 

being declared ‘Sustainability Champion’ in 

cement industry by the World Sustainability 

Forum in September 2011.

Prashant Bangur has followed his father’s 

footsteps on business federations and in 

terms of social and philanthropic activities. 

He is a senior member of various reputed 

commerce and educational institutions 

including National Management Committee 

of Cement Manufacturers’ Association, Indian 

Chamber of Commerce, Kolkata and Bharat 

Chamber of Commerce & Industry, Indian 

School of Business, and TERI University.

Mr. Benu Gopal Bangur, Chairman of Shree Cement Ltd. He 
is father of HM Bangur and was Shree Cement’s Managing 
Director until 31st July 2002. HM Bangur was the Joint Man-
aging Director then. BG Bangur is the Chairman of the Board 
since the time he has handed over the reins of the company 
to his son.

HM Bangur and Prashant Bangur (Standing). Prashant Bangur 
is HM Bangur’s son. He joined Shree Cement on 22nd June 
2004. He is currently the Joint Managing Director and a 
strong support to his father.
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Q. From widely read newspapers, 

your past interviews, and web 

resources we understand that you 

took a tough call for Shree Cement in 

2002, when you decided not to sell 

off the company to Europeans. We 

also gathered that you had already 

prepared for celebrations, but then 

decided to call off the deal. What 

inspired you to do this, what was in 

your mind then – was it only your 

sixth sense, as you say, or something 

more?

A. Definitely, sixth sense comes 

because of some knowledge. We were 

losing money and interest cost was 

roughly 10% of turnover. If interest cost 

is 10-11% of turnover it means very 

soon the company will be finished. 

The cement industry was never very 

profitable, and the absolute profitability 

per tonne was continuously falling. At 

that time, I thought, a foreigner coming 

to India for the first time who doesn’t 

know India (but has done detailed 

homework) is ready to give me so 

much money – it means he has seen 

much more value than me. 

French people are generally more 

conservative than others, and despite 

this mind-set, they were still willing 

to give me so much money. This 

implied that they had seen deep value. 

So I relied more on their judgment 

rather than mine. When you are in 

management, sometimes you are 

distracted by short-term problems. 

This gave me a new angle – I thought 

let me try for one more year because 

if my decision went sideways, instead 

of x amount of money, ‘x-10%’ would 

always be available. I thought, I am 

taking a risk of 10% – let me try for 

one more year. Things started getting 

better almost immediately – we turned 

the corner.

Q. You believe that business is not 

about taking risks, but about de-

risking the business model – and we 

have seen the phenomenal results 

of this approach at Shree Cement. 

Do you continue to believe that 

substantial scope of de-risking for 

the industry still exists? Or do you 

think the industry is mature enough 

and that de-risking opportunities are 

relatively limited?

A. The biggest risk in business and 

when you are weak is when you convert 

your short-term liquidity, or liquid 

assets into fixed assets. At this time, 

you are the weakest. At what speed 

should fixed assets be created, and at 

what cost of liability – that is the key, 

as ultimately asset is equal to liability. 

Generally, people would only like to 

see one side of the balance sheet – the 

asset side – but an equal liability is also 

being created. Does our company have 

enough momentum to take the liability 

or not? That has to be judged. 

In chess, you normally lose the 

game when you try to become more 

“I relied more on 
their judgment 
rather than mine. 
When you are in 
management, 
sometimes you are 
distracted by short-
term problems.”
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aggressive than your position warrants. 

It’s the same in business. If you take 

more risk than your position warrants, 

sometimes you succeed because of a 

favourable wind, and sometimes you 

fail. I like to take into account some 

headwinds and proceed accordingly. 

Q. But, do you believe there are 

further de-risking opportunities 

available for the cement industry 

at large, if not for Shree Cement in 

particular?

A. De-risking in any business is not 

about cutting costs. For de-risking, the 

first thing is to have financial strength 

in place to tackle contingencies – so 

you ask yourself – how much do 

I have to grow, and what kind of 

financial strength do I want to have in 

conjunction with this growth – because 

any problem in business will be 

generally short term. If the market is 

very bad, three or four companies will 

cut down production – and the market 

improves. It is a matter of 2-3 years of 

pain, after that, good times will always 

come. No industry will ever die. Our 

benchmarking should now be against 

international standards – how does 

our quality compare with international 

quality? Right now, Indian quality is not 

as good as the accepted international 

quality. 

Apart from this, it is energy costs – 

here, we are better than the world 

average. In terms of logistics costs, 

a lot of work has to be done; also in 

terms of the way we are delivering 

cement. Most of the cement is being 

used for concretization, but still more 

than 90% is bagged – which is totally 

different from what happens in the rest 

of the world. 

Q. We have seen that your sixth 

sense has done wonders for Shree 

Cement. What does your sixth sense 

say about the future of the cement 

industry, not just for the short to 

medium term, but also for the long 

term?

A. Short term is say 1-2 years. In this 

timeframe, there is excess capacity, 

and I don’t see very robust potential. 

Profitability will remain at about Rs 

800-1000 EBITDA/tonne for good 

companies. 

In the long term, we don’t have enough 

limestone reserves. The way we are 

growing, the production that we would 

need will be difficult with present 

limestone reserves. Production would 

need to double in 10 years’ time, 

assuming the normal growth rate of 

the cement industry. Roughly 600mn 

tonnes production or a little more, 

would be required 10 years from now. 

This will be difficult, as new greenfield 

plants are not coming up at the speed 

that is required. 

“In chess, you 
normally lose the 
game when you try 
to become more 
aggressive than your 
position warrants. 
It’s the same in 
business.”

“De-risking in any business 
is not about cutting costs.”
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In the even longer term – after 10 years – the 

industry is likely to be very healthy. Because of 

the industry’s low cost structure, imports do not 

happen. Also, as logistics costs are too much, we 

are insulated from outside forces. The long-term 

potential of the cement industry is very good. 

The point is intermediate medium term - 

depending on the country’s growth and its 

infrastructure growth among other factors, short-

term pain may stay for three years. Long-term 

good vibes may remain for seven years. Overall, 

the industry should do well.

Q. We read that you give a lot of credit 

to innovations at Shree Cement, such as 

petroleum coke usage, which helped you 

remain nearly 40% more advantageous on fuel 

costs vs. peers for nearly five years and which 

also helped Shree’s turnaround strategy. To try 

such innovative ideas at a very nascent stage, 

and especially when the company is in deep 

financial stress, needs a lot of courage. What 

was the X-factor that gave you this courage 

of trying innovation and pushing your team to 

work for new ideas?

A. At that time, it was not a difficult call, because 

we knew for sure that if the experiment fails, 

we will die in 6 months, but if we don’t do the 

experiment, we will surely die in a year. Instead of 

sure death after one year, we chose the possibility 

of a long life rather than death after six months. It 

was a desperate situation but our risk-taking was 

well rewarded. At that time, Reliance also supported 

us, because it was in the process of creating a new 

market. Overall, the price of fuel (of petroleum coke) 

was nearly 40% less than the price of normal fuel – 

so it was worth taking that risk. Risk reward ratio was 

well rewarded.

Q. We all know about your achievements, but 

please tells us more about some of the other 

key challenges you faced in your journey in 

transforming Shree Cement as India’s most 

valuable cement company.

A. I will not say whether we are the most valuable or 

not, but we never wanted to be number one or two 

– because the outside world was never a parameter 

for us. We always wanted to do better than the 

previous year and better than our own earlier 

performance. In this process, we first started with 

the idea that our cost should be minimum. In the 

process, the quality was just above what was then 

required by Indian standards. 

Then we realized that as we are growing, we have 

to improve quality – because with low quality things 

will not work. We started continuously improving our 

quality, and that journey is still on-going. Now our 

quality is far better than it was in the past. Earlier, we 

believed that there is a shortage in the market and 

that more production will work – so we pursued that 

policy. Now our policy is to have better quality, and 

this will always be at some cost – we are ok with that.

Q. Any specific challenges that you recollect 

during this journey?

A. No, the challenge has to be created. First, you fix 

“It was not a difficult call, because we 
knew for sure that if the experiment 
fails, we will die in 6 months.”

“We always wanted to do 
better than the previous 
year and better than our 
own earlier performance.”
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a target. Instead of say 10 productivity of the kiln (tonnes 

per cubic meter or kiln volume) which is the world’s best, 

we were at 9.5. We wanted to challenge ourselves to get 

this to 10.5. If the normal was 6, we would set a target 

of 7 or 7.5 for ourselves. As soon as we reached near our 

set target, we would set a higher one. 

The biggest advantage of this is that in a commodity 

industry, there are no challenges for commercial and 

technical people – they do the same thing, day in and 

day out. Giving them a new challenge everyday keeps 

work interesting; everybody is highly motivated to 

achieve something. Profitability is the by-product, but 

doing correct and innovative things is more preferable. 

Q. Is there anyone whom you admire as your role 

model?

A. Mr. Narotam Sekhsaria of Gujarat Ambuja is the 

father of the modern cement industry. He transformed 

the industry in many ways. Earlier, it was a distribution 

set up, no marketing. He was the first person who 

started advertising and who thought and taught us that 

marketing is also important, brand building is important, 

and he got results almost immediately. He was highly 

innovative and was in expansion mode. Earlier, all 

licenses were processed by the central government 

and they gave the license to Shree Cement, Raymond 

Cement, and Gujarat Ambuja Cement – all three on 

the same day and in the same meeting. We started our 

journey together. 

Gujarat Ambuja and Shree had different trajectories. 

Raymond Cement could not fly long – the plant was 

set up, but then it had to be sold. Since those three 

licenses were received on the same day, it gives 

me great pleasure to compare Shree Cement with 

Ambuja Cements (erstwhile Gujarat Ambuja Cement) 

– we always thought that they are far ahead. So yes, 

Mr. Narotam Sekhsaria is my role model.

Q. Who was your constant support and with 

whom would you like to share the credit for 

Shree Cement’s success as you transformed the 

company?

A. Shree Cement fundamentally had two chief 

executives who were with us for a long time. The 

company was set up by Mr. DN Tiwari, who was 

from JK. He was the initial person who taught us the 

value of setting up the plant at the lowest possible 

cost and technological excellence. He did a lot for 

the company and then he retired. When we wanted 

to set up our second unit at Beawar, about 10 years 

after he retired, I called on him. But he said “leave 

me” (laughs). I insisted though, because I thought 

that he was the best person available. I told him that 

he would only have to set up the factory, and we will 

get someone else to run it. Being a project man, he 

agreed and he did a wonderful job – both times – in 

his first phase with the company and also when he 

agreed to put up the second unit. 

The second person who was there for us for about 

18-20 years was Mr. Mahendra Singhi – he gave the 

company many new dimensions. Naturally, with time, 

everybody has their own priorities – but he left us on 

a very good note.

Q. Shree Cement’s capacity is expected to be 

nearly 16x its 2002 capacity in less than 20 

years. You have continued your spree of capacity 

additions even in the toughest demand scenarios. 

Is there something beyond your conviction about 

India’s cement demand growth that made you 

believe in your actions? 

A. Fifteen years ago, we faced a debacle – when 

we had over-borrowed and had to see that how 

we are saved. An unnatural risk was taken and the 

“The challenge has to be created 
– Profitability is the by-product, 
but doing correct and innovative 
things is more preferable.”

