NTHISEXCLUSIVE
conversation, GautamSeth,
JointManaging Director,
HPL Group talkstoBW
Businessworld’s BrijPahwa
aboutHPLs marketshare,
expansionplansandR&D.
Sethalsolays down his views
onincumbentgovernment’s
rural electrification
programme. Excerpts:

HPL is the market leader in
electricalandpowersectors. What
is themarket sharelike?

HPL operatesin 4 product verticals
which are metering, lighting, switch-
gears and wires and cables. We are
the marketleaders in metering. We
have 20% market sharein the 3000
croreindustry.lthas been growing at
anannual basis of 10 %. Switch-gear
is animportant market with the size
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“THERE HAS BEEN A
DELAY IN THE RURAL
ELECTRIFICATION
PROGRAMMIE,
HOWEVER, THE

PACE IS FASTER THAN
BEFORE”
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0f12,000 crores and we have a 5%
share. We also operatein everykind
of low voltage switch gear starting
from anail circuit breaker and going
down to MCCB control gear.Interms
of productrangeinswitch gears we
covertheentireproductbasket.Inthe
changeover switches, we have 50%
market share and we are dominating
thesegmentsincelast2decades.lfwe
talk about lighting,inLEDs we arein
thetop5beinginthe5%marketshare.
Interms of range, we have every kind
of LED lights starting from LED bulbs
and going up to consumer luminous
andindustrialluminous.

Switches is a market where we
have many companies competing
against each other and we see ad
campaigns every day. Howdowish
toincrease your marketshare?
Going forward our main focus apart
from growingin all four verticals will
begrowinginswitchgears.Weseea
very large growth for our company
in the segment which also includes
the MCB’s, Modular switches and
distribution board. Affordable
housing is comingin a very bigway
withwhich the general consumption
and expenditure power willincrease.
We have already announced our
capacities over the last couple of
years. We haveinvested 350 crores
in all our manufacturing plants. Our
main focus now is reaching to the
consumers through better brand
building exercises and increase in
spreading our dealer and distribution
network across the country.

What about InviTs? Do you think
theretail participationintheinfra
sectorwillgoupinthelongrun?
Definitelyitisinthebetterdirection. It
willhelptorelease someofthecapital.
Itis not the debts, it’s the capital that
benefits the promoters more than
the lenders. What happens is that
they get better evaluation so they
can recycle the capital which can
againbe putback at the same time of
furtherlending. Forbetterreturnon
thecapital, we alsoneed debt.

Coming toregional parts of India,
where do you think you lack the
mostandwould wantto capitalise?
Easthas been asmallerregionforus,
thoughin our trade sales we do about
16% of the business in the East zone.
Thatis one area where we see huge
potential in terms of government
purchases as well as the private
consumption coming up. Not many
players are active in the zone. Our
strategyinthelast couple ofyearshas
beentoreachouttoeverycornerofthe
country.

What'’s your take on the rural
urban divide and your company’s
penetration?

Our focus is going on the tier 2, tier
3cities and also the rural area as it
will give us a deeper penetration.
Althoughwehavedonesomespread,
goingdeepis a part of our strategy.
Todayif someoneis buildingahouse,
asHPL, heis aconsumer for us right
fromanLED bulb, for domestic wires,
MCB and DB’s switches. So, there
are many products that cater to the
demands of household customers,
whichisvery truewhenyougototier
2and3cities.

The dynamics of technological
advancements is necessary for
improvementinthestandardofliving.
Adhering to the same, how do you
plan ontomake yourself futuristic?
AsHPL, one of ourbig focus hasbeen
onR¢D. Wehave over 100 engineers
in RED. We have two RED centers
approved by the ministry of science
and technology. If we look at our
product category, all the products
launchedinlast5-10yearsisbecause
of the work happening at R¢D.
Recently we launched a newrange
ofMCB’swhichare highend and are
aproduct of our RED. We have come
outwith a new range of switches by
the name EImo. We have come out
with Automatic Transfer switchwhich
isthemostadvancedtransfersolution
inthecountry. So, thereisalotofwork
goingon.So,RED has been astrong
pillar forHPL.
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The government of India’s
ambitious plan of electrifying the
whole of rural India is not on its
due course according to various
numbers. What do you thinkis the
reason and how is HPL playing its
part?

We are actively supplying our
products to both the schemes;
IPDS and Deen Dayal Jyoti Yojyana.
Although there may have been
delays butif youcompareit fromthe
past, the pace of workhasincreased
and the government is doing much
more. There is a better speed of
implementation. There seems to
be more seriousness even with the
contractors who are doing this work.
The target of full electrification by
2018 seems areality. Thereisalsoa
very important scheme called the
‘Uday Scheme’.WithMizoramsigning
a few days back, now there are 27
stateswhohavesigned. Thatisalsoa
very bigreforminitiative,

How have things changed after
thelPOfiling?

If we seeinternally, there has been
much more awareness in our
team and the focus has been on
performance.There has beenalot
of awareness on compliance. When
wewere aprivate company, theway
things were done was different, now
thatwearepublictheresponsibilities
are more. Our team is taking itin
a very positive manner and the
approachhas changed.

Where doyou see HPLin the next
fiveyears?

We see ourselves as a very strong
singlestop shopforalltheelectrical,
meteringandlightingrequirements.
WewillseeHPLcomingoutasavery
strong brand which will help us to
comein more related categories.
WhathasbeenuniquewithHPListhe
fact that we have been able to mix
consumer businesswithinstitutional
businessinaseamless manner.ml

brij@businessworld.in;
¥ @BrijPahwa



