
 

History of the company  

 
            Asian Paints, founded in 1942, is an Indian chemicals company headquartered in Mumbai, 
India. It manufactures a wide range of paints for decorative and industrial purpose. Asian Paints is India's 
largest and Asia's third largest paint company, with a turnover of Rs 96.32 billion, revenue of Rs 7964 
crore and 4640 employees. The founders were four young Mumbaikars –Champaklal Choksey, Chimanlal 
Choksi, Suryakant Dani and Arvind Vakil. Mr. K.B.S Anand is the current Managing Director and CEO of 
the company. 

          Asian Paints operates in 21 countries with 29 paint mfg. facilities with capacity of 440 mn. 
Lts/annum, servicing consumers in 65 countries. Asian Paints operates in five regions across the world 
viz. South Asia, Southeast Asia, South Pacific, Middle East and Caribbean region through the five 
corporate brands viz. Asian Paints, Berger International, SCIB Paints, Apco Coatings and Taubmans. The 
countries that Asian Paints has presence are as follows: 

 Asian Paints in South Asia (India, Bangladesh, Nepal and Sri Lanka). 
 SCIB Paints in Egypt. 
 Berger in South East Asia (Singapore), Middle East (UAE, Bahrain and 

Oman), Caribbean (Jamaica, Barbados, Trinidad & Tobago). 
 Apco Coatings in South Pacific (Fiji, Tonga, Solomon Islands and Vanuatu). 
 Taubmans in South Pacific (Fiji and Samoa). 

Most of its revenue from outside India come from the Middle East. 

Year Events 

1942 Champaklal H Choksey, Chimanlal N Choksi, Suryakant C Dani and Arvind 
R Vakil establish a paint manufacturing unit in a garage on Foras Road, 
Bombay. They name the company The Asian Oil & Paint Company 

1945 Asian Paints uses an innovative marketing strategy of using small packs 
1954 Gattu, the mascot for Asian Paints was created by cartoonist R.K. Laxman 
1957 The family-owned company becomes a professionally managed organization 
1967 Asian Paints emerges as India's leading paint company 
2002 Asian Paints restructures and adopts enterprise resource planning technology 



2005 Asian Paints becomes the tenth largest decorative paint company in the world 

 Today Asian Paints becomes the 10th largest decorative paint company in the world Asian Paints 
is more than twice the size of its nearest competitor It is one of the most admired companies in India 
Present in 22 countries with 27 manufacturing locations, over 2500 SKU's, Integrated SAP - ERP & i2 - 
SCM solution Rated Best Employer by BT-Hewitt survey, 2000 Bluest of the blue chips by Hindu 
Business Line; Most admired company to work for by ET-BT survey, 2000 On the recommendations of 
Booz, Allen and Hamilton, Asian Paints restructured itself into Growth, Decorative and International 
business units and adopted SCM and ERP technology. Asian Paints aims to become the 5th largest 
decorative paint company in the world. 

Asian Paints was included in Forbes Asia's 'Fab 50' list of Companies in Asia Pacific in 2011 and 2012. 

 

Mergers and Acquisitions 

Asian Paints has acquired 30% stake in Dutch Boy Philippines from Berger International Limited (BIL), an 
indirect subsidiary of Asian Paints. Asian Paints, Ltd. (APL) has entered into a 50:50 new joint venture 
agreement with PPG Industries, Inc. (PPG), a US-based provider of paints, coatings and specialty 
products, to accelerate the growth of non-decorative coatings business in India. This is the second joint 
venture between APL and PPG. They currently have a 50-50 joint venture named Asian PPG Industries 
Ltd (APPG). APL and PPG have agreed that APL will take lead in the second venture, while PPG will take 
lead in APPG in order to utilize their respective strengths to best capture the growth in infrastructure 
development and globally driven markets in India. Asian Paints has entered into a tie-up with Canada-
based Protech Chemicals which is one of the top ten powder coatings companies in the world for 
technological know-how in the area of powder coatings. 

