
u 74 u

march 13 -26, 2017

Busi n e ss i n di a u the m aga zi n e of the cor por ate wor ldCorporate Reports

ozone group is a big real estate 
player in the making. in a 
short span of time, the Beng-

aluru-based developer has been able 
to generate quite an encouraging 
response for itself in the market. the 
company has made big strides despite 
the market lately facing a challeng-
ing situation. having started its jour-
ney in a humble manner in the early 
1990s in Bangalore, executing small 
residential projects, ozone now 
boasts a development pipeline of over 
27 million sq ft (across nine projects, 
to be delivered in the next one year 
to six years) across Bengaluru, chen-
nai and goa, as also mumbai, which 
it entered recently, with three resi-
dential projects. though primarily 
into residential, the portfolio of the 
company is mixed, also comprising 
it & business parks, retail, hospital-
ity and commercial.

s. Vasudeven, 49, chairman, ozone 

group, is a qualified architect and, 
hence, puts a lot of effort in the plan-
ning and design aspects of its proj-
ects. a first generation entrepreneur 
(whose family shifted to Bengaluru 
from chennai many years ago), he 
worked as an architect for two years 
(1991-93). in 1993, he decided to ven-
ture into real estate development in 
Bangalore with his firm called tus-
can consultants and developers ltd. 
this design-and-build firm would 
undertake small residential projects 
in the it city.

ozone is undertaking a 200-acre 
large integrated township project 
– ozone urbana – in north Bengal-
uru, near the international airport. 
the project, involving the largest 
integrated township development 
in the it capital, is estimated to cost 
about R4,000 crore. in total, the com-
pany is estimated to invest R8000-
10,000 crore to construct its existing 

portfolio – to be executed over 
a period of one-six years.
while buyers have reposed 

their full faith in its projects, which 
have been able to generate an excel-
lent response, despite the ongoing 
sluggishness, the investor community 
(pe/realty funds) too is not behind 
in lending their support. they have 
been quite bullish on the company 
and its business model. from anand 
Jain-led urban infrastructure Ven-
ture capital (which has invested 
both at entity as well as project lev-
els) to piramal fund management to 
hdfc property Venture, aditya Birla 
real estate fund and Blackstone – all 
have shown their interest.

in fact, ozone has received (since 
2006) close to R2,500 crore from var-
ious funds/institutions. a large por-
tion of this investment has also 
come in the last five years, when 
the market has struggled for liquid-
ity.  importantly, a sizeable portion 
of this investment has already been 
returned to the investors, as the com-
pany has been quite aggressive in 

Scaling heights
Ozone is set to join the big league with its  
well-carved-out strategy
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selling its products, which are rightly 
designed and priced for the actual 
customers (primarily for the mid seg-
ment). for the last couple of years, the 
company has been selling properties 
worth over R1,000 crore annually and 
the momentum is likely to be contin-
ued, going ahead, with focus on exe-
cution and delivery. out of this, over 
30 per cent of sales have also come 
from overseas (nris) buyers.    

“we have been associated with 
ozone for almost a decade now,” says 
parag parekh, ceo, urban infrastruc-
ture Venture capital ltd. “and, this 
long partnership itself is the valida-
tion of our well-maintained relation-
ship. we like the way the promoters 
and the organisation have positioned 
them in the real estate market. Being 
among the initial investors, we have 
also made a part exit with a reason-
able return against our investment”. 
urban infrastructure Venture capital 
has made a total investment of over 

R1,300 crore across its various proj-
ects,   including its Bengaluru town-
ship project ozone urbana, starting 
2006-07. in 2008, the fund had also 
taken 50 per cent stake in the ozone 
group at an entity level. in the last 
three-four years, urban infrastruc-
ture has been paid over 60 per cent 
of its investment, while the rest is 
expected to be returned in the next 
couple of months. 

