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The export awareness to earn foreign- exchange is very 
low in this part of the country: Mr. K. Tirupathi Rajan

(Transformation of a wage earner into 
a globe-trotting Exporter, the true story of 
K.Tirupathi Rajan, Managing Director of 
Raj Exim Group of Companies.

A drive along the by lanes of Southern 
Madurai suburb near the airport leads you 
to the office of a leading Export House Raj 
Exim. The site of the Export House, which 
started functioning from the premises by 
the turn of the century, should have been 
a regular paddy field earlier. Patches of 
fields still remain when this reporter of 
Sagar Sandesh visited it last week. 

The Office premises of the export 
house, is a mere eight hundred square 
feet carpet area in the first floor of a 
building. There is no sign of any goods 
being stored in the vicinity. Only small 
packets containing the export samples 
were displayed at the entrance. There were 
no trucks or trailers parked in the area. 
In short it looks like any other building 
without giving any impression that you 
are around a leading export house.

Seven or eight employees were seen 
glued to the computer screens for hours 
together as internet connectivity remains 
their main tool in identifying buyers in 
the international market, sourcing the 
product in the domestic market and 
arranging logistics for exports to the 
destination. Each of the employees is 

assigned an exclusive portfolio to handle 
the export business.

The company was a one man show 
of Mr Rajan during the first ten years 
of its existence. The office used to close 
down once the Malik cum Mazdoor 
leaves. Since this led to the problem of 
coordination with clients during his 
absence, he recruited some people to join 
his business. The live wire of the company, 
Mr Tirupathi Rajan, had acquired business 
traits of his parents, who were buying 
hardware in the Madurai Wholesale 
market and selling them off in their home 
town Bodinaickanur.

Rajan, however, had no appetite for 
joining domestic business. When he 
was in his teens his economics professor 
dinned into him the need to improve 
the country’s export potential during 
the classroom lectures on International 
Trade. His professor’s sermon on exports 
had a lasting impact on him to the extent 
that he even shunned the flourishing 
import business saying they would be 
a drain on the economy. The East coast 
ports especially in Tamil Nadu thrive on 
import business.

After finishing his college, Rajan 
joined a company in Madurai on a meager 
salary of Rs seven thousand a month. The 
zeal in him for taking up export business 
was always working at the back of his 
mind.

 In the nineties use of internet was a 
novelty among the youth. The environment 
for Non- traditional business was also 
taking shape as the then government 
unleashed policies of liberalization. Rajan 
took to internet browsing as a hobby 
during his spare time. During one of the 
sessions in his computer, he found to his 
surprise that markets for safety matches 
could be found in distant South American 
nations and that too in a non-descript 
country called Peru. 

He knew the safety matches were 
not difficult to procure since they were 
manufactured on a large scale in Sivakasi, 
about 50 kilometers from his town. 
He swung into action and got in touch 
with the manufacturers and persuaded 
them to take up the Overseas Orders 

and accept him as a commission agent. 
He earned several thousand rupees by 
way of commission from various orders 
from the South American nations. At the 
same time he decided to chuck his job to 
become a full fledged exporter.

As orders mounted, he persuaded the 
manufacturers to deliver the goods to him 
directly and he slowly graduated from a 
commission agent to become a sort of an 

exporter. A buyer from a Gulf country 
placed orders for eggs. The egg basket 
of the country, Namakkal in western 
Tamil Nadu gave him the packed eggs. 
Export of eggs and safety matches put 
together made him enter the big league 
of exporters, from then on Rajan never 
looked back.

Mr. K . Tirupathi Rajan, 
Managing Directer 

Raj Exim Group of Companies
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Editor speaks...
Mr. Tripathi Rajan’s 

statement that the export 
awareness and itspotential 
to earn foreign- exchange 
for the country is very low 
in this part of the country 
demands attention. Scaling to 
heights in business requires 
the determination to take  
risks of greater scope; of 
course, business itself is 
risk. Your product or service  
must be required by the 
people who can then become 
customers based  on their 
experience with the product 
or the service. Steady 
movement in so called 
comfort zone which differs 
from person to person does 
not have scope for innovative 
courage which ultimately 
promises sustainability to any 
business. Today customers 
of any product or service 
are more market conscious 
and generally on the  
lookout for better products 
or enhancement of the same 
product in some attributes. 
Failure to modernize looms 
resulted in Sellur losing  
its market to somebody  
else and a market is lost, it is 
not easy to regain it. 

Improving ease of doing 
business has become an 
inevitable must for any 
country and for any trade in 
any country. 

A business that does not 
bring return on investment 
cannot merit the very name 

of business and the faster  
it brings return on investment 
the firmer the business 
remains in the field. After  
the Modi-led government  
took up the reins, it has 
achieved admirable progress 
in ease of doing business 
which ultimately encourages 
both national and international 
investment in business. 
Successful businesses 
guarantee prosperity to the 
country. PM Modi says his 
government is taking all  
steps to improve ease of  
doing business. The World 
Bank’s report on rankings 
proves that the government 
means business.

Tata Steel gets Prime 
Minister’s Trophy for the Best 
Integrated Steel Plant for 13 
times. Is it not an enviable 
record? Getting trophies in 
a row for 13 times speaks 
volumes of the efficient and 
responsible administration of 
the Management.