 

Major Brands 
The five corporate brands as per the regional operation are viz. Asian Paints, Berger International, SCIB 
Paints, Apco Coatings and Taubmans. Brands within Asian Paints are: Ace & Apex, Apcolite, Apex, Apex 
Ultima, Asian Paints, Colour Next, Premium Gloss Enamel, Royale, Royale Play, Touchwood, Tractor 
Emulsion, Utsav. 



Product Catergory:

 

Supply Chain of the company 

Paint Industry in India: Paint industry estimated at Rs. 135bn. Unorganized sector accounts to 35% of 
paint market. Volume growth estimated at 15%. India’s share in the world paint market is 0.6%. Per capita 
consumption of paint in India is 1.2kg/annum. 

Asian Paints:-Headquarters in Mumbai- 5 Factories- 18 Processing Centres- 800 raw material and 
intermediate goods suppliers- 140 Packing Material Vendors- 6 Regional Distribution Centre- 74 depots 
are integrated 

Over 15000 direct dealers in 3.500 towns of India as opposed to 7000 of its nearest competitor, over 35% 
of the dealers do business only with APIL, 67 sales locations situated all across the Country. 



 

CAPACITY UTILIZATION 

Decorative Paints: 

 Decorative Paints business contributes around 94% in the total paint business. The company ranks no. 1, 
in the country in this segment with around 8500 colours to offer to its customers. It has 5 manufacturing 
plants operating all over the country, which is strategically located in-order to cater to the widely spread, 
market: 

Plant Capacity 

Bhandup, Mumbai 30,000 KL p.a. 

Ankleshwar, Gujarat 1,00,000 KL p.a. 

Patancheru, Hyderabad 80,000 KL p.a. 

Kasna, NOIDA 80,000 KL p.a. 

Kothak 1,50,000 KL p.a. 

Total Capacity 4,40,000 KL p.a. 



 

In Decorative paint segment, the Company operates in 4 main segments i.e. interior wall finish, Exterior 
wall finish, Enamels and Wood Finishes. Besides, the company outsources around 25-30% of its total 
production. 

Industrial Paint:  

In this business, the company caters to automotive, powder, protective coatings, road markings segment, 
floor coatings and General Industrial Paints. Most of the industrial paints business is operated by two 
companies’ viz. Asian PPG Ltd. and Asian Paints Industrial Coating Ltd. The company ranks first in the 
automotive paints business in domestic market. The company ranks second in protective segment and 
first in the road-marking segment. Recently it has entered in floor coating segment. The company 
operates through following plants: 

Automotive Coating 14,000 KL 

Powder Coating 

Baddi, Himachal Pradesh 

Sarigam, Gujarat 

 

1800 MT 

3600 MT 

Chemicals:  

Chemical business includes manufacturing of Phthalic Anhydride (PAN) and Pentaerythritol (PENTA). 
Asian Paints Ltd., has its PAN manufacturing plant at Gujarat (capacity – 25,200 MT) and PENTA 
manufacturing facility at Tamil Nadu (capacity – 3000 MT). The company consumes nearly 50% of its 
production as captive consumption and sells the remaining in the open market. This business contributes 
around 3% to company’s consolidated revenues. 

Of the above mention total capacity of Asian Paint Plants the total utilization of all the plants is 75 -80% of 
the total capacity. The plants do not utilize the total capacity of the plants and the other excess paint is 
being outsourced from other companies.  

Raw material Requirements 

Paint Industry is raw material intensive with RW being 70% of production costs. 300 types of raw 
materials used in manufacturing process. The most critical ones are • Titanium Dioxide (TiO2) 30 % • 
Phthalic Anhydride (PAN) 20 % • Pentaerythritol- (PENTA) 15 %. 

Backward Integration:- Asian Pain produces PAN and PENTA (35 % of production costs). Competitors 
are importing these parts till now. 

Benefits of Backward integrations – immunizes Asian Paints to the fluctuation in the prices – Material is 
transferred at low cost to Asian Paints – equips the company with the ability to meet sudden surges in 
demand – 1/3rd production is sold to other companies. This gives strategic edge to Asian paints. 

 

Asian Paints Distribution Strategy 

 AP bypassed the bulk buyer segment and went to individual consumers of paints. 



