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The perIod of TransITIon between one generation to the next is a 
crucial one for family businesses. The induction of the Inheritors can infuse 
the business with a new energy and fresh ideas. an able Inheritor can  grow 
the existing business by taking  the family business into hitherto unchartered 
waters or by consolidating the existing business. 

The cover story featuring sahil Vachani takes you through the journey 
of the young man who has brought fresh new ideas along with him. as the 
managing director of max Ventures & Industries limited, sahil leads the 
entrepreneurial venture of the max group. These young businesses are quite 
diverse from the existing core businesses of the group. read about sahil 
and how he is focusing on newer businesses to grow the group.

a Kumar, managing partner of gemini paints, joined his father’s 
business, focused on the core business and has grew it manifold in the 
last twenty years. he has indeed ventured into newer areas but these are 
new geographical areas! from one factory in chennai Kumar has taken 
his factories to other parts of the country. read about his journey in the 
following pages.

businesses can grow only if they can attract and retain talent. In this Issue, 
we have two experts who talk about professionals in the family business. 
sonny Iqbal of egon Zehnder shares his vast experience and expertise 
through his article. ronesh puri of executive access shares with us how he, 
as an entrepreneur, sources talent both for himself and for his clients!

we, at the  families & business magazine, celebrate small businesses. we 
believe that every big, gigantic business today was a small business once. 
bhavana and manan may be two young entrepreneurs today but they have 
dreams that are big. read about them and how they are following their 
dreams in the following pages.

we continue to be overwhelmed by the response from you – our readers. 
The stories about individuals and articles by experts have touched a chord 
somewhere as is evident from the emails we receive. do keep your feedback 
coming as it is the coal that fuels our fire!

as always, do write to us at sonubhasinfab@hotmail.com if you have an 
article to share or have a story to tell. we look forward to your stories and 
articles.

and now, over to you dear reader, as we present this issue to the  
families & business magazine.

cheers!

sonu bhasin
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 INTERVIEW

Gemini PAints: 
PAintinG A neW cAnVAs
A KuMAR, MANAGING PARTNER  
OF GEMINI PAINTS  IN 
CONVERSATION WITH OuR 
EDITOR, JuGGI BHASIN

ou are an mba and you have worked wIth 
professIonal CompanIes. what made you 
joIn the famIly busIness then?
kumar: I had entrepreneurial bug in me right from my 

college days. Just out of college I started a company 

along with three of my friends to manufacture 

Tungsten carbide drill bits used in deep bore well 

drilling. unfortunately, the “start-up” did not get 

funding and parents were aghast at the thought of 

four inexperienced engineers doing something on our 

own rather than working in a TVs or such companies. 

so, the bug was still there... I was getting bored in the 

middle east ..it was then my father asked me if I would 

be interested in coming back and growing what he 

started. I had a discussion with my wife, who was not 

“DOING BuSINESS IS 
ABOuT HOW PASSIONATE 

YOu ARE ABOuT 
CREATING SOMETHING. IF 
THE PASSION IS MISSING, 

THEN THE BuSINESS WILL 
NOT SuRVIVE ” 

kumar with his wife Jaya
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“IT IS NORMALLY DIFFICuLT FOR THE FATHER AND SON TO AGREE 
ON MOST OF THE THINGS AS THEY ARE SEPARATED BY DECADES. 
SO, WE DISAGREED ON MANY THINGS. IT SHOuLD HOWEVER BE 
NOTED THAT I DID NOT DISAGREE WITH HIM TILL I uNDERSTOOD 
THE BuSINESS IN ITS ENTIRETY” 

very happy as the life in the middle east was very 

good. but then I had to take that chance as I was 

only 34 then...later would have been difficult. So, it 

was to challenge myself that I came back to a small 

business and see if I could succeed. I always had the 

educational qualifications and age on my side to go 

back to a good job if anything failed....

talk to us about your journey In 
transItInG from workInG In professIonal 
CompanIes to your famIly busIness?
kumar: It was like moving from a cruise liner to a 

catamaran in my case... the scale of operation was 

completely different. The support system was non-

existent in the family business. everything had to be done 

by me. There was no weekend to switch off.. no long 

travels...etc. all in all it was a huge change but a change 

which came with a lot of responsibility which made me feel 

much happier than in a professional company

how have you used your experIenCe In 
professIonal CompanIes to brInG about a 
Cultural ChanGe In the famIly busIness?
kumar: yes, that is a big plus in my opinion. I am of 

the belief that any entrepreneur wanting to work in a 

family business has to spend a few years working for 

a multinational. It gives the person a perspective of 

large scale operations, systems that drive the company, 

the dispassionate hr policies, financial audits etc. 

It is important to imbibe the best practices in large 

companies and implement them in stages in the family 

business as it grows.

ashvin and Shreya – gen-next father and Son – the Patriarch and the inheritor
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“I AM OF THE BELIEF THAT ANY ENTREPRENEuR 
WANTING TO WORK IN A FAMILY BuSINESS 

HAS TO SPEND A FEW YEARS WORKING FOR 
A MuLTINATIONAL. IT GIVES THE PERSON A 

PERSPECTIVE OF LARGE SCALE OPERATIONS, 
SYSTEMS THAT DRIVE THE COMPANY”

so, I could bring in a lot of 

professionalism into the business I run, over 

a period of time. The small business has to 

evolve to be able to accept these changes. 

so these changes have to brought in stages 

as the company matures.

dId you always aGree wIth your 
father’s vIsIon of runnInG the 
busIness and If at tImes you 
dIsaGreed how dId you persuade 
hIm to ChanGe Course?
kumar: It is normally difficult for the father 

and son to agree on most of the things 

as they are separated by decades. so, 

we disagreed on many things. It should 

however be noted that I did not disagree 

with him till I understood the business in 

its entirety and I could have a vision for 

the company. That took three years after 

I joined. Thereafter the changes were 

implemented by me in stages and as the 

results started showing it was accepted.

the business will not survive. so, if one of my children 

have the passion for manufacturing then it will get 

carried forward.

you have reCently been on an expansIon 
drIve. what Is your motIvatIon behInd It?
kumar: passion to create a larger entity. provide 

security to my employees who have been with me for 

over 20 years. 

how would you defIne a sense of ambItIon 
and drIve In a professIonal manaGer as 
Compared to an entrepreneur?
kumar: I think the essential difference is that a 

professional manager can seek another employment if 

things do not go well in a company where he is 

working. for an entrepreneur, the company is all he 

has. an entrepreneur is more empathetic towards his 

employees, I do not see the same commitment in a 

professional manager. The entrepreneur has a burning 

desire to keep his company alive and growing well... a 

professionals manager has a burning desire to keep his 

job and further his growth path. 

I was also running two other businesses started by 

me. This also helped.

are you keen that your ChIldren joIn the 
famIly busIness and If yes what kInd of plans 
you have for them
kumar: I do not know if I am keen. manufacturing is a 

very difficult business. I would be happy if one of them 

take it up but as a matter of principle I will not force 

them. doing business is about how passionate you are 

about creating something. If the passion is missing, then 

MANuFACTuRING IS A VERY 

DIFFICuLT BuSINESS. I WOuLD BE 

HAPPY IF ONE OF THEM TAKE IT uP 

BuT AS A MATTER OF PRINCIPLE I 

WILL NOT FORCE THEM.
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many of the beSt performing businesses in the world 

are family-owned. despite all their inherent strengths and 

economic significance, they face unique vulnerabilities. In 

order to sustain dynamic progress across generations, they 

need the invaluable expertise of a business consultant to 

manage any conflict on a consistent basis. Inviting someone 

from the outside to help you navigate challenges within 

your business is a difficult choice.

the thRee keyS on how to ChooSe a 
ConSultant
experience: a family business advisor needs to be tuned to 

the sometimes hidden dissonance that is common in such 

businesses. It’s not only difficult to get to the root cause but 

sometimes it is difficult to even identify its existence. You 

need someone seasoned at utilizing proven techniques that 

will deliver lasting results.versus one guessing at solutions 

and hoping for the best.

wisdom: The consultant should have an astute 

understanding of how all the different relationships 

work together, inside and outside the family business. 

a profound knowledge of the delicate complexities of 

balancing business needs with family relationships is a 

requisite. This is necessary for successfully working on 

complex projects like crafting and executing a succession 

plan and leadership issues.

Credibility: The consultant should have enough 

credibility in the marketplace and among the family 

members to have a positive impact on the family business. 

hoW And When do You need A 
FAmilY Business consultAnt

DiSSonanCe between PeRSonal 
ambitionS, family Duty anD buSineSS 
CommitmentS
a consultant works to get internal stakeholders on 

the same page. he gets them to enlist the primary 

objectives of the family business, prompts them to voice 

professional and personal ambitions and brings individual 

risk propensities to the dialogue.

bReakDown of RelationShiPS between 
family membeRS
distrust and miscommunication are the most prevalent 

reasons for this. solving these issues requires an in depth 

understanding of interpersonal settings and family team 

building and is the path to cohesive and productive 

relationships. 

“dId you Know ThaT only abouT one ThIrd surVIVe as 
famIly owned busInesses InTo The second generaTIon and 

only 12% maKe IT To The ThIrd generaTIon? unIque sKIlls 
are requIred To buIld, grow and susTaIn a ThrIVIng famIly 

busIness generaTIon afTer generaTIon.”

fab editorial Team

“a consulTanT Is someone who TaKes your waTch 
away To Tell you whaT TIme IT Is.”

– ed finkelstein

business dysfunction is a result of poor decisions. choosing 

poorly has far more negative consequences for a family 

owned business than any other business. please do your 

homework and choose well.

when Do you neeD a ConSultant
did you know that only about one third survive as family 

owned businesses into the second generation and only 12% 

make it to the third generation? unique skills are required 

to build, grow and sustain a thriving family business 

generation after generation. The common issues that 

require expert advice are enumerated below.

CoRPoRate goveRnanCe
good governance strengthens a business by building 

relationships among investors, boards of directors, 

managers, and employees. It ensures the integrity of 

business operations and strengthens the rule of law 

and democratic governance by promoting values of 

accountability and transparency.

ShaRe owneRShiP iSSueS
regulating the family’s roles as shareholders is essential to 

avoid conflicts and nepotism and for smooth transition of 

power from one generation to another.

ConfliCt between woRking anD non 
woRking family membeRS
This is inevitable in a family business. Conflict resolution 

brings differences to the surface and creates a 

comfortable, safe space and set of skills to successfully 

move forward while enhancing the relationships involved.

SuCCeSSion iSSueS
a well planned strategy is needed to be in place to ensure 

a smooth transition. This is a difficult process, where 

owners may be reluctant to start planning because it will 

require them to make uncomfortable decisions.

Sibling RivalRy
This plays a critical role in the succession process. 

building teamwork in sibling teams

is crucial and requires a professional approach. expertise 

in sibling rivalry dynamics and their impact on the 

business is necessary for the move forward.
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COVER STORY

“THE CHALLENGE FOR ANY GEN-NExT 
LEADER IS LARGELY TWO-FOLD AND 
PRIMARILY INVOLVES ExPECTATION 
MANAGEMENT” 

                                              ou have had the 
Good fortune of seeInG busIness 
Close and upfront aCross two 
famIlIes – your own and your wIfe’s. 
what are some of the CommonalItIes 
that you see between the two?
sahil vachani: despite some of the obvious 

differences between both the groups/

families, I do see some apparent commonalities 

on a fundamental level. first is the sheer 

entrepreneurial passion that runs in the dna of 

both my families and lends them the hunger and 

spirit to continually explore newer horizons, set 

new benchmarks and scale new heights. another 

common trait we share is the diligence and 

attention to detail which are essential to creating 

sustainable and profitable businesses that create 

value for all stakeholders involved. finally, and 

perhaps most importantly, both my families feel 

an innate responsibility to be of service to society 

at large. contributing to society is intrinsic to 

building a progressive brand and a successful 

business and both my families have always abided 

by this mantra.

how Important Is It, In your opInIon, 
for the InherItors of famIly 
busInesses to work as a professIonal 
In other busInesses before ComInG 
baCk to theIr own?
sahil vachani: I think it is very important for 

an inheritor to gain professional experience 

outside of their family business. I feel for any 

large business conglomerate, able leadership and 

strong governance systems play a critical role 

in their ability to operate a portfolio of diverse 

businesses and create long-term value. creating 

and nurturing a professional environment across 

the organization is integral to achieving this. 

however, without any external professional 

experience, inheritors often fail to strike the 

right balance between centralized control and 

SAHIL VACHANI, MANAGING DIRECTOR, MAx VENTuRES & INDuSTRIES LIMITED 
IN CONVERSATION WITH OuR EDITOR-IN-CHIEF, SONu BHASIN 

mAKinG dreAms 
come true
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effective & efficient delegation of 

management responsibilities. Till 

one acquires an on-the-ground 

understanding of the intricacies of 

managing a business, they would find 

it very difficult to strike that balance 

and be an effective leader.

