Impact

wary Impaoimeesurament. oo, n

Date : 03-Jul-2006 Edition : National

Page No.: 50

Page Name: n.a.  Size: 100%

Sector: IT  Circulation: 139019

AVE: Rs.209926.70

Frequency: Weekly

Businessworld |

BUSINESS MODEL: Cranes Software
Lord stork cranes' w:

HEMANT MISHRS

Founders Mukkaram Jan and Khader

OST companies battle their way through manage-

ment theories, expensive consultants and bench-

marking efforts to come up with that elusive busi-
ness model that can bring in the profits, But Cranes Software
Solutions' breakthrough business model was conjured up in-
house, resembles no jargon, and can be summiexd up in three
easy words —acquire, enhance, expand.

An erstwhile distributing company for a US-based high- |

end mathematical modelling software firm, MathWorks, it
hiad toshut this business in 1997 when India exploded her sec-
ond nuclear bomb. Because it sold mathematical modelling
products, Cranes came under the numerous bans that were
slapped on Indian companies as part of US sanctions.

Tt was then forced tolook at other business possibilities. An |

internal SWOT analysis threw up one. The model rested on ze-
roing in on a company in the scientific and engineering soft-
ware space that had a loyal customer base and a sustainahle
product, but had fallen on hard times. Cranes would acquire
the software, build on it and release the enhanced version in
the market, from which it would get a premium.
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The idea was to leverage on Cranes’ expertise in under-
standing and selling high-end scientific products and tap op-
portunities in the scientific and engineering community,
which was already taking extensive recourse to software toals.

Is there a template o the process? “What one has to go
with is the ‘pulse’ of the deal. it could be the R&D, the market-
ing and sales force, plus something more,” says Asif Khader,
managing director and co-founder, Cranes.

Products it acquired were the AISN data visualisation soft-
ware siite; SYSTAT, a popular statistical software; Sigina, a
data presentation and analysis software; and NISA, a popular
computer-aided engineering software. And in each case its
strategy worked. For instanee SYSTAT, which was acquired for
$2 25 million and then had revenues of $2 million, is now gen-
erating revenues af $8 million.

“Once we generate enough revenues from a product we
pump in 15 to 20 per cent into R&D, This is where the real en-
hancement starts, And when we can start absolute innova-
tion, Till then it is incremental innovation,” sums up Khader.
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