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 A macroeconomic overview of the Indian economy
  Private equity and venture capital performance data
  Investment experience from emerging market fund managers and investors
  Exchange control regulations set by the Reserve Bank of India
 SEBI guidelines on the amount of foreign equity into certain sectors
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Visit www.bvca.co.uk/events/Indiaforum
or email Angela Coleman: acoleman@bvca.co.uk

Non UK-based GPs and LPs
Email Dolly Goklaney: dolly@indiavca.org 
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successfully completed with Mr. Sumir Chadha, 
Managing Director, WestBridge Capital Partners 
taking over as the Chairman and Mr. Ashley 
Menezes, Managing Director, ChrysCapital as 
the Vice Chairman, along with a new Executive 
Committee consisting of:

Mr. Darius  Pandole, New Silk Route
Mr. Niten Malhan, Warburg Pincus
Mr. Nitin Deshmukh, Kotak Investment 
Advisors
Mr. Satish Kumar Mandhana, IDFC PE and
Mr. Sudhir Sethi, IDG Ventures.
 
The new EC gathered in Mumbai for its first formal 
EC meeting in January, 2011 and set itself a stiff 
Agenda and IVCA FOUR ACTIONABLE GOALS:
n	Tangible Regulatory Impact
n	Source of Credible Research and Data
n	Increased Member Involvement and 

Engagement
n	Significant increase in the Membership base 

of the IVCA during 2011: to become a truly 
representative body of the VC/PE industry.

 You will agree, the future of the Indian VC/PE 
industry remains bright. India is on a trajectory 
to be the fastest growing large economy for the 
foreseeable future. Going forward India will offer 
many more advantages than just a large market 
and low costs. The growing sophistication of 
Indian companies and entrepreneurs will create 
opportunities to invest in innovation and new 
ideas that will impact both India and the rest of 
the world. In this backdrop, we’ve seen a steady 
influx of new VC/PE entrants and resultant growth 
in IVCA membership requests.

IVCA is clearly emerging as the common point 
of reference for regulators, advisory firms, LPs, 
GPs, angel investors and entrepreneurs. IVCA, 

gEtting

RiPE

IVCA President’s Note

IVCA FOUR ACTIONABLE GOALS

n	Tangible Regulatory Impact

n	Source of Credible Research and Data

n	Increased Member Involvement and 
Engagement

n	Significant increase in the 
Membership base of the IVCA during 
2011: to become a truly representative body 
of the VC/PE industry

Dear All,
 The Indian Private Equity and Venture Capital 
Association (IVCA) has gone through a major 
transformation in the last one year. Under the 
Interim Executive Committee for the year 2010, 
the IVCA had set itself a goal of becoming the 
leading Industry Association providing a strong 
voice with the Regulators, as well as being a 
credible Industry forum. The Interim EC had also 
initiated steps towards good governance practices 
within the IVCA and a new Charter was adopted in 
the Annual General Body last year.

As a consequence of the promise made to 
democratize our own governance structure, 
the Elections to the Executive Committee were 
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by virtue of being the most representative and a 
diverse body for the VC/PE community, provides a 
platform for member firms to network and share 
best practices and information. As IVCA  plays  an 
important role in ensuring the growth of the VC/
PE industry in India it will be  important for PE/
VC firms, LP’s, financial institutions and other 
investors  that are investing in India to be part of 
the apex industry body and the local network, so 
that they can engage directly with regulators and 
other industry stakeholders.

Ministry of Corporate Affairs had indicated 
that India would soon converge to International 
Financial Reporting Standards (IFRS). Madhu 
Sudan, KPMG, has been able to sum up the 
benefits and challenges of converging with 
IFRS and how it would affect  PE and VC firms 
operating in India.

In lieu of the approach and timelines for 
achieving IFRS convergence in India, it is 
important for private equity funds to consider the 
implications of IFRS on transaction structuring, 
financial due diligence and post-acquisition 
analysis/ accounting for existing investments. 
Hence, IVCA in collaboration with KPMG organized 
workshops to share their perspectives on the 
impact of IFRS across 3 cities: Mumbai, Delhi and 
Bangalore. These sessions were very well attended, 
and the purpose of holding these workshops were 
realized effectively. 

Accountability is an important element of being 
on the Board of Directors. The extent of liability of 
a director would depend on the nature of his/ her 
directorship. The obligations of the Directors of a 
Board are increasingly getting tested in the various 
courts and proposed legislations will impact the 
role of the Directors, especially those representing 
private equity and venture capital. The IVCA, in 
collaboration with Nishith Desai and Associates held 

a series of Director Round Tables in Delhi, Mumbai 
and Bangalore to address these very concerns.  
These Round tables were attended by a good 
number of the Senior Private Equity professionals 
and those representing their funds on the Boards of 
Directors of the investee companies.

 This edition also takes a closer look at deals 
spanning four different sectors in addition to the 
deal almanac, showcasing the deals that were 
reported in towards the end of 2010. Also featured 
are interviews with VC investor Pravin Gandhi, 
SeedFund and Entrepreneur Sunjay Guleria, 
Exclusively.in whose firm has seen some fresh 
funding from the VCs.

 This is the first edition of your news magazine 
which we are bringing in print. We hope that you find 
this issue insightful and catering to your interests.

 As always, IVCA whole heartedly welcomes 
suggestions or actionable criticism from members, 
to make this news magazine better and more 
insightful for our fraternity. We sincerely look 
forward to your support and active participation in 
the activities of the IVCA.

With best regards,
Mahendra Swarup
President – IVCA
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Ashley Menezes
Vice Chairman, IVCA

The IVCA has seen considerable growth in 
2010, both in terms of strength as well as 
visibility. This was only possible due to the 

perseverance of the interim executive committee 
and the overwhelming support and active 
participation from member firms. I would like to 
thank the retiring co-chairman, Luis Miranda, 
and the rest of the interim executive committee 
for their enormous contribution in successfully 
creating a new avatar for the IVCA. 

As we deal with the challenges that face the 
industry, it is imperative that together we continue 
lobbying for the interests of our fraternity.

We, at the IVCA Executive Committee, hope 
that more firms join and participate in the IVCA, 
whether at the local city chapter level or in any 
other way, so that working together, we can 
contribute to the growth of the industry.   
Wishing everyone a successful 2011!

thE

ChaiRMan’s 
oFFiCE

Sumir Chadha
Chairman, IVCA

We are very glad to have concluded our 
first ever elections for the IVCA executive 
committee with over 82% of members 

voting. The newly constituted executive committee 
met for the first time and we have agreed that 
our topmost focus for 2011 is to work towards 
having positive regulatory impact for our industry. 
To effect that, we have created a regulatory 
subcommittee that has begun reviewing our 
regulatory agenda and will solicit feedback from 
members on it, before starting discussions with 
various regulators next month to help drive 
positive change for our industry.

We are also very focused in 2011 in enhancing 
membership engagement at IVCA through a 
deeper calendar of events and look forward to 
seeing and interacting with  many of you.

Please do reach out to me, Ashley, Mahendra or 
any executive committee member should you have 
ideas or feedback for IVCA.

The Chairman’s Office
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This report includes:

•	 A	survey	of	50 leading PE investors on	trends	shaping	the	industry	
and	their	outlook	for	the	next	two	years

•	 In-depth interviews of 25 GPs, LPs and promoters on	current		
conditions	and	future	growth

•	 A special focus on PE in infrastructure	and	how	this	differentiated	asset	
class	can	help	in	bridging	India’s	growing	infrastructure	gap

•	 Expert insight	into	how	different	parts	of	PE’s	lifecycle	from	fund		
raising	to	deal	making	to	exits	are	playing	out	in	India

•	 Seasoned analysis	on	how	PE	has	developed	in	India	since	2003

•	 A hard look at the challenges facing PE in India	such	as	valuation		
expectations,	regulatory	environment	and	competition	for	high-quality	deals

bain.com/peindia

Bain	&	Company	and	IVCA	release	their	new		
India	Private	Equity	Report	2011,	providing
the	latest	data	and	expert	perspective	on
India’s	dynamic	Private	Equity	industry



A Comprehensive Compendium of Private Equity and Venture Capital Firms investing into
India, along with Service Providers

I N D I A N 
&  A S S O C I AT I O N

P R I V AT E E Q U I T Y
V E N T U R E C A P I TA L

Sponsored by&

KEY FEATURES

• Lists 1088 Firms and 224 Service Providers
• Details (including addresses and contact details) of all Firms 
updated till February 2011 along with information on key execu-
tives (with their personal E-mail IDs)
• Provides an overview of Indian PE/VC Industry
• Comprehensive, High Confidence Data filed by the Firms them-
selves
• Daily- Updated Online Version with Intuitive Browse and Search 
Functionality

THIS DIRECTORY IS FOR

• PE/ VC Firms
• Service Providers- Consultants and other Intermediaries 
(Investment Bankers, etc.)
• LPs
• Entrepreneurs/Companies wanting to raise PE/VC Funding
• Media
• Financial Institutions and Banks
• Government Institutions
• Educational and Research Institutions
• Organisations wishing to market their products/services to the 
PE/VC Firms

FIRM LISTINGS

• Primary Office Locations (Head Offices and Branch Offices)
• Mailing Addresses, Telephone Numbers and Email Addresses
• Website
• Names of Key Professionals along with Email IDs
• Specific Investment Criteria and Objectives
• Target Investment Sectors
• Target Investment Stages
• Range of Investment
• Assets Under Management and Funds Available for Investment
• Name of Funds being Managed/ Advised
      …and much more

The IVCA-PRIME Private Equity and Venture Capital Directory-2011 is a joint publication of IVCA, a member based national organization 
that represents venture capital and private equity firms, promotes the industry within India and throughout the world and encourages
investment in high growth companies, and PRIME Database, India’s premier database on the primary capital market, and a leading 
consultant in information management and website development.

PRIVATE EQUITY & VENTURE CAPITAL 
THE IVCA-PRIME

DIRECTORY 2011

A
vailable Soon!!

10

BOOK YOUR DIRECTORY NOW 
AND AVAIL OF A INAUGURAL 

DISCOUNT ON THE LISTED PRICE

Print Version:  INR 5,000
  USD 125
Online Version: INR 10,000
  USD 250
  (for 1-year access)
Please visit 
www.primedatabase/com/ivca/book 
for further details
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Election Update
The first ever elections for the Executive 
Committee of the Indian Private Equity & Venture 
Capital Association (IVCA) for the two year term 
January 2011 to December 2012 were successfully 
conducted with over 82 per cent of the members 
exercising their votes. This is a strong endorsement 
of the work that IVCA has done over the year. 

According to the IVCA Charter, the Executive 
Committee Member who polls the highest votes is 
appointed the Chairman, the second highest votes, 
the Vice Chairman. The IVCA members elected the 
following:

Chairman: SUMIR ChADhA 
Vice Chairman: AShLEy MENEzES

14 IVCA Members chose to contest the 
elections for the seven seats to the IVCA Executive 
Committee. The large number of members that ran 
for the seats reflect the increased attention by the 
PE/ VC Firms and, is a strong statement that the 
PE/ VC industry feels the need to come together 
to bring about positive change, in sync with 
IVCA’s vision to create an environment conducive 
to promoting entrepreneurship and encouraging 
innovation and growth of private equity and 
venture capital in India. 

IVCA serves as a catalyst for the creation of 
a large pool of domestic venture capital and 
supports the emergence of new categories of 
investors – including VC firms and later-stage 
private equity firms. IVCA also works to promote 
sound public policy on issues related to tax, 
regulation and securities through representation to 
the Securities and Exchange Board of India (SEBI), 
Ministry of Finance (MoF), Reserve Bank of India 
(RBI) and other Government departments.

The new Executive Committee took charge on 
1st January 2011 and will be effective until 31st 
December 2012.

ExECUtiVE CoMMittEE 

ELECtion 
REsULts

Luis Miranda, out-going IVCA Co-Chairman, 
and Chairman IDFC Private Equity, added, 

“We had committed to revitalise 
IVCA, make it more relevant 
and representative, and to 

hold these elections in 2010. We 
achieved all these goals. The Private 
Equity and Venture Capital industry in 
India continues to play a key role in 
India’s development and has helped 
companies like Bharti Airtel, Mphasis 
(now EDS), Spectramind (now a part 
of the Aditya Birla Group) and GMR 
Infrastructure grow to become world-
class companies and leaders in their 
space.” 

“IVCA is playing an important 
role in ensuring the growth of 
the VC/ PE industry in India. 

It’s important for PE firms that are 
investing in India to be part of the 
local network, so that they can engage 
directly with regulators, advisory firms 
and industry veterans; IVCA being 
the common point of reference for 
regulators and policy makers. IVCA, by 
virtue of being the most representative 
and diverse body for the VC/ PE 
community, provides a platform for 
member firms to network and share 
best practices.” 

– Mahendra Swarup, President IVCA

The members have 
voted  the following 
seven to represent 
them on the Executive 
Committee of IVCA 
(in alphabetical order)

1. Ashley Menezes, 
ChrysCapital 
Investment Advisors

2. Darius Pandole, 
New Silk Route (NSR) 
Partners

3. Niten Malhan, 
Warburg Pincus

4. Nitin Deshmukh, 
Kotak Investment 
Advisors

5. Satish Kumar 
Mandhana,  
IDFC Private Equity 

6. Sudhir Sethi,  
IDG Ventures India

7. Sumir Chadha, 
WestBridge Capital 
Partners

IVCA Executive Committee – Election Results
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Sumir Chadha
Chairman, IVCA
Mr. Sumir Chadha is the co-founder and Managing 
Director of WestBridge Capital Partners, which 
manages two venture capital partnerships and is 
now focused on public investments. Mr. Chadha 
was also the co-founder and Managing Director 
of Sequoia Capital India, which was formed in 
partnership with WestBridge Capital Partners.  
Sequoia Capital India manages $1.4 billion across 

three venture capital and late 
stage partnerships. Mr. Chadha 
has been investing in the 
Indian venture capital / private 
equity industry for the past 
fourteen years across several 
industries including financial 
services, offshore services and 
technology. Prior to his being 
involved with venture capital 

industry in India, Mr. Chadha was a member of the 
Principal Investment Area at Goldman Sachs & Co. 
Prior to that, he worked at McKinsey & Co. in New 
York and New Delhi. Mr. Chadha received an MBA 
with Distinction from Harvard Business School 
and a BSE in Computer Science from Princeton 
University. Mr. Sumir Chadha serves as Chairman 
of the Indian Venture Capital and Private Equity 
Association (IVCA).

