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Getting Ripe

The months of October, November have seen a sharp increase in the IVCA 
Membership, along with an increased interaction between the PE/ VC 
leaders at the Networking events organized by IVCA. 

IVCA has been actively promoting and representing the Indian PE/ VC 
Industry on a global scale, by making its presence felt at various avenues 
such as the ‘NZVCA Annual Conference’;   and the ‘2010 Global PE Beijing 
Forum. IVCA is also collaborating with NVCA and EVCA on Regulatory 
issues which could have an impact on us in India. On the Regulatory front in 
India IVCA has take a lead on many issues with the Ministry of Finance , 
Department of Industrial Policy and Promotion(DIPP) ,SEBI and the RBI. 
More inside on these.

There are some positive developments in the regional Chapters of IVCA; 
with Bejul Somaia (Lightspeed Venture Partners) and Sandeep Sinha
(Lumis Partners) coming forward to lead the Delhi Chapter; and with Ben 
Mathias (NEA) to lead the Bangalore Chapter.

As you know, IVCA is in the process of building a national database of the 
PE/ VC Firms in India. I would strongly encourage all the PE/ VC Players to 
list their names in the IVCA Database in order to help create a credible and 
comprehensive database. This database would help you build the visibility 
of your organization in the PE/VC eco-system as also bring closer the key 
players of the industry. It would also be helpful in enabling IVCA take up 
policy level initiatives with the government and the regulators.

Come December, IVCA would he holding it’s first-ever Elections to choose 
the Executive Committee. We invite all eligible IVCA Members to come 
forward and make the same a success.

As always, IVCA whole heartedly welcomes suggestions or actionable 
criticism from members, to make this newsletter better and more insightful 
for our fraternity.

Thanks,

Mahendra Swarup
President - IVCA

1

ri
p
e



2

Regulatory Affairs

ri
p
e

Typical structure adopted in the infrastructure sector

PE / VC Investing in Infrastructure Sector

IVCA had sought clarification from the Securities and Exchange Board of India (SEBI) regarding a regulatory 
constraint faced by Venture Capital Funds [VCF(s)] seeking to invest in companies set up as holding companies, 
and operating in the infrastructure sector. 

SEBI was asked to clarify that holding companies investing in infrastructure projects would not be covered under 
the negative list specified in the Third Schedule to the SEBI VCF Regulations, even if such entities are registered 
with the RBI as CICs. The constraint mainly arises on account of the interplay of SEBI VCF Regulations and the 
regulations governing Non-Banking Finance Companies (‘NBFC’) issued by the Reserve Bank of India (‘RBI’). 

These aspects have been discussed in the ensuing paragraphs :
1. Need for setting up holding companies in the infrastructure sector 
2. Regulatory aspects and the uncertainty created by the interplay of SEBI VCF Regulations and the NBFC 
regulations

The details are mentioned below:

Need for participation of the private sector in infrastructure investment

� ‘Infrastructure’ is a key priority and a necessary condition for sustaining the growth momentum of the Indian 
economy.

� The Planning Commission has emphasised that inclusive growth of the economy can be achieved only if the 
infrastructure deficit, both in terms of capacities as well as efficiencies in the delivery of critical infrastructure 
services, is overcome with the help of adequate investment in the infrastructure sector.

� The Eleventh Five-Year Plan has set an ambitious target of increasing total investment in infrastructure from 
around 5% of Gross Domestic Product in the base year of the Plan (2006-07) to 9% by the terminal year (2011-
12). In absolute terms, this implies an increase of investment requirement in the infrastructure sector from 
$ 222 billion in the Tenth Plan to $ 514 billion during the Eleventh Plan. 

� In March 2010, the Prime Minister, Dr. Manmohan Singh, once again stressed the role of the private sector in 
catalysing infrastructure investments and laid down a road map for planned investments of approximately US $1 
trillion in the Twelfth Five-Year Plan.

� Achieving the level of investment targeted by the Planning Commission will be possible only through active 
participation of the private sector in infrastructure investment. It is estimated that 30% of the total investment 
requirement will have to come from the private sector. Thus, creation of a supportive and investor-friendly
environment is critical. Such private participation would not only provide much needed capital, but would also 
help to lower costs and improve efficiencies in a competitive environment. 



Regulatory Affairs

SEBI VCF Regulations

I. In terms of regulation 12(d) of the SEBI VCF Regulations, a VCF is required to invest as under:
� At least 66.67% of its investible funds in unlisted equity shares or equity-linked instruments of a venture capital 

undertaking (‘VCU’) [Regulation 12(d)(i)]; 
� Not more than 33.33% of its investible funds, inter alia, in Special Purpose Vehicles (‘SPV’) created by the VCF 

for the purposes of facilitating investments in accordance with the SEBI VCF Regulations [Regulation 12(d)(ii)(e)]

II. Under the SEBI VCF Regulations, a VCU is defined to exclude a company which is engaged in the activities or 
sectors which are specified in the negative list. 

Venture Capital Undertaking means a domestic company:
a) Whose shares are not listed in a recognised stock exchange in India;
b) Which is engaged in the business of providing services, production or manufacture of articles or things, but 

does not include such activities or sectors which are specified in the negative list by the Board, with approval 
of Central Government, by notification in the Official Gazette in this behalf.

II. The negative list specified in the Third Schedule to the SEBI VCF Regulations includes, inter alia, ‘Non-banking 
financial services’.  

III. It is generally understood that this exclusion applies only to companies which are engaged in the business of 
providing services and are NBFCs registered with the RBI.   NBFCs categorised as Equipment Leasing or Hire 
Purchase Companies are specifically excluded from the negative list.

IV. It is also understood that the negative list ought not to apply to a VCF’s investment in an SPV created for the 
purposes of facilitating investment in accordance with the SEBI VCF Regulations [as per Regulation 12(d)(ii)(e)], 
since the regulations expressly permit the possibility of investing in such companies.

Interplay of SEBI VCF Regulations & NBFC regulations

RBI regulations governing NBFCs

I. CICs have been defined,  under the CIC Framework, as follows: 
“A NBFC carrying on the business of acquisition of shares and securities which satisfied the following conditions:

a) It holds not less than 90% of its Total Assets in the form of investment in equity shares, preference shares, 
debt or loans in group companies

b) Its investments in the equity shares (including instruments compulsorily convertible into equity shares within 
a period not exceeding 10 years from the date of issue) in group companies constitutes not less than 60% 
of its Total Assets;

c) It does not trade in its investments in shares, debt or loans in group companies except through block sale 
for the purpose of dilution or disinvestment;

d) It does not carry on any other financial activity referred to in Section 45I(c) and 45I(f) of the RBI Act, 1934, 
except investment in bank deposits, money market instruments, government securities, loans to and 
investments in debt issuances of group companies or guarantees issued on behalf of group companies”

II. In terms of section 45-I(f) of the Reserve Bank of India Act, 1934, an NBFC is defined , inter alia, to mean a 
‘financial institution’ which is a company. The term ‘financial institution’ is defined, under section 45-I(c) of that  Act 
to mean any non-banking institution which carries on as its business or part of its business, inter alia, the 
acquisition of shares, stocks, bonds, debentures or securities issued by a Government or local authority or other 
marketable securities of a like nature.

