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About The Company

Chefline Associates Pvt. Ltd.
Organization History

Chefline is a one-off its kind family owned and operated organization and was created in 1991 by Rajesh
Ahuja.

Head Office: RZ-1, Syndicate Enclave, Pankha Road, New Delhi 110045 (India)
Works 1: 812 / E-12 (A2) Samtel Zone, Bhiwadi Industrial Area, Alwar, Rajasthan, 301019

Works 2: HI1-591, Chopanki Industrial Area, Alwar, Rajasthan, 301019

Directors and Management Team

Rajesh Ahuja (Director)

An astute leader in hospitality sector with a Diploma in Hotel Management from IHM — Pusa, New Delhi,
Rajesh started his career in 1990 in Kitchen Stewarding in Hyatt Regency- New Delhi for a very brief
period. In 1991 his entrepreneurial skills and self-driven attitude motivated him to start Chefline which
now is a 29-year-old company offering turnkey solutions in the manufacturing of commercial kitchen
equipment with one of India’s largest shop floors in the industrial areas of Bhiwandi & Chopanki
Rajasthan.

With an insatiable hunger to do more, learn more and recognizing the need of the industry he ventured
with Amerex (from Alabama US )— introducing Kitchen Fire suppression systems in India. As the CEO
of Amerex India in a short span of 8 years of its launch, he has played a pivotal role in educating and
exposing the industry about various crucial aspects for Kitchen Fire safety.

Rajesh has been credited with designing and executing many prestigious projects across the country like
the TAJ Hotels, Ibis, Radisson, Ecole Institute Lavasa, Casino Royale Goa, CIS and many others. He is
also an advisory board with many Malls for Kitchen Fire Suppression system in Delhi NCR.

He has been involved in more than 5000 kitchens from concept design to execution.




Swati Ahuja (Director)

An entrepreneur with a proven track record of successful alliances and ventures, Swati is an hospitality
professional from IHM Pusa. After graduating in 1990, She was roped in by Hyatt Regency, New Delhi
in the area of Housekeeping. A consistent top performer with an eye for detail, she was recognized for
her talents by Hyatt and subsequently awarded for it as well. After embracing her motherhood and giving
birth to two wonderful boys, she joined Chefline Associates in 1998, spearheading QMS and Accounts
since.

Swati, then moved into a role of a social entrepreneur and made an alliance with Kidzee, for operating a
pre-school ensuring early development and growth of kids and parents alike. She has been credited of
having faith of more than 1000+ parents and subsequently awarded 5 consecutive A+ ratings from Kidzee.
She has proved herself as a highly skilled people management individual.

Mudit Ahuja (Project Sales)

A young and a brilliant individual with an education in Hospitality Management from Le Cordon Bleu
India, G.D Goenka University, Mudit believes that he has garnered the requisite skills to call himself a
change bearer in the hospitality industry. He comes from resplendent beliefs backed by a plethora of
experiences, training, and internships, some of which include: Amerex Fire Suppression Systems,
Chefline Associates Kitchen Solutions, and an internship with the coveted ITC Maurya, New Delhi in all
core departments. Mudit directs a commissary kitchen in New Delhi and is the visionary founder of a
bakery company - MAD Gourmet.

With an experience spanning more than 6 years and memberships with organizations like FSAI (Fire &
Security Association of India) coupled with bright ideas and skills like planning & rendering of
commercial kitchens and a Ground root level understanding of the hospitality industry, he believes in
delivering nothing but the very best.




Products and Services

Chefline has set up a state of the art manufacturing unit(s) of Kitchen Equipment at an industrial town
approximately 70 Kilometres from New Delhi. The company shifted its existing shop floor to the first
unit which was built in 2003 and has 12000 sq. ft. at -Bhawani in Rajasthan. The company’s added its
second shop floor in 2013 and has 5500 sq. ft. at Chopanki Industrial Area, Bhiwandi, Rajasthan. The
company thus claims to be one of the largest units in terms of space, manpower, plant machinery, having
facilities under one roof in northern India to manufacture commercial kitchen equipment of high quality.

Brands
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The Chefline group is made of up diversified and specialised brands that cater to markets of specific and
customised needs.