 Then went slow on urban areas and concentrated on semi-urban and rural areas.  

 Then went retail. 

 Finally went in for an open-door dealer policy. 

AP voted for nationwide marketing / distribution. 

THE IMPLICATIONS OF Asian Paints’ DISTRIBUTION STRATEGY 

 Going to individual consumers implied wide product range and complex distribution 
 Smaller packs proliferated the product depth further 
 Wide product range implied expensive distribution 
 Going to semi-urban / rural markets further enlarged distribution 
 Going retail implied deep involvement in channel management 
 National Marketing Necessitated Nationwide Organization 

 
THE IMPLEMENTATION PROCESS 

 Created a Large Network of Dealers 
 Established a Network of Company Depots 
 Created a Marketing Organization that matched its Distribution Intensity 
 Successfully Resolves the Cost-Service Conflict in Distribution 
 Strong Commitment to Distribution Cost Control 

 

Inventory Management 

Effective inventory management is the first major component of AP’s strategy on distribution cost control.  
And, AP achieved high efficiency in this regard.  Actually, in inventory cost, AP took the lowest position in 
the industry.  AP’s average inventory level equals only 28 days sales, while the industry average is 51 
days sales.  This right away provided a 45 per cent edge in inventory costs to AP compared to its 
competitors.  AP’s stock of finished goods was just 7 per cent of its net sales while for the others in the 
industry it was nearly twice that level.  What is particularly striking in this achievement is that AP offered 
customers and dealers a high level of service in product delivery compared to its competitors and yet kept 
the inventory costs down by 45 per cent compared to the competitors. 
 
CONTROL OF CREDIT OUTSTANDINGS 

Asian Paints allowed 
15-21 days credit for dealers in major towns 
22-30 days credit dealers in upcountry regions 
 
 
Incentive schemes to reduce inventory 
A special discount of 3.5 per cent - discount for perfection in payments. It was passed on at the end of the 
year, provided each and every payment throughout the year was made within the stipulated time norms. 
A cash discount of 5 per cent. This was paid for all outright cash purchases. It was given whenever 
payments were received within 24 hours of the supply/invoice. In respect of outstation accounts, the 
payments have been made in advance by draft in order to be eligible for the cash discount. 
 
Information Technology: 

Information technology (IT) plays a key role in enabling the company to grow and generate profits. Asian 
Paints is the only company in India to have integrated Supply Chain Management (SCM) Solution from i2 
Technologies, and Enterprise Resource Planning (ERP) solution from SAP. With these IT tools firmly in 
place and with the backing of an extensive communication platform, we are an internally enabled 



enterprise. The road ahead is to integrate all our stakeholders including suppliers, employees and 
customers and create an extended enterprise. Asian Paints has launched a supplier portal that includes 
an automated digital document exchange facility that will improve the efficiency and effectiveness of 
interaction with suppliers. An employee portal has also been set up. Customer Relations Management 
(CRM) tools are being used in Asian Paints Helpline and Home Solutions initiatives. Asian paint 
implemented & concisely improving its IT systems over the years. It has already linked all sites & Depots 
through V-SAT technology, which helps them to monitor constantly & has given benefits in streamlining 
the distribution channel. 
LOGISTICS 

 The warehousing facilities are well maintained. 
 The company specially looks after the environmental aspects and tries to avoid pollution and 

pollutants by adapting eco-friendly production methods. 
 The company keeps low inventories in off seasons, and high inventory in festival seasons. 
 The company has huge base of raw material suppliers, giving company bargaining power 

resulting in higher profit margins than competitors.  
 The company has succeeded in establishing themselves in rural parts of India by large 

distribution network, retail outlets etc. 
 Asian Paints has around 3,000 stock-keeping units (SKU; one SKU would mean a product of a 

particular pack and shade), of which around 800-850 are fast moving with extremely high liquidity 
at the counter. This puts great pressure on the demand forecasting and inventory management 
functions of the company. 

