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The

Transition Man

In his career spanning 45 years, lagdish Khattar has worked across multiple indus-
tries including cement, transportation, steel, tea and automobiles. Al the age ol 65,
he turned entrepreneur Lo start Carnation Auto, India’s first independent multi-brand

auto solutions ¢ ompany

By 5. FPrem Kasmar

|.;:.'_|I:1.|| Ehattar 18 0 mon isdenl o ::|..Ll|'|-__' i liv ng thie did-
[erence. While he wis m TR director of Moarun Swaraki he
stooad tall, gs the only history graduste inoa compairy Glled with
SNgineers, managenicel _-.'|.|-.'.|'_|h'- aind chamerdd nceountanis
Hi= illustrogs profile shows thal Khoitar benefited from a di-
verse background, one thot allowed him o bring his expenence
inio play in i eorpog

il boardmom. While be was an LAS officer

with ihe government of Indin he was appointed by the Tea Board
toy markel sildenn 12 e Lodadon, When he :=|__-||r..'.1 i that o ot ol
spurieus tea was beang marketed us Dorpeeling tea‘in London, he
ereited o media comgaign with encketers, Sunil Gavaskar anad
lan Botham, fo spread the word about genuing Indian tea, There
are severl such Instances rom s cancer of aver four decades
where e identified real problems and came up with solutions in
His o v ET w-r:u.'-u,t

When The Smart CEC canght up with Khattar eardier this
mionth, we wanied omewers 1 iwo baming questions, One, whaot

prompled him to rewven| himself and establish Carnation Ao

if the ape of 657 Two, how dad be monage so0 many resitions

aeross e ditfereiil sedtors aind mdustnes e worked m™ We
tigdiimsdd cvervitlinng Trom hs CAPCricce a8 an 1AS olHiEer dn
leadmp one of Inlia’s most wiéll-known brands, Manti, and
thie end of it all, the answers o both these gueestions wene self-
r'-.|1|.|r|.rl-.l|'. Fe b !x"':l.l.li':. trank even as we '."..;-;.” he just
siys, “l e not want o redire and stan playisg goll, 1 spoibed
A cuslomer need for an imdepsendent nubo - service provader, and

decided oo stan Cammtion Auto. | keew the people, | knew the

indusiry and there was a gap in the msarkes

e public sector manager

I

Fialar & resunié s an Indian bureaucrot s dream k-

e g
g from the LAS (balch of 1985) he worked in the Uttar Prigkesh
Hemween 19998 amd 1993 he wis ihe Joins

ol Sleel

“\:| iLE L e EITUMICTH]
Secrotary o the Minisie He then swoarked i several
public secior srganismions including the Utar Pradesh Stae Ce.
mEn! L arporisom L'ttar Proddesh Road ||_||'|'~||_||-;1 L orporanon

and the Tea Bonrd. Mimstry of Comimence
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He it i |l l.II\.'LI1Il'.'|_ Kaolk:ie oF Londos, Kluttar his served R -
eral mnestees. And transiiomng thromeh these varous minis-
tries gave liam the mghtl perspective o deal with problenms ungue
to ench sector. For istance. duning his stint with the Transpor
Corporstion, he increased the bus fleet size by 1000 and made
e SIRlE TrEROTTATIOn |I-:|1.|-'|ran.-n| [1rl.lFiI.||""!|: foir the first time
in 19 vears. Al the Minstry of S4eel. he plaved o eritical sole in

relorming the mg-ron monuicienng seclof

Khattar Timelines

Founder & Managing Direstor, Chief Executive

Camation Auto

Focus: Establish an independent
rredti-brand auto Soluthons and Ser
WHDES COXTprTy

n tha market @ tha face of ircreasing compe

Key Milesiones:
Parunerships with Dillip  Chhabrla
D Dresipn

Marelli, the

crwmed s [Mlagret

wWorlthawide ledder in

. SChETTE
B AU DOFTIR T O R IDHI T
Raiped A w4 crore fram Premgin
e el role o
ST and B wEsn TS
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citiers o bdia |

cormpetition from Hyunds

“Wiices
tor of Marut) Suruk

tor of Marketing at Maruts Sums

Forus: Mantain Maruti's

Koy Mileslonies;