what are some of the 
ChallenGes that the Gen-
next fInd when they joIn 
theIr own famIly busIness?
sahil vachani: The challenge for any 

gen-next leader is largely two-fold 

and primarily involves expectation 

management. first is the expectation 

from the leadership, the board of 

directors and other key stakeholders, 

of delivering and creating long-term 

value. The challenge becomes even 

more amplified when one is filling 

in the shoes of a reputed industry 

statesman known for creating and 

successfully running large and 

profitable businesses. While it is 

incumbent upon the inheritor to 

maintain continuity in the original 

vision of the company, it is equally 

imperative to not lose one’s 

individualism. It is a tough, but crucial 

balance to maintain. The second 

aspect is from the employees’ point 

of view and pertains to the difference 

in management styles among other 

things. The task of ensuring smooth 

transition of leadership falls squarely 

on the shoulders of the incoming 

leader or the inheritor and essentially 

sets the tone for the years to 

come. so, I would say solid change 

management skills are underrated, 

but vital to any inheritor’s core 

responsibilities.

a Common Comment made 
by professIonals when 
lookInG at a Career 
opportunIty under a younG 
Gen-next Is “oh but he Is so 

“TTHE MAx GROuP ADHERES TO 
THE HIGHEST STANDARDS OF 
CORPORATE GOVERNANCE”

“THE SINGLE MOST IMPORTANT THING IS TO HAVE MuTuAL 
RESPECT AND EMPATHY FOR EACH OTHER’S WORK AND CAREER 

ASPIRATIONS. IF YOu ARE AS INVESTED IN YOuR SPOuSE’S 
DREAMS AS YOuR OWN, THEN THERE’S NOT MuCH ELSE TO IT.”

tara Singh vachani, analjit Singh and Sahil vachani

analjit Singh - founder & Chairman emeritus, max 
group, Chairman, max ventures & industries limited 
and Sahil vachani

Sahil vachani with his wife tara Singh vachani - Ceo 
and managing Director of antara Senior living and 
Director, max india ltd
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muCh younGer than me!”. 
how have you dealt 
wIth sItuatIons lIke 
these?
sahil vachani: yes, I can 

understand how that may be a 

concern for some people, but 

fortunately, this has not been 

a challenge for me personally. 

It may sound like a cliché, 

but for all practical purposes, 

age is just a number. you 

have the potential to be in 

complete control of how one 

perceives you. I believe as long 

as one shows respect in their 

professional environment and is 

able to present one’s arguments 

in a reasonable, fact-based 

manner, one automatically 

begins to command the respect 

of his peers and employees. 

what Can famIly 
busIness owners do to 
attraCt professIonals 
Into key posItIons In 
theIr busInesses? Is there 
a seCret mantra that 
you Can share wIth 
others?
sahil vachani: respect for 

experience and a mutual 

“MY AESTHETIC LEANS MORE TOWARDS MuTED ELEGANCE AND YOu WILL NOTICE 
THAT WE HAVE TRIED TO BuILD THIS SAME AESTHETIC SENSIBILITY INTO THE DESIGN 

OF OuR FOREST VILLAS PROJECT IN DEHRADuN – 222 RAJPuR”
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understanding on distribution of responsibilities 

are key. To attract professionals, business leaders 

must first nurture a professional environment in 

their companies. This, in a lot of ways, is related 

to what I said earlier about gaining external 

professional experience before joining your family 

business. as a promoter or inheritor, you need to 

create an environment where you yourself would 

feel comfortable working as a professional. such 

an environment encourages fresh outlook and 

independent thought and values the past experience 

that a professional brings to the milieu. If you can 

succeed in creating such an enabling environment, 

you would never face any challenges in attracting the best 

professional talent.

what Is the seCret of workInG suCCessfully 
wIth an entrepreneur spouse?
sahil vachani: The single most important thing is to have 

mutual respect and empathy for each other’s work and career 

aspirations. If you are as invested in your spouse’s dreams as 

your own, then there’s not much else to it. of course, it also 

helps to have clearly defined work areas, operating freedom 

from one another in your respective spaces and, perhaps most 

importantly, to not always talk shop and be able to enjoy your 

shared lives outside of work. 

“THE TASK OF ENSuRING SMOOTH TRANSITION 
OF LEADERSHIP FALLS SquARELY ON THE 
SHOuLDERS OF THE INCOMING LEADER OR 
THE INHERITOR”

Gen-next usually fInd It dIffICult 
to brInG In and Implement new Ideas. 
the luxury vIllas CommunIty In 
dehradun Is a new Idea InItIated and 
Implemented by you. was It dIffICult 
for you to ConvInCe the board?
sahil vachani: The max group adheres to the 

highest standards of corporate governance and 

whilst maxVIl was just starting out we still had 

to go through the rigour of the decision-making 

process for this project from a commercial and 

strategic fit point of view. The idea of what we 

wanted to create as a “second home” in dehradun 

was so compelling that the board was supportive 

from the start but were extremely demanding that 

the planning, design sensibilities and execution all 

upheld and strengthened the quality that the max 

brand has come to be known for. 

the max Group Is really not known 
as beInG part of the real estate 
busIness. what made you take 
the max Group Into thIs hItherto 
unCharted area?
sahil vachani: If you look at the history of the max 

group what we’ve been extremely successful in is 

reimagining existing industries and realigning them 

to the aspirations of the Indian consumer, be it in 

telecom, insurance or healthcare. 

The current deficit of trust combined with a lack 

of well thought through spaces focused on the 

end consumer have led us to this venture with an 

aspiration of emerging as a leader and the preferred 

brand of choice in the years to come. 

This really convinced us that this was a 

space where a group like max - with our stamp of 

excellence and credibility, our high standards of 

corporate governance, focus on understanding the 

needs of the consumer and orientation towards 

quality and service can emerge as a leader. 

famIly busIness owners are known 
for the lIfestyle that they lead – 
from austere to flamboyant! In your 
opInIon what are some of the lIfe 
style ChanGes that you are seeInG In 
the Gen-next of famIly busInesses?
sahil vachani: I think it is important to view such 

lifestyle differences from a socio-cultural lens rather 

than a generational context. an individual’s sense 

of aesthetic is more a reflection of their cultural 

setting. while I personally think that the old money 

vs. nouveau riche argument is somewhat two-

dimensional and reductive, it does provide some 

insight into their lifestyle differences. There is a 

clear divergence in aesthetic sensibilities as well, 

both demonstrating their own unique imprint on 

everything around us from popular culture to design 

to fashion. so, while certain preferences may shift 

from one generation to another, the broad aesthetic 

philosophy remains the same. coming from an 

established business family, my aesthetic leans more 

towards muted elegance and you will notice that we 

have tried to build this same aesthetic sensibility into 

the design of our forest villas project in dehradun – 

222 Rajpur. In many ways, it is the ideal first project 

for us as it perfectly encapsulates our design and 

execution philosophy and serves as a benchmark for 

all our future projects.

“HOWEVER, WITHOuT ANY ExTERNAL PROFESSIONAL 
ExPERIENCE, INHERITORS OFTEN FAIL TO STRIKE THE RIGHT 

BALANCE BETWEEN CENTRALIzED CONTROL AND EFFECTIVE & 
EFFICIENT DELEGATION OF MANAGEMENT RESPONSIBILITIES”

famIly CounCIls and famIly 
retreats are buzz words that 
are GaInInG traCtIon In famIly 
busInesses. share wIth us your 
thouGhts on how to make famIly 
CounCIls or famIly retreats work 
for the famIly.
sahil vachani: The fact that family councils have 

become so popular across Indian family businesses 

in such a short time is a clear testament to their 

effectiveness. They are a useful tool for succession 

planning and resolving conflicts as both businesses 

and families grow bigger. given the intimate nature 

of these discussions and the sensitivities involved, I 

think these councils work better if the families hold 

meetings at privately owned getaways, as opposed 

to luxury hotels. This would not only give them more 

privacy but also the opportunity to unwind and 

bond together as a family in a familiar and controlled 

environment. having come from such a set up, I would 

imagine a property like our forest villas in dehradun 

as the ideal locale for such family retreats

“THE IDEA OF WHAT WE WANTED TO CREATE AS A “SECOND 
HOME” IN DEHRADuN WAS SO COMPELLING THAT THE BOARD 

WAS SuPPORTIVE FROM THE START”
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by lenka beinhoff, acfwa, acfba

“THE MODEST SuCCESS RATE OF THE WEALTH AND BuSINESS 
TRANSFER BETWEEN EACH CONSECuTIVE GENERATION 

CREATED THE PROVERB “FROM SHIRTSLEEVES TO 
SHIRTSLEEVES IN THREE GENERATIONS”

successFul Business 
dYnAsties or  

hoW to ride A drAGon

envied for their remarkable achievements to have 

remained strong unbreakable families over multiple 

generations. To survive as a business family despite 

wars, economic crisis and daily challenges within the 

family and the business is a special kind of martial 

arts and impossible to be achieved by default. 

These exceptional achievements are not just about 

a survival rather than about the continuation, the 

creation of a family legacy and laying down a path 

to prosperity for the whole family enterprise and 

the future generations, not just for oneself. In the 

past, there were only a few families who were still 

successful after the third generation. some by simple 

luck, others by visionary planning. The modest 

success rate of the wealth and business transfer 

between each consecutive generation created the 

proverb “from shirtsleeves to shirtsleeves in three 

generations”. Today, we already know that more 

than 1% of the families could successfully transit 

into the fifth generation and beyond. However, they 

would have to be ready to invest time, energy and 

resources to learn how to use the natural forces, 

which are steadily acting between the family and 

business against each other, for their own advantage.

The myths about dynasties are not new. one 

myth says that many people assume that wealthy 

families could survive over generations only because 

of their wealth. The more money they have, the 

longer they can live off, generation after generation. 

another myth was created by the successful 

families themselves who believe that the failure of 

successful transitions between generations is due 

to investment risks, the detrimental conditions of 

the economy and the volatile financial markets. 

on the contrary, roy williams and Vic pressier 

disclosed interesting findings about the causes of 

the transition failures between generations which 

comprise 60% due to lack of communication and 

trust in the family, 25% due to unprepared heirs 

for their future roles and only 3% due to failures in 

financial planning, tax and investment environment. 

simply said, the lack of communication and trust 

makes it almost impossible to create an appropriate 

strategic family plan, an unique family roadmap, 

which is of paramount importance for a family 

wishing to prosper cross generations and to 

become a successful business dynasty. Today, 

the urgency of a heightened awareness for all 

family leaders regarding the success in keeping 

the wealth and business in the family is more than 

burning. They need to challenge themselves (or 

to be challenged by their trusted advisors) by the 

following questions: why do some families survive 

for generations? what do the next generations do 

differently? how to lead the next generation into 

the family business or wealth? how and when to 

transfer the ownership and leadership of the family 

wealth or business? How do we define the family 

business strategy?

during the creation process of this unique 

family roadmap, successful families develop an 

open communication platform and build trust 

between family members. They consciously learn 

about their individual values which build the basis 

for the development of the family shared values 

which guide the family and its individual members 

through generations. These values get enforced 

and expanded by each generation keeping them 

a DRagon iS famouS in the mythology in many 

cultures having the highest ranking in the chinese 

animal hierarchy. It is a legendary creature associated 

with the emperor power and majesty thanks to its 

characteristics of strength, courage, wisdom but also 

flexibility and mobility. Like a dragon in the animal world, 

a family dynasty carries the legendary status in the family 

business world cross countries and centuries. They both 

share the same characteristics which help them to stay 

on the top of the world. many successful dynasties like 

rockefeller or rothschild are perceived to be mystique 

and unreachable. They are respected, admired but also 
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Lenka Beinhoff is CEO of Beinhoff & Co., a Swiss Family Office, 
specialised on advising families howto build a successful family 
dynasty and to integrate the next generation into the family business 
and wealth. With her daughter, she co-founded the Institute for 
Family Healing helping families to accelerate their multi-generational 
key performance.

fresh and alive. having all family members on one 

shared family platform, a common vision for the 

family, the family business or the wealth can be 

formulated much easier. each time the family practices 

open communication together, the family ties get 

thicker. positive family relationships are the healthy 

bloodstream in the family and the family business. 

