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Basant K Chaudhary needs 
no introduction. As chairman
of Norvic Hospital, he 
spoke to Terence Lee of 
THT Perspectives on the 
hospital’s plans to tie up 
with Medanta the Medicity,
world class hospital in India,
and on  challenges facing 
the health care sector 
in Nepal. Excerpts:

What are the future plans 
for Norvic?

After 17 years of operations,
we have reached a level where we
should look for diversification.
This consists of two things: one,
enhancing our existing services
and facilities to the next level 
and two, starting the health 
education as well. The initial few
years were challenging and 
frustrating, but now we have
earned a name, so obviously we
should start expanding. Today,
all our diagnostic facilities 
are world class. We never 
compromise on the services we
provide and try to bring available
cutting-edge technology and the
best human resources. We have a
committed and devoted group of
people who are managing this
hospital. That’s why maybe we
have been successful in earning a
name for ourselves.

Today, without exaggeration,
Norvic is a household name.
Norvic is the name taken first
when it comes to health care 
because if the patient is brought
here, they will get the best 
medical attention. This year we
have started the expansion 
projects. We started with 100 beds
and now we plan to add 100 more.
With this process, we thought to
venture into a medical college as
well. With quick analysis, we saw
where the gaps were and we saw
where we could be different. We
found our biggest strength is our
own brand image and our strong
tie up with Dr Naresh Trehan
and his team.

What made you decide on the tie
up with Dr Trehan and Medanta?

Norvic is there because of Dr
Trehan, as it was his brainchild.
We had never thought of ventur-
ing into health service until 
Dr Trehan, who is a family friend
came back to India and started
planting the seed in our mind.

We are tying up with Medanta
and not others because we do not
believe in collecting patients and
sending them to other countries
for treatment. We want to bring
Medanta’s skills, technology and
know-how into Nepal to treat our
people here. Medanta will impart
knowledge and skills and 
enhance our facilities. We are 
capable of handling all critical

patients here in Nepal and
Medanta is an assuring, strong
back up. Our doctors will go
there for training and their 
doctors will come here to train
our people. Their faculty will be
available for our medical college.

Is the government policy 
promoting and encouraging 
private sector investment in 
the health sector? Are there 
any incentives to expand in 
the rural areas? 

The government is always 
talking about promoting the 
private sector, but in reality,
that’s not a priority for them. For
so many years now they have
been busy fighting for their own
rights and I don’t think they are
promoting the private sector 
investment in health. We are

treated as any other industry and
we receive no facilities or 
incentives from the government.
We pay duty on equipment we
import, we pay land tax, income
tax and we are treated like any
other manufacturing industry.

Although we are into health
service which is not money-
making business, there are 
costs involved. We cannot sell a 
product cheaper than the cost.
If you look at neighbouring

countries, medical facilities have
grown phenomenally. In India,
medical facilities are at par 
with Europe and big business
houses are investing in medical
services. The government has
recognised this and given a lot of
input and facilities.

In India for a good medical 
project, the government provides
free land for 99 years. There 
is no import duty on equipment.
When you have such 
facilities, you can demand that
medical facilities be provided 
at affordable costs. In real terms,
all these taxes in Nepal make 
medical services very expensive.

What is the potential for medical
tourism in Nepal? 

Our climate and natural 
beauty is very suitable for 
attracting such business. But, we
have to have the infrastructure
and we have to have political 
stability. Otherwise who will
come if we don’t know when
there is going to be a bandh or
how many hours we won’t 
have electricity? 

For the kind of money a 
Japanese or European patient
spends back home, it is cheaper
for them to be brought here 
along with their whole family.
But we have to have proper 
infrastructure. But it’s a wonder-
ful concept and even Bangladesh
has started exploiting that.

What do you expect from your 
expansion into health education?