Non-Banking Financial Company’ means:
a) A financial institution which is a company
b) A non-banking institution which is a company and which has as its principal business the receiving of 

deposits, under any scheme or arrangement or in any other manner, or lending in any manner;
c) Such other non-banking institution or class of such institutions, as the Bank may, with the previous 

approval of the Central Government and by notification in the Official Gazette, specify;
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Regulatory Affairs

I. Given that CICs would now be expressly registered as NBFCs, disputes could arise as to whether they fall 
under the negative list, under the SEBI VCF Regulations. In that case, it may not be possible for a VCF to 
invest in CICs engaged in investment holding activities under Regulation 12(d)(i) of the SEBI VCF 
Regulations.

II. Under Regulation 12(d)(ii), VCFs are permitted to invest not more than 33.33% of their investible funds in an 
SPV. The term ‘SPV’ has not been defined in the SEBI VCF Regulations. The Committee Report, pursuant 
to which regulation 12(d)(ii)(e) was introduced, describes SPVs as independent, stand-alone entities 
specifically set up for the purposes of a single transaction/ project.

The Committee Report further reads as follows:
“…there are several instances where VCFs/FVCIs need to resort to innovative financing structures by 
creating SPV in the form of Trusts or holding companies that will house the shares of an underlying 
business."
“….It was therefore requested that in order to make available a very valuable source of financing to 
corporate India, investment vehicles of the above nature specifically incorporated for facilitating a 
transaction be allowed in the permitted list of investments for VCFs/FVCIs"

In view of the above, a CIC should be regarded as an SPV. Hence, it should be possible for a VCF to 
invest in a CIC under the 33.33% route.

However, for this purpose the SPV is required to be created by the VCF. Thus, it may not be possible for 
a VCF to invest in CICs not created by the VCF. Further, there is a limit on the amount that a VCF can 
invest in SPVs. 

III. Furthermore, the rationale for specifying the negative list (specified in the Third Schedule to the SEBI VCF 
Regulations) was to restrict VCF investment in, inter alia, finance companies. A CIC is an investment 
holding company set up primarily to hold investments for the long-term, and is not a finance company.

IV. As mentioned earlier, the infrastructure sector usually carries high risks and, as a risk mitigation measure, 
separate operating companies are generally set up to undertake separate projects. Thus, CICs as an 
investment vehicle are prevalent in the infrastructure sector and, in fact, play a central role in the corporate 
structures created for investing in infrastructure. 

V. In fact, the Committee Report specifically recommended exclusion of NBFCs categorised as Equipment 
Leasing or Hire Purchase Companies from the negative list to the Third Schedule on the basis that leasing 
transactions are common in the infrastructure sector, a sector that is engaged in asset creation and hence, a 
priority sector. 

The Committee Report, on this aspect, states as follows:
“…many NBFIs are engaged in asset creation by financing assets as well as infrastructure projects such 
as roads, bridges, power and ports, either by granting direct loans to such projects or by providing lease 
finance for equipment.”

VI. The Government of India has time and again emphasised the need for greater private sector investments in 
the infrastructure sector. VCFs play an important role in meeting the funding requirements of the private 
sector in the infrastructure space. Thus, VCFs have made significant investments in the infrastructure sector 
and will continue to do so in the future.

III. The RBI has mentioned, in the CIC Framework, that companies investing in shares of other companies, even 
for the purpose of holding stakes, would also be regarded as carrying on the business of acquisition of shares 
and hence be regarded as ‘NBFCs’.

Interplay of SEBI and RBI regulations
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Insider Track

Regulatory and tax uncertainties adversely affect investor 
sentiment. Of late, the Direct Taxes Code, 2010 (DTC) 
has caused a lot of debate on tax issues that affect the 
PE industry. One such issue is the tax pass-through 
available to Venture Capital Funds (VCFs). 

The first draft of the DTC unveiled in August 2009 
conferred a tax pass-through status to VCFs, with respect 
to investments across all sectors. This was a welcome 
move and in line with the intention behind enacting 
sections 10(23FB) and Section 115U of the Income Tax 
Act, 1961 (the Act). These two sections constitute an 
integrated code and make SEBI registered VCFs tax 
exempt or “pass-through” entities, and provide for the 
taxation of the income in the hands of the investors, when

Taxation of Investors in Venture Capital Funds

distributed to them. In other words, the scheme of taxation of these entities is to exempt the income in their 
hands while providing for its taxation in the hands of the investors on distribution. 

The Finance Act, 2007 restricted the tax pass-through available under section 10(23FB) of the Act to nine 
specified sectors. This meant that, if the VCF made an investment in any sector other than the nine sectors, 
then in respect of such income, the taxation would be as that applicable to a regular trust. The difference in 
the tax treatment is that, if, a VCF invests in a specified sector, income from such investment is taxed only 
in the hands of investors, and more importantly, only when such income is actually distributed to the 
investors. On the other hand, Income from investments in any other sectors is taxable on an accrual basis 
and as per trust taxation rules. 

The Direct Taxes Code 2010 has pulled back the full tax-pass through status for VCFs and has reinstated 
the tax pass-through to the current definition under Section 10(23FB) of the Act (i.e. benefit of tax pass-
through status restricted to the nine specified sectors). 

The pull back of the full tax pass-through status for VCFs has inspired a lot of debate, but, nothing has really 
changed! More so, even under the existing tax regime, a VCF can get a tax pass-through if it is set up as an 
irrevocable determinate trust (i.e. the names of the beneficiaries and their share in the beneficial interest is 
clearly laid down in the Indenture of Trust), where, the shares of the beneficiaries may be taxed in the hands 
of the trustee of the Fund as a representative assessee of the beneficiary to the same extent and in the like 
manner as the beneficiary. 

In fact, the DTC has simplified trust taxation by doing away with the provisions relating to taxation of 
indeterminate trusts. The trustee will be liable to tax as a representative assessee, in respect of the tax base 
of the persons represented by him (beneficiaries), to the same extent and in the like manner. This 
dispenses the need for a determinate fund structure to avoid all the income of the trust being subject to tax 
at the maximum marginal rate. 

Also, the provision relating to taxation of the entire income of a trust at maximum marginal rate if the trust 
has any business income is dropped in the DTC. 

Though the DTC reduces the complexity of tax issues for VCFs, the trustee’s responsibility to discharge the 
tax liability on behalf of the beneficiaries causes a lot of administrative inconvenience in ensuring that the 
beneficiaries (investors) get the due tax credit in their tax assessments. We could consider making an 
industry representation to amend the DTC to give the trustee the option to shift the responsibility of 
discharging the taxes to the beneficiaries.

Rupa Vora |  Group Director, CFO Fund Initiatives - IDFC
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IVCA  Annual GBM
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The first IVCA Annual General Body Meeting was held on 4th October, 2010 at Taj Lands End, Mumbai. The meeting was 
attended by dignitaries, eminent speakers, leading global L.P’s and majority of the PE/ VC leaders who are part of IVCA. 
A host of points were discussed pertaining to the IVCA and the way forward for the PE/ VC fraternity. 

A significant agenda of the meeting was the presentation of the new IVCA charter and its salient features. The interim 
executive committee was entrusted the task of formalising the charter and making sure that the changes were adopted by 
the members before 31st December 2010. IVCA is now gearing towards the induction of the new Executive Committee in 
2011 for which elections are being held shortly.

The IVCA Newsletter ‘Reporting on Indian Private Equity and Venture Capital’ (RIPE) was also launched during the 
event. The IVCA Newsletter will be made available to IVCA Members, Policy makers, Regulators and Opinion Leaders on 
a monthly basis. The Newsletter is envisioned to act as a medium of communication and knowledge for all its members. 

