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GST cess: Honda Cars
India revises prices 
CHENNAI

Honda Cars India Ltd.raised

the prices of Honda City,

Honda BR-V and Honda CR-V

models e�ective September

11 due to levy of additional

compensation cess in GST.

The price increase for Honda

City will be from ₹11,836 to

₹18,713 for petrol version

and ₹18,791 for diesel cars.

BR-V (petrol) cars will see an

increase of up to ₹16,994

and diesel ₹18,242. CR-V

petrol will see an increase of

₹75,304 to ₹89,069. 

Self-drive car rental
service now on Yatra app
NEW DELHI

Online travel portal

Yatra.com on Thursday said it

had partnered Revv Cars to

o�er travellers self-drive car

rental service as part of

e�orts to diversify product

o�erings. This alliance allows

travellers to book their local

and inter-city self-driven

transport on Yatra’s mobile

app, the company said.

Currently, the facility is

available in nine cities viz

Delhi/NCR, Chandigarh,

Jaipur, Bangalore, Mumbai,

Pune, Chennai, Hyderabad

and Vizag, it added. PTI

HSIL, India’s top sanitary-
ware maker with a 40%
share of the organised mar-
ket, expects to double its rev-
enue from consumer busi-
ness to more than ₹250 crore
in the current financial year
on increased sales in the e-
commerce platform and a
rising demand for water and
air purifiers and coolers,
Rakesh Kaul, president and
chief, consumer business,
said in an interview.

“Consumer business as of
last year was contributing to
almost 7-8% of the total HSIl
business but is growing
handsomely, in the sense,
for the last two odd years we
have been growing consecut-
ively 128% and 129%,” Mr.
Kaul said.

“This year also we are ex-
pected to double up the
business, so the contribution
of the consumer business is
growing up significantly.
Last year we clocked at ₹129
crore and this year we are
expected to do plus ₹250
crore. We are already in line

for the same,” he said.
“Bathroom business is our

mainstay as it contributes to
almost 50% of the revenue,”
Mr. Kaul said. “We have been
in this business for the last
57-odd years and we have
the glass business as well
where we are number two as
far as market share is con-
cerned.” 

“In the last few years, the
company got into air cool-
ers, water purifiers, air puri-
fiers and water heaters. In
July 2015, an association
with France’s Atlantic Group

saw the company selling wa-
ter heaters suited for Indian
conditions,” Mr. Kaul said.
“So, that is almost seven odd
categories where we are
present in the consumer
business.”

In the consumer business,
Mr. Kaul wants to grab a pie
of a market worth about $3
billion by 2022.

“So, it is still a substan-
tially large field to play in. So
currently, we will just focus
on these big categories. Wa-
ter purifier itself is expected
to be around $2 billion in the

next four years.”
The company’s expansion

plans are acting as a drag on
profits. HSIL’s net profit fell
to ₹103.2 crore for the year
ended March 31, 2017 from
₹116.73 crore a year earlier.
The company’s first quarter
profit fell to ₹11.76 crore from
₹30.75 crore the previous
quarter.

“I think if you see the in-
vestments in market condi-
tion, the top lines have
grown. So we are in control
of the overall business, so
the next two-three years we
will see positive movement.”

‘Top on portals’
“For us, e-commerce grew at
about 500% last year. It has
been phenomenal. So much
so that in kitchen space, in
the chimney segment, we
are the undisputed number
one on most of the e-com-
merce portals like Flipkart,
Amazon, etc. So, we have es-
tablished a very strong
brand presence out there.“
“For consumer business,
currently, 21% is coming
from e-commerce.”

HSIL aims to double consumer business 
Sanitaryware maker banks on water, air puri�ers; expansion weighing on pro�ts

Jay Shankar

BENGALURU

Tapping potential: Bathroom business is the mainstay as it
contributes to almost 50% of HSIL’s revenue, says Kaul.

Technology giant HP Inc.
on Thursday unveiled its
pocket-sized photo printer
— Sprocket, in India, which
would allow users to print
pictures directly from their
smartphones. The
product, targeted at mil-
lennials, is priced at
₹8,999.

Using an app on their
Android or iOS phones,
users will be able to cus-
tomise the photograph be-
fore printing them. The HP
Sprocket photo printer
connects to mobile devices
via bluetooth and prints
photographs sized 2x3
inches. The ‘HP ZINK pa-
per’ that would be used for
printing would cost ₹539
for a pack of 20 sheets and
₹1,249 for a pack of 50.

HP unveils
small printer
for photos
Special Correspondent

NEW DELHI

Engineering design services
major Cyient Ltd. has de-
cided to divest the 49%
equity it holds in Infotech
Aerospace Services Inc.
(IASI) to Pratt & Whitney,
which already holds the re-
maining 51%. 

Agreement signed
A definitive agreement has
been signed, Cyient said on
Thursday. 