We know there is a shortage 
of trained qualified human 
resources for medical services
here in Nepal. The reason we
have ventured into health 
education like the nursing 
college, and now we are planning
for a medical college, is to 
produce quality human 
resources to be absorbed into 
our own hospital. If you sell a
quality product, there are 
buyers but you have to be quality
conscious. I’m not in favour of
producing nurses and doctors
just for the sake of doing it. I
would rather aim to reduce the
numbers and produce the best.

Where would you like to see 
Norvic and yourself in the next 
10 years?

I want to grow like our part-
ners Medanta and I want to 
develop Norvic as a medicity 
in Nepal. Medicity is a concept 
of a medical city that along with
world class health facilities has 
a hotel, a mall, entertainment
shopping and everything you
need attached. It’s a complete
city where my medical 
college, my diagnostic centre and
everything is in there.

“All these taxes in Nepal make
medical services very expensive”

Himalayan News Service
Kathmandu

A
lways Hungry’ is a name which
immediately grabs attention,
especially when it denotes a
company. When questioned

who coined the name, Megha Sang-
hai, director of the company was in
a dilemma. “My partner and I al-
ways argue for the credit of the
name. We don’t know who came up
with it, but the bottom line is that
we are always hungry and hence the
name,” Sanghai shares chuckling.

After completing her Masters 
in marketing from the UK, she 
returned to
Nepal. She
wanted to 
introduce a
new concept in
the market and
thought of
Cookie Man, an
A u s t r a l i a n
owned busi-
ness of freshly
baked cookies.
She chose
Cookie Man,
because she
was in love
with the taste
and the 
concept. Sang-
hai explains,
“In Kathman-
du, bakery
products are 
in abundance,
but eggless
cookies which
are baked in
front of you is
not a common
spectacle.”

Though she
had thought
about getting
the franchise, it
was not an easy
deal. But Sang-
hai did not 
perceive it as
an ordeal. For
the approval of
the franchise,
she contacted
Cookie Man,
India (head 
office) for two
years. She was
able to per-
suade them 
finally after she
managed to
convince the
team to come to
Nepal. “I could have showcased a
grand presentation, but I did no
such thing. I gave them the real 
feel of Kathmandu and the prospect
of such a premium product,”
says Sanghai.

Sanghai acquired this ‘never 
say die’ attitude when she was free-
lancing for an event management
firm in Bengaluru, India, while she
was pursuing her Bachelors in 
communicative English from
Christ college. According to her,
timings were erratic and it was dif-
ficult to cope up with the job and
studies. Thus, sometimes she land-
ed up in embarrassing situations.
Once she was yelled at in front of
her peers and the entire staff.

“It was my fault even though it
was purely unintentional, but I 
took it positively in my stride 
and worked on it,” admits Sanghai.
Moreover, she learnt the value of
not over-promising, time manage-
ment and discipline.

According to Sanghai, she 
believes in maintaining an 
amicable environment at the work-
place through open communica-
tion. “Communicating helps me un-
derstand things better and I get to
conduct a routine check,” she says.
Also she maintains professionalism
where she ensures her staff do not
neglect their responsibilities. “If

my employees make any mistake,
they get to hear from me, but I also
appreciate it when my faults are
pointed out,” expresses Sanghai.

Challenges are inevitable and be-
cause her company is new, they are
still trying to push it to the market.
In addition, certain aspects have to
be maintained regularly as it is a
food industry. “This industry itself
is challenging in terms of maintain-
ing hygiene standards at an
optimum level. We have been partic-
ular about it since day one,” asserts
Sanghai. Furthermore, she states
modestly that as it is a small
company, they cannot afford to let

challenges get out of hand.
Being new in the food industry,

she strives to maintain the
standards of the Australian compa-
ny. She got staff from the head office
to train her team on the products for
one and half month. She informs,
“Even I underwent the training as I
needed to know about our products.
Besides, if a product is expensive, it
has to be worth every paisa and I
make sure the standards are met by
making it customer-oriented.” Cus-
tomer feedback is taken very seri-
ously and acted upon immediately.