IVCA Annual General Body Meeting

Archana Hingorani, CEO & Executive Director, IL & FS, launching the IVCA NewsletterMahendra Swarup, President, IVCA, addressing the IVCA Annual General Body Meeting

Roger S. Leeds, Chairman – EMPEA, addressing the IVCA members about EMPEA activitiesSumir Chadha, IVCA Co-Chair and Managing Director - Sequoia Capital India,  presenting the 
salient features of the new IVCA charter

Niten Malhan, Managing Director, Warburg Pincus, addressing the IVCA Annual General Body MeetingRaja Kumar, Founder & CEO - Ascent Capital, addressing the IVCA Annual General Body Meeting



IVCA  Annual GBM
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Sudhir Sethi, Founder, Chairman & Managing Director, IDG Ventures India addressing the meeting

Luis Miranda, Co Chair, IVCA, President & CEO, IDFC Private Equity preparing to address the AGM

Satish Mandhana, IDFC PE (L) in conversation at the networking event

Pierre Van Hoeylandt, Collabrium Capital (L) with Roger S. Leeds, EMPEA (R) at the networking eventBharat Bakhshi, Jacob Ballas Capital (L) and  Mahendra Swarup, IVCA (R) at the networking event

Abhay Havaldar, Managing Director, General Atlantic addressing the meeting

Ashley Menezes, ChrysCapital making a point at the meeting

Pankaj Sehgal, SUN Group (L), Darius Pandole, New Silk Route (M) and Sumir Chadha, Sequoia Capital (R) 
at the networking event



Events
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Visit by Delegation from The States of Guernsey

18th October, 2010

IVCA was visited by a delegation from the States of Guernsey to build a working relationship between India 
and Guernsey. As alternate jurisdictions are being explored for structural purposes, it is worthy to note that 
Guernsey offers a favorable business environment.

The delegation consisted of the following: 
� Ms. Carla McNulty Bauer - Minister Commerce & Employment, The States of Guernsey
� Peter Niven - Chief Executive, Guernsey Finance
� Gerald Hough - Managing Director, State Street
� Bahar Mowbray - Research & Events Manager, Guernsey Finance

The meeting was also attended by Bejul Somaia (Lightspeed Venture Partners) and Sanjeev Sharma (AIG 
Investments).

Networking Lunch 

27th October, 2010

IVCA organized its 2nd Networking Lunch in Delhi at the Blue Ginger, Taj Palace; which attracted a great 
response in terms of participation by PE/ VC Leaders.

The IVCA Networking Lunch was attended by: Bis Subramaniam (Providence Equity Advisors India Pvt. 
Ltd.), Vishal Kapur (Avigo Capital Partners), Ajay Relan (CX Partners), Jayanta Basu (CX partners), 
Hemendra Mathur (SEAF), Rohit Bhayana (Lumis Partners), Sandeep Sinha (Lumis Partners), Ashley 
Menezes (ChrysCapital), Gaurav Malik (Olympus Capital Holdings), Himanshu Gupta (India Plus Fund), 
Surya Chadha (Madison India Capital), Rahul Bhasin (Baring PE), Neha Grover (Baring PE), Luis Miranda 
(IDFC PE), Satish Mandhana (IDFC PE) and Mark Silgardo (IL&FS). 

Luis Miranda flew in from Mumbai especially for the event and talked about the various initiatives of IVCA, 
including the IVCA Charter and the upcoming elections. Ajay Relan made a valuable suggestion to have an 
E Group where we could discuss all the important issues and priorities which our Industry is facing and also 
help drive the Agenda with wider inputs. Further to this, Rahul Bhasin and Neha Grover took the initiative to 
help to form the IVCA Regulatory Agenda and volunteered to represent IVCA with the policy makers 
whenever required.

Post Lunch, the following met with Mr. Thomas Mathew, Joint Secretary (Capital Markets), Ministry of 
Finance (successor to Dr. KP Krishnan) and Mr. R.P. Singh, Secretary, Department of Industrial Promotion 
& Policies  (DIPP): Luis Miranda (IDFC PE), Satish Mandhana (IDFC PE), Mahendra Swarup (IVCA), Rahul
Bhasin (Baring PE), Neha Grover (Baring PE) and Mark Silgardo (IL&FS). 

The five priority issues discussed were: Approval processes, NBFS definition, LOCK in provisions, Pricing of 
convertibles and Issue of warrants.

NZVCA Annual Conference

3rd November, 2010

IVCA was one of the participating VCAs at the NZVCA Annual Conference.  Mr. Mahendra Swarup was one of the 
distinguished speakers at the event and was on the plenary panel ‘Growth in Asia - impact on New Zealand business ’. 
The plenary session looked at the implications of the growing influence of India and the opportunities for New Zealand.



Events
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Launch of IVCA Bangalore Chapter

19th November, 2010

A successful round table marked the formal launch of the IVCA Bangalore Chapter. The Round Table had a 
presentation by Abhishek Goenka (BMR Advisors) pertaining to the impact of the new direct tax code on VCs. 

The round table discussed ‘Taxation of Carried Interest - under the DTC’ and various points were dissected 
including Present Carry Structures & Impact of DTC, Place of Effective Management, General Anti Avoidance Rules 
and Controlled Foreign Company.

The Bangalore Chapter of IVCA is led by Ben Mathias (NEA).

Upcoming Event: IVCA Election 

December 2010

The primary task of the Interim Executive Committee of IVCA was to set the pace for a duly elected Executive 
Committee to take over effective January 2011. Subsequent to the IVCA General Body Meeting in Mumbai on the 
4th October, wherein the constitution of the new Executive Committee and the election process was presented by 
Mr. Sumir Chadha, Co Chairman of IVCA,  WE ARE NOW PLEASED TO NOTIFY THE ELECTIONS TO THE 
EXECUTIVE COMMITTEE OF IVCA.

Nominations are invited to the seven seats of the Executive Committee for a term of two years i.e. 2011-2012 
and 2012-2013. All IVCA Members have been duly notified of the same.

Kindly note that any member whose subscription is in arrears is not eligible to take part in the election process i.e. 
seeking election, proposing/ seconding of the nomination or voting.

Global PE Beijing Forum

13th – 14th November, 2010

IVCA was a Supporting Partner at the ‘2010 Global PE 
Beijing Forum’ and Mr. Mahendra Swarup was invited 
as one of the Key VCA Representatives from across 
the Globe to deliver the Keynote Address at the Forum.

Mahendra Swarup, President, IVCA, addressing the Global PE Beijing Forum



PEI India Forum

5th – 6th October, 2010

IVCA was a supporting partner at the ‘PEI India Forum’. The event had a healthy gathering of international and the 
increasingly influential local institutional investors and general partners, as well as senior advisors and other stakeholders 
in the rapidly evolving asset class to discuss issues that concern everyone in the business of investing in India.

Events
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Dr. Subir Gokarn, Deputy Governor – Reserve Bank of India presenting at the PEI ForumK.V. Kamath, Chairman - ICICI Bank, presenting at the PEI Forum

Anil Ahuja, Head of Asia - 3i Capital and Alan Mackay, CEO - Hermes GPE presenting an interview at the PEI forum



In Person

I think the other aspect which we enjoy is the collegial environment where there is no hierarchy. The partners 
operate in a democratic manner where each person’s opinion is respected. If I have a role as a managing partner, it 
is more as a first among equals and not as a boss of the organisation. To operate in a new structure that is a 
collective entity rather than a hierarchical entity has both been a learning and enjoyable experience. 

