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Anil Goel

is Putting

SKILLING

on Track

setpolicy, and in HPWWI he has presented
aproof of conceptof how the required
mechanisms should be:

possibly replicated by others. Here he
abouthow he believes he will skill India.

Skilling has emerged as one of the
most pressing issues before the
country and serious deliberations
are on for finding ways to fill up the
demand gap for skilled carpenters.
Thisis a dire need, and the
problem is not about the number of
‘workmen available, but about the
unavailability of enough people
with the right skill s

Labour costs account for 12-15% of the

costof furniture in India, and more than

three million people are engaged in the

1,00,000 crore furniture sector within its
industr

units or as fre

e carpent
Ourworkingis based on the assumpri
tha e workman's wage ranges
between 18,000-10,000 per month. The
real problem s not with the number of
workmen available in the

arket, but with
their not having the right skills

Theindustry is in a transformatior

srage, weare witnessing ashift from
conventional caspentry to modular

furniture. Thisis creatinga demand for

In Europe carpenters are
paid significantly higher as
compared fo the T500-1,000
aday in India. It is not that
in India the carpenters are
underpaid, it s just that they

ducts Business
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INDUSTRY CAPTAINS

Evaluate the

BUDGET

Designing a robust and futuristic
curriculum is vital, and HPWWI
has developed a structure that's
emulative and engaging.

“The design of the training programme
is comprehensive; it bridges the gap.
between conventional and modern

spentry has undergone

cin the st decade or so as

modern hardware has become a necessity

Forinstance, doors were earlier non-auto,
closing, today we have finger touch,

are low on productivity as well
as on quality.

industey. If the end consumers get the

right matcrial at the right price in the right
manner, thatis itis fitted properly, they

much

can have quality furniture made
lower cost. If the carpenter knows how

o it drill, what to use and where, he'll be:
able to complete the work more efficiently

s 5 cte.
“Therefore trained workforce is needed.

Allthe possible

being covered at HPWWI. The courseware
has been cla

ified as per the need of the
assembler, hardware firmeat,

" Atthe end of the
training they will be certified.

away from the core business activity

fee, and comes along with free
Kits, stipend,

figured it out.
When d b

workers with varied skills including
towork on modern machines such as
CNC routers and bea

aws, ability to

use modern hardware, skills to assemble

ready-to-assemble/flat pa

ked furnirure

at the customer’s place, and ability to use
modern tools and processes and work

with different types of wood substitu

we were clear that HPWWI would be

independent of Hettich, Thereforeitis a
standalone institute owned and managed
byacharit
voeational training partner (VTP) and a

le trust. Iris being run asa

nted educa

non-profitindustry
institution, as s sole objective is to

work toward; fiting workmen in

Itis evident thatif the carp
up-skilled or re-skilled to meet indu

needs, their employability will be adversely
impacted.

the woodworking industry. Apart frc

Hettichit}

s fewindustry partn

including woodworking specialist Biesse

and some plywood companies. It has

asitis equipped with

initiative by Hettich India, 1o address
the perennial problem of availability
of skilled professionals. The institute
s building a skilling ecosystem not
seenin the country before.

We want to build a skl

ed workforee for
¢ will benefit end
users, carpenters, and of course the entire

Hs"

theindustry. Ouriniti

great
air-conditioned classroom:

machines, tools, audio-video
library and faculty,among others. Itis
bad (Delhi-NCR) in

by the Metro whichis a

located in Farid

convenience to the students, Our

planis to replicate this institute in other

ross India.

entrepreneur mentoring.

isbeing offered free of cost. During the
course the trinees will be paid a sipend,
forwhich we have tied up with the

government. Not only willwe train them,
butwe will lso help them to get placed or

getassignm

nts, and more pay: Besides
these, wewillalso assist those interested in
settingup their own prodiuction units;
wellprovide them with kits and other

help. Apart from the threc-month

locations across India with town-specific
activities. We expect to train about 1,000
students a year under the three-mont
course, and about 8,000-10,000 under
RPL. We also have a “Train the Trainer’
programme. All these modules can be
replicated with time

“Transparency is

the New

Leadership Imperative...’

