Game Changers

The Unconventional
Entrepreneur
Dr. GSK Velu has achieved success in the most
unconventional works done in the most unconventional ways

By: Jayata Sharma-Sand

Game Changer
Quotient
Innovative mind
& the drive to
bring India on
the global map
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H

e is always on the go!
To get hold of such a
blink-and-miss person
was an achievement by itself for
us. However, due to his habit
of promptly responding to
emails, things got a little easier
for us.
So, what makes Dr. GSK
Velu a game changer? Well, a
lot. From being one of the early
entrants in Indian diagnostics
to having the courage to be

the first to start indigenised
production of medical devices,
he has done it all. When
people usually leave India for
greener pastures, here was
this man, determined to be
unconventional and work hard
to bring Indian healthcare
industry on the global map. His
vision is to make India a selfsufficient nation, in terms of
medical technology, expertise
and quality healthcare.
Currently, he is the
Managing Director & Founder,
Trivitron Group of Companies;
Co-Founder and Vice
Chairman, Metropolis Health
Services; Founder & Chairman,
Maxivision Eye Care Hospitals,
a Medfort Hospitals initiative;
Founder & Director, Alliance
Medicorp & Alliance Dental;
and is associated with industry
bodies like FICCI and CII.
His list of awards is way
too long, so here are some
hand-picked ones: Champion
of Humanity Award by
Hindustan Chamber of
Commerce (2013), Akhil
Bhartiya Udyog Kranti Award
(2012-13), Entrepreneur of the
Year (Manufacturing) (2012),
Indira Gandhi Seva Ratna Gold
Medal (2012), Rajiv Gandhi
Shiromani Award (2007), and
TiE Serial Entrepreneur of the
Year (2010).
In this interview, we try and
capture his persona to the max
and hope that you can enjoy
this ride down with us.

Early life & achievements
Born in 1967, in the
village of Aral Voimozhy,
Kanyakumari district from a
lower middle class family, the
first generation entrepreneur
began his journey changing the
way medical technology and
diagnostics work today about
two decades ago.
After obtaining a Bachelor’s
degree in Pharmacy from the
Birla Institute of Technology
and Science (BITS), Pilani
in 1988, Dr. Velu began his
career with a company known
as Instruments and Machines
Inc. (IMI). Later in the year
1990, he became the Director
& Shareholder in a company of
IMI called as Allied Healthcare
Pvt. Ltd.
He then moved to Ciba
Corning, which produced a
variety of laboratory chemicals
and instruments, as the
Country Head for India. When
CIBA corning was transformed
to Chiron Diagnostics through
a complex series of mergers,
Dr. Velu was given full
responsibility for the South and
South East Asian markets.
With the experience he
had garnered so far, Dr. Velu
floated a small company,
Trivitron Diagnostics in
1997. It was a joint venture
with Chiron Diagnostics to
distribute Chiron’s products
in India. On the other side,
he started another company,
Trivitron Medical Systems to
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The lighter side of Dr. GSK
Velu
Favourite song
Hindi and Tamil Songs of
1980s!!
Favourite movie
Titanic
Favourite famous personality
& why
Rajinikant – for his super
humble behaviour despite
being a super star and
remembering his roots
Favourite food/cuisine:
Sushi and I love Japanese
cuisine
A holiday destination that you
enjoyed the most
Italy and Spain

40 Health Biz India February 2014

focus on instruments used by
surgeon and intensivists.
It was around this time
that Dr. Velu convinced the
Indian government to include
CLIA kits in the duty-free
category to benefit millions
of people in the country. In
1999, Dr. Velu acquired 50 per
cent shares in Metropolis (a
leading diagnostics laboratory
chain today) and expanded
it into a corporate chain of
diagnostic centres which now
has 85-state-of-art laboratories
across India , catering to more
than 10,000 small labs, nursing
homes and hospitals and more
than 20,000 consultants. Yet
another brain child of Dr.
Velu is Maxivision-Medfort
Hospitals, which is a global
healthcare delivery organisation
that pioneers eye care with
cutting edge technologies (he
was instrumental in bringing
the world’s first Femtosecond
Laser Cataract System to India)
provides superior healthcare
services in eye care.

