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For more information visit www.americanhardwood.org

American hardwoods. 
Endless possibilities.
Architects and designers all over the world have embraced 
American hardwoods for the range of colours, grains and 
textures they offer, as well as for their consistency in grade, 
quality and supply and their sustainable credentials.
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FREE Z
 

A public - private partnership between Olam International, 
the Republic of Gabon and Africa Finance Corporation  

GABON SPECIAL ECONOMIC ZONE

G
SE

Z
THE BIGGEST INDUSTRIAL HUB IN WEST CENTRAL AFRICA

Gabon SEZ … ensuring endless supply of Okoumé round logs at your factory door

Looking for an ideal
VENEER MANUFACTURING DESTINATION...

www.gsez.com
Email : gsez@olamnet.com

Phone : (+241) 02 00 10 86 / (+241) 06 00 56 66
                      
                       (+91) 83 83 05 70 74 

Gabon (Africa)  ...  land of opportunity

COME TO GABON SEZ   

Gabon Special Economic Zone

FREE ZONES
OF THE YEAR 
2006

WINNER  : REGIONAL
HONOURABLE MEMBER

GABON





AMBIA-LINE –  
Organisation at its best
The new inner dividing system for LEGRABOX consists  
of elegant frames that beautifully organise interiors  
throughout the home.

www.blum.com/legraboxStart video
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Smaller and
inconsistent frame

Larger and uniform
frame (45 - 75 mm)

Loose fillers hence
low strength

Compact solid wood
fillers hence high
strength (w 25 - 28 mm)

Lock area on just one side

Boiling water resistant

Lock area on both sides
for ease of installation
(450 x 75 mm)

High waviness due to
uneven surface

Boiling water proof

Weak bonding of laminate/
decorative veneer

No waviness for a
smooth surface

Laminated Doors that
are Ready to Use

Archidply Industries Ltd. 2/9, Ist Floor, W.H.S. Kirti Nagar, New Delhi, Delhi 110015 Ph : 011 – 42852022: | | www.archidply.com

Machine

pressed, resin

bonded and ready

to use product

Cost effective

Available in

One Side

and Both Side

Laminate

Laminated

Doors available

in GradeBWR

Laminated
doors are available in

all shades of
Archidlam Decorative

Laminate

Used for
Kitchen cabinets,
Light construction
works,  Cupboard

shutters, Panel
door inserts
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We offer our customers to design and manufacture 

custom-made furniture and unique spaces.

We help you, as our client, to create your piece of furniture 

through dialogue, by transforming your ideas into wooden masterpieces.

WE DESIGN WE CREATE WE MANUFACTURE

www.bramwoodcraingstudio.in

info@woodcraingstudio.in

 269B , Hebbal Industrial Area, Belvadi Post, behind RPG Telecom, Mysuru, 
Karnataka 570018



Edit note

It is a matter of enormous delight 
to write this, the very first edit note for 
the inaugural edition of Material Plus, a 
publication dedicated to the enormous and 
very exciting world of materials. To say that 
we cannot do a thing in the architecture 
and interiors sector without materials is to 
ridiculously state the obvious. What’s truly 
ridiculous is that there is no real knowledge-
sharing or relatively serious, industry-
orientated publication that serves this sector. 
We are honored to step into this breach, and 
serve this vast and vastly important sector.

In the days of information-gathering and 
preparation for this publication, the amount 
of inspiring and powerful stories we heard 
from the members of the industry was truly 
stupendous. Present-day millionaires who slept 
on footpaths in the early days of their journey; 
successful industry leaders who powered 
on despite empty stomachs and a lack of 
support from colleagues or family and modern 
visionaries who just knew that a new product 
would sweep the market, and worked on this 
simple belief. 

It was a wonderful introduction to the industry, 
and we are inspired and honored to be able 
to write about the growth and the issues of 
the sector, about the people that make up this 
dynamic industry and to create a platform 
where all members of the industry can share 
their experience and their wisdom, their views 
and their grievances and come together to 
empower this exciting sector.

MAT PLUS is your magazine. MAT PLUS tells 
your story. Tell us what you want to read, and 
what information or knowledge you would 
like us to provide. We are here for you and 
are honored and delighted to be a part of this 
vibrant industry. 

EDIT NOTE

Sylvia Khan
Editor & Creative Head, Material Plus
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Fundamentally unorganized, the Indian wood 
panel industry is estimated at around Rs 285 
bn and is a relatively low-tech / low-skill set 
sector. A substantial portion of the wood panel 
industry is comprised of plywood (estimated 
at Rs 260 bn), based largely in Haryana’s 
Yamuna Nagar, which supplies 60-65 per cent 
of India’s total plywood. The closely associated 
laminate industry is estimated at Rs 70 bn 
(Source : MoneyControl, Business Standard). 
Studies put the CAGR growth at about five per 
cent with the potential to touch a market size 
of Rs 400 by 2023 (Source : IMARC).

While the structure of the market tilts heavily 
in favor of the unorganized sector, a slow but 
definite movement can be seen toward the 
organized sector as the organized players have 
grown at a much faster rate (12-15 per cent) 
compared to the industry average growth rate 
of five to seven per cent. Drivers of this growth 
include new construction (85-90 per cent) 
and the renovation and replacement segment 
(Source : MoneyControl).

Few large manufacturers exist, as 
the industry is so dominated by the 
unorganized sector. However, Century 
Ply and Greenply dominate the plywood 
and MDF segment and together make up 
around 50 per cent of the market. Likewise, 
Greenlam and Merino lead in the laminate 
segment followed by Stylam and Rushil Décor.

An interesting aberration in the structure 
of the wood panel industry is that of MDF 
or Medium Density Fiberboard, which is 
100 per cent organized due to high capital 
investment. MDF is increasingly used as a 
substitute for the lower end of the plywood 
spectrum being almost 50 per cent cheaper 

as well as resistant to moisture and has 
high machinability and mouldability for 
furniture applications. MDF is currently the 
fastest growing product in the wood panel 
market and is expected to grow at a CAGR 
of 14.1 per cent to Rs 31 bn by FY21 from 
Rs 16 bn in FY16 (Source : MoneyControl).

Newer products such as Wood Polymer 
Composite or WPC are still at a nascent 
stage in this country, with penetration of 
just one per cent compared to high traction 
in the West and China. The product is 
environment friendly and is expected to 
grow at about 11 per cent globally over the 
next five years. 

A VIBRANT INDUSTRY IN EVOLUTION

Wood seeks inspiration 
in a changing market.
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The product
Plywood is manufactured by assembling thin layers 
of wood veneers bonded together using powerful 
adhesives and pressed together under high pressure 
using steel pressure plates (WSH plates). Softwoods, 
hardwoods, or a combination of the two may be 
used in the production of plywood. While softwood 
plywood sheets are designed for installation on the 
exterior of a structure, hardwood-based plywood is 
used for interior applications such as furniture. In 
India, hardwood-based plywood is mostly used for the 
manufacturing of furniture, accounting for two-thirds 
of the wood consumption. 

In India, Punjab, Haryana, Uttarakhand, and UP 
are the largest supply regions for the wood, mostly 
poplar and eucalyptus trees grown in a 500-600-km 
belt spread across non-reserved, agri-plantations in 
these states. This is an ecologically and economically 
sound system as new plantation continues in rotation, 
with trees reaching maturity at around four years and 
farmers have a fixed and regular source of income. 

State of the market
The plywood and laminates industry has 
seen some challenging times in the recent 
past with changes in government regulations 
and rising costs of materials and chemical 
components such as phenol, which is linked 
to the price of crude oil. The new goods and 
services tax (GST) was fixed at a punitive 28 
per cent on plywood, which had a powerful, 
negative ripple effect on the industry. It 
saw a sharp fall in demand leading to units 
working at less than full capacity; fall in 
sales and the natural fallout of lowered 
farm income and the ever-present threat of 
unemployment. All this led to a depressed 
market sentiment that needed a powerful 
injection of support to change. Rajesh 
Trehan, Partner, Shreeram Wood, Yamuna 
Nagar, says, “The high GST of 28 per cent 
has caused demand for plywood of all 
categories to fall 10-15 per cent since the 
new tax regime’s roll-out. There are 400-450 
units here, and many of them are working 
at lower capacities, impacting business and 
employment” (Source : Business Standard).

In the case of laminates, the cost of 
chemicals makes up about 40 per cent 
of the cost of production, with phenol, 
methanol, formaldehyde, and melamine 
being required. Laminates attract an 18 per 
cent GST, an improvement on the pre-GST 
era where the total tax was 28 per cent. 
About 30 per cent of the country’s laminates 
are supplied by Gujarat with units are based 
in Ahmedabad and Morbi.

While the unorganized sector is the faster 
bellwether of change, the organized sector’s 
demand for plywood from furniture makers 
and contractors, has fallen 25 per cent as 
there is an overall slump in the furniture 
business. Several small operators have also 
slipped into the unorganized sector, spurred 
by the high rates of GST, and opted out of 
the system.
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Solutions from the industry
The industry consists of dynamic entrepreneurs 
who have analyzed and found possible solutions 
to the several issues besetting the business. 
Industry members suggest several ways and 
means to defuse the current state of stress in 
the sector, starting with a sharp cut in GST which 
they say could have huge benefits, especially in 
the export markets. This would present India 
as a viable alternative to China to net importer 
countries such as the UAE, who buy large 
quantities of plywood and laminate from China. 
The suggestion is that the government incentivize 
exports of plywood and decrease taxation. 

Atul Jindal, Managing Director, A K Lumbers Ltd 
adds another perspective, saying the potential for 
export is vastly under-exploited, “Demand in the 
domestic market is huge but worldwide, we stand 
nowhere. At the time of Independence, India had 
a 54 per cent share in the world export market; 
today it is just one per cent while our population 
is more than 20 per cent of the world.”