Supply Chain Re-engineering 

 To deliver products efficiently to customers without holding large amount of inventory 
 To manage cash cycle to free up funding for aggressive growth by acquisition strategy 

 
Existing Processes:- 

 The demand pattern was difficult to predict even with the support of historical data/trends as 
consumer preferences were changing fast Forecasting 

 Relied on home grown solutions for planning and implementation 
 Raw materials comprise 60% of the value chain which require accurate forecasts 
 Constant updation of BOM and Routing called for frequent changes in theProcurement 

procurement planning process 
 Manufactured all the shades (30-50 depending on a product line)Manufacturing in all the packs 

(five to eight packs) 
 Had to maintain inventory levels for all 3000 SKUs Distribution 
 Customer choice limited to number of SKUs 

 
Improved Processes in Distribution, Manufacturing and Procurement via Re-engineering resulted in: 

 Reduced Finished Inventory cycle from 56 days to 30 days 
 Business is currently 4 times of that before BPR 
 Increase in the number of shades from 50 to 1300 
 Achieved an 87-90 percent service levels for SKU sales at the location level 
 Built a competitive advantage in terms of inventory management 
 

CO-ORDINATION & COMMUNICATION BETWEEN PLANTS, OFFICES & VENDORS 

Asian Paints has harnessed the powers of state-of-the-art supply chain system using cutting edge 
technology to integrate all its plants, regional distribution centres, outside processing centres and 
branches in India. Eight of the company's paints plants in India, 2 chemical plants, 18 processing centres, 
350 raw material and intermediate goods suppliers, 140 packing material vendors, 6 regional distribution 
centres, 74 depots are integrated. Asian Paints always make sure the technology it implements is cost 
effective and increases employee productivity. It has deployed SAP R3, i2 supply chain planning suite, 
ERM employee platform formula management, product lifestyle platform, and so on. It’s very essential to 



adopt new technologies, since IT is an enabler to service retailers. Also, the supply chain effectiveness 
has helped to capture more of the enterprise platform. The i2 software, which was deployed nearly in 
2001, has helped to increase productivity from 3 tons to 8 tons. 

 

Major Competitors 

In the Indian paint industry Asian paints is the leader keeping the other competitors far behind. In terms of 
gross sales we can rank the competitors of Asian paints as :  
i) Nerolac paints (ii) Berger Paints (iii) ICI Paints.   

  Nerolac Paints :  

 Nerolac, despite a strong brand name has grossly underutilized its potential in decorative paints. 
But in industrial paint sector it is far ahead of other competitors. They want to see high growths from 
decorative segments. In Industrial sector their supply chasing demand strategy accumulated lot of 
inefficiencies, so there is a scope for cost reduction. So they want to upgrade the equipment’s to improve 
efficiency in manufacturing & secondly they are taking advantage of IT to improve over all efficiencies.  
Berger Paints :  

Berger paints is considered as the dark horse of paint industry. While company’s main strength is in 
decorative sector, it has been actively pushing its presence in the industrial paint segment  

ICI Paints :  

Within 3 years of launch of colour future from ICI it proved to define the International interior designing 
trend. The company has invested a million dollars in the R&D of the colour futures concept. Which helps 
to forecast the international colour trends in paints. Though ICI is considered as the 4th paint against in 
India, but its presence & development can be a threat to the others. The company is slowing penetrating 
to both of decorative & Industrial paint segment. 

RETAIL INITIATIVES 

Customers are the very core of all business activities. From the beginning, Asian Paints has fostered a 
customer-centric approach to business. A simple but unbeatable concept of "going where the customer 
is" drives all the retail strategies.  
 
In the early 90s, for the first time in the paint industry Asian Paints offered the consumer over 150 shades. 
The concept was extended to the dealer shops through Colour World in the mid-90s, where Asian Paints 
began offering over 1000 shades. The introduction of Colour World provided a new direction for the paint 
industry into the age of retailing by providing the consumer - a service interface. With only a limited set of 
bases and colourants, manufactured and transported throughout the supply chain, Asian Paints provided 
a choice of innumerable shades to the customer through a technology of tinting at the last retail store.  
 
