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ARE WE WITNESSING 
THE COVID-19 EFFECT?
We all will experience meteoric rise in manufacturing 
costs. Each one of us must assess the situation and 
communicates with clients to avoid undercutting.
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SURVIVAL: THE NEED 
OF THE HOUR
Survival is the most critical business strategy 
in the current times; growth, profi ts and 
expansion will have to wait until we turn the leaf 
after fi nding a long-term solution for COVID-19. 
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FROM PRINT TO 
‘IMPRESSIONS’

Bimal Mehta detailed the secrets of his successful 
journey from analogue platform to digital.

LIVE LIFE 
‘EVERYDAY’
To fi nd out more over the humanist and 
unequivocal President of BMPA, read on…

The unbeaten streak of over half a dozen weekly webinars by MMS since June this year not only reinforces its 
commitment towards knowledge-sharing but also towards the well-being of print-business owners. 

DEMOTIVATED TO ‘GROWTH-ORIENTED’  



The Canon imagePRESS C165 has the perfect combination of user-friendly interface and 
patented technologies that ensure professional quality to your colour documents.

Whether it's a Print Shop, Creative Agency or a Corporate O�ce, the iPR C165 can make all the di�erence.

It’s time to add a growth partner to your business, not just a printer.

#WeDeliverReliability

INSPIRES YOU TO
Presenting the Canon imagePRESS C165

BUSINESS

CREATIVITY

SIMPLICITY

SAVINGS

0124-486 1265 | 1860 180 3366 | 1800 208 3366       https://in.canon/ppp        cipl.ppp@canon.co.in

Paper Support
up to 350g/m2

Banner Print up to
330 X 1 300mm
(6 Fold A4 Brochure)

MORE CREATIVITY

Compact
Size

Low Power
Consumption
of 2kW

MORE SAVINGSMORE SIMPLICITY

Print from 
USB Drive/Wi-Fi/
Mobile App

Standard UFR II &
Optional PS
Kit Driver

Print Speed 
up to 65 A4 pages/min
(Colour or B/W)

MORE BUSINESS

Colour Consistency &
Print Resolution up to 
2 400 X 2 400dpi

A4 ad 8.25”(w) x 11.75”(h)

Canon India Private Limited, 7th Floor, Tower-B, Building No. 5, DLF Phase III, Gurgaon - 122002



Design: Dhote Offset Technokrafts Pvt. Ltd.
Tel.: +91 22 42389898 email: info@dhoteoffset.net
Cover: Printed on 210 gsm Matt Art Card
Inside pages: Printed on 100 gsm Matt Art Paper

Printed and Published by Uday Dhote on behalf of Mumbai Mudrak 
Sangh and printed at Dhote Offset Technokrafts Pvt. Ltd.

Editor - Uday Dhote

Copy Editor - Prashant Shah

Consultant - Shripad Kulkarni (Ascharya Creative Communications)

IMPRINT

Nitin N. Shah
President, BMPA

Tushar Dhote
President, MMS

The Bombay
Master Printers’
Association

BOMBAY MASTER PRI NTERS’ ASSO
CIATIO

N

Nitin N. Shah Tushar Dhote

FROM THE
PRESIDENTS’
DESK

BMPA
Vice Presidents
Amit Shah
Milap Shah

Hon. Secretary
Iqbal T Kherodawala

Hon. Treasurer
Tushar Bhotica

Immediate Past President
Mehul A. Desai

Members
Ashutosh Agarwal
Dev Nair
Faheem Agboatwala
Firoze Reshamwala
Fred D Poonawala
Kuldeep Singh Gouri
Minoo E Davar
Sanjay Patel
Saubhagyanidhi Seksaria
Tejas Tanna
Vishwanath Shetty
Vivek Tibrewala

MANAGING COMMITTEE

All rights reserved. For internal circulation only. 
Views expressed by the contributors are their personal and not necessarily 
that of The Bombay Master Printers’ Association and Mumbai Mudrak Sangh.

Dear fellow print professionals,

We are happy to reach you with a printed copy of Print Bulletin this month. 
We are confident that while you appreciated the BMPA-MMS effort to 
send you the PDF-copies via email, you are happy to receive a printed 
copy. Taking a cue from your response to the past three issues, we shall 
continue to send you the link to PDF of the issue besides the printed copy. 
We request you to share the link for the PDF to as many people as you can 

– share it with your colleagues, team members and associates. It is always 
good to spread the word about your affiliation with your trade associations. 

We would not only like to keep our promise of reaching you every month 
but also assure our advertisers that we mean business! While the print 
helps us deliver the content to you in a physical copy, we have learned that 
electronic copy has the potential to engage a much larger number of readers 
with a significant cost advantage. Moreover, what’s better than exploiting 
the digital medium to spreading the word about print? #Savage ;)

In this issue of Print Bulletin, we have an interview with Uday Patel, LTA 
Awardee and Founder Owner of Line O Matic. He is one of the customer-
centric and people-focused businesspeople in the industry. He has led the 
company to global success by developing the right technology platforms 
for Line O Matic products. Read the interview on page 5. Turn to Page 16, 
and you will find the report about BMPA’s webinar about finding growth 
opportunities in the times of this crisis. Bimal Mehta of Vakils conducted the 
second knowledge-sharing webinar organised by MMS. He has shared his 
journey of the transformation of Vakils from an analogue print company to 
an IT-enabled services business. Read this story on Page 18. 

We know to print and dispatching a hardcopy of Print Bulletin is an 
insignificant event in the grand global scheme of things. However, we 
are pretty excited about it. It is a new start towards a new normal. We 
genuinely hope that you will see the light at the end of the tunnel just as 
we saw it as we decided to publish the printed issue, and worked towards 
making it a reality. It has motivated us all, making this issue a special one 
for us.  

We shall be thrilled even if one of you feels inspired to rekindle your bond 
with your business after receiving this issue in the printed form. We know in 
our hearts that if it happens, this issue will have its purpose served. Amen. 

With best wishes,
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Has something you’ve read in PRINT BULLETIN intrigued or 
excited you? Write in and share it with us. We would love to 
hear from you, we shall publish a selection of your responses 
in the forthcoming issues.

Email us at: ex.sec@mumbaimudraksangh.org

We welcome your emails, while reserving the right to edit 
them for length and clarity. By sending us your letters you 
permit us to publish it in the magazine. We regret that we 
cannot always reply personally to your emails.

SEND US YOUR FEEDBACK

Advertisement add 3 mm for Bleed.

* ‘For sale’ etc. ads for members only.

A unique discount is available on annual contracts.
To know more, write to us at admin@bmpa.org OR 
ex.sec@mumbaimudraksangh.org.
Payments to be issued vide cheque favouring: 
Mumbai Mudrak Sangh.
All artworks to be supplied in hi-res PDF or convert to curves CDR format
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Survival is the most critical business strategy in the 
current times; growth, profi ts and expansion will have 
to wait until we turn the leaf after fi nding a long-term 
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To fi nd out more over the humanist and unequivocal 
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Survival: the need of the hour
Uday Patel, Founder Owner of Line O Matic, says survival is the most critical business strategy; growth, profits 
and expansion will have to wait until we turn the leaf after finding a long-term solution for COVID-19.

You have led the paper-to-book 
market; given the current push to 
the digital learning experience, 
what is your analysis of the 
notebook market in the medium- 
and long-term in India? 

We understand very well the 
current situation. Digital learning 
is the only option to protect the 
students and deliver teaching-
learning experience through 
pandemic times. However, it will 
not last for long. We are expecting 
to overcome from this downtime in 
the medium term. As the students 
return to education institutes, and 
the exams become offline again, 
the paper-converting will pick up 
and so will our business.

