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P U B L I S H E D  B Y  T I M E S  P U B L I S H I N G  H O U S E  L I M I T E D

GURGAON is increasingly becom-
ing a city becoming home to 
Indian entrepreneurs returning 

from abroad with ideas for ventures, 
Point in case is Pooja Lal, who spent 
more than a decade outside India, now, a 
successful Gurgaon-based entrepreneur. 
She chose to invest in the business of  ex-
periential gifting. There are many like 
her who have made the millennium city 
as their working destinations, leaving 
behind the job of  international firms on 
foreign soils.  

“I came back to Gurgaon, India with a 
business concept in experiential gifting, 

which is somewhat still a new concept in 
Indian market,” said Pooja Lal, founder 
and director of  Delight Gifts, an online 
venture. It offers gifting experiences and 
products where consumers can purchase 
gifts to be delivered across India.

The expanding gift market in India 
seems to be luring investors in this partic-
ular business. According to American 
Express, the gift market in India is estimat-
ed to be more than $30 billion annually.  “In 
the period of  less than a year, the idea has 
become a major hit in the Indian market. 
The turnover of  the venture is also dou-
bling every quarter,” corroborated Lal.

However, the concept is not new and 
many established rivals are working to 
compete with the emerging players. Lal 
retorted, “Though we are not the pioneer 
in this concept in India, we have devel-

oped a platform and changed the expe-
rience of  consumers in the experien-
tial gifting. Now, we have buyers of  

our services from Australia, 
England and the Middle East.”

She also said that the ven-
ture is adopting various 

measures to improve its 
services. “As of  now, to of-
fer the best service, we 
have tied-up with around 
100 major brands. 
Besides, we are also offer-
ing a wide price range in 
gifting experience rang-

ing from ̀ 250 to ̀ 70, 000.”
She said undeniably that 

there were firms in the 
market offering experien-
tial gifting. However, there 
were a few firms which of-
fered services up to the ex-
pectation of  consumers. 

“We brought this venture with the initia-
tive to fill this gap between demand and 
services,” she highlights.

Lal said she has brought this change 
in experiential gifting by proffering un-
parallel services. “We offer various facil-
ities such as vouchers with 12-month va-
lidity, exchange of  vouchers for other 
gifts and gift concierge service – where 
we offer suggestions to consumers about 
gift items and services considering the 
budget of  the latter.”

For the branding of  this service, she 
has also tied-up with various banks and is 
offering discounts and offers on the use of  
credit cards of  the respective banks. 
“Initially, we started off  targeting the up-
market segment who are looking for 
unique services. However, later, we re-
moved this bar and made the service 
available across the social strata 
by bringing different range of  
services,” concluded Lal.  

Neelima Kapoor, cost ac-
countant-turned-entrepre-
neur, chose to give up the 
cushy corporate career in 
Muscat to setup her own busi-
ness in Gurgaon. She saw a huge 
business opportunity in kids’ 
products and raised a kids’ store 
with a working capital of  ̀ 40 lakh.

“I decided to quit my corporate 
career to delve into the world of  
business. I was aware of  the busi-
ness activity in which I want to in-
vest in,” said Neelima Kapoor, direc-
tor of  ‘Sprouts- a one stop children’s 
store’ in Gurgaon. She launched the 
store during the end of  last year. 

Explaining the business idea, she 
said, “I had observed there is a huge 
quality gap between branded and nor-

mal products for kids. I knew people are re-
luctant to spend on branded products for 
kids as the latter outgrow of  their clothes 
quickly. However, non-branded clothes for 
kids are not of  good quality. So, I decided to 
reduce this gap by introducing best of  
products for kids at average prices.”

Kapoor further said she has tied-up with 
various vendors, in garment sector, after 
assessing the quality of  products they pro-
duce. These vendors are located in Noida, 

Ludhiana and Gurgaon, etc.
She also said that the idea has re-

ceived a warm reception among the 
consumer which can be corroborat-
ed with the rising growth. In 

the last two quarters, it 
has seen a growth of  
around 50 percent. 

The charm of  the 
city is also fetching 

doctors who are mov-
ing back, in search 

of  new pecuniary opportunities.
“I decided to shift to Gurgaon in 2005, 

however, started my practise in 2009 after 
receiving the practicing license,” said Rita 
Sikka. Sikka, a Canadian national of  
Indian origin who holds a overseas citizen 
of  India (OCI) card. She added that the bu-
reaucratic red tape delayed the license.

She observed that there is a huge 
dearth of  dentists in India and her move 
also accomplishes a step forward to fill 
this demand and supply gap. The World 
Statistics 2012, released by the World 
Health Organization (WHO), says India 
has less than 1 dentist (0.8) per 10,000 pop-
ulation. This data corroborates the fact 
that there is a huge demand and supply 
gap in this field.

She said that dentistry has a huge 
scope in India. The scarcity of  doctors 
and rising oral concerns, especially 
among the people in Gurgaon, offers a lot 
of  scope for professionals in this field.

She further said, “From a vantage 
point of  business, it offers ample oppor-
tunities. However, it requires a large cap-
ital to set up a high-end clinic (between 
`1.5 to ̀ 2 crore).”

Arpit Maheshwari, a US-based, World 
Bank employee, is another Indian who 
left his American job to pursue his busi-
ness dream. He returned back and mould-
ed his unique idea into a business model.

“It’s been two months since we launched 
our store in Gurgaon targeting people who 
die to party,” said Arpit Maheshwari, 
founder of  Wanna Party – one stop shop 
for all party supplies.  He added that the 
store has received an amazing response 
from the millennium city.

Elaborating on the business, he said they 
offer a huge range of  gifts and supplies for 
any occasion under the sun. “In our birth-

day section, we have supplies in our cart 
from a one-year old child to an octoge-
narian. Besides the section has sup-
plies for theme party, bachelor party 
and other occasions.”

Shedding light on the business of  
this party supply store, he said that the 

capital required for retail store 
would be around ̀ 25- 30 lakh.

He further said that the city 
offers an extra mileage for 
this kind of  business. The 
people, here in Gurgaon, 
are well-travelled, have 
high net worth individu-
als (HNIs) population and 
aware of  such concepts.
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Natives Return to 
Invest in Gurgaon 

Three new inclusions to NCR viz 

Mahendragarh and Bhiwani in Haryana 

and Bharatpur in Rajasthan would not 

impact real estate sector negatively said 

the industry experts. This was in re-

sponse to a query whether the step 

would bring down prices of the proper-

ties in the Delhi-NCR region, especially 

Gurgaon. This brings the tally to 11 dis-

tricts of Haryana in the NCR region out 

of twenty.

“People still have to throng past 

Manesar in Gurgaon. Residential market 

or even commercial real estate market 

response is very far sighted,” said Sunil 

Chutani, managing director Terra 

Realcon.

Chairman and managing director of 

Trehan Home Developers, Harsha 

Trehan echoed similar sentiments. “Lot 

of vacant land is still available in other 

parts of the NCR such as Noida, Greater 

Noida, Faridabad, Gurgaon, Manesar, 

Bhiwadi, Kundli, etc. The point is when 

end-user is not going to these far off 

places, why would he go to newer areas 

recently added to the NCR map.”

Trehan further clarified, “As of now 

people still have to move into these 

places. A lot of investors have invested 

in various areas of these regions but ac-

tual buyers have not come in.”  
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Indian expatriates are returning home and finding the Millennium City 
open to new concepts, products and opportunities, says Md Tausif Alam
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