1. Chefline Group
With over 10,000 shop drawings and layouts drawn for over 5000 customers and over 8000 complete
kitchens delivered, Chefline offers around 500 products for sale in the SS 304 stainless Steel segment.

2. Amerex India
In 2011 Amerex India was born to provide the Indian subcontinent with high quality UL Certified Kitchen
Fire Suppression Systems.

3. Refrigeration Equipment India by Chefline
In 2015, Chefline added a specialized unit for manufacturing high quality Refrigeration Equipment — pure
SS 304 build with Danfoss compressors

4. Class Hospitality Consultants
In mid 2016, Chefline added a dedicated wing for Facility Planning, Project Management and Hotel
Management Services

5. SS Hoods by Chefline
A range of UV backed hoods and ventilation systems, UV eats through the grease in the hoods allowing
for low maintenance.

6. Chefline Healthcare
Upcoming brand, foraying into the healthcare sector with UV Sanitising stations and employee protection
kits.




Services

e Kitchen Planning
o Identifying, Sizing and designing of food service equipment required in the kitchen with

detailed shop-drawings & Preparing a kitchen layout to ensure proper work flow.

e Facility Planning
o Optimal planning and design of kitchen, back of the house, and administration areas of the

hotel for efficient and cost effective operations, within cost and quality parameters

e Customised Production of Equipment
o Manufacturing of equipment as per requirement to suit the design, budget and

specifications finalised.

e Fire Suppression systems
o Engineering, design & installation kitchen fire suppression systems

KITCHEN EQUIPMENT

Y

HOT COOKING EQUIPMENTS HOODS & VENTILATION SYSTEMS
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DISHWASHING FIRE SUPPRESSION SYSTEMS

Markets and Customers

Chefline is primarily into project sales for Business to Business commerce creating turn-key solutions for
its customers. It has divided its business primarily into two key areas; Consultancy and Manufacturer of
varied products.

Chefline’s majority of clients are multinational hospitality chains like Marriott, Hyatt, Hilton and Indian
groups like Oberoi’s, Taj Hotels and ITC. Chefline enters the sale process during the planning stage of
restaurants, hotels or restructuring of back-end systems of various hospitality establishments. Class
Hospitality Consultants (an arm of the Chefline Group) provides consultancy and delivers its expertise in
planning of the kitchen and its ancillaries, guiding it’s client through the painstaking process of visualising
kitchen operations and delivers a comprehensive plan of action.

As per the plans developed by Class Hospitality Consultants, various brands of Chefline enter the next
phase; which is to manufacture as per the said plans and install the finished products. Refrigeration
equipment are taken care by REI, Fire suppression system are handled by Amerex India and Turn-key
equipment are manufactured by Chefline’s own facilities. With a workforce of 400 plus employee,
Chefline delivers and installs it’s product on site. The group also provides maintenance services as the
equipment are custom made or imported with intricate specifications.
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Chefline Customer Persona

\
@ Restaurants, Clubs and Commisaries

/7

Competition Analysis

Aster Technologies Private Limited

Founded in 1990, Aster Technologies Pvt Ltd have established ourselves as an ISO, FHRAI, IGCC and
CE accredited manufacturer, supplier and trader of Commercial Food Service Equipment, Refrigeration
Equipment, Fire Suppression System and Dishwashing Systems.

Business Type

Manufacturer, Supplier, Trader and Service Provider

Sales Volume

700 Million

Import Volume 210 Million
No. of Staff 175

Year of Establishment 1990

No. of Production Units 03

OEM Services

Yes to over 60 firms

Production Type Semi-automatic

No. of Engineers & Designers 40

Standard Certification ISO, IGCC, CE and FHRAI

Products Offered 1. Commercial Food Service Equipment

2. Refrigeration Equipment
3. Dishwashers
4. ANSUL Fire Suppression Systems

Services Offered

Annual Maintenance Contracts (AMC)

12




Simple Enterprises

Incorporated in 1977, the company pioneered most of the equipment and had the opportunity to create for
various hotels and restaurants in India and abroad.

Simple has wide range of equipments which covers all the requirements of any modern kitchen, bakery.
laundry, housekeeping, material handling (different type of trolleys) and health clubs

Simple has a blend of highly qualified youth and vastly experienced technicians who are constantly
designing new equipment to suit contemporary standards and designs. The product range is wide and
varied to suit the various needs of today's fast paced customer. The kitchen equipment range is designed
with versatility that will give many years of service.