WestBridge Capital Partners manages two 
venture capital funds and is now focused on public 
investments.  The firm was co-founded by  Mr. 
Sumir Chadha, Mr. KP Balaraj, Mr. Sandeep Singhal 
and  Mr. SK Jain, who have worked together for 11 
years running WestBridge and Sequoia India.  Over 
the past decade, Mr. Chadha and his partners, 
have been involved with over 50 investments in 
Indian companies, including Applabs, Comviva 
(Bharti Telesoft), Café Coffee Day, Dr Lal Pathlabs, 
Firstsource, Idea Cellular, Just Dial, Quick Heal, 
Shaadi.com and SKS Microfinance. 

Mr. Chadha is part of the IVCA ‘Regulatory’ and 
‘Membership Engagement’ Subcommittees
 

Ashley Menezes
Vice Chairman, IVCA
Mr. Ashley Menezes is a Managing Director and 
CFO with ChrysCapital Investment Advisors and 
has been with the firm for 11 years. 

Mr. Menezes is a private equity veteran and 
is actively involved with a number of industry 
initiatives. Besides serving on the board of the 
IVCA since the inception of its current avatar, Mr. 
Menezes is also a member of the CII National 
Committee on private equity and one of the 
founders of the informal private equity CFO forum. 
Mr. Menezes was previously with KPMG, in its 
information technology and U.S. GAAP practices 
where he was involved with overseas listings of 
several leading Indian companies.  Mr. Menezes is 
a rank-holding Chartered Accountant and received 
a Bachelor’s degree in commerce from Mumbai 
University.

ChrysCapital Investment Advisors are advisors 
to the ChrysCapital Management companies 
(“CCM”) that manage USD 2 billion across five 
funds. Since 1999, CCM has been managing 
funds with over 150 global institutional investors 

that have made around 60 
investments in India. These 
funds have made investments 
that leverage growth across 
the spectrum of sectors and 
stages of a company. With 
several successful realizations, 
CCM has a strong track record 
of managing funds that 
consistently rank in the top 

decile of global private equity funds of similar 
vintage.  CCM has proven to its global investors 
that India is an extremely attractive investment 
destination. 

Mr. Menezes is part of the IVCA ‘Regulatory’ and 
‘Finance’ Subcommittees

Darius Pandole
Mr. Darius Pandole has been a partner at New 
Silk Route Advisors Pvt. Ltd. since its inception in 
February 2007. Mr. Pandole returned to India in 
1993 and managed the operations of his family 
owned soft drinks business, Duke’s Limited, which 
was subsequently sold to PepsiCo. Mr. Pandole 
is one of the early entrants in the private equity 
industry in India and has over 15 years of equity 
investing experience. In 1997, he joined the 
investment team at the IndOcean Fund, amongst 
the first private equity funds to be established 
in India. Mr. Pandole joined IDFC PE Ltd. in 
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IVCA Executive Committee
February 2003, and was the 
Chief Operating Officer of this 
asset management company 
that managed infrastructure 
focused private equity funds. 

Mr. Pandole was the 
Indian junior national squash 
champion and represented India 
at international tournaments. 

He has a BA (Economics) from Harvard (1988) and 
an MBA from the University of Chicago (1992). He 
is a frequent speaker at venture capital industry 
forums in India. New Silk Route (NSR) Partners is 
an investment management firm with offices in 
Mumbai, Bangalore, Dubai and New York. NSR 
looks to invest in Asia with a particular focus on 
the Indian sub-continent, including India, Pakistan, 
Sri Lanka and Bangladesh. The Firm is focused on 
growth capital investments, across sectors, through 
significant minority stakes. NSR was founded by 
a group of accomplished partners who bring with 
them a unique blend of experience in investing, 
consulting, and investment banking and a network 
of relationships that can add value to any portfolio 
company. NSR’s Founding partners are Rajat Gupta 
(former CEO of McKinsey and Co.) and Parag 
Saxena (former CEO of Invesco Private Capital). 

Mr. Pandole is part of the IVCA ‘Membership 
Engagement’ and ‘Membership Drive’ 
Subcommittees.

Niten Malhan
Mr. Niten Malhan is a Managing Director with 
Warburg Pincus. He joined Warburg Pincus in 2001 
and focuses on the firm’s investment activities in 
India.  Previously, he was a director of business 

development at Stratum8 
Corporation, a Silicon Valley 
start-up. He also worked as an 
Engagement Manager with 
McKinsey & Company in New 
Delhi, Jakarta and Boston. 
Mr. Malhan is a director 
of ACB (India) Limited, DB 
Corp, Havells India, Lemon 
Tree Hotels, Metropolis 

Healthcare and Punj Lloyd. Mr. Malhan holds a 
B.S. in Computer Science and Engineering from 
IIT-Delhi and an M.B.A. from the Indian Institute 

of Management, Ahmedabad. Warburg Pincus has 
been a leading private equity investor since its 
foundation in 1966.  The firm currently manages 
more than USD 30 billion in assets.  Warburg 
Pincus is a growth investor and an experienced 
partner to management teams. The Firm has 
raised 13 private equity funds which have 
invested more than USD 35 billion in over 600 
companies in more than 30 countries.

Over the past decade, affiliates of private 
equity funds raised by Warburg Pincus have 
invested more than USD 2.3 billion in Indian 
companies. The firm’s past and current 
investments in India include Ambuja Cements, 
Bharti Airtel, DB Corp, Gangavaram Port, Havells, 
HDFC, Kotak Mahindra Bank, Lemontree Hotels, 
Max India, Metropolis Healthcare, Piramal 
Healthcare, Sintex, and WNS Global Services. 

Mr. Malhan is part of the IVCA ‘Membership 
Engagement’ and ‘Research and Data’ 
Subcommittees.

Nitin Deshmukh
Mr. Nitin Deshmukh is the founding member 
of Kotak Alternate Assets. With 21 years of 
experience in VC/PE investing, Mr. Deshmukh 
has lead investments in over 70 companies, a 

number of which have grown 
attaining leadership position 
in their respective sectors. 
Prior to joining Kotak, Mr. 
Deshmukh was Director, 
Dresdner Kleinwort Capital.  
Prior to joining Dresdner, Mr. 
Deshmukh worked 12.5 years 
with ICICI Venture since its 
inception in 1989 to being its 

Chief of Private Equity Investments heading its 
investment activities. During his association with 
ICICI Venture he led its investment strategy in Life 
Sciences, Media and Retailing sectors. Prior to 
ICICI Venture, Mr. Deshmukh worked with Cipla 
for 3.5 years. 

Mr. Deshmukh also served as the Director 
General, Association of Biotechnology Led 
Enterprises (ABLE). Kotak Investment Advisors, 
subsidiary of Kotak Mahindra Bank focuses 
exclusively on managing the Alternate Assets 
business of the Kotak Group. While the Kotak 
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Group has been associated with PE investments 
since 1997, to bring a sharper focus to the Group’s 
Alternate Assets strategy, it initiated its first 
structured third party PE Fund in 2005. Since then, 
the Alternate Assets business of the Group has 
grown to over USD 1.20 billion under management 
across two asset classes – PE & Realty Funds, 
both led by independent investment teams. Kotak 
Private Equity is focused on growth investing USD 
20–30 million in emerging corporates which have 
international competitive advantage and those 
growing on the back of a large domestic demand.

Mr. Deshmukh is part of the IVCA ‘Regulatory’ and 
‘Membership Drive’ Subcommittees.

Satish Kumar Mandhana  
Mr. Satish Mandhana is the Managing Partner at 
IDFC Private Equity. He has 28 years of private 
equity and corporate finance / business strategy 
experience. 

As director of CDC Advisors (now Actis), he 
was involved in privatization of Punjab Tractor and 
investing initial capital in IDFC. 

He was also CFO and Head of Business Strategy 
at JK Paper for nearly three years where he raised 
USD177 million including private equity. 

Mr. Mandhana is a member of working group 
on Power for Eleventh plan (2007-12) of the 
Government of India, and is a founding member 
of Cleantech Forum in India. Passionate about 
cleantech, Mr. Mandhana received an MBA from 

the FMS, Delhi University, and 
holds a BE degree from the 
Indian Institute of Technology 
(IIT), Roorkee.

IDFC’s alternate assets 
business manages a corpus 
of $2.2 billion through IDFC 
Private Equity and IDFC Project 
Equity managed funds. It has a 
track record of having invested 

in 44 deals and creating 14 liquidity events over 
past eight years. 

IDFC Private Equity led by Mr. Mandhana 
manages a corpus of INR 60 billion across three 
funds and is India’s most active private equity fund 
focussed on infrastructure. IDFC Project Equity led 
by Mr. M K Sinha, manages a corpus of INR 38 
billion and was set up in 2007. 

IDFC portfolio includes GMR Infrastructure, 

Gujarat Pipavav Port, L&T Infrastructure 
Development Projects, Ashoka Buildcon, Manipal 
Universal Learning, Viom Networks, Doshion, 
Green Infra, Hanjer Biotech, Karaikal Port, 
Sabarmati Gas, and more.

Mr. Mandhana is part of the IVCA ‘Regulatory’  
and ‘Research and Data’ Subcommittees

Sudhir Sethi
Mr. Sudhir Sethi, Founder & Chairman of IDG 
Ventures India, with 30 years of operating and 
investing experience, has been investing in early 
stage technology since 1998. Prior to founding 
IDG Ventures in 2006, he was head of Walden 
International India and invested amongst others 
,as seed investor in Mindtree Consulting. 

He served in Wipro, HCL and Infotech 
Enterprises in various senior positions. Mr. Sethi 

has been the recipient of 
awards from Red Herring, 
Dataquest, and recently as 
Visionary Venture Capitalist 
from Bloomberg UTV in 2010. 

An advisor to West 
Bridge (now Sequoia) and 
IIM-B, Raghavan Center for 
Entrepreneurship, Mr. Sethi 
serves on the IVCA EC as well 

as on UTI Ventures Ascent Capital Board. Mr. Sethi 
also was a key member of the KB Chandrasekhar 
committee report on Venture reforms in India.

IDG Ventures India is a leading  USD 150 
million technology venture fund with the advisory 
firm based out of Bangalore and an office in 
Mumbai. The fund is of 2007 vintage and invests 
in technology seed, early stage, early expansion 
stage (Series A and B) India based companies 
with disruptive technologies or business model, 
amongst the first of their kind from India, having 
the potential to dominate India and Emerging 
markets with the potential of going global. 

Investment Sectors include Internet, Mobile, 
Ecommerce, Software Products, Niche Services like 
Business Intelligence & Analytics, Security; Telecom, 
Energy, Waste Management, Medical devices 
and technology enabled Education. The Advisory 
firm team consists of Mr. Karan Mohla, Mr. Hemir 
Doshi, Mr. Ranjith Menon, Mr. Manik Arora, Mr. TC 
Meenakshisundaram and Mr. Sudhir Sethi. 

Mr. Sethi is part of the IVCA ‘Finance’ and 
‘Research and Data’ Subcommittees
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I
n line with India’s stated objective of 
achieving convergence of its financial 
reporting to International Financial reporting 
Standards (‘IFRS’), several steps have been 
taken in that direction in the last few months.  

More than 150 countries in the world have either 
adopted or converged their financial reporting in 
line with IFRS. 

A very specific road map has been prescribed 
by the Ministry of Corporate Affairs (‘MCA’) to 
achieve the convergence in a phased manner for 
all listed companies and large unlisted companies 
over the period commencing from 2011 till 2014. 

Institute of Chartered Accountants of India 
(‘ICAI’) has recently issued the near final form 
of accounting standards which are significantly 
aligned to IFRS with certain deviations, and these 
converged standards would be called ‘Ind-AS’ 
in India. As the Indian companies shift their 

REguLAtoRy 

financial reporting to Ind-AS, several benefits and 
challenges are expected to arise.  The reported 
profits/losses of companies under Ind-AS and 
their net-worth are expected to change in varying 
degrees upon application of new accounting 
standards. 

Some of the key benefits and challenges of 
convergence with IFRS are set out below:

Benefits of IFRS convergence
n IFRS reporting will improve comparability 

of reported business performance of Indian 
companies;

n Significantly additional business related 
information is expected to be available to 
investors and stake holders to make informed 
decisions about the performance of companies 
and their investments;

n IFRS would provide an impetus to cross-

Regulatory Affairs

AffAirs
ICAI announces IND-AS in convergence with  
International Financial Reporting Standards
Key Financial Reporting Implications
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border acquisitions, enables partnerships  and 
alliances with foreign entities, and lower the 
cost of integration in post acquisition periods; 
and

n In certain respects, the accounting would be 
more aligned to business substance of the 
transactions.  Such areas include – accounting 
for business combinations, fair value of 
derivative instruments and investments, 
revenue recognition, disclosure of segments, 
depreciation accounting etc.

Key challenges of IFRS convergence
n Expending considerable time and effort in 

educating and communicating with internal 
finance teams, investors, lenders, analyst 
community, Board of directors and other stake 
holders;

n Increased use of management judgment 
in areas such as evaluation of accounting 

policies, evaluation of estimated useful lives 
of assets, fair values, impairment assessment, 
multiple elements in revenue transactions etc.;

n Increased use of fair values in areas such as 
financial instruments, property, plant and 
equipment and business acquisitions would 
result in volatility in earnings reported;

n Operational impacts also would need to 
be addressed such as changes in business 
processes, IT Systems,  compliance with debt 
and contract covenants amongst others;

In addition, given India’s approach to convergence 
and several deviations in Ind-AS as compared 
to IFRS as issued by International Accounting 
Standard Board (‘IASB’), the Indian reported 
financial statements would not be fully compliant 
with IFRS and significant differences may exist; 
and 
n Lack of formal clarity with companies on how 

will convergence affect the taxation as well 

Timelines for IFRS convergence
Following timelines have been prescribed for mandatory convergence for different sets of companies

timeline for companies excluding Banks, NBFCs and Insurance

timeline for Banks, NBFCs and Insurance companies

Phase 1 (transition date 1 April 2011) Phase 2 (transition date 1 April 2013) Phase 3 (transition date 1 

Companies (listed or unlisted) with 
networth in excess of INR 5,000m 
but less than INR 10,000m

Listed companies with net worth less
than INR 5000m

All insurance companies

• All NBFCs in Nifty 50 and Sensex 30
• NBFCs (listed or Unlisted) with net 
• worth in excess of INR 10,000m
• All scheduled commercial banks 
• and urban co-operative banks with
• net worth in excess of INR 3,000m

• Urban co-operative banks with net
• worth in excess of INR 3,000m
• All listed NBFCs and unlisted NBFcs
• with net worth in excess of INR 
• 5,000m but less than INR 10,000m

Phase 1 (transition date 1 April 2012) Phase 2 (transition date 1 April 2013) Phase 3 (transition date 1 April 2014)

• Nifty 50
• Sensex 30
• Companies whose shares or other 
• securirties are listed on stock 
• exchanges outside India
• Companies (listed or unlisted) with 
• net worth in excess of INR 10,000m 

April 2014)

PUBLIC
PRIVATE 
PARTNERSHIP
ARRANGEMENTS 
Unlike Indian GAAP, 
Ind-AS provides 
specific guidance on 
accounting for public-
private partnership 
arrangements in 
which public sector 
controls or regulates 
the services provided 
with the infrastructure 
and their prices and 
controls any significant 
residual interest in 
the infrastructure. 
Significant change 
and impact will arise 
in revenues and 
profitability of such 
companies.  In several 
cases, certain taxes 
for such infrastructure 
companies are payable 
based on reported 
revenues and would 
require careful 
evaluation. 
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as certain regulated industries such as Power,  
Airports, Financial Services etc.