We should reflect on what Gandhiji once said, “the windows of our culture should be open to the winds of change”. I 
did not want to completely replicate our earlier team and populate it with CVCI. I wanted an element of newness, 
which would challenge our thinking. Otherwise, over a long period of time, a team develops a certain “group think”. 
That freshness of thought is something that needs to be added. Yet, it needs to be added in small doses so that 
doesn’t alter team dynamics that have worked well over time. As we go along our journey into the second or third 
fund, it might make sense to bring on additional people so that we do get challenged from time to time with that 
freshness of thought.

You launched your fund in August 2008. You achieved your first close in March 2009 with $ 220 Million and 
had to trim down your target of raising about $ 750 million. What was your USP in raising funds from LPs 
during such a difficult time?

I think one was the fact that we had a track record. We had done rather well in the team’s past avatar. So the team 
had built a good reputation over time. That was pretty unique. The second thing was that the team has endured and 
invested together over cycles. Essentially, it was in a sense, a partial spin off. And third, importantly, potential 
investors spoke with many of our investee companies and found out that we had built a tremendous amount of 
goodwill over many years. 

Ajay Relan
CX Partners

How has the last two and a half years been for CX Partners? 

It has probably been the most exciting period of my life. I think what made it very 
special was the fact that we had a team in place. We had all worked together for 
a very long time. And to be with the people who were friends and had confidence 
in each other, and had worked together made the entire journey even more 
enjoyable and smooth. So there were no hiccups along the way because we 
truly clicked as a team and each person brought special skills and talents which 
were complimentary to each others’ strengths. It made the entire experience of 
fundraising, even during a difficult time, very enjoyable. 

We faced the most severe headwinds when we actually went into the markets. We launched our fund in 
September 2008 right as Lehman went under. Subsequently, AIG got into trouble leading to an almost complete 
meltdown in the financial markets. However, I must say that we have always had a tremendous degree of self 
belief. I don’t think at any point, even during the darkest hour, we felt that we would not be able to raise a fund. 
Yes, we realised that our original target of about $750 million probably was too much in the new world. But, in a 
sense, we were quite pleased that we stopped at $500 odd million, because we realised that investing a large 
amount of money would also be a problem because valuations had dropped quite dramatically. And therefore 
$500 million appeared more like a billion dollars at the time we raised the money. In that sense we are quite 
happy that we don’t have too much money to deploy. Because, the more money you have sometimes, the 
deployment pressure you have to deal with is quite severe. So almost coincidently or accidently we seemed to 
have arrived at the right place. $500 million is a figure that distinguishes us from the smaller participants and at 
the same time doesn’t give me sleepless nights about deployment speed.

They clearly also discovered that this team had worked independently 
and had a fair degree of autonomy in decision making within the larger 
CVCI organization. And I think those are some of the factors that 
helped people get conviction that this team could go ahead and 
successfully execute a consistent and similar strategy into our next 
fund. I think that’s what helped. 

“ We have always 
had a tremendous 

degree of self belief ”
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In Person

You entered the PE industry in 1995 and have seen two downturns. As a result, has the investment 
strategy of CX Partners changed or has it largely remained unchanged?

criteria, you have to maintain investment discipline. This means that sometimes you have to let transactions go 
when the market is overheating. You will have to say, it doesn’t make sense for us to pursue this deal because 
prices have really gone out of whack.

Good businesses in sectors with tailwinds, and with a great management will always outperform in the long run. 
For example, if you look at the good companies in the listed space that went under, in the midst of the recession; 
they have come back very strongly.

At times when there is irrational exuberance in the market, you have to be disciplined. I think that one of the things 
you have to incorporate is disciplined investing. Otherwise people tend to think that this bus is running away, this 
train is gone and I have not been able to catch the bandwagon. Don’t worry about it. This is a long term business. 
You just have to let it go. There will always be opportunities in this market to invest in great businesses. 

How would you describe the current market scenario for PE investments? What is the view of the overseas 
LP’s on the current Indian markets?

I think that the current markets are overheated. Capital allocation in this market is not easy. On several occasions, 
we have had to let opportunities go by because there has been a large disconnect between entrepreneurial 
expectations on valuations and what we are prepared to pay. So, indeed this is not an easy time to do business. 

While overseas investors are excited about investing in India given the macroeconomic tail winds, the challenge is 
of course the valuation that Indian entrepreneurs are demanding. The lack of a real gap between private and public 
valuations is making overseas investors somewhat wary about investing in private equity funds in India.

The public market gets overheated sometimes and as a consequence of that, the private market also gets 
overheated. Some entrepreneurs seem more interested in doing business with private equity funds only from the 
standpoint of a pre-IPO transaction to establish a benchmark valuation. These entrepreneurs do not really 
understand the asset class and the true value that can be derived from a motivated and committed equity partner. 

You have been a supporter of Private Equity investment as an asset class for people who have the risk 
taking capacity as well as the money. In your opinion, what kind of environment needs to be created for a 
greater emergence of domestic LPs?

As far as domestic retail investors are concerned, they have to understand that this is a long term business. The 
Indian retail mentality is not yet consistent with the kind of patience that foreigners exhibit. Also, except for the 
largest family offices, it is not really possible for even a high net worth individual to do the necessary due diligence 
required before making such a long-term commitment. If you look at most foreign HNIs, they have combined on a 
platform of one kind of another and appointed fiduciaries who undertake the due diligence and monitoring required, 
In addition, they probably allocate less than 10% of their total funds to this class because it is illiquid and it has a 
long tenure before you can withdraw your money. 

The Indian retail consumer doesn’t understand this longer term view that you would necessarily have to take 
towards this class. What I am saying is the market is not yet mature. Also, institutions, like banks, are shying 
away from investing in the asset class post the Volcker rule. The deeper question is, why does one give up 
liquidity? Why would you want to take a longer term view? The answer is to earn a higher return by taking 
illiquidity risk. 

“ At times when there 
is irrational exuberance 

in the market, you have 
to stay disciplined ”

Fundamentally, what remains unchanged is our belief that there are 
two factors that determine success. First, you have to be in the right 
sectors with macro tailwinds and within that sector, you need to work 
with a market leader who has pricing power. Second, you have to 
work with entrepreneurs who have the integrity, the hunger and the 
competence to build large, great businesses. These two factors 
remain unchanged through cycles and those are the companies and 
entrepreneurs we constantly look for. Alongside these two selection
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Not enough of a track record exists in India where private equity as an asset class can demonstrate that a long term 
lock-in has in fact delivered commensurately higher returns to investors. So a lot of private funds in the country would 
have to mature and have to demonstrate over a five year to ten year period that they can actually deliver those 
returns for investors to be convinced that yes I would rather trade those two factors for a higher return.  We need to 
establish that trade-off. I don’t think that there is a correlation which has been established yet in the minds of the 
investors. 

China has been very successful in raising local RMB funds. What do you reckon are the chances that India 
would be successful in doing the same for raising local Rupee funds from Indian LP’s?

In China there is a huge gap between private valuations and public valuations. Private valuations are almost half or 
less than what the public valuations are. The markets are inefficient. There is a big arbitrage between the private and 
public markets which is why the local investor in China is very excited about that possibility of investing in private 
equity. In India, the gap is either narrow or nonexistent. So you really have to demonstrate that as a private equity 
fund you can do better than being an investor in the public markets and once that conviction comes around that’s 
when this whole Indian rupee market will start to take off. 

There has to be a natural progression towards private equity from fixed deposits. The natural progression would be to 
move money from bank deposits to money market funds, then to debt funds, and then into equity markets. It has to 
be a gradual progression of risk taking. Private equity tops the risk taking graph and so in that sense there are no 
shortcuts.