Business Type Manufacturer, Supplier, Trader and Service Provider

Sales Volume 200 Million

Import Volume 80 Million

No. of Staff 230

Year of Establishment 1977

No. of Production Units 01

OEM Services Yes to over 30 firms

Production Type Semi-automatic

No. of Engineers & Designers N/A

Standard Certification ISO, IGCC, CE and FHRAI

Products Offered 1. Commercial Food Service Equipment
2. Refrigeration Equipment
3. Dishwashers

Services Offered Annual Maintenance Contracts (AMC)

Rans India

Rans Technocrats has been serving the Hospitality Industry since 1998. The company undertakes projects
from planning of kitchens, to manufacturing and installation of foodservice equipment. The company also
undertakes customized fabrication of kitchen equipment. The company uses 18/8 stainless steel under the
highest quality standard of manufacturing process.
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Rite Equipments

One of the leading turnkey solution providers in India.

Business Type Manufacturer, Supplier, Trader and Service Provider
Sales Volume 800 Million

Import Volume 150 Million

No. of Staff 70

Year of Establishment 1990

No. of Production Units 03

OEM Services

Yes to over 120 firms

Production Type Semi-automatic

No. of Engineers & Designers N/A

Standard Certification ISO, IGCC, CE and FHRAI

Products Offered 1. Commercial Food Service Equipment

2. Refrigeration Equipment
3. Dishwashers
4. Consultancy

Services Offered

Annual Maintenance Contracts (AMC)

Mod Kitchen Equipment

MOD specializes in turnkey kitchen projects viz: planning, designing, services layouts-procurement-
installation, commissioning & imparting training to customers' staff responsible for maintenance of the
equipment. MOD is a regular supplier of kitchen equipment to hotels of international repute, restaurants,
export houses, educational institutions and industrial units all over the country.

Business Type Manufacturer, Supplier, Trader and Service Provider
Sales Volume 150 Million

Import Volume 50 Million

No. of Staff 25

Year of Establishment 2004

No. of Production Units 02

OEM Services

Yes to over 50 firms

Production Type Semi-automatic

No. of Engineers & Designers N/A

Standard Certification ISO, IGCC, CE and FHRAI

Products Offered 1. Commercial Food Service Equipment

2. Refrigeration Equipment
3. Dishwashers
4. Consultancy

Services Offered

Annual Maintenance Contracts (AMC)
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Industry Analysis

Commercial Cooking Equipment Market Overview:

Global Commercial Cooking Equipment Market accounted for $9,105 million in 2016, and is expected
to reach $11,740 million by 2023, registering a CAGR of 3.8% from 2017 to 2023. Commercial cooking
equipment play a vital role in the food service & processing industry. Cooking equipment, such as ovens
and fryers, are used to prepare numerous raw & cooked food items. These equipment are popularly used
in restaurants, hotels, and other commercial kitchens for ease in food preparation, increase in food safety,
and reduction in labour & operational cost.

Restaurants have been gaining popularity among consumers, owing to changing lifestyle and growing
influence toward outside food. Increase in popularity of creative cooking and baking among consumers
has availability of a variety of cuisines for consumers. The revenue source for food service equipment
market is based on the sales, after service, and replacement of food service equipment.

Market Segmentation

The market segmentation is based on type, end user, and geography. Based on type, it is classified into
braising pans/ tilting skillets, broilers/ char broilers/ grills/ griddles, cook-chill systems, fryers, ovens,
cookers, ranges, kettles, steamers, and others. On the basis of end user, it is categorized into full service
restaurant & hotels, quick service restaurants, and catering service. The market is analysed based on
region into North America, Europe, Asia-Pacific, and LAMEA.

Market Definition & Scope

The report incorporates the study of commercial cooking equipment. Equipment such as convection oven,
combi oven, fryers and others designed to be used mainly in the food service industry (restaurants, hotels,
cafes, bakery and similar others) are considered under the scope of study. However, industrial cooking
equipment such as batch ovens, continuous ovens, belt ovens, conveyor oven & fryers, pressure fryers
have not been considered under the scope.