These can be especially felt when the relationships 

get broken. regular family celebrations and spending 

“EACH TIME THE FAMILY PRACTICES OPEN COMMuNICATION TOGETHER, THE 
FAMILY TIES GET THICKER. POSITIVE FAMILY RELATIONSHIPS ARE THE HEALTHY 

BLOODSTREAM IN THE FAMILY AND THE FAMILY BuS”

Credit: This article was first published in the Global 

Residence and Citizenship Review, 2nd Quarter 2017

if properly nurtured, they can add strength and value 

to the future success of each family. on the other side, 

if the children do not receive professional trainings and 

family preparation, these children will struggle in their 

lives contributing significantly to the failure rate of the 

family business. In one word: to become a member 

of the next generation is a real job and needs to be 

acknowledged as such.

If the family communication platform becomes a 

living consciousness with a pleasant touch for each 

family member and the next generation gets prepared 

through a special family task force which might be 

guided by external advisors, then the strategic planning 

for the family and the business is just a technical task. 

Often families are not able to define a family roadmap 

because they are missing the most important inputs 

“the family unity” and “the dedicated next generation” 

for their exceptional output “to become a dynasty”. 

These families are not aware of the fact that first the 

“family dragon” needs to get nurtured before he can 

achieve this ambitious goal. a family can become a real 

legendary dragon when the strength, wisdom, values 

and harmony accumulated over centuries and multiple 

residences can be transferred from one generation 

to another, re-energizing the family and the business. 

one of the most famous examples is mayer amschel 

rothschild, the founder of the rothschild dynasty, 

who through his visionary thinking more than 200 

years ago was able to build a successful international 

family. by laying down a foundation for his unique 

business strategy, training his next generation by 

himself, sending his five sons into important European 

business cities, he was able to turn his german family 

into an european citizen in times without internet. 

he understood that in order to become a strong 

international family, he needed to have courage to 

define and implement his unique family plan while 

staying positive, flexible and dynamic. Today, modern 

families can learn from successful business dynasties 

around the world how to become global citizens and 

how to ride their own family dragons. 

time together as a family can fix all these problems 

and challenges bringing peace and harmony back into 

the family. only a family with healthy relationships can 

develop into a successful and resilient business family, a 

“family dragon”.

To become a member of the next generation in a 

family of substantial wealth or business can become a 

blessing or a burden. on one side, the next generation 

is the life insurance for a multi-generational family and 
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a family buSineSS is a unique proposition, where 

family and business boundaries often get blurred. 

understanding the dangers of crossing those boundaries 

is the first step in protecting both the family and the 

business. It’s not easy, but it’s absolutely imperative that 

one does not set different standards for family members 

versus non-family member employees. many times one is 

walking a tightrope, between highly qualified employees 

and family members, who see it as their right to automatic 

promotion and progress within the family firm.

benefitS of non-family emPloyeeS
a non-family employee can offer objectivity, a different 

set of skills and background, fresh insight and loads of 

experience in the business world.  It would behoove a 

family business to attract and retain the good non-family 

employees. Their accumulated knowledge and experience 

is pure gold. Their practical know-how of the product, 

selling it, the market, public behavior and expectations 

and common sense is invaluable for the progress and 

success of the business.

StePS to enSuRe imPaRtiality in the 
family buSineSS
•	 Treat	family	and	non-family	members	alike
 This may be easier said than done, especially 

with younger members of the family who don’t 

really understand the importance of maintaining a 

professional air at all times. a good way to do this is by 

having written policies in place for dealing with issues 

like performance reviews, work time, promotions and 

using business assets for personal purpose.

•	 Set	high(er)	expectations	for	family	members
 Talk openly about this before a family member comes 

on board. set clear and measurable goals for every 

should there Be diFFerent rules  
For FAmilY in A FAmilY Business

•	 Communicate	honestly	and	openly	with	all
 non-family employees should not feel like family 

members are more ‘in the know’ about what is 

happening with the business. The ability to have an 

effective communication with all members of the 

organization is critical. Establish fair conflict resolution 

guidelines that include family and non-family members.

When we make a decision that benefits a family member, 

it hurts the business and puts relationships and the business 

in danger. hiring non-family employees or attracting non-

family board members brings a fresh perspective and a 

certain degree of impartiality, that can immensely benefit 

any family business. 

“many TImes one Is walKIng a TIghTrope, beTween 
hIghly qualIfIed employees and famIly members, who 

see IT as TheIr rIghT To auTomaTIc promoTIon and 
progress wIThIn The famIly fIrm.”

fab editorial Team

“The human soul Is hospITable, 
and wIll enTerTaIn 

conflIcTIng senTImenTs and 
conTradIcTory opInIons wITh 

much ImparTIalITy.”

- george eliot

family member working in the business. The family 

business needs to be mindful of how non-family 

employees are compensated, and how the family 

members interact with the non-family members..

•	 Build	trust
 This is the key factor in fostering longevity in family 

businesses. The owners need to actively work on 

building this quality among their family and non-

family members. They need not only to be fair in their 

dealings with all but also need to be seen as being fair. 

The rules should be the same for everyone. Trust is 

built by displaying fairness in dealings with employees 

and family members.

•	 Have	regular	appraisal	and	performance	reviews
 There should be no sense of entitlement for family 

members. It’s natural for non-family members to feel that 

they are being left out in favour of a family member of 

equal status, so these are a great way of demonstrating 

that family members are accountable in exactly the same 

way as the others.

•	 Create	a	meritocracy
 It’s corrosive to morale if employees are promoted 

to positions on the basis of kinship rather than talent. 

family businesses should be keenly aware of this danger 

and strive to create a workplace environment which 

recognizes and nurtures the aspirations of every worker.
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you have a very InterestInG and 
dIfferent busIness ConCept. how dId It 
Come about?
manan Shah: having worked in 3 different continents, I 

have had the opportunity to travel extensively for work 

and pleasure. on a backpacking trip in a remote location 

in south america, travelling with people from all over the  

world, I realized how over-packed yet ill-equipped I was 

compared to my european counterparts. This was despite 

spending a lot on my pre-travel shopping. I realized then 

the importance that well-designed travel gear plays 

in keeping you secure, comfortable and up and about 

when travelling. globally, there has been an explosion of 

innovative products specifically designed for travellers 

that can really help upgrade your travel experience. 

however, much of this remains inaccessible to most 

Indian travellers. with the Indian traveller spreading 

his wings, I felt there was a need to build a platform 

for premium travel gear in a one-stop travel store. at 

the same time the question of affordability had to be 

handled. so, we adopted the rental model for travel gear, 

which enables our customers to access top global brands 

at a fraction of the cost. renting travel gear makes a lot 

of sense as these are products you use no more than 1-2 

BAG,
BAGGAGe And
BrAGPAcKer
manan shah shares his story with the fab team

INTERVIEW

MANAN SHAH FOuNDED BRAGPACKER.COM IN 2016 TO ENABLE INDIAN 
TRAVELLERS TO ACCESS THE BEST AND MOST INNOVATIVE TRAVEL 
PRODuCTS AVAILABLE GLOBALLY - BuT IN AN AFFORDABLE WAY 
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“WITH THE INDIAN TRAVELLER 
SPREADING HIS WINGS, I FELT 
THERE WAS A NEED TO BuILD 

A PLATFORM FOR PREMIuM 
TRAVEL GEAR IN A ONE-STOP 

TRAVEL STORE”

times a year and much of it is either bulky (luggage), 

expensive (cameras/lenses) or high maintenance 

(camping gear) and are likely to get outdated by the 

time you go for your next trip.

what were the InItIal ChallenGes you 
faCed In settInG up thIs busIness?
manan Shah: I think the biggest challenges are often 

in the mind. doubt and uncertainty are bedfellows 

to all entrepreneurs. given that our concept was 

completely new and untested in the Indian market, even 

at the initial business plan stage we really grappled 

with questions of who and for which products, would 

convert to the rental model for travel gear. we did a lot 

of brainstorming and market surveys to figure out these 

questions. We finally soft launched in May 2016 to see 

which products and what profile of customers would 

generate demand.

getting established companies and brands to take 

us seriously was another big challenge. Initially even 

getting a meeting with some of these companies was 

difficult. If and when the meeting happened, even if 

they found value in what we were doing, getting them 

to trust us and agree to working with us was quite 

difficult. I think here, the energy and passion of the 

founder really comes to play. you have to just accept 

the fact that you will have to pump in 90% of the 

energy required to get things going and the other party 

will only contribute 10%. The bigger the company, lower 

the effort they will put into any transaction.

dId your busIness model requIre a larGe 
Investment?
manan Shah: I think for any new concept in the b2c 

space, reaching out to your target audience and 

creating awareness of the brand is always going to be 

cost intensive. given the clutter and clamour out there 

for consumer attention, it takes persistent marketing 

across channels to get yourself noticed. we have had to 

innovate quite a bit in our marketing strategy and fine 

tune our messaging to get the word out on our services.

add to that we decided to build an inventory-based 

model for our rental business to ensure the utmost 

quality and control over the products we rent out. This 

enabled us to guarantee fully functionality and hygiene 

to our customers but obviously required upfront capital.

both these areas did require a substantial 

investment. Thankfully, we have operated on sound 

economic principles from day one and hence our 

business has also generated decent cash flow over 

this time. In fact, at an operational level we achieved 

profitability quite quickly and that has been key to our 

sustainability.

Is your famIly Involved In runnInG the 
busIness?
manan Shah: while I am the sole founder and run the 

business on a day to day basis on my own, my wife, 

Smita has been a significant contributor to the business. 

from being a sounding board almost on a daily basis for 

my ideas, to helping with everything from taking calls, 

deliveries and even book keeping, she is the person I turn 

to for everything big and small when I reach my level of 

incompetence!

I have a large extended family and all of them are 

passionate travellers, so the whole bunch chips in with 

ideas, contacts, shopping for bragpacker’s inventory where 

ever they are.

so overall, I have fantastic support from my entire family 

and that has been extremely important in me continuing to 

believe that I can do this.

Is your vIsIon for thIs busIness a nIChe or a 
mass market busIness?
manan Shah: Today, 1 in every 10 international travellers 

is chinese i.e. about 120 mn of them, up from just 30 mn a 

decade and a half ago. India is witnessing similar growth, 

with rising incomes and democratization of travel. not to 

speak of the over 1.5 billion domestic trips taken by Indians 

“IT IS MORE IMPORTANT TO SET YOuR BuSINESS PARAMETERS 
OR BOuNDARIES WITHIN WHICH GROWTH NEEDS TO BE 

ACHIEVED. GROWTH FOR GROWTH’S SAKE IS A SuRE WAY TO DERAIL 
YOuR LONG-TERM VISION FOR THE COMPANY”

•	 I	think	the	biggest	challenges	are	often	in	

the	mind

•	 My	wife,	Smita	has	been	a	significant	

contributor	to	the	business.	I	have	fantastic	

support	from	my	entire	family

•	 Thankfully,	we	have	operated	on	sound	

economic	principles	from	day	one	and	

hence	our	business	has	also	generated	

decent	cash	flow
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every year. so, the opportunity for us is huge.

I believe the collaborative consumption model 

is here to stay as it is much more sustainable and it 

just makes sense economically. eventually, I expect 

the sharing economy to be bigger than the pure 

consumption economy in many sectors, with travel 

being one of them.

while we have begun as a purveyor of premium 

travel gear, our vision is very broad based. 

ultimately, we wish to be the no 1 travel gear retail 

brand in the country.

what are the learnInGs you wIsh to 
share wIth our readers many of whom 
are younG entrepreneurs around the 
world?
manan Shah: I believe that ultimately every 

entrepreneur’s path is unique and there exists 

no template to do it right. however, some of the 

learnings for me have been:

for me it was very important to know that I was 

getting into something that I had a passion for and 

could imagine doing for the rest of my life. That 

gave me the conviction required to take the plunge 

into entrepreneurship after spending 10 years as a 

salaried professional. I would certainly recommend 

all entrepreneurs to visualize whether the idea 

they so love will entail a life that they can live with, 

irrespective of the money they might make out of it.

many start-ups put a lot of pressure on 

themselves to achieve exponential growth – year 

on year, month on month or even week on week. 

It’s good to have aggressive growth targets. but 

before that it is more important to set your business 

parameters or boundaries within which growth 

needs to be achieved. growth for growth’s sake is 

a sure way to derail your long-term vision for the 

company. for example, we have faced the dilemma 

of growth vs profitability on a daily basis but have 

held on to our belief of wanting to build a business 

model that was based on sound unit economics and 

not driven by discounts and offers.

ultimately, business is about people - be it your 

employees, investors or customers. more than any 

other skill, your interpersonal skills will determine 

how far you go. learning how to deal with all kinds 

of people and knowing your own weaknesses 

in dealing with people is very important and a 

continuous area of improvement. 

“I THINK HERE, THE ENERGY AND PASSION OF THE FOuNDER REALLY 
COMES TO PLAY. YOu HAVE TO JuST ACCEPT THE FACT THAT YOu WILL 

HAVE TO PuMP IN 90% OF THE ENERGY REquIRED”

an mba (nmIms) and engineer (clemson university, us) by 
training, manan has worked in 3 continents. a passionate traveller 
himself, manan quit his investment banking job to pursue his idea 
of helping people travel better. 