Awaited next steps on the IFRS 
convergence
While a clear road map and plan has been 
pronounced by the regulators, certain other 
changes in the framework are yet to be made. 
Such expected next steps include: 
n Issuance of Ind-AS in final form and their 

approval. These standards have been already 
issued in the near final form; 

n Amendments to Companies Act and other 
regulatory framework for regulated industries; 
and Clarifications in taxability of companies. 

While it is generally expected based on several 
discussions that Indian companies would continue 
to pay taxes based on the present Indian GAAP 
results and tax laws, it is yet to clarify on how such 
rules would be implemented.

However, based on available standards, most 
companies which are covered under Phase 1 of 
convergence road map have taken or are taking 
necessary steps to ensure their preparedness by 
April 1, 2011.

how does IFRS convergence impact Private 
Equity (‘PE’) and Venture Capital (‘VC’) 
entities
Many times, the valuations of portfolio companies 
consider the multiples on reported revenues, 
profits, Earnings before Interest, Depreciation, 
Taxation and Amortization (‘EBIDTA’) etc.  
Although Ind-AS does not directly affect the 
underlying business economics, each of these 
metrics will change and may impact the valuation 
until the multiples are adjusted. There are no 
immediate formulae to adjust these multiples for 
different sectors and until such times, additional 
focus is required to evaluate the impact of 
convergence, specially in the case of making 
the investments and exits. The business plans 
and budgeting process would also need to be 
evaluated using the Ind-AS principles. Generally, 
companies are conscious of such impacts and are 

evaluating the impact of Ind-AS on their portfolio 
investments. Similarly, for new investments, 
future potential impact of Ind-AS is usually being 
evaluated by many PEs and VCs during the course 
of their financial due diligence process. 

Key Technical accounting Impact 
areas for Corporate India
Business Combinations (Mergers, Acquisition 
of businesses)
Unlike Indian GAAP, Ind-AS only permits 
accounting for business combinations as per 
the acquisition method. This would preclude an 
entity from recognizing business combinations 
or mergers in its financial statements based on 
court-approved schemes that may not be based 
on Ind-AS principles. Under Ind-AS, all identifiable 
assets acquired and liabilities assumed as part 
of business combinations are measured on the 
acquisition date at fair value. As a result, certain 
assets and liabilities not recognised in the 
investee’s financial statements are also recognised 
on business combination. Similarly, the currently 
followed, book value accounting will change.  

Consolidation of financial statements: 
The Ind-AS framework considers consolidated 
financial statements to be the general purpose 
financial statements of the reporting entity, while 
the separate (or standalone) financial statements 
may still be required. This is a significant departure 
from current practice, which requires mandatory 
presentation of separate financial statements, 
while the consolidated financial statements are 
usually prepared only by listed companies for 
compliance with the SEBI listing requirements.

Further, under Ind-AS, consolidation is based 
on one entity’s control (both direct and indirect) 
over another, rather than only legal ownership 
(as has been the case in Indian GAAP). This may 
result in companies consolidating some current 
joint ventures and associates and de-consolidating 
other joint ventures and subsidiaries based on 

Key challenges of IFRS convergence
n Expending considerable time and effort in educating and communicating with internal finance 

teams, investors, lenders, analyst community, Board of directors and other stake holders;
n Increased use of management judgment in areas such as evaluation of accounting policies, 

evaluation of estimated useful lives of assets, fair values, impairment assessment, multiple 
elements in revenue transactions etc.;

n Increased use of fair values in areas such as financial instruments, property, plant and 
equipment and business acquisitions would result in volatility in earnings reported

LINKED 
TRANSACTIONS
In some cases, two or 
more transactions may 
be linked so that the 
individual transactions 
have no commercial 
substance on their 
own. These are known 
as linked transactions. 
In these cases, the 
combined effect of 
the two transactions 
is considered for 
accounting purposes 
to reflect the 
underlying substance 
of the arrangement. For 
example, an entity may 
sell goods and, at the 
same time, enter into a 
separate agreement to 
repurchase the goods 
at a later date, thus 
negating the substantive 
effect of the transaction; 
in such cases, the two 
transactions are dealt 
with together. Indian 
GAAP does not contain 
detailed guidance on 
linked transactions.
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the contractual arrangements and evaluation of 
control. Under Ind-AS, companies will also have to 
consolidate Special Purpose Entities (‘SPE’). 

Financial Instruments
Ind-AS provides detailed guidance on recognition, 
measurement and disclosure requirements for 
financial instruments. It requires all financial 
instruments to be initially recognised at fair value, 
while some instruments are re-measured at fair 
value at each reporting date. This will result in 
increased volatility in the income statement and/
or equity. 

Further, the classification rules between equity 
and liability instruments would result in certain 
instruments, such as a plain-vanilla preference 
share, being classified as debt instruments instead 
of equity, thereby adversely affecting debt-
to-equity and profitability ratios. Investments 
will need to be measured at fair values at each 
reporting dates with the gains/losses reported 
either in profit and loss account or reserves 
depending on the classification. 

Significant additional disclosures would be 
made in the financial statements on this matter. 

Property, plant and equipment
Under Ind-AS, when an item of property, plant 
and equipment comprises individual components 
for which different depreciation methods or rates 
are appropriate, each component is depreciated 
separately. 

Component approach is not mandatory under 
Indian GAAP. Ind-AS does not permit capitalization 
of indirect expenses and exchange fluctuations 
unlike existing Indian GAAP.

Depreciation would be based on the estimated 
useful life and changes may be required from the 
currently followed rates prescribed under Schedule 
XIV of the Companies Act currently.  

Revenue recognition
Certain sector-specific principles, such as customer 
loyalty programmes and service concession 
arrangements, can significantly impact the revenue 
profile of a few sectors. 

Multiple element arrangements consist of 
composite contracts wherein an entity may be 
required to deliver various components over the 
term of the contract. 

Under Ind-As, companies will be required to 
unbundle various components of the contract 
and recognize revenue based on the revenue 
recognition principles of each of the specific 
elements. There are additional guidances on gross 
vs net reporting on revenues for various items such 
as expenses charged to customers, taxes payable 
on billing, excise duty etc.

Share-based compensation
Under Ind-AS, employee share-based payments 
should be accounted for using the fair value 
method. In contrast, Indian GAAP permits an 
option of using either the intrinsic value method 
or the fair value method, and most entities 
follow the intrinsic value method under Indian 
GAAP. Additionally, in cases of options with 
graded vesting schedule, companies would need 
to amortise the option costs in an accelerated 
method considering each vesting as a separate 
grant as opposed to straight line amortization of 
total option cost over the overall vesting period. n

EMBEDDED 
LEASES: 
Many companies enter 
into an arrangement, 
comprising a transaction 
or series of related 
transactions, that do 
not take legal form of 
a lease but convey a 
right to use a specified 
asset. Ind-As provides 
specific guidance for 
determining whether 
such arrangements are, 
or contain leases that 
should be accounted for 
in accordance with the 
standard on leases. 
There would be several 
other impact areas 
and companies should 
carefully evaluate these 
expected changes to 
fully comply with the 
requirements. 
Additionally non-
technical impacts 
such as Investor 
communications, debt 
covenants, process 
related changes, training 
requirements etc also 
need to be addressed in 
a structured manner.

Share-based compensation
Under Ind-AS, employee share-based payments should 
be accounted for using the fair value method. In 
contrast, Indian GAAP permits an option of using either 
the intrinsic value method or the fair value method, and 
most entities follow the intrinsic value method under 
Indian GAAP.
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Vulture’s Nest 
IVCA was the Knowledge Partner for the 
Entrepreneur-Investor rendezvous event Vulture’s 
Nest, which was part of The Entrepreneurship 
Summit, scheduled on February 6th , 2011 in IIT 
Bombay.

Vulture’s Nest is a unique initiative taken 
by The Entrepreneurship Cell, IIT Bombay. The 
need of a platform to connect potential startups 
to Venture Capitalists and Investors led to the 
conceptualization of this event. Last year, Vulture’s 
Nest was set in the format of a reality show and 
was aired on ET Now. 

IVCA 
PARTNERS

This year, in its second version, entries were 
called in from all over India and top 15 entries 
were shortlisted, which are some of the best 
start-ups in the country. These 15 teams were 
then provided mentoring on “How to pitch to an 
Investor”, and these teams subsequently pitched 
before top Venture Capitalists for funding their 
startups. IVCA, in accordance with its mission 
to promote the development of venture capital 
and private equity industry in India, and to 
support entrepreneurial activity and innovation; 
wholeheartedly supported this endeavor. n
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information asymmetry, costs, effort and time 
for smaller deals by bringing about a powerful 
convergence of all the players operating in 
this space including investors, investment 
bankers, incubators, affiliate organizations and 
entrepreneurs.  IVCA is in the process of getting all 
the members to board the new platform and  to 
make it a spectacular success. 

The Need
The ‘India Venture Board’ is an initiative of IVCA in 
collaboration with NSE, SIDBI and leading angel 
networks, with the main aim to improve primary 
and secondary deal efficiency to attract more 
investor interest in innovation based enterprises. 

This is not only critical for the country but also for 
the whole equity ecosystem as smaller innovative 
companies will provide feeder stock to bigger VC/
PE firms and capital markets. In this context it is 
interesting to note that some of the most biggest and 
exciting companies like Google, Facebook, LinkedIn, 
Twitter, Paypal etc. have emerged from this early 
stage ecosystem in recent years. 

However, the early stage ecosystem in India is 
still nascent viz a viz a country like US where several 
thousand early stage angel/VC deals are done every 
year compared to less than a hundred in India. 

A key requirement is to create an advanced 
legal framework, greater understanding & 
awareness of the early stage asset class and a 
wider pool of sophisticated investors. n

To  know more about 
the India Venture 
Board, visit: www.
indiaventureboard.com

PartnershiPs

Mr. Ravi tyagi, Head, SME Project, NSEMr. Ravi Narain Managing Director & 
CEO, NSE

LAuNCh — INDIA VENtuRE BoARD

India Venture Board is an exciting new electronic 
platform meant for increasing primary and 
secondary Venture Capital and Private Equity 

deal flow in unlisted companies in India.  The 
platform will include a bulletin board for 
making and responding to investment interest 
calls, an announcement board and customized 
communication channels. The platform will enable 
investors to find exciting investment opportunities 
as well as seek secondary liquidity for their 
investments apart from access to special features 
to manage their investments.  

IVB has a special objective to galvanise early 
stage risk financing eco system and innovation 
based entrepreneurship in India by reducing 
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Mr. Sudhir Sethi, Founder, Chairman 
and Managing Director, IDG Ventures and 
Member, IVCA Executive Committee
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L-R) Mr. Mahendra Swarup, President, IVCA; Mr. Ravi Narain, Managing Director and CEO, NSE; Dr. Saurabh Srivastava, Founder, Indian 
Angel Network; Mr. Rakesh Rewari, Deputy Managing Director, SIDBI; Mr. Prashant Choksey, Co-Founder, Mumbai Angels; Mr. Sudhir Sethi, 
Founder, Chairman and Managing Director, IDG Ventures and Member, IVCA Executive Committee

Ms. Chitra Ramkrishna, 
Joint Managing Director, 
NSE launching the India 
Venture Board

Mr. Mahendra Swarup 
in conversation with Mr. 
Ravi Narain and Mr. 
Rakesh Rewari
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iVCa shares PE/VC

industry issues 
and Proposals
with Mr. U.K. Sinha, Chairman, sEBi

A high power delegation from Indian 
Private Equity and Venture Capital 
Association (IVCA) met with Mr. U.K. 
Sinha, chairman,  and select members 

such as Mr. Prashant Saran, Whole Time Member, 
Mr. Ananta Barua, Executive Director, and  Ms. 
Maninder Cheema, DGM of The Securities and 
Exchanges Board of India (SEBI) on 12th MAY 2011.

The IVCA delegation was led by Mr. Sumir 
Chadha , Chairman- IVCA, alongwith executive 
committee members,  Mr. Darius Pandole,  
Mr. Niten Malhan, and Mr. Nitin Deshmukh.  
Mr. Mahendra Swarup, President – IVCA, 
presented the IVCA charter and highlighted a few 
issues and proposals that would go enable the 
PE/VC industry to contribute to inclusive wealth 
creation in India. 

Overview About IVCA
Presenting the IVCA Charter, Mr. Swarup 
introduced IVCA as India’s leading member based 
national organization that represents venture 
capital and private equity  firms, and promotes the 
industry within India and throughout the world  
encouraging investment in high growth Ventures. 

IVCA’s vision is to create an environment 
conducive to promoting entrepreneurship and 
encouraging the growth of private equity and 
venture capital in India.  IVCA’s charter is to 
serve as a catalyst for the creation of a large 
pool of domestic venture capital and support the 
emergence of new categories of investors, VC firms 
and later-stage private equity firms – to assist 
Indian companies with growth

.
IVCA Objectives
Public Policy: To promote sound public policy 
on issues related to tax, regulation and securities 
through representation to the Securities and 
Exchange Board of India (SEBI), Ministry of 
Finance, the Reserve Bank of India and other 
government departments.
Research & Statistics: Collect, Analyse and 
Publish information on the industry, including 
performance statistics. 
Professional Development: Provide a forum 
for the professional development of members 

and those interested in the venture capital and 
private equity industry through educational  and 
training events.  