Which sectors, do you think, will drive investment flow in the short and medium term? What are the sectors 
you are bullish on?

This question gets asked often and sometimes you need to be careful with bullish sector stories. Take for example 
the power sector. Energy is a great sector to be in because we all realise that there is no getting away from energy 
shortages for the next five to ten years. However, within energy, not all opportunities are created equal. A thermal 
power plant with captive coal is fundamentally different from one with domestic or foreign coal linkages. Captive coal 
creates a very different kind of investment thesis, wherein you are completely insulated from the cost of coal. So 
there are big differences within sectors as well. People have suddenly become negative on export-led businesses 
which were very popular when we started in the 90’s. I don’t think that they are gone forever, because there are going 
to continue to be successful export niches, especially in sectors like Pharmaceuticals in addition to IT.

We look at areas where India has core competencies vis-à-vis the world, whether it is a local story or an export story 
and whether the company has pricing power in that market. Sometimes these factors shift from sector to sector but 
by and large we look at the indicators; core competency, pricing power and market leadership. As a result, we have 
never been able to get enthusiastic about something like textiles because there’s nobody who really has market 
leadership. The entire sector ends up being a price taker. Every firm is subject to raw material price fluctuations and 
every productivity improvement results in savings for the end customer. Not a great macro backdrop from an 
investors’ viewpoint. 

On the sectors that we are bullish on, we’ve already spoken about Energy. Besides that, consumer goods and brands 
is something we’re positive about. We understand financial services and we therefore have invested in that space. 
We like the leisure and tourism space. We like the entire space for healthcare. Not specifically hospitals but within 
healthcare we like several spaces. We still love the engineering services sector. We like the export story of Indian 
software industry. I don’t think it is over. I think there is still a long way to run on that particular front. So we operate
around quite a broad framework. We are currently evaluating partnerships in all these sectors.

“I still think that it is 
about five to ten years 

away before we can get 
really strong domestic 

interest in private equity”

I don’t think that there will be a huge amount of money flowing into 
rupee funds in the early stages. Of course, there are funds that are 
already making a beginning but I am not sure this can become a Rs. 
100,000 crore industry overnight. It could, however, become a Rs. 
5,000 crore industry in the next 2-3 years. But it is still, in a sense, a 
small amount of funds available for investing compared to the public 
markets. I think people will have to make a beginning but then again 
if the returns don’t come through, this is not going to be a successful 
sort of an effort for others to copy. So the jury is still out. I still think 
that it is about five to ten years away before we can get really strong 
domestic interest in private equity.  
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What remains your biggest challenge of investing in India?

I think the biggest challenge is to put money with the right people. Identifying the right promoter or the entrepreneur is 
the biggest challenge. And developing a relationship to a point where you truly are a trusted advisor and not merely an 
investor. I think that’s our challenge. Even if you find the right person to invest with, our next job is in ensuring that the 
relationship is not that of a promoter with an investor but that of a promoter with a partner. Getting to a point where he 
truly considers you a friend, a philosopher, a guide, a partner and a trusted advisor is crucial. That’s when you can build 
the business together. Sometimes there is a notion that I am the owner and you are the investor. The challenge is to 
make that distinction disappear. To find the right people and develop the right relationship, that’s the challenge.

The industry itself is pretty young and as a consequence there’s probably not enough of a track record available. But 
this is changing. More and more information will become available to L.P’s and again it is not just a matter of numeric 
track record data. That’s like saying that all I would do when making an investment in the company is to judge it by its 
historical performance. A lot has to do with the softer factors involved in whom you back. It’s very much like my saying 
that the only reason I invest in a company is if the last three year numbers look great and extrapolated growth looks 
excellent. 

When we invested in Suzlon, where we made a lot of money, some of that track record wasn’t available to us. Many of 
my peers have made great investments in companies which had still to demonstrate how well they could perform. In a 
lot of these cases, their investments did spectacularly well. When Warburg invested in Sunil Mittal, there was not much 
of a track record. Those assessments about whom you back are important for people to make. Sure, track records help 
but I can’t think of a single L.P who invests simply on the basis of a track record. There are many more intangible 
considerations that go into making that decision to invest. 

You have been working for a fund and investing money. Now you are on your own doing the same. Do you feel 
things have changed or still remained the same? What are the differences? 

Yes things have changed. We are far more entrepreneurial and nimble. We are less bogged down by red tape and the 
decision making is closer to the ground. So there are clear advantages. Private Equity is not much of a global business. 
It is a local business and therefore the more embedded you are the better. For example, in a global fund, often the 
investment committee may not have the opportunity to spend much time with the entrepreneur. They are likely asked to 
make a decision based on an internally prepared information memorandum. That just doesn’t give you the same kind of 
feel as making that decision once you’ve spent significant time with the entrepreneur and his/her team. My mentor, Bill 
Comfort, who today sits on our investment committee, always tells me that the three things that matter most are 
management, management and management. In a large fund, sometimes, the decision makers on the investment 
committee are removed from the person is who is really behind the company they are backing. We tend to spend a lot of 
time with each entrepreneur before arriving at an investment decision. Yet, we can make decisions quickly when need 
be. This is a key advantage of our structure today.

If a business is planning to approach you seeking funds. What word of advice would you have for them?

As we spoke about, there are a few key questions we ask ourselves and the promoter. First, is it a differentiated 
business with a possibility of becoming a seriously differentiated business in the near future? Second, are they just 
followers or do they happen to be the market leaders or have the potential to be the market leaders in their 
businesses?  Finally, what’s the size and scale of the opportunity? Will the business be constrained by the ambition of 
the promoters? Or does the entrepreneur truly have the ambition of building a large business which would dominate 
the industry? I think that’s what we look for. Everybody doesn’t get there but at the minimum you need to have the 
ambition to stand a chance. 

This is the same challenge that exists between L.P’s 
and G.P’s. The most important thing for G.P’s is to 
conduct themselves in a fashion where L.P’s can trust 
them implicitly so that the relationship goes above and 
beyond the agreements. Building trust is the most 
important aspect of an L.P G.P relationship and where 
the onus lies mostly on the G.P. 

Do you think that lack of data on G.P track record is 
a cause of concern for the L.P’s investing in India? 

“if you find the right person to 
invest with, my next job is in 

ensuring that the relationship is 
not that of a promoter with an 

investor but that of a promoter 
with a partner.”
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Match Makers

IFCI invests `̀̀̀ 30 Crore in Titan Energy System
ResearchPEIndia | Editorial  

IFCI Venture Capital made an investment of Rs 30 crores in the Hyderabad based firm Titan Energy 
System Ltd. (Titan Energy). IFCI will acquire a 11.68 percent equity stake in the solar photovoltaic 
manufacturer for Rs 15 crore. Depending on the performance of the company, the remaining Rs 15 crore
will be made available through compulsorily convertible debentures, realizable in 2012. Titan Energy will 
issue 11,71,875 shares to IFCI ventures at Rs 128 implying a premium of Rs 118 per share. Apart from 
manufacturing, Titan Energy provides systems consultancy for solar projects. Aakasam consulting private 
limited was the sole financial advisor for the deal.

Industry

India ranks among the top 10 countries worldwide for solar photovoltaic (PV) cell production. Apart from 
being an alternate source of electricity, a large market exists for solar PV in irrigation pump market, 
captive power and backup power for cell phone towers.