34 Volume VIIFamilies
Business& Volume VII 35Families

Business&

by sonny Iqbal

“FAMILY BuSINESSES CAN NO LONGER ASSuME THAT THE NExT 
AND FuTuRE GENERATIONS WILL PROVIDE AN AuTOMATIC 

LEADERSHIP PIPELINE, AND HENCE THEY MuST COMPETE FOR 
TALENT—EVEN WITHIN THE FAMILY”

the millenniAl chAllenGe 
For FAmilY Businesses

famIly busInesses are faCInG a skeptICal 
next GeneratIon
whenever a family business looks to its next generation 

on matters of succession, it can encounter four types of 

responses. The next generation family member could be 

eager and ready. or he or she might want to get some 

valuable external work experience before returning to 

the fold. a third possibility is no urgency to get involved, 

knowing that the family business is always there. finally, 

the family member could have little or no interest in 

joining the business at all.

family business leaders tell us that this last option 

is becoming increasingly common, as more millennial 

family members are balking at the thought of joining 

the business or being developed for a future leadership 

role. This can be particularly perplexing to current 

senior leaders since many of them, like the generations 

before them, typically saw the family business as their 

calling from an early age.

In my view, there are three major factors at work. 

The first includes the priorities and values that 

underline the millennial generation. generally, they 

are highly meritocratic, and for them the notion of 

inheriting a business seems unjustifiable and old-

fashioned. Instead, they want to try to establish their 

own identity—winning the respect that comes from 

independent achievement and rebelling against the 

constraints of a work environment where family 

dynamics may not allow them to succeed.

The second factor is that millennials have a wider 

set of career options than any cohort before them. 

an elite college education has become accessible 

for many children of family business owners, where 

they sit alongside future surgeons, museum curators 

and tech entrepreneurs. family businesses must 

now compete against this smorgasbord of career 

possibilities.

education, and the social networks that come 

from it, leads to the third factor: next generation 

family members evaluate the business with a much 

more informed and critical eye. They know if it is 

innovative and vibrant or coasting on legacy, or if 

its infrastructure is robust and scalable or waiting to 

collapse. and if change is necessary, they will not be 

swayed by mere promises—they must have conviction 

themselves that change is possible.

These three factors all point to a powerful 

conclusion: family businesses can no longer assume 

that the next and future generations will provide an 

automatic leadership pipeline, and hence they must 

compete for talent—even within the family. frequent 

litmus tests for millennials include a professional 

approach to assessment and promotion, and a 

comfort with disruption, innovation and new business 

models. and rather than be seen as an inherited 

privilege, a family business can be positioned as 

a responsibility that preserves an institution that 

is unique and important in the eyes of customers, 

vendors, employees and the community.

millennials, with their independent thinking and 

principled worldview, can be tremendous assets for a 

family business looking to adapt to a highly complex 

and volatile world. recruiting and retaining them 

can undoubtedly take effort, but family businesses 

that make that effort will be in a strong position to 

continue and build on their legacy. 

Sonny Iqbal co-leads Egon Zehnder’s Family Business Advisory 
Practice, where he advises the boards and CEOs of multi-generation, 
global family businesses on succession, governance and development, 
and on recruitment and retention of non-family executives. He can be 
contacted at Sonny.iqbal@egonzehnder.com

“THE MILLENNIAL 
GENERATION GENERALLY, 

ARE HIGHLY MERITOCRATIC, 
AND FOR THEM THE NOTION 
OF INHERITING A BuSINESS 
SEEMS uNJuSTIFIABLE AND 

OLD-FASHIONED”



36 Volume VIIFamilies
Business& Volume VII 37Families

Business&

BbhaVana, an IITian, has more than a decade of 

experience scaling up startups using technology as 

the enabler. The entrepreneur within her could not 

be confined to working for startups and pushed her 

to form her own venture, stitchmyfit.com.

tell us a lIttle about your busIness 
Idea?
Bhavana: StitchMyFit.com is India’s first one-stop 

shop for customized designer and daily wear for 

women. It is a curated aggregation of designers and 

brands that offer made-to-measure in women’s wear. 

one can simply upload her measurements, customize 

the colour, neckline, sleeves of the selected outfit 

and voila - you receive the dress made exactly the 

way you wanted in your fit! StitchMyFit specializes in 

designer discovery where we identify designers and 

brands that are homegrown, focus on quality and 

produce unique designs.

  we have it a little extra for the women in mumbai 

- doorstep measurement and styling sessions by our 

expert lady stylists. not just that, if one has her own 

fabric, we offer tailoring services as well, wherein 

the stylist not only takes the measurements but 

also recommends patterns and styles based on the 

customer’s preference and body type, resulting 

in the perfect culmination of online and offline 

giving the much-needed face time that is a must in 

something as personal as fashion.

what InspIred you to Come up wIth 
thIs Idea?
Bhavana: I was struggling with well-fitting clothes 

post my delivery. I was somewhere between a 

medium and a large and nothing off the shelf 

would fit me right and I was tired of the numerous 

and unfruitful trips to the trial rooms. even the 

standard sizes across various brands were not 

standardized. and that’s when I thought that there 

should be a service where I and others can get to 

wear dresses our size in the comfort of the house.

women, whether homemakers or in a job are 

extremely busy today. They try to make their lives 

a bit easier by ordering groceries, accessories, 

A stitch in time helPs  
them do Just Fine

as told to the fab Team

 INTERVIEW

BHAVANA MOTWANI, THE FOuNDER OF STICHMYFIT.COM –  
A CuSTOMIzED DESIGNER AND DAILY WEAR COMPANY,  

TELLS uS ABOuT HER JOuRNEY
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MY HuSBAND 
CALLS HIMSELF 
MY “WEEKEND 

COFOuNDER” AND 
RIGHTLY SO!

books, etc online but the one thing 

they shy away from ordering online 

is clothes fearing a misfit, and this is 

what I wanted to change!

as a woman entrepreneur 
what kInd of ChallenGes 
dId you faCe In settInG up 
your busIness?
Bhavana: I think I faced different 

challenges at different stages of 

the business like any entrepreneur 

would. Initially there were 

challenges regarding the proof of 

concept and testing the feasibility 

of the business. also, designer 

partners were wary to get onboard. 

we used to chase designers 

requesting them to join hands with 

us. but it’s no longer the same. 

Today stitchmyfit.com boasts of 

extremely good designers and 

we are trying to assist them in 

increasing their reach beyond just 

their vicinity.

To add to this, finding the right 

co-founder is as important or 

maybe more than finding the right 

spouse! I ran stitchmyfit.com single 

handedly for more than a year till I 

found the right business partner in 

rashna sanjana, who specializes in 

strategy.

every entrepreneur faces the 

perennial challenge of maintaining 

a work life balance. It was amongst 

the biggest challenges for me 

during the initial days of the 

business when my son was just a 

toddler.

how Important was the 
support of your famIly In 
settInG up the busIness?
Bhavana: The support of the family 

is extremely important especially 

when it’s your first venture. Your 

family is the sounding board. your 

family members are the ones who 

“THE SuPPORT OF THE FAMILY IS ExTREMELY IMPORTANT 
ESPECIALLY WHEN IT’S YOuR FIRST VENTuRE. YOuR FAMILY IS 

THE SOuNDING BOARD. YOuR FAMILY MEMBERS ARE THE ONES 
WHO ADAPT TO YOuR ERRATIC WORK SCHEDuLES AND HELP 

KEEP THE HOME FRONT SAILING SMOOTHLY.”
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“I THOuGHT THAT THERE SHOuLD BE 
A SERVICE WHERE I AND OTHERS CAN 
GET TO WEAR DRESSES OuR SIzE IN 

THE COMFORT OF THE HOuSE”

adapt to your erratic work schedules and help keep 

the home front sailing smoothly. your family sees you 

very closely during this entire process and without 

their encouragement and critique running a business 

becomes a very daunting task.

how do you attraCt talent to be part of 
your busIness?
Bhavana: we look out for dreamers, dreamers who 

can share the dream of the founding team, people 

who are passionate to join us in the exciting journey 

of stitchmyfit.com. we offer attractive internships 

for various profiles thus tapping on to fresh ideas and 

enthusiasm! we also tie up with fashion institutes for 

recruitment and the customer facing experience is 

what attracts them most.

do you need famIly support In runnInG 
your busIness and If yes what kInd?
Bhavana: yes absolutely! my husband calls himself 

my “weekend cofounder” and rightly so! starting 

and running your own business can be extremely 

overwhelming. The highs feel higher and the lows feel 

lower. emotional support from one’s spouse and the 

entire family becomes utmost important when you are 

dealing with the challenges of running your business. 
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sometimes the ‘first lady’ is incorporated in the formal 

family council and takes her seat along with the family 

patriarch who as head of the council carries the deciding 

vote. Very often the family patriarch or adviser consults 

the first lady to help him reach a decision. a case in point 

is the stellar role played by mrs nita ambani in her various 

capacities in the ambani group which highlight the positive 

role a ‘first lady’ can play in a business family.

but very often the best or worst of business decisions 

are rarely decided in formal board rooms and or in a private 

room in a five-star hotel where the family council meets 

and deliberates on issues. many of these decisions are 

arrived at sitting for breakfast in the morning or lying down 

in bed after a hard day’s work. The power of ‘khuspuss’ or 

unsolicited advice given by the spouse in the ear of the 

family business owner is great. The spouse guided by his 

or her own interests, world view, family view, works on the 

partner day in and day out till something gives away and a 

decision is made.

This article by no means suggests that the advice given 

by the spouse is inferior or inimical to the interest of the 

business. It could be either or and therefore to avoid cloak 

and dagger scenarios, it is not a bad idea to formally induct 

the spouse in the family council or give her a board position 

or a kind of formal role. what this does is that it hopefully, 

gives a formal role and sense of responsibility to the spouse 

and arbitrary decision making and decisions taken under 

negative influence are circumvented.

In the end if peace has to be restored between warring 

brothers or the reluctant son welcomed in the family 

business, the role of spouse can become critical. as there is 

need for family businesses to professionalise management 

systems to transit smoothly to the next generation it is 

equally important to give a formal role to the spouse in 

deliberations on the family business. If that does not happen 

and the spouse is banished in the shadows, then that same 

spouse would always be tempted to orchestrate ‘the night 

of the long knives’ that could crash the family business and 

disrupt inter personal family dynamics. human beings when 

empowered rise to the occasion. when denied they can 

scorch the earth making it unfit for cultivation. 

by Juggi bhasin

”EMPIRICAL DATA, RESEARCH AND COMMON SENSE TELLS uS 
THAT SPOuSES DO INDEED PLAY A SILENT BuT SIGNIFICANT 

ROLE BEHIND THE SCENES”

role oF the Better or  
Worse hAlF in A FAmilY Business

behinD eveRy SuCCeSSful or failed family business 

owner there is a spouse. I may be pardoned for twisting 

the age old, often repeated one liner but empirical data, 

research and common sense tells us that spouses do indeed 

play a silent but significant role behind the scenes.

banish from your mind the bollywood stereotype of the 

evil looking, scheming wife (husband spouses are rare) who 

brings about the downfall of the family business and puts 

the loving brothers on the warpath, ranged against each 

other. replace that image with the articulate, smiling, ready 

to pitch in, wife – bhabhi who everyone can rely upon in 

times of need or in a crisis. The same wife or bhabhi always 

carries a silent vote shut in her Versace hand bag that can 

tip the fortunes of the family in a family council meeting or 

in a crisis or in a vote of confidence.

what I am trying to say is that indeed in the case of 

family business owners some clichés of the elder bhabhi / 

wife etc actually come true. The spouse might or might not 

have the business acumen to advise the partner but she, 

rarely he, has the native good sense to put in a critical word 

or advise that tips the fortunes of the business significantly. 

This phenomenon is applicable more in the Indian context 

where the role of the spouse staying in the background and 

whispering advice in the ear of her partner takes on a whole 

different meaning.

equally it is true that the same spouse can initiate steps 

and offer advise that is constructive, relevant and unbiased. 

This is especially true of families where the spouse is given 

the status of the ‘first lady of the family’. This is a bit of a 

quasi-formal role where the spouse takes on the task of 

organizing formal family functions, soothing ruffled feathers 

amongst competing family members and playing the role of 

a states woman who welcomes everyone with a hug and a 

smile and speaks when asked but speaks good sense.