Growth of Trivitron
Since its inception in 1997
Trivitron Group of Companies
has grown into a Rs. 400 crore
company with presence in
almost every single healthcare

institution in India.
While working with
different hospitals and
laboratories, Dr. Velu realised
that a common need felt by
most organisations in the
healthcare industry was that
for a single point of contact
for healthcare professionals
to source all their technology
needs and also one that would
be accountable to them.
The hospitals did not want to
work with a multitude of small
suppliers but instead sought
well-known companies that
could supply a wider range of
products. By 1999-2000 only
the big brands were in demand.
Dr. Velu’s experience in
working with global companies
came in very handy and the
MNCs turned to Trivitron
to get a quick foothold in the
Indian healthcare market.
Over the years, Trivitron has
built up a network of strategic
international partnerships with
world leaders and specialists
in medical technology like
Hamilton, Switzerland for
ventilators (artificial breathing
machines used in ICUs),
Nihon Kohden of Japan for
patient monitoring systems
and Brandon Medical UK,
which produces special lights

for operating rooms. Also on
the list are Aloka of Japan,
Boston Scientific (the makers of
coronary artery stents used in
heart patients) and Technolas
Perfect Vision (the world
leaders in refractive surgery
technology).
To support this, Trivitron
has a network of more than
200 dealers across the country
and more than 400 technical
support specialists. Trivitron
was also the first medical
technology company in India
to introduce a 24/7 customer
support hotline. Trivitron
has introduced its own range
of cost effective medical
equipment under the PRIDE
series. Dr. Velu is involved in
a range of business initiatives,
and who better than himself to
tell us more about this ‘serial
entrepreneur’ streak of his…

You have been courageous
enough to pioneer
indigenous manufacturing
of medical devices when
others wanted to play safe.
What led you to this?
Apart from manufacturing
medical technology
indigenously to doctors and
healthcare institutions across
the nation, this initiative was
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taken mainly to strengthen the
quality of healthcare in rural
India and build opportunities
for export of indigenously
manufactured technology to
other countries. It can employ
around 2000 people and reduce
the cost of medical technology
by 30 per cent bringing down
the cost of healthcare to the end
users - the patients, by 20 per
cent. This is what made it all
worthwhile.

As a domestic
player, we are the
only multi-modality
Med Tech player of
Indian origin with
a comprehensive
range of products

Tell us something about
your JV with Apollo
Hospitals, Alliance
Medicorp.
This initiative was taken
to primarily provide renal
dialysis to patients awaiting
kidney transplants. We focus
on those patients who are
not critically ill but can lead
a normal life provided they
undergo dialysis a few times
a week. An extension of this
initiative is LifeBridge, a set of
dialysis clinics to bring dialysis
treatment to the patients who
cannot afford it. The joint
venture has also started dental
care cliniques across India,
called Apollo White.

Trivitron’s radiation
protection apparel and
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similar products are
exported to around 160
countries. Not many know
about this niche area you
have been working on.
Sadly in India, we have hardly
any awareness on the health
hazards that come along with
radiation exposure. It can
happen in the most regular of
procedures, like say a CT scan.
Though doctors and the
staff are usually protected,
what about the patient? In fact,
because of low awareness, the
patient does not even know he’s
supposed to be protected. Our
initiative was started keeping
in mind it is high time that
awareness on a major scale
should be created among the
people (patients). In fact, over
the years, our manufacturing
units have successfully managed
to even bring down costs
of making such protective
gear, thus making them more
affordable.