Majority of the PV demand in India comes from fee-in tariffs (FIT). The government is formulating policies 
to adjust and follow best practices in FIT that includes practice of technology differentiation, cost-based 
rates, fixed price and long-term purchase agreements.  To encourage investments in solar energy, the 
Government of India has launched and made Jawaharlal Nehru National Solar Mission an important 
component of the National Action Plan on Climate Change with the aim of achieving parity with grid power 
tariff by 2022. The policy aims for deployment of 20,000 MW of solar power by 2022. Andhra Pradesh, 
West Bengal and Tamil Nadu have emerged as the leading states attracting investments in the PV space.

“Out of the 68 deals in 

clean tech and 
alternate energy space 
since 2006, 14 deals 
have taken place in the 

solar sector ”

The investment was made through IFCI Venture’s Green India 
Venture Fund, a SEBI registered fund, with a corpus of Rs 3,300 
million. The fund seeks to make investment in the range of Rs 20 
million to Rs 300 million in clean energy and environmentally 
friendly businesses. These include companies engaged in energy 
efficiency, renewable energy, energy storage, waste 
management and pollution control technologies. The fund 
provides capital to early stage and expansion capital stage firms. 
Recent investment by the fund includes a Rs 160 million 
investment in Luminous TeleInfra Ltd (manufacturer of Passive 
Infrastructure Components) and De Core Science & 
Technologies Private Ltd (manufacturer of white light LED Chips).

Though this sector has seen lot of activity in recent years, 
Indian companies are still primarily engaged in manufacturing 
of cells and modules. Other high value addition processes are 
mainly conducted outside the country. As per the annual report 
of Ministry of New and Renewable Energy (MNRE), the 
production in India was estimated at around 175 MW for cells 
and about 240 MW for modules in 2008-09, which is less than 
50 percent of the installed capacity in the country. China 
emerged as the leading producer of solar cells (2008) 
worldwide with an annual production of about 2.4 GW. The 
other main producers of solar cells were by Europe (1.9 GW) 
followed by  Japan (1.2 GW) and Taiwan (0.8 GW). 
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Match Makers

Company

Titan Energy Systems, established in 
1995, is among the first few companies in 
India to start business in solar energy 
sector. The company develops and 
manufactures solar photovoltaic modules 
based on crystalline technology. Titan 
currently has a 100MW manufacturing 
plant in Hyderabad and plans to increase 
capacity to 150MW by 2012. It is among 
the top three Indian exporters of solar 
modules. Their products are currently 
exported to Europe, Asia, USA, Canada 
and Australia. Titan offers services in 
design, construction and operation of 
grid-connected and off-grid solar systems 
on a ‘turnkey’ basis.

The company has successfully provided 
EPC for India’s first MW scale solar 
power plant in West Bengal. Multinational 
firms such as Scatec Solar and Enfinity
form a part of their clientele. 

The company achieved sales of Rs. 
1,711.39 million and earned a net profit of 
Rs 83.87 million in FY 2008-2009 
compared to sales of Rs Rs. 688.76 
million and net profit of Rs 47.46 in the 
preceding year.

Financials

FY 2008-09 FY 2007-08 FY 2006-07

Domestic Sales 131.0 90.5 106.2

Export Sales 1580.4 598.3 170.1

Total Sales 1711.4 688.8 276.3

Profit before interest and depreciation 156.9 81.6 32.4

Interest 59.2 24.0 8.0

Depreciation 13.9 6.7 5.9

NET PROFIT (after tax) 78.5 42.9 17.6

Rs in millions

Competitors

According to the 2008-09 Annual Report of MNRE, India has roughly 15 players in cell manufacturing, over 20 
players in modules and more than 50 in solar assembly.

Moser Baer Photo Voltaic Tata BP Solar Signet Solar India Titan Energy Systems

Establishment year 2005 1989 2007 1995

90 MW Crystalline Cells 

90 MW Crystalline Modules 

50 MW Thin Films 

Presence Exports to more than 82 

countries

Exports worldwide Manufacturing plants in India 

and Germany

Exports worldwide

Private Equity Investment Yes No No Yes

*All companies have expansion plans in place.

Production capacity 125 MW (modules) 

84 MW (cells)

300 MW 

(planned by 2012) 

100 MW

Deal Analysis 

According to ResearchPEIndia, a total of 68 deals have taken place in India in the clean tech and alternate energy 
space since 2006. Out of the 68 deals, 14 deals have taken place in the solar sector. 
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Motilal Oswal buys Goldman’s stake in Mrs. Bector’s
ResearchPEIndia | Editorial  

Motilal Oswal Private Equity Advisors (Motilal Oswal PE) acquired a 22.44 percent stake in Punjab based 
Mrs. Bector’s Food Specialties (Mrs. Bector’s), makers of Cremica brand of biscuits, sauce and breads. 
The stake was acquired in a secondary transaction from Goldman Sachs which had invested $16 million 
(Rs 720 million) for 22.44 percent stake in Mrs. Bector’s in 2006. Rakesh Sony of Motilal Oswal PE would 
join the Board of the company. O3 capital provided financial advisory on the deal.

“The food industry in 

India is in a high-

growth phase.”

Motilal Oswal PE acquired the stake through its India 
Business Excellence Fund, a $125 million sector agnostic 
fund. In the recent past, the PE fund has invested in 11 
companies with investments ranging from $4 to $15 million. 
This deal marked the fund’s second transaction in foods and 
beverages sector. The first investment of Rs 600 million in 
Parag Milk Foods Private Limited was made in June 2008. In 
another recent investment, the fund invested Rs 401.3 
million in Minda Industries, a company engaged in auto parts 
and assembly. 

Raamdeo Agarwal, Chairman of Motilal Oswal Private 
Equity, said “The food industry in India is in a high-growth 
phase. As the economy grows form one trillion dollars to two 
trillion dollars in the next four to five years, branded food 
consumption will increase with the growing income levels.” 

Biscuits Industry

India is the third largest manufacturer of biscuits after USA 
and China. As per estimates, India currently has Rs 8000-
10,000 crore biscuit industry with Glucose, Cream, Marie 
and Salty biscuits being the most popular categories of 
biscuits sold in the country. India manufactures more than 35 
lakh metric tons of biscuits, with organized sector 
contributing around 60 percent of the total production. 
Around 15% of the biscuits manufactured in India are 
exported to other nations including USA, UAE and African 
countries. 

The market has seen a growth of 15-16 percent per annum 
in the last five years and is expected to grow at a higher rate 
in the coming years especially after Central Excise Duty on 
biscuits with MRP up to Rs 100 per kg being removed in 
Union Budget of 2007-08.

In the recent years, the competition in the industry has 
grown immensely due to entry of many new players aiming 
to capture this growing industry.  Companies are 
aggressively marketing and advertising their products to 
attract customers. Apart from the three big players 
(Britannia, Parle, ITC) an estimated 150 players including 
multinational companies are present in the Indian biscuit 
industry. 
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Match Makers

Company

Mrs. Bector’s currently has 18 different types of food 
products including breads, biscuits, sauces, ice 
creams, condiments and ready to eat food items. The 
company is the supplier of bread rolls, ketchup, and 
other condiments to major institutional buyers including 
McDonalds, Indian Army, Indian Railways, Indian 
Airlines, Indian Hotels Company Limited and chains like 
Barista, Cafe Coffee Day, Pizza Hut and Papa Johns. It 
also does contract manufacturing of biscuits for ITC 
and chocolate toppings for Cadburys. The company 
has a good presence in the North Indian market and 
has strong relationship in B2B segment in the sauces 
segment. The company currently has five 
manufacturing units across the country and also 
exports its products to US, Europe, Australia and 
Africa. The company employs around 2,500 people.