Others add that government intervention on 
the import-export front will support domestic 
trade, saying, a punitive anti-dumping duty on 
the countries who export into India would also 
help local manufacturers, with a significant 
scope for import substitution as 30-35 per 
cent of the demand in India is met through 
imports. This will start a positive spiral, stimulate 
demand, generate employment and increase 
farmers’ income. Association head Alay Nagori, 
Ahmedabad Timber Merchants Association (ATMA) 
says this will move Indian importers and dealers 
away from poor quality import to high quality 
domestic manufacture.
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Several industry members such as 
Suman Shah, Director, Jalaram Timber 
point to the lack of awareness of 
product, process and maintenance in 
the industry. They suggest programs 
for the education of both the dealer/
distributor segment as well as the 
buyer, to ensure that better quality is 
better appreciated. 

Ashok Chheda, Owner, Chheda 
International Pvt Ltd goes a step further 
saying a program for dealers that 
provides knowledge of quality and 
gradation of products would be helpful. 
Krishika Shah, Co-founder, Director, 
Evolve Interiors and Exteriors Solutions 
LLP, adds that trained carpenters 
and consumers alike will benefit the 
industry. She says, “It’s about educating 
the consumer on designs, application, 
usage, maintenance rather than playing 
a price game. For years, the industry 
has been running on unskilled labor.”

Looking a step behind the 
manufacturing process, Atul Jindal says 
farmers must be freed from the laws 
that bind them to agro-forestry and 
be free to grow whatever they want to 
grow and sell it to whoever they wish, 
adding that this will stabilize and raise 
farm incomes greatly.

Lack of structure and stability are 
serious concerns which can be easily 
solved according to industry members. 
Vivek Dokania, Avengers Plywood says, 
“The biggest challenge of the 
plywood market is to maintain stability. 
We have seen so many companies 
come and go in a matter of five years.” 
Mehul Aggarwal Director, Dolby 
Mica says, simply, “I want the market 
to be organized and show healthy 
competition”.

Amir Abbas Vagh, Decorative 
Laminates, Mysore adds detail to this 
idea saying a trade association and 
lobby are crucial for the well-being 
of the industry. “A proper study must 
be done to see how to regulate such 
an unstructured industry. You have to 
take small steps every year, as it is very 
difficult to understand and nobody 
knows what the rules are !”

Industry outlook
Despite the many stressors of the 
industry, the sector remains rich 
in valuation and has seen several 
recent capacity expansions. There is 
much expectation also from recent 
government initiatives such as 
affordable housing and smart cities. 
The rationalization of GST rate from 28 
per cent to 18 per cent, introduction 

of e-way bills and import substitution 
of MDF is envisaged to decisively shift 
demand as well as market share in 
favor of the organized sector. 

On the other side, with many 
manufacturers increasing capacity at 
the same time, the industry could see 
increased competition and pricing 
pressure. However, should the costs 
of material inputs be rationalized and 
market conditions improve, the sector 
appears poised for steady and high 
growth.

INDUSTRY OVERVIEW
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Yamuna Nagar is demanding 
government support to 
encourage export of wood.
A small town with temples and altars, English medium 
schools and dental and engineering colleges, hospitals and 
small clinics, and the famous Hathni Kund Barrage Dam, 
the city’s development owes its genesis to industrialization. 
Farmers in Yamuna Nagar grow poplar, eucalyptus and/or 
pine around their farms to keep their crops safe and earn 
a parallel income. These trees are used to manufacture 
plywood. Eucalyptus is farmed, grown for five years and then 
cut down for industrial purposes.

BANKING ON WOOD

M.D. CHAWLA
Black Cobra And President Of All India Plywood Association
My journey began 20 years ago, when Yamuna Nagar was 
nothing. Infrastructure was undeveloped and production 
was small scale. Gradually, I established my business and my 
brand. Today, both my sons support me in looking after the 
business. We target dealers and distributors in almost 15-20 
states. Now, the industry is better established and we transport 
almost a thousand trucks of wood per day.

text M+ WriteTank

interviews urvashi jadhav

The M+ Market Watch section takes an in-depth look at a particular hub of 
manufacturing or trading, speaking to the members of the market and describing and 
defining the market in their words. We start with India’s largest timber hub : Yamuna 
Nagar, Haryana
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BIMAL CHOPRA
Managing Director, Metro Plywood
Machine use has made work easier and faster. Yamuna Nagar, which 
did not even have roads, has infrastructure now. Plus, there are labor 
colonies, villas and bungalows, schools and hospitals.

RAM PRAKASH
Director, GMG Plywood
I started my business when this industry was at its 
nascent stage in 1986-87. Even now, it is great to see 
a finished product from raw material. We supply 
products to dealers and distributors. Things are 
looking up, we have seen a tremendous change in 
infrastructure over the recent years.

SANDEEP JINDAL
Director, Northen Plywood
Our company is 30 years old and was in timber 
before ply. We supply to dealers and distributors. 
Over the past decade, better transportation and 
technology have changed the face of this industry. 
Our company is flourishing.

MARKET WATCH



RADHEYSHYAM
Partner, Durbi Plywood
This is my 22nd year in the plywood sector. Yamuna 
Nagar has grown so much that it dispatches nearly 
a thousand trucks across India every day. But 
production exceeds demand and that could be our 
downfall. The cost of raw material must be decreased 
and the government must find a way to encourage 
exports to the international market.

SANT GIANEASHWER KWATRA
Director, Nilgiri Woods Stock Kraft
My family was into timber business of wooden 
packages for military, now, we manufacture 
plywood. There are better raw materials, 
technology, and connectivity, but demand is 
less and supply is more. We need government 
support to export wood and improve industry 
health. If we compare development with the 
revenue this city generates, it does not match to 
it. We need more !

32
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GAGAN AGGARWAL
Managing Director, Modak Plywood
In my 12 years in ply, I have seen the industry grow in terms of 
availability of raw materials. Ply Capital is the perfect name for 
Yamuna Nagar but professionalism, organization and awareness 
about quality products are still missing.

AJAY MANIKTAHLA
Director, Caliber Plywood, 
Ex-President, Haryana Plywood Manufacturers Association
There is a remarkable change in the industry; thanks to 
technology as we have one-touch access to the data we want or 
need. New machineries have come and production levels have 
increased. After Gurgaon, Yamuna Nagar is the second tax payer 
in Haryana. We would like the government to help us increase 
the export of wood globally.

ROHIT KAYA, Director 
ASHISH AGRAWAL, Partner,  Bigwig
Change is necessary, with time, so we keep up with 
technology and automation. We have QCP and QCM in the 
company. Our focus is quality of the product while doing 
commerce with dealers and distributors all over the country.

33MARKET WATCH
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UNIFYING THE WOOD INDUSTRY
Sameer Iqbal Chhapra 
has just one item on his wishlist for the 
timber industry: to make it an organized 
sector so that it has better representation and 
can effect future-positive policy changes. 

Timber has always played an important role 
in India, says Sameer Iqbal Chhapra, “It has a 
never-ending connection to humanity: when 
you are born, your mother puts you in a 
cradle made of wood and when you die, you 
are burned upon a wooden pyre or buried 
in a wooden coffin. Our scriptures call wood 
Earth’s bounty; the timber industry is one of 
the oldest in the world.” 

TRADE TODAY 
In 2016, India imported wood and wood 
products (not including furniture) worth 
$2.045 billion in just nine months, from April 
to December (Source: Directorate General 
of Commercial Intelligence and Statistics). 
However, these statistics cover mostly big 
cities and big towns, cautions Chhapra, and 
are therefore conservative. “We can safely 
assume a yearly import worth $2.73 billion. 
In reality, this figure probably represents 
only a small fraction of the actual figure.” 
Small wonder then that an Indian trade 
team looking to buy wood is a welcome client 
everywhere.

Chhapra asserts, “The Indian timber industry 
has leveraged itself as the biggest timber 
buyer in the world, especially in commodities 
like pine and teak. No matter where you go, if 
there is timber, you will find Indians ready to 
buy it in huge quantities. Not even China can 
defeat us in this sector, although their cost of 
making the end product is lower than ours.”

The other advantage that the Indian industry 
has is its wood sawing technology. “We are 
looked at with a lot of respect because we 
have the best technology for the sawing of 
wood.” He then clarifies that best does not 
mean the latest and, in India’s case, actually 
refers to the very old. 

Chhapra’s own story mirrors the changes 
the industry has undergone, from being an 
exporter-driven business to an importer-
led one. Traditionally, India’s timber trade 
was concentrated in Maharashtra, Kerala, 
Karnataka, Tamil Nadu and Madhya Pradesh. 
Chhapra says that when tree felling was still 
allowed in India, his company was amongst 
the biggest exporters in the country. A sea 
change occurred when the government 
banned the felling of trees in the ’80s due to 
severe deforestation. 

Chhapra says, “Import of timber began 
around then. We are presently one of India’s 
biggest importers.” Teak is the most popular 
choice in Indian homes and so that is what 
is imported the most. At first, companies 
flocked to Burma to import wood. The policy 
was conducive to import because the Indian 
Government was serious about protecting its 
green cover. 

Chhapra adds, “We import from Costa Rica, 
Nicaragua and mostly Central and South 
American countries because teak grows 
there in abundance as part of those countries’ 
social forestry programs. We used to work 
out of West Africa but it became too 
competitive. We are the pioneers of trade in 
South and Central America as we started back 
in the ’90s.” 
 
CHALLENGES IN A PEAKING INDUSTRY 
1. Traditional and unorganized sector 
The sector draws companies of all sizes and 
is highly unorganized. Chhapra says, “We are 
the most labor-intensive sector in the country 
and also the most unorganized. Our exposure 
is limited to a few expositions like Delhi Wood 
and Bangalore Wood. Our industry is deeply 
traditional.”  