End user segment is further divided into full service restaurants, quick service restaurants, and catering
service. Restaurants/food outlets covered under each type are as follows:
o Full service restaurants include traditional or fine dining restaurants.

e Quick service restaurants include take away, fast food outlets, food trucks, bars & pubs, bakery,
and cafeteria.

e Catering service include food services provided for events, such as business meetings, social
gatherings, or functions at various locations such as hospital, school, and corporate office.

15




Market Dynamics

The global commercial cooking equipment market is driven by growth in hospitality industry and
change in lifestyle. In addition, increase in concerns of food safety and rise in preference for quick service
restaurants over full service restaurants drive the market growth. However, volatile prices of raw materials
and huge capital requirement for setting up new manufacturing facility restrain the market growth.
Moreover, technological innovations in food service industry, such as launch of new & advance, energy
efficient, and cost-effective products, are expected to unfold numerous opportunities for the market
growth. Furthermore, some of the major challenges for the market players is to manufacture lightweight,
cost effective, and energy efficient equipment.

Ovens Segment Leads the Commercial Cooking Equipment Market

The ovens segment accounted for the highest market share to the overall commercial cooking equipment
market in 2016. This is attributed to high price and large user base of ovens in the food service industry.
Convection ovens are widely used at various food service outlets. Increase in demand for combi ovens
due to their versatile usage is the key driver of the market. Moreover, launch of ovens with sustainable
technology, increase in the number of quick service restaurants, rise in inclination of people toward ready-
to-eat products, and introduction of smarter features fuel the market growth.
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Analysis of The Company and The Industry

The Chefline group was founded in 1991 after Mr. Rajesh Ahuja realised a need for manufacturing and
consultancy services in the hospitality sector, which was in its infancy stages after the ‘LPG’ reforms.
The company is a creation of a sustainable ideology that dictates Quality is the best form of marketing.
Although a slow process, spanning three decades of customer satisfaction, sustainable growth and
innovation through constant and consistent multi-varied efforts, Chefline has established themselves as
one of the pioneers of the industry. Their relentless effort to not cut corners and maintain SOP’s
throughout have put Chefline in a one of its kind position in the market. Chefline has witnessed allocation
of tenders to themselves even if they weren’t the lowest bidders at the proposal. The reason is credited to
their stellar reputation in the market.

Internally, the active involvement of management in the operations have aided the employees associate
with the company as their own. Attrition rate is close to 1% for this company and have employees staying
with the group for more than 20 years, starting from a delivery boy who now heads operations at the
company. The director, Rajesh Ahuja, himself maintains cordial relations with the industry and his
employees on a regular basis. This allows the company to know the pulse of every situation developing
inside and outside the organisation.

Some numerical facts stated below will allow anyone to understand why the company is a leader in its
field.

Business Type Manufacturer, Supplier, Trader and Service Provider
Sales Volume 300Million
Import Volume 100 Million
No. of Staff 400
Year of Establishment 1991
No. of Production Units 04
OEM Services Yes to over 150 firms
Production Type Semi-automatic
No. of Engineers & Designers N/A
Standard Certification ISO, IGCC, CE and FHRAI
Products Offered 1. Commercial Food Service Equipment
2. Refrigeration Equipment
3. Dishwashers
4. Consultancy
5. Fire Suppression Systems
Services Offered Annual Maintenance Contracts (AMC)
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McKinsey’s 7-S Framework

A
Structure

N

Strategy Systems

L

Skills

McKinsey 7s model was created in 1980s by McKinsey experts Tom Peters, Robert Waterman and Julien
Philips with an assistance from Richard Pascale and Anthony G. Athos. Since the presentation, the model
has been generally utilized by scholastics and professionals and stays a standout amongst the most
mainstream vital arranging devices. It tried to display an accentuation on HR (Soft S), as opposed to the
conventional large scale manufacturing physical assets of capital, foundation and hardware, as a key to
higher hierarchical execution. The objective of the model was to indicate how 7 components of the
organization: Structure, Strategy, Skills, Staff, Style, Systems, and Shared qualities, can be adjusted
together to accomplish viability in an organization. The key purpose of the model is that all the seven
regions are interconnected and an adjustment in one territory requires change in the remainder of a firm
for it to work successfully.

