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Introduction
Imagine going from being a peon in a wooden warehouse to establishing a company with annual sales exceeding

₹10,000 crores. This is the incredible story of Balwant Rai Parekh and Pidilite Industry. With a one-sided monopoly in

the market and a 70% capture of the market share, Parekh not only became rich himself but also made many others

rich. In this case study, we will delve into the key lessons that can be learned from his journey and how he built such

a massive empire. Whether you are a businessman, aspiring entrepreneur, or a student with a desire to do business,

this is a story you don't want to miss.

Finding the Right Product
Instead of searching for a product or service, Balwant Rai Parekh took a different approach. He found a problem that

needed to be solved. As a peon at a wood merchant, Parekh realized that the animal fat-based glue used for furniture

work was messy, smelly, and not durable. He conducted research and developed a synthetic resin-based product that

could be directly applied without the need for heating or boiling. This new product, Fevicol, was not only easier to use

but also 10 times stronger than the existing glue.

Lesson No. 1: Find solutions to the problems around you. Develop a product that is better than the current offerings in

the market.

Innovative Distribution Strategy
Parekh recognized that the traditional distribution model was not suitable for his product. Instead of relying on

wholesalers and distributors, he decided to sell directly to the carpenters. By cutting out the middlemen, Parekh

ensured that his product reached the end consumer efficiently. This decision proved to be a game-changer for Pidilite

Industry.

Lesson No. 2: Understand who the real buyer is and focus on reaching them directly. Eliminate unnecessary

intermediaries.

https://www.youtube.com/watch?v=NKpFaJUkeK0&embeds_referring_euri=http%3A%2F%2Fcfs.default.svc.cluster.local%3A8000%2F&feature=emb_imp_woyt
https://www.youtube.com/watch?v=NKpFaJUkeK0


Creative Marketing Tactics
One of the most notable aspects of Pidilite Industry's marketing strategy was their focus on the carpenters, who they

considered their "God". They established the "Fevicol Champions Club" to engage and empower carpenters. Through

this club, they provided training, new tools, organized festivals and pilgrimages, and created a sense of community.

These gatherings also served as a platform for product launches and market research.

Lesson No. 3: Boost consumer well-being by helping them increase their knowledge and income while also having fun.

Develop a strong emotional connection with your target audience.

Expansion and Acquisition
Pidilite Industry adopted an inorganic growth strategy by acquiring established brands in different sectors. By

expanding their product portfolio and reducing dependency on Fevicol, they ensured long-term success. The company

acquired brands like M-Seal, Roff, and Steelgrip, further solidifying their dominance in the market. This strategic

expansion allowed them to cater to different customer needs and prevent competition from flourishing.

Lesson No. 4: Expand your product portfolio within your domain. Acquire established brands to strengthen your

market position.

Effective Packaging and Branding
Pidilite Industry understood the importance of packaging innovation. They differentiated their products by offering

various packaging options at different price points. Fevicol became an over-the-counter product, easily accessible to

consumers in different markets and locations. Their iconic logo, featuring two elephants pulling in opposite directions,

became synonymous with Fevicol and contributed to brand recall.

Lesson No. 5: Invest in packaging innovation to target different consumer segments and increase brand recognition.

Connecting with Consumers
Pidilite Industry's marketing campaigns focused on relatability and humor. They used real people, including their own

carpenters, in their TV commercials. By creating ads that made people laugh and touched their hearts, they

developed a strong emotional connection with consumers. Fevicol became a household name, and consumers

associated the brand with quality and trust.

Lesson No. 6: Always remember your user. Connect with them emotionally and create ads that resonate with their

experiences.

Strong Supply Chain Management
Pidilite Industry realized the importance of a strong supply chain to maintain quality and meet market demands. They

implemented backward integration by acquiring plants and suppliers to ensure a steady and reliable supply of raw

materials. This strategic move allowed them to have better control over the production process and maintain their

high product standards.



Lesson No. 7: Pay attention to your supply chain management to ensure consistent quality and timely delivery of

products.

Conclusion
The success story of Balwant Rai Parekh and Pidilite Industry is a true inspiration for entrepreneurs and business

professionals. By finding the right product, implementing innovative distribution and marketing strategies, expanding

their product portfolio, and focusing on consumer needs, they created a business empire that continues to thrive.

Their story teaches valuable lessons in product development, branding, and strategic decision-making. Whether you

are starting a new business or looking to enhance your existing one, the journey of Balwant Rai Parekh and Pidilite

Industry offers invaluable insights that can help you achieve success.
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