Trivitron works closely with
IIT Madras. Kindly tell us
more about this tie-up.
A strong academic background
combined with expertise that
understands the healthcare
needs of the country, can
work wonders for medical

technology space. Trivitron
has teamed up with Indian
Institute of Technology (IIT)
Madras to set up the Trivitron
Innovation Centre, a first of
its kind industry academia
collaboration for R&D of
medical technology.
A joint effort of Trivitron,
IIT, Madras, one of the most
reputed national institutes in
higher technological education,
the Trivitron Innovation Centre
is a centre of excellence for
design and development of
medical technology products
that are cost effective as well as
of the highest quality.
The team has initiated works
in focused segments including
cardiology, critical care, vision
care (ophthalmology) and
clinical diagnostics. Products
developed and under trail are
cardiac positioning system,
mobile retinal screening system,
wireless ECG systems and
syringe pumps.

Do you think your
involvement in various
business springs up more
competitors for you? How
do you stay ahead of the
game?
As a domestic player, we are
the only multi-modality Med
Tech player of Indian origin
with a comprehensive range
of products for imaging, in
vitro diagnostics, intensive
care, operating room and
ophthalmology area. Of course
there are several internationally
successful companies like GE,
J&J, Medtronics, Abbott and
Mindray who have succeeded
in being global multi-modality
Med Tech companies. We as an
MNC company of Indian origin
are trying to use the strengths
of the Indian eco systems,
especially from pharma and
IT segment, to be globally

competitive and successful.
Apart from mergers and
acquisitions, and our own
R&D/manufacturing initiatives
we have partnered with several
global MNC companies like
Hitachi, Diasorin, Biosystems
to bring in credible and cost
effective products to the market
to meet the needs of our
customer base.

How long before India
can really access topnotch home-made medical
technology at ‘competitive
prices’?
With a booming pharma
& IT industry and growing
electronics and mechanical
industry, India has all the
ingredients to be the challenger
for China in the Med Tech
manufacturing segment.
Unfortunately, there has
been no large scale initiative
in this segment due to high
dominance of imports and
government policies favouring
imports rather than domestic
production.
The industry is dominated by
MNC importers with limited
and short-term trading focus in
India. Small and medium-sized
Indian companies are asked
to compete with large MNC
giants with no fiscal incentives
or consumption preference.
Countries like China, Brazil,
Turkey, Malaysia have
effectively used control of free
trading by MNCs, preference
to domestic companies for
government consumption and
attractive fiscal incentives for
local production and exports,
to boost domestic R&D and
production.
In India, we don’t even
have a Department of Medical
Technology or Medical
Devices like Department of
Pharmaceuticals to understand
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the dynamics of Med Tech
industry and motivate local
production and innovation.
In fact, domestic Med Tech
companies face several
challenges with Customs/
Excise/ Sales Tax/ Entry Tax
and Income Tax authorities
without realising the fact we are
effectively killing the domestic
Med Tech industry!
With over 80 per cent of
Med Tech needs being met in
a 5 billion USD industry, we
are facing serious challenges
to provide healthcare in an
affordable cost. Unless someone
in the government champions
the cause of this industry and
provides the right impetus for
growth we will remain import
dependent and cannot provide
access to high end Med Tech
advances to the larger section
of population in India!

What has been the finest
learning in your career?
All the business I have entered
and running have two things
in common – one is belief in
partnership-based approach
and differentiated approach
compared to other existing
players in the industry. The
mantra I learnt in business is
that a brand’s business is as
good as the people you have in
the business. You find the best
people and they will find the
best business model for being
successful! The struggle in any
new business is to find the right
team work as a cohesive force
sharing with your vision and
long term objectives.
Once you cross this hurdle,
business can run well if you
keep innovating ways to remain
ahead along with your team.
We have adopted this working
style in two of our successful
brands Metropolis and
Trivitron and are trying to do
the same in our other brands

Apollo White Dental and
Apollo Dialysis Clinics models.

How do you feel about
being a game changer
in the Indian healthcare
industry?
You never plan to be a ‘game
changer’ when you start any
business, but you need to have
your own ‘game plan’ to even
survive and be competitive.
What works for one company
may not work for the other.
Hence, one needs to have a
strong passion and belief in
their own business model to be
successful. In each one of our
business, we had to compete
with competitors several
times of our size and we
overcame the challenges only
by remaining focused on our
own business model without
copying others!

Unless someone
in the government
champions the
cause of this
industry, we will
remain import
dependent
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