18




Shared Values

Chefline works on two primary principles — first, helping and aiding its team members grow through
continuous development. A successful enterprise is created when its employees are satisfied and have the
drive to reach their self-actualization. Secondly, offering its customers the best in class (industry-leading)
services. Chefline follows a simple mantra that ‘Innovation-Quality-Standards’ should always be high
(and beyond the mark).

RESPECT
Value each other, our business
partners, and our environment.

HONESTY
Being genuine and open in our
communication and business.

GROWTH TEAMWORK

Invest in personal and Work together towards a
professional development. shared goal.

CREATIVITY COMMITMENT TO QUALITY

Deliver services and products
that exceed stakeholders'
expectations.

Listen, encourage, and support
different approaches as we
continually strive to improve.

Strategy

Chefline believes and is in fact one of the very few players that believe that the product should do all the
talking. Chefline is rarely seen marketing their product on a push strategy, rather, the group has relied on
a pull strategy that has taken decades to develop. One of Chefline’s earliest clients still has an entire
kitchen working on equipments from manufactured 3 decades ago. Chefline believes that the word of
mouth in India is the sole driver of all decisions; Final

Structure

The company is fairly centralised in its approach but is crucial for maintenance of quality of their products.
Majority of decision are held with the top management of the company and a formal line of hierarchy is
ensured on the factory floor as well as the front office.

Systems

The Chefline group employs industry standard technologies and manufacturing processes. Laser powered
metal cutting machines, CnC press, AutoCAD and a sophisticated intranet work process give the company
and its employees an added advantage.




Style

This is one of the most impressive part of the Chefline group. The doors to senior officials’ offices are for
namesake. They are open to everyone. Such an approach ensures that all levels of employees feel
connected to the top management and hence the organisation. Such horizontal mindset of leadership made
possible efficient delegation of work owing to mutual respect and understanding.

Staff

The organisation has a very conducive environment for employees. It presents a good mix of hygiene and
motivating factors. The former is the form of decent salaries, up-class infrastructure, stringent safety
norms, prompt HR Help, conveyance and other facilities, etc. However, it is the latter which matters more
as motivating factors are responsible for better satisfaction.

Skills

Chefline’s manufacturing methods go hand-in-hand with the quality materials that are used. Chefline aims
to create the highest quality products that last, and they do that by utilizing grade-A raw materials that
pass their vigorous inspections process. Chefline workforce is in complete sync with the state of the art
machinery and churns out production at an astounding rate. They’ve built their reputation on creating
products that you can trust for their endurance.
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Porter’s 5 Forces Model

RIVALRY AMONG
EXISTING COMPETITORS:

= Number of competitors
Diversity of competitors
Industry concentration
Industry growth

Quality differences
Brand loyalty

Barriers to exit
Switching costs

BARGAINING
POWER OF
SUPPLIERS

BARGAINING POWER OF SUPPLIERS:

= Number and size of suppliers

= Uniqueness of each supplier’s product
= Focal company’s ability to substitute

THREAT OF SUBSTITUTE PRODUCTS:
= Number of substitute products available
Buyer propensity to substitute

Relative price performance of substitute
Perceived level of product differentiation

THREAT OF NEW
ENTRANTS

RIVALRY
AMONG
EXISTING

COMPETITORS

THREAT OF
SUBSTITUTE

PRODUCTS

Switching costs

THREAT OF NEW ENTRANTS:
Barriers to entry

Economies of scale

Brand loyalty

Capital requirements
Cumulative experience
Government policies

Access to distribution channels
Switching costs

BARGAINING
POWER OF
BUYERS

BARGAINING POWER OF BUYERS:
Number of customers

Size of each customer order
Differences between competitors
Price sensitivity

Buyer’s ability to substitute
Buyer’s information availability
Switching costs

Porter's Five Forces is a business investigation model that clarifies why various enterprises can support
various dimensions of gainfulness. The model was distributed in Michael E. Porter's book, "Aggressive
Strategy: Techniques for Analysing Industries and Competitors" in 1980. The model is generally used to
break down the business structure of an organization just as its corporate system. Watchman distinguished
five certain powers that have an impact in moulding each market and industry on the planet. The powers
are much of the time used to quantify rivalry force, engaging quality, and benefit of an industry or market.
These powers are:

Rivalry Amongst Existing Competitors

This power alludes to the quantity of contenders and their capacity to undermine an organization. The
bigger the quantity of contenders, alongside the quantity of identical items and administrations they offer,
the lesser the intensity of an organization. Providers and purchasers search out an organization's
opposition in the event that they can offer a superior arrangement or lower costs. Then again, when
aggressive competition is low, an organization has more prominent capacity to charge more expensive
rates and set the terms of arrangements to accomplish higher deals and benefits.