NIL KUMAR GOEL HAS BEEN AT THE HELM OF HETTICH INDIA FOR
the better part of two decades and the company has, in this period,
captured pole position in the furniture fittings sector. Goel himself has
proved fo be a strategic leader who can manage complexities while
keeping an eye on the future. Some of his initiatives are notable and
have in fact shaped the industry. He embedded carpenter training into Hettich
India’s DNA much before the industry realised the perils of the yawning skill
gap, he set up the industry’s first experience centre which eventually popularised
the concept of display centres, and he sewed up partnerships with furniture
e-commerce start ups early when they needed validation the most. He speaks
about a few hot issues and his favs. . .

d dity, GSTa ted
limited But
I 2 £ ed GST cof 18%, demand
contraction of money supply in the willgradually increase.

hands of peopleof all st

Thatis why
customers were notwilling, or should I say
unable, to pay and retail stores witnessed

significantly lesser footfall. So, there was

fecton market demand

+dampeni

GST aBoost for ‘Make in India”

“The biggest positive impact of GST will

be on domestic manufacturing; it will
encourage local production asimports will

Heftichis “Definitely Growing”
“Theimpactof GSTea

aday or twoj itwill take longer to become:
fully visible. When one is making structural
and that tooin a vas

change: nd diverse

country like India, it takes some rime for
things tosettle down. Hettich is growing

consistently,so there s no demand

contraction perse. Our sales have grown

But, th ash

term impact
GSTontheother hand hada
psychologicalimpactwhich resulted
inreduction of demand. The moment
ddition

P
of GST,itwasmore profitable toimport
products by paying dutyand CVD on

ancomperitive

beinternationall

invalueand Infact, volume

value. Demo

swih has been higher

reconf onof our

supply chain, cxcept for having tosupport
nd GST'

didnotimpact us. In fact, we marginally

of tax, their
mindset changed. They felt that they were

payinga higher ta
been paying the sa
ax carlierin form of 14-15
and 12-13% excise duty before

hisaffected

GSTimplementation.

Onecan
i

costs rather than increasing,

dexportanything So, domestic

production has to be competitive
The

a MRP to pass on the
benefitof rate reduction

willindeed boost the government's Make

mme.

cost Hardware.
The Housing for All by 2022

“Give a man a fish and you

By Mrinmoy Bhattacharjee

BOUT 97% OF
the workers
involved in
furniture
sector are

% have

school dropouts. OF these,
an education qualification of secondary
education or less,” reads the ‘Human

Resource and Skill Reg
Furniture & Furnishings
published by National Skill Development
Council and KPMG.
driven by inereasing demand f
standardisation and modera by
seems to be dependent ona workfor

ements in the

ctor’ report

heindustry, being

thatsliterate at best

Butwhat's notstated is that of t
million persons employed in furnitur
g, the majority
any degree or certificate that dec

€3.39

 be trained carpenters. According to the
report, in view of theimpending growth

in the furniture industry, around 2.50

million new manufacturingjobs will be

17 and 2022, whereas

created betweer
the government and private sectors
collectively possess a carpenter training
capacity of barely 10,000 per year

Kumar Goel’s helming of the Hettich
Poddar Wood Working Institute (HPWWI)

For Want

of a Few
' skilled Men

feed him for a day.

Teach a man to fish and you feed him for a lifetime”

needs to be viewed. His mission, which
is to make a diffes in the furniture
landscape in terms of number of qu
cary Iso to bridge the skill gap

that exists between what’s offered by ITTs
and what's needed by the industry, is by no

Mters a

means insignifica

and setup s office-cum-display centre
at Panchkuian Road, the furniture hub of
New Delhi, Goel s ts managing director
‘made sure it had a training facility from
one. It was open house for carpenters,
and he routinely urged Hettich channcl

s to send their

nd cu:

tomet

par
fitters to the cen
right tools and fit the latest hardware. “In
fact, we have successfully trained more

than 20,000 people in the last one decade
s were initially

¢ to learn how to use the

orso. The training initiati
more of an unorganised cffort and not
structured. However, now weare trying
s, and for this

toinstitutionalise the proces:
pacat

the whole programme.” he sa
Goel has aligned the objectives of
HPWAI with those of the goverament’s,

whichare to skill mo;
up-skill the existiny
manner. As co-chair of the Fu
Furnishings Skill Council he has helped

primarily driven by the need foraffordable
housing, However, since theaffordable
housing units will be smaller in size,

space utilisation therein combined with
functionality will take priority over other
factors. Therefore, the demand for low
costhardware, whichis cost-cffective as
wellas which creates more room, will grow
Anotherlikely change will be that many
housing units which are lying vacant at the
moment might be put to effective use with
rselling, which

greaterurgency by renti

will resultin the increase in demand for
furniturein general.