Highlighting a few of the  ‘Regulatory Issues’ 
that affect the growth and performance of the 
industry in India, basis research conducted by 
Siddhartha Shah, Nishith Desai and Associates, the 
IVCA delegation highlighted the following

1. Sectoral restrictions on investments 
by registered foreign venture capital 
investors
Although RBI has started clearing Foreign 
Venture Capital Investors (FVCI) applications 
in recent times, it has prescribed additional 
conditions that the investments by FVCI entities be 
restricted to select sectors such as infrastructure, 
biotechnology, IT related to hardware and 
software development, nanotechnology, seed 
research and development, research and 
development of new chemical entities in pharma 
sector, dairy industry, poultry industry, production 
of bio-fuels and hotel-cum-convention centers 
with seating capacity of more than 3,000. These 
sectoral restrictions, which are not even based on 
the present position of law in this space, would 
seriously disincline foreign investors from investing 
into India. IVCA represented that the additional 
restrictions prescribed by RBI should be withdrawn 
for all registered FVCIs.

2. Tax pass through for domestic VCFs
The Indian Government has restricted the scope of 
tax pass through to venture capital funds (VCFs) 
for investments in a few sectors as identified under 
section 10(23FB) of the Income Tax Act, 1961 
(ITA). It is highly prejudicial to limit the tax pass 
through treatment to only select sectors and this 
is absolutely contrary to the principles on the lines 
of which the VC industry operates in various other 
jurisdictions. 

A tax pass through status at the pooling level 
(i.e. the trust income) is not a tax benefit as the 
investors in turn, are taxed on the income received 
from the trust. Accordingly, the existing section 
10(23FB) of the ITA should be re-enacted to provide 
for automatic income tax exemption to VCFs 

Mr. U.K. Sinha 
and the SEBI 
team appreciated 
the issues and 
proposals shared 
by the IVCA 
delegation and 
are in the process 
of creating a 
focus group to 
recommend further 
examination of 
the issues with 
the concerned 
authorities such 
as Ministry of 
Finance, Ministry 
of Commerce 
and Industry, 
Foreign Investment 
Promotion Board 
and Reserve Bank 
of India

Insider Track
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registered with SEBI (as in the case of mutual funds) 
which will eliminate the taxation at the pool level 
while maintaining the same at investor level.

3. Restriction on purchase of shares by 
foreign venture capital investors
RBI is of the view that the investments by the FVCI 
entities should flow directly into the Indian portfolio 
company (leading to a fresh issue of shares by the 
company) and therefore seems to be uncomfortable 
with FVCI entities purchasing existing shares. 
However, RBI has not issued any specific notification 
or circular to that extent till date.

It should be permissible for registered FVCIs to 
purchase shares from existing shareholders. Since 
this can be interpreted from the existing provisions 
of the law, while no regulatory amendments need 
be carried out to reflect this position, it would be 
helpful if RBI could issue a circular/clarification to 
that effect.

4. Restriction on investment into listed 
securities by foreign venture capital 
investors 
Registered venture capital funds (VCFs) (both 
domestic and offshore) are restricted from 
investing into listed shares barring preferential 
allotments and IPOs in certain cases. The 
restriction is not in keeping with the spirit of 
venture capitalism. Even listed companies could 
be in need for not only venture capital but also 
the positives that a venture capitalist can bring to 
the overall business of its investee company. Being 
listed should not act as a bar on a company from 
receiving venture financing. 

Regulation 11 (d)(ii) of the SEBI (VCF) 
Regulations, 1996 and Regulation 11 (c)(ii) of the 
SEBI (VCF) Regulations, 1996 should be revised 
to allow VCFs and FVCIs to carry out secondary 
purchase of listed securities through secondary 
market route within the 33.33% of its investible 
corpus subject also to other applicable laws 
including the Takeover Code.

5. Investments into non banking financial 
companies (NBFCs)
The restrictions on investing into NBFCs severely 

limit the ability of venture capitalists to various 
sectors that adopt the NBFC structure for their 
operations or those that are deemed to be 
classified as NBFCs because of the definition of the 
term ‘NBFC’. 

‘Third Schedule’ to both the SEBI VCF 
Regulations and SEBI FVCI Regulations (i.e. the 
Negative list) may be revised to permit venture 
capitalists to directly invest in CICs/ NBFCs 
engaged in infrastructure and microfinance in 
addition to those which are registered with RBI 
and have been categorized as equipment leasing 
or hire purchase companies.

6. Lock-in on shareholding in certain cases 
There are different legal provisions that ‘lock-in’ 
the shareholding of VC/PE investors to the investee 
company. Distinction has to be made between 
short term private equity investors from the 
comparatively long term strategic investor who are 
more entrenched in the day to day operations of 
the concerned company.

A clarification/circular/notice should be issued 
by SEBI and FIPB on the timing of the lock-in 
period as to when the same is deemed to start. 
The period of lock-in should start from the date on 
which the foreign inward remittance was made to 
acquire the base securities (equity or convertible). 
Situations needing a clarification in this respect 
typically arise in case of equity convertible 
instruments including warrants, bonus shares in 
certain situations, mergers, etc.

Mr. U.K. Sinha and the SEBI team appreciated 
the issues and proposals shared by the IVCA 
delegation and are in the process of creating a 
focus group to recommend further examination 
of the issues with the concerned authorities such 
as Ministry of Finance, Ministry of Commerce and 
Industry, Foreign Investment Promotion Board and 
Reserve Bank of India. n
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Could you give us an insight into how Seed 
fund got established and what you had set 
to achieve in India.
I have always been interested in early stage 
investing. Several years before the existence of Seed 
fund, I had a fund called Infinity in the year 2000. It 
also started out as an early stage investment. Prior 
to that, I was an angel investor since 1996. To sum 
it up, investing in the early stage ecosystem was 
an interest that I believed in supporting and in that 
process, we did reasonably well. 

During Infinity’s tenure, despite the burst of the 
dot com bubble, we were still able to return 2X 
to our investors and that sort of established that 
there is an opportunity if you do it right. 

Once Infinity was over, I found a couple of other 
people, Bharati Jacob and Mahesh Murthy, who 
were interested in the early stage space. We decided 
to go ahead and do it as an experiment in some 
sense and see how we could help start-ups and 
make money out of the early stage ecosystem. We 
raised about $ 15 million for the fund and that’s 
how Seedfund started. We were not just asking 
our entrepreneurs to test the waters, we were also 
testing the waters ourselves. I would call ourselves 
more early stage rather than venture stage. Venture 
stage is a stage later than us, although everybody 
seems to be doing everything anyway. 

We don’t have a very strict measure on what 
we want to achieve with Seedfund, but we would 
like to believe that if we can’t return a minimum of 
3X for the fund, we haven’t done a good job. We 
have to remain sector agnostic in some sense and 
be disciplined in the companies that we invest in.

In the space that you operate in how 
do you think you are faring currently 
compared to others in the market? What 
are your internal metrics to measure 
deliverables? 
I think we are doing quite well. Right now we are 
on target for upwards of 3X returns for the fund. 
In the companies that we have invested in, I am 

comfortable with the leadership positions they 
have taken in their respective categories.  

Success is also a measure of the amount of 
return you get. In India, based on my experience 
so far, we can expect about 30% of the 
companies to generate above 6X return, 30% 
of the companies should return between 1X to 
6X and 30% of the companies could end up 
closing business. We cannot do a spreadsheet 
metric to measure deliverables because this is 
early stage. Our disbursal of money generally is 
linked to certain milestones. Therefore, based on 
whatever the company is about, we agree to some 
milestones with the entrepreneur. We measure 
the number of customers, page views or whatever 
applies to that particular company or industry.  
For example, we would invest about $100,000 
or $200,000 in building a hospital and track the 
growth of patients. Our focus is on how to make 
the idea work. And if that happens successfully, 
then we know that you are on the right path.

What has been your most exciting 
investment that you have made since 
inception and why is it so?
Obviously, when we made the investments we 
were excited about all of them. Some work while 
others don’t. So if you define excitement in terms 
of whether they have grown, then it is Carwale, 
Redbus and Vaatsalya. They are clearly our three 
star companies, but there are others that would 
also get up there. Some have gotten there earlier 
but there is no reason why the others can’t get 
there either. So by and large, the only excitement 
is about the potential of the exit opportunity. 
And that gets kind of determined down the road. 
When we do invest, we are excited about every 
investment we make. In the kind of business we 
are in, we are very hands on. 
So we are tracking the company on a reasonably 
frequent basis and helping them to do whatever 
is needed to make sure that they have a chance to 
succeed. 

IN PERSoN 
investor
Pravin Gandhi from Seed fund on value creation in the early stage space

Reporting on Indian Private Equity and Venture Capital

In Person: Investor

OUR FOCUS IS ON 
HOW TO MAKE THE 
IDEA WORK. AND 
IF THAT HAPPENS 
SUCCESSFULLY, 
THEN WE KNOW 
THAT YOU ARE ON 
THE RIGHT PATH”



©

Reporting on Indian Private Equity and Venture Capital

IVCA RIPE | IIIrd Edition | June 2011 23   

your investments in early stage companies 
like Carwale and Redbus generated a lot of 
buzz in the start-up space. What do you look 
for in a start-up especially when they have 
a lot left to prove in their business model?
One of the parameter’s we measure when we 
invest in a start-up is, to make sure that we are 
not the sixth person attempting to do implement 
the same idea. Because it is very clear that in India 
there is only room for one or two people in the 
same category, especially on the internet. 

The other is to make sure we can work with 
the company to quickly establish a certain market 
leadership. We have learnt over several years that 
there is really no such thing as buying market 
share. You have to run the start-up as a business 
with your own money and see where it takes 
you. We also attempt to see if they can have an 
operational breakeven within 18 to 24 months 
with the amount of money that we invest. 

Our biggest focus is on the management team. 
We have to believe that they have the passion 
to succeed. They should be nimble enough to 
understand the changes that they have to make as 
they grow but fundamentally they must be hungry 
for success. Not hungry for money, but hungry for 
success.

Majority of the companies that you have 
funded are online and have website 
based businesses. Is this a sector that you 
are most comfortable with or are there 
strategies in place that help explain the 
investments?
As a fund, we are sector agnostic. However our 
management ability and the amount of money 
we can invest defines what we cannot be. 
Therefore, we cannot be in infrastructure heavy 
or capital expenditure heavy projects. The second 
thing is that we don’t do any biotech or pharma 
related investments partly again because we 
don’t understand it, they are of extremely long 
gestation, highly capital intensive and very risky in 

Pravin gandhi is a Managing Partner in “Seed- fund”, an early stage fund 
launched in 2006. he has been an angel investor in various companies. he has 
over 35 years of operational and entrepreneurial experience in the It industry in 
India. he co- founded hinditron Computers (1972), India’s first It company, which 
subsquently merged with Digital Equipment Corporation in 1988. Pravin holds 
a BS in Industrial Engineering from Cornell university, and serves on the board 
of several public and private corporations in India. Pravin is a former President 
of the Manufacturers Association of Information technology (an IT manufacturers 
association in India) and was formerly a member of the NASSCoM Executive Council. 
he was the President and is currently the trustee of the Indus Entrepreneurs (TiE), 
Mumbai, as well as on the board of SINE, the IIt (Bombay) incubator. he is also an 
advisor to Aavishkaar (a social venture fund) 
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proposition. And thirdly, we are not interested in 
IT and ITES services business because the industry 
has matured. So that obviously leaves us with 
internet, mobile and niche retail. If you must have 
one common theme across all our investments, 
then it is about “serving the Indian consumer.” The 
space we haven’t yet been successful in investing 
is technology product companies. There doesn’t 
seem to be many of them in India and whatever is 
there is perhaps looking for a very quick exit. 

What are the sectors that you are currently 
looking to invest in?
We will look at investing in ecommerce and 
education. As said earlier, we don’t have a very 
specific sector. If there is a good offering around 
energy or water, we might invest in it as we see 
lots of consumers. We would rather sell small 
services to many people than sell big ticket items 
to a few people, because we have a consuming 
class in India that is ready to consume it if we can 
find a way to deliver it better.

What are your basic rules of thumb for 
NOT investing in a company?
There is no basic rule of thumb except that it 
should not be a “MeToo” kind of business. That 
perhaps takes care of a large number of queries 
that we receive. If it is a new idea then we would 
be happy to look at it. 

In a new business idea, we have to be clear 
about how quickly we can get to whatever it is 
that the company is offering to the customers. 
We predominantly look at ventures that have 
customers in India, because sitting here we don’t 
necessarily know what is going on in the overseas 
market. Our basic philosophy is that if we have 
succeeded in the Indian markets and in the 
process if we have developed something unique, 
then we will go to other markets in developing or 
developed countries.

An easily identifiable quality that we don’t 
want in companies is that they cannot be gold 

diggers. We cannot relate to anybody who is 
always thinking about valuation at the time of 
investment. Again, this is not from a point of view 
that the entrepreneur must have some pride and 
own a significant portion of their company. If an 
entrepreneur is thinking more about how quickly 
can I become a billionaire, then we are the wrong 
people to talk to. At Seedfund, we are very clear 
that there is a deal format on how we will invest. 
Unlike growth capital or private equity funds, we 
are not necessarily desperate to invest and we 
would like to believe that to the entrepreneur it is 
not only about money. It is also about the value 
we will add in the start-up going forward. 

There have been talks about a new SME 
exchange (along the lines of AIM of LSE). 
What effect do you see such an SME 
exchanges having on the Angel and VC 
industry in India? 
I think that it is still in the realm of unknown. It 
will really not affect the investments we make. 
There are several questions still being asked about 
whether these companies are mature enough to 
manage the public processes and whether there are 
intermediaries that will do it at a low cost. But at 
the same time, I would think that it is perhaps only 
after the fifth year that a company does become 
consistently profitable and that is when you go for 
public listing. Therefore, this exchange is probably 
not going to be helpful for SME’s. BSE allows you to 
go to market, if you have a 1000 crore market cap 
preferably or even a 500 crore market cap. For an 
SME exchange the requirement would be a 200 to 
400 crore market cap. Anything less than that and 
not profitable will not really take off with investors. 
The SEBI rule regarding three years profitability and 
even the investor’s perception of good company is 
still around profits. So I don’t see the exchange as a 
lot of value yet to our franchise in a hurry.

have you seen an increase in the number 
of start-ups or people interested in 

FUNDAMENTALLY 
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entrepreneurship over the last few years?  
has the ecosystem become more mature?
India is a “jugaad” country. To that extent, in 
the last two to three years there has been an 
increase in the entrepreneurial activity. Examples 
like Naukri, Bharat Matrimony, Make my trip  and 
some of the other ones that have succeeded have 
made people sit up and take notice that there is an 
opportunity to succeed and make money. People 
have now begun to believe that if you create 
value, then there is local, foreign or institutional 
interest in putting more money or taking it to 
market.  So I think yes, there is an increase in 
maturity, but at the same time there is also a lot 
of Me Too’s. Me Too’s are going to be there in all 
markets, and not just in India, but India’s ability to 
accommodate Me-Too’s is limited, mainly due to 
the lack of penetration of the internet, challenges 
in execution across the demography of India and 
understanding consumer tastes across the nation. 