Chefline and its industry competitors strive to be on the L1 position for tenders and contracts. The industry
players sometimes undervalue the proposals to oust their competitors and gain the Lowest bidder position
to win the contract. Although competitors are low the organisation has very little room to charge as per
their will.
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Threat of New Entrants

An organization's capacity is additionally influenced by the power of new participants into its market.
The less time and cash it costs for a contender to enter an organization's market and be a viable contender,
the more an organization's position might be fundamentally debilitated. An industry with solid boundaries
to passage is an appealing component for organizations that enables them to charge more expensive rates
and arrange better terms.

The industry is quite restricted in nature as a lot of capital is required to establish operations. Although,
manufacturing can be outsourced but due the very limited number of competitors in the industry, the very
attempt to bid for a contract while outsourcing is futile as the manufacturer who has been outsourced to
is also applying for the bid.

Bargaining Power of Suppliers

This power tends to how effectively providers can drive up the expense of sources of info. It is influenced
by the quantity of providers of key contributions of a decent or administration, how special these sources
of info are, and the amount it would cost an organization to change starting with one provider then onto
the next. The less the quantity of providers, and the more an organization relies on a provider, the more
power a provider holds to drive up information expenses and push for bit of leeway in exchange. Then
again, when there are numerous providers or low exchanging expenses between opponent providers an
organization can keep information costs lower expanding benefits.

Chefline’s main raw material is Stainless Steel of the highest food grade quality. The group also imports
customised and specialised equipments that perform specific tasks and is generally made to order. The
nature of made-to-order industry dictates uneven ordering levels pf inventory with the suppliers and hence
make the group susceptible to the whims of suppliers woes and market fluctuation.

Bargaining Power of Buyers

This explicitly manages the capacity that clients need to drive costs down. It is influenced by what number
of purchasers or clients an organization has, how critical every client is, and the amount it would cost an
organization to discover new clients or markets for its yield. A littler and all the more dominant customer
base, implies that every client has more capacity to consult at lower costs and better arrangements. An
organization that has many, littler, autonomous clients will have a simpler time charging more expensive
rates to build productivity.

The industry has two very important parts that out the buyer at a splendid position. First, the market is a
very narrow one and isn’t your mass market scenario. This allows for the opportunities for sellers to be
low. Secondly, the time required to complete one sale goes upward of 6 months. Which allows the buyer
to take advantage of any market fluctuations and defer what isn’t their favour.
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Threat of Substitutes

Substitute merchandise or administrations that can be utilized instead of an organization's items or
administrations represent a danger. Organizations that produce merchandise or administrations for which
there are no nearby substitutes will have more capacity to build costs and lock in good terms. At the point
when close substitutes are accessible, clients will have the choice to do without purchasing an
organization's item, and an organization's capacity can be debilitated.

Understanding Porter's Five Forces and how they apply to an industry, can empower an organization to
change its business procedure to all the more likely utilize its assets to create higher profit for its financial
specialists.

Chefline has created an unique image of being the most reliable vendor in the industry and oust its
competition even when its prices are significantly higher than the rest
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Projects undertaken at Chefline Associates

SOP for Human Interaction Activities

In the wake of coronavirus, the company has started to reflect how the spread of the disease can be
minimized based on how employees physically interact with each other. As part of my project, I am to
analyze the conventional methods of workplace interaction under the guidance of my mentor, Mr. Mudit
Ahuja and research how these activities can be minimized physically and suggest alternatives for the
same. The company expects to develop certain SOP’s after through research of operations and the
transmission of the disease. Examples: Cash handling activities, AMC SOP’s etc.

COVID-19 Awareness Digital Campaign

The project is in sync with the first project and aims to elucidate the employees of the company about all
facets of the disease. The awareness campaign is to be carried out by the means of mail and needs to be
easy enough for the shop floor workers to understand as well. The company aims to generate
precautionary lifestyle among all employees of the company wide.