“ozone has emerged quite nicely 
in the market,” says K.g. Krishna-
murthy, managing director & ceo, 
hdfc property Ventures. “over the 
last few years, the company has 
ramped up its capabilities across its 
various functions. the promoters 
have shown a professional approach 
and put up an organisation in which 
property buyers and investors both 
are showing their trust. in fact, it has 
been able to build a brand for itself 
in the market through its impeccable 
track record of execution and deliv-
ery”. Krishnamurthy was the one 
who reposed his faith in the com-
pany at the initial stage of its journey 
way back in 2006, when the com-
pany was vying for a land parcel for 
its ongoing 43-acre residential proj-
ect, ozone metrozone at chennai’s 
anna nagar area. 

considered one of the prestigious 

projects in the chennai market cur-
rently, the metrozone project with a 
saleable area of 5.1 million sq ft has 
already sold 2,200 residential units 
out of 3,000 units (current price: 
R12,500 per sq ft). in fact, the project 
has already delivered 1,000 residen-
tial units, while the remaining will 
be done in the next 12-16 months. 
hdfc property Ventures had invested 
about R95 crore in this project and has 
already got back about R180 crore; it 
is expecting to get back another R55 
crore soon.

A good partner
“in ozone, we have found a partner 
who was strongly focussed on both 
execution as well as sales and has an 
established track record of delivering 
projects as well as investor returns,” 
acknowledges Khushru Jijina,  man-
aging director,  piramal fund man-
agement (formerly, indiareit). “our 
transactions with ozone relied on 
customised structures focussed on 
enabling quicker execution of ongo-
ing projects as well as facilitating 
the acquisition of new projects. the 
group has performed consistently 
well in terms of sales, construction 
as well as collections across each of 
the projects underwritten by us and 

we look forward to a long and mutu-
ally beneficial association with them 
well into the future”.

the wholesale fund and fund-
ing arm of the piramal group has 
invested in excess of R1,000 crore 
in six tranches across four projects 
and of these, it has also exited from 
four tranches of investments. “we 
have also approved a further R400 
crore of transactions that are in the 
final stages of pre-disbursement dil-
igence. we intend to continue our 
long standing relationship with the 
ozone group,” adds Jijina, whose 
fund boasts over R20,000 crore.

moreover, private equity inves-
tor Blackstone which has been selec-
tive during the recent slowdown, 
invested R175 crore in ozone metro-
zone, chennai in 2014 and already 
exited the project last year.  the 
money which came in through the 
ncd (non-convertible debenture) 
route was used to repay the debt. in 
fact, in 2014, ozone became the first 
company to get funding from Black-
stone for the residential project in 
chennai.  in 2015, aditya Birla real 
estate fund put in R150 crore in the 
chennai project, only to get an exit 
last year. the money (an ncd struc-
ture) was also used to repay a loan. 

“in a market, where developers 
have struggled for liquidity, ozone 
has been able to raise a large sum of 
fund from a diverse pool of inves-
tors/lenders. this itself shows that 
the company has capabilities and 
a business model that can be relied 
upon,” says ashok Kumar, managing 
director, gene partners, who is of the 
view that in a subdued market refi-
nancing of loans has also become 
critical when project cash flows are 
slow. often, developers are replac-
ing earlier loans with new lenders to 
bring down the cost of money as the 
project matures.

“we have tried to build an organi-
sation which is customer-centric and 
always looked to add value to its cus-
tomers. Besides, transparency and 
quality are the other two core val-
ues that have helped us stay ahead 
in terms of property offerings. as 
a company, we have established a 
proven track record of innovation 
and customer satisfaction and with 

Gopalan: well balanced offering
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this vision, we have continued our 
journey in the market,” says Vasude-
ven. ozone is a professionally-man-
aged organisation, with more than 
300 people across design, architec-
ture, finance, engineering, legal, 
commercial, strategy, sales & mar-
keting functions.  the company also 
has a separate team for facility man-
agement, which manages under-con-
struction as well as already delivered 
developments.  the company is exe-
cuting its projects hiring reputed 
contractors such as shapoorji pal-
lonji, capacite engineering, ncccl 
construction, Valecha engineering 
and jmc projects. apart from offices 
in Bengaluru (head office), the com-
pany has sales and marketing offices 
in chennai and mumbai. since a 
sizeable chunk of its business is also 
coming from overseas buyers, it has 
opened sales offices in the us, lon-
don, dubai, singapore, hong Kong 
and australia.   

