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Seeding Growth
In 2006, the UPL Group got 

into the seed business when it 
acquired Advanta Netherlands 
Holdings, which  Jai Shroff 
calls “one of the most exciting 
businesses in our portfolio — 
which is not to say that we are 
not excited about our agchem business 
– but we believe that the agchem business 
will continue to grow with or without 
acquisitions.” The company is handling 
the Advanta business differently from its 
other acquisitions; Jai Shroff says “it is 
independent of UPL and is run by a sepa-
rate management team headed by its CEO 
Ram Kaundinya, since UPL and Advanta 
are very different businesses. Advanta 
has proprietary germplasm while UPL is 
in the post-patent space and there is not 
much overlap between the two businesses. 
UPL is considering various strategies 
of integrating the front end for UPL and 
Advanta, but is still evaluating its options.”

The Way Forward
UPL has done so much in the past 

three years, making bold moves and rak-
ing in soaring returns. What does the 
next year hold for the company? “We 
believe that 2008-09 will be promis-
ing years for our business,” reflects Jai 
Shroff, acknowledging that UPL will 
benefit from the integration of the large 
number of acquisitions made over the 
last few years. This doesn’t mean that the 
company will take a break from looking 
for opportunities. “We believe that the 
way forward for UPL is to grow or-
ganically — though there are certain 
geographies where we may look at 
acquiring businesses.” 

It’s hard to think of an area 
where UPL has not yet made 
its mark, but Shroff has 
several in mind. “There 
is a good chance of 
cooperation with R&D 
driven companies in 
Japan who have propri-
etary products in their 
portfolio but limited 
presence outside Japan. 
Additionally, UPL can 

provide competitive manufacturing 
opportunities to companies under 
toll manufacturing agreements, 
who still manufacture most of their 
proprietary products in Japan, 
where they have high labour cost. 
With our strengthening with the 
Japanese companies, we are always 

looking at opportunities and being 
their preferred supplier of technical prod-
ucts. UPL has already started toll manu-
facturing of some proprietary products 
from a top Japanese R&D company.” 

Another area where the company 
may next turn its versant eye is towards 
the US, where UPL is selling Topsin 
and Assail from Nisso, and nicosul-
furon from ISK. UPL can provide 
distribution services complimentary to 

their proprietary products range — es-
pecially in the US and Europe, where 
UPL now has a very strong distribution 
network after the acquisition of Cerex-
agri besides India, where UPL already 
had a well-established presence. While 
it sounds as if UPL has its hands full, 
the company is more than capable of 
managing its ever-expanding business, 
and is more than willing to add more 
companies to its family. 

“We believe the way forward for 
UPL is to grow organically, though 
there are certain markets like Latin 
America and China where our business 
is negligible at the moment and where 
we may look at more acquisitions to 
jump-start our business,” explains 
Shroff.   •   

Ar  o u n d  t h e  W o r l d

With UPL
Adroit customer and market understanding, along with as-
tute business decisions, have propelled UPL from India’s 
leading crop protection company to a global player.

Over the past few years, international sales have largely been contributing to 

United Phosphorus Limited’s (UPL) revenue. With subsidiaries in Argentina, Austra-

lia, Bangladesh, Brazil, China, Canada, Denmark, Indonesia, France, Japan, Korea, 

Mauritius, Mexico, New Zealand, Russia, Spain, Taiwan, South Africa, the US, the 

UK, Vietnam, and Zambia; manufacturing sites in India, France, Argentina, Spain, 

the UK, Vietnam, Netherlands, Italy, and China; and possessing a customer base in 

more than 100 countries, UPL is truly an international company. 

Originally founded by Mr. R.D. Shroff, chairman and managing director, in 1969 as 

a small scale unit to manufacture red phosphorus, UPL made its first acquisition in 

1994 with the agrochemical business of an English company, MTM Agrochemicals 

Ltd., which had a good line of organophosphate products, technology, and prod-

uct approvals. UPL transferred considerable know-how in improving MTM’s 

manufacturing operations; MTM subsequently become an integral part of the 

UPL approach to acquisitions in the future. Always focused on technology, 

Shroff searched for products not made in India, as well as difficult chemistries 

of hazardous chemicals such as aluminum phosphide and zinc phosphide 

— products for which other manufacturers either lacked the technical 

capability or were not interested. In the early 1980s, Shroff set up a 

white phosphorus and trimethyl phosphite plant with manufacturing 

technology from Stauffer Chemicals. Using in-house developed pro-

cess and engineering know-how, UPL scaled up the plant from 1,000 

tonnes to 10,000 tonnes per annum. By 2008, UPL has emerged as 

a leading global producer of crop protection products, intermedi-

ates, specialty, and other industrial chemicals. It has a presence 

across value-added inputs ranging from seeds to crop protection 

and post harvest activity. As one of the largest manufacturers of 

agrochemicals in India, UPL offers a wide range of products to 

choose from to its global customers.
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