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think I'm ageing faster than

wine,” says Kapil Sekhri, the

chief executive officer of

Fratelli Wines Pvt. Ltd. “Tam 42

yearsold butIfeellike 50.” Sek-
hrisays he would not have entered the
wine businessifhe had known what it
entailed. “It's just so damn difficult;
requires too much patience and a lot of
capital.”

Andwhen Fratellistarted in 2007, “it
wasn't my money, it was my family’s”.
Sothere werealot of nervous moments,
and many close calls, some too close for
comfort.

Today, of course, Fratelliis India’s
second-most widely distributed wine,
after Sula. In fiscal 2017, sales stood at
172,000 9-litre cases in terms of volume
and Rs65 crore in terms of value. Inthe
current fiscal, Sekhrisays, the target is
to grow 40% in volume and 50% in
value from the last fiscal.

‘Winemaking isa capital-intensive
business. Right from picking the correct
variety of grapes and managing differ-
ent parts of the manufacturing process,
to dealing with the bottlenecks in the
distribution and supply chain, the busi-
ness requires continuous capital inflow
and anever-endingreserve of patience,
orpatient capital, as Sekhri calls it.

So it makes sense when he says that
the company is not in the “five- or
10-year game™. “If you look at wine fami-
lies in the West, the business goes from
onegeneration to the other. Look at
JCB. for instance,” says Sekhri. “That’s
the kind of long haul we have i
In 2015, Fratelli forged a partnership
with Jean-Charles Boisset, or JCB (a sec-
ond-generation winemakerand presi-
dent of Boisset Collection, one of the
biggest French winemaking groups), to
import some of its labels into India. It
also imports about 40 other brands,
including Fortant and Mullineux.
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Arjunsinh Mohite-Patil; Andrea and
Alessio Secci, long-time business part-
ners of Sekhri’s father—and Tuscan
winemaker Piero Masi came together to
“create awine of international standard
using centuries-long Italian wine-mak-
ing traditions from grapes that are
growninIndia”.

Theidea came to Sekhriin 2006,
when he was vacationing in Italy with
his wife, and was fuelled by a love for the
drinkand a nagging entrepreneurial
instinct.

“When you have seen your father
starting a business from scratch and still
goingat it about four decades later, you
get that relentless urge to do something
new,” says Sekhri,

During theItaly trip, the couple met
the Seccibrothers in Tuscany over din-
ner. “They expressed their willingness
tostarta business venture in India and
around that time, Iwanted to do some-
thing different. And we allloved wine,”
recalls Sekhri.

It helped that this was a time when
the wine industry was growing at about
30%annually in Indiaand that the Sek-
hri family had experience in agro-proc-
eseng.

o things were falling into place,”
says Sekhri. “The Seccis invited me to
meet Piero Masi, who is considered one
ofthe best viticulturists and winemak-
ers from Tuscany.” Masi was persuaded
to visit India, taken around wine-pro-
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The CEO of Fratelli Wines on challenges in the wine business, the
importance of patient capital, and support from the family

2007.1In2010, the first vintage year,
Fratelli produced 30,000 litres of wine.
But they soon realized they were in
trouble.

“Theidea was to come out with
50,000 cases of premium wines and we
worked towards that plan,” says Sekhri.
“But we realized soonafter the launch
thatifwe needed to be in the premium
wine business, we needed to feed the
otherbig end of the market, which was
the sub-Rs700 market. So we had to go
back to the drawing board. We made
our cheapest wineat Rs600.”

The business plan changed, volumes
increased, and more investments were
made toscale up capacity.

They stumbled again, not having
planneda clear road to the market.
“That’swhere lots of brands falter. We
made the wine and thought it was so
good that people will come themselves.
We didn’t realize the difficulties in the
distribution channel,” says Sekhri.

Luckily, he had his family’s support.
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Sekhri was born in Delhi to a family of
refugees. His great-grandfatherand
grandfather migrated from Gujranwala,
now in Pakistan. Till the age of 17, he
lived with his extended family of 21 in
Patel Nagar.

“The only thing I have seen my father
doing was working,” says Sekhri. “He
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Eat, drink, sleep, business, repeat.
This is how Sekhri describes his daily
life, ‘rather boring compared with
someone like Jean-Charles Boisset
(his flamboyant peer, who is also
known as the James Bond of
winemaking),” he chuckles. Anavid
reader of non-fiction, heis currently
reading ‘One Child: The Story Of
China's Most Radical Experiment
“There are six other books inthe
pipeline; he says.
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dalesand abachelor’s in business
administration from Richmond, the
American International University in
London. He joined the family business
in 1996, right after college, and started
lookingafter international footwear
sales. He moved to India in 2000. The
family exited the footwear business two
years later. “Around the same time, we
were launching the rubberized per-
formance-based asphalt business and [
was given charge of marketing for that
venture. Within four years, the business
was more stable, and by 2006 I was
looking to do something different.”
khri, however, wasn't alwaysa wine

drinker. “Istill remember the first time
got hooked to wine,” he says. It was dur-
ingameal with Andreaand Alessio’s
father in Florence in1997. “He asked for
abottle of wine and I couldn’task fora
beer in front ofan Italian in Florence.”
Sekhrirecalls. “The bottle came, he
tasted itand sent it back for some rea-
son. Iloved the fact that the fate of the
product was decided by the customer
onthetable. This wasa product that was
about flavours and conversations, art for
your senses. That's what got me.”