Calculating the Manpower Requirement for Mass Market Bread Project

Chefline had set up a Commissary based business to showcase their line of equipment as a model kitchen
which also supplies semi-finished goods to hotels, restaurants and institutions who do not have capital to
set up an additional bakery outlet. In the wake of coronavirus, the company has now launched its own
daily bread loaf supply to all residents of Delhi NCR. The project allotted focuses on the manpower and
cost of the manpower according to the company standards if the company undertakes delivery of its
product to a variety of stores across Delhi NCR.
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Methodology Advised and Followed

1. SOP for Human Interaction

The focus of the project was to identify points of physical contact between employees and identify
common surfaces that can act as a cesspool for infection.

With guidance from my mentor and self-research, we came to a conclusion to draw out a process chart
for all functions of the company i.e. Purchase of a raw component to its finishing and parallel auxiliary
processes like Sales, Payments and After Sales Services.

The aim to highlight various POC (Points of Contact) through this chart and find creative and long end
solutions for the same

The project had me identify majorly four areas of interaction
Attendance Systems

Cash Handling Activities

Service Visits to Clients

Cafeteria Interactions

All these areas had maximum gathering and exchange of human contact, which made it prone to future
cesspools of infection.

After reporting such areas to the management, few policies were drawn up after thorough research to
establish results in one go. Attendance system was replaced from finger print based to Facial Recognition
based at various location at the plant and the office. Per diems to travelling sales person, petty cash for
factory managers and client entertainment expenses were all dealt with cash, owning to the nature of this
industry. Policies were put in place to encourage digital interfaces of payment and sanitizing any incoming
cash in form of reimbursements by UV Chambers. Standard protection kits were provided to all service
technicians and most items provided were single time use only thereby reducing carrier risk. Uniforms
were not supposed to be taken home and a full-time laundry was hired to disinfect uniforms on a daily
basis. Departmental wise cafeteria timings were allocated with minimum overlap and cafeteria spaces
were marked as per social distancing norms which were also followed in office as well.

2. COVID - 19 Awareness Digital Campaign

I was asked to create few digital posters with approval/recommendation of WHO. The same have been
carried out by researching WHO’s Website and Social Media outlets regularly. We have collected various
infographics that are relevant to our situation. The posters were then circulated digitally in both Hindi and
English and in case of the floor shop workers these posters were put up at various common places.

A weekly quiz for all employees was also undertaken by the Foreman and the Manager of the company
to check readiness of the employees. As an added measure, the company also installed heat sensing
cameras which is monitored by the security staff at few entrances to ensure a correct temperature reading.
This set up was by far the most expensive purchase by the Chefline group and show how much they care
about the welfare of the employees.
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3. Calculating the Manpower Requirement for Mass Market Bread Project

The focus of this project was to ascertain the manpower requirement in the terms of both contractual and
permanent employees for the production and distribution of the Mass Market Bread Model.

The approach to this project was under the guidance of my mentor who explained me all the facets bakery
production and supply chain management. We now undertake the potential sales figure from the sales
team and according to the production rate develop a formula to ascertain manpower required for
production.

A similar model is also applied for the distribution requirement with inputs from the sales team.

Due to the nature of the project, I was instructed not to reveal any details regarding the same as it is
considered as proprietary model by the company.