2. Geographical variance causes 
fluctuation in demand 
The wonderful and varied nature of India’s 
culture works against this industry, feels 
Chhapra. “What works in the western part of

An interview with
Sameer Iqbal Chhapra, 
President,
Timber Importers 
Association, Maharashtra, 
President,
Timber Federation of India,
CEO,
ISC Group

In this section, M+ speaks to the leaders of industry association to offer a broad 
perspective of the state of the industry at large.

text alpana lath sawai

& urvashi jadhav
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the country (Maharashtra and Gujarat),  
does not necessarily work in the South and 
vice versa. Maharashtra prefers teak while 
north India wants pine. So, an organized 
pan-India model does not work very well for 
our business.” 

3. Negative impact of GST 
“GST is in a very high slab, at 18 per cent, 
and this is killing our business. Earlier it was 
13 per cent in Maharashtra and eight per 
cent in Gujarat. Since the taxation policy of 
July 2017, when GST came into the picture, 
business has gone down by 20 per cent. 
Other than this, the trade is well  
facilitated by the government; we have zero 
restrictions. A normal timber merchant 
needs six people to generate employment  
in a basic store and so we generate the 
highest amount of employment amongst  
any sector. Unfortunately, as I said before,  
we are not organized, therefore our concerns 
are not voiced.”  

4. Competition from less sustainable 
materials
People have been moving from solid wood 
to plywood, veneers and laminates. Chhapra 
says, “The laminate industry, in particular, 
is on its way up. But it is a fully synthetic 
product made of resins, it’s not natural. 
People are moving away from wood to non-
recyclable or non-renewable resources like 
cement. Earlier, cement was only used to 
construct walls, today you have elements in 
cement, concrete and marble which are not 
renewable sources. People need to realize 
that wood can be grown every 16 years so 
it’s a never-ending renewable cycle. Marble, 
granite and glass are not renewable sources 
and their use is taxing on the ecological 
balance of the world.”  

5. Shockwaves of demonetization still 
being felt 
The plywood industry owes its lineage to  
the South, where the entire business was 
done in cash. “Demonetization single-
handedly took 30 per cent of the plywood 
industry down South,” says Chhapra. “It was 
a tremendous hit.” 

6. Foreign exchange dependency 
The wood industry is not really growing, says 
Chhapra, but it is not dipping either. “It is 
stagnant because we are a foreign exchange 

dependent business now. India requires at 
least 63 million cu m of timber annually 
most of which is supplied by foreign 
countries. In this import-based business, the 
dollar has gone from 64 to 72 in 12 months, 
so our imports have suffered by 14 to 15 per 
cent. My purchase has been lowered due to 
the foreign exchange crisis in the country.” 

7. Domino effect of scams upon financing
“Scams by the likes of Nirav Modi have 
affected us. Our businesses run on LoU 
(Letter of Undertaking) but since the scam, 
banks have stopped our LoUs. Fifty per cent 
of my business, of credit, is on LoU, which 
makes it very expensive as we have to now 
put our own money in it. 

SOLUTIONS: THE WAY AHEAD 
“Recently I was at a two-day conference 
chaired by Prime Minister Narendra Modi 
that addressed the doubling of farmers’ 
incomes by 2022. I was asked for my view on 
the timber industry. I told them that not a 
single government had done anything  
wrong for this trade but, yes, we needed to 
get organized.”

Coming together to accomplish more 
“The industry has many associations and we 
are trying to bring them under one umbrella 
organization, The Timber Federation of 
India. We have been trying to make the 
different organizations aware that we 
are stronger together. For instance, the 
association can act on behalf of its members 
in settling disputes, create a more conducive 
environment for trade, engage with the 
government when it comes to laws that are 
detrimental to the trade and protect the 
interest of traders in this industry.” 

“If we work together, we can do great things. 
But we don’t trust each other and that is a 
problem. Recently, we went to the Finance 
Minister about the GST issue, for which we 
needed to fill a form. From over 4,700 people 
that we reached out to, only seven filled the 
form. Lack of trust within our own trading 
community will always hamper us from 
being an organized sector and this is the 
real and only problem we face today. Being 
organized is the biggest change I want to see 
in our industry; this will help us achieve the 
change we want.”
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An interview with
Alay Nagori, 
Ahmedabad Timber 
Merchants Association (ATMA)
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THE FUTURE IS PRESENT

The Ahmedabad 
Timber Merchants 
Association was formally 
established in April, 1947 and the 
founding President was my grandfather, 
Shri Kanaiyalal Harilal Nagori. Those days 
the timber industry was very unorganized 
and World War II had taken a heavy toll 
on traders. Helping increase transparency 
among traders, the association successfully 
initiated and regulated the rates of timber. 
Since then, my family has been connected 
with the timber industry. I am a fifth-
generation trader involved in this industry 
for 22 years.

Obstacles
When I joined this trade, the construction 
industry was reeling under recession 
and my uncles suggested I continue with 
my plans to pursue my masters. But the 
entrepreneur inside me wanted to take 
up the challenge by diving into these 
troubled waters. Rather than join our 
joint family business, I launched my own 
company which would supply the best 
quality materials as well as providing 
turnkey solutions for interior decoration. 
The initial years were very tough and I 
had to bear many losses. But my company 
persisted and we gradually grew to one 
of the most reputed companies in the 
timber trade. Today, we have two verticals 
in operation. One is a timber trading firm 
and other is an interior designing firm.

Industry association feature

Growth phase 
In the last decade, ATMA’s proactive approach 
has helped its members. Interactive sessions, 
business seminars and support from industry 
stalwarts have helped many members in 
setting up manufacturing units catering to the 
furniture industry. ATMA has been instrumental 
in extending support to startups through its 
mentorship programs. We organize industrial 
visits on a regular basis where new entrants in 
the trade can have a first-hand experience of 
products used in the furniture industry. ATMA 
has set up a special wing called ATMA Youth 
Wing where members in the age group of 20 to 
40 are being invited to be members. The youth 
wing specifically designs programs for young 
people who have just joined the industry, to 
enhance their entrepreneurial skills. For this, 
ATMA has set up a mentorship program, inter-
industry networking meets, panel discussions 
and business seminars.

Future of Timber
The Indian timber industry is going through 
a rough few years. The fluctuating rate of raw 
timber is a big concern. The deepest concern, 
however, is the rush of materials and furniture 
from China which are cheaper but also of 
inferior quality. The life span of these products 
is very low and the consumer stands to lose 
by buying inferior goods. I believe quality 
products will always be in demand be they in 
the form of raw materials or finished furniture. 
The Indian industry too has taken note of 
this distinction and many companies are 
persisting with quality products. In the coming 
years, I can predict that the Indian timber 
industry will attain healthy growth if it sticks 
to quality products and invests in research 
and development of new products. Also, 
trade fairs such as Index will play a big role in 
bringing together the timber industry, furniture 
industry, designers and consumers upon the 
same platform.
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Jalaram Timber a company with a 40-year-
old legacy is led by Director, Suman Shah, 
who dropped out of college to get into the 
business, to his father’s disappointment. Shah 
backed his bravado with determination and 
made Jalaram Timber a name synonymous 
with quality wood. 

Suman Shah says, “My father passed on 
a legacy of genuineness, honesty and 
transparency – I have worked hard to 
maintain this legacy. That is why Jalaram 
enjoys great trust and goodwill in the market. 
Despite having a showroom only in Mumbai 
until last year, we had clientele all over India. 
It’s only now that we have decided to make 
our products available in showrooms in most 
of the important cities of India. Our factory is 
in Kochi, Kerala, where we have just opened 
a showroom. We have just opened our latest 
showroom in Indore.”

It was in the 80s that Shah seeded his 
business. He began with teak, rose and 
white cedar. Soon, he added red cedar and 
mahogany to his list of imports. “For quite 
some time,” says Shah, “I was the only person 
who had such a variety.” His business grew 
as fast as his learning curve and now Jalaram 
stocks more than 400 varieties of veneer. 
All of which are displayed at his 1,500 sq ft 
showroom in Prabhadevi, Mumbai, a talking 
point in itself, designed by interior designer 
Minnie Bhatt. The space is unlike any other 
showroom with panels and veneers docked 
upon shelves in their entire multitude of 
shades and patterns. “I wanted a larger viewing 
area for my products which is why I had my 
showroom redone three years ago,” he says.

Adapting to change has been an uphill 
journey for Shah especially since the pace 
of change has accelerated exponentially. “I 
have not adapted to new business styles,” 
he says. “I remember, carpenters would take 
commission for recommending your brand 
to clients; we put up a board saying ‘No 
Commission’. Jalaram earned its legacy of 
trust from such decisions.”

Shah rues the fact that a value-based way of 
doing business has been done away with, as 
it was these principles that he built his life 
upon. “This has been the biggest change  
over a period of time: a loss of trust and 
value. A person like myself, who has values, 
has no place in this modern time. All that 
matters is how loudly you shout about your 
products and whether or not you have a 
social media presence. Connections and 
relationships don’t work; people go where 
social media goes. The change has come so 
rapidly that one cannot keep up.”

Shah feels wood as a material speaks for 
itself, yet, there is also a general ignorance 
about what good wood means. He says, 
“Homeowners buy all kinds of veneer just 
because the name sounds fancy; or, people 
go through architects and dealers who 
themselves don’t know good from bad. We 
still sell veneers by their original botanical 
name. No one knows what is real walnut; 
when people see the real thing, they are 
shocked to see how nice it is.”

Shah says the market has not kept pace 
with the times. While he says suppliers will  
do anything to cut a deal, they have lost 
touch with the transitions that the end 
consumer is going through. “The market 
has not realized that the new generation 
shops online – that is the pattern of their 
consumption. People from the lower strata 
are giving in to easy, online purchases. But if 
you want a rich-looking house, you have to 
buy veneers; there is an aspirational value to 
it. There has to be an overall appreciation for 
quality; each species you see at my showroom 
has its own specialty.”

The solution to this is to increase overall 
market awareness of what differentiates a 
good veneer from bad, by raising exposure to 
quality material. Shah has already begun this 
process. Shah says he has just one regret. “I 
should have begun the process of educating 
the market 10 years back,” he says. 

