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e Pioneers of Drip Irrigation Systems in India @ The World's only integrated manufacturer of complete Drip and  Sprinkler
Irrigation Systems e Custom built systems for all crops & all farm sizes # Covered more than 1,500,000 Acre under Drip
Irrigation & In-house R&D cum Demonstration Farms of 2000 Acre e ISO-9001 & ISO-14001 accreditation by RWTUV,
Germany e Thousands of satisfied farmers and Corporate Industrial customers in over 50 countries around the world
e Turnkey projects undertaken from concept to commissioning inclusive of training and consultancy.

3 Jain

More Crop Per Drop Drip

j ﬁa‘ 1™ Jain Irrigation Systems Ltd.

Jain Plastic Park, P.0.Box:72, Jalgaon-425001 (MS) India. Tel +31-257-2258011/22; Fax: +91-267-268111/22; E-mail: jisl@jains.com; Website: www.jains.com

gfﬂces: l{SA:+1-315-782—1170; Fax:+1-315-785-0470; E-mail: ngupta@chapindrip.com; UK:+44-208-892-8888; Fax:+44-208-8988; E-mail: info@jaineurope.com
_t_)uth Africa:+27 11 7870000; Fax:+27 11 7870435, E-mail: s.natarajan@jains.com; Srilanka: +94112852610; E-mail.srbala@jains.com.
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One could spend hours readmg and L\ o about
the Jain story from this day in 1963 w pQuNg
law graduate, Bhavarlal Jain, (Founder Arc L& &
Chairman, Jain Irrigation Systems Ltd.) se
kerosene in pushcart, founded the family busines ‘.[
in trading. A couple of dates however help better
trace the development of the company: Beginning in
1989, Jain toils and struggles to pioneer water man-
agement through micro Irrigation in India. It suc-
cessfully introduces some hi-tech. concepts to
Indian agriculture such as "Integrated System
Approach’ and One-Stop-Shop for Farmer. In the
mid-nineties, the company over-diversifies and

becomes too highly leveraged. It defaults on loans  [NDIA'S ONLY ONE-STOP
and fails to record a profit from fiscal 1997-2003. In  HIGH-TECH INTEGRATED
AGRICULTURAL SHOP

2002, the USA based investor Aqua International
Partners purchases a 49% stake in the firm, giving
the company the financial and operational stability
it needed. Since then they have recently exited the
company by sale of there shares to large number of

shareholders. Today with over 3000 employees
worldwide, the Jalgaon based company is a focused
player in agriculture and has established leading
positions in diverse products like Micro & Sprinkler
Irrigation, Agricultural Inputs, Agro-Processed
Products, Plastic Pipes & Sheets. New Ag
International met with the company’s management
for an interview.

ain lrrigation Systems Ltd is

today a diversified company with

more than 3,000 employees and
sales in excess of $200 million
with a product portfotio encom-
passing Irrigation Products, Tissue
culture, Piping Systems, Plastic
Sheets, Dehydrated Foods, Fruit
Puree, Pulp and Juices and Solar
Energy based Thermal and
Photovoltaic Systems in India and
other world markets. The company
has pioneered drip irrigation for
small farmers in India and has the
majority market share in one of the
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asleSgrowing irrigation markes
' m%wq g Today the Agricultural
irrigalin  products  contributé
about 40% of turnover and approx-
imately 40% EBIDTA to the compa-
ny's kitty. And the company thinks
that the horizon has never been S0
bright for micro irrigation on the
domestic front.

EXPORTING CLOSE T0

USS 80 MILLION OF GOODS

While in the irrigation business and
agriculture in general the domest
market captures the bulk of
sales and exports represent 0N ly 9"
20% of the turnover dependma
the products (18% for micro- jrrigé”
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tipn products and 5% for PVC & PE
Piping products) , the situation is
different for a number of other key
business areas in the company,
notably in the industrial products
Section where PVC & PC shegts,
but alsg dehydrated products (such
45 onions) and processed fruit each
Posts export sales accounting for
Minimum 30% up to 95% of sales.
i_tO_gether. exports represent $80
Million, i.¢.40% of turnover, With
B Company having recently set up
ah‘:f commercial  subsidiaries
0ad (eq. South Africa and
Ubai), it s likely that the share of
X0orts will be consolidated at an
M higher lavel.