What has also been clearly established is that 
it is not a slam dunk exit in India like it maybe in 
the US but it is generally about business models, 
proving the business models and executing it well, 
which has its own time span. I don’t think that any 
early stage investor should think about any exits 
before five to six years. 

What kind of returns are you confident 
that the VC investors can expect in today’s 
market?
From my experience, we did about 2X in Infinity, 
which was partly in a downturn economy. And in an 
economy that is growing, you can happily look at 
upwards of 3X to 4X of your capital. If every fund 
gave you 10X, it would be great, but that rarely 
happens. A majority of the Indian opportunities 
are around business models and their execution. 
You are unlikely to see a 100X return in a hurry. 
Therefore it is likely at the upper end that one can 
see 25X at best. I am still looking for a crystal ball 
that says “Do this and you’ll get a 25X return on 
every venture”, but I haven’t found it yet. n
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Could you brief us about the business 
model of Exclusively.in and how the idea 
originated? 
Exclusively.in is an ecommerce website that 
sells luxury Indian goods, largely apparel, home 
decor, jewellery and other products that we find 
throughout India. We use a particularly unique 
business model called flash sales where the 
product categories are uploaded every day but 
the sales are timed for a specific period, anywhere 
between two to five days. So there is a sense of 
urgency around needing to purchase a product in 
that short sale window. 

Flash sales as a business model has been 
proven over the last two to three years. There 
are some leaders in the space. One of them is 
called Vente-Privee, that’s a French flash sales 
model company. The other is called the Gilt group 
in the United States. Both of them are doing 
north of $500 million a year in sales. We looked 
at their model, and felt that it had interesting 
characteristics we wanted to emulate and bring 
to the Indian diaspora at first, and then eventually 
into the Indian market itself. The unique thing 
about our business model viz. a viz. the Gilt 
group or Vente-Privee is that if you just look at 
the Indian diaspora around the globe, many of 
these people in reality don’t have access to the 
goods and services we provide, in their local retail 
environments. They can’t walk down the street 
to their local store, boutique or mall, and find 
sarees, lehengas and sherwanis. Our unique USP 
is that we really provide an access channel to the 
diaspora and more importantly for the globe at 
large. What we’ve found is that in addition, there 
are lots of westerners and non Indians who are 
extremely interested in Indian ethnic wear or Indo 
chic western design. 

 The idea really started about a year and half 
ago. We were in the process of selling my last 
company, Going.com, to AOL. Therefore, as an 
entrepreneur, I was looking for the next best thing. 
I looked at different models and market places and 

wanted to come back to India. There are probably 
fifty successful flash sales businesses around the 
globe currently, but no one was addressing the 
Indian diaspora and this particular need. So when 
we analysed this particular business model, we 
felt that the unique aspect would be that not only 
does the model itself hold on extremely well, but 
it also made a lot of sense just from filling the 
demand standpoint, since the diaspora currently 
does not have access to physical retail and etail to 
get ethnic wear items. 

you are a young company at the moment. 
how do you plan to differentiate yourself 
from other operators in the e-commerce 
space? 
There are a variety of ways. First and foremost 
there is the first mover advantage. We are the first 
company delivering Indian goods and services 
through this particular platform to the diaspora. 
So the first mover’s advantage is helping us build 
brand equity within the minds of the consumers. 
We are really focussed on the consumer and so 
we are very customer service centric. Building 
all of that culture within the organisation helps 
us differentiate in product relations. And we’ll 
continue to innovate. There’s a lot of interesting 
things we learn as we look at data on what 
people like and don’t like. While we have used the 
platform of flash sales as kind of a launch pad, it 
doesn’t mean that we are going to stick to one 
thing necessarily, so we will ourselves continue to 
innovate the business model. That is the number 
one way we will continue to differentiate. 

To sum it up, the three ways we plan to 
differentiate are (1) maximising the first mover 
advantage, (2) injecting culture within the 
organisation that is always thinking of the next 
big thing and (3) constantly innovating one step 
ahead of time.

What caused you to set out and raise funds 
at this juncture in your growth? 

IN PERSoN 
entrePreneur
Exclusively.in on business strategy and recent funding received
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The model itself is rather capital intensive and 
that was known to us. We initially started with 
seed funding from friends, family and people 
that had invested in the previous companies that 
I had started, so it was relatively easy for us to 
get seed capital just to start and begin proving 
the model. We then analysed how we could 
potentially minimise costs and put the pieces in 
place to ensure that we got to launch. Capital was 
required to build an entire ecommerce platform, 
for operations, for marketing and for some cost of 
goods. There are a number of other things that is 
required in this particular business and so you do 
need a healthy amount of start-up capital. 

Other internet businesses that are at least at 
the beginning stages may be potentially light from 
the capital need standpoint but in our particular 
case we did need half a million dollars to get to 
where we needed to go, so funds were critical for 
us to simply get to the market. Then, as we proved 
the model, we needed capital for marketing and 
all the other operational components that go 
along with growth to take us to the next level. 

Before you started seeking investors, how 
did you prepare yourself?
We needed to raise half a million dollars as 
we had budgeted out in our business plan 
to ultimately get us to proof of concept. We 
methodically thought about the business space 
we wanted to operate in, laid out the requirement 
in an executive summary, looked at successful 
businesses and tried to emulate those models. That 
was the first process. 

We raised capital by putting together a solid 
business case, getting the right team in place and 
then tapping people who were close to us that had 
a relatively convenient light risk profile that allowed 
us to get seed fund for our business to hit our 
first milestone which was to get to launch. Luckily 
again we had chosen two interesting elements. 
First, a proven business model and second, a large 
potential market. These elements together with 

Mr. Sunjay Guleria CEO, Exclusively.in
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having the right team in place resonated extremely 
well with investors. We were hitting all the 
milestones we laid out early on and that allowed us 
to accelerate capital growth. We went from raising 
seed funding to raising our Series A, within months. 
It was a rapid process because we were on the right 
path from the get go.

how many potential investors did you 
reach out to?
I believe we did something relatively unique. We 
cast a really wide net of angels across multiple 
continents through our friends, families, team 
and the network. And literally hit three different 
continents. We contacted investors in India, Europe 
and US.

Our team is multinational, multilingual, 
multiethnic, and made up of Indians, Europeans 
and Americans. It really helped us get through 
the process rather quickly. In terms of angels, we 
collectively reached out to about 50 angels. In the 
process of seeking angel funding, we also began 
putting out feelers in parallel, to Series A investors. 
We reached out to a dozen or more V.C.’s in both 
the US and Indian markets. 

When we launched in June 2010, we 
communicated specific metrics that we wanted 
to hit both to the angel community and to the 
venture community. We were able to hit those 
metrics and as a result wrap up funding quickly. 
We closed Series A in October with Accel Partners 
and Hellion Venture Partners.

 In the end, I think what was helpful was 
casting a wide net of angel investors and advisors. 
They helped us build the hype, momentum and 
excitement within the deal. You also get different 
perspectives and people appreciate the market you 
are going after in different ways. The deal was well 
over subscribed and then it allowed us to close 
funding with what we feel are two of the best 
V.C’s that we were able to find. 

In the process of raising investments, 
did you have any positive or negative 
apprehensions about fund raising? 
We did two things that were unique to help 
mitigate those apprehensions. One was we 
really brought in a good group of advisors. We 
brought in advisors who had already launched 
similar business models in different verticals, were 
luminaries in HR, understood marketing and really 

had a grip on financing and its dynamics. We also 
brought in investors who themselves were either 
seasoned successful entrepreneurs or V.Cs and as 
we were going through the process, they helped 
us understand the dynamics of negotiating with 
other V.C’s. So we really tried to mitigate risks and 
any potential negative apprehensions of going out 
and raising funds. The other thing we really kept 
focussed on was hitting our early milestones. 

There was a variety of methods we used to 
compensate our advisors. A few of them weren’t 
compensated, they were simply happy to help 
because of their personal relationships with us. For 
others we offered standard equity compensation. 
Because we standardised it, it made our life easier 
in terms of bringing everyone on board on the 
same page. I am not sure how other entrepreneurs 
do it, but we found this method to be quite 
successful in that everyone was providing the 
same value and getting compensated in the exact 
same way. My biggest recommendation to any 
young entrepreneur is make sure you do this and 
get a broad set of advisors. They will help you. 
They have gone through the ropes before and 
they have knowledge pools and connections that 
ultimately help you where you need to go. 

how do you plan to utilise the funds 
received from investors? 
The number one expense would be marketing. 
Building out the right team dynamics are hyper 
critical, especially during early stage. Getting the 
right people and DNA also requires capital. The 
capital has also now allowed us to expand into 
other markets. You will very soon see us launch 
internationally. Right now we service only the US 
markets but with the capital infusion, we have 
been able to build on our platform and go on to 
new markets. Those are the three main elements 
of capital utilisation - marketing, team growth and 
market expansion. 

how has both rounds of funding helped 
you grow? has it helped in more ways than 
just pure financial help? 
Seed funding allowed us to prove the basic 
tenants of our long term vision and get to 
market. Without seed funding we couldn’t have 
launched the ecommerce platform, we couldn’t 
have gotten inventory, and we couldn’t have built 
out the infrastructure and the logistics. We were 

LUCKILY AGAIN 
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able to do all that at a bare minimum with a 
minimal amount of marketing. Seed funding was 
also critical because the collective input and the 
collective connections, whether it was in direct 
correlation or indirect, led to us getting our Series 
A funding. They also helped in getting connections 
across the board, be it in marketing partnerships 
or vendor relations or HR support. Our angel 
network and seed capital investors also provided 
a good general sounding board. As we look to 
grow within India, taping key hires is probably the 
number one thing that our investor network has 
helped out with. 

What the Series A has enabled us to do is 
obviously focus on the bigger picture, the longer 
term vision, look out a little further. It also helps our 
perception in the market place, that we have the 
potential of becoming a truly successful company. 
Accel and Hellion are marquee names in the V.C 
community, so there is a positive perceptual value, 
that’s kind of an intangible in addition to the 
guidance and support that they give on a daily and 
weekly basis. Funding also derisks everything for 
potential future investors and even employees. It 
is much easier to attract talent when you have a 
Series A investor of that nature.

Therefore, the seed funding let us hit our 
early milestones and then the real Series A 
helped obviously fuel growth but from a kind of 
intangible standpoint. Our Series A investors are 
fewer in number and what they bring are much 
more longer term support. Our funding network 
has proven invaluable and will continue to prove 
invaluable as we grow out internationally and 
within India.

have the investors made any changes 
in your business model, strategy or 
operations after the infusion of funds? 
Without getting into too much detail, at the 
highest level, when we started the business we 
had a very clear vision of where we wanted to 
take it and pitched that to the V.C’s, so there was a 
shared vision from the get go. 

I think that as we understand the landscape of 
what’s ahead of us certain strategic opportunities 
will present themselves. We were lucky enough to 
get the V.C’s that we feel are right for our business 
and will be able to vet ideas in a very productive 
manner together. So we will continue to evolve and 
shift strategies as opportunities present themselves 

but only after a long step dialogue with our investors. 
They help us see certain things and similarly we help 
them see things as we look out into the landscape. 
It’s been a great dialogue so far and we are excited 
about where that goes. So without being specific 
on anything, all I can say is that make sure that you 
do have a shared vision with your investors and you 
continue that dialogue as the landscape may evolve, 
competition may evolve, and business opportunities 
may evolve. You have to make sure that the dialogue 
is productive and continued. In our particular case, 
we are able to share ideas back and forth, to see a 
perspective and really have an analytical dialogue 
around what makes sense to the business. The 
investors have been very helpful for us and I don’t 
think that there’s any major change or a major shift 
in what we were doing. We just may see things 
sooner rather than later and that’s what that the 
dialogue is for. 

What would you recommend to an early 
stage firm seeking to raise funds? 
There’s no magic formula but there’s certainly 
things that I would recommend that a team do 
very early on. As I had mentioned earlier, have a 
group of advisors that can really provide value in 
whatever particular area whether it be logistics, 
business development, marketing, finance, or HR. I 
think you really need to round off the management 
team because you can’t hire great talent early on 
as you don’t have the capital. Therefore, the next 
best thing to do is get people who are very well 
seasoned in their fields to help guide the business 
in its early stages. That’s the first box I would 
check off in the list of things to do. The next thing 
on the list of things to do is the team itself. Get a 
great team and commit early step milestones that 
you can hit. And finally, conserve capital as much 
as possible because the longer you can control 
your own destiny, the better it’s going to be. There 
are many bumps on the road to success and you 
want to make sure that you are trying to pave out 
that path as much as possible. 

Another advice to an entrepreneur would be to 
take as much cash as you can possibly get because 
there are so many unknowns that cash helps you 
prepare for rainy days and tough times and helps 
you move faster down the path of your goals. We 
brought in the cash that we felt was appropriate but 
we will continue to fuel this business. We see lots 
of long term opportunities so we will be out in the 

THE NEXT BEST 
THING TO DO IS 
GET PEOPLE WHO 
ARE VERY WELL 
SEASONED IN 
THEIR FIELDS TO 
HELP GUIDE THE 
BUSINESS IN ITS 
EARLY STAGES”
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market raising again to continue to fuel growth. 
Each business case is unique. In our particular 

case we chose to emulate a proven model so all 
of a sudden that mitigated risk. For people who 
might feel that it is a risky venture we could simply 
point to case studies and a few instances where it 
has been a proven model, thereby, the likelihood 
of us succeeding goes up exponentially. There 
are many things you can do but really sit back 
and think about how you can mitigate risk and 
therefore make it easier for an angel investor to 
say that this is the right team and business model, 
they have thought through it very well and have 
a great group of advisors and it makes sense to 
invest in them. And then get that early business 
traction as best you can. 