SUMAN SHAH
Director, Jalaram Timber

In this segment, M+ lets industry members tell the story of the industry and its 
growth, through their own stories of growth and success, which much like the 
industry itself is rooted in struggle and driven by passion.

interviews alpana lath sawai

& urvashi jadhav
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BHAGWANJI M. PATEL
Partner, Lotus Group India

The Journey 
I am from a farmer’s family in Kutch in Gujarat 
and although I did not do any farming myself, my 
parents did. I would take the cows to graze and cut 
grass for fodder and before my parents returned 
home in the evening, I would start cooking some 
khichdi on the stove.

I was 14 years old when I came to Bombay in 
1982. I had just finished my ninth standard 
and the summer holidays had begun. A family 
acquaintance had come to Bombay and set up a 
business and told my parents that he would take 
me to the ‘big city’ to get some work experience. 
The usual format was that he would pay for my 
ticket and I would work for six months for free, 
doing whatever was required, be it sweeping the 
floor or cleaning the shop. A salary of any kind 
would begin only after Diwali.

I worked in a hardware shop in Colaba for a year 
and a half and my salary was Rs 40. Food was from 
the “seth’s” family and I slept right outside the 
shop, on the footpath. Then I came to Bandra. We 
were four brothers and we rented a grocery shop 
in Bandra that we ran together. Then we started 
another shop in Andheri and then moved to 
plywood. We managed to save quite a bit because 
we were just four brothers and had no expenses.
At this point we had the grocery store in Pali Hill 
and a stationery store in Andheri, right opposite 
a school. Then, I bought another shop to start 
hardware and ceramics. One day, a person who 
came to our shop to install a Sintex water tank 
brought a thin sheet of plywood along with him. 
He charged me a big amount for it. I thought that 
if such a thin sheet was so expensive, then how 

much would a larger quantity cost? What would 
the turnover be? The answer was simple. The result 
was a new business in the ply industry. We started 
with one truck. I worked so hard and if you work 
hard, you obviously get results. Eventually, when 
the earnings from that began, we added imports, 
cement and construction to our portfolio.

Challenges 
The challenge arose when the Government of 
India banned wood felling in 1996 and the market 
crashed. Trade came to a standstill. The test was in 
bringing wood from all over the country. So, I went 
to Assam and brought plywood from there. Now 
we get Eucalyptus and Poplar from Yamuna Nagar.

The approach
Our product doesn’t have a lifetime promise but is 
durable. It can be said that growth has its roots in 
thought and action. I see every day as a challenge. 
I am now handling our construction business. I 
miss wood, of course, but one should not have 
one’s feet in two boats otherwise both get sunk.
There were so many sacrifices along the way; you 
cannot do anything without sacrifice. But I did not 
do anything under pressure, I did not sacrifice my 
principles. I maintained relations with people, I 
did not rob any one. I have the same relations with 
people that I had 20 years ago. You have to walk 
an ethical line and if you do that, you will not be 
unsuccessful. Old relationships still go a long way.
I learned everything. The market, the value of 
a human being, all of it. I have seen everything 
– I have come from a footpath to a shop to a 
wholesale to plywood to retail to manufacturing  
to construction.

MARKET SPEAK



Director, Surface Dekor (I) Pvt. Ltd.

The journey 
It has been 25 years since I started this 
company. Just three years in to the plywood 
business, in 1998, we brought about the 
biggest change by getting into laminates. 
Both our sourcing and manufacturing are 
done from and in India.

The challenges 
Every day is a competition in this field. 
The nature of our industry is that it is 
unorganized and so working in such a 
sector is a challenge and quite often, we 
are affected by things that are out of our 
control. For instance, during the 2006 
Mumbai rains, many in our industry 
thought about shutting down their business 
because all the material was damaged and 
the valuation for that became zero.

The distinctiveness 
Even with younger generations taking over 
this business, our product stands out in 
terms of design and quality. It is a long-
lasting, economical product. 

Industry health 
To improve overall industry health, we are 
trying to do our part by organizing our 
business. If the industry gets organized, 
then the overall trade will be smooth.

HASMUKH SHAH
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ASHOK CHHEDA
Owner, Chheda International Pvt. Ltd.

The Journey 
The journey started when a friend from 
USA wanted to get some veneer work 
done. Looking at the different types of 
wooden panels in my friend’s factory gave 
me the idea to manufacture veneer from 
waste products. That is how the brand 
Space One started, a showroom space 
for clients to come and see the product. 
Three grades of products are available in 
the market, but we promise and pledge to 
sell only A-rated products that have a life 
span of seven years.

Challenges 
I was the first person in my family to 
get into this business. Naturally, I faced 
challenges while establishing the brand. 
In the initial days, we talked to all the 
big shots of the industry who happily 
agreed to purchase our line of products. 
But when we bought the material and 
made our product, no one bought 
anything from us. Rejection turned into 
inspiration for us. A trip to Germany 
changed things for the company: one of 
our suppliers made a sheet which won 
the Red Dot Design Award for the theme 

at Interzum in 2009. Today, we are the 
only manufacturers of charcoal veneer. 
We also produce metallic veneer, which 
is a trending products. We source raw 
material from Europe, USA and some 
Indian companies as well.

The competition
With increase in percentage of purchase 
from China, quality has become a 
question nowadays. We maintain quality 
but it is becoming difficult for good 
quality products to compete with cheaper 
products. 

The solution 
Perhaps, a program for dealers to provide 
knowledge about quality and gradation 
of products would be helpful. There is a 
need to pay attention to purchase in order 
to improve quality of sales. When dealers 
understand quality, only then will they 
sell products which are of the best quality 
and also durable. Good knowledge opens 
doors for a better business community 
and offers a unique opportunity for a 
dealer/retailer to present responsibly to 
the customer/client. 

MARKET SPEAK



Director, Turakhia Overseas Private Limited (TOPL)

Innovative applications
At Turakhia Overseas Private Limited (TOPL), the aim 
is to continuously develop products that allow veneers 
to be used in applications not previously thought of. 
TOPL, known under the brand name ‘Natural Veneers 
by Turakhia’, is a pioneering manufacturer of natural 
decorative veneers since 1992 and it is the only fully-
equipped company in India which has an integrated 
manufacturing set-up for decorative veneer processing 
from round logs.

The beginning
The company was started by my father. Veneer was an 
architectural product for us, so we decided to import 
veneer to India, something which no other company had 
done. We were the first company in India to import wood 
from Italy. We eventually started imports from all over the 
world. Now, our 25-year-old veneer company has ventured 
into manufacturing and also undertakes projects directly 
from the client as well.

Market graph
My mind was set: I had wanted to get into the family 
business since the age of 17. Earlier, no one knew what 
veneer was, so we actually educated people about the 
product, its use, its thickness. It was only after five years 
that the basics became clear. There is a huge difference 
in the market of the past and the present. The market 
today has become competitive and the quality products 
have decreased. The demand for long-lasting products has 
fallen because people want interior changes every two to 
three years. 

The future
We take pride in the quality and uniqueness of our 
product. But now I want to see a change in the industry 
where veneer is not used only on 3.5 mm of plywood but 
has other options as well.

CHINTAN TURAKHIA
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RAJIV AGARWAL
MEHUL AGARWAL

Directors, Dolby Mica
In the beginning
Mehul Shah: We have been in this industry for 25 
years. At first, we brought timber from Assam. But 
when the government banned wood-cutting in India, 
we came to Mumbai and started a plywood business. 
Then, in 2017, we started our mother brand Dolby 
Mica, which now has three retail stores in Mumbai 
and a manufacturing unit in Kutch, Gujarat. We 
believe in providing quality and source only from 
Korea and China.

Challenges
Mehul Shah: Challenges in a business mean one is 
headed in the right direction. This isn’t just a business 
for us; it is our passion. The family business was 
established by my father (Rajiv Agarwal) and I have 
now joined him in supporting the dream – starting 
our own brand and unit. It’s a dream come true. 

Focus and future 
Rajiv Agarwal: Our focus is quality and we only 
commit what we can deliver. With three retail stores 
in Mumbai, we are aiming towards opening more 
display centers in the city and state. I would say it 
is not advisable to lower quality parameters in this 
industry as that can damage the individual’s future 
scope in this sector and, also, decrease the life span of 
that product. 

Mehul Shah: I want the market to be organized and 
show healthy competition.

The Trend 
WHM plates are trending these days; it a good product 
and both consumer demand and purchase are high.

MARKET SPEAK



KEYUR GAJJAR
Director, Rushil Decor

Everyday new
Laminates are fluent products; they are the 
cheapest surface solution. With new textures 
coming out everyday, there are a lot of value 
additions such as scratch resistant, unicolor (so 
you cannot see the black edge) and exterior 
surface laminate which is an old European 
concept that is now coming here.

The trend
Laminates last long so the hotel industry is 
coming back to them. Homeowners prefer 
them for kids’ rooms; a lot of people use them 
for walls. The concept of digital laminates 
has also taken off where, if you have a high 
resolution image, you can print a photo of 
Lionel Messi, for example, and stick that on to 
your bathroom door.

The Indian consumer
The Indian customers’ value of definition has 
changed. It is more fashion-oriented than 
durability-oriented.
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ATUL JINDAL
M.D., A K Lumbers Ltd

Homegrown boom
Domestic demand is high because 
of growth in furniture, interiors and 
construction markets. Further, many 
Indian industries are doing very well in 
terms of exports and, as everything is 
packed in wood, there is growth for us 
too. Ninety per cent of our raw material 
is imported. We export finished 
products too which forms 30 per cent 
of our business.

Challenges
The big challenge for us recently has 
been uncertainty in foreign currency 
-- I have seen the Rupee go from Rs 
35 to a dollar in 1998 to reach the 70s 
now. The Prime Minister has targeted 
doubling farmer’s incomes by 2022. 
For this to be done, farmers must be 
freed from the laws that bind them to 
agro-forestry. Farmers must be free to 
grow whatever they want to grow. And, 
free to sell it anywhere in the country. I 
have shared this with Niti Aayog as well 
-- Agro Forestry must be separate from 
the Forest Department. If the Prime 
Minister wants to increase farmers’ 
incomes, he has to look into this.