PAMEX 2020 received a great 
response from the industry. How 
has it helped your company 
through the COVID-19 lockdown 
periods? 

Response at PAMeX was 
favourable; however, the policy 
of allowing only the essential 
businesses kept us away from 
the action. Line O Matic products 
are capital machinery, out of 
the purview of essential items. 
Therefore, there was not much 
movement of machinery from our 
facilities. 

After the unlock process 
kickstarted, enquiries have started 
pouring in. And, we are doing the 
best of the situation by converting 
as many enquiries into orders.

How have you managed your 
business operations through the 
lockdown? What are your key 
learnings from the experience 
of operating through and post-
lockdown?

During the lockdown, our focus was 
on two essential things: our health 
and training our team members 
through video conferencing. We 

offered technical training to our 
skilled and semi-skilled workers 
to educate them about workshop 
activities. 

We also imparted computer 
training to the production staff to 
enhance computer literacy, their 
computing skills, and improve 
understanding of using computers 
in the day-to-day operations to 
enhance productivity.

You have always been a people-
centric company. What are 
the key measures you have 
undertaken to ensure a safe 
and healthy workplace for your 
people? 

During the lockdown, we offer a 
wide variety of online training to 
our employees to enhance their 
awareness about the health and 
safety precautions and measures 
at home and at the workplace 
to safeguard our people from 
cOVID-19 infections. 

We followed all safety guidelines 
issued by the Government of India 
through the lockdown and when 
we resumed our operations through 
the unlock process.

Based on your sales data and 
data-capture from the installed 
machines, what is your analysis 
of paper-converting and 
packaging converting markets 
across India and other global 
markets?

We are mainly into paper 
converting, that is, manufacturing 
machinery for exercise notebooks 
and paper converting machinery. 
The consumption of paper has 
significantly reduced because, on 
the one hand, educational institutes 
are not operational since March 20, 
2020, on the other hand, corporate 
organisations are also managing 
affairs with work-from-home.

Uday Patel,  
Founder Owner, Line O Matic

QA&expansion will  
have to wait

considering the current worldwide 
situation, we have to think about 
how to sustain and how to come 
out of this critical period which has 
affected many industries globally. 
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considering the current pandemic 
situation, we believe the demand 
for paper will be subdued. We 
shall not witness any substantial 
growth in the short term. However, 
we hope that the things will be 
normalised as the unlock progress 
and people return to somewhat 
normalcy. 

What are the different trends 
and market changes are you 
witnessing and forecast for the 
notebook printing market?

We are witnessing a massive 
shift to technological interventions 
such as virtual meetings, work-
from-home to avoid unnecessary 
movement and contact, and 
sharp growth of online supplies. 
companies are also increasingly 
focusing on automation. These 
companies are moving away 
from single-product offerings and 
favouring multi-role products that 
better support diversification. With 
such an approach the companies 
are willing to expand their presence 
through multiple segments within 

the industry verticals or enter 
into different sectors to cater to 
a diverse demand-basket as a 
business continuity assurance in 
the crisis times such as the current 
pandemic. 

As regards to the forecast of 
notebooks printing market, we are 
confident on double-digit growth 
into notebook and paper converting 
industry once the situation is 
normal. We know it is not possible 
to study without a physical 
presence; digital learning is a 
temporary solution to avoid risk. 
Still, in a normal situation, physical 
presence in school is the only 
option, so digital learning will not 
be useful for a significantly more 
extended period. 

How do you see the paper 
converting and notebook-
manufacturing clawing back to 
normalcy?

considering the current worldwide 
situation, we have to think about 
how to sustain and how to come 
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out of this critical period which has 
affected many industries globally. 
We must acknowledge and accept 
that the remaining of the year 
2020 will not be useful as well, but 
slowly and gradually, the markets 
will turn favourable.

The number of new enquiries we 
are receiving is a clear sign of 
somewhat better times ahead. 
Therefore, we are doing our best 
to convert the present enquiries 
into orders to emerge from this 
downtime.

What do you think are your key 
recommendations for the print and 
packaging business-owners to put 
their businesses on the growth 
trajectory in the times to come? 

I would say, 2020 is the year of 
survival due to this pandemic. We 
should focus on our health and 
make sure that we all stay safe. 
The growth and profits will follow 
only if we survive this crisis so for 
now, let us focus on surviving. 
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Live life ‘everyday’ 
Team Print Bulletin discovered almost a child-like keen learner, an ever-evolving leader, and a complete 
people’s person in Nitin Shah, the outgoing President of BMPA. To find out more over this humanist and 
unequivocal President of BMPA, read on...

You were amongst the large 
companies in the industry to shut 
operations through the national 
lockdown. How did it happen at 
Award?

On the evening of March 24, 
Prime Minister of India, narendra 
Modi announced the first 21-day 
nationwide lockdown. On the same 
day, just as the entire nation shut 
down, Award Offset too closed its 
operations. It was the right thing 
to do – legally and for the safety of 
our people.

From my personal driver Mishra ji 
to each and every team member 
at Award, It is their expertise and 
team work that keeps us going. 
Therefore, their safety and well-
being is always a priority. So 
when I felt shutting the offices 
and factory was the right thing to 
do to protect people, I did it. Just 
as I have invested in machines, 
technology, I have invested in my 
people. And, I value people more 
than my other investments because 
the machine does not run all by 
itself; it needs an expert to ensure 
smooth operations.

But you are exclusive packaging 
suppliers to some large pharma 
companies. Didn’t they ask you 
to restart your production to 
supply packaging to them? How 
did you manage to restart? What 
were the key learnings through 
this period?

They did. And that’s how we 
resumed operations rather quickly. 
But only after we followed the due 
process.

On March 27, a few of BMPA 
committee Members – Faheem 
Agboatwala, Iqbal Kherodawala, 

QA&an ever-evolving 
leader

and Tejas Tanna and I met the 
commissioner and the Health 
commissioner of Municipal council 
of Greater Mumbai (McGM) 
to advocate and to understand 
the process for restarting of 
printing businesses as many of 
the packaging printers supply to 
manufacturers of essential goods. 
And, production, distribution, 
and sale of essential goods 
was allowed even during the 
lockdown. We learned there that 
the permissions to operate the 
businesses would be granted 
at the local police stations after 
examining the merits of  individual 
application. We immediately 
circulated this information to the 
BMPA members to ensure each 
member knew what to do through 
the pandemic, should they need to 
restart their business operations.

Because I had the demand for 
packaging supplies from my 
pharma clients, I had to find ways 
to resume operations. Before I 
could restart the plants, I had to 
ensure my Andheri office was 
up and running to support the 
prepress operations for my plants 
and presses to run. I visited the 
local police station in Andheri, and 
they cooperated very efficiently. 
I walked out of the police station 
with permission to work with five 
staff members. The police officer 
not only gave me permission but 
he also explained the precautions 
I should take and the procedures 
I should explain to my staff who 
would travel from their home to 
office. I ensured my staff members 
had a comfortable stay at office.

As far as plants are concerned, 
the local administration at Silvassa 
and navi Mumbai were very 
cooperative. Silvassa has been a 
green zone until recently. However, 
we got permissions without any 
delays and hassles, after following 
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Nitin Shah 
President, BMPA

For better collaboration and 
cooperation, we must have 
confidence in our expertise, our 
relations with the clients, and the 
vision to expand our business. Be 
assured that the creator cannot 
lose, and copycats have only the 
short-term benefits.