Mr. Narotam Sekhsaria is my role 
model and Mr. DN Tiwari and Mr. 
Mahendra Singhi are two people 
whom I recall as my constant 
support.
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headwinds then made the risks more severe. After this, 

we thought that it is not worthwhile taking risks. We 

increased capacity without being aggressive and without 

taking loans and till today whatever money is generated, 

we put it back and our capacities are largely created 

through internal accruals. So our capacity addition is 

not aggressive in the financial sense. However it looks 

aggressive to outsiders because of good growth and 

because we were putting up capacity at a low price 

as we were obviously cutting costs somewhere. As a 

result, our plants were compromised somewhat – but 

this proved to be wonderful for us. 

Once the plant was up and started making profits, we 

invested more money and upgraded our plants and 

made them up to date. In this scenario, our capital 

cost was low and our stores cost was a little higher, 

because we would change whatever was second grade 

immediately. This situation continues even today 

for us – our capital cost is low but our stores cost is 

little higher because we continuously upgrade spare 

parts. Basically, it was a natural speed for us, not an 

aggressive one – others may perceive it as aggressive. 

I have never been and would never like to be 
aggressive. 

Q. But, your capacity growth has been very different 

from the industry’s capacity addition. Even some of 

the largest cement players have not seen capacity 

growth such as yours. Your thoughts please?

A. Our model was a little different. We have set up 8 

kilns at Ras – most are similar in terms of capacity and 

same model. When people were asking for 3mn tonne 

capacity we were putting 1.5mn tonnes. After sometime, 

when there was enough clinker capacity at Ras, we 

then chose to increase our capacity marginally for the 

last couple of kilns. We make the same purchases, the 

same machines, and same models so that everything, 

including spare parts were common, and so that the 

learning from one kiln can be transferred to other.  

Q. Was the limestone mine at Ras also one of your 

biggest competitive advantages, as it is supposed 

to be amongst the largest mines, not just in India 

but worldwide?

A. Of course, raw material is one reason. However, 

when we took over the mine, the quantum of 

limestone was not yet explored. We explored it, and 

found that it can support us for 40-50 years and we 

kept adding capacity accordingly. Now Ras cannot 

take more capacity.

Q. Ten years from today how do you see Shree 

Cement and what are the changes you will like to 

bring in the company?

A. Shree Cement is a highly professionally managed 

company with a lot of power given to various people. 

The real problem in the industry or any factory is that 

there is a mismatch of knowledge and power. Those 

who are knowledgeable normally don ’t have power 

and those who have power are not as knowledgeable 

as they ought to be. In our company at the top 

management level, the important thing is to first get 

more and more knowledge about the market, about 

technology, and about the industry. This then helps to 

identify, understand, and solve the problems at various 

levels. Only board-room activism is not enough. 

The most important thing – from now to even ten 

years later– is to become more knowledgeable at 

the top level; the second is to bridge the gap – that 

is, to empower functional heads and heads of the 

department. They need to have total ownership of 

their own department – and with that much power, 

they have to work. External checking has to be 

reduced. 

These are the changes I will like to see in the next 

10 years and this is what we want to do. Our growth 

policy will continue. Shree Cement will grow naturally, 

“Real problem in the industry or any 
factory is that there is a mismatch of 
knowledge and power. Only board-
room activism is not enough.”

“It was a natural speed for us, 
not an aggressive one.”
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without taking on much debt. We may take small 

debt at times, but basically growing without 

taking debt is our number one priority. The 

second policy is that Shree Cement will always 

remain only in cement business. We wouldn’t 

like to go into any other business. If the promoter 

family wants to do so, which seems unlikely, we 

would float another company. Shree Cement will 

not have a subsidiary for another business; it will 

always remain focused only on cement.

Q. Do you plan to expand your international 

coverage after the acquisition of Union 

Cement? 

A. Our experience is good, but it is too early. 

We have acquired Union Cement only seven 

months ago. We would wait and see how things 

move along for 3-5 years and only then would 

we decide if this is giving us good return on 

equity and whether we are able to give enough 

back to Shree Cement’s shareholders. Nearly 

seven months have gone by – we think that for 

another 12 months, the profit generated will be 

ploughed back and only then would we start 

getting dividend from the asset. We will study our 

experience at that point and then take a call on 

the future.

For the first one or two years, all acquisitions 

needs extra money and capital expenditure. As 

you want to run the plant, the philosophy of the 

previous owner may not be necessarily the same. 

For the first one year or two years, the cash flows 

will be invested back in the company and the 

money will then start flowing to Shree Cement 

shareholders as we see. 

Q. Can we expect Shree Cement to enter into 

allied business segments such as Ready-Mix 

Concrete and other related building materials 

and do you see an opportunity for your 

company here in future?

A. Ready-mix concrete is a possibility. But we 

review such business calls every three years or so. 

Last time, we took a conscious call that we are not 

going into this business. It is too retail a business, 

and we would not be in it – we are supplying 

cement to ready-mix makers. 

Q. But could it be a future possibility at some time?

A. Future possibility cannot be said yes or no. It is not 

in our focus currently, so for at least 2-3 years we are 

not going into it.

Q. What about other building materials?

A. We had gone for Autoclaved Aerated Blocks (AAC). 

It seems to be the future, but our past experience has 

not been very good. The unit is now making a small 

profit against a loss earlier. We are not going to get 

into another business, as I said.

Q. We have seen a structural shift in Shree 

Cement’s management commentary – a healthier 

alignment of volume strategy towards better 

pricing. How do you plan to do this, and do you see 

it as easy? What are the challenges that you expect 

to overcome as you begin this journey?

A. Course correction is never easy because for that you 

need some extra energy. Therefore, we are going very 

gradually. We are sure about the direction – that our 

realisation will gradually increase compared to peers. 

Market forces apart, our realisation will increase per 

quarter by 1-2% because small shifts will take place. 

We also plan to introduce a premium brand in north 

and east India. For the south, it is still too early. It is 

hardly a couple of months. So we would taste the 

market before we do anything. These are the directions 

we are working on. Challenges, well of course it will 

not be easy – running on the same track is easy, but for 

changing tracks, you have to spend some extra energy.

Q. It’s a wide belief that Shree Cement doesn’t 

believe in branding, but we feel that you have also 

started pushing your energies in this direction. 

Is this true? Can we expect Shree Cement to 

focus more on brand consciousness and new and 

“Course correction is never easy 
because for that you need some 
extra energy.”
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innovative product launches going forward?

A. Yes, of course, but the effect will be visible only after 

some time. We are going through the exercise – we 

are preparing ourselves. Before one builds a building, 

the foundation needs a lot of work. We have started 

it – and results should be visible may be after a year 

or 10-12 months. Lot of work is being done. You will 

appreciate it little later.

Q. What about innovative products?

A. Innovative product means a premium brand. One 

that is much better naturally than the current product.

Q. Amongst all cement manufacturers, we believe 

that Shree Cement is probably one of the few that 

has no succession issues. What would your advice 

to your son Prashant Bangur be, as you see him 

taking charge of Shree Cement from you in times to 

come?

A. Everybody has to make their own wealth. No 

generation can pass on wealth to the next generation 

– every generation has to work hard and find their 

own success formulas. Old formulas will not work for 

long, that’s for sure. So he has to evolve, he has to 

have his own captains. Hard work and smart work are 

the constants that I would like to pass on to him. Rest 

everything is upto him. 

Q. Very few among the young generation realize 

the importance of family values. In the course of our 

interactions with Mr. Prashant Bangur, we feel that he 

has phenomenally absorbed these values and culture 

from you and that they will remain the foundation for 

Shree Cement’s future success. Do you agree, and do 

you believe that this is a qualitative factor that gives 

you more confidence in your son as Shree Cement’s 

future boss? 

A. No. He is much better than me in many aspects, 

because he has been brought up in the present 

atmosphere – he understands it better than me. 

“New generations will have new 
success formulas. Copying any 
senior is the surest way to failure.”

First truck of Roofon being despatched from Shree Cement’s north plant to 
Shree Salasar Balaji Temple, Salasar, Rajasthan on 6th February 2019. Fol-
lowing Hinduism practices, it is a usual tradition in cement industry to offer 
the first production lot to deity before beginning commercial production.

“Before one builds a building, the 
foundation needs a lot of work.”

Ground View checks reveal that Shree Cement has launched a premium 
brand – “Roofon” in February 2019 in North India. The tag line of the 
product is “Concrete Master” and its price premium is nearly Rs 25/bag.
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Therefore, inculcating my values is not a formula for 

success; that was a formula for success for my generation 

(laughs). New generations will have new success 

formulas. Copying any senior is the surest way to failure. 

Having my value systems is the last thing I would want 

for Prashant.

Q. What are the qualities of Mr. Prashant Bangur that 

you admire personally?

A. Hard work and smart work. But more than that, 

respecting all people, including colleagues. The minute 

you insult someone, you lose your own prestige and 

respect. Whenever you rebuke anyone or whenever 

you try to demean anyone, you lose your respect. He 

knows this. I am not saying one should never get angry, 

but your anger should not demean anyone. This one 

attribute will hold you in good stead in the long term 

and Prashant knows this well.

Q. Shree Cement is one of the rare cement 

companies that does not use ESOPs for talent 

retention. As such, what is your success mantra for 

talent retention and how do you motivate your team 

to work harder and come up for innovative ideas (we 

all believe that Shree is synonymous with innovation 

and efficiency in the cement industry)?

A. ESOPs are one way to retain people. But I feel that 

giving opportunities to work is the biggest gift and 

challenge you can provide. All people like to have 

their capabilities challenged – if we give them enough 

challenges, then there is enough motivation. Money, at 

a certain level everybody gives; ESOPs are nothing but 

a form of money. But apart from money, the challenges 

and opportunities to grow professionally that you 

provide makes a difference. Our past record show that 

in the last 10 years, hardly 10% of our people above a 

certain rank have left. Our stability is high and that is all 

because of new challenges that our team takes upon 

itself. Ours is an open field – anybody can come and 

work and even if he they don’t work, they can survive. 

However, they won’t get respect. 

Q. If you were to change three things about the 

cement industry what would they be in the order of 

priority?

A. I would like the government to work more on 

infrastructure development. Fiscal incentives to 

the industry do not mean anything. Expanding 

the market, which subsequent governments have 

continuously done, is very positive, and with time, 

this will speed up. India needs lot of infrastructure 

growth. No other changes are needed I think. I am 

quite happy with the way the government is working 

and the industry is working. 

Q. So internally, you don’t think any changes are 

needed in the industry?

A. Internally, the only challenge that exists and 

which is permanent is that everybody wants to 

grow – and this will always be the challenge in any 

industry. That growth can come only at somebody 

else’s cost. The total market share is 100 – and 

everybody will try to take more for themselves. The 

Indian industry is doing fine. We have to now see 

how the international industry works and we have 

to be at par with them or better. Having said that, 

our industry, even presently, is above international 

standards as it is new. So no other changes are 

required.

Q. Any policy changes you feel are required?

A. The government can be clearer about allotting 

mines or the process of getting mines. Right now, 

“Prashant is much better than  
me in many aspects.”
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mines are auctioned without the government purchasing 

land. If this changes, i.e., the government purchases land 

before auctions, not only will it get a lot more value, but 

also things will move faster for the industry – everything 

will be smooth. That way, the industry can start working 

on their project from day 1, all environmental clearances 

can also be faster, and a lot of time will be saved. This 

will help Indian money to be used in a better way. Right 

now even after investing, before the money comes into 

play it is 3-4 years. This can be made faster.

Q. What’s your take on the interim union budget 

2019? Do you believe that it will help the cement 

industry in the medium to long term; help it 

to sustain demand recovery? Do you think the 

government has taken enough steps to revive the 

real-estate sector and will this help cement demand 

recover?