Costoutting through a woluntary retinement

Inichi-fOOuSed des I.;l’ CENTE TN LAy Sd & OL

Launching the

A
-

Managing Divector/ Carnation Aoto 4

Al the helm of Maruti
A an 1AS olhicer s effors hardly recerved any altention 1rom
the medio and the public, B, there was one man, ki from the
L' IAS codre who took notico

then chairman of lpdia’s top car monutbeturer Mort Uldvog

& mome was BoU, Bhargava
His mnang I N

Ehattar was swvited 1o poin Morub as director of morketing on
July 1s1 1993 Bhargova koew firsi-hand Khatine's ability to

and Managing Diroc ant Sexretary I the Mty

Lirec

TS g,

e Jamuary oo of Steel, Govermment of India

Focus

Severa bpy foles Lo ersbleT

| maderh Fition p
¥ P preraith for the stesl inchatry

it frem ;.ll_-'.-l_l.‘_:. LA branes
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solve busmess problems. He mde
his mark o5 on 1AS officer and i
was clear Mamrh needed o person
who could continue i expand o
-I.'I'IIII!"LIII;N'
ol I-,.;:;:*.-l:l!; Eovgmungni expecis-
trons wl bay

iy IZ*IIII'I.'IH"\-'\- CANRSLITICT

Hevween 1991 amd 1999, when
Khatiar vwas difecior of marketing,
Marbh grew o a slimmng poce
Mlarati™s market share in FY 998
wis over 82 s cenl Wit the gnimne
il et bEgun for lweim, |y Jaiii=
ury 2000, Khattnr wes  prosmaded
to managmg director afier RSSLM
Bhuskarudu's e ended in De-
cetiber 1999, That was exscily
when Maruti's real clmllenges had
surfaced. Following the recesskon
and stronge competition rom Hyum-
doi Santro, Marutn posted s first
cver loss of Rs, 269 crore in FY
ML, Unsold inveniorny was ;u!|l||1g
i the pressure and K hoftar hod to
lake wlon

The first step was o cul cosls. He

Chairman and ."-r~rr-r-1::,- of
Uitar Pradesh Boad Trans
port Lofporanion, rarspot
D friet

Focus: M the state-owned
oorporation profitable

Key Mibestones:

Took & loan of Hs g Crofe
Irgrm this fouerremsnl Do
cregse the fleer by 3o
Surplus  workers were e
ployed on these e Dusses
Made the LE state trarsport
corporation profitable (o

the st Time i G years

On entrepreneurship

‘ ‘ India is the true land of opportunities
today. As an entrepreneur, one should
know his interests, understand cus-
tomer needs, figure out if he can
fulfill that need and then find a solu-
tion. If something hasn't been done,
it doesn't mean it can never be done ’ ’

intrsdisced 3 volispkar feliieimctil schidme
and mediweed workfonee h.1.- aroagisd 200 peer
cend, Khattar énsured that the focus wis
back on the customer, something he prac-
nices 1l date. He discovered thid i acd-
dition 1o service quality, design and reli-
ability played a key rale. That™s when the
WigonB mistake wis realized, especially
om the design fromt, through a case study
Diespate being a success in Japun, the car's

Chairman and Managing Director of the

Uttar Pradesh State Cement Corporation from

w3ty Do meth
Chairman of Ted Board, Mindstry' of

Comrmorce from iy 1o oy

Fescus: Imprond prolitaDdity in thd OBMBNT &%

perprise: Mareel ndian tes in London

Key Milesiones:

incredrsed profitability in the wake of dual pricing

that was adlowed in the coment industey

stated of f 3 press campaign with Sunil Gavaskar
and lan Batham, to spread awareness sbout femu
s Inchan vea. Worked very well, and this was the
first time an LAS officer used the power of media

te spread a missage,

boxy design failed 1o impress the Indian
buver. Hoving done his research, Khat-
tar mesbilised actioi s a0 lidis- focused
desipn division was established 10 create
fresh designs for the Indinn market. With
a stromg comsumer Tocus, o 2005, Manit
lannched the Swaft, which was a big wm-
itigE pevimd fowr the company

From 2002 to 2005, Mamti grew m @

sicady pace. 11 sobd over hall a
million cars in FY 2005 and s

mmape ‘with the younper genera
[

commpetition from Hvundai, M.
di, Ford sl severl other foreien
brands thnt kit lalmn rosids

Hein‘carnation’

Ehattar retred from Moratn i De-
cember 20007 and by ihe first week
of Jamuory an 2008, Camatbon
Ao was wp aind s, He iy
1 sicasted mo bime i hetween. Uhir
forst emplovee ot Camation joined
in Febmmry, We sianed with a
hll:lptl."-|1li1hll.'|.| Vispan !I'I!hl;n.' Wk
any kind of auiomobile problem
wiu had, we should be able (o leok
i i1,

Ehatiar understood  the market
poteritinl for an independent afber-
silles servece prowider during his
stiml at Maruti. Service centers

]
Lad
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Management Style

Deep customer focus —
Mumwﬂ&mmlhﬂt]p‘iﬂrwrﬂ
been an dallbsering valie to the end comsumer. Whether it
wan Swift's deslgn or Camation's strategy of being & one-
stop-shop for all o service resd, Khattars ability o ur
gerstard the erd cormurmes hus played a ey role.