Many projects
Between 1993 and 2004, tuscan con-
structed around 12 projects (total 
saleable area: some 200,000 sq ft). 
it was during this initial period that  
hdfc got itself involved with the 
company, which received a first loan 
of about R25 lakh from the housing 
finance major.  in 2004, Vasudevan 
decided to scale up his business and 
hence formed ozone group, which 
started its journey with an it park 
(area: 550,000 sq ft) and two residen-
tial projects  in sarjapur, Bengaluru. 
ozone residenza (250,000 sq ft) was 
a villa-ment project (combination of 
villas and apartments), while ozone 
evergreens (1.25 million sq ft), a res-
idential project facing a 500-acre 
green patch. all three projects gen-
erated encouraging results in a mar-
ket, which was showing a good deal 
of traction.

Buoyed by the response of these 
projects, ozone ventured into its 
two flagship developments – ozone 
metrozone, chennai,  and the mega 
township project ozone urbana in 
Bengaluru, in 2006-07. it was at that 
time that anand Jain’s urban infra-
structure decided to come on board 
and take exposure in both the proj-
ects as also in the company (the pe 

fund is on the verge of exiting). in 
fact, the entry of hdfc Venture in 
metrozone in 2006 was the trigger 
point. the progress of these two proj-
ects and other projects around them 
has provided the company with a 
much sought-after portfolio, which 
is diversified, both product-wise, 
as also geographically, to create an 
offering that will take the company 
to its next phase of growth.

“as a company, we have been able 
to position ourselves quite well in 
the real estate market,” says srini-
vasan gopalan, 44, ceo, ozone 
group. “our offering is well balanced 
in favour of residential. our focus 
has been on sales which have been 
governed by our strategy of design-
ing the right kind of products at the 
right pricing and of course selec-
tion of the right locations. Buyers 
have shown their trust in us as we 
have tried to live up to their expec-
tations”. a cost accountant (icwa) 
and a chartered accountant, srini-
vasan came over to the company in 
september 2014 from mumbai-based 
wadhwa group, where he had served 
the dual role of coo and cfo. during 
his tenure, the wadhwa group had 
witnessed a phenomenal growth and 
was involved in execution of quite a 
few iconic projects, including one 
bkc and the capital in mumbai.    

prior to that, srinivasan had 
worked with us-based row2tech-
nologies as ceo. he also worked with 
companies like chembourse interna-
tional and gharda chemicals. he has 
two decades of experience in sales, 
marketing, finance, corporate plan-
ning, project evaluation and imple-
mentation and is well regarded in 
the real-estate community for inno-
vation in the finance mechanism 
and performance management. he 
believes that people, processes and 
technology are the driving force 
for a company’s success and with 
this vision he is driving the show at 
ozone, which has made big steps in 
the last few years despite a slowdown 
in the market.

ozone’s flagship urbana township 
project (master plan: b+h architects, 
canada) near the Bengaluru interna-
tional airport, where construction 
began in 2009, has made seamless 

progression. the fully-integrated 
development will have all the neces-
sary elements such as social amenities, 
club houses, healthcare, education, 
hospitality and retail facilities for its 
residents. there are about 8,000 res-
idential units, of which 3,000 units 
(current average rate: R5,300 per sq 
ft) have already been sold. the entire 
project will be completed in the next 
five-six years. 

ozone urbana has also ventured 
into the emerging field of senior 
living where they provide modern 
facilities to senior citizens. the com-
pany has tied up with various agen-
cies which provide senior citizens 
all sorts of facilities ranging from 
food to nursing. about 50 such fam-
ilies are already staying there, while 
another 450 families are expected 
to move in by this december. there 
will be in total about 1,000 dwell-
ings for senior citizens. the urbana 
project has tied up with br life, a 
leading healthcare brand (dr B.r. 
shetty, chairman, br life group of 
hospitals), which will operate and 
manage a 250-bed hospital in the 
township. other amenities com-
ing up include among others hyatt 
place business hotel, theme gardens, 
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a business park and a retail village. 
the project already has a functional 
national public school with both 
international and cbse curricula.

the 43-acre metrozone project, 
situated in the heart of chennai city 
is at an advanced stage of develop-
ment. the project (cpg consultants, 
singapore; site concepts, singapore 
and hafeez contractor, mumbai)  
has amenities such as a clubhouse 
spread across 62,000 sq ft, five swim-
ming pools, 1.2-million sq ft of green 
space, a mall spanning one million 
sq ft and a multiplex, and around 
3,000 residential units (apartments, 
duplexes and penthouses).