A. The real-estate sector is a very small factor for the 

cement industry. It is only in few big cities that the real-

estate sector has a big play. Otherwise, for us, 90% of 

house building comes from towns and cities such as 

Bareily and Mathura where real-estate players are not 

present. Living in cities such as Mumbai and Kolkata we 

tend to think that the only way to own or build a house is 

through real-estate developers. But in reality, individual 

house builders with their surplus money are the driving 

force. The organized housing sector is a little weak 

presently (it is facing a cash crunch) because it grew too 

fast. So factors that were giving them unnatural growth 

earlier are giving them pain. This sector had benefitted 

three years ago. 

Q. Any other specific observation on the budget?

A. We don’t know how the government will generate 

enough money for infrastructure projects. As I see it, 

in the budget, capital formation has increased only 

by about 5%, which is a little lower or almost equal to 

inflation. There is no extra space for capital formation. 

Distributing money to the public means public spending, 

which is good and needed, but capital formation is also 

essential. However, I am not an expert – the best brains 

within the government are working on this, and they 

must have done whatever is best for India.

Q. Do you believe that an adverse general election 

result can be detrimental to the cement industry 

and halt the demand recovery that the industry has 

seen over the last few months? Do you see demand 

coming off before general elections?

A. These are very short term issues. We are looking 

at 10 years or beyond – say 30 years. In that case, six 

months here and there does not matter. They (events) 

are immaterial.

Q. Agreed, but from an investor perspective, how 

would you look at election results?

A. India will grow because everybody wants to improve 

their lifestyle. Here in India our people are very hard 

working throughout the week – from morning 8 am to 

evening 8 pm. The Indian story is one of 7% growth, 

irrespective of the government. So there is nothing 

‘adverse’ – whichever government comes.

Q. What if it is a coalition government?

A. Coalitions are also good. We must not challenge the 

collective wisdom of Indian people. If this wisdom is 

in favour of a coalition, then it must be good. I always 

believe in democracy. Our democratic forces are strong. 

Q. A million dollar question that everyone wants to 

ask – What is your understanding as to why cement 

prices continue to remain subdued in many regions 

despite a very robust demand growth?

A. Demand growth is one thing, but it has to harmonise 

with capacity utilisation. Demand growth is usually 

calculated over the last year, but if you have enough 

additional capacity, then the additional demand growth 

does not mean much. Our capacity utilisation has not yet 

touched 75%. Until the industry reaches 75-80%, price 

increases will be difficult. 

“We must 
not challenge 
the collective 
wisdom of 
Indian people.”



51GROUND VIEW GROUND VIEW 1 - 28 Feb 2019 1 - 28 Feb 2019 50

Q. In terms of clinker capacity utilization, you are 

already working at nearly 80%, if that is correct?

A. Yes. Right now we are facing some shortage of 

clinker. Coming from the bottom side of the price, it 

takes extra time for the price to increase. When you 

are coming from the upper side with the same demand 

growth, good times will continue for six more months. 

In the present scenario, for prices to fall will be more 

difficult and when they are down, rising will be difficult. 

Maybe in this summer or 4-6 months we could see some 

price increases as we are already seeing some clinker 

shortage. It will re-correct itself.

Q. What would your top advice to the competition 

be?

A. Competition must compete and it should be there. 

But everybody has a different mindset and is at different 

stages. Everybody must do what is best for themself. We 

are in a different phase – we want to improve quality. 

Somebody might want to improve volume. Others want 

to change something or start innovation – everybody has 

their own needs. Some are facing cash crunches and they 

want money quickly. So how can we advise anybody? 

Everybody in the industry is a high-class professional and 

they are running their companies in the best possible 

way. 

Q. You are a role model not just only for the Indian 

cement industry but also for global cement majors. 

They all say that they have learned a lot from Shree 

Cement. Is there anything that Shree Cement or you 

have also learned from competition and peers?

A. We are learning a lot from the not so well known 

and comparatively weak Union Cement, which we 

have bought. A different culture provides a learning 

experience. We are learning how things can work with 

lesser people, more responsibility given to people, and 

less bureaucracy in internal systems. 

In India we have too much of bureaucracy. The 

ratio of working active people on the floor to non-

active working people in the office is skewed – 

non working people in the office can be reduced. 

India has to learn better management size from 

its competitors. Technically, we may be better, but 

we can adapt in terms of a smaller management 

size. Also, ‘how to fix responsibilities’ is 

something that we can learn.

Q. Would you like to convey any advice to 

your investors?

A. We are doing our best. In a commodity 

industry, nobody knows that will happen 

tomorrow, but we will work with the same 

philosophy that has been ours for the last 15 

years. New challenges will keep coming – the 

only thing that I can say with certainty is that we 

will always work with the same level of motivation.

Q. Do you believe in making friends within 

your industry or with competition? If yes, who 

are your best friends in the industry?

A. Making friends with your competition is 

automatic when you attend meetings with them. 

It is not that those friendships are based on 

business relationships. You meet people, basically 

nice people. Also, people migrate within the 

industry or from other industries which you know. 

So for many people naturally acquaintance is 

there. Friendship is a very strong emotion; there 

isn’t a specific friend as such, but there are many 

good acquaintances. 

Q. Which are the cement companies that you 

admire other than Shree Cement?

A. Ramco Cement in south India is doing very 

well. We respect their innovativeness and 

professionalism quite a lot. And you cannot 

ignore UltraTech Cement – it is the biggest and it 

is the torchbearer of the Indian cement industry. It 

has roughly a 100mn tonne capacity right now, so 

it sets the pace. So, for size and a futuristic plan – 

I would say UltraTech Cement and for innovation 

and working – I would go with Ramco Cement.

“India has to learn better 
management size from its 
competitors.”
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but in any field of life, how would you split up 

the 100? Hard work, smart work, conviction, 

sticking to family values and the cultural 

ecosystem, empowering others, and gut feel 

and sixth sense.

• Empowering others is number one and smart 

work is number two – but they go together 

because only with smart work you can 

empower others. Also, empowering others 

has to be done very smartly – choosing smart 

people. 

• Other things are secondary. Sixth sense is the 

last thing because it is luck. You cannot rely 

on luck – sometimes it works and sometimes it 

doesn’t. 

• Family values and cultural values are always 

to be seen in a different way. All our families 

migrated from Rajasthan. So should we take 

that value when they took a risk and they 

migrated? This may be one set of family 

values. How do you interpret family values and 

cultural values is up to you. 

• Getting a legacy is good but the old keys 

will not work because the locks are new. So 

you have to have your own new set of keys, 

which family values will not give. Hard work is 

always important, but working smart is more 

important.

Q. If there was one sector in which you would 

like to invest beyond cement as an angel 

investor or as a new business venture, which 

sector would that be and why?

A. I think the Indian consumer will have lot of 

buying power and FMCG is one sector that I 

would put my money in – but as an investor and 

not a promoter. If you get the same return from a 

high-grade FMCG company, why run a company 

when you can get it as an investor (laughs). 

Q. What is your advice to the youth of the 

nation?

A. Ah – youth of the nation! (Takes a deep breath) 

One adverse incident and they get nervous very 

fast. Difficulties and danger will always be there, 

but one must never lose heart. Everybody will 

advise this generation to work hard and they 

are intelligent. However, very few of them have 

seen truly bad times, so they should not lose 

heart when difficulties arise but think about how 

adversity is going to change them (positively) after 

three years. If they are able to see this, they will 

find that adversity is nothing. Failures don’t matter. 

The youth does not understand this. They have to 

take a little longer view and more important – their 

friends, parents, and guides should give them 

enough encouragement and positive feedback. 

Q. If you were to distribute a score of 100 

among following qualitative parameters for 

anyone to taste success, not just in business 

“Empowering others is 
number one and smart 
work is number two.”

“I admire Ramco Cement for 
innovation and working and 
UltraTech Cement for size and a 
futuristic plan.”
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Q. What can we expect HM Bangur 
to be doing on weekends and how 
do you like to spend your time if 
you are not at work?
A. If I am not at work then I have to 
enjoy! I believe everything has to be 
done only for two purposes. Any action, 
any activity should be either for pleasure 
or	for	profit.	There	is	no	third	reason	to	
act (chuckles). So if I am not working for 
profit,	I	am	working	for	pleasure.

Q. Do you believe in God and also 
destiny?
A. I will answer but my answer is going 
to be a little long. First, you have 
to understand that you have to do 
atmakripa – which is betterment of 
self – be determined for yourself and 

by yourself. The second is gurukripa – 
which is for the guide or philosopher 
or anybody senior to you – this could 
be your parents or people in the 
industry who want to help you. Third is 
granthkripa, which is your books and 
other things such as your knowledge. 
If these three are there with you, God’s 
blessings are not optional – he has to 
help you. So you won’t have luck if you 
don’t have these three aspects with 
you. But if you have these things, the 
fourth is automatic. God has no choice 
but to help you. 

Q. What are your favourite hobbies 
and passions?
A. I play card games, mainly Bridge, 
and I play some volleyball. I also do 

some cooking.

Q. I know that you used to take 
the Common Admission Test (CAT) 
exams every year. Do you still 
continue this, and what was the 
reason you did this?
A.	I	used	to,	but	I	stopped	about	five	
years ago. The reason I did it was that 
in management, you never know 
whether you have performed your best 
or not. Competitive challenges such 
as French Open, Wimbledon, which 
happens at regular intervals, will tell 
you who is number one. In business, 
you live on past glories – so how do 
you check where you stand? I thought 
if I can get about 85-90 percentile, 
then I am good.
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Q. What has been your average 
score in CAT?
A. My average score was 93-94 
percentile. Yes, this is a good 
score, but then I used to add 5 
percentile for my experience 
because the experience also 
counts after all. So you can take 
my total score as 98 percentile! 
(smiles mischievously).

Q. How much time do you 
normally spend on your cell 
phone in a day and how much 
digital media do you consume 
in a day?
A. I don’t know exactly – but may 
be just Whatsapp which I use for 
maybe one hour a day. That’s all 
on the mobile.

Q. Are you a fan of digital 
media?
A. Not as such. 

Q. Do you personally also 
get actively involved in the 
Corporate Social Responsibility 
initiatives of Shree Cement?
A. Yes and no. I get personally 
involved at the time of choosing 
the activity and starting the 
activity, but then it is left to the 
professionals.	I	just	take	the	first	
step forward – which project to 
work on, how to work on it, what 

to do – and once that is set, it is 
on auto mode.

Q. Your favourite food?
A. Dal Roti.

Q. Your favourite movie and 
actor?
A. I don’t see too many movies. 
However, I do like stories – so 
whichever movie has a good 
story, I will like that movie. No 
favourite movie or actor as such.

Q. Do you like listening to 
music? 
I don’t listen to music. 

Q. Your favourite TV shows?
A. I don’t see much TV too. I 
prefer spending time reading 
books. I am more of a book 
reader.

Q. Your favourite book?
A. Mainly management books. 
There are so many authors, so 
naming one favourite wouldn’t 
be right.  

Q.  Your favourite news 
channel?
A. I dont watch many news 
channels either. I feel that being 
updated continuously is a lot of 
waste of time because whatever 
you are updated with now, 

within a few hours it is stale. 
Being updated once in a day at 
morning 6:30 AM by reading the 
newspaper is good enough.

Q. Which newspapers do you 
read on a regular basis?
A. Indian Express, Business 
Standard, and Times of India.

Q. Your favourite holiday 
destination and whether it will 
be in India or abroad?
A. I prefer holidays abroad and 
prefer holidaying in Europe.