The company earned a profit of Rs 3.5 crores on sales 
of Rs 339 crores in 2008-09. Its revenue for 2009-10 is 
estimated to be Rs 378 crore with Rs 6.78 crore of Net 
profit. Mrs. Bector’s aims to achieve a revenue of Rs 
750-800 crore and plans to go public in the next 2-3 
years. 

Competitors

Britannia and Parle are the two dominant players in the 
biscuit industry with a market share of 75 percent 
distributed between them. However, even though 
Britannia and Parle almost enjoy a three-fourths market 
share, the market is still competitive with price being one 
of the major criteria of people’s buying decisions.
Additionally, with the entry of new FMCG companies 
(especially ITC in 2003) in the biscuit segment, and with 
aggressive marketing by other players, the market may 
see swing of market shares in future. 

Other small but important players in the biscuit industry 
include Brakeman, Kwality, Champion and Dukes. 
Foreign players like United Biscuits, McVities have also 
entered the Indian market but they mostly cater to the 
premium and super premium category.

Profile

Mrs. Rajni Bector, coming from an  affluent family in 
Punjab, defied the conservative approach prevalent 
against working women at the time and started 
manufacturing ice creams and bakery items from the 
backyard of her residence in mid 1970’s. 

Money was obviously not the factor behind her foray into 
entrepreneurship. It was more her passion and interest 
that has led Mrs. Bector’s Food Specialties Ltd to a Rs. 
400 crore company in the span of just over a three 
decades. She ranks among the first women entrepreneurs 
in India.

Britannia Parle Surya Food & Agro  
(Priya Gold)

ITC (Sunfeast) Mrs Bectors 
(Cremica)

Establishment year 1896 1929 1993
2003 

(biscuit segment)
1978

Market Share* 35% 40% 6-7% 6-7% 2%

Type Public Private Private Public Private

Product Focus Premium Entry Level Middle Middle Middle

Major  Distribution Pan India Pan India North Pan India North, West

*Approximate
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Playbook

PE/VC Deal Volume

Based on reported deals in the month of September and October

# Investors Deal Volume

1 Amansa Investments 1&

2 Angel/Individual Investors 2^

3 Aquarius Investments 1&

4 Ascent Capital 1

5 ASK Property Investment Advisors 1

6 Aureos South Asia Fund 1#

7 Bennett Coleman & Co. Ltd/Times Private Treaties 2

8 ChrysCapital 1

9 Clearw ater Capital Partners 2

10 DEG (KfW Bankengruppe) 1

11 ePlanet Ventures 1#

12 Fidelity 1

13 Footprint Ventures 1^

14 Greater Pacif ic Capital 1

15 Helion Venture Partners 1^

16 HDFC Holdings 1*

17 HDFC Venture Capital 1

18 IFC (International Finance Corporation) 3#&

19 IFCI Ltd 1

20 IFCI Venture Capital Funds Ltd 2

21 India Alternatives Investment Advisors 1

22 India Capital Fund 1&

23 India Capital Opportunities 1&

24 IndoUS Venture Partners 1

25 Intel Capital 1

26 KKR 1

27 Kotak Realty Fund Group 1

28 Lighthouse Fund 1

29 Matrix Partners 1

30 Milestone Group 1

31 Motilal Osw al Private Equity Advisors Private Limited 2

32 Nokia Grow th Partners 1

33 Ojas Venture Partners 1*

34 Polaris Softw are Lab 1*

35 Prosecure 1

36 Red Fort Capital 1

37 Reliance Capital Trustee 1&

38 Salarpuria Group 1^

39 Samara Capital 1

40 Sequoia Capital 1

41 Shapoorjee Chandabhoy Finvest Pvt Ltd 1

42 SIDOFI Communications Investments Ltd 1

43 Taj Capital Partners 1

44 Zephyr Management 1

Source: Research PE India

Multiple Players Who Took Part In The Same Deal

* HDFC Holdings, Polaris Softw are Lab and Ojas Venture Partners

# Aureos South Asia Fund, IFC and ePlanet Ventures

^ Helion Venture Partners, Footprint Ventures, Angel investors and Salarpuria Group

& Amansa Investments,  Aquarius Investments, Reliance Capital Trustee, India 

Capital Fund, India Capital Opportunities and IFC

PE / VC Participation Volume

The PE / VC participation in the months of September 
and October saw a decrease, with the number of 
individual firms dropping from 27 in August to about 20 
in September and 24 in October. A total of 44 firms 
were part of the deal volume during the last two 
months. 

International Finance Corporation (IFC)  s currently the 
top player of the pack with 5 deals successfully closed 
since August. The main focus of IFC continues to be 
on clean tech and alternate energy projects. 

The other active players during the past two months 
were Bennett Coleman & Co, Clearwater Capital 
Partners, IFCI Venture Capital Funds and Motilal
Oswal PE advisors. Each of them recorded two deals 
respectively. 

The number of group deals increased during 
September with more three deals being funded by 
multiple investing partners.  The funding of 
Cholamandalam in the NBFC space  was the biggest 
multiple partner deal with PE firms collectively forking 
out  $33.33 million.
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Playbook

Source: Research PE India

Source: Research PE India

Industry Deal Volume

During the months of September and October 
there were a total of about 40 reported PE/VC 
deals in India. The deal volume was apparently 
lower than the volume  seen in August. 
September recorded 19 deals while October 
accounted for the rest. Unlike the trend in 
August, Real Estate deals seemed to have 
found favor with the investing community. 
Signaling the return of interest among the retail  
customers for real estate property, PE funds 
have pumped in $ 256 million in seven deals 
contributing about 39 percent of the total fund 
flow during the two months. 

HDFC Venture Capital’s 10 percent  stake 
purchase in Lodha Group’s SPV “World One” 
for $111.11 million was the largest PE recorded 
deal during the two months. World One is being 
developed in Mumbai as the world’s tallest 
residential project . 

Kotak Realty Fund’s $55.56 million stake in Emaar MGF was the second largest deal in the PE space. Kotak’s
investment was made in two of Emaar MGF’s projects located at Gurgaon – the Emerald Estates and Palm Terraces.

The energy sector, which was the clear favourite among investors in August continued to rake in $142 million in total 
from five deals in both plant equipment and services, and alternate/clean tech projects.  The other sectors that saw 
high deal flows were information technology(four), media and entertainment (three), healthcare(three) and education 
(three).
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PE/VC Deals in India

Based on the Reported deals in the month of September and October

Deal Reported Industry Target Target Business Acquirer(s) USD Mn INR Mn Stake Fund Advisors

01 September '10 Real Estate Lodha Group (SPV) Real Estate Development HDFC Venture Capital Ltd $ 111.11 ` 5000 10% HDFC India Real Estate Fund Trustcap

01 September '10 Retail Suvidhaa Infoserve Pvt Ltd Diversified Consumer Services through outlets IFC (International Finance Corporation) $ 7.00 - - - -

01 September '10 Auto (including components) Jamna Auto Industries Ltd Springs Clearwater Capital Partners $ 3.33 ` 150 4% Clearwater Capital Partners Singapore Fund III Pvt Ltd. -

01 September '10 Education (including Online) iDiscoveri Education Teaching and learning methods Lighthouse Fund $ 10.00 - Minority Stake India 2020 Fund BMR Advisors

03 September '10 Real Estate Pelican Realty Ventures Affordable Housing Projects Milestone Group $ 6.67 ` 200 - - Trans Corporate Advisory Services