Advantage India
China’s deteriorating relationship with 
the US can be advantageous to us. 
There is a chance to increase export of 
timber-related products. This can help 
industry growth and with it, provide 
large-scale employment and reduce the 
import-export trade deficit. Demand 
in the domestic market is huge but 
worldwide, we stand nowhere. At the 
time of Independence, India had a 
54 per cent share in the world export 
market; today it is just one per cent 
while our population is more than 
20 per cent of the world. The timber 
industry needs to be re-evaluated and 
it needs incentives to grow.

Lack of a lobby
There is a huge gap between policy 
and trade. This is because of lack of 
communication between the trade 
associations and the government. Other 
materials like cement, steel and plastic 
are able to get their policies passed 
while ours sit in files. The government 
should have a 15 or 30-day ceiling to 
address issues.

MARKET SPEAK



VINAY BHANDARI
Director, Siddhi Veneers

Playing monopoly
The market is growing and I love decoratives. We import 
PVC laminates and charcoals from Laos. Rang is our 
unique brand, we have chosen a different way of doing 
business and that is how we hope to stand out. While 
98 per cent of the industry is from Mumbai and Delhi 
and one per cent from Chennai, I am the only one in 
Hyderabad. I distribute through more than a thousand 
dealers in Hyderabad alone. I started this a year and a 
half back. 

Unique strategy
My work module is different. My laminates are only 
available through my dealers and there is only one 
dealer per state. My own display sheets are also from my 
distributors. I know everything about this business; it is 
in my blood. I know what my consumers want, I know 
what my dealers and distributors want, they all want 
innovation and design.

Market change
Tier 1 purchasers now source directly from factories, 
bypassing all dealers and distributors. Tier 2 will shift 
too but I will get to them first. That is where I am 
aiming at. Importers used to sell only to Tier 1 dealers 
and everyone had a good margin. Meanwhile, Tier 2 
dealers were starving for materials – that is the market 
I am aiming for. For any business, you have to do either 
forward integration through showrooms or backward 
integration through factories; I may do a bit of both.

USP
The deal with this market is that you have to be 
innovative and that will get you acceptance and respect 
even if it does not sell. You want to see architects asking, 
‘What is this?’ Of course I know I can sell ordinary 
designs and make that my cushion, but that is not my 
cheat code. See, I have my airbags anyway – my family 
business is the cushion. My USP is: We will make sure 
you live beautifully.
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VIKAS AGARWAL
Director, Salasar Laminates

Premium quality
Many manufacturers have started mixing urea into 
bonding agents – urea fumes are toxic. May be it 
is okay up to a point but beyond that it is harmful. 
But the customer does not understand or care 
-- there is little market awareness. My company 
does not use urea at all. Our wrapping paper 
clearly states: urea-free laminates. That is my USP: 
premium quality laminate that is urea-free and 
phenol-bonded.

The big picture
Over all I do not see as rosy a picture as some 
claim. We have intense competition from MDF and 
particle boards which are much more economical. 
Especially, prelaminated MDFs are a competition to 
laminates. Manufacturing is growing at six per cent 
while demand – which was expected to be at 10 per 
cent – is at three per cent.

Competition now
Laminates is one of the toughest markets. The 
big companies who make furniture work fast 
and finish the job immediately. Smaller laminate 
retailers find it expensive to procure carpenters 
and no one has the patience to wait six to eight 
months for furniture. There is definitely a project-
based demand which is high and there is a bigger 
part of India where MDF and particle boards have 
not reached. So factories are shutting down and 
factories are opening up and business goes on.

MARKET SPEAK



Director, Evowood

India vs World
Evowood imports walnut wood from North America. 
We also import from Germany, New Zealand and 
Canada. Canada is the largest exporter of wood in the 
world, yet it has a zero deforestation rate. In India, on 
the other hand, a lot of wood is still illegally felled by 
deforestation in places like Kashmir, North-East, Punjab 
and some other states in the north. 

Origin story
Five generations of Marwah family have been in this 
industry; we used to lease forests in Himachal Pradesh 
when wood harvestation was allowed. Now, CPT/
Nagpur teak wood is the only legally available wood 
through various government auctions. 
Our specialty is technology that has helped in joining 
wood pieces seamlessly, to produce strong sheets. This 
is wood that is creative and durable. The life of these 
products is generational. 

Challenges of traditional wood 
Maintenance is an issue and wood often gets cracks 
and splits. People do not know how to treat it right 
and neither do they have the capacity to understand or 
recognize the right quality of wood. Most carpenters are 
not educated enough to work with all types of wood.

A lot of people go for veneers these days as they are 
cheaper than wood. Veneers cost Rs 60 to 70 per sq ft, 
whereas Evowood timber costs Rs 150 to 800 per sq ft 
but is superior to veneers.

People’s purchasing capacity is higher in Mumbai, 
Gujarat and southern India where people are especially 
passionate about wood. There are a total of six species 
of wood available in EvoWood: pine, ash, white 
ash, walnut, white walnut, Burma teak. In terms of 
competition with other materials, the cement market is 
stronger because the timber market is still unorganized.

AVIJIT MARWAH
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Co-founder, Evolve Interiors And
Exteriors Solutions LLP

Going niche
We source raw material from 
countries like Italy, Australia, USA etc 
to design special finishes and textures 
which defines the manufacturing 
side of our business. We are a niche 
market player; keeping inventory is 
not viable since it’s an extremely high 
involvement product.

New rules
GST has streamlined our processes 
and documentation. Since a sizable 
chunk of our business comes from 
outside Mumbai, transportation has 
been eased. The E-way bill has been 
a welcome move. Profit margins have 
been stable for us. 

Owing to digitalization, import 
processes have been streamlined and 
are swifter. Further, on the taxation 
front, GST tax credit can be claimed.

The Indian market
The general perception is that India 
is a price sensitive market; however 
we believe there’s a substantial 
market awaiting quality products, 
better designs, and newer materials. 
The Indian consumer is more of 
a Value Seeker than being Price 
Sensitive. The market is rapidly 
evolving – in terms of tastes, 
patterns, designs, technology etc.

Raising awareness 
It’s about educating the consumer 
on designs, application, usage, 
maintenance rather than playing 
a price game. Profitability is highly 

product-driven; for a brand like us 
with a multitude of offerings, the 
most profitable and fast moving is 
a range of ready-to-install sheets 
available in a range of textured metal 
finishes and concrete finishes.
 
Competition is growing in the market 
which, to an extent, also enhances 
consumer readiness. Since we are a 
surface decor company, we generally 
face comparison to alternatives 
like paints, tiles, wall claddings etc. 
However, the competition landscape 
is diverse and versatile. To tackle 
such competition, educating the 
designer/ consumer about our 
materials sets us apart.
 
We see a lot of organic growth 
because these kinds of finishes are 
novel to the market. Our growth 
strategy is more market penetration 
and less market development. In the 
last few months, we have charted 
out our strategies to be present in 
different geographies. We segment 
the markets as per their potential in 
terms of disposable income, type of 
housing etc – which is a balance of 
Tier 1 and 2.
 
For years, the industry has been 
running on unskilled labor. This is 
headed for a change with the advent 
of international brands. The larger 
worry for the industry is attrition. 
To ensure consistency in skill and 
output, it’s essential to develop some 
sense of accountability in teams.

KRISHIKA SHAH

MARKET SPEAK



Senior Vice President,
Reliance Industries Ltd. (Relwood)

The Emphasis
Our focus is businesses based on new materials 
and new technologies. We have one area of 
new materials and composites. Another is 3D 
printing and the latest technologies that can 
provide some unique features.

Profitability Perspective
There has to be an element of sustainability. 
You have to have a perspective that this 
element will provide a feature that will help 
preserve resources or use less resources, 
like Rel Wood, a material which is a natural 
fiber composite. This material which looks 
and feels like wood but there is zero wood. 
It also has some attributes which are better 
than wood in some cases. For example, zero 
water problem: you can leave it outside for 
years and nothing will happen; non-termite 
problem, fire retardant properties, excellent 
weather ability, which means even if you 
leave it outside for about 50 years, the core 
material will not rot. People appreciate that 
this it is thermo-formable so you get curvy-
linear structures without any worry. You 
just need to some simple, thermo-forming 
steps and you get beautiful designs. This 
gives architects design flexibility which is an 
important aspect of sustainability.
Another aspect is its light weight, which 
makes it energy-saving. With India being so 
dependent on its oil imports, light-weight 
materials, especially in automotive areas and 
also in our buildings, makes them energy 
efficient. That is the theme of our new 
businesses. The third aspect is materials that 
extend the life of existing infrastructure. This 
means refurbishing old infrastructures and 
using new age materials like carbon.
We have launched new technologies. Sixty-
seventy-year-old bridges can be completely 
reinforced with carbon wrapping. While it 
is available in the market in some places, 
our approach is to change the dynamics and 
make it available locally which will bring 
costs down.

Prior to that, I had my own business of 
lithium battery technology which provided 
innovative solutions to battle the power 
shortage in India. My passion is to use 
technology to build new products and 
commercialize them. Before that, I was in 
Dow Chemicals for over 20 years both in 
India and abroad.

Market Acceptance
Yes. It is a unique product that meets a 
critical need. It will create a new segment 
and address a key need for a product that is 
water proof, termite proof, has a long life, is 
aspirational and feels like wood. This new 
material is also a polymer component but we 
have made it to look and feel like wood. So, 
the acceptance is there. The market is very 
large; India is going to grow significantly for 
the next several decades. 

India is our primary market but, right now, 
we are having far greater interest from our 
foreign customers. About 80 per cent is being 
exported primarily to Europe but our primary 
drive is to provide it to the Indian market. We 
are focusing heavily on setting that up which 
means setting up an ecosystem of people 
who know how to use it – what of material 
or glue you need, how do you put it together 
– be that a designer or a carpenter. It is 
similar to how you work with wood but our 
intervention helps them appreciate it better.