PRINTBULLETIN

9SEPTEMBER 2020  |

LET US BE THE FUEL

Nothing herein should be construed as a warranty in addition to the express warranty statement provided with EFI products and services. EFI, FabriVU, Fiery, the Fiery logo, and VUTEk are trademarks of Electronics For 
Imaging, Inc. and/or its wholly owned subsidiaries in the U.S. and/or certain other countries. ©2019 Electronics For Imaging, Inc. All rights reserved.

With the EFI VUTEk FabriVU 340i, you no longer have to pass up premium soft signage 

opportunities because of high demands in space and cost. We’ve invented a production-

quality fabric printer with one continuous process of printing and fixation. Inline fixation 

eliminates the space and cost needed for a separate heat calendar. You can even drive it 

with a Fiery® proServer and integrate it with the productivity-boosting EFI ecosystem.  

Get one and get the jobs you want.

 

Learn more at vutek.efi.com/340i

THE ALL-IN-ONE SOLUTION 

THAT LEAVES NOTHING ON THE TABLE.

EFI™ VUTEk® FabriVU 340i



10 | SEPTEMBER 2020 

PR
IN

TB
UL

LE
TIN

the due process. All our workers 
stay within the periphery of 2-3 
km from the plant so they could all 
travel to and from work with their 
two-wheelers and bicycles. We 
printed special ID cards for all those 
who were given permission to visit 
office so it was easy and hassle-
free for them to commute to and 
from work. 

each one of us ensured each 
factory followed all the precautions 
and health advisories to the 
point; we are following all the 
health guidelines even now. All 
the workers, supervisors, plant 
operations heads, and people at 
office in Mumbai are all following 
the social distancing norms, 
maintaining personal hygiene, 
following procedures and protocols 
for sanitisation, and wearing 
personal protection as advisable. 
To give you an example, after we 
got the permission to restart the 
Silvassa plant we adhered to the 
condition of producing only pharma 
packaging and we worked in only 
6-8 hour shift. no more than eight 
hours of operations. Why should 
we bend rules and get greedy and 
later land ourselves and our people 
in problems?

Through this period, I was 
astonished by my ability to do 
things myself. I learned a lot of 
things, in fact. I wrote all the 
applications to seek permissions; 
I visited offices to get those 
permissions. Usually our admin 
people do this routinely. Through 
this period I drafted, printed, 
signed, emailed, delivered papers, 
stood in lines, met officials. It was a 
new experience.

Moreover, I learned and appreciated 
the dedication of many of my 
junior staff and team members. 
The production at both the plants 
was managed by the operators in 
the initial days, without much or 
any supervision and on-the-field 
guidance by plant in-charge. A 
lot of the junior team members 
did things that were beyond their 
responsibilities and it ensured 
timely and quality supply to our 

clients even through the nationwide 
lockdown.

Through this period, my vendors 
and suppliers too lived up to any 
and all the challenges. One of 
our pharma clients launched a 
new product through this period. 
We had to make the cartons for 
packaging – and our punch maker 
made the same happen within a 
day. I drove all the way to Silvassa 
to deliver the punch. My visit 
communicated to my people that I 
am standing right beside them as 
we restarted operations. 

I must also appreciate and 
acknowledge the support and 
positive response we have received 
from local administrations – be it 
Mumbai, navi Mumbai and Thane, 
and Silvassa.

You are heading not only your 
business but also the BMPA. 
How do you manage the 
Association to ensure that it 
keeps in touch with members, 
guide them through the situation, 
and supported wherever possible 
with webinars, for example?

This pandemic has been one of 
the toughest challenges for all of 
us. The first thing we began doing 
was to relay information to all 
the members. For example, the 
packaging convertors amongst the 
committee members were amongst 
the first to restart our businesses. 
We shared the information we 
could gather about restarting 
businesses under the essentials 
supply concessions.

We understand that the commercial 
printers are suffering the most 
amongst us all. We relayed the 

information about 

how they could take benefit of the 
essentials supply concessions and 
seek permission to restart work by 
printing for the pharma and other 
essential supply manufacturers 
from among their clients. We 
also communicated the details of 
the offices to approach to seek 
permission for areas in Mumbai, 
navi Mumbai and Thane.

From time to time, we updated 
all the members through email 
communication and WhatApp 
channels about the various changes 
in laws regarding payment of 
wages, healthy advisories to 
protect people and about safe plant 
operations. The most important 
thing BMPA Team did was to spread 
awareness about the shutdown 
and restart maintenance guidelines 
we received from the machine 
manufacturers, the technology 
suppliers, and the ink suppliers.

We also tied up with various 
suppliers of SOP consumables as 
thermometers, industrial sanitisers, 
personal protective gear and pest 
control agencies to ensure BMPA 
members could have access to all 
these supplies and services if and 
when they restart the business 
operations.

We also conducted online 
educational seminars on a wide 
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Rajesh Shah has been the father-figure in 
Nitin’s life after the demise of their father. As 
Nitin says, “I learned it is important to give 
before you expect to receive by watching Rajesh 
bhai and how he lives.” Image: Nitin Shah

Don’t become greedy and 
impatient. Work as supply chain 
partners to your clients; don’t be 
mere suppliers of goods.
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variety of topics. The webinars 
were open not just to the BMPA 
members but to all the print-
business owners from across India.

You will soon pass the baton to 
a new President at BMPA. How 
do you look at the two tenures 
of your leadership representing 
the trade and industry to various 
local, state and national level 
authorities. What more do you 
think BMPA could do to support 
the members and their interest?

Before being elected the President 
of BMPA, I was the Hon.Treasurer 
for two Presidents: Faheem 
Agboatwala and Mehul A. Desai. 
Straight from the Treasure’s post, 
I became the President bypassing 
the service as a Hon.Secretary. I 
often joked about my appointment 
being that of an ‘accidental 
president’. But I owe my tenure and 
good work to my team members. 
especially to Faheem Agboatwala 
and Mehul A. Desai.

Mehul had cautioned me six month 
in advance about the promotion. 
Faheem and Mehul stood like 
solid rocks behind me; they have 
been pillars of strength through 
my journey at BMPA; be it as a 
treasurer or as a president. You 
see, Faheem having just completed 
his stint as the President agreed to 

support me as Hon. Secretary in 
my first term; it was very gracious 
of him to do that. Faheem, Mehul, 
Amit Shah and all other team 
members supported me throughout 
my term.

Iqbal Kherodawala introduced me 
to the Association. Over the years, 
many people from the Association 
have shaped the success of my 
tenure and my growth as a person. 
Sanjay Patel presented well-studied 
growth path for BMPA for the 
next decade. Mehul boosted my 
confidence not by being my side 
but also leading by example. The 
always spoke the truth irrespective 
of our friendship; I will always value 
it. From Amit Shah I learned to be 
innovative and Firoze showed me 
the world and life beyond work. 
nobody knew me then. It is sincerely 
the BMPA’s gift that today printers 
know me from every nook and corner 
of this nation, not just as a printer 
and packaging converter, but as the 
President of the Association. This is a 
transformative change for a low-key 
person that I am.

Through my tenure as a President, 
we have strengthened our presence 
in AIFMP at the national level. We 
raised many issues concerning the 
industry and I personally fought 
for the welfare of my business 
fraternity. I am happy that both the 
Print Summits organised during my 
tenure were a grand success. 

What is the secret of your 
success as a president, or rather, 
as a business leader?