Juggi bhasin is a best selling thriller writer and the author of agent 
rana, the serialised graphic novel in The Times of India daily. he 
can be reached at juggibhasin@outlook.com

“THE POWER OF 
‘KHuSPuSS’ OR 

uNSOLICITED ADVICE 
GIVEN BY THE SPOuSE 

IN THE EAR OF THE 
FAMILY BuSINESS 
OWNER IS GREAT”
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many buSineSS familieS are drawn to the idea 

of family council meetings, which serve as effective 

mediums to educate and develop current and future 

family members with regard to their enterprise. The two 

traits most commonly found in healthy families are shared 

decision-making and effective communication. family 

meetings can foster trust, educate, keep balance, allow for 

communication and bridge generations

PuRPoSe
planning for generational transitions of a business can 

be difficult. Many successful families utilize formal family 

meetings to prioritize conversations around generational 

transitions.

It is a great way to create an environment where 

participants can communicate expectations and intentions. 

It helps create a family foundation to explore, share and 

teach values.

It is an opportunity to create a unifying mission 

statement regarding a family’s wealth. It is a valuable tool in 

a financial advisor’s box.

PReRequiSiteS
It is advisable to conduct individual meetings with all key 

parties, prior to the group meeting to determine their 

agendas, key issues and possible underlying emotions or 

conflicts.

In order for the meeting to be valuable, there must 

be considerable trust and positive intention between the 

hoW to creAte A  
successFul FAmilY council

• Scout the family for business talent.

• Discuss educational events to enlighten family 

members about the business.

• Develop clarity on roles, rights and responsibilities of 

the family members.

• Encourage family members, family employees and 

family owners to act responsibly toward the business 

and the family.

• Plan family social gatherings and rituals to encourage 

healthy and harmonious family relationships.

launching a family council is an important undertaking 

that requires significant time investment. Families that take 

this approach will find that the results are well worth their 

effort. It is a reliable and successful structure for addressing 

family and business issues and provides a clearer sense and 

vision of the family’s mission and values. 

“plannIng for generaTIonal TransITIons of a 
busIness can be dIffIculT. many successful famIlIes 

uTIlIZe formal famIly meeTIngs To prIorITIZe 
conVersaTIons around generaTIonal TransITIons.”

fab editorial Team

“I don’T lIKe The word ‘dynasTy’ buT ThaT’s whaT IT Is. IT’s noT JusT 
a busIness. There’s a loT goIng on In The bacKground.”

– Jake dyson

people in attendance. one way to establish this, is to make 

the first meeting an opportunity for everyone’s voice to 

be heard. If attendees can leave the first meeting feeling 

listened to, then you are on the way to building trust.

PaRtiCiPantS in the meeting
shareholders, owners, spouses and children. If there are 

non-family minority owners, they should be invited to the 

relevant parts of the meeting.

tiPS foR a SuCCeSSful meeting
Schedule it: regularly scheduled meetings that are on the 

calendar well in advance, give family members a chance to 

make the meetings a priority. It also gives them a chance to 

prepare for the conversations that will take place. Keep to a 

time limit.

Provide structure: The best meetings generally have a 

written agenda. This agenda should be simple. Try not to 

accomplish too much at one time. family members should 

have an opportunity to suggest items that they feel need to 

be addressed. sending out the agenda a few days before 

the meeting will allow invitees to gather their thoughts and 

help them prepare for the issues to be discussed.

Make	it	a	safe	space: participants should be able to 

ask questions without the threat of being ridiculed or 

demeaned. It helps to have a set of guidelines for healthy 

communication. There should be an established method for 

working through conflict, so that they can be addressed in a 

controlled and positive manner.

Add	educational	benefits:	consider using the meeting 

as a forum to learn new skills and experience things 

together. experienced based learning can draw family 

members together and can create positive memories. 

bring in trusted advisors to educate the family on their 

roles.

keep it positive: It is important to set a positive tone 

for the meetings. family members should look at the 

meetings as an investment in their relationships with each 

other. In this manner, families can establish a pattern for 

regular and productive communication.

agenDa
• Discuss current business, key business policies and 

plans, goals and family issues.

• Develop loyal, informed, contributing family 

shareholders.



46 Volume VIIFamilies
Business& Volume VII 47Families

Business&

the consolidAtors

debt only worsened the company’s precarious financial 

health. 

To make matters worse, rampur distillery had also 

just lost its biggest client, shaw wallace. This manu 

chhabria company was its biggest bottling client. but 

shaw wallace had recently bought a distiller in uttar 

pradesh (up) and no longer needed the services of its 

older supplier. 

In a last-ditch effort to keep Rampur afloat, Abhishek 

accompanied his father to meet Vijay mallya, the high-

profile owner of United Spirits Limited (USL). Mallya, 

who had taken over the reins at usl at a young age after 

his father, Vittal mallya, passed away, was fast gaining 

the reputation of a fierce competitor to Shaw Wallace, 

and his usl was steadily making its way up the pecking 

order in the Indian liquor industry. father and son were 

hoping to present a business proposition that would 

make sense to mallya, and provide a lifeline to their 

company. but this was not to be. while the Khaitans 

were hoping to get a contract from mallya to supply him 

alcohol, mallya—always looking for a good deal—offered 

to pick up equity in rampur distillery in return for the 

contract. lalit, who had revived rampur with his grit and 

sweat, wasn’t agreeable to this. 

he seemed to have reached a dead end in his 

endeavour to save the distillery. abhishek was also at 

his wits’ end. The sorry state of the company had put 

to death a wish he had been harbouring, adding to 

his despair and frustration. he had always wanted to 

go for higher studies and was hoping to follow up his 

engineering degree with an mba from the us. but such 

was the environment at home and the company that 

when his parents asked him to be at home to help out, he 

couldn’t say no. 

There was one more thing. 

so here he was, the scion of the Khaitan family, his 

studies truncated, engaged to be married much earlier 

than he would have liked, witness to a family division, 

and now supposed to help save a company that his 

father had nurtured, but was now close to collapse. 

The consolidators are second-generation 
entrepreneurs who tend to be the most interesting 

and the ones who make or break a business

‘I’m screwed,’ abhishek Khaitan told his friend 

shrawan binani.

shrawan looked at his best friend sitting next to him. 

he had never seen abhishek this dejected. The two had 

been friends since they were fifteen, when they had met 

at a club in new friend’s colony in south delhi. 

later, as the friendship blossomed, abhishek invited 

shrawan over to his home and introduced him to his 

parents—lalit Khaitan, promoter of rampur distillery 

and Kiran Khaitan. 

after his schooling abhishek went to bengaluru to 

study engineering. The two friends kept in touch. now 

abhishek had completed his engineering and was back. 

but the twenty-four-year-old had not returned to happy 

circumstances. shrawan could only empathize with 

his friend. It was 1995. The Khaitan family, consisting 

of G.N. Khaitan and his five sons, including Lalit, had 

just gone in for a division of the family assets. based in 

Kolkata, the Khaitans were a wellknown name among 

the marwari business community. while one part of the 

larger Khaitan family consisted of lawyers and chartered 

accountants, the other half consisted of businessmen. 

g.n. Khaitan had dabbled in several businesses, and 

at the time of the division, the family had interests in 

fertilizers, real estate, construction and liquor. 

The division of the family assets, which included the 

rampur distillery and the fertilizer units run by lalit’s 

younger brothers, might have ended amicably. but there 

were tensions and disagreements over who would get 

what. In the end, lalit received ownership of the distillery 

unit in rampur, which was the biggest asset of all and 

had revenues of rs 70 crore a year. but by the time 

abhishek completed his higher studies, the distillery was 

running up losses of about rs 10 crore a year. rampur 

distillery was producing ena (extra neutral alcohol) that 

was supplied to alcohol companies. 

not only that, one condition for ownership of the 

distillery, which accounted for 70 per cent of the 

combined revenues of all the family companies, was 

the assumption of its liabilities of over rs 40 crore. This 

“The consolIdaTors’ by prInce maThews Thomas 

Tells The sTory of seVen second-generaTIon 

enTrepreneurs who dIsplay an arresTIng 

ImagInaTIon and InTeresT In eVolVIng The busIness 

They InherITed from TheIr faThers”

 BOOK ExCERPT

Copyright @ Penguin 
Random House
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‘our back was against the wall. Par marna hain to ijjat 

se marenge [if we have to die, let’s die honourably],’ said 

abhishek. he had an idea that could break or make rampur 

distillery. It was an ambition that he had nursed since he 

saw deepak roy launch gilbey’s green label. abhishek was 

then studying in bengaluru. he was mesmerized by the look 

of the bottle and the marketing campaign around its launch. 

‘I don’t want to be a bottler,’ he had told himself then. his 

vision for rampur distillery was clear. he wanted to take 

the company, which until now had been producing a bulk 

commodity, higher up the value chain and launch brands. 

but did he have it in him to pull off the idea, especially 

when almost all the veterans in the company were against 

his plan? That’s when abhishek told his father about the 

idea he had had after the launch of gilbey’s green label 

in India: ‘we knew how to make the best spirit. we knew 

the art of bottling. we were bottlers for shaw wallace. The 

only thing we lacked was the marketing and distribution 

network. That we could create,’ said abhishek. lalit was 

convinced, and backed his son. once he got the green 

signal from his father, abhishek wanted to do everything 

differently at the company. first, he did some mass hiring 

to create teams to handle sales and marketing, functions 

that the company hadn’t focused on earlier. he recruited 

about 100 people. Their average age was twenty-three, and 

abhishek had personally selected each of them. ‘I realized 

that if we hired someone who was around thirty-five, he 

would take the beaten path. we needed fresh thinking.’ 

next, abhishek needed a wide network of manufacturing 

units across the country to feed the distribution network. 

even as the production team got busy, abhishek roped in 

an agency for the marketing campaign. first, they had to 

come up with a name for the product. Though the agency 

came up with about seventy names over a few days’ time, 

abhishek had an early favourite—‘8pm’. It had an instant 

connect. like most revellers, abhishek used to hit the 

pubs at around 8 p.m. It was that time of the day when 

people would start gathering for a night out. and, most 

importantly, the name would cut across language barriers. 

The product was almost ready when there came up another 

challenge. ‘we couldn’t say, here is 8pm whisky by rampur 

distillery. It would sound like a product from a shop in 

Karol bagh,’ said abhishek. The company needed to be 

rechristened. and it was decided to rename the company, 

taking the first two letters from each word of its earlier 

name, rampur distillery, to radico Khaitan. 
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INTERVIEW

A
PerFect

Fit!

“WORKING FOR A 
FAMILY RuN BuSINESS 

IS VERY DIFFERENT 
FROM WORKING IN AN 
MNC THEREFORE THE 
DNA OF CANDIDATES 

WHO WORK WELL WITH 
FAMILY BuSINESS IS VERY 

DIFFERENT”

RONESH PuRI, MANAGING DIRECTOR OF ExECuTIVE  
ACCESS (INDIA) PRIVATE LIMITED TALKS TO SONu BHASIN, 

ABOuT HIS JOuRNEY SO FAR.

                                  ou have been an 
aDvoCate anD a bankeR befoRe tuRning 
an entRePReneuR. what waS that 
tuRning Point in youR CaReeR when you 
DeCiDeD to move fRom an emPloyee to 
an emPloyeR?
Ronesh	Puri: I stumbled into executive search quite by 

chance as god was kind to me. executive search was just 

happening in India and I was keen to explore something 

that dealt with people. I have always enjoyed meeting 

and assessing people so executive search played to my 

strengths. executive search is all about placing the right 

candidate in the right job as we are nothing more and 

nothing less than marriage makers. reading people and 

discerning what sort of assignments, culture and mindset 

a candidate will be compatible to is what our business is 

all about. as I am passionate about this, working in search 

is enjoyable and satisfying. when I joined executive 

access, I was an employee and it was after a while that I 

became part owner of executive access.
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refuse after hearing this. The India business then was in 

real trouble, so I had to turn it around. with god`s grace 

the turnaround happened, and I am proud of the fact that 

we have done over 2200 placements and worked with 

over 500 different organizations in a variety of industries. 

we are today happy to differentiate ourselves by being 

the only firm that has our fees linked to the outcomes

SeaRCh iS a buSineSS that iS built on 
RelationShiPS. aRe the RelationShiPS 
DeePeR anD longeR laSting when 

“READING PEOPLE AND DISCERNING WHAT SORT OF 
ASSIGNMENTS, CuLTuRE AND MINDSET A CANDIDATE WILL BE 

COMPATIBLE TO IS WHAT OuR BuSINESS IS ALL ABOuT” 

Dealing with family buSineSS owneRS 
when ComPaReD with PRofeSSionalS?
Ronesh	Puri: It is. In both family business owners as well 

as multinationals, relationships can be deep and long 

lasting. The key aspect is that you need to deliver to their 

satisfaction and add value to their business and them. The 

longer that both sides have invested in the relationship the 

better is the outcome as you then know what works and 

what does not in an organization. yes , we have done a lot 

of work with family business owners and are really proud 

of playing our part in the growth of their organizations. 