in chennai, the company is also 
in the process of delivering a high-
end residential project. ozone gar-
denia also located in anna nagar, 
has got 32 units (average price: R6-7 
crore). the company has already sold 
20 units. this apart, the company 
is undertaking ozone promenade 
(7-acre project), one of the popular 
residential projects in whitefield, 
Bengaluru, while ozone kns oasis 
(45 acres) near sarjapur road, Ben-
galuru is a joint development with 
kns infrastructure, Bengaluru. the 
company also has a 140-acre land 

parcel in goa, where it is planning to 
build villas and a hotel. it has already 
received in-principle approval for 
this project.    

“markets in the southern part 
of the country, particularly Beng-
aluru have always been steady as 
actual buyers rule the market. we 
will continue to explore the oppor-
tunities these markets offer. our cus-
tomer-centric approach will help us 
grow faster in these markets,” says 
Vasudevan.      

“currently, all the major markets 
are sluggish. however, fundamen-
tally, Bengaluru has been a steady 
market and moved in a much better 
manner than the other major mar-
kets in the country. a similar trend 
will be maintained going forward as 
well. the best part of chennai is that 
unlike other markets (primarily ncr), 
the inventory here is limited and, 
hence, there is nothing like oversup-
ply,” says ritesh sachdev, managing 
director, south india, cushman & 
wakefield.

Good outlook
last year, the company made its 
foray into the mumbai market with 
a project called ozone mirabilis at 
santacruz (east) near bkc.  the proj-
ect comprises 112 bespoke 1,2 and 
3-bhk apartments (current rate:  
R20,000-22,000 per  sq ft). with an 
innovative first-of-its-kind, plug and 
play concept, the artistically-de-
signed apartments in this project, 
are fully furnished with all mod-
ern amenities. the project (already 
30 per cent sold), coming up in a 
joint development with K. mordani 
realty of mumbai, will be built in 
the next three years. ozone is also in 
the process of launching two more 
residential projects (dadar east and 
andheri west) in joint developments 
in the next few months.  one of 
these two projects will be in jv with  
Vijay raheja.

“mumbai being the financial cap-
ital will always be one of the prom-
inent markets in the country and 
attract attention.  due to its geog-
raphy, the demand-supply gap will 
always be favourable. the market 
offers a whole lot of opportunities for 
developers and other stakeholders 

due to its buyers’ profile,” says gau-
rav gupta, director, omkar realtors 
& developers, mumbai.   

“over the last few years, we have 
built up our capabilities and track 
record and now as a developer, we 
are looking out for leveraging them 
by exploring multiple opportuni-
ties across the value chain. our cus-
tomer-centric approach and other 
skills should help us in expanding 
our offering and delivering them in 
a time bound manner,” says srini-
vasan, who believes that the domes-
tic real estate market, following  
policy-related changes recently, is 
heading for a much matured and 
transparent set-up.

with these changes taking place, 
developers like the ozone group 
are much better placed in the mar-
ket which is undergoing a transi-
tion where buyers are calling the 
shots in a competitive market place. 
the company has built up its capa-
bilities quite well in a short space of 
time. Backed by professionals, the 
company has put in place a robust 
business model in which investors 
as well as buyers both have shown 
their trust. the company has been 
focussing on sales by creating an 
offering comprising the right kind 
of products at the right pricing  
and locations.   

the company’s well-diversified 
portfolio (both in terms of segment 
and geography) will not only provide 
the company faster growth oppor-
tunity but also provide it with an 
inherent risk hedging mechanism 
against market-related vagaries in the 
long run. while, on the one hand, 
the company has banked on its own 
land bank in markets like Bengal-
uru and chennai, it has followed an 
asset-light model and pursued joint 
development in a market like mum-
bai where land forms a major cost of 
any project. with all these measures 
in place, the company appears to be 
all geared up to start its next growth 
phase. on the macro front, the over-
all real estate market is heading for 
a much transparent and matured 
scenario, which augurs well for a 
reputed developer like ozone.
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