Infact, in August 1999, on his first
dinner date with his would-be wife, she
too opted forwine. “She also thought it
culturally looks more acceptableif she
asked forwine,” says Sekhri.
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annual growth rate) of about 20%, wine
consumption in India is likely to reach
22 million litres this yearand about 37
million litres by 2018....” the study said.

Sekhri, however, doesn’t want to put
anumber onwhere the company will be
inanother decade. “Ifthereisaneed to
grow, we will, but we don’t want to get
into the greed to grow mode. Because if
the market is growing at 15-20% and
Fratelliis growingabout 50% this year,
and let’s say 30% the yearafter, [ can’t
ask for more.

“Ifwe sell 10 bottles, eight customers
come back. So we are on the right track.
But if we start becoming greedy now, it
will be counter-productive.”

Hesays it will take five years for
Fratelli to become comfortable with
free cash flows, when they can invest
more freely in projects that need to
grow inorganically.

Fratelli directly employs about 500
people in the company and the vine-
yard, which is spread across 240 acres.
It currently has more than 20 different
kinds ofwines and sells in 16 states.
Fratelliisalso available in the UK,
Japan, Italy, Denmark, South Africa,
Australiaand Hong Kong. And for now,
theideais to continue working without
thinking too much about margins and
growth plans.

Though Sekhri says he wouldn't have
got into the wine business had he
known about the rigours involved, he is
“proud of what we have achieved so fa
Especially afterarocky start.

In 2006, about 350,000 wine sap-
lings handpicked by Masi were to be
imported from France and Italy, and
planted in Akluj. “When we got them,
we were very nervous because the
plants had overslept,” says Sekhri.

Saplings are frozen when they are to
be transferred over long distances, and

generally “sleep” forabout 20 days.
“But in our case, they had slept for close
tofourmonths,” Sekhrirecalls. “The
transfer got delayed due to regulatory
hurdles. Even the vendor was not sure
whetherthe plants would survive.”
So they leased alocal dair
brought the saplings to a normal tem-
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We are meeting at Fratelli's Chhatar-
puroffice in Delhi on a rainy, humid
evening. Tucked away in one of the qui-
eterpockets of south Delhi, the address
isalmost elusive, even on GPS, onaday
that has seen a heavy downpourand
traffic.

Fratelli, Sekhri says, is Italian for
brothers. “We are primarily a group of
seven people who fight like brothers
and stick to each other in times of
need,” he says. The company was
formed when three sets of brothers—
Kapil and Gaurav Sekhri; Ranjitsinh and

ducing regions, and givena taste of the
wines produced here.

Sekhri's briefto him was simple: “1
don’t want to hide behind the table
when my wine is opened.”
mimpressed, told him that the
soil quality wasn't up to the mark fora
signature wine.

Another couple of rounds of soil test-
ingandvisits later, they found the soil
suitable in Akluj, a small town in Maha-
rashtra’s Solapur district.

And that's how, with aninitial invest-
ment of Rs35 crore, Fratelli started in
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didn’t even know which class we were
in, but every year he tried to make our
lives abit better.”

In 1977, his father, along with his five
brothers, started Tinna Industries,
which expanded into rubber com-
pounding, footwear manufacturing,
merchant exports, agro-processing and
edible oil manufacturing. The brothers
have gone their separate ways over the
years, but Sekhri's family is still invested
in Tinna Rubberand Infrastructure,
Tinna Trades, and Fratelli.

Sekhri did his schooling from Spring-

InIndia, wineisseenasahealthier,
classy and socially acceptable beverage
and peopleare ready to “spend more on
wines to impress”, according to a study
based on a survey commissioned by the
Mumbai-based Sonal Holland Wine
Academy.

Wine production in India is expected
to reach 18 million litres this year and 21
million litres by 2018, PTTreported in
July, quotingan Associated Chambers
of Commerce & Industry of India study.

“Clocking a CAGR (compound

perature over several weeks, increasing
the temperature by, say, 5 degrees Cel-
sius each week. “It was nerve-wrack-
ing,” Sekhri admits. “We were monitor-
ing the saplings every day. When the
first bud came out, it was magical. I
remember sending that photo to my
father and brother, saying that the jour-
ney hasbegan.”

Ashenarrates the story, thereisa
smile on Sekhri’s face that tells me the
manwill do this business againand
again, no matter how many times he has
toreturn to the drawing board.
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Eat, drink, sleep, business, repeat.
This is how Sekhri describes his daily
life, ‘rather boring compared with
someone like Jean-Charles Boisset
(his flamboyant peer, who is also
known as the James Bond of
winemaking),”he chuckles. An avid
reader of non-fiction, heis currently
reading ‘One Child: The Story Of
China's Most Radical Experiment’
"There are six other books in the
pipeline’ he says.
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