With the introduction of Colour World, almost all wall-finishes from Asian Paints offer a wide range and 
choice in colours be it for interior or exterior application. It has been our endeavor to reach out to the 
customers not only with their products but also with value-added services and initiatives.  
 
The Asian Paints Helpline introduced few years ago is a toll free service where consumers call and ask 
queries related to painting. The company has now extended this service to ASIAN PAINTS HOME 



SOLUTIONS, which offers painting services in addition to the paint. This service is available in 10 cities 
viz - Hyderabad, Bangalore, Kolkata, Delhi, Chennai, Ahmedabad, Mumbai, Pune, Coimbatore & Cochin.  
The company entered into a new foray of prediction of colour trends in India. Intensive research is carried 
out with interior designers, architects and the fashion community to arrive at trend movements in colour 
each year. The study being done for the second year is termed ColourNEXT 2006, which is a collection of 
15 shades predicted to be the trendiest and most happening colours in decor space in 2006.  
 
This study has helped consumers get an insight into the latest trends in colour. This exercise has also 
gone a long way in helping various industries decide their colour combinations for a range of products 
ranging from furnishings, floorings to home accessories.  
 
Another important area was the offer of painting solutions for children with the launch of Kids World. A 
foray into Kids' World marks yet another milestone wherein the company offers painting designs for Kids 
Rooms as well as Kids Corners. For the first time, an attempt has been made to invite the customer to get 
into a Do-It-Yourself mode with these designs. Royale Play is another innovative concept introduced by 
the company. It is a collection of innovative and ready-to-use special effect finishes for interior walls, 
comprising a range of special effects. And each of these effects is available in a shade palette that is 
fitting for that effect in interesting colour combinations. The revolutionary product gives wall paint a whole 
new usage. Now, along with colour, you can give your walls dimension, texture and life.  
 
Asian Paints efforts are continuously on to engage the consumer in the painting process and fulfill all the 
requirements related to the world of painting.  

CSR 

Improving infrastructure and healthcare at local schools 

Besides water management and age care, the company also invests time and energy in providing 
infrastructure support to primary schools. In Ankleshwar - Gujarat, the company continues to support the 
"Shree Gattu Vidyalaya" school which was established along with the Ankleshwar Industrial Development 
Society in 1983. The school today boasts of around 2,500 students in primary as well as secondary 
sections and the plant has sustained its commitment of providing infrastructure support to this school, be 
it through donations of computers, tables and chairs, or through assistance in other maintenance work for 
the school.  
In addition, the Ankleshwar plant has also taken up the cause of improving the health and hygiene 
situation of schools in nearby villages. Understanding that prevention is better than cure, the plant 
conducts Vaccination and Health camps. Not only students, but teachers are also briefed on hygiene 
aspects in such camps.  
In Sriperumbudur (South India) also, the plant is treading on similar lines and has taken up the task of 
improving facilities in the neighborhood primary schools. It presented the Pondur primary school with 
desks, tables, a PA system and even school bags for the students.  
 
Tsunami relief: Helping community in need of time 

The massive disaster Tsunami hit the coastal areas of South India and South East Asia on Dec 26, 2004 
and left behind a trail of devastation. As a socially responsible company, Asian Paints rose to the 
occasion and decided to play its rightful role in extending support and relief to the affected. All the 
employees contributed in cash and kind to the best of their capacity. These contributions were 
supplemented with a contribution from the company. A total amount of Rs. 4.7 million was generated as 
relief aid and handed over to the Tsunami victims. Besides India, all the units across the world also 
contributed to the best of their capacities towards Tsunami relief. 
 
 
 



Age Care 

Age Care is another focus area of Asian Paints in its CSR activities. The company had earlier conducted 
various health camps for the aged. However, in India, the focus of such health camps has always been 
around the plants where the employees reside. Taking this into consideration, Asian Paints has started 
MMU (Mobile Medicare Unit) in Kasna, Patancheru and Ahmedabad. MMU made it possible to reach the 
doorsteps of the needy and provide treatment for various diseases like hypertension, arthritis, diabetes 
etc. Also, the company had conducted camps on eye care, dental care, blood checkup among others. 
 

 
 

 

 

 