The vast majority of early stage firms 
that do not succeed in raising funds. What 
business mistakes do you see them making 
repeatedly?
In a start-up, there are two situations that you 
could be in. In the case of early business success, 
and you are getting massive traction and lots 
of hype, I think you should constantly question 
yourself. Don’t believe the hype, would be my first 
recommendation early on. You have to constantly 
challenge yourself and the team and the business 
itself to make sure that you get to the next level 
because hype can be a bubble that goes away. 

In the case of non traction, I think what you 
shouldn’t do is necessarily not believe anymore. I 
think that you should buy yourself as much time 
as possible. Without early business traction, you 
might have to give up a little of the company. 
Holding on to something just because it was your 
idea or you founded it doesn’t necessarily mean 
that it’s going to be successful. If you have to bring 
on new people, new management, new ideas, new 
investors or if you have to give up a little bit to 
get to your ultimate goal, then I think you should 
put that into perspective. Sometimes you may only 
have a little bit of control to get where you want 
to go if you are not getting the early traction that 
you need. 

But overall the business leaders must be 
constantly challenging, questioning, improving or 
innovating, especially in the high paced internet 
environment that we operate in. If you are not 
constantly innovating, then someone else is 
innovating for you in business. 

how does it feel to be an entrepreneur in 
India at the moment?
I just think that it is a great time to be an 
entrepreneur. I really do. I think that things have 
drastically changed over the last ten years from 
a technology standpoint, from cost of technology 
standpoint, from a talent pool perspective and 
from a business model perspective. Things are 
moving at such a rapid pace that you can sit back 
and ask yourself what do I want to do. There are 
plenty of opportunities that one can tap into. 

I would also encourage anyone with 
entrepreneurial spirits to go and test themselves. 
I would also say at the same time. Don’t fool 
yourself. Entrepreneurship is incredibly difficult 
and draining. It is a 24/7 hour job and make sure 
you know what you know before getting into it. 
And what you don’t know you have to build out 
through your team, your advisors and investors. I 
think the next decade or two is just going to be a 
great time to be an entrepreneur. n

I THINK THE NEXT 
DECADE OR TWO 
IS JUST GOING 
TO BE A GREAT 
TIME TO BE AN 
ENTREPRENEUR”
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INDIA  
VENtuRE  
BoARD
Enabling Investments.  
Creating Opportunities
www.indiaventureboard.com

About India Venture Board
Behind IVB is the belief that there is a need for significant increase in the flow 
ofventure capital and early stage investments in India. This is not only critical 
for the country but also for the overall equity ecosystem; a surge of innovation 
based high growth enterprises that will provide feeder stock to bigger Venture 
Capital and Private Equity (VC/PE) funds and finally to the public markets.

This can be made possible by reducing the information asymmetry which 
increases the time, effort and cost to execute and nurture an early stage 
deal and through a mechanism for the early stage investors to get an exit 
from their investments through secondary transactions, where a new set of 
investors come in. As this whole investment cycle starts becoming efficient, 
the early stage asset class will attract more interest from investors.

India Venture Board is a unique collaborative initiative and a first small 
step in this direction by bringing about convergence of the various players in 
the VC ecosystem and putting in place a simple market place, thereby opening 
the doors for more exciting possibilities in the future.

India Venture Board
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The IVB Community
The IVB Community consists of all the important 
participants involved in a risk capital invest
n Sophisticated Investors (VC/PE firms, Angel 

Networks)
n Investment Bankers
n Affiliate Organisations Incubators
n Entrepreneurs/Unlisted Companies
n Enabling

The Salient Features of IVB Deal Corner
IVB Deal Corner is a simple but exciting 
maketplace where investors, investment bankers 
and incubators can post primary and secondary 
investment interest calls to the specific category 
of IVB participants they intend to address in a 
powerful manner. Every participant can view 
and respond to calls visible on their respective 
dashboards.

The platform facilitates secure one-to-one 
communication for responses to deal calls. After 
the initial interest iscreated and the participants 
are satisfied about each other’s credentials, 
they could take a decision for actual transaction 
based on offline sharing of detailed information, 

due diligence and negotiations. The IVB Deal 
Corner has special features to facilitate efficient 
management of calls and responses on their 
dashboards.

Investment Pitch
IVB will have a special feature for entrepreneurs/
unlisted companies to make investment pitches 
to investors and investment bankers in a secure 

Disclaimer: IVB does not 
recommend, facilitate or 
solicit investments for any 
participant
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SEARCh
IVB has a powerful and 
granular search facility 
for all categories of 
participants. Search   

Affiliate

Accounting firm for 
due diligence

Business valuation 
firm

Firm for IPR patent 
advisory

Law firm for 
transaction 
documents

Market research 
firm

manner. To make a pitch, apart from creating 
a public page, the entrepreneur would need to 
submit a brief business plan on a restricted page. 

The Investment Pitch would be followed by all 
the investors and Investment Banks registered on 
IVB, who will be able to filter pitches based on 
their investment preferences. On finding initial 
interest in a company pitch (after viewing the 
public profile), they could request for access to a 
business plan which the entrepreneur can provide 
after being satisfied about the credentials.

   
Announcement Board

IVB Announcement Board is a place to watch out 
for announcements directly from the Investors, 
Investment Banks and Incubators. It will be a great 
place to let the community know about fund news, 
investments, exits, deals arranged, etc. The Board 
will also provide an opportunity to the participants 
to post exciting developments in their portfolio 
and incubatee companies and gain visibility in the 
entire IVB community.

The Credibility of IVB
IVB is an initiative of a highly credible sponsor 
community - Indian Private Equity & Venture 
Capital Association, National Stock Exchange 
(NSE), SIDBI and leading Angel Networks.A 
community invitation and recommendation 
process makes IVB a close community of credible 
participants. All information is shared in a secured 
technology environment. n
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T
hyrocare, world’s largest thyroid testing 
laboratory, signed a deal to offload 30 
per cent equity in the company to CX 
Partners for Rs 188 crore. The company 
specializes in providing thyroid-related 

tests at low prices to the Indian market. The 
deal with the private equity fund is inclusive of 
a performance based component in which Dr. 
Velumani (founder of Thyrocare) will receive 
additional shares in case the company exceeds 
certain performance requirements. CX Partners’ 
stake in the firm will vary between 25 - 30 per cent 
depending upon Thyrocare’s performance. Ajay 
Relan, founder of CX Partners and Vivek Chhachhi, 
partner at CX Partners will both get board seats 
in Thyrocare. Deloitte was reported to be the 
financial advisor for the deal.

With the recent investment from the PE fund, 
Thyrocare plans to enter into cancer related 
imaging services by opening new centers under 
the brand name “Nueclear”. The development 
work has already commenced and the company 
plans to open its first “Nueclear” center in Navi 
Mumbai by May, this year. Thyrocare initially 
plans to launch five such centers in under two 

years. Unlike clinical chemistry diagnostics (blood 
analysis), radiology diagnostics (MRI, CT scan) 
requires capital intensive equipments which the 
company can now acquire with the additional 
funds obtained. The first tranche of Rs 80 crore will 
be used for building the nuclear imaging centre 
and in six months, depending upon the strategic 
policies, Thyrocare will decide whether to focus 
only on diagnostics or on radio-therapy as well.

Industry
According to Research PE India’s database, 21 PE/
VC deals have happened in the healthcare sector 
(Hospitals, Equipments and related services) in the 
year gone by. In tandem with the growth seen in 
the healthcare sector in the country, the pathology 
laboratory segment, which mainly receives 
patients from private hospitals and practicing 
doctors, has also grown rapidly.

As per a joint report released in November 
2009 by Yes Bank and ASSOCHAM, diagnostic 
and pathology services in India is estimated at 
$1 billion (out of the $35 billion total Indian 
healthcare market) and would account for $2.5 
billion by 2012, when the overall Indian healthcare 

cx Partners’  
Big Bet on thyrocare

Match Makers
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cx Partners’  
Big Bet on thyrocare

market would reach $77 billion. The report further 
states that consolidation and increasing insurance 
penetration will be the major reasons for the 
growth in the segment.  FinPro has estimated that 
India would consist of over 11,500 hospitals and 
14,000 diagnostic laboratories. Around 70 per cent 
of treatment decisions in the country are based 
on lab results. HIV, malaria, dengue, typhoid, 
hepatitis, TB are the major infectious diagnostics 
carried out in India. Pregnancy, hormones and 
other non-communicable blood tests (for diseases 
like cancer) form the other major diagnosis 
undertaken in labs. 

The Indian market is dominated by small and 
unorganized laboratories spread all over the 
country with widely varying quality of services. 
The National Accreditation Board of Laboratories 
(NABL) has been established to accredit the 
laboratories and ensure consistent quality is 
provided by these laboratories. A large number of 
laboratories are however still functioning without 
any accreditation.

Industry experts believe that the market will 
consolidate when organized players, having a 
network of chains, aggressively start expanding 
into the market. For example, USA, which was in 
a similar situation with fragmented standalone 
labs, witnessed a massive consolidation when 
health insurance penetrated into the US healthcare 
market. Today, the top 10 laboratories in US 
alone carry out 85 percent of all pathological 
services. With private health insurance coverage 
penetration increasing in India, most insurance 
companies are expected to tie up with pathology 
chains for lowering costs and ensuring quality 
control. In other developed countries too, it is seen 
that insurance companies 
only recognize tests 
conducted by approved 
and accredited labs. 

Rapidly increasing 
health consciousness 
among the middle and 
high-income families, 
leading to high demand 
on preventive health 

care, is also expected to contribute to the growth 
in diagnostic services market.

Deal Analysis
Thyrocare has established itself as the low cost 
volume player in the market. The company claims 
to provide the lowest priced thyroid tests in the 
world and still deliver an EBIDTA of 55 percent.

Thyrocare, started in year 1995 by Dr. A. 
Velumani, now has a network of more than 20,000 
service centers across the country. The company 
processes 50,000 tests in a day in the world’s 
largest thyroid testing laboratory in Mumbai and 
has the capacity to process upto five lakh tests per 
day at its facilities. With focus on high volumes, the 
single centralized laboratory helps the company 
maintain high quality standards as well as keep 
the costs low. The company manages to process all 
the collected samples from different parts of the 
country within 24 hours of collection using air cargo 
logistics for incoming samples and IT based report 
delivery mechanism for outgoing reports. 

Competitors 
The acquisition of the diagnostic division of 
Piramal Healthcare (Piramal Diagnostic Services) 
by Super Religare Laboratories (SRL) for Rs 600 
crores in July last year has made SRL a distinct 
leader in the space. With the largest network of 
pathology and radiology centers, the combined 
entity has become the biggest pathology company 
in Asia outside Japan. n

Source: Research PE India

ABOUT THE 
ENTREPRENEUR
Dr. Velumani, son of 
a landless farmer in 
Tamil Nadu, moved 
to Mumbai four years 
after graduation, as 
he could not find a job 
in Coimbatore. After 
working for 14 years in 
Bhabha Atomic Research 
Centre, he founded 
Thryocare in 1995 and 
started low cost thyroid 
testing facilities in a 
small laboratory in 
Mumbai. 

Today, the company 
has the world’s 
largest thyroid testing 
laboratory in Mumbai 
and is looking to buy 1.6 
lakh sqft space in the 
same city for its new 
division “Nueclear”.

A large number of laboratories are still 
functioning without any accreditation
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E
xclusively.in, a members only portal that 
sells Indian luxury apparel, jewellery, 
home décor, art and travel products to 
customers outside India, has raised $2.8 
million in funding from Accel Partners 

(Accel) and Helion Venture Partners (Helion). The 
funds will primarily be used for marketing and 
strengthening the technology platform. Ashish 
Gupta of Helion and Prashanth Prakash of Accel 
will join Exclusively.in’s board of directors.

  Both Helion and Accel have the experience 
of investing in companies operating in the 
ecommerce space. Helion is an investor in 
companies including makemytrip.com and redbus.
in while Accel has earlier invested in Flipkart.com 
and myntra.com. Both Accel and Helion have also 
earlier jointly invested in the e-commerce website 
letsbuy.com.

Industry
E-commerce has been seeing a lot of investing 
activity in the recent months, especially after the 
successful listing of makemytrip.com on Nasdaq. 
The sector has witnessed at least one deal every 
month over the last six months. With most of the 
online portals selling similar products (mobiles, 
electronics, apparel), the differentiating factor 
lies mainly in the team’s ability to execute. 
Many experts and investors are betting on the 
huge scope of e-commerce in India and on the 
expectation that the industry will see exponential 
growth in the near future. As per industry 
estimates, the e-commerce market in India is 
expected to be around Rs 18,000 crores, out of 
which online shopping market is worth at least Rs 
2,000 crores. India currently has 80 million internet 
users and this figure is estimated to triple by 2015. 
Internationally, e-commerce offers unprecedented 
opportunities, but compared to other developed 
countries, e-commerce in India is still at its nascent 
stage. Low broadband penetration, fewer access 
to computers, lower usage of credit cards, lack 

ecommerce Portal 
Exclusively.in  
Gets Series A Funding

Match Makers
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of pro duct touch and feel, high costs related to 
payment gateways, existence of fly-by- night web 
stores, and unreliable logistics solutions are some 
of the factors that limit the growth of e-commerce 
in India currently. 

With the introduction of 3G, the hurdle of 
broadband penetration will be a thing of the past. 
Other factors impeding the growth of e-commerce 
will diminish as the market continues to mature 
and as the demand and supply factors improve 
e-commerce related operational efficiencies. Unlike 
firms in most sectors that target consumers in 
metros and Tier-1 cities, e-commerce firms are 
targeting consumers in Tier-2 and Tier-3 cities. 
With low accessibility to bargains and lack of wide 
variety of branded products in brick and mortar 
stores in these cities, consumers are increasingly 
experimenting with online purchases. 

Deal Analysis  
The company, founded by Sunjay Guleria (CEO) 
and Sonny Caberwal (COO) in 2010, operates 
from its two offices in New Delhi and New York. 

Exclusively.in plans to start servicing customers in 
Canada, UK and India by 2011. Currently, almost 
50% of the company’s customers are Indians or 
of Indian origin. The company offers discounts on 
high priced goods produced in India based on the 
model of ‘flash sales’, which implies that a product 
is offered for sale for a limited period of 4-7 days 
(as against normal e-commerce models where the 
products are for sale for an unlimited period). The 
flash model generates urgency and encourages 
impulse buying on the part of the consumer.