ouR ReaDeRS woulD 
be keen to know moRe 
about youR JouRney 
within exeCutive 
aCCeSS. Do ShaRe youR 
StoRy with uS.
Ronesh	Puri: The credit of getting 

into search goes to ranjan marwah 

who was founder chairman of 

executive access. he used to 

operate from hong Kong and 

had just set up executive access 

in India. on one of his trips I met 

him for advice on my career. he 

asked me what I truly enjoyed 

doing. when I told him, it was 

meeting and assessing people he 

told me I should be a headhunter 

as it was an ideal career for me. I 

knew very little of headhunting but 

when ranjan explained what this 

business was all about it appeared 

to be a dream job. he hired me 

as a senior consultant - head of 

research in India and told me 

that for some time I needed to 

do everything myself. There was 

no linkedIn then so for about 6 

months all I did was cold calling. 

after about a year of research 

he encouraged me to do business 

development and execution. I 

really enjoyed this and towards the 

end of 1998 after about two and 

years he gave me the responsibility 

of heading executive access in 

India. Therefore, the rise to the 

corner room was fairly quick and 

I am not sure I was ready for it as 

I had worked for about 18 months 

on the client facing side of the 

business. however, ranjan told me 

he trusted me to do a good job, 

but you have to tell me whether 

you trust yourself. I could not Ronesh and his wife Ronesh with his family
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Therefore, we understand the eco system of a 

family owned business well and in reality, it is 

more satisfying as our ability to add value to 

their business is more.

you have PlaCeD moRe 
than 2,000 CanDiDateS in 
well-known ComPanieS, 
many of whiCh aRe family 
buSineSSeS. what Do family 
buSineSS owneRS look foR 
when bRinging on SenioR 
PRofeSSionalS into theiR 
buSineSS?
Ronesh	Puri: family owners look for 

candidates who will gel well with their eco 

system and mindsets well. They also want 

candidates to deliver in a definite time 

frame and adapt to working with them and 

the culture of the organization. working 

for a family run business is very different 

from working in an mnc therefore the dna 

of candidates who work well with family 

business is very different. softer side of 

candidate is very important in family run 

business as they have to be adaptable, quick 

learners, business savvy with an ability to 

work in ambiguity. however, the rewards from 

a candidate’s perspective are huge in a family 

run business as there is huge scope to make 

an impact as owners are very passionate 

about their business and generally have a 

huge appetite to grow and take prudent risks.

Do CanDiDateS have 
aPPRehenSionS oR PReJuDiCeS 
when aPPRoaCheD foR a SenioR 
Role in a family buSineSS?
Ronesh	Puri: candidates do worry about 

values of family run business as some 

business houses have taken short cuts to 

grow and have a reputation of not meeting 

their commitments. having said that I would 

like to point out that family run businesses 

in India have come a long way and a number 

of them are run very professionally with 

very high standards of ethics and fair play. 

candidates also worry at times about 

empowerment but in my experience that is often enough 

not a valid fear as empowerment that candidate enjoy 

in a family run business is much more than most mncs. 

finally, candidates worry about culture and the way they 

will be treated by the owners. In reality most family run 

businesses have a very informal culture where the owners 

go out of their way to ensure that the employees are taken 

care of. I know cases where owners have sent their private 

jet to bring family members of their employees to metros 

and ensure they get timely medical help.

talent oR CultuRe -fit : whiCh of theSe 
ShoulD be in foCuS when a family 
buSineSS owneR ReCRuitS a PRofeSSional?
Ronesh	Puri: Both are important with culture fitment being 

an imperative. If an employee does not fit the culture or 

has an ability to adjust to the working style of the owner 

the hire will be a misfit in spite of the competence of the 

candidate. Therefore, it is very important to understand the 

mindset of the owner as well as what kind of people work 

well with him/her. competencies need to be evaluated later 

but are much easier to evaluate.

what haS been the Role of youR own 
family aS you gRew the buSineSS?
Ronesh	Puri: my family members especially my wife has 

played a huge role in this journey. she was as enthusiastic 

as me when I decided to change track and become a 

headhunter. When I became a headhunter for the first 15 

years I was working for about 12 to 15 hours in a day. even 

at weekends I ended up working. I frankly was not able to 

give adequate time to my family, but my wife and children 

understood the situation. my wife took the responsibility 

of bringing up the children and most importantly instilling 

in them the right values and humility coupled with 

empathy.

you aDviCe many CoRPoRateS on 
SuCCeSSion Planning. how have you 
woRkeD on SuCCeSSion Planning within 
exeCutive aCCeSS?
Ronesh	Puri: succession planning is very important 

and yet not given adequate attention. It is something 

that most organizations can do much better. I frankly 

think everyone needs a coach and a mentor so first 

of all do ensure you provide one to all cxos in your 

organization. also, do keep rotating the coach and the 

mentor as exposing talent to a variety of them only 

helps. secondly, it is important to give timely feedback 

as well as adequate opportunities to learn from 

experience.

what iS the aDviCe you woulD give gen-
next in family buSineSSeS?
Ronesh	Puri: new gen has far more opportunities today 

to achieve much more. It is very important that they 

follow their passion to fulfill their dream. However, they 

must seek continuous feedback and be surrounded by 

contrarians in their teams who speak their mind. They 

need to welcome being challenged as their biggest 

danger is likely to be a feeling that they know it all and 

this needs to be kept in check . 

“THE INDIA BuSINESS THEN WAS IN 
REAL TROuBLE, SO I HAD TO TuRN 

IT AROuND. WITH GOD`S GRACE THE 
TuRNAROuND HAPPENED”

“SuCCESSION PLANNING IS VERY IMPORTANT 
AND YET NOT GIVEN ADEquATE ATTENTION. IT IS 
SOMETHING THAT MOST ORGANIzATIONS CAN DO 
MuCH BETTER.”
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the boaRD of DiReCtoRS is the central institution in the 
governance of a family business.

great family businesses are built on strategy, vision, 
values and execution. family businesses that endure across 
generations have an additional edge: governance. an active 
board of directors, that includes independent outside 
directors sets the optimal governance tone in a family 
business.

imPoRtant featuReS
size and composition: survey has shown the average size to 
be six board members, with five to nine as optimal. Studies 
have shown that boards with a majority of non-family board 
members increase the probability of greater performance. 
The key driver of success is a combination of highly qualified 
family and non-family board members, representing 
complementary experience, skills, and perspective.

rotation and retirement: This is done through a 
combination of term limits and mandated retirement and 
ensures a steady flow of fresh ideas and perspective, 
preventing the board from becoming stagnant. additionally, 
decided terms of office induce the chair or owning family to 
review director performance periodically.

board evaluation: a robust evaluation process is a must 
to ensure a well-functioning, active and involved board. 
systematic evaluation uncovers and addresses issues related 
to board function and individual director contributions.

funCtionS
It’s main responsibilities are monitoring the company 
performance, outlining corporate strategy, overseeing 
and approving capital budget and key operating budgets, 
setting and approving compensation for top executives, 
overseeing risk management, evaluating top executive 
performance and succession planning.

keyS to a SuCCeSSful inDePenDent boaRD
It is important to ensure that all owners understand the 

hoW to mAKe the BoArd eFFectiVe 
in A FAmilY Business

“an effecTIVe board Is essenTIal for The success of 
a famIly busIness. IT, forms The cornersTone of The 

goVernance sTrucTures ThaT can help guIde and 
dIrecT your company”

fab editorial Team

“The qualITy of The company’s board has now become an 
ImporTanT eValuaTIon facTor for InsTITuTIonal InVesTors.” 

- russel reynolds

role and responsibilities of the board and are ready to 
incorporate outside thinking into business strategy and 
oversight.

The common goal should be to maximize freshness 
and stability. The board should remain relevant and 
responsive to the company’s changing needs. It should 
also afford directors an opportunity to gain a long-term 
perspective on the business and in-depth knowledge of 
its owners’ values, temperament and goals.

develop a skills matrix, considering the future 
direction of the company and the expectations 
of stakeholders. use outside sources and family 
owners. build a diverse board. look for differences in 
background and perspective that will add to the richness 
of the conversation. seek out a mix of directors who will 
be able, collectively, to raise tough questions and offer 
constructive advice.

The expectations of the directors should be clearly 
specified prior to hiring them.

The directors should have a profound understanding 
of family business and have dealt with major strategic 
issues in family businesses.

It is imperative to commit the time and energy 
needed to use the board effectively. prepare discussion 
material in advance and actively facilitate the meeting to 
ensure input from all directors. It is necessary to ensure 
that the owners provide ongoing input to the board 
on their vision, values and goals for the business and 
provide opportunities for board and owner interactions.

ConCluSion
an effective board is essential for the success of a family 
business. It, forms the cornerstone of the governance 
structures that can help guide and direct your company. 
It helps the enterprise identify risks and solve problems 
proactively, leverage existing and new relationships and 
take advantage of the inherent business characteristics 
that give it a true competitive edge in the marketplace. 
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 • online presence:

 Today anyone who wants to do any business or have any 

association with your brand first googles it (or searches 

your company name on google). having an impressive 

website that conveys your brand identity and message 

immaculately, and search engine optoimised content, are 

hence basic necessities that just cannot be ignored.

2. reCall:
having established the roots, and set the basics in order, 

the brand needs to be known. for instance, if one has to 

buy television one will think of brands like sony, lg, Vu or 

others. These brands come in the recall due to marketing 

and communication efforts made by these companies 

consistently. as they say, out of sight is out of mind. so 

companies need to regularly leverage advertisements, 

publicity initiatives, owned media communication to build 

and convey the brand story. a lot goes in building recall, 

right from developing the brand message, segmenting 

customers, identifying markets, finalising messaging 

platforms, devising dissemination plan to measuring it, 

every step matters and needs meticoulous attention.

3. reputatIon:
often we have observed that while consideration set 

involves multiple brands but conversion or business 

happens with only one of them. This is dependent on 

various factors, all of which contribute to build the 

brand reputation and that in my opinion is the biggest 

differentiator.

Taking the previous example forward: while sony, lg 

and Vu all will form a part of consideration set, due to 

high brand recall but the buyer will finally buy the brand 

where he/ she got the best previous experience or received 

maximum positive feedback from trusted sources and 

even web-based platforms, which is again based on the 

experience of others. research proves that across most 

of the product and service categories, 92% of consumers 

trust recommendations from other people over promotional 

content that comes directly from brands.

Thus, companies need to pay attention to little details 

that matter. Simple things like ensuring flawless customer 

by mitu samar

“BRAND MESSAGE DRIVES EVERY OTHER ASPECT OF YOuR 
BuSINESS BOTH INTERNAL AND ExTERNAL, SO YOu MuST SPEND 
THE TIME TO CRAFT YOuR MESSAGE SuCH THAT IT RESONATES 

WITH YOuR COMPANIES’ PuRPOSE OF ExISTENCE OuT OF 11 
COuNTRIES WORLDWIDE”

FiXinG A VAlue For  
the FAmilY Business BrAnd

family buSineSSeS enJoy double-

digit trust advantage over general 

businesses in 8 out of 11 countries 

worldwide as per the 2017 edelman 

Trust barometer special report: family 

business. while the trust advantage 

exists for family businesses in 

India too 

but the 

advantage 

score of 2, is not 

really exciting.

despite the naturally 

existing competitive 

advantage of trust, 

family businesses in 

India are not able to fully 

leverage this position. 

so, during my 

interactions 

with family 

business owners, I often 

broached this topic and 

realized that their focus 

primarily lies on getting the 

product or service offering 

right. while almost all promoters 

agree that trust and loyalty are 

important yet very few 

actively work towards 

attaining a sustainable 

reputation. at best it 

happens by default.

Two of the key reasons behind their limited 

interest are their inability to comprehend the 

process of building brand and reputation as a 

complete picture, and secondly to appreciate the 

impact of strong brand reputation on the business 

outcomes.

here is an attempt to put pieces of the jigsaw 

together through the “3rs” approach and at parallell 

link the branding outcomes with business consequences.

1. roots:
 like we, as individuals, have an 

identity by way of our name, personality, 

background, signature style and so on, 

similarly, companies deserve to have the basic 

hygiene factors in place. The basic brand 

structure comprises 

of :

 •	Brand	Identity:

 a brand identity demonstrates 

a first-hand overview of your 

business to 

anyone 

who comes 

across it. It 

includes the name, 

logo, vision & mission 

statements, tagline, design 

elements and collaterals. 

These elements are the most 

long-term associations with 

your business that 

opens the initial 

conversation 

doors. hence they need to 

be crafted diligently.