Wood vs. Relwood
When we show it to people, they ask what 
type of wood it is. When we tell them it is 
zero wood, they are delighted because they 
have a product which looks and feels like 
wood in their mind but is eco-friendly as 
well. The fact that it is eco-friendly improves 
their perception of the particular product 
in their mind. So, that is the reason we are 
showcasing it the way we do. We don’t tell 
them that it is zero wood upfront.

DR. RAMKI SUBRAMANIAN
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VIVEK TOSHNIWAL
Director, Vivek Ply and Veneers

Keep innovating
Speaking for my company, we do plywood, 
laminates and veneers, and we have seen a 
consistent growth of 20 to 25 per cent yearly – I 
am very satisfied. I have 12 years of experience 
in this sector and what distinguishes us is that 
we bring innovation every year by bringing new 
products. Veneers was the first major innovation. 
Then came laminates for which we have taken the 
distributorship for Kolkata from Royal Touche.

Ply vs other materials
Plywood is showing the fastest growth followed by 
laminates and veneers. The problem with veneers 
is that people do not know how to use veneers and 
polish them well. Also, at a retail level, veneers are 
costly to buy. So normal people think twice before 
buying veneers. With laminates, it is the reverse. 
The market demanded that we do something new 
so we got into veneers as there are no big players 
in Kolkata. We made lots of product and pricing 
blunders in the first few months but that is part of 
the game. 

Trending laminates
Charcoal sheets, PVC laminates, foam board 
laminates, high gloss. They are pretty expensive but 
the finished product is very eye-catching. Our USP is 
our quality and pricing.

MARKET SPEAK



CEO, Liaison & Marketing, Decorative Laminates

Keeping up with demand
The market is booming. There is always 
huge potential for all these products. 
People want everything to look expensive 
so they use veneer. We also manufacture 
plywood and composite boards. These 
have long durability for modular furniture. 
Everything is under the Peacock brand.

Our company does things differently. We 
do not deal with dealers, we go to the end 
user, architects and interior designers, 
directly and don’t have marketing 
brochures as we have been in the market 
for the last 50 years. Infosys has been our 
client for 40 years, Wipro too. But we don’t 
advertise because our factories cannot 
cope with extra demand; to grow, we will 
have to build new ones and there is no 
infrastructure.

Making in India
We are building a trade association 
to lobby for ourselves with the Indian 
Government. We have no representation 
right now. Taxation is the biggest issue. 
Though GST has brought the tax down to 
18 per cent, we also have to pay a high 
import duty of seven per cent. We want 
to give masses local products, made in 
India. But instead of being encouraged 
by the Government, we find ourselves on 
our own. The furniture and wood industry 
pays Rs 70,000 crore as taxes between the 
regulated and unregulated market. We 
are not getting a paisa of it back. We are a 
tax-paying company. Our employees have 
been with us for 40 years. But we don’t 
even get water from the city -- we use 
groundwater.

AMIR ABBAS VAGH

A proper study must be done to see 
how to regulate such an unstructured 
industry. You have to take small steps 
every year, as it is very difficult to 
understand. No body knows what 
the rules are -- we belong to so many 
departments in the Government, if one 
state allows felling of trees for wood, 
the next one doesn’t. So we grow and 
cut in one state, process in another. 

Indian-made products are the best, 
why should we not use them? I have 
seen people who buy from China 
and then their structure starts to fall 
apart and then they come to us. Small 
factories are the backbone of the 
country. The market is huge - it can take 
India to a world class level. 

Root of the matter
We have developed a fast-growing 
tree which can be harvested every 12 
years. The trees are born in a test tube 
so we can control their growth. But 
we have to import timber additionally 
because demand is very high. 

We make furniture with the test tube 
trees. Many farmers are being helped 
because of this innovation and use 
this as a boundary for their land. The 
fruit is used as a natural pesticide; 
there is a lot of saving. They have tied 
up with the Karnataka Department 
to get technical know-how and get a 
thousand rupees just to grow this tree. 
This changes the farmer’s life as  they 
now have a choice, they become self-
reliant. 
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LOOK 
BEYOND

YOUR 
EXPECTATION,

AND 
GET IT 

AT SKYLAND

JMC PLYWOOD
Mfrs. of: Plywood & Block Board

Vill. Mansurpur, Near Hotel RC Plaza, Atti Gate, NH-1, Goraya - 144418, Distt. Jalandhar (PB)
Mob.: +91-96467 22222, 9815387550, 1826239550  Email: jmcplywood@yahoo.com



INSP I R ING  INTER IORS  

Importers of Designer Wallcoverings & Interior Products 

SJ  ENTERPRISES 

Driven by design, SJ Enterprises has become one of  leading solution of 
innovative wallcoverings and now offers a  curated selection of customised 
wallcoverings as well. . Led by Founders Jasdeep Singh and Sunny Amesar. 
SJ's Design Studio carries on the legacy, developing unique and creative 
solutions for the vertical plane. 

LONG LIFE 
 
All our wallpapers are made using PVF, giving the material 
high durability, and an eternal freshness. 
 
WASHABLE 
 
If you have our washable wallpapers, you don’t have to worry 
about spills and smudges causing stains on your walls. Coated 
with vinyl and treated to repel dust, 
 
HYGIENIC 
 
The PVF in our wallpapers repels dust and moisture, so that 
your home always offers a breath of fresh air, and a sight for 
sore eyes. 
 
FIRE RESISTANT 
 
 The vinyl coating on our wallpapers prevents the fire from 
spreading - it might sear or char, but the fire will not spread 
onto the rest of the house. 
 
 

YOUR  STORY  
YOUR  WALLS  
WE  DES IGN  

Why SJ? 

 
Reach us 

+91 98191 42488   +91 99209 14894 
sjwallcoverings@gmail.com  

Khalsa Compound, Industrial Area Road, Bhandup W, Mumbai 400078 
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A STITCH IN TIME
Gujarat

Design brief and aim: To work in an 
oasis of comfort in contrast to the hustle 
and bustle of the mill around.

How this was accomplished: A smaller 
administrative facility of 1,500 sq ft adds 
a rustic contrast to the contemporary 
style. The ground floor office has three 
sections; the first is an open area 
featuring a strong façade in vertical 
concrete and timber. The second section 
has cabins on one side and a lounge on 
the other with PU coatings. An executive 
space forms the third section.

Material palette: The entrance lobby is 
encased in vertical timber with concrete 
and finished with a metal clad door 
and glazed cabin partitions. Concrete 
flooring, wall textures and lamination 
in contemporary finishes on bespoke 
furniture complement the overall 
scheme. Low-key lighting in the executive 
area punctuated with art frames and 
light pendants accentuate the space. 
The rounded form of the ceiling imitates 
spools of thread to add cohesion to 
the theme of the lounge. Blue, leather 
sofas and an executive table with facets 
of timber and ply with lamination 
and leather on the side, complete the 
material palette.

Happily ever after: The ambience 
completes the story of a clean and 
clutter-free environment.

BALDIWALA ASSOCIATES, MUMBAI

text M+ WriteTank

This section looks at the materials supplied by our industry members. At work in the 
interiors, the products are made through the creativity of architects and designers. 
They give new life and empower the materials themselves as they populate the 
interiors of homes, offices, retail spaces, hotels and institutions.
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AIS GLASS VILLA
Goa

TARUN TAHILIANI DESIGN HOUSE, MUMBAI

Design brief and aim: To build 
a unique villa around a cluster 
of existing, mature trees.

How this was accomplished: 
The two levels of the AIS (Asahi 
India Glass) villa have a built-up 
area of 6,628 sq ft with four 
bedrooms, including a master 
bedroom with an en-suite bath. 
The main features of the living 
room are the double-height 
ceiling, sunken seating pit and 
dining around a cluster of trees 
almost at the level of the water. 
The dining room also includes 
a game corner built around the 
smaller courtyard.

Green aspects: Energy-efficient 
AIS glass products are used for 
facades. Thus, UV radiation 
is reduced, dust eliminated 
from entering the interiors and 
outside noise reduced by up to 
42 decibels.

Material palette: The palette 
maintains glass as the hero of 
the story.

Happily ever after: The villa 
gives a tranquil and a serene 
experience.
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BLACK RHINO ACADEMY
FOUNDATION

Design brief and aim: To 
provide a visual and experiential 
environment that promotes a 
joyful and innovative learning 
experience.

How this was accomplished: 
The international boarding school 
offering primary and secondary 
education is situated on a hilly site 
and surrounded by rich, natural 
vegetation and abundant wildlife. 
The campus is carefully planned 
and located on slopes connected 
with ramps to provide access for 
disabled persons.

The campus master plan is 
inspired by a planning principle 
vested in the region for millennia 
– the Iraqw/Maasai Boma 
settlements. The school program, 
its schedule and activities are 

divided into three clusters or 
‘islands’, among which ‘Live 
Island’ is located in the most 
environmentally-attractive location 
on site. ‘Learn Island’ consists 
of classroom blocks situated in 
a grid on the sloping landscape, 
whereas ‘Play Island’ includes a 
sports field and is located upon 
the only flat area of the site. A 
pathway, creating a safe yet open 
environment protected from the 
wildlife, connects all three clusters.

Material palette: Earth bricks are 
used to create a series of catenary 
arches in their natural positions.

Happily ever after: Children 
get the opportunity to explore 
the landscape and live their 
imagination while gaining 
innovative, learning experiences.

NLÉ, AMSTERDAM, NETHERLANDS

Tanzania
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BRICK BY BRICK

material at work

Pune
STUDIO INFINITY, PUNE

Design brief and aim: To imbue unique 
aesthetics into this large front office.

How this was accomplished: The office 
is spread across a three-story, mixed-use 
building which has a residential apartment 
on the top floor. The double-height tree 
court overwhelms the reception’s waiting 
zone and a series of courts have been 
introduced to break away from the tight 
nature of space.