Q. Your favourite colour?
A. Normally I prefer blue 80% of 
the times. Red is our corporate 
colour though.

Q. Last but not the least, 
you are a Legend and an 
inspiration for everyone 
including your competitors, 
other industries and youth 
of nation. When can we 
expect you to come up with 
your biography? It will be a 
pleasure to read it.
A. It sounds good. I have not 
yet thought about it but will 
definitely	think	over	it.	Maybe,	
by 2025 I will come up with a 
biography of Shree Cement if not 
my personal biography.

HM Bangur’s average CAT score was 93-94 percentile to 
which we must add another 5 percentile for his experience 
making his total score as 98 percentile!
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GENERAL ELECTIONS 2019

GEOPOLITICAL TENSIONS change everything

“Politics is the art of the possible, the attainable — the art of the next best” – Otto von Bismarck

By Roshan Sony

India heads for General Elections in April-May 2019 in the wake of the recent attack on Indian
soldiers at Pulwama. India’s attacks on terrorist bases in Pakistan and that country’s retaliation has 

stoked considerable patriotic sentiment. Pre-poll statistics collected in January may very well turn on 
their head. It seems like people are more likely to vote for a strong leadership now, one that is not 

afraid to take tough decisions. Based on the recent powerful response from India’s armed forces and 
the government, Modi’s popularity is likely to surge. The Congress may still make significant gains in 
select states and some regional parties will stay strong helping them with post poll tie-ups. Most pre-

poll surveys continue to predict a hung parliament.

Modi’s popularity will rise
A Times Group online poll conducted in February (200,000 

respondents) predicted that a Modi-led NDA government 

was the most-likely outcome of the 2019 India General 

Elections (or Lok Sabha Polls). Mr Narendra Modi was quite 

popular in the survey, with almost 84% respondents saying 

they would prefer him as Prime Minister if polls were to 

happen right away. Mr Rahul Gandhi came a distant second 

at about 8%. Two thirds of the respondents rated the track 

Some interesting takeaways from the Times Group online poll:

• The survey marked GST as one of the Modi government’s biggest success – this is important because the 

implementation of the GST and its collection statistics were widely criticised by the media and the opposition. 

• The survey pegged other major achievements of the NDA government as facilities for the poor (34%), Swachh 

Bharat (19%), and surgical strikes (18%). The last factor is also important because India’s response to Jaish-e-

Mohammed’s suicide bombing attack in Pulwama where 40 Indian soldiers lost their life is being keenly monitored, 

not just by the world but by Indian voters.  On 26th February, the Indian Air Force struck terror Jaish camps and 

launch pads across the LoC by dropping 1,000 kg bombs. This is said to be the first cross-border air strike carried 

out by India in nearly five decades. This will go a long way in consolidating the view that Modi is a stalwart. 

• Another interesting finding of the Times Group survey was that the ‘failure to build the Ram temple’ was considered 

one of the biggest let-downs from the government. Like the vote on the GST, this finding is also significant because 

political analysts were united in their opinion that BJP’s’ overt Hindutva agenda had put off voters – however, going 

by this finding, this may not necessarily be true. 
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record of the incumbent government as good. However, on 

the ground Modi’s BJP faces a stronger Congress, bolstered 

by its recent wins in Rajasthan, Chhattisgarh, and Madhya 

Pradesh and tough fights in states such as Karnataka, 

Maharashtra and Assam.

Employment is likely to very well be the Achilles heel of the 

government – it has been cited as the biggest poll issue 

by many media houses and is possibly one of the greatest 

challenges for the incumbent government. A CMIE report 

showed 11mn job losses in 2018 – the government has 

claimed that jobs are not lacking but data on jobs has been 

lacking.

Congress on the front foot

After being hit badly in the 2014 elections, the Congress 

recently made a strong comeback in state assembly elections 

in Madhya Pradesh, Rajasthan, and Chhattisgarh – effectively 

capturing a large chunk of the Hindi belt. However, opinion 

surveys for LS polls do not show a clear lead for the Congress 

in these states. Nevertheless, buoyed by these wins, the 

Congress is campaigning for elections on the front foot, 

confident of winning many more seats than it did in 2014. 

Mahagathbandhan restricted to a few regions

Mamta Banerjee’s Mahagathbandhan rally was well attended, 

but for now it seems like the key allies that have officially 

stayed with what was previously known as the Third Front are 

the SP-BSP combine, TDP, and AAP.

What do the pre-poll surveys say?

Most pre-poll surveys are predicting a hung parliament with 

the NDA securing an average 241 seats, UPA about 157, 

and other parties about 145. For the BJP government, the 

SP-BSP alliance for UP, hailed as one of the biggest recent 

developments in national politics, could prove troublesome. 

Date 
published

Polling agency NDA UPA Others

Feb 2019 VDP Associates 242 148 153

Jan 2019 Times Now-VMR 252 147 144

Jan 2019 Deccan Herald 160-175 180-200 160-180

Jan 2019 ABP News 
-Cvoter

233 167 143

Jan 2019 India Today 
-Karvy

237 166 140

Jan 2019 VDP Associates 225 167 150

At the national level

State-wise indicators

• Key ‘turning point’ states for both NDA and UPA: 

Assam, Chhattisgarh, Goa, Karnataka, Madhya Pradesh, 

Maharashtra, Rajasthan. 

• Parties in Andhra Pradesh, Telangana, Uttar Pradesh, and 

West Bengal are likely to have tremendous bargaining 

power, especially in post-poll alliances.

• Simultaneous state and LS elections will take place 

in the following states: Sikkim, Arunachal Pradesh, 

Odisha, Telangana, and Andhra Pradesh. Haryana and 

Maharashtra will see state assembly polls in Sep-Oct 

2019, while Jharkhand will hold elections at the end of 

2019. Early 2020 will see polls in J&K and Delhi.

NDA leading UPA leading Close finish Regional parties 
leading

Arunachal 
Pradesh

Jharkhand (with 
JMM)

Assam Andhra Pradesh

Bihar Kerala Chhattisgarh Jammu & Kashmir

Gujarat Punjab Goa Telangana

Haryana Tamil Nadu Karnataka Uttar Pradesh

Himachal 
Pradesh

Madhya Pradesh West Bengal

Odisha Maharashtra

Uttarakhand Rajasthan

Delhi

At the state level

Vote share – this time the magic number seems to be 

about 30%, lower than last time

It is believed that if any party or alliance crosses 30% national 

vote share in the 2019 elections, it would hold significant 

sway. Here is how the latest vote predictions look.

Date 
published

Polling agency NDA UPA Others

Jan 2019 Times Now-VMR 242 148 153

Jan 2019 Republic TV - 
Cvoter

160-175 180-200 160-180

Jan 2019 India Today 
-Karvy

237 166 140

Opinion poll results
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Possible Black Swan events
• A major defeat for Trinamool Congress in West Bengal and gains for the BJP.

• Huge defeat for BJP in UP. Most surveys are predicting an average 24 seats for the BJP in 
UP.

• An all-out war between India and Pakistan in which case elections would be postponed.

• NDA winning a clear majority.

ü  Total number of Lok Sabha Seats: 543 + 2

ü  People deployed in elections: 10mn

ü  Number of candidates fielded in 2014 polls: 8,251

ü  Number of potential voters: 875mn

ü  Number of polling stations: 1mn

ü  Number of parties that participated in 2014 polls: 464

ü 2014 seats share: BJP 282, Congress 44
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THE LOK SABHA ELECTION DECK

NDA UPA Third Front Mahagathbandhan??

BJP CONGRESS TRINAMOOL

• Led by the BJP, the NDA was formed in 1998 and 
has 13 constituent parties. It came to power in the 
2014 polls with almost 31% vote share.

• The BJP has governments in 10 states: Arunachal 
Pradesh, Assam, Odisha, Haryana, Himachal 
Pradesh, Jharkhand, Manipur, Tripura, Uttarakhand, 
and Uttar Pradesh. In Goa and Maharashtra, it 
shares power as senior coalition partners (BJP Chief 
Ministers) with other NDA partners.

• It shares power as junior coalition partner in the fol-
lowing states: Bihar, Meghalaya, Nagaland, Sikkim, 
Tamil Nadu and Mizoram

• Congress-led UPA was formed in 2004 to form a 
government as no party won a majority. 

• At that time, it had the support of the Left Front, BSP, 
and SP.

• The UPA has governments in 5 states and in 1 union 
territory: Madhya Pradesh, Chhattisgarh, Rajasthan, 
Karnataka, Punjab, and Puducherry.

• The Mahagathbandhan is led by Trinamool (Mamta 
Banerjee), the fourth largest party in the Lok Sabha. 
It was a part of NDA from 1999 to 2001, UPA from 
2009 to 2012, and has been a part of the Third 
Front since 2012. Trinamool’s Mamta Banerjee is 
the leading face of the ‘Mahagathbandhan’ loosely 
translated as the grand alliance.

BIGGEST ALLIANCE PARTNERS

AIADMK (TN) NCP SP-BSP

Former AIADMK supremo Jayalalitha and Modi shared a 
warm relationship. The AIADMK had withdrawn support 
to the NDA government in 1999, leading to its collapse. 
The BJP-AIADMK alliance for TN for 2019 was recently 
announced at 5-27 seats. BJP said it would support 
AIADMK in by-elections as well.

Led by Sharad Pawar, The Nationalist Congress Party and 
INC	are	said	to	be	close	to	finalising	seat-sharing	for	the	
polls. While NCP partnered with Congress in the 2014 LS 
polls, it had parted ways soon after. With the BJP-Sena 
alliance in place, it will have a tough time consolidating 
votes in Maharashtra.

For now it seems like the BSP and SP are a part of the Ma-
hagathbandhan, an equation that may change according 
to the outcome of the election

SHIV SENA (MAHARASHTRA) RJD TDP

Led by Uddhav Thakre, Shiv Sena is BJP’s biggest alliance 
partner. The party shares a similar ideology with BJP and 
its alliance in Maharashtra has endured, but not without 
its	share	of	differences.	Recently,	the	two	parties	finally	
announced an alliance after months of ‘will they wont 
they’.

In the 2014 general elections, RJD had contested 28 
seats. For now, the RJD-Congress alliance is said to be 
uneasy because of seat-sharing spats. Latest reports 
indicate it is close to some agreement. RJD was with the 
UPA 2004 to 2015. It returned in 2018.

Led by N. Chandrababu Naidu, the party left the NDA 
alliance in 2018 over Andhra Pradesh not being given 
special status and subsequently joined the Third Front.

LOK JANSHAKTI PARTY (BIHAR) DMK, MDMK AAP

Has been with NDA since 2014. Said to have considera-
ble	influence	among	Dalits	in	Bihar.

The Congress party has an alliance with MK Stalin’s 
DMK; INC will contest 10 seats in TN. Vaiko’s MDMK is in 
seat-sharing talks with DMK.

Arvind Kejriwal’s AAP seems to be a part of the Third Front 
for now.

SHIROMANI AKALI DAL (PUNJAB) RASHTRIYA LOK SAMTA PARTY LEADERS WHO ATTENDED THE MAHAGTHBANDHAN 
PILOT RALLY
HD Deve Gowda (JDS)
Chandrababu Naidu (TDP) 
Arvind Kejriwal (AAP)
Samajwadi Party 
Dravida Munnetra Kazhagam 
Bahujan Samaj Party 
Jammu and Kashmir National Conference 
Nationalist Congress Party
Rashtriya Janata Dal 
Rashtriya Lok Dal 
Jharkhand Mukti Morcha
Loktantrik Janata Dal 
All India United Democratic Front 
Notable leaders from the BJP present at a Mahagath-
bandhan rally: Arun Shourie, Yashwant Sinha, Shatrugan 
Sinha

Troubled by the sacrilege controversy. Lost 15 seats in the 
2017 Punjab state elections. 