	 •	Brand	Message:

 what your company stands for 

or why should anyone have any 

association with your company, 

needs to be clearly understood and 

articulated. brand message drives 

every other aspect of your business 

both internal and external, so 

you must spend the time to 

craft your message such that 

it resonates with your companies’ 

purpose of existence and also clearly 

defines “What is in it for me” or “WIFM” for 

each stakeholder group.
Mitu Samar is the Founder of Eminence – a reputation 
management company

experience right from the time that someone calls on your 

toll free number, makes a request online, visits your shop/ 

resort/ establishment, or requests some kind of support/ 

service, every step matters and feeds into the reputation. 

unforgetable positive experience results into brand loyalty, 

which in turn contributes to the bottom-line. In fact, another 

interesting study by bain & co. highlights that 5% increase 

in customer retention can lead to an increase in profits 

between 25% and 95%; clearly establishing the business 

outcome of reputation management efforts.

This stiches us back to the main point that for Indian family 

businesses to enjoy customer loyalty and cement the trust 

advantage position, they must implement a meticoulously 

planned the “3rs” approach in varying degrees depending on 

the stage of their brand journey. 
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by robert powell

“IT’S NOT uNCOMMON FOR A FAMILY-OWNED BuSINESS TO 
GO ABOuT ITS DAY TO DAY OPERATIONS WITH LITTLE OR NO 

REGARD TO THE VALuE OF THE BuSINESS”

understAndinG VAlue in 
FAmilY Businesses

“PRICE IS WHAT YOu PAY. VALuE  
IS WHAT YOu GET.”

- Warren Buffett

“ShaReholDeR value” is a phrase which is often 

mentioned in discussions involving business management 

issues. at one end of the spectrum, listed public companies 

consume tremendous resources on recording, explaining and 

improving value to shareholders; such value is displayed for 

all to see each day in the company’s share price, and a public 

company director’s fortunes can depend on how successful 

the company is, or isn’t, in its attempts to add to that value.

on the other hand, it’s not uncommon for a family-

owned business to go about its day to day operations with 

little or no regard to the value of the business, let alone 

what could be done to improve that value. This can occur 

particularly when the current owners plan to transition 

a 3-step process involving:

1. calculation of a $ amount of future maintainable 

earnings (fme), which is normally an average of current 

and anticipated net profits, adjusted for abnormal & 

non-recurring items;

2. Identifying an appropriate capitalisation rate, i.e. a risk 

multiplier; and

3. These two factors are multiplied to obtain the $ value of 

the business.

selection of an appropriate risk multiplier can be 

problematic in the case of family businesses, as some 

common deficiencies tend to crop up which can suppress 

the multiple and therefore, diminish value. The multiplier 

arrived at will have an inverse relationship to the perceived 

risk of investing in the business; that is, the higher the risk, 

the lower the multiplier, and vice versa. The aim of an owner 

should therefore be to identify as clearly as possible those 

factors which can be improved enough to reduce the risk to 

what is the scope to increase? can a separate (saleable) 

value be attributed to existing brands?

•	 SySTeMS
 does the management information system produce 

relevant, accurate and timely reports? Are the financial 

statements audited? Is there a properly documented 

strategic plan?

The two areas which family businesses tend to struggle 

with most are management and systems. a 2015 survey 

conducted by family business australia found that half of 

family-owned businesses do not have a formal board of 

directors, and only 11% of executive directors were non-

family members; only 9% of family-owned businesses have 

a succession plan for the ceo, and only 27% have a unifying 

strategic plan for the business. These are the areas which 

owners would be well advised to invest their initial efforts 

to improving, in order to have the most immediate positive 

impact on value.

owners should consider engaging a professional 

valuation expert to identify which of the key factors have 

the most potential impact on the valuation multiplier. 

This valuation should then be periodically revisited, if 

not by way of a full re-calculation, then by assessment of 

whether improvement of the relevant key factors has been 

achieved. The process of examining the key factors would 

necessarily focus attention on those weaknesses which 

the business should be addressing in any case, and the 

directors would be able to sleep more soundly at night, 

having gone further down the path to satisfying their legal 

and moral obligations to the company’s shareholders.

tools and resourCes
The australian government have published some useful 

guidelines on business valuation, which can be found at 

their website here. owners can use this information to help 

understand what information a professional valuer would 

require.

grant Thornton’s succeeding at succession white paper 

series provides a comprehensive discussion of value factors 

in understanding the value of your business. 

Robert Powell is a Partner in Grant Thornton Australia Ltd’s Private 
Advisory division. He holds Certificates in Family Business and Family 
Wealth Advising from the Family Firm Institute, is an Accredited 
Adviser member of Family Business Australia, and a Fellow of 
Chartered Accounts Australia and New Zealand.

to the next generation of the family; that is, no external 

sale is being contemplated….it’s staying in the family so it 

doesn’t matter what it’s worth, right?

but one important aspect often overlooked by owners 

is that directors of family businesses have a legal duty 

to act responsibly and protect the company’s assets. at 

the very least, directors are charged with the obligation 

to ensure that shareholder value is not damaged, and 

is preserved and enhanced as much as possible for the 

benefit of the current shareholders, and where those 

family shareholders regard themselves as custodians, the 

next generation of owners.

how is value arrived at? while there are many different 

valuation methodologies available, and there is no space 

here for a comprehensive analysis, the most commonly 

accepted is capitalisation of future maintainable earnings, 

a potential investor. Factors which influence the multiplier 

can be classified into 4 broad categories:

•	 PRoducTS	&	dISTRIBuTIon
 Is the business reliant on one or two major customers 

or suppliers? do contractual arrangements exist with 

key customers & suppliers? Is the business operating 

at full capacity or does a “blue sky” element exist?

•	 ManageMenT
 Is there an effective board of directors? does the board 

and management team include non-family members 

where appropriate?

•	 MaRkeT	PoSITIon
 how much of the market does the business control, and 

“THE AIM OF AN OWNER SHOuLD THEREFORE BE TO 
IDENTIFY AS CLEARLY AS POSSIBLE THOSE FACTORS 

WHICH CAN BE IMPROVED ENOuGH TO REDuCE THE RISK 
TO A POTENTIAL INVESTOR”
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 INTERVIEW

the JAmsons storY:  
rinGinG in A BriGht Future

JAMSONS, IS A FAST-GROWING TELECOM, IT SOLuTIONS 
PLAYER IN THE GOA REGION. MuzAFFAR KADRI IS AT THE 

HELM OF THIS SuCCESSFuL ENTERPRISE

“MONEY AND CASH FLOW WERE 
A BIG ISSuE FOR uS. INITIALLY, 
BANKS WERE HESITANT TO LEND 
TO uS. MY FAMILY MEMBERS 
HELPED uS IN THIS PERIOD” 

                                                     unIl dIas: tell us about yourself 
and your entry Into busIness?
Muzaffar	kadri:	The Jamsons story started in the year 2002. after 

completing my diploma in computer science in 2001, I took up an 

opportunity with a Mumbai-based IT company, Excel Infinity. Less than a 

year into the job, my father had to undergo a bypass surgery. since my 

brothers were working abroad, I left my job and returned to goa, to take 

care of my father.

While in Mumbai I was helping some clients with offices in Goa. When 

I returned to goa, they stayed in touch and two of them asked me to 

provide them with technical support. I started servicing their computer 

systems. That is when Jamsons was born.

S
sunil dias of IV advisors talks to m Kadri
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“MY FATHER IS THE BALANCING ELEMENT IN THE FAMILY. HE IS A MAN 
OF FORESIGHT. HE GuIDED AND PROVIDED FOR ALL uS BROTHERS 
TO HAVE SEPARATE BuSINESS. TODAY EACH OF uS HAVE OuR OWN 

INDIVIDuAL, FuLLY SEPARATE BuSINESSES” 

muzaffar kadri father

Initially, my base was my father’s house. over time we 

added a few more corporate accounts, and schools. In 

those days formatting a system would take over 2 hours. I 

vividly remember the days working for deepvihar school in 

Vasco. we used to service the machines at 5 am to ensure 

that the classes for students were not disrupted.

In a year we bought our first outlet in Panjim. With one 

more person we started sales and servicing of assembled 

computers. my father was a great support to me in those 

initial years. a government employee, he took Vrs to help in 

day to day operations. his key role was managing accounts. 

he was and continues to be my counsellor and guide.

sunIl dIas: how dId you Get your fIrst 
dIstrIbutIon?
Muzaffar	kadri:	I noticed a lot of my clients using Tally for 

their accounts. I received requests to install or update their 

Tally. I began purchasing Tally from the goa distributor 

and installing for my clients. I also started attending Tally 

trainings in delhi and bangalore. at these trainings I used 

 “ALWAYS WANTED TO KEEP 
CONTROL OF MY BuSINESS AND 
HENCE DID NOT GET PARTNERS 
OR DIRECTORS INVOLVED. THIS 

WORKED VERY WELL WHEN WE 
WERE SMALLER”

to interact with Tally staff. Tally started 

noticing that Jamsons was giving them 

a lot of business. In 2006, they offered 

me the Tally distribution.

sunIl dIas: how dId you beCome 
a dIstrIbutor for dell?
Muzaffar	kadri:	when we started, 

around 70% of our business was sales 

and service of assembled computers. 

due to a lack of on ground presence, 

most branded pc sales was through 

us. dell approached us to take up 

distribution. we took up the challenge 

and started sales and service for dell 

Computers. In 2010 we opened our first 

retail dell store in panjim.

sunIl dIas: tell us about your 
expansIon In the teleCom 
seCtor
Muzaffar	kadri:	somewhere in 2012 

we noticed that the telecom handset 

market was heating up with touch 

screen smartphones becoming 

affordable. Our first break came as a tie-

up with apple. but owing to the nascent 

state of the market, and premium 

pricing, volumes were low. luckily, 

there were new brands entering. we 

felt oppo was a company which had a 
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Sunil leads IV Advisors 
(http://www.iv-advisors.com). 

He helps 1st and 2nd 
generation family businesses 

deal with stagnating or 
unpredictable growth

“I TRAVEL ExTENSIVELY FOR BuSINESS. ACROSS THE WORLD 
PEOPLE APPROACH THE SAME PROBLEM FROM DIFFERENT 

ANGLES. WHENEVER WE COME ACROSS SOMETHING GOOD, WE 
TRY TO INCORPORATE BEST PRACTICES”

to new ideas. for counsel we have a set of friends 

within the business community. we meet on a regular 

basis where we interact, share and try to sort out our 

problems. for operational issues we usually take the 

help of external advisors or consultants.

sunIl dIas: a lot of orGanIsatIons Get 
defIned by theIr Culture. what are the 
InnovatIons that you are tryInG to brInG 
to jamsons?
Muzaffar	kadri:	whenever we come across something 

good, we try to incorporate best practices. for e.g. 

we are currently allowing some of our sales staff to 

telecommute. Instead of coming to the office daily, 

the staff starts their day in the market. a daily update 

through teleconference helps us discuss achievement, 

collections and challenges. This frees up a lot of 

travel time for the staff that they can use in managing 

customers and their work-life balance.

sunIl dIas: what advICe would you GIve 
younG entrepreneurs lookInG to start 
theIr own busIness?
Muzaffar	kadri:	never stop learning. Keep your eyes 

open for new opportunities. build a support network 

of like-minded individuals. and leave time to follow 

your other passions. I have blocks of time dedicated to 

playing cricket and badminton.

sunIl dIas: to ConClude, what Is the key 
reason for your suCCess?
Muzaffar	kadri:	I think it’s the ability to spot market 

trends before others. 

good product and were aggressive in the market. we 

took the oppo distribution towards the end of 2013 

and closed 2013 with a sale of 5 lakhs. Today we do 5 

crores plus and still see potential for significant growth.

sunIl dIas: where do you see yourself In 
the teleCom market over the next few 
years?
Muzaffar	kadri:	I travel extensively for business. across 

the world people approach the same problem from 

different angles. whenever we come across something 

good, we try to incorporate best practices. customer 

preferences are changing. with the many choices 

available in the market, we want to help the customer 

make an informed decision. The market is evolving and 

Jamsons wants to be the first choice of the customer in 

IT and Telecom.

sunIl dIas: what were the ChallenGes you 
faCed as you Grew your busIness?
Muzaffar	kadri:	Money and cash flow were a big issue 

for us. Initially, banks were hesitant to lend to us. my 

family members helped us in this period by making 

personal loans to fund the business.

sunIl dIas: how Is the famIly Involved In 
the busIness?
Muzaffar	kadri:	my father is the balancing element in 

the family. he is a man of foresight. he guided and 

provided for all us brothers to have separate business. 

Today each of us have our own individual, fully 

separate businesses. besides my father, my wife is a 

director in one of our firms. Family involvement in the 

business is otherwise minimal

sunIl dIas: what are your future plans 
for the busIness?
Muzaffar	kadri:	I always wanted to keep control of my 

business and hence did not get partners or directors 

involved. This worked very well when we were smaller. 

off late I am evaluating the idea of bringing in more 

professionals and maybe a stock exchange listing.

sunIl dIas: who do you Go to when you 
need advICe on busIness?
Muzaffar	kadri:	I like to keep an open mind and listen 
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management of a family business have to investigate 

potential financial frauds within their company. 