03 September '10 Chemicals (including Fertilizers) Oricon Enterprises Ltd Chemicals maker and Real Estate developer Clearwater Capital Partners $ 7.51 ` 338 10% Clearwater Capital Partners Singapore Fund III (P), Singapore -

06 September '10 Education (including Online) Frameboxx Animations Animation and Visual Effects training institute India Alternatives Investment Advisors $ 6.22 ` 280 - - -

07 September '10 Telecommunication (Mobile VAS) Tyfone Mobile Payments Multiple $ 5.00 - Undisclosed - -

07 September '10 Media and Entertainment Asianet Satellite Communications, Ltd. Cable Network SIDOFI Communications Investments Ltd $ 37.33 ` 1680 9% - -

09 September '10 Information Technology (Software and Services) Instamedia Network Software Development Bennett Coleman & Co. Ltd/Times Private Treaties $ 4.00 - - Times Internet Limited -

11 September '10 Real Estate Emaar-MGF Real Estate Development Kotak Realty Fund Group $ 55.56 ` 2500 - - -

11 September '10 Financial Services (BFSI) Cholamandalam Investment & Finance Co. Ltd NBFC Multiple $ 33.33 ` 1500 - - -

13 September '10 Real Estate ATS Group Project Real Estate Development ASK Property Investment Advisors $ 11.11 ` 500 - Real Estate - Special Opportunities Portfolio 1 -

21 September '10 Energy (Plant, Equipment and Services) KSK Energy Ventures Ltd Power Plants IFCI Ltd $ 56.00 - 8% - -

25 September '10 Media and Entertainment Monarch Innovative Technologies Products in Visual media IndoUS Venture Partners $ 5.56 ` 250 - - Sun Capital Advisory Services

27 September '10 Information Technology (Software and Services) Allied Digital IT services Intel Capital - - 5% - -

28 September '10 Energy (Alternate) and Cleantech Auro Mira Energy Company Pvt Ltd Wind Farms Multiple $ 21.00 - Minority Stake - Veda Corporate Advisors 

29 September '10 Healthcare (Pharma and Biotech) Accutest Research Laboratories Pvt Ltd CRO Greater Pacific Capital - - - - Avendus

30 September '10 Agriculture, Foods, Beverages (including Processing) Mrs. Bectors Food Specialities Biscuits, Snacks, Bakery Products etc Motilal Oswal Private Equity Advisors $ 14.44 ` 600-700 20% - O3 Capital

01 October '10 Metals, Minerals and Mining Thriveni Earthmovers Private Limited Mining Samara Capital $ 33.33 ` 1500 - - Edelweiss

05 October '10 Information Technology (Software and Services) Netmagic Solutions Datacenter and Hosting Nokia Growth Partners $ 15.56 ` 700 - - -

05 October '10 Real Estate IVRCL Assets and Holdings Ltd Real Estate and tollways projects Ascent Capital $ 33.33 ` 1500 - Ascent India Fund III -

05 October '10 Energy (Alternate) and Cleantech SunBorne Energy Holdings LLC Solar Power IFC (International Finance Corporation) $ 10.00 - - - -

06 October '10 Hotels, Restaurants and Leisure Mast Kalandar (Spring Leaf Retail Pvt Ltd) Quick Service Restaurant Multiple - - - - -

06 October '10 Energy (Plant, Equipment and Services) Avantha Power & Infrastructure Ltd Power generation KKR $ 48.22 ` 2170 9% - -

06 October '10 Real Estate Godrej Properties Ltd 's SPV Real Estate Development Motilal Oswal Private Equity Advisors $ 11.11 ` 500 50% India Realty Excellence Fund -

07 October '10 Information Technology (Software and Services) Trimax IT Infrastructure and Services Ltd IT System Integration and Infrastructure Management Zephyr Management $ 10.00 ` 450 Minority Stake Zephyr Peacock India Funds -

07 October '10 Healthcare (Pharma and Biotech) Celon Labs Products in Oncology, Critical care and Gynaecology Sequoia Capital $ 15.56 ` 700 - - Citadel Management Consulting

08 October '10 Healthcare (Pharma and Biotech) Fusion Pharma Drug Manufacturing (Antibiotics and Nutritional supplements) Prosecure $ 8.89 ` 400 - - -

12 October '10 Energy (Alternate) and Cleantech Titan Energy Systems Ltd Solar Photovoltaic Modules IFCI Venture Capital Funds Ltd $ 6.67 ` 300 12% Green India Venture Fund Akasam Consulting

12 October '10 Construction and Engineering (including Materials, Equipment) Pratibha Industries Ltd Water management and Urban Infra Solutions ChrysCapital $ 11.11 ` 500 - Van Dyck -

18 October '10 Education (including Online) DMC Education Ltd Test Preparation Bennett Coleman & Co. Ltd/Times Private Treaties $ 0.59 ` 26.7 - Brand Equity Capital -

18 October '10 Healthcare (Hospitals, Equipments and related services) Center For Sight Eye Hospital Matrix Partners $ 11.11 ` 500 - - -

19 October '10 Media and Entertainment Gamexx Infotainment Ltd Develops Online Games Shapoorjee Chandabhoy Finvest Pvt Ltd - - 11% - -

19 October '10 Electric Equipment (Transformers, Cables etc) Shreem Electric Ltd Equipments and solutions for Power Transmission and Distribution Fidelity $ 20.00 ` 900 Minority Stake Fideity Growth Partners India Deloitte

22 October '10 Financial Services (BFSI) Capital Trust Ltd Financial Services (NBFC) Taj Capital Partners - - Minority Stake - -

22 October '10 Industrial Components and Services Electronica Machine Tools Ltd Electric Discharge Machine IFCI Venture Capital Funds Ltd $ 5.56 ` 250 - India Automotive Components Manufacturers Corporate Finance Associates

26 October '10 Real Estate Parsvnath Developers Ltd. Real Estate Development Red Fort Capital $ 26.67 ` 1200 25% - -

27 October '10 Financial Services (Microfinance) Financial Information and Network operations Ltd Technology Solutions for Financial Institutions Angel/Individual Investors - - - - Avendus

28 October '10 Industrial Components and Services Deepak Fasteners Ltd Industrial Fasteners DEG (KfW Bankengruppe) - - Minority Stake - -

Source: Research PE India

Note: All investments are reported primarily in US Dollar. If the investment was made in Indian Rupee (`), a conversion rate of ` 45 = $ 1 has been used to calculate the US Dollar equivalent. 
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ResearchPEIndia (Knowledge Partner).

The details represented in this newsletter is for informational purposes only.

Under no circumstances is this information to be used or considered as an

offer to sell, or solicitation of any offer to buy, any security.

The information contained herein may not be complete or accurate and
should not be relied upon as such. Before relying on the material, users

should independently verify its relevance for their purposes, and should obtain

appropriate professional advice.

Any opinions or statements expressed herein are subject to change. The
information contained herein does not, and does not attempt to, disclose all of

the risks and other significant aspects of entering into any particular

transaction.

IVCA, Researchpeindia.com and its suppliers expressly disclaim all warranties
and conditions, express, statutory and implied, including without limitation

warranties or conditions of (a) merchantability, fitness for a particular purpose,

workmanlike effort, title, quiet enjoyment and non-infringement; (b) of

adequacy, accuracy, timeliness and completeness of content or results; (c)

arising through course of dealing or usage of trade, and (d) of uninterrupted or
error free access or use.

IVCA, Researchpeindia.com (Providence Consultants Private Limited) and

their staff shall not be liable in the event of incidental or consequential

damages in connection with, or arising out of, the furnishing or use of the
information, associated instructions/claims of this publication.
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