Online private retail based upon ‘flash sales’ 
business model has seen tremendous success in 
the west. Companies like Gilt Groupe (http://www.
gilt.com/), Rue La La (http://www.ruelala.com/), 
and Vente Privee (http://en.vente-privee.com) are 
highly successful and are seeing huge volumes and 
sales growth compared to traditional e-commerce 
retail models. Vente Privee alone did business 
worth $1.3 billion in 2010 with a net margin of 6-7 
percent.
In the Indian online market, there are various 
e-commerce sites selling branded/non branded 
fashion items. The main competitors of exclusively.
in are fashionandyou.com (which incidentally 
raised $8 million from Sequoia Capital in 
December 2010), bagittoday.com, 99labels.com 
and brandmile.com. n

Source: Research PE India

The flash model generates urgency and encourages 
impulse buying on the part of the consumer

ABOUT THE 
ENTERPRISE
Exclusively.In brings 
the best in Indian 
fashion, home decor 
and travel. We are 
on the frontlines of 
the most inspired 
styles coming from 
India, discovering and 
delivering the latest 
designs and truly 
singular experiences. 

Daily Private Sales. 
All members are 
invited to daily private 
sales on Exclusively.
In.  Each sale features 
a carefully curated 
collection of fashion, 
furnishings and travel 
experiences which are 
available for a limited 
time.
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B
aring Private Equity made an 
investment of $90 million in the 
country’s second largest manufacturer 
of power plant boilers, Cethar Vessels 
Limited (CVL). The PE fund will acquire 

a minority stake in the Trichy based firm. The funds 
will be used by CVL primarily for acquiring land 
for developing power plants, setting up steam 
turbine manufacturing facilities and expanding  
the manufacturing capacity of super critical boilers 
. Baring is upbeat about the power infrastructure 
sector and has not ruled out the option of buying 
further stake in the company as opportunities 
arise. The investment in Cethar Vessels marks the 
largest investment by Baring PE in India till date. 
The financial advisory on the deal was provided by 
IDFC Capital.

Industry
The 11th five year plan had targeted to achieve 
an additional generation capacity of 78,000 MW 

by 2012. However the midterm assessment shows 
that the generation capacity would fall short 
by 14,000 to 16,000 MW. With the government 
pushing for increased private sector participation 
in the power sector, private boiler manufacturers 
are seeing huge opportunities and demand 
domestically. 

The boiler industry registered a growth of 
23 percent during 2008-09 to touch a market 
size of Rs 10,153.94 crore. The global economic 
recession had a negative impact on the growth of 
the boiler industry. With the economy bouncing 
back and the price of petroleum rising once 
again, demand for energy efficient boilers has 
surged in India. Approximately 11,000 MW of 
fresh boiler manufacturing capacity is being 
added to the sector. 

Apart from capacity expansion by the Indian 
companies, international manufacturers like 
Toshiba, Mitsubishi (JV with L&T) and Ansaldo 
Caldaie (JV with GB Engineering Enterprises) 

Boiler maker cethar vessels  
Receives $90 million  
from Baring PE

Match Makers
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have made plans to set up manufacturing bases 
in India. 

Bharat Heavy Electrical Limited (BHEL), the 
public sector undertaking, dominates the boiler 
production in India, with around two-third share 
of the total domestic market. BHEL is not only 
the largest boiler manufacturer in India but also 
figures in top 5 boiler companies in the world. 
BHEL has the capacity to make super critical 
boilers upto 800 MW as well as other higher 
size super critical boilers. Companeis like L&T, 
Thermax (recently acquired European boiler 
maker Danstoker), BGR Energy Systems, ISGEC 
John Thompson and GB Engineering are the other 
key players in the boiler industry in India.As per 
industry watchers, a large portion of the overall 
worldwide demand for boilers in the near future 
will be from the Asia pacific region, particularly 
from India and China. With increased emphasis 
on energy and power infrastructure, the boiler 
manufacturers do not see supply meeting demand 
in the near future. Boiler Market in India:

Deal
K. Subburaj, current chairman of the company, 
founded Cethar Vessels in 1981 after working in 
ISRO and BHEL. He graduated from Thiagaraja 
College of Engineering in Madurai. Cethar Vessels 

is the second largest boiler manufacturer in India 
currently. In 2009, Cethar Vessels entered into 
the utility sector by acquiring four projects with 
capacity ranging from 135 MW to 350 MW. The 
company has recently announced plans to work 
on a technology that would decrease the price for 
super critical boilers to 1.08 crore per MW from 
the current cost of Rs 1.75 crore per MW.

The average annual turnover of Cethar Vessels, 
for the last three years, is north of Rs.1,000 
crore. The company presently has an order book 
value of Rs 5,500 crore and hopes to close 
the financial year with a turnover of Rs 2,750 
crore. It has recently signed agreements with 
OJSC Power Machines, Russia (to design and 
manufacture super critical steam turbines and 
turbo generators) and with Riley Power, USA (to 
design, manufacture and supply super critical / 
ultra super critical sliding pressure boilers). The 
tie up with Riley Power will help Cethar Vessels 
make super critical boilers of capacities of 600, 
660, 800 and 1,000 MW. 

The company’s plant at Tiruchirapalli has an 
annual capacity of 8,000 MW which the company 
plans to expand to 12,000 MW. In addition, 27 
captive power plants with a total capacity of 1,270 
MW are under different stages of development. n

Source: Research PE India

the boiler industry 
registered a growth 
of 23 percent during 
2008-09 to touch a 
market size of Rs 
10,153.94 crore

ABOUT THE 
ENTERPRISE
Cethar Vessels Ltd 
(CVL), founded in 
1981 and commencing 
manufacturing in 1984, 
is the flagship company 
of the Cethar group 
of companies and 
operates with its head 
office in Tiruchirapalli, 
India. Growing from its 
modest origin as a small 
industry formed by a 
group of young, budding 
and energetic engineers, 
now it has established 
itself as a leading boiler 
manufacturer in India 
and has a reputation 
for supplying reliable 
products to the energy 
sector. New targets 
and standards are 
constantly being set up 
with customer focus at 
the forefront, which is 
reflected in the quality 
of its products and 
services.
CVL made remarkable 
entry into Utility sector 
in 2009, by securing 
four projects with units 
of capacity between 
135 MW and 350 MW. 
CVL has engaged in a 
licensing agreement 
with RILEyPower Inc., 
USA, for Pulverized Coal 
fired utility boilers of 
capacity up to 600 MW. 
CVL also signed MoU 
with harbin Turbine Co. 
Ltd, China, for Steam 
Turbine and Generators 
of capacity up to 600 
MW and WorleyParsons, 
Singapore, for Plant 
Engineering and 
Project Management as 
Associates.
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M
edfort Hospitals Pvt. Ltd. 
(Medfort), a hospital chain with 
focus on diabetes & eyecare, has 
received an investment of Rs.600 
million from TVS Shriram Growth 

Fund (TVS Capital) & ePlanet Ventures. The round 
was led by TVS Capital that contributed Rs.500 
million in return for a significant minority stake in 
the company while ePlanet Ventures contributed 
the remaining Rs.100 million. 

With the equity infusion, Medfort plans to 
expand its network across emerging markets 
including India, SAARC, Africa & Middle East. Veda 
Corporate acted as exclusive advisors to Medfort 
in this transaction and AZB & Partners provided 
legal counsel to TVS capital.

In the last 5 years, the Healthcare sector 
has attracted 75 private equity investments. 
Apax Partners’ $95 million investment in Apollo 
Hospitals, Warburg Pincus’ $85 million investment 
in Metropolis and GIC’s $85 million investment 
in Fortis are 3 of the largest deals recorded in the 
hospital space.

Eye Care Industry: 
The eye care industry in India is estimated to touch 
$1 billion. As is the case with the entire healthcare 

sector, the main growth driver in the eye care 
market is the increase in the income levels of the 
Indian population. Other factors include increasing 
health consciousness among the middle & high-
income families & ballooning side effects emerging 
from lifestyle factors such as increased computer 
and television usage.

Unlike multi specialty hospitals such as Max, 
Fortis & Apollo; specialty hospitals such as Vasan 
Eye Care, Lotus Eye care & Sankara Eye care focus 
entirely on eye care treatments.

With the availability of sophisticated advanced 
technology & medical equipment in the country, the 
sector has not only witnessed robust growth arising 
from domestic patients but also from overseas 
patients. Low cost surgeries being performed in 
India at world class medical institutions without 
compromising on quality has aided in the 
emergence of the medical tourism industry. 

A cataract surgery in India, can be performed 
at one tenth the cost of what it would take in a 
developed country like US. The sector is, however, 
facing an acute shortage of trained professionals, 
be it ophthalmologists, optometrists or nurses. As 
per estimates, there are only 8,000 optometrists 
in the country currently, against a demand of over 
40,000. 

medfort hospitals Receives  
Rs. 600 million Funding,  
Plans to Expand the Network 

Match Makers
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Over 50% of the Indian population wear 
glasses or contact lenses and over 15 million 
people in India are blind. Among the visually 
impaired, 75% of cases are of avoidable blindness. 

Deal Analysis:
Medfort is founded by Dr. G.S.K. Velu, a serial 
entrepreneur credited with establishing Metropolis 
Healthcare (diagnostic laboratories) & Trivitron 
Healthcare (medical devices). Both these firms 
(Metropolis & Trivitron) have earlier raised equity 
funding from PE/VC investors. The management 
team at Medfort is led by CEO Gaurav Malhotra, a 
senior healthcare professional having experience 
of working across different product categories 
like medical devices, diagnostics, equipments & 
pharmaceuticals products. 

The eye care hospital claims to have 
sophisticated diagnostic instruments for 
comprehensively treating a whole range of eye 
care services including cataract, LASIK, vitreo-
retinal, glaucoma & contact lens issues. Medfort 
plans to focus on creating a National Eyecare/
Diabetic Network across all emerging markets. 
The company sees clear synergies between Vision 
Care & Diabetes Care, hence plans to focus on 
both the businesses together. The investment by 
TVS & ePlanet would enable Medfort to scale up 
its operations, both organically & inorganically, 
with access to sufficient capital base. The current 
market is highly fragmented & dominated by the 
unorganized sector with no apparent pan-India 
leader. The major competitors of Medfort in the 
eye care market are shown in the table. n

Source: Research PE India

A cataract surgery in india, for example, can be 
performed at one tenth the cost of what it would 
take in a developed country like uS

ABOUT THE 
ENTREPRENEUR
Medfort is founded by 
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The Magazine covers 
issues, developments 
and advocacy of the PE/ 
VC industry and features 
articles and interviews by 
top industry leaders, as well 
as entrepreneurs who have 
done well thanks to Private 
Equity and Venture Capital.

RIPE reaches out to 
a niche’ audience, of 
regulators, top-flight opinion 
makers, industry leaders, 
policy makers, PE/VC 
professionals, influencers 
and academia;

The Indian Private Equity 
and Venture Capital 
Association (IVCA) launched 
its News magazine RIPE - in 
October 2010.

RIPE reaches ultra high net 
worth individuals, start-up 
ventures and the largest 
corporate who have either 
been funded or are seeking 
funding.

ADD
to youR   BASKEt
RiPE is an excellent medium for advertising  
your Products/ Services/ Deals in the PE/ vc industry
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Industry Deal Volume & Investment
Based on reported deals in the month of January and February
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PE, VC and Angel participation saw an uptrend 
in the last two months of 2010. There were 
61 deals reported in India with over 45 

participants during November and December. 
Angel investors, participated in nine deals with 

an average ticket size of about $1 million. Most of 
the investments were in IT, Telecommunication and 
Education sector. 

PE and VC firms signed 53 deals, funneling over 
$1.2 billion into the economy. The largest deal 
recorded in the two month period was PE major, 3i’s 
minority stake buyout in GVK Energy for $266.67 
million in November. The investment was made 
out the India Infrastructure Fund for a 21.1 percent 
stake in GVK Energy, valuing the power company at 
approximately $1.26 billion. GVK Energy is a wholly 
owned subsidiary of GVK Power & Infrastructure. 
GVK power has an operational capacity of 909 MW 
with more than 4,200 MW under development. In 
December, GVK Energy further raised $154 million 
in additional funding from Actis and Government of 
Singapore Investment Corporation (GIC) with each 
investor contributing $77 million for a minority stake. 

The other large investments in Indian firms were:
n	Eton Park Capital Management’s $125 million 

deal with JSW Infrastructure for a 10 percent 
stake

n	Baring Private Equity Partners’ $90 million 
infusion into Cethar Vessels for a minority stake

n	Warburg Pincus’ $75 million minority stake in 
QuEST Global Services and

n	New Silk Route’s $72.22 million  investment in 
Sri Chaitanya Educational Group. 

The most active players in this period were Accel 
Partners, Sequoia Capital and Mumbai Angels with 
three deals each to their credit. Accel invested in 
the IT and Education; Mumbai Angels stuck deals  
in Telecommunication (Mobile VAS) and Education; 
and Sequoia signed deals in Consumer Goods and 
Services, IT and Financial Services.

Overall, the deal market has rebounded after a 
lull in the September to November timeframe. With 
investor confidence in early stage investments 
seeing a comeback, companies in this sector will 
witness a lot of activity in the coming months.
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The months of November and 
December saw a revival in the deal 
volume trend after a decrease in 

volumes during the months preceding it.  
There were 27 deals reported in November 
and 34 deals in December. 

The maximum number of deals, albeit 
of smaller ticket sizes, occurred in the 
information technology sector.  The deals 
were mainly reported in the early stage 
space. The break up of the 15 deals that 
took place in this space were: 
n	$11 million invested 8 deals in 

E-commerce (website) based businesses
n	$8 million invested in 6 deals in 

software and services businesses
Less than a million dollars invested in a 
single deal in a hardware and equipment  
business 

The maximum investment during the 
two month period was in the energy 
sector. The sector garnered 46 percent of 
the investment in the year end amounting 
to $0.55 billion. The sector continues to 
witness huge inflows from the investing 
community due to the huge unmet demand 
for energy in India. Since August last year 
energy has seen over $1.02 billion in total 
investments over a span of14 deals from 
PE and VC majors. The funds were mainly 
deployed in alternate energy and cleantech 
projects.

