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4 SPOTLIGHT ON

Sunrise Group: 
the dawn of 
a new era in 

stainless steel
What does trust, reliability, and commitment look like in the 

global stainless steel market? For Mr. Pratik Shah of the Sunrise 
Group, the answer is best given in the form of an anecdote: 

“Once, in 2014, we had a large order placed by a client. Then 
the market price increased by more than $800 per ton before 

the order had been delivered. But we made sure our customer 
received their order at the agreed upon price, because if we take 

care of the client, if we take care of each other, we are fulfi lling our 
commitment as a company.” Unsurprisingly, with an attitude like 
this, Pratik and his brother Ruchit Shah have led Sunrise Group 
to tremendous success over the past 10 years, building on a legacy 

that began with their father in the 1970s.

By Daniel Sweet

Mr. Mahendra Shah founded the Sunrise Group 
in Gujarat over 40 years ago. Since then, he has 
helped it grow to become a conglomerate made 
up of four individual businesses, each successful 
in their own right, with approximately 1,200 to-
tal employees. The Sunrise Group supplies high 
quality Stainless steel products to companies 
within India and abroad, catering to markets in 
the oil and gas, petrochemical, construction, en-
gineering, agricultural, nuclear and thermal, pa-
per and pulp, and shipbuilding industries. 60% 
of their business is in exports, while domestic 
sales bring up the remaining 40%.
Several years ago, Sunrise Group became a fami-
ly business when Mr. Mahendra Shah was joined 
at the helm by his two sons, Pratik and Ruchit 
Shah, and by his nephew Jignesh Shah. Emulat-
ing their father’s leadership, the brothers made 
the customer a central focus of the company, 
but they also introduced innovative changes to 
the Sunrise Group business model that have fos-
tered rapid growth. Confi rmation of their success 
came dramatically when the Group turnover 
leapt from $100 million in 2015 to $153 million in 
2018. Plans to accelerate this already impressive 
rate of progress have been implemented, and 
one major aspect of the Shah brother’s strategy 
entails a continued focus on Sunrise Group sub-
sidiaries like Sun Mark Stainless.

Forward Integration and Sun Mark 
Stainless

Seeking to widen the Sunrise Group prod-
uct catalog through forward integration, the 
Shah’s created Sun Mark Stainless in 2014. Sun 
Mark became operational in 2015 and primar-
ily focuses on manufacturing stainless steel 
welded pipes and tubes for the ever evolving 
and expanding needs of the Indian and inter-
national markets. In addition to welded pipes 
and tubes, output from Sun Mark includes 
stainless steel coils and bright bars. Most re-
cently, the company has added butt weld fi t-
tings to their line. As Pratik explained, “we 
wanted to add another product downstream, 
and by using our own pipes and tubes to cre-
ate the stainless steel Butt Weld fi ttings, we are 
able to guarantee their quality.” These fi ttings 
come in a variety of shapes, including elbows, 
reducing tees, equal tees, end caps, and con-
centric and eccentric reducers. In just a few 
years, Sun Mark has morphed from a board-
room strategy into the largest manufacturer of 
stainless steel welded pipes in India.
This growth was made possible by the con-
struction of a new, state-of-the-art production 
facility in Gujarat, currently operating at 
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  Managing director Pratik Shah.

around 14,000 tons per year. The facility in-
cludes 11 Tube Mills for welded pipes and 
tubes, with plant machinery sourced from 
leading Taiwanese Machine manufacturers. 
The pipes welded in the facility range from 
0.5” NB to 12” NB to SCH 5, 10, and 40, mainly 
in grade 300 series. They come in the ASME, 
ASTM A312, A778, A269, and A270 specifi ca-
tions, equivalent to EN and DIN standards. 
In terms of weld fi ttings, the facility produces 
the same size and grade range as their weld-
ed pipes, though these are off ered in the full 
suite of ASTM and EN standards.

New Expansion in Sun Mark Stainless

By April 2019, the Sunrise Group plans to erect 
an additional seven pipe mills—including a 

larger diameter mill that can produce up to 
16” NB SCH 40—to bolster Sun Mark’s produc-
tion capacity. Projections estimate that these 
new mills will increase Sun Mark’s output by 
more than 21,000 tons per year.