“We continue to embark
on the journey towards real-
isation of our design-build-
maintain strategy,” said
Krishna Bodanapu, CEO
and MD, Cyient. 

“To enable greater focus
on the strategy, we have
been exiting the non-core

businesses,” he said. This is
the second divestment post
the sale of Infotech Enter-
prises IT Services (IEITS),
which happened in October
2015 as a part of Cyient’s
strategy to exit IT services
business. 

IASI, a joint venture
between Pratt & Whitney
and Cyient, was established
in 2003 and provides
aerospace defence design,
development and related
services, primarily to United
Technologies and its busi-
ness units. Pratt & Whitney
is a division of United Tech-
nologies Corporation. 

The transaction would be
EPS neutral and its closing is
subject to regulatory ap-
provals and customary clos-
ing conditions, Cyient said.

Cyient to sell IASI stake
to Pratt & Whitney 

Part of plan to exit IT services business

Special Correspondent

HYDERABAD

A five-member team from
Thailand headed by Con-
sul-General Krongkanit
Rakcharoen visited AMRL
SEZ, a multi-product spe-
cial economic zone in
Tirunelveli District of
Tamil Nadu, to explore in-
vestment opportunities. 

Ms. Krongkanit Rakchar-
oen and her team met offi-
cials of the AMRL SEZ and
also visited a couple of
units there to assess the
ease of doing business, the
advantages, latent techno-
logies and benefits of the
zone. The visit was also in-
tended to identify the mar-
ket potential in Tamil Nadu
for Thailand firms and ex-
plore possibilities of manu-
facturing under the “Make
in India’’ programme. 

Thailand
team visits
TN SEZ 
K.T. Jagannathan

CHENNAI

Swedish home furnishing
company IKEA has initiated
talks with the Tamil Nadu
government to set up two
stores in Chennai, which
would become operational
by 2019-20, according to a
top official.

“We will be setting up two
stores in Chennai and are
scouting for land,” said Ju-
vencio Maeztu, chief execut-
ive officer, IKEA India Pvt.
Ltd., the Indian arm of the
$30 billion Swedish giant.
“We need 8-12 acres of land
with clear titles and near
metro station.”

IKEA would be investing
₹2,000 crore in the two
stores and provide employ-
ment to 4,000 people.

“This would be the fourth
location in the country after

Hyderabad, Mumbai and
Bengaluru. If all goes well, it
would take 12 months for
construction and six months
for getting various ap-
provals. The new stores,
spanning about 4 lakh sq.ft.
each, would be ready by
2019-20,” he said. 

The new stores, which
would be identical to other
IKEA stores coming up in
the country, would feature a

1,000-seater restaurant,
warehouse and play area.

Sourcing textiles
Currently, IKEA has been
sourcing textiles from five
suppliers in Tiruppur, Tamil
Nadu, of which one of the
oldest suppliers has been as-
sociated with them for 45
years. 

The number of suppliers
are set to increase and they
will get a chance to be a part
of IKEA global supply chain,
he said.

Claiming it would be a
win-win situation for all
stakeholders, he said: “It
brings the best of the inter-
national brands and local
partners together. About
30% of items will be sourced
from the local market and at
the same time, provide em-
ployment to local people.” 

IKEA plans to set up 
two stores in Chennai
Swedish home furnishing giant may invest ₹2,000 crore 

N. Anand

CHENNAI

Juvencio Maeztu

A government panel headed
by the Revenue Secretary
will meet on September 19
to resolve a ‘$10 billion-
problem’ troubling India’s
exporters and its potential
adverse impact on jobs.

Official sources told The
Hindu that the Revenue Sec-
retary-led ‘Committee on Ex-
ports’ — set up on Septem-
ber 12 to address exporters’
concerns over the Goods
and Services Tax (GST) re-
gime — would, among other
things, take up the issue of
“inordinate delay in refund
of GST to exporters” and the
consequent blockage of
working capital that is
severely affecting exporters’

liquidity and enhancing
their tax burden.

Tax credit refund
According to Ajay Sahai, dir-
ector general and CEO, Fed-
eration of Indian Export Or-
ganisations (FIEO),
“Exporters were expecting
that the Integrated GST
(IGST) refund or refund of
input tax credit (ITC) would
be available to them in Au-
gust, 2017 for the exports
made during July.” He ad-
ded, “However, since the fil-
ing of (GST returns) GSTR-1,2
and 3 for July has been ex-
tended till October 10, Octo-
ber 31 and November 10, re-
spectively, exporters will not
be able to get the refund by
November.”

Mr. Sahai said since ex-
porters would have to wait
till around December (con-
sidering 15 days for issuance
of acknowledgement and
another seven days for get-
ting provisional refund of
90% of the total refund
claim) for availing refund of
the GST on exports, it would
mean that they would have
to arrange funds from their
own sources to pay GST for
the July-October period. The
blocked amount for the four
months time is estimated to
be about $10 billion, Mr.
Sahai pointed out, adding
that the situation could lead
to huge job losses.