IMO 2020 regulations 
have driven the shipping 
industry including the  
cruise lines to think of 
alternatives for compliance 
and it is said LNG is gaining 
ground for its innate benefits. 
Good to hear that cruise lines 
too have taken to taking 
immediate efforts towards 
compliance.

Wishing you an interesting 
and informative reading, and 
with warm regards.

The export awareness to ... From Page -1

By 2010, he started setting up several companies 
to undertake export orders of various commodities 
basically agricultural products. Having learnt the 
tricks of the trade, he started organizing coaching 
classes for the budding entrepreneurs of the area. 
Lessons like how to identify an importer in the 
international market, sourcing the product in the 
domestic market, Logistics arrangements to reach 
sea port and the customs formalities that followed. 
The budding entrepreneur has to only locate the 
product for export and other nuances are taught in 
the class room. The identification of the product for 
export cannot be spoon- fed and the entrepreneur 
has to do his own homework in this regard says 
Rajan during the course of an hour long interview 
with Sagar Sandesh.

Through this exercise which our chamber had 
sponsored, we are able to catapult nearly twenty 
new entrepreneurs every year from the region.)

Question and Answer session with  
Mr .K. Tirupathi Rajan Managing Director  
Raj Exim Group of Companies

Sagar Sandesh: Your Company is the leading 
Export house in the region. Tell us about the 
activities of the company, its turn-over, Profitability 
and its expansion programs.

Mr .K. Tirupathi Rajan: We started off as a 
proprietorship company way back in 2004. We were 
exporting safety matches and eggs and expanded 
our export basket by including agricultural 
commodities in our profile.

We do exports from VOC Port Tuticorin, 
Chennai, Cochin, New Mangalore, Mundra, 
Pipapav ports, Inland container depots in Delhi and 
Air cargo complex in Bengaluru.

We export products to as many as 75 countries 
including non-traditional areas like Peru, Argentina, 
Mexico, Gautemala in South America, Latvia, 
Poland, Spain and United Kingdom in Europe, 
Egypt, Kenya, Uganda and Mauritius in Africa, 
Ghana and Nigeria in West Africa, Dubai, Oman, 
Kuwait and Qatar in the Middle East and Vietnam, 
Malaysia and Indonesia in the far-East.

 We use internet as a marketing tool and a 
platform to reach international buyers.

He however declined to comment on the turn-
over of his Group of Companies and their expansion 
plans saying these things better not disclosed in 
business.

Suffice to say that we have grown to set up 
several companies and some of them have become 
Public limited firms.

SS: What are the problems faced by the 
exporters near the Land’s end in Southern Tamil 
Nadu and how they need to be addressed?

Mr. K. TR: The export awareness and its 
potential to earn foreign- exchange for the 
country is very low in this part of the country. 
They are content with domestic trade and are very 
apprehensive about the possibility of non payment 
for the goods supplied for exports and how to chase 
them in the event of their default.

The companies here are mostly owner driven 
and he decides whether to go in for exports or 
not. There are industries like Yarn, Granite, food 
processing and edible oil which have good scope 
for exports. None of these companies have an 
International Marketing Division for proper 
channelization of exports. Infrastructure here also 
is not supportive of exports.

Sellur, the Northern suburb of Madurai was 
doing roaring export business in terry towels to 
Europe in the 1970’s. The exports have virtually 
stopped during the last fifteen years. Global slow-
down was primarily responsible, for the industry’s 
down fall. 

Coupled with it is the failure of the local 
terry towel industry to modernize the looms from 
handloom to power and auto looms. Sholapur in 
Maharashtra which modernized the looms has 
snatched the business from Sellur. What is the loss 
for Tamil Nadu is a gain for Maharashtra.

An automatic match filling machine at a 
manufacturing unit

(To be continued...)

Focusing on last-mile delivery essential 
for improving Ease of Doing Business: PM

Focusing on last-mile delivery 
and simplifying systems and 

procedures are key to improving 
India's 'Ease of Doing Business,' 
Prime Minister Narendra Modi 
said recently.

"Emphasised on the need 
to focus on last mile delivery, 
simplifying systems and 
procedures, which will improve 
both 'Ease of Doing Business' 
and 'Ease of Living.' We are 
devoting all possible efforts to 
further improve our 'Ease of 
Doing Business' rankings," the 

Prime Minister told officials at 
a meeting held to review steps 
being taken to enhance India's 
Ease of Doing Business rankings.

Discussions were also held 
regarding construction, power, 
resolving insolvency and other 
areas that will make business 
easier in the times to come; the 
Prime Minister tweeted after the 
meeting was held.

Earlier in the year, India 
leapfrogged 23 places to the 
77th spot on the World Bank's 
Ease of Doing Business index. 
Furthermore, the Country saw 
a 53-place jump in the last two 
years, making it the largest 

improvement by any Country 
since 2011. India was also 
recognized as one of the top ten 
improvers for the second time in 
a row.
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We are devoting all possible 
efforts to further improve 
our 'Ease of Doing Business' 
rankings: PM Modi
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