Research Based Project Thesis

1. Introduction
a. COVID -19 effects on Human Interactions
b. Objectives — To study and identify areas of most Human Interaction in the Workplace
c. Utility — To implement policies that curb infection chances within the organization
2. Methodology
a. Approach — Qualitative inputs from Top Management for understanding the workflow and
Quantitative by measuring the interactions on any given day through monitoring systems
b. Source of Data — Primary: Observations and Secondary: Research Publications on Coronavirus
in the Workplace
c. Method of Data Collection: Informal Interviews and Surveys
d. Size of Samples: Entire Company (300 people)
3. Context of Industry Problem
a. Hospitality Industry is majorly based on travel and human interaction, which are cornerstone
of infection cesspool. Chefline as a Turnkey Hospitality Solution provider has to cope up with
running operation in the era of complete disruption of the industry as the industry enters the
mode of survival of the fittest
4. Presentation of Data
a. The project had me identify majorly four areas of interaction
i. Attendance Systems
ii. Cash Handling Activities
iii. Service Visits to Clients
iv. Cafeteria Interactions
5. Analysis and Discussion
a. After reporting such areas to the management, few policies were drawn up after thorough
research to establish results in one go. Attendance system was replaced from finger print based
to Facial Recognition based at various location at the plant and the office. Per diems to
travelling sales person, petty cash for factory managers and client entertainment expenses were
all dealt with cash, owning to the nature of this industry. Policies were put in place to
encourage digital interfaces of payment and sanitizing any incoming cash in form of
reimbursements by UV Chambers. Standard protection kits were provided to all service
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technicians and most items provided were single time use only thereby reducing carrier risk.
Uniforms were not supposed to be taken home and a full-time laundry was hired to disinfect
uniforms on a daily basis. Departmental wise cafeteria timings were allocated with minimum
overlap and cafeteria spaces were marked as per social distancing norms which were also
followed in office as well.

Glimpses of our Work

ONLY ONE PERSON INFORMATION
IS ALLOWED ON DON'T COME IN IF YOU'RE SICK
EACH REILDEEIATOR

HELP STOP THE SPREAD

The reason is to protect the population.
The COVID-19 virus has an incubation period
in which we are asymptomatic
(during which it can also be transmitted).

THANK YOU

KEEP YOUR
DISTANCE PLEASE

HELP STOP THE SPREAD

Itis mandatory to wear a mask
throughout the working day.

i
WHEREVER POSSIBLE STAY
6 FEET APART FROM OTHERS
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Suggestions and Recommendations

As per my understanding of situation, Chefline face 4 specific problem areas in the next 5 years.

The wrath of coronavirus on hospitality industry has reduced one of the fastest growing industries
to a standstill, it is uncertain whether the tourism market will revive and when will it do so.
Moreover, a substantial amount of products are imported from other countries, which now hangs
in balance due to trade restrictions.

Entry of multinational corporates like Electrolux, Rational etc. into the commercial space will now
disturb, what is called a tightly knit industry.

Chefline has launched Chefline Healthcare which is foraying into the sanitising of personnel and
things alike and the company plans to take its product to consumer for the first time as well.
(Picture below)

Chefline had also funded a commissary based bakery business in order to supply essential baked
products to standalone restaurants and hotels who do not have capital for an expensive set-up. The
bakery, now a part of Chefline, plans to take its product to a mass market level with likes of
Harvest and Britannia

Since, the industry has been brought to a standstill and the future hangs in balance, Chefline should realign
itself to use their production capacity to produce need of the hour products. Which the company has
started to act on with the help the research backed by interns. The company should now look at the
consumer market as their expertise in B2B translated into B2C given their drive for quality.

Chefline’s UV ovens for Sanitizing Groceries and other Departmental Products
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Key Learning from Summer Internship

This summer internship especially augmented my research skills, since we had to find relevant
research day in and day out. It also helped improve my time management skills, since we would
be working on multiple projects at the same time, and would have to prioritize and allocate time
accordingly. We also had to ensure that every project has been reviewed by our mentor and changes

were made before the project deadline.

Besides this, from a theoretical perspective, I realized how important research is to work on any
kind of assignment. I also realized the increasing importance of mapping out each aspect of any
activity undertaken to account for uncertainties that may follow in the future. The Chefline work
ethic as they call it, is based upon delivering the best and that happens when the minutest of actions
are performed to near straight perfection. The top management of Chefline which is approximately
a team of 20 people are all certified Six Sigma Black Belt holders. Apart from that my mentor, Mr.
Mudit Ahuja, is a certified trainer and a bonafide member of various organizations like Fire and
Safety Association of India, NRAI and LCB to name a few. This points towards how important

training and development at any stage of your work life add value to the company.

The assignment also tested my abilities to solve any given problem from two perspectives; (1)
Blue Collar and (2) White Collar. All solutions that are implemented company wide are tested first
on its applicability on these two segments. It is only after the management feels that the solution
is appropriate and is going to effectively make things better for both categories that the solution is

implemented
Overall, my experience at Chefline, given the extraordinary situation prevailing around the globe

was a big eye opener to insights in the corporate sectors. I thank each and every person who was

along me in this journey
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