Fresh alliance formed in December 2018. Was earlier a 
part of the NDA.

JANATA DAL UNITED (BIHAR) JANATA DAL (SECULAR)

In 2013, the Nitish Kumar-led JDU broke its 17-year 
alliance with the BJP in Bihar to protest Modi’s elevation. 
After this, the JDU teamed up with various parties before 
coming back to the BJP in 2017.

Led by Deve Gowda and his son HD Kumarswamy, it used 
to be a part of the NDA in 2006-07. It joined the UPA in 
2018	when	it	formed	the	first	coalition	government	in	
Karnataka state with the INC. 

PATTALI MAKKAL KATCHI (TN) INDIAN UNION MUSLIM LEAGUE

The PMK is the largest caste-based party in Tamil Nadu 
with a strong support base among Vanniyars.

Kerala-based party. One of UPA’s oldest allies.

APNA DAL (SONELAL) RASHTRIYA LOK DAL

The party is feared to defect to the UPA if the BJP does 
not meet its demands.

Is	said	to	have	influence	in	western	Uttar	Pradesh.

THOSE WHO LEFT JHARKHAND MUKTI MORCHA

Since 2014, some 11 parties have quit NDA, most 
prominently TDP and the Asom Gana Parishad (over the 
Citizenship Bill row)

Hemant Soren’s JMM was with the NDA up to 2013. 
It joined UPA again in 2018. JMM is said to have put 
past differences aside and aligned with the RJD and the 
Jharkhand Vikas Morcha (Prajatantrik) for the LS and 
assembly polls.

BIGGEST NON-ALIGNED PARTIES – could play a pivotal role in a hung parliament
Odisha, Andhra Pradesh, and Telangana together have 63 MPs in the Lok Sabha. Currently, the three parties that are strong in those states are: 
• Biju Janata Dal (BJD) – Odisha
• YSR Congress – Andhra Pradesh
• Telangana Rashtra Samiti - Telangana
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• While most surveys show the BJP losing significantly to the SP-BSP combine, none 

predict major gains for the Congress. Mayawati (president of the Bahujan Samaj 

Party) and Akhilesh Yadav (president of the Samajwadi Party) alliance will contest 

76 seats. Pre-poll surveys predict an average 52 seats for the BSP-SP alliance. The 

alliance, which has decided not to fight in Amethi and Rae Bareli, represented by 

Rahul Gandhi and Sonia Gandhi. 

• The BJP won big in UP in 2014 with a gain of 61 seats to touch a total tally of 71. Since then, opinion polls predict that its 

popularity has fallen dramatically, largely due to falling approval for Yogi Adityanath. In the Lok Sabha by-election held in 

January 2018, BJP had lost both Alwar and Ajmer seats to the Congress. Pre poll surveys predict an average 24 seats for 

BJP in UP.

• Priyanka Gandhi’s official entry into politics has led to a flurry of activity in the UP ‘war rooms’ of political parties. While 

her entry is undoubtedly worrisome for the incumbent BJP, many political commentators believe that it is more likely to 

swing votes away from the SP-BSP combine and could actually work in BJP’s favour. 

• In early 2019, it seemed like Shiv Sena would actually break away 

from the BJP. However, since then, the two parties have finally 

formed an alliance for the Lok Sabha Polls. BJP will contest 25 seats while Sena will contest 23.

• While the Sena-BJP alliance has endured again, it has never been easy. The regional party has criticised the BJP at every 

turn, and recently it even supported the opposition’s demand for a joint parliamentary probe into the Rafale deal.

• Sena received its demand of contesting the same number of seats in the assembly polls that will be held later this year. 

BJP had reservations about such an arrangement because Sena’s seat wins in the 2014 assembly polls were less than half 

of BJP’s. 

• The Congress-NCP alliance is said to be in its final lap for working out seat-sharing.

A look at some of the biggest states

UTTAR PRADESH (80 SEATS)
The SP-BSP combine is a major challenge – could win clear majority

MAHARASHTRA (48 SEATS)
Close finish for NDA and UPA (Key players: BJP, Shiv Sena, NCP, Congress)

Date published Polling agency NDA UPA SP BSP

Jan-19 Spick Media 25 2 51

Jan-19 Times Now-VMR 27 2 51

Jan-19 ABP News - Cvoter 25 4 51

Jan-19 India Today 18 4 58

Jan-19 Republic TV – Cvoter 25 4 51

Date published Polling agency NPA SHS UPA

Jan 2019 ABP News - Cvoter 20 28

Jan 2019 VDP Associates 23 2 23

Jan 2019 India TV - CNX 22 8 18

Jan 2019 Times Now – VMR 43 5
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• In recent rural polls, TMC dominated, but BJP shot to second place in by-polls. In fact, in almost 

every by-poll since 2016, the BJP has performed better than the Congress and the Left Front.

• Media reports indicate that BJP is becoming fairly well entrenched at the grass-root level – but 

that recent losses in state-assembly elections have damaged the cadre’s morale to an extent.

• West Bengal has traditionally been a Left-leaning state. Mamta Banerjee founded the party 

All India Trinamool Congress (AITC or TMC) in 1998 after separating from the Indian National 

Congress. In 2011, Banerjee won a landslide victory for the TMC-Congress alliance dislodging the 34-year-old 

Communist Party of India (Marxist) from West Bengal. However, the legacy of the left continues in WB and AITC. In fact, 

AITC is called the ‘new Left’ by the media due to its policy and its style of agitations (Singur, Nandigram).

• Up to 2012, Banerjee has had alliances with both the NDA and the Congress – but since then, she has been the leader 

of the Third Front. Some of Banerjee’s cabinet ministers were accused of money laundering in the Sardha Group financial 

scandal, and she was criticised for not doing enough against her own ministers after the scam came to light. The CBI also 

recently arrested film producer Shrikant Mohta in the Rose Valley Scam Case. The media has reported that Mohta is close 

to Mamta Banerjee. He was also in the news for allegedly encroaching land that belonged to the Calcutta Port Trust and 

building a studio there. 

• Despite recent scandals, Banerjee is believed to be still quite popular with the masses with schemes such as rice at Rs 

2 per kg and free bicycles for school children. She is also said to have the support from the minority community. The 

two major religions in West Bengal are Hinduism (71%) and Islam (27%). Of late, West Bengal has seen increasingly 

assertive religious processions – first the Ramnavmi processions led by RSS-BJP that led to communal violence  and then 

unprecedented Hanuman Jayanti processions that were announced by both Trinamool and the BJP.

• BSP and SP recently announced a pre-poll alliance for Madhya Pradesh. The SP-

BSP alliance is likely to dent both Congress and BJP’s vote share.

• After 15 years, the BJP lost power in the state to the Congress in the November 2018 assembly elections when it lost 56 

seats (secured 109; vote share 41%), while the Congress gained 56 (secured 114; vote share 41%). Congress formed the 

government with support from SP, BSP, and others.

• The number of seats that the BJP secures in 2019 LS polls hinges largely on how popular Modi is in MP.

WEST BENGAL (42 SEATS)
BJP a tough contender, but Trinamool leads in pre-poll surveys

MADHYA PRADESH (29 SEATS)
Surveys predict BJP lead – but recent loss to weigh heavily (Key players: NDA, UPA, SP-BS)

Date published Polling agency NDA UPA AITC CPIM

Jan 2019 Spick Media 8 4 30 0

Jan 2019 Republic Tv - Cvoter 3 11 31 4

Jan 2019 Times Now – VMR 9 1 32 0

Date published Polling agency NDA UPA

Jan 2019 Spick Media 14 15

Jan 2019 ABP News -Cvoter 23 6

Jan 2019 India TV - CNX 18 11

Jan 2019 Times Now – VMR 23 5
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• DMK Chief Karunanidhi’s son Stalin has been handling party affairs over the last five years. 

In this period, there was an internal power struggle between Satlin and his brother Alagiri. 

However, senior DMK leaders have backed Stalin. He also has the support of scam-tainted 

Kanimozhi, his step-sister, and DMK committee members. 

• A Raja, another politician accused in the 2G scam, is also a prominent member of the DMK. Vaiko, a firebrand DMK 

politician and LTTE supporter who went on to form MDMK after not seeing eye-to-eye with Karunanidhi and Stalin, has 

also buried his differences with the party.

• Jayalalitha’s death is believed to have helped Stalin’s rise to power; Karunanidhi also passed away last year. 

• The Congress and DMK alliance has the advantage of being forged a while ago and is leading in pre-poll surveys. 

• The BJP sealed its alliance with AIADMK and other parties including PMK and agreed to contest 5 seats. The AIADMK 

has not had an easy year after Jayalalitha’s death in December 2016. It has split three times since then and its changing 

strength in the Tamil Nadu Assembly has brought into question its government’s legitimacy more than once (18 AIADMK 

MLAs were disqualified and elections are due to be held to fill their seats).

• Amma Makkal Munnetra Kazhagam (AMMK) was formed in 2018 by ex-AIADMK member Dinakaran after he was 

expelled from the party in 2017.

• Opinion polls are heavily in favour of NDA currently – until mid-2018, these 

were reflecting quite a bit of anti-incumbency. 

• The JDU is back with the NDA; it had left just ahead of the 2014 LS elections 

and had brief alliances with the RJD and Congress for assembly polls in 

2015. 

• The RJD-led opposition alliance also includes the Congress. With RJD supremo Laloo Prasad Yadav in jail, his son 

Tejashwi Yadav is the face of the RJD and is said to have handled alliances deftly.

• The Congress-RJD alliance is believed to be close to a seat-sharing agreement after a bumpy journey. Tejashwi Yadav’s 

January meeting with SP chief Akhilesh Yadav and BSP supremo Mayawati is not said to have sat well with the Congress. 

Conversely, RJD is not comfortable with Congress’ alleged demands to contest about 10-12 seats in the elections, 

considering that it won only two in 2014.

• In Bihar, caste equations play an important role in how people vote. In this year’s elections, while these equations seem 

fairly evenly balanced among NDA and UPA, Most Backward Classes (about 24% of the state’s population) are likely to 

play a pivotal role.

• Liquor prohibition, imposed three years ago by Nitish Kumar, is also likely to play a key role in how people vote.

TAMIL NADU – 39 SEATS + 1 (PUDUCHERRY)
AIADMK faces anti-incumbency – Modi magic untested in TN; DMK (UPA) leads

BIHAR – 40 SEATS
NDA seems to be leading for now (Key players: NDA (BJP, JDU, LJP), UPA (Congress + RJD)

Date published Polling agency UPA AMMK AIADMK DMK PMK

Jan 2019 Spick Media 24 9 4

Jan 2019 Times Now-VMR 35 4

Jan 2019 IndiaTV-CNX 3 4 10 21 1

Date published Polling agency NDA UPA

Jan 2019 Spick Media 24 16

Jan 2019 ABP News - Cvoter 35 5

Jan 2019 Times Now-VMR 30 10
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• Media reports indicate that for the 2019 elections, JDS’ Kumaraswamy is believed to have 

demanded 12 of the 28 seats; this demand, seen in the light of JDS’ 2-seat win in the 2014 Lok 

Sabha elections, has been deemed unreasonable by the Congress. BJP had won 17 seats in the 

2014 LS, Congress 9. 

• Some reports even indicate that JDS and Congress might go in for a ‘friendly fight’.

• In the May 2018 assembly elections in the state, the BJP could not form the government 

despite winning 104 seats becoming the single largest party with a vote share of 36%. The Congress won 80 seats with 

a vote share of 38% and JDS won 38 with an 18% vote share. Even as JDS finished third, its chief HD Kumaraswamy 

(the third son of former prime minister HD Deve Gowda) was crowned Chief Minister when Congress declared it would 

unconditionally support JD(S) to form the next Karnataka government. The Congress move was hailed as strategic by 

political commentators – it would stop the BJP from staking claim to form the government while not appearing to make 

a grab for power for itself. 