“The government should
trust the trade,” FIEO said in
a representation.

Panel headed by Revenue Secretary to review GST issues

ARUN S

New Delhi

Govt. committee to review
exporters’ ‘$10 bn.-problem’ 

BookMyShow features in
WhatsApp pilot
CHENNAI

BookMyShow, an online

entertainment ticketing

platform, said it had become

the �rst Indian online

ticketing brand to participate

in the WhatsApp business

pilot. BookMyShow has now

made WhatsApp a default

ticket con�rmation channel

for all its users. Users, who

book tickets on

BookMyShow, will receive a

message on WhatsApp with

con�rmation text or an

M-ticket (mobile ticket) QR

Code, along with an email. 

Taizo Son, a mobile games entrepreneur and brother of
one of the world’s most powerful technology investors,
Masayoshi Son, is setting up an agri-food tech accelerator
in India. The 44-year-old billionaire, who built his fortune
as the founder of game-maker GungHo, has set up “Gast-
rotope,” an accelerator, through his incubator Mistletoe,
in collaboration with Indian accelerator GSF and In-
fobridge. In an interview, Mr. Son said he considers Ya-
hoo! co-founder Jerry Yang as his role model rather than
his brother. Edited excerpts:

What triggered your
interest in India?

n Last time I visited India
was eight years. This is the
first time for me to be in
Bengaluru. 

Of course, there are so
many investors interested in
investing in India. Maybe I
am the last one of the group
to come here. But I am very
keen in solving food issues. I
got some inspiration for up-
dating food supply chain.
Thanks to Rajesh Sawhney
(founder, GSF India), I could
exchange ideas. I felt it is the
best time now for me to
come here.

You built your fortune as
the founder of gaming
firm GungHo. What
lessons would you like to
share about success?

n Never give up! It is the
most important thing to be
successful....we won’t fail.
That is a lesson that I learned
from my father. 

We never give up to make
great things. Not only
GungHo, in every start-up I
am involved I tell my col-
leagues, never give up and
keep on trying creating best
things. That is the ultimate
lesson.

Failure is a taboo both in
India as well as Japan?
How do you deal with it?

n Failure is a necessary pro-
cess to make great things.
We cannot avoid failure.
Most of the people are afraid
of failure before trying some-
thing new. I think it is some
kind of prejudice. 

For the young people, I
would like to share that fail-
ure is a necessary process,
you don’t have to worry
about it.

You have invested over
$100 million of personal
wealth in a series of
ventures ranging from
self-driving cars to health
monitoring toilets, what
qualities do you see in
start-ups?

n My criteria to invest or not
invest is based on founders. I
am not judging the invest-
ment based on whether they
will become successful or
not, but whether they are
pursuing important themes.
Off course, (besides) having
good vision, they need to
have real technology solu-
tions to make that happen.
Also, whether the founders
have a great passion to make
it happen is the most import-
ant criteria for me to invest. 

But top investors
including Masayoshi Son
are betting big here on
e-commerce. What made
you take the alternative
path?

n My brother and I have a
different approach. Of
course, we share the ulti-
mate goal. His approach is to
find great companies, accel-
erate them fast and make
them bigger at a global scale.
My role is finding very new
ideas or technologies and we
should foster them.

You said you don’t
consider Masayoshi Son
but Yahoo! Co-founder
Jerry Yang as your role
model?

n It is because of the age dif-
ference. When I was a stu-
dent, he (Mr.Son) had
already become a great fig-
ure. To make someone role
model, you need to be closer
in age. That kind of feeling is
very important. And Masa
was too big, I couldn’t (meet
the) benchmark.

You said India would be
the centre of innovation?

n India is the greatest farm-
ing country in the world. But
still, it has issues. If we up-

date the new agriculture and
food culture utilising the
new technology, design and
ideas and then, if we could
solve some of the issues of
the Indian supply chain, I be-
lieve those technology ideas
could be adapted to the rest
of the world. And that is the
biggest impact.

You moved from Japan to
Singapore for a better
start-up culture? How do
you view the ecosystem in
India?

n I met some good Indian
entrepreneurs last night. I
found they are very passion-
ate and have great talent to
create technologies, espe-
cially software. So, Indian
ecosystem is really great and
of course, I am sure way bet-
ter than Japan. Singapore is
different from both the
countries, the government is
very aggressive and enter-
prising. It is one of the best
places to test new techno-
logy. In Japan, there are so
many big companies like
Sony and Toyota. If we need
to utilise very advanced sci-
ence, then Japan is one of
the best places. I am using
those (resources) based on
my purpose and talking to
everybody.

‘Indian start-up ecosystem is
really great, better than Japan’
‘Entrepreneurs here have great talent to create technologies, especially software’
Peerzada Abrar

<> Failure is a

necessary process,

you don’t have to

worry about it

INTERVIEW | TAIZO SON