You see, my business and my 
leadership is guided by what my 
father and elder brother, Rajesh 
bhai, taught me. My father passed 
away in a few months after I joined 
the family business. Thus, I did not 
have much time to learn from him. 
But he taught me a very valuable 
life-lesson. Once I sat on his chair. 
I was enjoying the feeling of being 
the boss. When he saw me, he did 
not scold me. He did not ask me to 
vacate the chair. He told me, “the 
chair is yours. You are the boss. 
nobody will move you from here. 
All you have to do is live up to the 
status of the chair and earn respect 
it commands.” He successfully 
impressed it on my mind that being 
an owner or a boss isn’t about the 
status but about living up to the 
idea of leadership. 

After my father, I have learned 
whatever I have little learned in 
this trade is by watching my elder 
brother Rajesh bhai. He is father-
like for me. After my father passed 
away, he has been the father figure 
for us all. He has provided for the 
family. And, he has run the business 
like an elder of the family would take 
care of the family members.

Following his footsteps, I have 
invested in people and building 
relationships all these years. I 
have invested in building trust. 
And, now it is serving me well. It 
is only when you show respect, 
people respect you. You have to be 
genuine with people. Don’t be in 
touch with somebody just because 
you will get some benefit, some 
business, some favour in return. 
connect with people for who they 
are, for what they know. Some day, 
in some form, you will realise all 
these people will strengthen you.

Besides, I believe that an 
organisation is the shape of the 
promoter’s idea, that different 
people give it from time to time. 
Thus, as promoters we are merely 

ASSOcIATIOn neWS 

Iqbal Kherodawala

Sanjay Patel Prashant Shah

Firoze Reshamwala

Mehul A. Desai

Faheem AgboatwalaAmit Shah 



PRINTBULLETIN

13SePTeMBeR 2020  |



14 | SEPTEMBER 2020 

PR
IN

TB
UL

LE
TIN

thought leaders. The organisation 
is all about and by the people who 
are involved in it. How can we 
then not think about them and their 
priorities? Yes, we as promoters 
take the risk but the risk is certainly 
paid off because of the expertise, 
the commitment, the involvement of 
each one of the team members. We 
should never forget these lessons.

I am blessed with many friends 
who have added value to my 
leadership and leadership skills. I 
have mentioned how Faheem and 
Mehul have supported me. I must 
also mention Prashant Shah. He 
has been a key advisor to me. He 
always presented me with the pros 
and cons of a situation or a potential 
decision. It has always helped me a 
great deal in my decision-making. I 
took the final decisions, however, a 
factual presentation of the situation, 
wise guidance, and support from 
experienced mentors and friends 
has always proven valuable in my 
life.

You are very passionate 
about supporting the industry 
through better cooperation and 
collaboration between members 
of the industry. Would you please 
explain how that would help the 
members of the industry?

Let me explain it to you! This 
practice and idea stems from 
valuing people and their expertise.

There are many people and 
businesses in the industry that are 
good at something very specific. 
For example, people and smaller 
businesses specialise in providing 
job-specific services such as binding, 
coating, screen printing and many 
other things. If you can find a partner 
for such jobs, why not expand 
your business offerings and share 
the revenue with this specialised 
supplier?

You see, people want to invest 
into anything and everything 
under one roof. Why should we 
do it even when you don’t have 

the jobs to justify 
that investment? 
Or look at it from 
other way around...
you have UV 
machine but it runs 
at 60% capacity. 
Why not take 
jobs from another 
printer who needs 
the service and 
better utilise your 
machine to earn 
extra business? In 
this manner, we 
as an industry will 
not only utilise 
our installed 
capacities better 
but collectively we 
shall enhance our 
financial viability.

competition will 
also get lot more 
healthy with better 
cooperation and 
collaboration. Right 
now an offset 
printer fears the 
digital printer next door. The digital 
tries to match the cost efficiency 
of the offset. Moreover, neither of 
them offer any innovative solutions 
to the clients. Why not collaborate 
and share workflows? Why not 
offer clients the right solutions? 
Who stops an offset printer from 
accepting digital jobs from clients 
and deliver them by collaborating 
with the next-door digital printer, 
and vice versa?

Going forward, we shall have to 
collaborate as we consolidate our 
businesses, sharpen our focus, and 
narrow down on the expertise of 
our businesses to create our niches 
and enhance profitability. Besides, 
such collaborations will offer a 
chance of growth for all the small, 

job-work providers 

who will earn more if we start 
sharing work with them.

For better collaboration and 
cooperation, we must have 
confidence in our expertise, our 
relations with the clients, and the 
vision to expand our business. Be 
assured that the creator cannot 
lose, and copycats have only the 
short-term benefits.

You see, I strongly believe, taqdeer 
se zyada aur kismat se pehle kuchh 
nahi milta – nobody gets anything 
more than what is destined, and 
earlier than when it is destined 
to be received. If we understand 
this and focus on our needs, I am 
sure we need not worry about 
competition. We need not fear 
what if the collaborator business 
will snatch our business. Albeit, 
if you are greedy, you will not 
collaborate, and you will never gain 
from cooperation. As I said earlier, 
you will have to first give to receive 
later. 

The mantra is simple: first start 
giving.

Destiny has to be made. Work 
for the essentials and the 
prosperity will follow.

“All better things and achievements in life are only possible if your family is 
with a large heart and believes in compromise and cooperation” else success 
is not possible. Pandavas could win the battle of Mahabharat because they 
stood together and adopted the fine principals in life. Image: Nitin Shah

ASSOcIATIOn neWS 



PRINTBULLETIN

15SePTeMBeR 2020  |

You have been advocating this ‘friends with 
benefits’ approach after practising it for many years 
at your company. How do you think it will benefit 
us all, especially through the tough times we have 
been facing for over a year, since early 2019?

[Laughs] I don’t understand how can we keep talking about 
all the bad things all the time. no doubt the times have been 
tough. no doubt that some businesses will be the casualties 
of this prolonged slowdown and the pandemic. But I know 
only one thing: we all die once but what stops us from living 
every day?

If you track the demand for paper consumption, it has 
steadily grown over the past decade. If you take a 
look at the education sector, we have been growing 
consistently with student enrolments across all levels 
– from nursery to higher education. More number of 
companies are getting registered; start ups are entering 
the market. new products are being launched. new 
business sectors are emerging. How can we then say 
the print is dying? We have so many opportunities and 
as a business we need to adapt to these new, growing 
opportunities. We shall have to steer our businesses 
such that we can benefit from these new and emerging 
opportunities.

Let me give you an example. After the recent 
government advisory to stop printing of diaries and 
calendars by the PSUs, we felt a jolt. I agree that the 
announcement came at the worst time possible; it could 
have been delayed to the next year considering the 
current pandemic. However, we all knew it was coming. 
So, let us prepare to deliver some different solutions 
instead. can we offer monthly planners instead of 
diaries? We can also explore other options such as 
printing notebooks, instead of diaries.

The industry has been consolidating for a few quarters, 
even before the pandemic. The collaborate and 
cooperate mantra works no matter what industry we 
operate in, and that’s the way for all of us and the 
industry to grow. Take for example, the automobile 
industry. The component makers are all as big as some 
of the auto majors and the auto companies cannot exist 
without the able support of hundreds of component 
manufacturers.

You see, we need to focus on ‘living daily’ to find 
solutions for ourselves and for the people around us. It 
is essential we build business agility and sustainability 
by diversifying our strengths by collaborating with 
fellow business owners.

Widen your vision for opportunities. In India, we 
are blessed with great domestic demand. We have 
enough business for all.
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Does cOVID-19 demotivate you? — motivational speaker 
and business consultant Arvind Khinvesra answered 
this question at the BMPA webinar. IcP International 
supported the webinar attended by over 150 print 
professionals.