Industry Deal Volume & Investments 

$3 $2 $0

Industry  Deal Volume Investment ($ Mn) 
Financial Services (BFSI) 2  $160 
Energy (Plant, Equipment and Services) 1  $129 
Construction and Engineering (Materials, Equipment)  4  $69 
Real Estate 2  $67 
Advertising (including Technology based Services) 2  $48 
Healthcare (Hospitals, Equipments and related services) 2  $47 
Information Technology (Website based businesses) 6  $41 
Transportation and Logistics (Services and Infrastructure) 2  $25 
Information Technology (Software and Services) 1  $25 
Telecommunication (Mobile VAS) 3  $23 
Auto (including components) 1  $17 
Electric Equipment (Transformers, Cables etc) 2  $14 
Education (including Online) 3  $11 
Retail 2  $9 
Commercial/ Business Services 2  $8 
Containers and Packaging 1  $6 
Agriculture, Foods, Beverages (including Processing) 3  $5 
Healthcare (Pharma and Biotech) 1  $5 
Energy (Alternate) and Cleantech 3  $3 
Internet and Cable services 1  $2
Hotels, Restaurants and Leisure 1 

11

33

11
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nandan nilekani  
reaches out to Pe/vC’s at   ivCa Delhi networking 
to showcase aaDhar opportunities

L to R: Mr. Nandan Nilekani, Chairman, uIDAI, Mr. Mahendra Swarup, President, IVCA
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Nandan Nilekani, Chairman of the Unique 
Identification Authority of India (UIDAI), 
and former Co-Chairman and Member of 

the Board of Infosys, met a select group of IVCA 
members at The Imperial Hotel, on Wed, 25th May 
2011. At the luncheon meet, hosted by Mr. Bejul 
Somaiya, LightSpeed Ventures, and  Mr. Mahendra 
Swarup, President, IVCA, PE and VC’s got an inside 
view on the rollout and vision of  “AADHAR” – 
India’s national ID system developed and being 
rolled out by UIDAI, which promises to bring 
financial inclusion to the bottom of the pyramid. 

Elaborating on the opportunity for investments, 
Mr. Nilekani likened it to a revolution that will 
transform the way people transact, work and live. 
The UIDAI’s Aaadhar program has plans to cover 
600 million Indians by 2014, from the current  
seven million.

Stating that Aadhar program could be the 
facebook connect for financial inclusion, Mr. 
Nilekani elaborated on the possible uses in 
account creation, financial services and innovative 
marketing for products such as insurance, 
investments at the micro-level, and exhorted PE/
VC members of IVCA to encourage entrepreneurs 
and invest in the eco-system. n

nandan nilekani  
reaches out to Pe/vC’s at   ivCa Delhi networking 
to showcase aaDhar opportunities

L to R: Mr. Sandeep Sinha, Lumis Partners, Mr. Bejul Somaiya, LightSpeed Ventures
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spotted networking...
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Name Designation Company

S.P. Arora Managing Director IFCI Venture Capital Funds Ltd

Sanjeev Agarwal Managing Director Helion Ventures

Rohan Sikri Managing Director Xander Funds

Gautam Saigal Managing Director AA India Capital - Mumbai

Akshay Bhalla Managing Director Protiviti

Shobhit Agrawal Director Protiviti

Bharat Parmar Partner Setu Ventures

Muneesh Chawala Managing Director Blue River-Mumbai

Heemendra Mathur Managing Director SEAF

Alok Gupta Director Headland Partners

Jayanta Basu Partner CX Partners

Rajesh Srivastava Managing Director Rabo Equity

Vishal Kapur Inverstment Director & Principal Avigo Capital Partners

Srinivas Chidambaram Managing Parter Jacob Ballas

Aditya Malik Senior Parter Lumis Partners

Bis Subramanian Managing Director Providence Equity

Sandeep Sinha Managing Director Lumis Partners

Bijul Somaia Managing Director Lightspread Advisory

Sunil Chawla Partner Jacob Ballas

Siddharth Nigam Partner Grant Thornton

Sanjay Kaushik VP Pinkerton  Consulting

Vineet Jain Managing Director Aavishkaar

Girish Gupta Managing Director RVCF

Sandeep Dhupia Partner KPMG

Kalpana Jain Senior Director Deloitte Touche Tohmatsu

Vikas Agarwal CIO ICICI Investment

Sameer Parikh Sr Vp IDFC Projects

Achal Ghai Managing Director Avigo 

Madhur Singhal Inverstment Director Bain & Company 

Vivek Chhachhi Partner CX Partners

Tarun Khanna Partner CX Partners

Rahul Khanna Managing Director Canaan Partners



the magazine covers issues, developments and advocacy of the PE/ vc industry and 
features articles and interviews by top industry leaders, as well as entrepreneurs who have 
done well thanks to Private Equity and venture capital. 

RIPE reaches out to a niche’ audience, of regulators, top-flight opinion makers, industry 
leaders, policy makers, PE/VC professionals, influencers and academia;

RiPE is an excellent medium for advertising your Products/ Services/ Deals in the PE/ vc 
industry. 

RiPE reaches ultra high net worth individuals, start-up ventures and the largest corporate 
who have either been funded or are seeking funding.

ADD RiPE  
to youR hABit
the indian Private Equity and venture capital Association (ivcA)  
launched its News magazine RiPE - in october 2010
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ivCa Mumbai
networking

L to R: Siddharth Shah, Nishith Desai Associates; Devenjit Singh, Carlyle; Bobby Pauly, Tata Capital,  Pravin gandhi, seedfund; Vishaka Mulye,            ICICI Venture; Ranjit Singh, Gaja Capital Partners; Nitin Deshmukh, Kotak Investment Advisors; Pramod Ahuja, Tata Capital; Nikhil Khatau, Mayfield Fund

L to R: Praneet Singh, Sigular Guff; Amitabh Chakraborty, Kitara Capital; Vikas Agarwal, ICICI Investment Management; Nitin Deshmukh, Kotak        Investment Advisors; Alok gupta, Headland Capital Partners; Sumir Chadha, Chairman, IVCA, Darius Pandole, New Silk Route Srinath S., Oman India 
Joint Investment Fund and Niten Malhan, Warburg Pincus

©

Reporting on Indian Private Equity and Venture Capital

Events & Networking

IVCA RIPE | IIIrd Edition | June 201150   



©

Reporting on Indian Private Equity and Venture Capital

IVCA RIPE | IIIrd Edition | June 2011 51   

Name Designation Company

Darius Pandole Partner new silk route

Deepak Shahdadpuri Founder and MD BCP Advisors

Ved Prakash Arya MD Milestone

Hetal Gandhi TANO capital

Srinath S Chief Investment Officer Oman India Joint Investment Fund

Kunal Kumthekar Founder director Plexus capital Venture pvt ltd

Rajan Mehra Clearstone Venture Adisors pvt ltd

Rajeev Agarwal Ambit Pragma

UK Sinha Chairman SEBI

Ananta Barua Executive Director SEBI

Pramod Ahuja Partner TATA Capital ltd

Bobby Pauly Principal - Private Equity TATA Capital ltd

V Gopalkrishnan Director SGR Advisors Pvt Ltd

Ashutosh Lavakare CFO Everstone Capital Advisors

Raviraj Reddy Associate Analyst SGR Advisors Pvt Ltd

Harinder Sawhney Executive Director JM Financial

Devinjit Singh MD The Carlyle Group

Gautam Saigal MD Ashmore Alchemy India

Mahesh Krishnamurthy India Value Fund

Arun Prakash S Korati Executive Director Axis Private Equity

Ranjit Shah Managing Partner Gaja Capital Partners

Nikhil Naik Chairman Eredene Infrastructure pvt ltd

spottednetworking...

L to R: Siddharth Shah, Nishith Desai Associates; Devenjit Singh, Carlyle; Bobby Pauly, Tata Capital,  Pravin gandhi, seedfund; Vishaka Mulye,            ICICI Venture; Ranjit Singh, Gaja Capital Partners; Nitin Deshmukh, Kotak Investment Advisors; Pramod Ahuja, Tata Capital; Nikhil Khatau, Mayfield Fund

L to R: Praneet Singh, Sigular Guff; Amitabh Chakraborty, Kitara Capital; Vikas Agarwal, ICICI Investment Management; Nitin Deshmukh, Kotak        Investment Advisors; Alok gupta, Headland Capital Partners; Sumir Chadha, Chairman, IVCA, Darius Pandole, New Silk Route Srinath S., Oman India 
Joint Investment Fund and Niten Malhan, Warburg Pincus
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ivCa Bangalore
networking

LAuNCh — INDIA VENtuRE BoARD
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Mahendra Swarup 
addressing the audience

The IVCA Bangalore Networking Event was held on 
the 6th May, 2011 at Taj Residency, Bangalore. The 
event was well-attended with participation from 

the prominent PE/ VC Firms in Bangalore, including IDG 
Ventures, WestBridge Capital, SVB Global, NEA, Zephyr 
Peacock to name a few.

 There was networking plus the attendees were 
introduced to the India Venture Board (http://www.
indiaventureboard.com). The firms were given an insight 
into the IVB and the possibilities that exist, going 
forward.

The response to the Networking Event was positive 
with most attendees initiating the registration process to 
log onto the IVB portal. n

Ravi tyagi, Head, SME Project, 
NSE showcasing IVB Portal

IVCA RIPE | IIIrd Edition | June 2011 53   
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Deepak Srinath, Viedea Capital; Beena Chotai, ICICI Venture; 
S.R. gopalan, Dawn Consulting; Monce Abraham, IVCA; Sachin 
Maheshwari, Zephyr Peacock India; Dhiren Patel, Cognizant; Rahul 
Chowdhri, Helion Advisors; Ranjith Menon, IDG Ventures India; 
Venkatesh Peddi, IDG Ventures India

Front: Ben Mathias, New Enterprise Associates. Back: Deepak Srinath, Viedea Capital; Ankur 
gulati, DFJ; S.R. gopalan, Dawn Consulting; Monce Abraham, IVCA; Sachin Maheshwari, Zephyr 
Peacock India; Dhiren Patel, Cognizant; Rahul Chowdhri, Helion Advisors; Ranjith Menon, IDG 
Ventures India; Parag Dhol, Inventus Capital

(L-R) Deepak Srinath, Viedea 
Capital; Ankur gulati, DFJ; K 
Ramanathan, WestBridge Capital
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Sudhir Sethi 
IDG Ventures  
Member, IVCA Executive Committee

Sumir Chadha  
WestBridge Capital Partners  
Chairman, IVCA

Ashley Menezes  
ChrysCapital  
Vice Chairman, IVCA

Darius Pandole  
New Silk Route 
Member, IVCA Executive Committee

Niten Malhan 
Warburg Pincus 
Member, IVCA Executive Committee

Nitin Deshmukh 
Kotak Investment Advisors 
Member, IVCA Executive Committee

Satish Kumar Mandhana 
IDFC PE  
Member, IVCA Executive Committee

Mahendra Swarup
President – IVCA

The Indian Private Equity and Venture Capital 
Association (IVCA) has gone through a major 
transformation in the last one year. Under the Interim 
Executive Committee for the year 2010, the IVCA had set 
itself a goal of becoming the leading Industry Association, 
providing a strong voice with the Regulators, as well as 
being a credible Industry forum. The Interim EC had also 
initiated steps towards good governance practices within 
the IVCA and a new Charter was adopted in the Annual 
General Body last year. 

As a consequence of the promise made to democratize our 
own governance structure, the elections to the Executive 
Committee were successfully completed with Mr. Sumir 
Chadha, Managing Director, WestBridge Capital Partners 
taking over as the Chairman and Mr. Ashley Menezes, 
Managing Director, ChrysCapital as the Vice Chairman, 
along with a new Executive Committee consisting of:

Mr. Darius  Pandole, New Silk Route

Mr. Niten Malhan, Warburg Pincus

Mr. Nitin Deshmukh, Kotak Investment Advisors 

Mr. Satish Kumar Mandhana, IDFC PE and 

Mr. Sudhir Sethi, IDG Ventures.

The new EC gathered in Mumbai for its first formal EC 
meeting in January, 2011 and set itself a stiff Agenda and 
FOUR ACTIONABLE GOALS:

1. Tangible Regulatory Impact

2. Source of Credible Research and Data

3. Increased Member Involvement and Engagement

4. Significantly increase the Membership base of the 
IVCA during 2011 and become a truly representative 
body of the VC/PE industry.

You will agree, the future of the Indian VC/PE industry 
remains bright. India is on a trajectory to be the fastest 
growing large economy for the foreseeable future. Going 
forward India will offer many more advantages than just 
a large market and low costs. The growing sophistication 
of Indian companies and entrepreneurs will create 
opportunities to invest in innovation and new ideas 
that will impact both India and the rest of the world . In 
this backdrop, we’ve seen a steady influx of new VC/PE 
entrants and membership of the IVCA is also growing.

IVCA is clearly emerging as the common point of 
reference for regulators, advisory firms, LPs, GPs, angel 
investors and entrepreneurs. IVCA, by virtue of being 
the most representative and  diverse body for the VC/
PE community, provides a platform for member firms to 
network and share best practices and information. Also 
it will be  important for PE/VC firms, LP’s , financial 
institutions and other investors  that are investing in 
India to be part of the apex industry body and the local 
network, so that they can engage directly with regulators 
and other industry stakeholders. 

We, the members of the Executive Committee of IVCA 
have great pleasure in inviting you to enroll as a 
member of the Indian Private Equity and Venture Capital 
Association (IVCA). As an active investor in India, your 
firm is an important player in our Eco System and plays 
a key role in the success and growth of our Industry. The 
Executive Committee is, therefore, very keen to continue 
to see you as an active member of IVCA providing  strong 
support to its various initiatives.  

We believe the increased interaction with industry 
players, along with the sharing of information and best 
practices has been fostering  the healthy growth and 
development of our industry.  We sincerely look forward 
to your continued support and active participation in the 
activities of the IVCA.

I N D I A N  
&  A S S O C I AT I O N

P R I V AT E E Q U I T Y
V E N T U R E C A P I TA L

With best regards

Invitation for Membership to  
the Indian Private Equity and 
Venture Capital Association

For Membership, get in touch with: dolly@indiavca.org
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Grant thornton & ivcA 
Report on PE & vc
n	Data on Investment trends, sector wise 

investments, key dealmakers from 2005 
onwards. Research from the Grant  
Thornton’s Dealtracker.

n	PE Industry Leaders Views

n	Thought Leadership on the Sector from 

Grant Thornton.
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