Since structural and service grids were the 
major constraints to space planning, user 
and visitor spaces have been segregated. 
Separate entries are defined for office staff 
and visitors. Also, a forecourt – a transition 
space between the first floor office and the 
ground floor entry – was provided. The 
first floor forms a semi-private area while 
the second acts as private space for the 
advocates.

Green aspects: Textures, colors, greenery 
and materials were chosen to create a 
harmonious, formal space and effort was 
taken to maintain a visual connect with the 
adjoining street.

Material palette: The material palette is 
kept earthen. Integrated use of traditional 
Gond art and handcrafted elements in wood 
and copper define the design vocabulary.

Happily ever after: Visitors get a subtle 
sense of relief from high levels of stress.



Material at work

88

THE CLINIC
Vadodara

Design brief and aim: To create a new 
interior environment for the wellness center.

How this was accomplished: The center 
is built upon a 915 sq ft area while fully 
exploring the space’s functionality. The 
space consists of four main areas: entrance, 
doctor’s cabin, two examination halls and 
two assistants’ cabins. Floor graphics guide 
the client in direction for the waiting area.

Material palette: The back panel of the 
waiting room has a traditional Jali pattern 
and is repeated onto the glass as a vinyl to 
provide uniform detailing. The mirror also 
marks its presence by providing an illusion 
to the volume of the space by making it look 
bigger. The base materials and finishes are in 
earthy, uniform and comforting tones.

Happily ever after: The entire area 
connects with people and spreads warmth 
and caring.

TEJAS PATEL AND ASSOCIATES, GUJARAT
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DAILY DESHONNATI
Akola

RITU & ASSOCIATES, NAGPUR
Design brief and aim: To shape a smart space 
where utility and adaptability are the most 
prominent design aspects.

How this was accomplished: The office has 
a neutral color scheme with a stripped-down 
industrial style. Colorful, eclectic decor and 
mid-century modern furnishings have been 
used to add a distinct aura to the space. 
Exposed brick walls and simple, industrial style 
lighting enhances the look. Classic, industrial 
style pendants and natural ventilation give a 
functional and pleasing ambience.

Material palette: Exposed brick and metal 
accent fixtures reinforce the industrial feel.

Happily ever after: The space conveys an 
exceptional, exclusive feeling.

MARKET AT WORK
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ECLECTIC HOME
Vadodara

Design brief and aim: To maximize the 
volume of this unique home.

How this was accomplished: The house 
is a combination of two units that use an 
array of beams to lay a continuous grid 
across, thus maximizing space volume. 
The main design feature is the brick lining 
a patterned terrazzo floor which extends 
out in to the open balconies in different 
material while maintaining a similar 
grid. The ceiling structure, brick walls 
and the floor provide a background for 
virtually any kind of arrangement. All the 
bedrooms are distinct in nature but at the 
same time the perimeter brick wall and 
the ceiling beams keeps the theme intact.

Material palette:
Open brick walls, terrazzo and broad 
wooden beams make up the main 
material palette.

Happily ever after: As one enters 
the home, the entire space opens up 
expansively.

STUDIO VISTARA, VADODARA
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FDDI (FOOTWEAR DESIGN & DEVELOPMENT INSTITUTE)
Ankleshwar

VYOM ARCHITECTS, NEW DELHI

Design brief and aim: To fashion an 
environment of constant learning, 
experimentation and wisdom.

How this was accomplished: A sunken, 
central, landscaped courtyard is used to craft 
interactive spaces with a bridge designed to 
pass through the courtyard and connect the 
drop-off area to the main block. The use of 
elevation frames, stone cladding and glass 
ensure optimum daytime lighting while 
enhancing the quality of internal space. Robust 
elements such as feature walls cladded with 
ACP panels frame site edges. The façade exudes 
a unique character.

Green aspects: Integrated landscape design 
with the use of local trees, minimum road 
area and sunken courtyard help to create a 
favorable micro climate. Naturally-ventilated 
circulation spaces within the building leave 
minimal room for artificial means of heating 
and cooling. A high-performance DGU and an 
STP have been installed to recycle water for 
irrigation and flushing. Gwalior stone and red 
sandstone cladding reduces the heat ingress.

Material palette:
Gwalior stone and red sandstone cladding and 
glass make up the material palette

Happily ever after: The space exhibits 
pleasing openness.

photos : yatinder kumar

MARKET AT WORK
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FDDI (FOOTWEAR DESIGN 
& DEVELOPMENT INSTITUTE)
Hyderabad

Design brief and aim: To conceptualize 
the site as a contemporary interpretation of 
the old palaces of the Nizams.

How this was accomplished: The shape 
of the site lends itself to being naturally 
segregated into public and private zones. 
The entry porch is accessed from under the 
auditorium which stands on two Y-shaped 
columns. The main block has been 
designed to accommodate the academic 
and administrative sections which are 
designed and oriented so as to allow for 
adequate lighting and minimum glare 
inside. Internal courtyards are crafted to 
create a micro climate that is suited to 
Hyderabad’s conditions.

VYOM ARCHITECTS, NEW DELHI

photos : yatinder kumar

Material palette: A selection of colors 
and materials and the extensive use of 
Jali, Gwalior stone and sandstone cladding 
form interesting architectural elements.

How green was my project : Existing soil 
has been disturbed minimally and local 
materials have been extensively used.

Happily ever after: The flawless 
incorporation of traditional details with 
modern construction techniques imparts 
a dignified look to the structure while 
creating a healthy environment.
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THE FERN GIR FOREST RESORT
Gujarat

DOOR STEP INTERIORS, RAJKOT, GUJARAT

Design brief and aim: To sculpt a 
space that blends with its natural, 
wild surroundings.

How this was accomplished: The 
resort derives inspiration from a 
local design style that responds 
sensitively to the area’s hot summers 
and chilly winters. The children’s 
area is made of raw jungle material. 
Tents are built in a 340 sq ft space 
and equipped with all amenities. 
A winter cottage forms the largest 
area. Freestanding fern villas are set 
in private gardens across 470 sq ft. 
They consist of a private verandah 
with wooden and iron furniture.

Material palette: Local teak wood, 
plywood, Nilgiri, rattan, bamboo 
and laminates give a warm touch to 
the space. Ceramic tiles used in the 
reception area resemble stone flooring.

How green is my project: The 
use of bamboo as a predominant 
material and a small windmill to 
extract underground water makes 
the structure eco-friendly. Ayurvedic 
plantations at the entrance route 
enhance the natural environment.

Happily ever after: To be in the 
jungle and yet in the privacy of one’s 
own space sets this resort apart.

MARKET AT WORK
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Design brief and aim: To craft a durable 
and friendly space through creative thinking, 
a spirit of devotion and care for nature.

How this was accomplished: Designed 
without functional constraints, the building 
not only meets the temporary need of a 
marketing team but also has potential 
for a wide range of other possible uses. 
All necessary service spaces with spatial 
restrictions such as staircase and bathroom 
are turned into basic modules in accordance 
with ergonomics.
Ensuring standardization and 
modularization of units, the whole building 
is divided into several primary units, further 
split into various standard components 
which were assembled in a unified manner. 
A set of standard and simple approaches 
for assembling were established to 
accelerate the construction and installation 

process. All wooden column units are 
interlinked through bolting steel connection 
components. Relevant work ranging from 
installation of indoor furniture and air 
conditioning to wiring systems are carried 
out in a coordinated way. Tiles are laid 
on the ground floor using cement mortar 
whereas bolts connect all other parts.

Material palette: Wooden column units 
and steel bolting components form the main 
materials.

How green was my project : All 
components of the building can be perfectly 
dismounted, installed, moved and reused 
for other constructions.

Happily ever after: The building is called 
‘universal’ space but, more importantly, it is 
a ‘universally-used space’.

LUO STUDIO, HEBEI PROVINCE, CHINA

LONGFU LIFE EXPERIENCE 
CENTER CHINA
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THE LOTUS
HUBLI

DH&A STUDIO, HUBLI

Design brief and aim: To design an open 
work space that allows free interaction.

How this was accomplished: The concept 
evolves from three aspects: scope for 
interaction with open planning, breaking the 
monotony of the space with the abstract angle 
of the partition walls and combining rawness 
with nature.

Material palette: A bare, concrete structure 
with ceiling, columns and beams were un-
plastered and strips of pine wood have been 
used on the ceiling and as partition to bring 
in a rich tone to the interior. The flooring in 
the lobby, cabin and first floor studio space is 
of vitrified tile in concrete finish. The ground 
floor studio is in vitrified strips of wood-finish 
tiles. Windows and doors are in mixed use of 
pine wood and UPVC.

Happily ever after: An internal landscape 
pocket holds the theme together with light 
slits in the ceiling bringing in natural light.

MARKET AT WORK
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Cava Anthracite: by Lioli Ceramica  
A charcoal-grey, textured-matte finish, porcelain 

slab that is a perfect combination of minimal design 
and durability. It is scratch-free, heat-resistant, easy 

to maintain and clean, and chemical-resistant. 
Manufactured in two different thicknesses, it is ideal 

for countertops, large flooring and wall areas.
 

Price: On request 
Website: www.lioliceramica.com

Herringbone Design: by Xylos
Originating from the idea of symmetrical bones of the 

herring fish found in the waters of Sweden, this premium 
range of random width planks has an exclusivity of three 

different widths of wood, with a thickness of 12mm which 
is unique and desirable in the industry. It extends into the 
smoothly bevelled “V-groove” so that it is not only hassle-
free, but also prevents dirt and moisture from seeping in. 

Price: On request 
Website:www.xylosindia.com

Porcelain Tiles: Kalesinterflex by
Classic Marble Company 

Pearl white, matte finished, flexible porcelain tile for 
curved building facades is available in thicknesses 

of 3mm and 5mm, and can cover concave and 
convex surfaces. The product is highly resistant to 

fire, water and dust and hence is suitable for façade 
applications in tropical climates like India. 