“change is inevitable. We are in a similar situation; there 
will not be any return to normal but a new normal,” 
Arvind advised the audience right at the beginning of 
the webinar, “attitudinal shift is the only way to move 
forward and achieve growth.”

easier said than done! Thinking about growth in 
the times of global-scale crisis seems impossible. 
However, according to Arvind, achieving growth starts 
with adopting a growth mindset, as against the ‘fixed 
mindset’ with which we all shape our lives, careers and 
businesses. 

Key factors of growth 

A fixed mindset is problem-centric. The person 
with a fixed mindset think about their strengths and 
weaknesses  – I am good at business management; I 
am not good with people management. We segment and 
slot ourselves in these binaries and think that we are 
whatever we are forever. The growth mindset, however, 
is solution-centric. The person with a growth mindset 
focuses on the potential to learn new things; acquire 
new skills to achieve growth – 
personal and professional. “One can 
easily see that the two mindsets 
are drastically different. We need to 
learn and imbibe the growth mindset 
to counter the fixed mindset,” said 
Arvind. Shifting mindset is indeed 
a paradigm change because while 
the outcomes and results define 
one’s beliefs and success for the 

Arvind Khinvesra, Founder of Achieve Thyself, delivered a motivational presentation that was full of growth-
focused ideas and developing a motivated mindset. 

DEMOTIVATED TO 
‘GROWTH-ORIENTED’  

fixed mindset person, it is the process improvement that 
puts the person with a growth mindset on the path of 
success and growth. 

Fixed mindset Growth mindset

not useful, if it 
does not deliver 
the results or 
the outcomes as 
desired

effort Useful always, 
because it keeps 
the process moving 
forward.

Back down and 
avoid

challenges Opportunities for 
growth and trying 
new things 

Discouraged by 
mistakes

Mistakes and 
setbacks

Learning 
opportunities

not helpful Feedback Useful information; 
appreciate it

Train your brain

After understanding the fundamentals of a growth 
mindset, one may wonder ‘how does one achieve it?’ 

Arvind shared a three-step training programme to 
retrain your brain, thought processes, and ultimately 
the mindset. “Brain is a muscle like any other muscle 
in the body. Just as you can workout and grow other 
muscles to be stronger and more productive, you can 

stretch the capacity of your brain,” 
he simplified the thought behind his 
three-step formula.

“growth is not a linear process. 
Perseverance is the key; therefore, 
consistently challenge yourself. 
Make challenge an integral process 
to achieve consistent and sustained 
growth,” added Arvind as he 
detailed the challenge, struggle, and 
growth formula. 

Business experiments and R&D 
cost money. How about weighing 
the risks vs the cost?

Take calculated risks. Think about 
what if you don’t take the risk. If that 
situation doesn’t worry you or if it 
is better for you. Weigh your risks 
pragmatically.
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One cannot say I will not enter 
the water until I learn to swim; 
one will never learn to swim 
with this mindset.

– Arvind Khinvesra, 
Founder, Achieve Thyself

ASSOcIATIOn neWS 

Choose your circle wisely

It is crucial to be able to influence the right thing you 
can. Let us understand that in any situation, it is our 
perspective that matters the most. “The situation is 
bad, indeed. The other option, however, is worse if we 
cannot make the right choices and take the correct steps 
to bring about a positive change in ourselves. Suppose 
we look at any situation with this perspective. In that 
case, we shall only have positive options in front of us,” 
Arvind explained it further in simple language, “don’t 
focus on changing others. change yourself. That is the 
only person you can change.” 

We are surrounded by two circles – much like the 
security detail for a VIP. The outer circle is what worries 
and concerns us; however, it is beyond our control and 
influence. For example, the printer next 
door has installed a cutting edge, state-
of-the-art press. We have no control 
over what the competition does. It may 
worry us, but we have no control over 
it. 

What we can change, however, is the 
inner circle or the circle of influence. 
These are the things or the critical 
factors of the situation that we can 

influence and control to bring about 
a positive change. For example, I 
have a legacy technology that I have 
mastered over the years. It is debt-
free. I can operate it at a greater 
efficiency than the competition. Or, I 
can collaborate with the competitor 
to offer the best solution to my 
clients by leveraging my knowledge 
of the legacy technology and the 
competitor’s investment in the 
latest, cutting-edge press. 

Learn from the past

concluding the webinar 
presentation, Arvind listed three 
significant lessons from the past. 
He referred to several crises – 
financial, primarily – from the past 
century and a half. From the Great 
Depression, the Dot com bubble, to 
the Subprime Mortgage crisis, he 
pointed out that a climax follows 
every crisis. A strong growth surge 

followed each crisis in the sector. 

each climax is more significant than 
the previous one – tracking the historical data from the 
crises; Arvind pointed it out to the audience that climax 
has only enhanced growth after each crisis. While 
the Dot com boom led to the rise of e-commerce and 
social-media-based growth opportunities, the Subprime 
Mortgage crisis that caused the fall of global financial 
institutions, led to an even greater surge in the financial 
markets around the world. It led to significant growth of 
debt and equity markets. 

The last observation presented by Arvind is the most 
interesting: the crisis has brought us all at the start 
line. All are equal at this time because of the crisis. It 
is, therefore, an equal playing field for all the players 
– large and small, through the crisis and the climax, 
every player in the industry ha the equal opportunity for 
growth and climax. 

To achieve growth going forward, 
Arvind advised each participant to 
ask a few but correct questions: Are 
we looking at opportunities? Are we 
thinking out-of-the-box? He assures 
that by searching for the positive and 
pragmatic answers to these questions, 
one can survive the crisis times and 
climax will be the time for you to arrive.

Brain is a muscle after all. Just as with any other muscle, challenge it. Let 
it struggle. And it will grow stronger. Image: Gerd Altmann
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From print to ‘impressions’
Bimal Mehta, CEO of Vakils and Managing Director of Vakils Premedia, detailed the secrets of his 
successful journey from analogue platform to digital in the knowledge-sharing webinar by MMS.

ASSOcIATIOn neWS 



In the current print and packaging market, quality and 
service are a given. When each business competes on 

such grounds, the industry is commoditised; and everybody 
starts competing on price. "We need to start forming 
partnerships with our clients to offer them solutions for their 
problems with our expertise as printers," says Bimal Mehta 
before he details the plan of action for the transformation of 
print business with case studies of the globally successful 
print businesses.

Create value-added services 
LSc communications is a multinational publishing services 
provider. The technology-driven company is not only a 
commercial printing service provider, but it also offers a 
wide variety of value-added services. A wide variety of 
technology tools offer unique and diversified services that 
create and lock customers in the LSc ecosystem. 

established in 1864, LSc today offers an e-book publishing 
platform that enables releasing print and e-book formats 
simultaneously. Besides the print and publishing services, 
they offer warehousing and distribution and postal 
optimisation. By creating such 
value-added services, LSc has 
successfully pivoted itself from 
a legacy commercial printer to a 
service provider adding value to 
its clients by solving their pressing 
issues, and creating sustained 
profitability for itself. 

Customer communications
Kind Printing co. Inc., a US-based 
book-printer, offers services to self-
publishing authors and publishers. 
They specialise in short-run book 
publishing where the publishers 
can print-on-demand (PoD) with 
deliveries to the end-users such as 
the universities, book stores, even 
readers, across the US. King can 
print as small quantities as one to 
five copies per order.