Quality Assurance and Ontime Delivery 

In discussing Sunrise Group’s holdings, 
Mr. Pratik Shah always returned to the theme 
of trust, reliability, and commitment, empha-
sizing the rigorous quality check system in 
place at every Sunrise Group facility. “Making 
a welded pipe or tube is not rocket science,” 
he said, “but getting the highest quality prod-
uct to the customer on time is no easy task.” 
To come through for the customer, the 
Shah’s have implemented new systems for 

›
  Plans for the new Sunmark Stainless facility. 
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›
  Sunmark’s color-coded, conveniently marked 304/L and 316/L shipments.

›
  Mr. Pratik Shah poses with colleagues at an international trade conference and expo.

quality assurance. The process begins on the 
production fl oor, where workers carry hand-
held X-ray fl uorescent analysers that quanti-
fy the purity of Sunrise products. This allows 
them to spot-check goods before they are 
ready for packaging. Every item that leaves 
production is then bundled with color-coded 
tape to diff erentiate 304/L and 316/L ship-
ments. This gives Sunrise Group employees 
and customers alike a visual reference when 

containing a number of data points, from the 
bundle’s specifi cation, grade, size, and prod-
uct code to the customer’s purchase order 
number and shipping date. Employees carry 
portable QR code scanners that allow them to 
access this information from the production 
fl oor, and the easily readable codes on the 
packaging allow end users to quickly access 
details about their purchase. 

Certifi cations 

Sunrise Group’s renewed focus on quality as-
surance has earned them positive reviews 
from customers, but it has also earned them 
coveted certifi cations from major industry 
regulators.
TUV Nord has granted the Sunrise Group 
and its subsidiaries certifi cations like the ISO 
9001-2008 and ISO 14001-2004, the BS OHSAS 
18001-2007, the PED 2017, and the AD 2000 
Merkblatt W0.
The Group has also earned export certifi cates 
from the Indian government.

Global presence and future goals

In a refl ection of the new generation’s 
global mindset, the Shahs have attended 
numerous international conferences and 
trade shows over the past few years. These 

include the 2014, 2016 & 2018 TUBE Exhi-
bition in Dusseldorf, Germany, the 2015 
Stainless Steel World Conference and Expo 
in Maastricht, the Netherlands, and South 
Korea’s Metal Week in 2016. By represent-
ing Sunrise Group in person at these events, 
the Shahs were able to showcase the best 
their companies have to off er, and it also 
provided them with crucial introductions to 
many global clients.
As a result of their international interfacing, 
the Sunrise group and its subsidiaries now 
have dealings with companies all around the 
world. Their presence in the United States 
is notable. They also have contracts with 
companies across Europe, in Turkey and in 
Brazil. When asked what kind of feedback 
Sunrise Group has received from their do-
mestic and international clients, Pratik Shah 
said that their best reviews come in the form 
of returning customers: “When a customer 
keeps buying from us, their action speaks 
for itself: we know they are satisfi ed with our 
quality and our products because the always 
come back to us.”
Even with their tremendous achieve-
ments over the past few years, the Sunrise 
Group continues to aim higher. Accord-
ing to Pratik, the Group’s target goal for 
the next fi ve years is to increase their pro-
duction capacity four-fold, which would 
make the Sunrise Group the largest stain-
less steel welded pipe producer in India. 
If past success is an accurate predictor of 
what is to come, the Group’s ambitious goal 
is likely to be met. Until then, the Shah’s will 
continue to focus on quality and on building 
relationships, not signing one-off  deals: “our 
customers are not just buyers,” declared Pra-
tik, “and we are not building buyer-seller con-
tacts. What makes us unique is that we are 
building partnerships.”

surveying the large orders that pass through 
the facilities every day, ensuring effi  cient 
processing and thus on-time delivery. In this 
way, Pratik said, “whenever we deliver, we 
deliver on time.”
And in an embrace of digital technology that 
is emblematic of the new generation lead-
ing Sunrise Group, Sun Mark facilities have 
begun to use QR codes for product labelling. 
Each product bundle comes with a QR code 