It is not easy to make people
indulge despite an expensive price
tag. But she says confidently, “Once
they taste it, they will see the
difference. It is not about eating a
cookie; it’s an experience because
one can taste the freshness of
our products.” Sanghai also points
out the importance of the
franchise’s location. “A product like
ours should be located where its
aroma wafts and people get tempted
to buy. Thus, it has to be a
mall because it’s an impulsive
buying product,” says Sanghai.

For now, Cookie Man is the first
franchise of Always Hungry, and
for Sanghai this is just the
beginning. Her future plans include
bring in coffee, shakes and other
edible products.

Entrepreneur
in the making
“If my employees make any mistake, they
get to hear from me, but I also appreciate it

when my faults are pointed out”

headhoncho

“We want to bring 
Medanta’s skills, 

technology and knowhow
into Nepal to treat our 

people here”[ ]

The cost of corruption
Chambers and associations must push for more accountability and effectiveness
Catrin Froehlich

Kathmandu

I
n our column on 
November 28, we 
discussed the cost of
corruption for individ-

ual businesses in Nepal.
The effects on the nation-
al economy, foreign 
investment, the delays in
development (of infra-
structure) and the dam-
age to Nepal’s image can
be even more devastating.

The lack of competi-
tiveness due to higher
prices, delays and inferior
quality or lack of service
and product quality does
not only impact business-
es which serve the Nepali
market but also the 
(potential) exporters.
Insecurity and high cost
will keep foreign 

investors away and lack of
safety and quality might
scare tourists away when
corruption leads to bad
drinking water, increas-
ing pollution and waste,
and the negligence of
safety standards in air 

or road transport or other
infrastructure. The lack
of state revenue due to
corruption puts further
obstacles to development
projects including roads
and hydropower, which

are vital for economic 
development.

There are business 
people who justify their
lack of tax discipline by
arguing that they do not
get any benefit from 
paying dues. This might

be understandable in
some ways but it raises
the question of the egg
and the hen. Instead of
refusing to pay, it might
be a more useful approach
to use the power of

chambers and business
associations to push for
more accountability and
effectiveness. It is not
only the bureaucrats to be
blamed, for example for
roads, which fall apart
only months after being
constructed — in most
cases there are also pri-
vate businesses involved.

The private sector
therefore has a vital con-
cern (for the sake of its in-
frastructure, reputation
and to lower transaction
costs) to stand up for good
governance and account-
ability as well as against
all forms of corruption.
Individually, that might
pose a big challenge, even
though we know of com-
panieswhich have at least
a committee to discuss all
demands and limit cor-

ruption where possible.
To be effective however,

the private sector needs to
start joint initiatives
based either on geograph-
ical area or for different
industrial or service 
sectors to create a strong
force and common stan-
dards, including adequate
sanctions for non-
compliance. These initia-
tives could and should
also include others like
consumer or youth or 
other civil society groups.
Corruption is just anoth-
er reason for a stronger
dialogue and cooperation
between the private sec-
tor and its stakeholders.

(The author is a 
CSR expert at National 
Business Initiative and
can be reached through
info@nbinepal.org.np)

THT

Deepak Tolange / THT
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capable of handling all critical

patients here in Nepal and
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Is the government policy 
promoting and encouraging 
private sector investment in 
the health sector? Are there 
any incentives to expand in 
the rural areas? 

The government is always 
talking about promoting the 
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that’s not a priority for them. For
so many years now they have
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rights and I don’t think they are
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costs involved. We cannot sell a 
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Our climate and natural 
beauty is very suitable for 
attracting such business. But, we
have to have the infrastructure
and we have to have political 
stability. Otherwise who will
come if we don’t know when
there is going to be a bandh or
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lancing for an event management
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studies. Thus, sometimes she land-
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“It was my fault even though it
was purely unintentional, but I 
took it positively in my stride 
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Moreover, she learnt the value of
not over-promising, time manage-
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According to Sanghai, she 
believes in maintaining an 
amicable environment at the work-
place through open communica-
tion. “Communicating helps me un-
derstand things better and I get to
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my employees make any mistake,
they get to hear from me, but I also
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