NEW 1 IreRmaTiONaL
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THE MOST IMPRESSIVE RANGE

OF COMPLETE DRIP IRRIGATION
SYSTEMS IN THE WORLD

Earlier in May this year, Jain
Irrigation announced the acquisi-
tion of 100% of the shares of
Chapin Watermatics in the USA
through its second generation
wholly owned subsidiary, Jain
(Americas), Inc, Ohio, USA.
Chapin is known as a complete
source for field crop and green-
house/nursery drip irrigation sys-
tems. The company was founded
in the early 1960's by inventor, Mr.
Richard D. Chapin,

This acquisition has enhanced the
position of Jain Irrigation in the

Irrigation Industry and is providing
additional financial and marketing
strength to Chapin Watermatics in
various global markets. Marketing
subsidiaries of Jain Irrigation in
USA, Europe and Africa and their
warehousing facilities will provide
additional marketing and logistic
support to Chapin Watermatics.
Following the acquisition, Jain
claims that it is today the only
company in the world that pro-
duces complete Drip Irrigation
Systems including PVC Pipes,
PVC Fittings, poly tubing and fit-
tings, emitters, filtration equip-
ment, and fertigation equipment
under one roof.

Mr. Anil Jain, CEQ & Managing
Director of Jain Irrigation said
after signing the acquisition deal
of Chapin "The acquisition will
catapult Jain Irrigation and
Chapin Watermatics to the fore-
front in growing global markets
for irrigation equipment”.

At a time when a number of
companies focusing on micro
irrigation are being either restruc-
tured, merged or acquired by
bigger groups, it will be interest-
ing to see whether Jain's latest
moves will allow the company to
get really stronger.
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This has been a unique suc-
cess story in developing
world. It is an example
worth emulating.

Another important fact is
that we have sold our irri-
gation systems primarily
based upon its ability to
improve productivity for
farmers. Most of Indian
farmers pay very little for
water & energy. Therefore
water saving is not a big cri-
teria in his decision making.
We also distinguish our-
selves compared to our
competition by offering
complete product line man-
ufactured by us including
pipes, fittings, irrigation
tubing, filtration and ferti-
gation equipment, valves
etc. With our holistic and
secular knowledge of agri-
culture along with complete
product offering allows us
to offer complete turn key
solutions.

The Indian market for
micro irrigation is one of the
fastest growing markets in
the world. With more focus
on irrigation by
Government, we expect it to
continue to grow over long

NEW AG TeRmiONAL

term. We are the largest
player in this market by
wide margin and we contin-
ue to enjoy approx. 50%
market share and remaining
about 70 competitors includ-
ing some large global
Irrigation Companies enjoy
only 50% market share. We
employ more than 350 agri-
culture engineers and
agronomists and we have
network of more than 1000
dealers to deliver our prod-
ucts to farmers.

For the Chinese market, the
structure of your produc-
tion costs in India should
allow you to be far ahead of
European, American and
most Israeli producers who
do not have a local produc-
tion base yet. Do you find
China an easy market to
enter?

We don’t have significant
information on China and
also don’t know the possible
entry barriers. However, we
feel India could be much
more growth oriented than
what it is today in terms of
agriculture. Hence looking
at China may be premature

at this stage, without fully
exploring the Indian sub-
continent. Also we have
heard that some global
Companies who  had
entered that market have
retreated from there.

In February this year, you
acquired 7.5% of the Greek
Micro Irrigation Company,
Eurodrip, through your UK
subsidiary. In May, you
acquired 100% of the
American Company,
Chapin Watermatics Inc,
through your U.S. sub-
sidiary. Is it now the
declared strategy of the
Company to foster relation-
ship with important play-
ers in Micro Irrigation
Systems and to focus your
development on plastics &
irrigation equipment and
technology?

We want to be one-stop
solution for farmer’s needs
for hi-tech agricultural input
which will incrementally
add value and make him a
prosperous farmer. As part
of this strategy, we will con-
tinue to look for additional
international opportunities
in synergy with our aggres-
sive domestic growth.
Vision of our company is to
‘Leave this world better than
you found it.” Our strategy
for future is to be a globally
integrated leading Irrigation
Company in terms of size of
our revenues, breadth of our
product offering and depth
of our knowledge, across the
spectrum of multiple crops
in diverse geographical
markets.

“We feel that
India could be
much more
growth oriented
than what it is
today in terms of
agriculture.
Hence looking
at China may be
premature at this
stage, without
fully exploring
the Indian

sub-continent”




