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SCI takes its global

ambitions seriously

With a franchised distributor model, the company has been profitable for 38 straight quarters and

last year bagged

ICK Aggarwala, the CEQ
of Supreme Compo-
nents  International
(SC, has a grand vision
for his electronic com.

ponents distribution company: to be
aglobally franchised distributor with
local pricing.

Having established branch offices
in Hong Kong, India and most recent-
Iy Thailand, and with plans to open a

‘ ‘ Vick Aggarwala, President & CEO of SCI

Supreme Components International for being awarded the
Asia Enterprise BRAND Awards 2015, Vanguard Award
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“We exist because we are obsessed about adding value

at the speed of thought for our customers and suppliers.”
 Supreme Components International is a multiple award winning Singapore brand
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or brands to deliver the most progressive LED lighting solutions
t technological advancement, and we're doing our part for the

Link: http://www.businesstimes.com.sg/sme/sci-takes-its-global-ambitions-seriously

new
future, SCI Is taking concrete steps 10
realise this vision.

Founded in 2001, SCI was initially
a spot trader in electronic compo
nents and was in poor financial
health. It has since transformed intoa
formidable regionally franchised dis-
tributor with an appetite for interna-
tional growth.

This transformation took place af-
ter Mr Aggarwala, having over 40
years of leadership experience inmul-
tinational electronic components dis
tribution which Includes a stint as
president for Asia Pacific at Nu Hor
Zons (now part of Arrow Hectronics),
the world's 2nd largest electronics
components distributor by sales, ac-
quired SCl in 2005

Tapping Mr Aggarwala's extensive
contacts in the electronic compo-

Mr aggarwala and his son Plyush. Today, SCI
. and Foxconn

Thi lowed SCI

space, SCI was
gradually able to attain the status of
authorised distributor, or franchisec,
for several major brands, including
Citizen, Philips. Kyocera, Rubycon,
KEC and Taiwan Semiconductor.

Today. 5CI has secured over 50
franchises for its electronic compo-
nents and LED divisions, and counts
Samsung, Foxconn and LG among Its
of over 1,000 clients.

With the franchised distributor
business model firmly in place. the
company has also seen profits for 38
consecutive quarters, and in 2014,
bagged its fourth consecutive Enter-
prise 50 (ES0) award for the
company's outstanding performance
among SMFs in Singapore.

Going global is embedded in SCI's
DNA and is a core part of the compa-
ny’s operating model. To create the
best customer experience, SCI engag-
es native employees from 10 differ
ent countries who collectively speak
‘more than 12 different languages.

“Itis very important for us, for our
customers to get service from people
who understand them well, their val
ues, thelr customs and their regula-
tions,” explains Mr Aggarwala.

- Despite time zone differences, the

company always serves international

customers at the speed of local dis

tributors. The Singapare office oper-
tes 24 hours a d:

10 serve customers in over 40 coun
tries, represent suppliers from over
15 countries and rank among the top
50 SMEs in Singapore by overseas
sales turnover in 2015,

While SCI has enjoyed great suc-
cess under its “viral office” business
model, s critical,

24 hours of notice. “Sometimes our
competitors have not even quoted to
the customers and we've already got
the orders and have already shipped
the parts (0 the customers.” adds Mr
Agganwala.

This speed Is enabled by well-
tralned employees, as well as invest:

s fourth ESO award. BY TONG CHUN WAI, NATALIE WONG, VAN TRAN AND MEL NGUYEN

has secured over 50 franchises for Its electronic components and
and LG among Its over 1,000 clients. PHOTO: SHAWN TEQ.

Ing. At SCI, every sales manager Is
wellversed in engineering and most
re armed with a relevant degree.
This enables them to readily provide
the technical support and knowledze
their customers might need.
has also taken steps to ensure
that their distributed products meet

erating mainly from Singapore will
not be sustainable on its own,

Aphysical presence, Mr Agganwala
notes, can be the deciding factor of a
business deal. “Companies in) ma-
ture countries, such as Australia, ex-
pect 0 see a local number and ad
dress contacting them, (even more
50) In countries like Thailand, where
they sull like to have the hard copies,
and they don't want to work on the
computer.” It is In these emerging
economies In Asean that SC1 sces Im
mense potential for their products.

What else fs it about SCI that reso-
nates with customers all around the
world? The secret could lie behind
SCI's business philosophy, and it is
Important, insists Mr Aggarwala, to
startwith why,

ning (ERP) system which allows for
the automation and consolidation of
key work processes.
However, as it sets its sights on the
ronic

and exceed quality
standards. In addition to achieving an
150 9001 certification,

also operates an electrostatic dis-
charge-protected warehouse 1o pre-
vent damage to sensitive compo-

distribution space, the company fac-
es formidable competition from mul-
tbillion dollar multinationals.

sct that speed can-

transit. Reg-
ular tests are conducted on compo-
nents 1o ensure the quality of prod-
ucts being shipped to customers.

g y have,as

larger competitors have the resources

to close the gap in response time.
being an SME has its

‘mains the core business for SC1, look-
ing forward, CEO Mr Aggarwala be-
lieves that LED, which is increasingly

d

own advantages, notes SCI business
manager and Mr Aggarwala's son, Piy
ush, Being small, SCI can be more fo-
cused and specialise in certain prod-
uct lines,

durable source of lighting, will be the
company’s key engine of growth.
Growing to become one of the lead-
ing distributors of LED-related compo-
inAsia, SC

vices for Its franchises. ¥
he company positions itsclf as a

we are obsessed with adding yalue at
the speed of thought for our custom
ers and suppliers, only then they will
see a need to work with us, otherwise
they do not need a distributor.”

Every few months, sales managers
from the Singapore office fly back to
their native countries o liaise with ex-
Isting clients and contact new ones.

stry technology is constant-
Iy changingand the risk of product ob-
solescence or a large fall in compo-
nent prices are high.

Queries are responded to within

techni-
cal knowledge and value-add in the
distribution role, opening up new
markets and business opportunities
for their franchisors, some of whom
have entrusted distribution in South
East Asia solely to SCI.

Additionally, SCI also strives to
add value to customers by providing
additional design and engineering ser.
vices instead of handling mere physi
cal distnbution and product market

of the Industry’s largest brands in-
cluding Citizen, Philips and LEDIL,
and s well poised to ride the wave of
growth in demand for LED solutions.

The LED business division now ac-
counts for more than 20 per cent of
SCI's revenue stream since its estab-
lishment eight years ago. "We had ze-
1o distribution In 2007, but we now.
have a better understanding on how
to distribute LED lighting compo-
nents and we have built up a reputa-
tion for ourselves.” he says.

The timing of SCI's entry into LED
lighting distribution was espectally

portune. SCI made headway in se-
curing its LED-related franchises, just
when adoption became increasingly
widespread. “We rode the wave be-
fore the industry became saturated. If
we had entered only five years later,
we'll be too late to catch up o it,” ex:
plains Mr Piyush Aggarwala.

With new offices planned overseas
and the promising growth in the com-
pany's newer LLD distribution busi-
ness, SCI seeks ta make a lasting im-
pactin the region beyond Singapore's
shores, and quite possibly, the world.
1 The wirters are students from
NUS Business School
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