King offers database services 
to the publishers. It enables the 
customers to instantly and quickly 
order the necessary PoD of any 
of their titles. This service was 
specially developed to ensure 
the process of printing the titles 
was made easy for the clients; 

larger the publisher, more significant the difficulty they 
face in managing the diverse portfolio of titles. With better 
customer communication, King not only identified the pain 
points but addressed them by creating the right service and 
effective customer communications. 

Develop new sales messages
Komatsu, the world's oldest construction, mining and utility 
equipment company, successfully transformed itself from 
a product company to a diversified services provider. It 
created Smart constructions – a service that offers the 
construction equipment for the charges based on the earth 
the machine moves. This subscription model is not tied to 
the time, the quantities, or the power of the instrument on 
rent, but the 'actual work they accomplish’.

Komatsu this not only created a new service offering but 
effectively communicated it to the right clients to ensure the 
service was instantly popular.

Think beyond ink-on-paper
Before concluding the presentation, Bimal presented key 

disruptions from the past decade. 
While we, as printers, may think 
the competition for our business is 
the digital printing technology, but 
in reality, the stiff competition is 
the information-technology-driven 
disruptions. In 2019, Web 3.0 and 
artificial intelligence (AI) have grown 
rapidly. The concept of a market-for-
one is on the rise with personalisation 
and the person-focused delivery 
of services and products. We are 
experiencing these technologies with 
simple tools at our disposal, such as 
newspaper applications delivering 
us prioritised newsfeeds based on 
our preferences and browsing history. 
Voice technologies and omnipresent 
AI are enveloping our lives, making 
them ever simple with just OK Google 
or Hey Siri. The growth of software-
as-a-service (SaaS) has also changed 
the way we access and interact with 
the digital world. 

Bimal concluded the webinar by 
spelling the gospel truth of the print 
and packaging industry in the twenty-
first century: selling ink on paper is 
not enough any more!

Bimal’s key steps to transformation 
1. Overcome the resistance to change.

2. Set a new entity to experiment and 
attract the right talent.

3. Understand that each business has to 
be run differently.

4. employ the right professionals, smarter 
than you, to run your businesses. 

5. Be the venture capitalist for your new 
business. 

6. Watch the cash flow; share resources 
with your existing businesses for 
better cash management.
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economic Zone) units have been excluded from the 
requirement of issuance of e-invoice.

earlier it was made applicable to the registered persons 
whose aggregate turnover in a financial year exceeds 100 
crore rupees. 

The second phase of all India roll-out of faceless 
assessment and specification of the jurisdiction of 
Commissioner (Appeals)
The  central Board of Indirect Taxes and customs (cBIc) 
vide circular 34/2020-customs dated July 30, 2020, has 
decided to begin the second phase of all India roll-out of 
faceless assessment with effect from August 3, 2020, 
including Delhi and Mumbai customs Zones and extending 
the scope of faceless assessment at chennai and Bangalore 
customs Zones. The Board has reviewed the first phase 
of faceless assessment at Bengaluru and chennai and 
resolved few technical and administrative issues that arose. 
The Board also noted that on expected lines the faceless 
assessment ushered in a smooth and faster clearance 
process with uniformity in the assessment. 

It is clarified that the customs Zones and the imports 
already covered under the first phase would continue and 
be treated as subsumed under the second phase. Thus, 
the second phase of faceless assessment will cover the 
following specified customs Zones and the imports primarily 
under the specified chapters of the customs Tariff Act, 
1975:

chapter(s) of 
the customs 

Tariff Act, 1975

Appraise-
ment 
Group

customs Zones Remarks

84 5 Bengaluru, 
chennai, and Delhi

Bengaluru and chennai zones were 
covered in the first phase. Delhi zone 
is newly covered.

85 5A Bengaluru, 
chennai, and Delhi

89 to 92 5B Bengaluru, 
chennai, and Delhi

Pilot programme has been running 
in Delhi zone since September 2019, 
and now Bengaluru and chennai are 
newly covered.

50 to 71 3 Bengaluru, 
chennai, and Delhi

Pilot programme has been running in 
chennai zone since September 2019, 
and not in Bengaluru and Delhi are 
newly covered.

29 2A Mumbai I, Mumbai 
II, and Mumbai III

newly introduced zones

Further, the Government of India vide notification 
63/2020-customs (nT) dated July 30, 2020, has amended 
notification 92/2017-customs (nT), dated September 28, 
2017, to specify the jurisdiction of commissioner (Appeals) 
to assessment orders passed by Faceless Assessment 
Groups. clarifications on the refund-related issues

cBIc vide circular 139/09/2020-GST dated June 10, 2020, 

Extensions on compliance dates
Print Bulletin readers benefit from the advice extended by BMPA’s panel of consultants. The advisory 
includes up-to-date information regarding Tax, banking, and legal updates concerning the print and 
packaging industry.  

Labour law

Revised minimum wages for July to December 
2020

Dearness Allowance (DA) for the period of July 1, 2020, 
to December 31, 2020, applicable to the ‘Printing Press 
Industry’. 

class of 
employees

Basic salary (r) DA (r) Total per month 
(r)

Skilled 4,600.00 5,056.00 9,656.00

Semi-skilled 4,500.00 5,056.00 9,556.00

Unskilled 4,400.00 5,056..00 9,456.00

note: The DA amount is applicable between July 1 to 
December 31, 2020. In addition to the above, five per cent 
HRA on the basic salary plus DA is also payable where 
the employment strength is 50 and more.

DA for the period of July 1, 2020, to December 31, 2020, 
for establishments covered under the ‘Bombay Shops and 
establishment Act’. 

This has reference to the DA allowance chart issued for 
the above mentioned period by the commissioner of 
Labour, Mumbai, Maharashtra. Accordingly, the DA for all 
class of employees, applicable under the Bombay Shops 
and establishment Act is r936/-. 

The DA is in addition to the basic wages applicable to 
your establishment as per the details below for Zone 1:

class of 
employees

Basic salary (r) DA (r) Total per month 
(r)

Skilled 11,632.00 936.00 12,568.00

Semi-skilled 10,856.00 936.00 11,792.00

Unskilled 10,021.00 936.00 10,957.00

note: The DA Amount is for the period July 1, to 
December 31, 2020. In addition to the above, five per cent 
of HRA on the Basic Salary plus DA is also payable where 
the employment strength is 50 and above.

GST
Revised Format/Schema for e-Invoice under GST, 
Exemption to SEZ, and eligibility of E-invoice
The Government of India vide notification 60/2020-central 
Tax dated July 30, 2020, has substituted the “FORM 
GST InV-01” with new “FORM GST InV – 1” and vide 
notification 61/2020-central Tax dated July 30, 2020, 
and made it applicable for registered persons having 
aggregate turnover above 500 crore rupees (with 
enhanced aggregate turnover) in a financial year with 
effective from October 1, 2020. Further, the SeZ (Special 
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has issued the following clarifications regarding the issue 
relating to refund of accumulated ITc (input tax credit) in 
respect of invoices whose details are not reflected in the 
FORM GSTR-2A of the applicant:

1. It was decided vide circular 135/05/2020-GST dated 
March 31, 2020, that the refund of accumulated ITc 
shall be restricted to the ITc as per those invoices, 
the details of which are uploaded by the supplier in 
FORM GSTR-1 and are reflected in the FORM GSTR-
2A of the applicant. Accordingly, para 36 of the 
circular 125/44/2019-GST, dated november 18, 2019, 
was modified to that extent.” 

2. Representations have been received that in some 
cases, refund sanctioning authorities have rejected 
the refund of accumulated ITc in respect of ITc 
availed on Imports, ISD invoices, RcM, and more, 
citing the circular as mentioned above on the basis 
that the details of the said invoices/documents are 
not reflected in  FORM GSTR-2A of the applicant.  