• The BJP had denounced the ascension of HD Kumarswamy as ‘unholy’. However, commentators were quick to point out 

that the BJP had employed a similar strategy in Meghalaya where it brought together its allies to form a government 

when the party itself had won only two seats. BJP also did something similar in Goa, beating the Congress in terms of 

cobbling together an alliance faster to form the government. 

• This state is likely to be a prestige issue for the BJP in the general elections. Media reports say that the Congress is 

targeting at least 13 seat wins this time, buoyed by its recent wins in Madhya Pradesh, Rajasthan, and Chhattisgarh. 

• In the December 2017 Gujarat assembly elections, while the BJP did win a majority, it was by slimmer margins than in the 

2014 general polls. The BJP actually lost 16 assembly seats vs. the previous polls and the Congress and its allies won 20 

more. However, the BJP’s vote share actually increased by 1%.

• In the 2014 general elections, the Congress failed to win any Lok Sabha seats in Gujarat while the BJP had won all 26. 

• Political observers point out that for the upcoming general elections, the fact that Gujaratis would be voting for a 

Gujarati PM could be a crucial element.

KARNATAKA –  28 SEATS
A tough fight; JDS-Congress alliance uneasy (Key players: BJP, Congress, JDS)

GUJARAT – 26 SEATS
NDA seems to be leading for now (Key players: BJP, Congress)

Date published Polling agency NDA UPA

Jan 2019 Spick Media 13 15

Jan 2019 Republic Tv - Cvoter 14 14

Jan 2019 Times Now – VMR 14 14

Date published Polling agency NDA UPA

Jan 2019 Republic Tv - Cvoter 24 2

Jan 2019 Times Now – VMR 24 2
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• In the December 2018 elections, the Congress bagged 99 seats (+78 over the previous 

election) with a vote share of 39% and the BJP got 73 (-90) with a vote share of 39%. 

Mayawati’s BSP won six seats (+3). 

• Political pundits largely blamed BJP’s losses on CM Vasundhara Raje’s unpopularity, 

farmer distress, and dissatisfaction with employment generation by the state government. 

For the whole of 2018, the BJP had faced numerous issues in Rajasthan – these included 

farmer protests in the Shekhawati region, dissatisfaction about restrictions on cattle transport, and Gujjar unrest over 

reservation. Rajasthan’s large business community was also believed to be unhappy about demonetisation and GST.

• In Rajasthan, the ruling party has generally retained the advantage in LS polls. 

• Not taking any chances, CM Ashok Gehlot has already announced farm loan waivers of up to Rs 200,000 (Vasundhara 

Raje had announced Rs 50,000) and deputy CM Sachin Pilot has already launched the waiver scheme.

• YSR Congress Party is headed by Y S Jaganmohan Reddy, the son of former Andhra 

Pradesh chief minister YS Rajasekhara Reddy (popularly known as YSR). Both were formerly 

members of the Indian National Congress. After the sudden demise of YSR in 2009, son 

Jagan’s Odarpu Yatra (condolence tour) across Andhra Pradesh did not sit well with the 

Congress. Things soured quickly between the two and Jagan quit. 

• YSR party currently holds 4 seats in the Los Sabha and 2 in the Rajya Sabha. As a part of his pre-poll campaign Jagan 

Mohan Reddy went on a 3-month padyatra (walking journey) of Andhra Pradesh that ended early January. In this journey, 

he is said to have covered 3,000km and 134 constituencies – this is supposed to have influenced voters positively (his 

father had undertaken a similar exercise during his time). 

• The Telugu Desam Party’s leader N. Chandrababu Naidu quit the NDA over rifts about financial support and ‘special 

status’ for Andhra Pradesh. Chandrababu Naidu had formed a pre-poll alliance with the Congress for Telangana 

assembly polls in 2018 but it lost badly to K Chandrashekar Rao’s TSR.

• The Congress is contesting solo in AP this time with a key poll promise being that it will special category status for the 

state.

Incidentally, assembly elections in Andhra Pradesh are due at the same time as general elections.

RAJASTHAN – 25 SEATS
Despite positive pre-poll surveys, odds are stacked against the BJP (Key players: NDA, UPA)

ANDHRA PRADESH – 25 SEATS
YSRPC seems to have a clear lead (Key players: YSRPC, TDP)
Note: In 2014, AP included Telangana. It had 42 seats of which TDP won 16, TRS won 11, and YSRCP won 9  

Date published Polling agency NDA UPA

Jan 2019 India TV - CNX 15 10

Jan 2019 VDP Associates 12 13

Jan 2019 News Nation 16 9

Jan 2019 Times Now – VMR 17 8

Date published Polling agency YSR TDP

Jan 2019 Spick Media 22 3

Jan 2019 Republic Tv - Cvoter 20 5

Jan 2019 Times Now-VMR 23 2
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• Despite BJP’s attacks on Naveen Patnaik’s BJD, Patnaik and Modi are believed to share a 

warm personal equation. The BJD used to be a part of the NDA between 1998 and 2009. The 

alliance ended in the 2009 general elections when seat-sharing differences cropped up. BJD 

saw a huge victory then, winning 20 of the 21 seats. Naveen Patnaik has been chief minister 

of Odisha since 2004, winning four consecutive terms. As such, he is said to face tremendous 

anti-incumbency. 

• Key poll issues are likely to be farmer distress (Congress’ focus), corruption, and women’s safety (the last two are BJP’s 

focus areas). 

• Odisha’s agri-depended population is about 60% and its tribal population is about 23%. To combat anti-incumbency, 

in December 2018, Odisha’s BJD government had announced a massive Rs 102bn scheme for direct benefit transfer to 

farmers and landless farm labourers.

• BJP has focused on women’s safety and empowerment (fronting more women leaders) and corruption (targeting the 

Hockey World Cup and chit funds scandals). BJP also held a National Tribal Maha Adhiveshan programme in Odisha 

recently, which BJP tribal leaders from across the country attended. 

• While opinion polls do not predict any seat win for the Congress, the party is said to be hopeful – there is quite a bit 

of buzz in the agri community about the party’s promise to hike paddy MSP to Rs 2,600 per quintal from the current Rs 

1,750.

• Odisha will hold assembly elections along with the general elections.

• Media reports say the current Chief Minister of Kerala, Pinarayi Vijayan has lost popularity 

among certain sections of voters because he implemented the Supreme Court allowing 

women of all ages to enter the celibate god’s hill shrine – Sabrimala. However, others have 

lauded him for upholding the law. 

• There are reports that the Congress and communist parties have actually warmed up to each other based on their 

common goal of thwarting BJP’s chances in the state. A state Congress leader, requesting anonymity is quoted by the 

media as saying – “LDF leaders understand that in order to defeat the BJP, the Congress has to come to power in Delhi 

with a strong number” while a communist leaders is quoted as saying “We will contest seats to win, but in some pockets, 

there will be mutual understanding. We have been saying both within and outside the coalition that the main enemy is 

the BJP and its fascism”.

• In the 2014 general election, UDF won 12 seats, LDF 8, and BJP won just one. However, LDF won the 2016 assembly 

elections (+25 seats), with 43% vote share; UDF had 39% vote share (-25 seats).

ODISHA – 21 SEATS
NDA seems to have an edge for now (Key players: NDA, BJD)

KERALA – 20 SEATS
Congress leads (Key players: UDF (Congress-led alliance), LDF (communist parties and others)

Date published Polling agency NDA UPA BJD

Jan 2019 ABP News - Cvoter 12 - 9

Jan 2019 Times Now-VMR 13 0 8

Date published Polling agency UDF LDF NDA

Jan 2019 Spick Media 13 5 2

Jan 2019 Republic Tv - Cvoter 16 4 -

Jan 2019 Times Now – VMR 16 3 1
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• K. Chandrashekar Rao’s party swept up 88 seats in the December 2018 state elections, 

Congress took 21, and Akbaruddin Owaisi’s AIMIM took 7. While Rao started his career 

with the Congress party, he soon shifted allegiance to TDP (NT Rama Rao’s party) where he 

remained from 1983 to 2001. He formed the TRS party in 2001 to fight for a separate state 

for Telangana. 

• TRS was a UPA alliance partner and in the 2004 state elections (then Andhra Pradesh), and won 26 state assembly 

seats and 5 Lok Sabha seats. Two years later, it withdrew its support over the issue of carving out a separate state. KCR 

subsequently triggered a by-election and lost. 

• Telangana was formed in June 2014, in which general election year TRS did not align with either or NDA – it bagged 11 

of the 17 Lok Sabha seats and 63 of the 119 assembly seats.

• With the Asom Gan Parishad’s exit from the BJP alliance, its performance in this state  remains to be seen. 

• Assam was ruled by the Congress for several years. In a complete turnaround, the BJP came to power in 2014 – however, 

its alliance partner AGP recently quit after the BJP supported the Citizenship Amendment Bill. 

• Other than the AGP, prominent regional parties include All India United Democratic Front (AIUDF) and Bodoland 

People’s Front (BPF).

• The AGP is said to have kept its options open about possible tie-ups.

TELANGANA – 17 SEATS
Strong lead for TRS – near clean sweep predicted

ASSAM – 14 SEATS
A traditionally capricious state – AGP’s exit from the NDA could change equations
(Key players: NDA, UPA, All India United Democratic Front)

Date published Polling agency TRS UPA TDP AIMIM

Jan 2019 Spick Media 17 0 0 0

Jan 2019 Republic Tv - Cvoter 16 - - 1

Jan 2019 Times Now – VMR 10 5

Date published Polling agency NDA UPA AIUDF

Jan 2019 Republic Tv - Cvoter 6 7 1

Jan 2019 Times Now-VMR 8 (BJP) 3 3
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• The JMM party fought for a separate state for Jharkhand (from Bihar). Shibu Soren leads the JMM; he was found guilty in 

the murder of his private secretary Shashi Nath Jha in 1994. His son Hemant Soren was the CM of Jharkhand in 2013-

2014.

• The Congress party forged an alliance with JMM in March 2018 itself for the RS and LS elections, after the former agreed 

to contest LS and state assembly polls under JMM’s leadership. 

• The Congress had broken relations with the JMM before the 2014 LS elections. 

• Recently, the Jharkhand Assembly Speaker Dinesh Oraon (BJP) upheld that the six JVM MLAs joining BJP in February 

2015 was not a defection but a merger. JVM president Babulal Marandi had asked for their disqualification for violating 

anti-defection law. Had Oraon not passed this judgement, the BJP government would have fallen short of a majority at 

the end of its five-year term.

•  In the February 2017 state assembly elections, the INC won 77 seats (+31 vs. the previous 

elections) with a vote share of 39% and AAP won 20. The Shiromani Akali Dal (NDA partner) 

won just 15 seats (-41) with a vote share of 25% a huge swing of -9% over the last election. 

• The Aam Aadmi Party has declared that it would fight the upcoming Lok Sabha elections in 

Delhi, Punjab, and Haryana on its own (there was speculation that it would tie up with the 

Congress party). 

• In 2015, Shiromani Akali Dal was rocked by the ‘sacrilege controversy’ when police firing took 

place (2 dead) at Kotkapura and Behbal Kalan in Faridkot in 2015 on people protesting the 

desecration of the Sikh holy book The Guru Granth Sahib. Many believe that this led to SAD’s downfall in 2017. Former 

CM Prakash Singh Badal maintains that he never ordered the firing.