Price: On request 
Website: www.classicmarble.com 

Kontinua: Tiles by Casalgrande Padana
A selection of large-format, ultra-thin, lightweight, porcelain 
stoneware tiles. With 6.5 mm thickness, the dimensions have 
been devised to reduce cutting and waste to the minimum, 
and the tiles can be used for flooring, cladding, ventilated 
facades and made-to-measure furnishings. 

Price: On request 
Website: www.casalgrandepadana.com

THE LATEST PRODUCTS
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Mosaico+ JOINTED: by Fabio Luciani 

Produced in bright, luminous, artistic cathedral glass, 
thinner than other types, this artistic glass can be 

colored with full tone and plain hues or can have a 
shaded and veined appearance. 

Price: On request 
Website: www.fabioluciani.com

Koan: by Ottimo Doors
Inspired by Japanese interiors, the 

door combines the brightness of 
precious glass and metal finishes 

with the warmth of wood, creating 
a perfect cohesion of technology 

and tradition. The combination of 
vertical slats highlights the value of 

the glazed panel.

Price: On request 
Website: www.ottimo.in

Laminam’s Indoor and Outdoor
Table-Top Slabs: by Stonelam
With a mission to produce exclusively large-sized 
Porcelain slabs, each piece is created with innovative 
techniques and finesse. Bold yet simple designs of 
table top slabs impart a pristine and neat look to the 
décor while creating a sense of luxury and style.

Price: On request 
Website: : www.stonelam.in

Wallenstein: by Ventura 
International
Imparting a sensual look to interiors with 
rust and aged metal surfaces, Wallenstein 
fabricates a vintage appearance and shines 
through individual composition and design. 
The unique texture and reflective properties 
of the material create special visual effects 
and give the surface an artistic expression.

Price: On request 
Website: www.venturaindia.com

THE NEWEST INNOVATION
ONLY IN

PRODUCT WATCH
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Aston Martin comes home
Luxury British carmaker Aston Martin and 
Formitalia, makers of luxury interiors and 
accessories, collaborate to create contemporary, 
yet timeless collection of furniture which reflect 
the traditions and craftsmanship of Aston 
Martin sports cars. 
The collection is handcrafted in Italy using dark 
textured timbers with brushed brass, indulgent 
velvets, leathers and hand-woven Italian linens.  
A highlight of the collection is an elegant sofa 
created from a blend of fabric, leather, wood 
and metal and comprising a magazine rack 
in soft leather or a service table in elegant 
Canaletto walnut.

Contorno launches new surface
Contorno Interiors and Design offers Fenix surface 
kitchens under Doimo Cucine – Materia collection. 
The new material Fenix holds the promise of 
revolutionizing interior design. Ashita Parmar, 
COO, Contorno Interiors and Design, EIPL Group, 
says, “The material repels fingerprints, is soft to 
the touch, opaque and extremely durable, so 
much so that it can withstand serious knocks and 
scratches. It is highly resistant to the aggressive 
action of solvents and reagents typically used for 
household cleaning.”

Fenix is heat-resistant. If the surface has 
superficial micro-scratches, heat repairs them. The 
surface of the material is scattered with a dense 
grid of cross-polymers which can be reactivated 
by the application of heat. Fenix is also water-
repellent and hygienic due to its effective bacteria-
killing property. All of these make it a perfect 
surface when in contact with food and is very 
easy to clean. By undergoing a series of processes, 
including a multilayer coating and the use of next-
generation nanoparticles and acrylic resins, these 
are hardened and cured through an innovative 
Electron Beam Curing process.

Azores Wall Lamp and
Chandelier:
by Insidherland
The wall lamp and chandelier recreate 
pieces of a weeping willow and freeze 
a moment of contemplation. Luxuriant 
lamps made with handcrafted brass 
leaves that subtly allow the rays of 
light to pierce them and illuminate the 
surroundings as a gift of nature. 

Price: On request 
Website: www.insidherland.com

Status: Ready for mass production.
From: KTH Royal Institute of 
Technology, Sweden.
How: By removing lignin, a basic 
chemical component of wood, 
and infusing it with a transparent 
plastic polymer.
Usage: Twice as strong as 
plexiglass, in solar cells, to replace 
glass in windows and for semi-
transparent facades.

New material innovations
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The first North American-style home constructed 
using the light wood frame (LWF) method is 
now a part of the creative initiatives of Forestry 
Innovation Consulting-India (FII) to spread 
awareness and education about Canadian Wood 
and its species in the country.

The interest it has generated also prompted FII 
India to build a 2,000 sq ft house comprising 
a large living and dining area, two bedrooms, 
bathroom and outdoor decking, which was 
displayed at DelhiWood 2019.

FII India had a stall display measuring 250 sq m 
under the Canada Government pavilion. A Light 
Wood Frame (LWF) house structure covering 200 
sq m was the main highlight of the FII India 
booth with an area of 50 sq m allotted to the 
participating 05 B.C. Lumber companies for 
kiosks. FII India showcased B.C. wood species in 
various applications under key product segments 
ranging from Light Wood Frame Construction, 
Cladding, Decking, Paneling, Window & Window 
Frame, Door & Door Frame, Roof, Trusses to 
Indoor & Outdoor Furniture. 

Information was provided at the booth on 
available species and their applications as well as 
sustainable forest management practices in B.C., 
Canada through collaterals and interactive audio-
visual kiosks. “Lightwood frame building is quick, 
easy, user-friendly, beautiful and is right for 
our planet because it is made from sustainable 
wood,” says Peter Bradfield, Technical Advisor, FII 
India.

FII is aware that wooden houses are gaining 
popularity in India for resorts at beach locations 
and hill stations, and also for farmhouses and 
countryside home sites with infrastructure and 
access challenges, due to their advantage of 
being portable. They are also gaining attention 
due to their low carbon footprint.

This prompted FII to organize an LWF training for 
Indian T&G house manufacturers who liked what 
they saw at the exhibition and expressed interest 
in this method of construction. LWF construction 
is the assembly of dimensional lumber or 
engineered wood that is regularly spaced and 
fastened together with nails to create floor, wall 
and roof assemblies. The predominant method 
adopted is the very basic prefabricated tongue 
and mainly light structural lumber is used. It is 
milled from Conifers (softwood trees) such as 
spruce-pine-fir (SPF) that are sawn and machine-

planed to standard dimensions (2’x4’, 2’x6’, 
2’x8’, etc). LWF construction is light, as the name 
suggests, and allows quick construction with no 
heavy tools or equipment. It is able to adapt itself 
to any geometric shape and can be clad with a 
variety of materials.

FII India also organized a 10-day training 
program in North and South India. This hands-
on training course required participants to learn 
through action on how to build a light timber-
frame house from start to finish. The learning 
included all aspects of LWF construction from 
cutting, nailing, measuring and construction 
of the foundation and the floor, wall and roof 
framing, and bracing, using a variety of tools.

Revelations at DelhiWood 2019















www.sip-windows.in

Operations:
SALAMANDER WINDOW & DOOR SYSTEMS PRIVATE LIMITED
Gat No. 147, Shed No. 03, Village: Chakan-Mahalunge,
Tal: Khed, Dist: Pune - 410 501, India
info.india@sip.de
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SLIDING SYSTEM

SLIDING SYSTEM

SLIDING SYSTEM

THE SYSTEM OF A NEW GENERATION
evolutionDrive: 60

PERFORMANCES
/// 3 chamber profi le
/// Construction depth: 60 mm
/// The innovative design with choice of multitrack frames
 having depth of 60 mm, 74 mm, 92mm and 108 mm
/// Qualifi ed product design offers genuine sash overlap of 8 mm and
 thereby enhances safety in windy and stormy weather conditions
/// Numerous architectural elevations possible with
 the range of profi les and accessories
/// Ideal space-saving horizontal sliding options
/// Insect screen on various window types

/// 2 track
with Flyscreen

/// 3 track

/// Fixed and
slide system









One of the things we want our 
products to do is improve
people’s quality of life

One of the things we want our 
products to do is improve
people’s quality of life

Dorset Industries Pvt. Ltd.
Corp. Office: AIHP Horizon, 445, 1st Floor, Udyog Vihar Phase 5, Sector 19, Gurugram, Haryana - 122008, India
P: +91 124 4567890
Works: Bhorakalan, Binola Industrial Area, NH-8, Gurugram, Haryana - 122413, India

www.dorsetindia.com

The new premium collection 
that understands people’s 
desires.

PVD FINISH
with

Optio
HAMILTON GOLD

titanium matt
Atelier

graphite matt
Volex

chromoton
Siera

fume
Argus

gold
Krysta

satin matt
Vitra
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Hydraulic Press For
Ø Decorative Laminates

Ø Industrial Laminates

Ø Plywood - Block Board

Ø Engineered Plywood

Ø Particle Board - MDF

Ø Pre - Press - Cold Press

Ø Special Purpose Press

Ø Lab Press

www.gurukrupahydraulic.com

gewhyd@gmail.com | gurukrupahydraulic@gmail.com

Plot No. 89&90. Road No. 8, Kathwada G.I.D.C. Odhav Ring Road,
Ahmedabad - 382430, Gujarat.

+91 98250 21647   |   +91 75740 02244





MACHINE
MARKET

FELDER GROUP INDIA 
302, Western Edge 1 | Above Metro, Western Express Highway | 400066 Borivali East, Mumbai 

Tel.: +91 22 6171 4300 | www.felder-group-india.com
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PERFECT WOODWORKING
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•doors •coating •associates GROUP&



Purete, in partnership with Fusion
brings to India, The FIRST ever UV Coating machine 
suitable for grooved  profile surfaces. This 
futuristic  machine can do coating on any 
surface - ranging from traditional wood, 
melamine, veneer to glass, fibre cement, marble, 
metal, ceramics, PVC  HPL.  

Contact : +91 - 9811008419, 9811194210  

amit@fusiongroupindia.com

ab@fusiongroupindia.com

fusiongroupindia.com

puretegroup.com

•doors •coating •associates GROUP
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