3. In this context, it is noteworthy that before the 
issuance of circular 135/05/2020–GST dated March 
31, 2020, the refund was being granted even in 
respect of credit availed on the strength of missing 
invoices (not reflected in FORM GSTR-2A) which 
were uploaded by the applicant along with the refund 
application on the common portal. However, vide 
circular 135/05/2020–GST dated March 31, 2020, 
the refund-related to these missing invoices has been 
restricted. now, the refund of accumulated ITc shall 

be limited to the ITc available on those invoices, 
the details of which are uploaded by the supplier in 
FORM GSTR-1 and are reflected in the FORM GSTR-
2A of the applicant.  

4. The circular as mentioned earlier does not in any 
way impact the refund of ITc availed on the invoices/
documents relating to imports, ISD invoices and 
the inward supplies liable to Reverse charge (RcM 
supplies) and more. It is clarified that the treatment 
of refund of such ITc relating to imports, ISD invoices 
and the inward supplies liable to Reverse charge 
(RcM supplies) will continue to be same as it was 
before the issuance of circular 135/05/2020–GST 
dated March 31, 2020.

Effecting the provisions of Rule 67A for furnishing a 
nil return in FORM GSTR-3B by SMS
The Government of India vide notification 44/2020-central 
Tax dated June 8, 2020, has appointed the 8th day of 
June 2020, as the date from which Rule 67A (manner of 
furnishing of return by short messaging service facility) 
shall come into force to allow the registered person to 
furnish a nil return in FORM GSTR-3B for a tax period, 
through a short messaging service (SMS) using the 
registered mobile number and the said return shall be 
verified by a registered mobile number based One Time 
Password facility (OTP). 

explanation: For the purpose of this rule, a nil return shall 
mean a return under section 39 for a tax period that has 
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BMPA’s support system to help you 
adapt to ‘new normal.’ 
Have you got any questions about cOVID-19? 
Are you wondering how to efficiently and safely 
operate your business with the ‘new normal’? Are 
you struggling with the supplies of ‘new normal 
essentials’ such as thermometers, hand sanitiser, 
face masks, face shields, and more? 

With the experience of the members who have 
started operations, BMPA brings to you some 
special offers that will enable you to get all your 
essential supplies for ensuring the safety of your 
staff as and when you restart your operations. The 
Association wants you to get the benefit of bulk-
buying. Hence, we have negotiated a special deal for 
its members. The Association shall be happy to help 
you with your queries regarding cOVID-19; feel free 
to write to the BMPA’s cOVID-dedicated email at 
covid19@bmpa.org Team BMPA we will do its best 
to guide you. The replies will be based on policy/
guidelines, personal experiences, and best practices/
efforts by fellow members of the industry—a lead 
time of 24 hours to be expected for query resolution. 

nil or no entry in all the Tables in FORM GSTR-3B.

Clarification in respect of levy of GST on Director’s 
remuneration
cBIc vide circular 140/10/2020-GST dated June 10, 2020, 
has issued the following clarifications on levy of GST 
on Director’s remuneration paid by companies to their 
directors. The issue of remuneration to directors has been 
examined and clarified under two different categories, as 
below.

Levy of GST on remuneration paid by companies to 
the independent directors or those directors who 
are not the employee of the Company 
The primary issue to be decided is whether or not 
a ‘Director’ is an employee of the company. In this 
regard, from the perusal of the relevant provisions of the 
companies Act, 2013, it can be inferred that: 

(a) the definition of a whole time-director under section 
2(94) of the companies Act, 2013 is inclusive, and 
thus he may be a person who is not an employee of 
the company. 

(b) The definition of ‘independent directors’ under 
section 149(6) of the companies Act, 2013, read 
with Rule 12 of companies (Share capital and 
Debentures) Rules, 2014 makes it amply clear that 
such Director should not have been an employee or 
proprietor or a partner of the said company, in any 
of the three financial years immediately preceding 
the financial year in which he is proposed to be 
appointed in the said company.  

(c) Therefore, in respect of such directors who are 
not the employees of the said company, the 
services provided by them to the company, in lieu 
of remuneration as the consideration for the said 
services, are clearly outside the scope of Schedule 
III of the cGST Act and are therefore taxable. In 
terms of entry at Sl. no.6 of the Table annexed to 
notification no. 13/2017-central Tax (Rate) dated 
June 28, 2017, the recipient of the said services, i.e. 
the company, is liable to discharge the applicable 
GST on it on reverse charge basis. 

(d) Accordingly, it is hereby clarified that the 
remuneration paid to such independent directors, or 
those directors, by whatever name called, who are 
not employees of the said company, is taxable in the 
hands of the company, on reverse charge basis. 

Levy of GST on remuneration paid by companies to 
the directors, who are also an employee of the said 
Company 
(a) Once, it has been ascertained whether a director, 

irrespective of name and designation, is an 
employee, it would be pertinent to examine whether 
all the activities performed by the Director are in 
the course of employer-employee relation (i.e. 
a “contract of service”) or is there any element 
of “contract for service.” Various courts have 
deliberated the issue, and it has been held that a 
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director who has also taken employment in the 
company may be functioning in dual capacities; 
namely, one as a director of the company and the 
other based on the contractual relationship of master 
and servant with the company, i.e. under a contract 
of service (employment) entered into with the 
company.  

(b) It is also pertinent to note that similar identification (to 
that in Para 5.1 above) and treatment of the Director’s 
remuneration is also present in the Income Tax Act, 
1961 wherein the salaries paid to directors are subject 
to Tax Deducted at Source (‘TDS’) under Section 192 
of the Income Tax Act, 1961 (‘IT Act’). However, in 
cases where the remuneration is in the nature of 
professional fees and not salary, the same is liable for 
deduction under Section 194J of the IT Act. 

(c) Accordingly, it is clarified that the part of Director’s 
remuneration which is declared as ‘Salaries’ in the 
books of a company and subjected to TDS under 
Section 192 of the IT Act is not taxable being 
consideration for services by an employee to the 
employer in the course of or concerning his employment 
in terms of Schedule III of the cGST Act, 2017. 

(d) It is further clarified that the part of employee 
Director’s remuneration which is declared separately 
other than ‘salaries’ in the company’s accounts and 
subjected to TDS under Section 194J of the IT Act as 
Fees for professional or Technical Services shall be 
treated as consideration for providing services which 
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are outside the scope of Schedule III of the cGST 
Act, and is, therefore, taxable. Further, in terms of 
notification 13/2017-central Tax (Rate) dated June 
28, 2017, the recipient of the said services, i.e. the 
company, is liable to discharge the applicable GST on 
it on reverse charge basis. 

Recommendations of GST council related to law 
and procedure
Measures for Trade facilitation

 1. Reduction in late fee for past returns

 As a measure to clean up pendency in return filing, 
the late fee for non-furnishing FORM GSTR-3B for the 
tax period from July 2017 to January 2020 has been 
reduced/waived as under: 

(a) ‘nIL’ late fee if there is no tax liability;

(b) Maximum late fee capped at r500/- per return if 
there is any tax liability.

 The reduced rate of the late fee would apply for 
all the GSTR-3B returns furnished between July 
1, 2020, and September 30, 2020.

 2. Further relief for small taxpayers for late filing of 
returns for February, March and April 2020 Tax periods

 For small taxpayers (aggregate turnover up to 
rupees five crores), for the supplies effected in the 
month of February, March and April 2020, the rate 
of interest for late furnishing of return for the said 
months beyond specified dates (staggered up to July 
6, 2020) is reduced from 18% per annum to 9% per 
annum till September 30, 2020.

