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By DEEPSHIKHA PUNJ and SANKALP SAINI

‘ot too long ago, mnnmgabusmssnnphed

‘mentioned

the family-run shop. But now, the definition of busi-
ness has changed, and how. Young (and not so young)
entmpreueurs are applyingtheirknowledge, skill sets

one’s pharma degree or leavmgamu]nnanonaljob
to start a Chinese food chain or solar
lanterns after reading a government billboard just
didn’t happen in the old days. But the new ideas, and
their generators, are shining bright. Not only are these
entrepreneurs creating jobs for others, they are also
showing the way as to how business can be conducted
in a choppy economy. Here we feature six individu-
a]swhohave employed their experience or talent or

thxtuwenothmgtotheﬁmﬂy In this day and age
of ideas, these entrepreneurs are not only thinking
omofthebox,thefrealsochannelhngthmerwrg:w
1o create innovative busmases thatwere unheard

to create an enterprise. The 2011 Legatum
Institute Survey of Entrepreneurs cites the outlook
among India’s entrepreneurs as ‘generally positive’ on
several fronts, with 70 per cent respondents believing
that India is headed in the right direction. We\] our

%1,000 crore by 2017

tion,” ibers. Atthat time, the Mohanl

ideaand

ings, Mohanka also makes solar panels.

of till Making a I at of
NO SUNSHINE WHEN SHE’S GONE
Shubhra Mohanka Director, Solid Solar
by Gautam Polymers, New i
SEED CAPITAL: ¥1 crore

1 d in 2012;

ml,whﬂcdnvm' ing home with her husband, Shubhra Mohanka
across a hoarding about solar lanterns. “It was virtually an
untapped ‘market and I felt it made for abrﬂhant business proposi-
’ company
Polymers made only injection-moulded thermoplastics for ethernet
connectors. “Coincidently, a week after we saw the ad, Gautam Poly-
mers received an inquiry from alocal retailer on manufacturing solar
lanterns for it. This was followed by an aluminum casing tender by
Bhel. Withgmenenelgyonaurmmd.weconvmcedthmtoorder
the more energy-efficient plastic casings instead. They bought the
sobegan our journey,” says Mohanka, now director of Solid
Solar by Gautam Polymers (the country’s biggest manufacturer of
solar lights and roof shade makers). “We injected 1 crore into the
company and started the business. Today, most of the plastic casings
that you see on street lights across the country are manufactured by
our company,” she says. Apart from lanterns, roof shades and cas-

sure are.

y Gautam

Taking a Leap of Faith, with Good Ideas in Tow

Meet six individuals who’ve organized their ideas into plans, and transformed those plans into a business reahty

DOCTOR DO-LOTS

Amit Deshpande Managing Director,
Deshpande Laboratory Put Ltd, Bhopal

SEED CAPITAL: ¥11 lakh (For rent and

equipment)

REVENUE: 220 lakh per year
'n the early Noughties, while studying for a
bachelor s degree i in pharmxcy Amit Mh—

also knewhe wanted to stay in the pharmaceutl
cal field but wasn’t sure what exactly he could do.
Then, in 2005, Deshpande went off to University
of Bradford, UK to study for an M. Phil. in phar-
maceutical sciences. There he worked in the field
of cancer testing and voila, it’s as if a torch
had come on. “I decided to set up a business in
researching anti-cancer drugs,” says Deshpande,

now the managing director of Deshpande Labo-
ratories in Bhopal. He remembers starting out
in 2009 with a two-bedroomed rented flat act-
ing as laboratory and workshop, with very lim-
ited equipment and even fewer funds. Of the 11
lakh that he was able to raise, 78,000 a month
went on the rent and 210 lakh on the equipment.
“To start with, I provided B.Pharma and M.Sc
students training and workshops in cancer cell
culture. The f\mds raised from these workshops
were used to p
services, i.e., testing chemical compounds for
ial anti. activity,” he explains. Three
years into the business, Deshpande now plans to
start an in-house drug discovery programme.
This will involve developing molecules into life-
saving drugs.

‘nterestingly, the first ventures that Vivek Gaur
Ihnﬂtandmledﬁommtchvmehsumebody

!ﬁnbaimdchemni
Mﬂsb&!ﬁhm “In 2007-08, e-com-

mﬂﬂnﬂmnmgholdmthrmntry
But by 2010, there were already several companies
selling products online. We were a bit behind in the

‘SU'ITINGALL PERSONALITIES
Gaur. Chief Executive Officer, :
‘epme.com, Gurgaon
snncwmx. %45 crore

Yos Technology, Bang
D CAPITAL: ¥5

CONNECTING THE DOTS
Vijaya Verma, ﬁalmder&dmg‘ executive officer,

GROU’P DEALINGS

vaxm.m. !5—6 crore (between 2007-12)
f experience begets inspiration, Vijaya Verma, founder and
.CEO of Yos Technology, Bangalore, isits perﬁect e!mmple
The idea behind her ibl
‘healthcare pmduz:ts—was bom after asemms lllnﬁs in1999.
“I'was di d with an auto- dition and had to
undergo more than two dozen smgena and hnsplta]mlhons
in10yea joint
forelmdﬁrst hnnde:q)enenneoﬂhesortofmlesthatpahems
faceinh ially fatal possibility of
wrongmed:mucnbemgprovxded due to ignorance about the
patient’s medical history,” says technologist Verma. Her ex-
periences opened her eyes to the underlying problems in the
healthcare industry. Determined to tackle them, Verma put up
%5 crore and kick-started Yos Technology in 2007. The idea
was to provide patients and hospitals access to a connected
health record management system with products such as Pa-
tient Health Records’ stomge, Health sma.n cards and health
1

e deber

The reports are accessible via Internet and mobiles. “We cur-

across

rently cater to over 50 hospitals and have two lakh patients
Karnataka, AP and Tamil Nadu.”

in life that
change the
course that
you are going
to take but _
thxswasone,

FOLLOWING HIS STOMACH
Ash!.qh Kapur Founder & chief executive officer,

Yo China, Gu
SmCmm.mhkh

CANDIA'S FIRST QN

~ | own business—in food. Interestingly, Kapur is an elec-

Pa Coelho’s allegorical Alchemist inspired theatre
buff Ashish Kapur to follow his dream and start his

tronics and telecom engineer from McGill University,
Canada. Explaining why he chose to be a food entrepre-
neur rather than pursue his career as an engineer, he
says: “There was and is a huge opportunity in India to
create a national brand in food and beverages. The top
th it £ % q oh L

from
Indian, Chinese and North Indian and none of these had
a brand with a national presence when I started.” The
entrepreneur decided to plug the gap. From one restau-
rant in 2003 in an upscale mall in Gurgaon to 50 points
of presence across 14 cities, Kapur’s dream has brought
him a long way. Going forward, he plans to spend 25
crore on addmg 100 moreYoChmaou'.letsthlsyearas
well as the of Di his
new dimsum chain that offers 60 varieties of goodies.

- coming froma
- business fam-

- going entre-
preneurial.
But then the

Along the way as Mydala,com

she
es. Despite

discounts and deals to consumers
taurants, health and beauty, trave.l,
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