Open leadership

Ehatiar bolves that the person who identifies a8 problem
alao has the sbdlty oo come up with a solution He often
opnid Lo thr platform for his managers to come up with
soluthons to Dusiney probl e,

Stay open to newer ideas

He believes In keapirg a0 epen frired and grabbing any op
portunities That cormd in the wily. AS yo Fo Song you ot
Fivwer ke and ooportunithes. The partnership with DO De
sign wins not part of our plar Lt Carmationd, Bit, after we
rret ther, the parinership rmads umest weme” he Wy

were extremely crowded, car sales in India were growing
st a tremendous pace and manufacturers were Investing
heavily in India, Globally, servicing was divided between
three broad categones — dealers, manufsciurer workshops
end independent workshops and chains, But, in India, the
third category was absent, Ehattar believes that i almos
every kind of car service can be offered under one roof,
and o5 close to the customer as possible, that would be a
winning combination,

Criven Khattar's background, fund-raising was hardly a
challenge, Camation raised Rs. 104 crore from Premjiln-
wvest and IFCH ventures to develop his vision of establish-
ing India’s largest independent automobile service com-
pany. Today, Camation operites |9 hubs, as their service
centers are called, with five more in the pipeline. Mast
of these hubs are company-owned with two n Andhra
Pradesh that are joint veniures with mdividunl enfrepre-
neurs, Camation offers everything from car servicing and
accessory sales o used cor sales and remadeling of cars

They huve o parinership with Dilip Chhabris-owned DC
Design 1o redesign cars. Camation’s partnershap with
Magneti Marelli, the worldwide leader in the oo com-
ponent distnbution segment, helps them procure spare
parts in & scamless fashion. Khattor says, “As an imde-
pendent service provider, we can suggest lower cost op-
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tions for the custoumer. Our aim 45 to be o runsparent as
possible and deliver value, Carmntion especially provides
value 1o people who own multiple car brands and fleel
owners. We are working on being o one-stop-shop for all
automokhile needs,™ explains Khattar

Management manira

The three big challenges for Carnotion are escalating
real-gstate prices, avatlability of manpower and rising
customer expectations. Khattar's stralegy 1o solve prob-
lems has not chunged over the yenrs. He says, 1 strongly
believe that the person who sees the problem, also has the
ahility to come up with o solution. | believe in throwing
open the problem to my managers and more often than
not they come up with solutions.” Camalion's stralegy of
offering everything under one rool also wugars well for
utilising real estate efficiently. Training newer employees
is o continuous process and is on top of the minds of the
semor management ab Camation,

K hattar, over the years, never paid much altention to mey-
enue forecasts and future growth plans. “As you go along
you get newer ideas amd opportunitees. The partnership
with DC Design was nod part of our plans, B, alfer we
met them, the partnership made utmost sense,” he soys,
Carnation, currently, hes presence in 1] cities and plan o
expand to four more. “These 15 cities have over T por
cent of the market and our focus is on them.”

Khattar is passtonste and his excitement is palpable when
he talks about the Maruti experience. But, he paints owl
there are several differences in his role now. “At Maruti,
we were primarnly a manufacturer. Cur challenge was 1o
mect manufacturing numbers and then manage several
parinerships with vendors, dealers and distnibutors. The
role needed strong advisory and monitoning skills, Al
Camation, execution is the key, We have to implement
und deliver toour customers,” he savs,

The next decade

Khattar’s journcy, (o say the least, hos been incredible
In hiz 405, he plaved the role of & dynamie government
officer who fixed problems at low-key state-run osgan-
tsations, His 308 was spent under the waichiul eves of
the government of India and more importanily the: Indian
public. He took Maruti to the next level and helped them
stay on top despite all the competition from foreign au-
tamobile brands, Here he is now, i lus late 605, ready
to build a world-class enterprise, with the attitude and
conviction of an early-stage entreprencur, The Khattar
Jourmey has just begun, all over