 In other words, for these months, small taxpayers 
will not be charged any interest till the notified 
dates for relief (staggered up to July 6, 2020) and 
thereafter 9% interest will be charged till September 
30, 2020.

 3. Relief for small taxpayers for subsequent tax periods 
(May, June and July 2020)

 In the wake of cOVID-19 pandemic, for taxpayers 
having aggregate turnover up to rupees five crores, 
further relief provided by waiver of late fees and 
interest if the returns in FORM GSTR-3B for the 
supplies effected in the months of May, June 
and July 2020 are furnished by September 2020 
(staggered dates to be notified).  

 4. One time extension in period for seeking revocation 
of cancellation of registration

 To facilitate taxpayers who could not get their 
cancelled GST registrations restored in time, 
an opportunity is being provided for filing of 
the application for revocation of cancellation of 
registration up to September 30, 2020, in all cases 
where registrations have been cancelled till June 12, 
2020.

certain clauses of the Finance Act, 2020 amending cGST 
Act 2017 and IGST Act, 2017 to be brought into force 
from June 30, 2020.
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Counsel from the best-in-the-industry

Have you wrongly fed the data about invoices while filing 
GST return? What is the corrective action?

Would someone advise my accounts team to set our 
employees salaries in compliance with the latest changes 
after the verdict about on ePS by the Supreme court of 
India?

You wish to export your services and goods; what are the 
special schemes for export promotion?

The BMPA-empanelled consultants are amongst the best in 
in the industry; they have not only the years of experience 
but also awards and accolades, and industry certifications 
that underline their excellent work in the field. 

As Print Bulletin readers and the members of BMPA-MMS, 
you have the privileged opportunity to get your queries 
answered by the coveted and industry-leading consultants. 
So send your specific questions to admin@bmpa.org. 
Should your query qualify for the gratis consultation by the 
empanelled consultant, then counsel from the respective 
consultant would be tendered for your consideration, and 
action, if you wish. 

BMPA and Team Print Bulletin encourage you to avail this 
service for your business. For further inquiry or to know 
more about how to use these services, please call at +91 
(22) 2493 4654.

Banking and FEMA
Online facility for addition and modification of bank 
details in customs
exporters are required to register their Authorised Dealer 
code (AD code) and Bank Account for remittances and 
availing export benefits respectively. now, exporter can 
add or modify the Bank Details from IceGATe portal itself 
and submit documents online via eSanchit.  

This facility will remove the need for physical submission 
of the required documents and support in the ease of 
doing business initiative of the government. 

Anti-dumping duty on digital offset printing plates 
for five years
The customs vide notification 21/2020 dated July 29, 
2020, implemented Anti Dumping Duty (ADD) on Import 
of Digital Offset Printing Plates falling under sub-headings 
8442 50 and tariff items 3701 30 00, 3704 00 90, 3705 
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00 00, 7606 11 90, 7606 91 90, 7606 92 90 for goods 
following the origin: a] china, b] Korea, c] Japan, d] 
Vietnam, and e] Taiwan. 

The duty levied is subject to various suppliers and various 
amount on per square metres basis. Importers for these 
plates must evaluate their costing before the import. 

Company law
Extension of the last date of filing of Form NFRA-2
The national Financial Reporting Authority (nFRA) is a 
separate and independent body constituted under the 
provisions of Section 132 of the companies Act, 2013 
with effect from October 1, 2018, by Government of India 
to provide for matters relating to accounting and auditing 
standards under this Act and improving investor and 
public confidence in the financial reporting of an entity. 

Form nFRA- 2 is an Annual Return to be filed by auditors 
with nFRA. The Ministry of corporate Affairs (McA), 
Government of India, in continuation of General circular 
19/2020 dated April 30, 2020, has further decided to 
extend the time limit for filing Form nFRA- 2 for the 
reporting period financial year 2018-2019 from 210 days 
to 270 days from the date of deployment of this form 
on the website of national Financial Reporting Authority 
(nFRA). 

Impact: Time limit for filing Form nFRA-2 for Financial 
Year 2018-2019 has been extended for 270 days.

Case study: Late in conducting AGM?
national company Law Tribunal (ncLT), Mumbai 
Branch in the matter of netscout Systems Industrial 
Private Limited (the Applicant/Defaulting company) had 
violated Section 96 of companies Act, 2013 for which 
an application for compounding of the offence was made 
under section 441 of companies Act, 2013 before ROc. 
Same had been forwarded to ncLT along with ROc report. 

In the given case, the applicant company had failed to 
comply with provisions of Section 96 of companies Act, 
2013, i.e., failed to conduct the Annual General Meeting 
(AGM) within the prescribed time.  

note: Section 96 of companies Act, 2013 stated that 
the company shall hold first AGM within nine months 
from the closing of the financial year and in other cases 
meeting shall be held within six months from the closing 
of the financial year. It also states that for any special 
reason other than first AGM can be extended by a period 
not exceeding three months. 

The legal representative of applicant company submitted 
before the ncLT that the company held Annual General 
Meeting (AGM) for the Financial year 2013-2014 on 
September 30, 2014. For Financial Year 2014-2015 the 
meeting could not be held as per the due date (i.e., 
September 30, 2015) as one of the two additional 
Directors was outside India due to which Board Meeting 
could not be held for approval of accounts and sending 
out notices for AGM and the same business cannot 

be transacted through video conferencing and other 
audiovisual means. 

The said default made by the company and its directors 
was not intentional/deliberate and not to prejudice the 
interest of the members, creditors or other parties.  

The company then held an adjourned AGM where the 
accounts were adopted on January 29, 2016, instead 
of September 30, 2015, resulting in a delay of 121 days 
which is beyond the prescribed limit of 3 months which 
resulted into violation of Section 96 of companies Act, 
2013. 

Since the offence was not deliberate, and the same 
was made good by conducting the belated meeting, the 
applicant company was allowed the said compounding 
application with minimum compounding fees payable. 

On violation of provisions of Section 96 of the Act, 
punishment is provided under section 99 of the Act which 
states that the company and every officer in default 
shall be punished with a fine which may be extended up 
to r1,00,000/- and in case of continuing default with a 
further fine of r5,000/- every day during which default 
continues. 

Thus the compounding fees of r1,00,000/- was imposed 
on the company and r50,000/- each on the two directors 
of the company (i.e., r2,00,000/- in total) for not 
repeating the impugned default in future.

Disclaimer: The information shared in this article is a 
personal understanding of the contributors, and shall not 
be used as a conclusive material. The content stated/
mentioned here is subject to changes by the respective 
Government/Authorities under the applicable laws. The 
contributors or the BMPA-MMS shall not be liable for any 
direct or indirect damages caused to any person acting 
solely based upon the information shared here in the 
article. Team Print Bulletin suggests the readers draw 
their conclusions after taking into consideration various 
other relevant sections, rules to be notified from time 
to time and applicable compliance standards, guidance 
notes and other notifications and amendments notified 
from time to time. 

Disclaimer: The information shared in this article is a 
personal understanding of the contributors, and shall not 

be used as a conclusive material. The content stated/
mentioned here is subject to changes by the respective 
Government/Authorities under the applicable laws. The 

contributors or the BMPA-MMS shall not be liable for any 
direct or indirect damages caused to any person acting 

solely based upon the information shared here in the 
article. Team Print Bulletin suggests the readers draw 

their conclusions after taking into consideration various 
other relevant sections, rules to be notified from time 

to time and applicable compliance standards, guidance 
notes and other notifications and amendments notified 

from time to time. 
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