Modular is the Future

The size of the Indian furniture industry
i estimated to be Rs 1,00,000 crore, out
of which the modular or mechanised
segmentis noteven 10%, The industry is
moving towards modularity as consumers
are beginning to understand the benefits

of owning standardised furniture

E-commerce platforms such as Pepperfry,
Urban Ladderand Livespace have

also playeda rolein creatingawareness
aboutmodular furniture, particulaly
because their own profitability depends
on standardisation. Besides, Ikeais

sure o boost demand for well designed
and quality furniture whichiis very
competitively priced, onceit sets upits
outlets in the country in the coming years,
Tkeais known for beating down costs
through the smart design of products as
wellas the processes. Its foray will also
offerunique experiences to buyersas
they will beable to assessif they want to
buya free-standing single drawer unit or
acompletekitchen, These developments
will call for massive steps towards
standardisation of kitchensand furniture
formass consumption, and naturally they
augurwell for the industry

“Experience’ is the Retail Mantra
Customers across the world are craving for

smartand intelligent living solutions. They

wantideas for designin

heirinteriors. In
light of this trend, companies will have to
offernew and innovative experiences to
their buyers. They will have to carefully

sH

review the customer experiences every
time he comesin contact with their brands

They will have to reinvent themselves

eand

by creating retail spaces that eng

immerse the customers into ve
experiences, which arc unmatched by

online or digital shopping;

The companies that have realised this

paradigm are pumping monies for building

spaces thatare commonly referred toas
display, design, experience otinnovation
centres. These

of sale (POS); rather they are touch-and
feel points thatinfluence the buying or
decision-making process of customers
and help in generating sale leadss.

Welaunched our first Innovation
Centreacouple of yearsagoat Bengaluru
Tt showcases our most premium fittings
andapplications for modern furniture and
addresses customers as well as designers
Visitors to this centre need to takea prior
appointment for personalised attention.
Besides, we have also established display
centres in Delhi, Mumbai, Bengaluru,
Kolkata, Lucknow, Hyderabad,

Chandigarh, Indoreand Chennai for

architects, designers, contractors, OEMs

enot conventional points

and carpenters. These centres also provide
inspiration to our channel partners so that
they too can connect with their customers
inamore evolved manner.
Failure s aPart of the Leader’s
Journey

Aleader has to be a visionary. I believe
that the vision with an actionable strategy
can realise the goal of an organisation

and at the same time meet the demands of

the market. This differentiates a true
leader from me-too leaders. However,
success does not come merely because
onehasavision. One has to crafta sound

st around the vision, have actionable

plans, and moreimporgantly engage

people. The calibre can be gauged by the

leader’s ability to align employees’actions
with the course of implementation of
plans and priorities that the top exccutive
hasestablished in the strategic planning
process.

Failure tooisa part of the leader’s
journey; tis not success all the way
Onehas to be ethical and transparent
inbusiness dealings. In fact, trustand
transparency are probably the most
important fundamentals of leadership
that stand between ordinary results and
extraordinary results. For me, transparency
is the new imperative. Weat Hettich believe
inextraordinary results, and thus abide by
the principles of trustand transparency
As faras the leadership position of
Hettich Indiais concerned, T have been
getting tremendous support from the
globalleadership team. I have shared

with conviction our vision and actionable

strategy v

hthe global team, and more
often than not they have fully backed our
decisions.
Asaperpetual student of leadership,
spired by Dhirubhai Ambani who
made Indian industry globally competitive

Tam

by settingup exceptionally large-sized
projects,and Ratan Tata who acquired
global corporations and turned them
around. OF course I have much admiration
and respect for the many other Indian
managers who are setting benchmarks

through theiraudacity andintegrity. @



