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Mumbai: In this age of ecommerce, you would rarely
find next-generation scions in prominent business fam-
ilies plunging into risky manufacturing business and
transforming it into a profitable one in the face of odds.
But Ashish Dandekar, third generation scion of the Cam-
lin Group, which made school stationery products such
as geometry box a household name, will be reckoned in
the business world precisely for this bold initiative.

This52-year old management graduate from Temple Uni-
versity carved out an independent identity for himself by
distancing himself from the flagship family business,
founded by his grandfather DP Dandekar along with his
brother GP Dandekar in 1931.

Food anti-oxidant and ingredient producer Camlin
Fine Sciences, promoted by Ashish, doubled its consoli-
dated net profit to 55 crore on a turnover of %568 crore
duringthe year-ended March 31,2015. The company’s net
profitjumped to %55 crore from7.1 crore during the four-
year period between FY11 and FY15 with a compounded
annual growth rate of 66.8%. Its market capitalisation
rose 2.2times in the past 12 months to¥995 crore.

What makes his journey unique among third generation
business peers is the brazen path he chose, littered as it
was, with hurdles.

Ashish used a conventional strategy of creatingforward
and backward integration strategies to cut cost and
emerge as the world’s largest producer of tertiary butyl
hydroquinone (TBHQ) and butylated hydroxyanisole
(BHA)— antioxidants used to preserve food.

“My strategy focuses on cost leadership. Global leader-
ship creates acomfort zone which leads to the dilution of
focus on costleadership,” said Ashish whois alsothe ma-
naging director of Camlin Fine Sciences.
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Camlin set up a plant at Tarapore in 1995-96. “I trav-
elled across the world and replaced Eastman in many
markets. Today, we control around half the global mar-
ket,” said Ashish. His company expanded into another
anti-oxidant product BHA. As the turnover grew, Ash-
ish acquired the stake of his cousins from the company
via a demerger process in 2006. This was the time when
his friend Nirmal Momaya and old Camlin executive
Dattatraya R Puranaik came on board. “Ownership and
managementaredifferent. Ashish doesnot wear the hat
of an owner,” said Momaya.

These additions to the senior management level helped
him to broad-base the business, cut costs and become a
global leader. Backward integration was the solution to
scale up business. Camlin was looking for a facility to
manufacture the intermediate hydroquinone. It came to
know about Norwegian major Borregard putting its Ital-
ianfacility on the block.

Camlin bought the company for $2 million but inherited
aloss-making catechol business. After two years, Camlin
discovered a formula to manufacture Vanillin from cate-
chol. Salesfrom Italian operations werez300 crore during
the last financial year. Camlin will invest another 3200
crore to set up a hydroquinone plant in India which will
make it the world’s second largest producer. Camlin Fine
Science’s headquarters in Mumbai’s Andheri still radi-
ates old-world charm. But executives from its Italian and
Brazilian plants frequent the place, giving it the charac-
ter of amultinational. This character without the size to
compete with chemical giants such as Eastman can pose
a serious threat. But Camlin Fine Science’s underlying
business philosophy could offer a way out: size does not
matter aslongasyouare in control of your costs.
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