• However, some commentators point out that the people blame SAD’s lack of proper governance for the tremendous 

rise in drug addiction among Punjab’s youth. A study by the Ministry of Social Justice & Empowerment and the United 

Nations International Drug Control Programme showed that drug abuse in Punjab is 3x higher than the national average 

and that c.40% of youth and c.48% of farmers and labourers are addicts.  

• BJP has said that it will fight the 2019 Lok Sabha elections alongside SAD (BJP 3, SAD 10). However, SAD’s leadership 

was not present when it started its campaign in Amritsar recently.

• The 1984 anti-Sikh riots are also a big talking point in Punjab elections – recently, Sajjan Kumar a Congress party 

politician was sentenced to life imprisonment for his role in the riots. Sikhs constitute about 58% of Punjab’s population.

• Power tariffs are likely to be another key factor in this state. The Congress government has hiked tariffs thrice since 

coming to power in 2017.

JHARKHAND –  14 SEATS
UPA stronger with JMM (Key players: NDA, UPA (with JMM), JVM)

PUNJAB - 13 SEATS
Clean sweep for the Congress party predicted (Key players: NDA (BJP + Shiromani Akali Dal), Congress)

Date published Polling agency NPA UPA JMM JVM

Jan 2019 Republic Tv - Cvoter 5 8 1

Jan 2019 VDP Associates 4 5 4 1

Jan 2019 Times Now – VMR 6 8 ?

Date published Polling agency NDA UPA AAP

Jan 2019 ABP News - Cvoter 1 12 -

Jan 2019 Times Now – VMR 0 12 1
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Indian Economy – Trend Indicators

Monthly Economic Indicators

Quarterly Economic Indicators

Growth Rates (%) Dec-17 Jan-18 Feb-18 Mar-18 Apr-18 May-18 Jun-18 Jul-18 Aug-18 Sep-18 Oct-18 Nov-18 Dec-18 Jan-19

IIP 7.1 7.4 7.1 4.6 4.8 3.8 7.0 6.5 4.7 4.5 8.4 0.5 2.4 -

PMI 54.7 52.4 52.1 51.0 51.6 51.2 53.1 52.3 51.7 52.2 53.1 54.0 53.2 -

Core sector 3.8 6.1 5.4 4.5 4.6 4.1 7.8 7.3 4.7 4.3 4.8 3.5 2.6 -

WPI 3.6 3.0 2.7 2.7 3.6 4.8 5.7 5.3 4.6 5.2 5.5 4.6 3.8 2.8

CPI 5.2 5.1 4.4 4.3 4.6 4.9 5.0 4.2 3.7 3.8 3.3 2.3 2.1 2.0

Money Supply 10.2 10.8 10.5 9.9 10.6 10.4 10.1 10.2 10.0 10.0 10.0 10.3 10.4 10.5

Deposit 3.2 4.3 5.3 6.1 8.1 7.5 7.4 7.7 8.0 7.8 8.4 8.8 8.8 9.3

Credit 9.8 10.4 10.4 10.5 12.1 12.4 12.4 12.2 12.7 12.6 14.0 14.6 14.7 14.0

Exports 12.4 9.1 4.5 -0.4 5.2 20.2 17.6 14.3 16.9 -2.2 17.9 0.8 0.4 3.7

Imports 21.1 26.1 10.4 7.9 4.6 14.9 21.3 28.8 25.4 10.5 17.6 4.3 -2.4 -2.4

Trade	deficit	(USD Bn) 41.1 64.6 25.8 31.2 3.6 5.6 28.1 57.4 49.4 48.9 22.2 10.4 -12.1 -12.1

Net FDI (USD Bn) 4.3 1.9 4.0 1.8 4.8 3.8 1.8 1.9 2.0 3.9 3.7 0.9 2.7 -

FII (USD Bn) -0.4 3.5 -2.4 1.2 -3.0 -1.7 -4.2 4.6 -4.9 -2.1 -5.1 1.8 1.2 -

ECB (USD Bn) 1.3 0.5 3.1 5.1 3.9 1.3 2.7 2.2 4.8 1.7 1.4 2.1 3.8 -

Dollar-Rupee 63.9 63.6 64.4 65.0 65.7 67.6 67.8 68.7 69.6 72.3 73.6 71.8 70.7 70.7

FOREX Reserves (USD Bn) 409.4 417.8 420.6 424.4 420.4 412.8 406.1 404.2 400.1 400.5 392.1 393.7 393.4 398.2

NRI Deposits (USD Bn) 123.3 124.4 124.3 126.2 124.6 123.5 124.3 124.9 123.0 121.9 121.5 125.7 125.8 0.0

Balance of Payment (USD Bn) Q2FY17 Q3FY17 Q4FY17 Q1FY18 Q2FY18 Q3FY18 Q4FY18 Q1FY19 Q2FY19
Exports 68.8 77.4 73.1 76.1 77.5 82.2 83.4 83.4 83.4
Imports 102.0 107.1 115.1 108.5 121.6 123.8 129.1 133.4 133.4
Trade	deficit -33.3 -29.7 -41.9 -32.5 -44.0 -41.6 -45.8 -50.0 -50.0
Net Invisibles 25.3 26.3 27.0 25.5 30.3 28.6 29.8 30.9 30.9
CAD -8.0 -3.5 -15.0 -7.0 -13.7 -13.1 -15.9 -19.1 -19.1
CAD (% of GDP) 1.4 0.6 2.5 1.1 2.0 1.9 2.4 2.9 2.9
Capital Account 6.1 10.4 26.9 16.9 22.5 25.0 5.4 16.3 16.3
BoP -1.2 7.3 11.4 9.5 9.4 13.2 -11.3 -1.9 -1.9

GDP and its Components (YoY, %) Q2FY17 Q3FY17 Q4FY17 Q1FY18 Q2FY18 Q3FY18 Q4FY18 Q1FY19 Q2FY19
Agriculture & allied activities 4.1 6.9 5.2 2.3 2.7 4.1 4.5 5.3 3.8
Industry 6.5 7.2 5.5 1.5 7.0 6.8 8.0 10.8 6.5
Mining & Quarrying -1.3 1.9 6.4 -0.7 7.1 -0.1 2.7 0.1 -2.4
Manufacturing 7.7 8.2 5.3 1.2 6.9 8.1 9.1 13.5 7.4
Electricity, Gas & Water Supply 5.1 7.4 6.1 7.0 7.7 6.1 7.7 7.3 9.2
Services 7.4 6.4 5.7 7.8 6.6 7.6 8.2 7.5 7.5
Construction 4.3 3.4 -3.7 2.0 2.8 6.8 11.5 8.7 7.8
Trade, Hotel, Transport and Communications 7.7 8.3 6.5 11.1 9.3 9.0 6.8 6.7 6.8
Finance, Insurance, Real-Estate & Business Services 7.0 3.3 2.2 6.4 6.4 6.7 5.0 6.5 6.3
Community, Social & Personal Services 9.5 10.3 17.0 9.5 5.6 7.2 13.3 9.9 10.9
GDP at FC 6.8 6.7 5.6 5.6 6.2 6.7 7.6 8.0 6.9
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Annual Economic Indicators and Forecasts 
Indicators Units  FY10   FY11   FY12   FY13   FY14   FY15   FY16   FY17   FY18   FY19E  

Real GDP/GVA growth %  8.6   8.9   6.7   6   5.6   7.1   7.9   6.6   6.5-6.7  7.0

   Agriculture %  0.8   8.6   5   1.5   4.2   -0.2   0.7   4.9   2  3.8

   Industry %  10.2   8.3   6.7   5   4.5   6.5   10.2   7   4.9  7.4

  Services %  10   9.2   7.1   6.1   8.2   9.4   9.1   6.9   8.6  7.5

Real GDP  ` Bn  45161   49185   52475   85992   90844   97190   104905   111854   119349  128088

Real GDP US$ Bn  953   1079   1096   1694   1581   1589   1603   1667   1843  1830

Nominal GDP ` Bn  64778   77841   87360   99466   112366   124451   136820   151837   167173  188407

Nominal GDP US$ Bn  1367   1707   1824   1828   1859   2035   2090   2264   2582  2692

WPI (Average) %  3.8   9.6   8.7   7.4   6   2   -2.5   3.7   3  3.7

CPI (Average)  12.4   10.4   8.3   10.2   9.5   6.4   4.9   4.5   3.4  3.5

Money Supply %  19.2   16.2   15.8   13.6   13.5   12   10.3   7.3   9.5  10.0

CRR %  5.75   6   4.75   4   4   4   4   4   4  4.0

Repo rate %  5   6.75   8.5   7.5   8   7.5   6.75   6.25   6  6.25

Reverse repo rate %  3.5   5.75   7.5   6.5   7   6.5   5.75   5.75   5.75  6.00

Bank Deposit growth %  17.2   15.9   13.5   14.2   14.6   12.1   9.7   11.2   8  9.0

Bank Credit growth %  16.9   21.5   17   14.1   13.5   12.5   10.7   4.7   9  14.0

Centre	Fiscal	Deficit ` Bn  4140   3736   5160   5209   5245   5107   5328   5343   5684  6344

Centre	Fiscal	Deficit % of GDP  6.4   4.8   5.7   5.2   4.6   4.1   3.9   3.5   3.4  3.4

State	Fiscal	Deficit % of GDP  2.9   2.1   1.9   2   2.2   2.6   3.6   3   3.5  3.2

Consolidated	Fiscal	Deficit % of GDP  9.3   6.9   7.6   6.9   7.1   6.6   7.5   6.5   6.9  6.6

Exports US$ Bn  182.4   251.1   309.8   306.6   318.6   316.7   266.4   280.1   299.7  336.8

YoY Growth %  -3.5   37.6   23.4   -1   3.9   -0.6   -15.9   5.2   7  9.0

Imports US$ Bn  300.6   381.1   499.5   502.2   466.2   460.9   396.4   392.6   459.3  520.6

YoY Growth %  -2.5   26.7   31.1   0.5   -7.2   -1.1   -14   -1   17  11.0

Trade Balance US$ Bn  -118.2   -129.9   -189.8   -195.6   -147.6   -144.2   -130.1   -112.4   -159.6  -183.8

Net Invisibles US$ Bn  80   84.6   111.6   107.5   115.2   116.2   107.9   97.1   108.3  124.2

Current	Account	Deficit US$ Bn  -38.2   -45.3   -78.2   -88.2   -32.4   -27.9   -22.2   -15.3   -51.2  -59.7

CAD (% of GDP) %  -2.8   -2.6   -4.2   -4.7   -1.7   -1.4   -1.1   -0.7   -2  -2.2

Capital Account Balance US$ Bn  51.6   62   67.8   89.3   48.8   90   41.1   36.5   64.9  52.5

Dollar-Rupee (Average)  47.4   45.6   47.9   54.4   60.5   61.2   65.5   67   64.8  70.0

Source: RBI, CSO, CGA, Ministry of Agriculture, Ministry of commerce, Bloomberg, PhillipCapital India Research
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Disclosures and Disclaimers

PhillipCapital (India) Pvt. Ltd. has three independent equity research groups: Institutional 
Equities, Institutional Equity Derivatives and Private Client Group. This report has been prepared by 
Institutional Equities Group. The views and opinions expressed in this document may or may not 
match or may be contrary at times with the views, estimates, rating, target price of the other equity 
research groups of PhillipCapital (India) Pvt. Ltd. 