The patriarch/matriarch of the family business in such 

cases has a massive conflict of interest. Any investigation 

into potential wrongdoings stands the chance of 

implicating someone they likely love and cherish on a 

personal level. an investigation could also shatter the trust 

that other family members place on one another, trust 

that is ultimately crucial for the successful operation of 

the business. further it is also unclear what action should 

be taken against the guilty party, after all it is awkward to 

terminate the services of someone and then have to go 

home and eat dinner with them on the dining table. 

The problem, while immensely tricky and complicated 

to deal with, is not an impossible one. forward thinking 

management involves recognizing one’s own conflict 

in the situation and taking steps to ensure that an 

independent, third party can assess the situation with an 

objective lens. another popular business saying goes as 

follows, “no one likes consultants, but there comes a time 

when everyone needs one”. hiring forensic consultants to 

conduct an independent investigation into the suspected 

financial fraud ensures that facts pertinent to the case can 

be brought forward, without getting lost in family drama 

or politics. hiring a consultant can also help ensure that 

only relevant stakeholders are aware of the results of 

the investigation and goes a long way towards ensuring 

discretion of sensitive matters. 

yet the problem of what action is appropriate to 

take still remains. It is at this stage that the divergence 

between a corporation and a family business comes to 

the fore. family business owners need to ask themselves 

a key question, “what is the motivation of the family 

member implicated?” while in a corporation motivation 

such as greed and avarice are commonplace, motivations 

in a family business are more subtle and nuanced. It is 

often a wise idea to treat the motivations for the fraud 

as a plea for attention or a cry for help. The nature of 

a family business is such that each family member has 

an outsized interest in its continued success. Thus, for a 

family member to potentially risk the viability and long 

by Karan bhasin

”FAMILY INTERVENTION, ONCE ALL THE FACTS 
COME TO THE FORE, IS uSuALLY THE BEST COuRSE 
OF ACTION FOR DEALING WITH FINANCIAL FRAuDS 

COMMITTED BY FAMILY MEMBERS”

FinAnciAl FrAuds in  
FAmilY Businesses

it iS often SaiD that Indians know the individual 

meaning of the words ‘Conflict’, ‘Of’ and ‘Interest’, yet 

when the three are combined, we often find ourselves at a 

loss. Conflict of Interest is the principle which states that 

there are certain situations wherein the person in charge 

of making a decision is unable to give a fair judgement on 

the situation because they will be, in some way, affected 

by the outcome of the decision. There is perhaps no 

better way to elucidate the principle than by examining 

financial frauds in family businesses. 

A financial fraud in a business where there is a clear 

distinction between shareholders and management is a 

tricky enough situation as it is. fear of shareholders is usually 

enough of an incentive to spur management to clean up 

any metaphorical messes before they reach the attention of 

shareholders. yet family businesses are characterized by a 

lack of distinction between shareholders and management. 

add to this the fact that family businesses almost always 

involve family members or close relatives in positions of 

power. The question naturally arises, what incentive does 

Karan bhasin is a young leader who works with deloitte.

term success of the business suggests a deeper, more 

complex motivation.

family intervention, once all the facts come to the 

fore, is usually the best course of action for dealing 

with financial frauds committed by family members. 

Interventions work on the universal principle of making 

the offending party feel a sense of shame and regret at 

the fact that they have hurt their loved ones. language 

during such family intervention needs to coach in terms 

of sorrow and redemption rather than heated words and 

accusations. finally, the head of the family business needs 

to understand that once a fraud has been committed, a 

fundamental tenet of faith has been shattered. The job of 

a forward-thinking leader is to recognize that and start on 

the path towards rebuilding broken relationships. 

“FAMILY BuSINESSES 
ARE CHARACTERIzED 

BY A LACK OF 
DISTINCTION 

BETWEEN 
SHAREHOLDERS AND 

MANAGEMENT”
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saving for children’s education, or preparing for retirement, 

for family business owners, often these necessities are 

well taken care of. hence, the impetus to carefully plan 

their finances to achieve these goals is not there and their 

approach to investment is often unstructured. Though 

the basic tenets of investing such as goals, expected 

returns and associated risks stand true even for these 

barons, yet they are often like alice in the wonderland, 

unclear about the direction and destination while making 

personal investments. The need of the hour is goal-based 

investments so that they can grow and preserve their 

wealth to the maximum potential.

another mistake the promoters make is to ape the 

next level in terms of wealth creation. so, individuals in 

the rs. 300 crore category aspire to be in the rs 500 

crore club, and those in the rs 500 crore level want to be 

in the rs 1000 crore league. and the pattern continues. 

This aspiration results in one group following the others 

investment decisions. while aiming to be in the next level is 

understandable, it commonly leads to investment decisions, 

which may not be suitable for an individual, given his/her 

investment goals and risk-return profile.

many family business owners also often succumb to 

the “trend”. more often than not, they are surrounded 

by investment advisors who recommend the “trending 

investment opportunity”. since the investible pool 

available to them is large, trying out fancy investment 

opportunities does not hurt in short-run. but in the long-run, 

investments based on personal goals and an individual’s 

risk-return profile have proved to be a winning bet. Under 

a proper asset allocation strategy, it is a good idea to 

invest in products of varied categories but one has to be 

watchful of the ratio. “Trending products” can only be a 

small percentage of the overall portfolio. a reference to 

alternative investments, which has been gaining popularity 

in India, might help to explain this point better. while 

investments in art or wine are definitely catching up, one 

has to be mindful of one’s goals and risk appetite before 

making such investments.

also, the surplus wealth of the promoters is frequently 

“spent” in big-ticket activities such as setting up new 

businesses, or buying large-scale properties, both in India 

and abroad or even in lavish gifts to children such as 

by benaifer malandkar

”WHILE THERE IS NO TAILOR-MADE STRATEGY THAT WILL SuIT 
AN INDIVIDuAL’S NEEDS AND MAxIMISE RETuRNS, WITH THE 
GROWING POPuLARITY OF FAMILY OFFICES, A PORTFOLIO-

BASED STRATEGIC APPROACH IS COMING INTO VOGuE”

sound inVestment strAteGY,  
or the lAcK oF it,  

For FAmilY Business oWners 

when a PoPulaR, new-age food technology start-up 

found itself in troubled waters a few years ago, one of 

the key-early stage investors - a well-known successful 

businessman in India and the us, lost all his money. 

This gentleman, following the footsteps of many of his 

peers, had thrown his hat into the ring, and was caught 

unaware like many others. while this reference is certainly 

anecdotal, it helps to bring to light the fact that there 

are several shortcomings in the way the people in India 

manage their wealth. promoters or family business 

owners are no different

business promoters in India invest in an ad-hoc 

manner, which seriously impacts their personal, wealth 

creation potential. given the size of their portfolio and 

the scale of their aspirations, it is important that their 

investment decisions be goal-based and well thought 

through. since many of the family business owners fall 

in the uhnI category, here is a number showing their 

growth. The number of uhnIs in India is believed to have 

increased by around 10% to close to 1,60,00 in 2017. It 

has grown at a compounded annual growth rate of 12% 

over the previous five years. Recent data shows that 

they allocated around 16% of their income to leisure and 

ad-hoc expenditure. more than half of these investors said 

they had increased their allocation to this category. The 

reason behind this trend is not difficult to figure out.

While investors with a smaller net worth make financial 

plans keeping in mind goals such as buying a house or 

Benaifer Malandkar, the Chief Investment Officer, RAAY Investments 

estates, new businesses, destination weddings, etc. This 

ad-hoc approach to money results in them not deriving the 

maximum value from their capital.

Therefore, it is not difficult to see that for Family 

business owners, the key challenges lie in lack of planned 

approach to investing, aping the next level, succumbing 

to trending investment opportunities and ad-hoc spends. 

while there is no tailor-made strategy that will suit an 

individual’s needs and maximize returns, with the growing 

popularity of family offices, a portfolio-based strategic 

approach is coming into vogue that will help the business 

owners to manage their personal wealth better. The family 

offices provide a complete suite of services starting from 

wealth management to succession planning, taking care of 

all the needs for family business owners. It is important to 

remember that having a strategic approach towards wealth 

management acts as a lighthouse in the investment journey 

and helps to achieve life as well as business goals. 

IT IS IMPORTANT TO REMEMBER 
THAT HAVING A STRATEGIC 

APPROACH TOWARDS 
WEALTH MANAGEMENT ACTS 

AS A LIGHTHOuSE IN THE 
INVESTMENT JOuRNEY
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JoininG the 
FAmilY Business

The ThIng abouT great movies is that sometimes 

a line from the film, a particular scene, a piece of 

dialogue or even a kind of a look stays with us that re – 

defines our imagination. At the face of it, Rocky Balboa 

is a boxing movie: expect stirring action, trademark 

‘sly’ dialogues and perhaps not much else that appeals 

to the cerebral mind. Hardly the kind of film that re- 

defines the imagination. Yet, it does and how.

The movie operates at multiple levels. It’s an action 

movie but also has a deep emotional mine which if you 

ignore then the loss is entirely yours. The takeaway in 

the movie for me is the subtext story: The relationship 

between rocky and his son, robert.

It’s a rocky relationship, never mind the pun. you 

understand from the movie that after the passing away 

of rocky’s wife, adrian, father and son drifted apart. 

It’s never spoken of openly in the movie, but one gets 

the sense that robert carries a kind of grudge against 

his father after the passing away of his mother. he is 

determined to chalk out a different career path from 

his father. He joins a management firm as a mid-level 

manager.

All that would have been fine if he had been good 

at his job. But he is not. He knows he is a misfit in the 

corporate world, but he obstinately sticks to his job. 

he is unhappy and restless. something then gives way 

and he resigns from his job. father and son re – unite 

at adrian’s grave and robert tells his father that he 

wants to manage rocky’s upcoming boxing match. The 

reluctant son in a sense joins the family business.

now, how often have we seen this scenario play out 

in family businesses. The son / daughter is repelled 

at the thought of joining the father’s business. The 

RE – VISTING THE MOVIE, ROCKY BALBOA: BETWEEN A ROCK  
AND A HARD PLACE

by Juggi bhasin

IN ROCKY BALBOA, 
ROBERT SEES 
THE PAIN AND 

SuFFERING OF HIS 
FATHER BuT ALSO 

HIS DESIRE TO 
SuCCEED AGAINST 

ALL ODDS

father but also his desire to succeed against all 

oddsdespite physical infirmity. He understands 

that is the true spirit of doing work whether in 

the family business or outside. robert knows 

that his father is the best mentor and trainer he 

can ever find in life’s journey. And that is why 

he returns to the fold.

It is the job of the patriarch to be there for 

their son or daughter as when they choose to 

heir thinks that not only the inherited business is old 

fashioned and outdated, lacking prestige but it would 

kill initiative and a sense of challenge in them. They 

steer clear of the family business and strike out in other 

areas on their own. some succeed but an equal number 

if not more, fail, when they discover their ideas were 

misplaced and the world is not such a simple place for 

their kind of start-ups.

all this while the patriarch like rocky balboa hide 

their disappointment and encourage their children in 

their endeavours. but like the return of the prodigal 

son the chastened son returns to the folds of the family 

business having learnt his lesson.

The departure and the return of the prodigal son is one 

of the top five challenges of family businesses worldwide. 

In rocky balboa, robert sees the pain and suffering of his 

return. If the patriarch expects the heir to join 

the family business as a matter of entitlement, 

then disappointment could be in store for 

him. only those family businesses where 

the son and daughter join the parent out of 

their volition, succeed in a generational shift. 

whether in boxing or in family businesses, 

entitled or brash behaviour can deliver the 

knockout punch. 
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Fear is the Key
Death has never been closer . . .
‘A bitter winter wind blowing outside talked to me. There was 

no one else around. And then it struck me. She might have truly 
disappeared! Sometimes, you get a sense of  

these things . . .’

THE FAMILIES & BuSINESS 
MAGAzINE IS INDIA’S ONLY 
STAND-ALONE DEDICATED 

MAGAzINE THAT ADDRESSES 
THE CONCERNS OF FAMILY 

BuSINESS OWNERS AND 
PROMOTERS.

the FAmilies & Business 
mAGAzine reAches  

2 million reAders AnnuAllY 
GloBAllY in the soFt FormAt  

And hAs A quArterlY  
Print edition.

If you have a story to tell about your  
Family Business and/or your journey, or  

you have expertise that can be shared with  
family businesses, do get in touch with us  

at sonubhasinfab@hotmail.com
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