This report is issued by PhillipCapital (India) Pvt. Ltd. which is regulated by SEBI. PhillipCapital 
(India) Pvt. Ltd. is a subsidiary of Phillip (Mauritius) Pvt. Ltd. References to "PCIPL" in this report shall 
mean PhillipCapital (India) Pvt. Ltd unless otherwise stated. This report is prepared and distributed 
by PCIPL for information purposes only and neither the information contained herein nor any opin-
ion expressed should be construed or deemed to be construed as solicitation or as offering advice 
for the purposes of the purchase or sale of any security, investment or derivatives. The information 
and opinions contained in the Report were considered by PCIPL to be valid when published. The 
report also contains information provided to PCIPL by third parties. The source of such information 
will usually be disclosed in the report. Whilst PCIPL has taken all reasonable steps to ensure that this 
information is correct, PCIPL does not offer any warranty as to the accuracy or completeness of such 
information. Any person placing reliance on the report to undertake trading does so entirely at his 
or her own risk and PCIPL does not accept any liability as a result. Securities and Derivatives markets 
may be subject to rapid and unexpected price movements and past performance is not necessarily 
an indication to future performance.
This	report	does	not	have	regard	to	the	specific	investment	objectives,	financial	situation	and	

the	particular	needs	of	any	specific	person	who	may	receive	this	report.	Investors	must	undertake	
independent	analysis	with	their	own	legal,	tax	and	financial	advisors	and	reach	their	own	regarding	
the appropriateness of investing in any securities or investment strategies discussed or recommend-
ed in this report and should understand that statements regarding future prospects may not be 
realized. In no circumstances it be used or considered as an offer to sell or a solicitation of any offer 
to buy or sell the Securities mentioned in it. The information contained in the research reports may 
have been taken from trade and statistical services and other sources, which we believe are reliable. 
PhillipCapital	(India)	Pvt.	Ltd.	or	any	of	its	group/associate/affiliate	companies	do	not	guarantee	that	
such information is accurate or complete and it should not be relied upon as such. Any opinions 
expressed	reflect	judgments	at	this	date	and	are	subject	to	change	without	notice

Important: These disclosures and disclaimers must be read in conjunction with the research 
report of which it forms part. Receipt and use of the research report is subject to all aspects of these 
disclosures and disclaimers. Additional information about the issuers and securities discussed in 
this research report is available on request.

Certifications:	The	research	analyst(s)	who	prepared	this	research	report	hereby	certifies	that	the	
views	expressed	in	this	research	report	accurately	reflect	the	research	analyst’s	personal	views	about	
all	of	the	subject	issuers	and/or	securities,	that	the	analyst	have	no	known	conflict	of	interest	and	
no part of the research analyst’s compensation was, is or will be, directly or indirectly, related to the 
specific	views	or	recommendations	contained	in	this	research	report.	The	Research	Analyst	certifies	
that he /she or his / her family members does not own the stock(s) covered in this research report.

Independence: PhillipCapital (India) Pvt. Ltd. has not had an investment banking relationship 
with, and has not received any compensation for investment banking services from, the subject 
issuers in the past twelve (12) months, and PhillipCapital (India) Pvt. Ltd does not anticipate 
receiving or intend to seek compensation for investment banking services from the subject issuers 
in the next three (3) months. PhillipCapital (India) Pvt. Ltd is not a market maker in the securities 
mentioned	in	this	research	report,	although	it	or	its	affiliates	may	hold	either	long	or	short	positions	
in such securities. PhillipCapital (India) Pvt. Ltd does not hold more than 1% of the shares of the 
company(ies) covered in this report.

Suitability and Risks: This research report is for informational purposes only and is not tailored 
to	the	specific	investment	objectives,	financial	situation	or	particular	requirements	of	any	individual	
recipient hereof. Certain securities may give rise to substantial risks and may not be suitable for 
certain investors. Each investor must make its own determination as to the appropriateness of any 
securities referred to in this research report based upon the legal, tax and accounting considerations 
applicable	to	such	investor	and	its	own	investment	objectives	or	strategy,	its	financial	situation	and	
its investing experience. The value of any security may be positively or adversely affected by changes 
in	foreign	exchange	or	interest	rates,	as	well	as	by	other	financial,	economic	or	political	factors.	Past	
performance is not necessarily indicative of future performance or results.

Sources, Completeness and Accuracy: The material herein is based upon information obtained 
from sources that PCIPL and the research analyst believe to be reliable, but neither PCIPL nor the 
research analyst represents or guarantees that the information contained herein is accurate or 
complete and it should not be relied upon as such. Opinions expressed herein are current opinions 
as of the date appearing on this material and are subject to change without notice. Furthermore, 
PCIPL is under no obligation to update or keep the information current.

Copyright: The copyright in this research report belongs exclusively to PCIPL. All rights are 
reserved. Any unauthorized use or disclosure is prohibited. No reprinting or reproduction, in whole 
or in part, is permitted without the PCIPL’s prior consent, except that a recipient may reprint it for 
internal circulation only and only if it is reprinted in its entirety.

Caution: Risk of loss in trading/investment can be substantial and even more than the amount / 
margin given by you. Investment in securities market are subject to market risks, you are requested 
to read all the related documents carefully before investing. You should carefully consider whether 
trading/investment	is	appropriate	for	you	in	light	of	your	experience,	objectives,	financial	resources	
and other relevant circumstances. PhillipCapital and any of its employees, directors, associates, 
group	entities,	or	affiliates	shall	not	be	liable	for	losses,	if	any,	incurred	by	you.	You	are	further	
cautioned	that	trading/investments	in	financial	markets	are	subject	to	market	risks	and	are	advised	
to seek independent third party trading/investment advice outside PhillipCapital/group/associates/
affiliates/directors/employees	before	and	during	your	trading/investment.	There	is	no	guarantee/
assurance	as	to	returns	or	profits	or	capital	protection	or	appreciation.	PhillipCapital	and	any	of	its	

employees, directors, associates, and/or employees, directors, associates of PhillipCapital’s group 
entities	or	affiliates	is	not	inducing	you	for	trading/investing	in	the	financial	market(s).	Trading/
Investment decision is your sole responsibility. You must also read the Risk Disclosure Document 
and Do’s and Don’ts before investing. 

Kindly note that past performance is not necessarily a guide to future performance.

For Detailed Disclaimer: Please visit our website  www.phillipcapital.in

IMPORTANT DISCLOSURES FOR U.S. PERSONS
This research report is a product of PhillipCapital (India) Pvt. Ltd. which is the employer of the 
research analyst(s) who has prepared the research report. PhillipCapital (India) Pvt Ltd. is authorized 
to engage in securities activities in India.  PHILLIPCAP is not a registered broker-dealer in the United 
States and, therefore, is not subject to U.S. rules regarding the preparation of research reports and 
the independence of research analysts. This research report is provided for distribution to “major 
U.S. institutional investors” in reliance on the exemption from registration provided by Rule 15a-6 
of the U.S. Securities Exchange Act of 1934, as amended (the “Exchange Act”). If the recipient of 
this	report	is	not	a	Major	Institutional	Investor	as	specified	above,	then	it	should	not	act	upon	this	
report and return the same to the sender. Further, this report may not be copied, duplicated and/or 
transmitted onward to any U.S. person, which is not a Major Institutional Investor.
Any U.S. recipient of this research report wishing to effect any transaction to buy or sell securities or 
related	financial	instruments	based	on	the	information	provided	in	this	research	report	should	do	so	
only through Rosenblatt Securities Inc, 40 Wall Street 59th Floor, New York NY 10005, a registered 
broker dealer in the United States.  Under no circumstances should any recipient of this research 
report	effect	any	transaction	to	buy	or	sell	securities	or	related	financial	instruments	through	
PHILLIPCAP. Rosenblatt Securities Inc. accepts responsibility for the contents of this research report, 
subject to the terms set out below, to the extent that it is delivered to a U.S. person other than a 
major U.S. institutional investor.
The	analyst	whose	name	appears	in	this	research	report	is	not	registered	or	qualified	as	a	research	
analyst with the Financial Industry Regulatory Authority (“FINRA”) and may not be an associated 
person of Rosenblatt Securities Inc. and, therefore, may not be subject to applicable restrictions 
under FINRA Rules on communications with a subject company, public appearances and trading 
securities held by a research analyst account.
Ownership	and	Material	Conflicts	of	Interest
Rosenblatt	Securities	Inc.	or	its	affiliates	does	not	‘beneficially	own,’	as	determined	in	accordance	
with Section 13(d) of the Exchange Act, 1% or more of any of the equity securities mentioned in the 
report.	Rosenblatt	Securities	Inc,	its	affiliates	and/or	their	respective	officers,	directors	or	employees	
may have interests, or long or short positions, and may at any time make purchases or sales as a 
principal or agent of the securities referred to herein. Rosenblatt Securities Inc. is not aware of any 
material	conflict	of	interest	as	of	the	date	of	this	publication
Compensation and Investment Banking Activities 
Rosenblatt	Securities	Inc.	or	any	affiliate	has	not	managed	or	co-managed	a	public	offering	of	
securities for the subject company in the past 12 months, nor received compensation for investment 
banking	services	from	the	subject	company	in	the	past	12	months,	neither	does	it	or	any	affiliate	
expect to receive, or intends to seek compensation for investment banking services from the subject 
company in the next 3 months.
Additional Disclosures
This research report is for distribution only under such circumstances as may be permitted by 
applicable	law.		This	research	report	has	no	regard	to	the	specific	investment	objectives,	financial	
situation	or	particular	needs	of	any	specific	recipient,	even	if	sent	only	to	a	single	recipient.		This	
research report is not guaranteed to be a complete statement or summary of any securities, 
markets, reports or developments referred to in this research report.  Neither PHILLIPCAP nor any 
of	its	directors,	officers,	employees	or	agents	shall	have	any	liability,	however	arising,	for	any	error,	
inaccuracy or incompleteness of fact or opinion in this research report or lack of care in this research 
report’s preparation or publication, or any losses or damages which may arise from the use of this 
research report.
PHILLIPCAP	may	rely	on	information	barriers,	such	as	“Chinese	Walls”	to	control	the	flow	of	
information	within	the	areas,	units,	divisions,	groups,	or	affiliates	of	PHILLIPCAP.
Investing	in	any	non-U.S.	securities	or	related	financial	instruments	(including	ADRs)	discussed	
in this research report may present certain risks.  The securities of non-U.S. issuers may not be 
registered with, or be subject to the regulations of, the U.S. Securities and Exchange Commission.  
Information	on	such	non-U.S.	securities	or	related	financial	instruments	may	be	limited.	Foreign	
companies may not be subject to audit and reporting standards and regulatory requirements 
comparable to those in effect within the United States.
The	value	of	any	investment	or	income	from	any	securities	or	related	financial	instruments	
discussed in this research report denominated in a currency other than U.S. dollars is subject to 
exchange	rate	fluctuations	that	may	have	a	positive	or	adverse	effect	on	the	value	of	or	income	from	
such	securities	or	related	financial	instruments.		
Past performance is not necessarily a guide to future performance and no representation or 
warranty, express or implied, is made by PHILLIPCAP with respect to future performance.  Income 
from	investments	may	fluctuate.		The	price	or	value	of	the	investments	to	which	this	research	
report relates, either directly or indirectly, may fall or rise against the interest of investors.  Any 
recommendation or opinion contained in this research report may become outdated as a 
consequence of changes in the environment in which the issuer of the securities under analysis 
operates, in addition to changes in the estimates and forecasts, assumptions and valuation 
methodology used herein.  
No part of the content of this research report may be copied, forwarded or duplicated in any form or 
by any means without the prior written consent of PHILLIPCAP and PHILLIPCAP accepts no liability 
whatsoever for the actions of third parties in this respect.
PhillipCapital (India) Pvt. Ltd.
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