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4 SPOTLIGHT ON

Synergy Steels: 
a total stainless 
venture
Over the last 8 years, Synergy Steels has rapidly evolved from a domestic-facing manufacturer 
specializing in fl at products to an international supplier of stainless steel wire rods, bright bars 
and wires. The transformation can be traced back to the leadership of director Mr. Anubhav 
Kathuria and his ambitious vision for the future. Building on the solid manufacturing base 
established by his father, Mr. Kathuria restructured and consolidated existing Synergy facilities 
to expand production and increase profi t, with an eye towards new products and new markets. 
As the Indian stainless steel business reorients itself towards service and specialization in the 
coming years, Mr. Kathuria predicts that it will be companies like Synergy Steels—those who 
adapt to changing times and learn to thrive in volatility—that persevere. 

By Daniel Sweet

No less than 10 years ago, Synergy Steels 
was manufacturing flat product almost ex-
clusively for use in Indian kitchen utensils. 
Given their current status as an interna-
tional supplier of stainless steel wire rods—
with exports across Europe and skyrocket-
ing domestic sales—the contrast between 
then and now is remarkable. In a recent 
interview, Synergy director Mr. Anubhav 
Kathuria explained how the company was 
able to expand so much in such a short pe-
riod of time. “While Synergy had focused 
on the domestic market for much of its ex-
istence, we started conceptualizing a new 
company, with new markets and products, 
around 2012-2013. When we identified our 
potential to begin producing wire rods, we 
knew we had reached a turning point. You 
see, 10 years ago, we had facilities that 
were underutilized. Once we invested in a 
new plant to manufacture wire rods—locat-
ed only 3-4 minutes from our older plant—
we were able to upgrade certain processes 
and reinforce our existing infrastructure 
to give a new line of wire rods the support 
it needed. More specifically, we were able 
to invest in upstream products almost im-
mediately after the wire rod sales took off. 
I attribute our success in all of this to two 
factors. First, our wire rod products got ear-
ly acceptance. This was due partly to a fa-
vorable market, but also to a well-thought 
out business model. And the second, more 
important factor in our success was all the 
hard work we put in. The preparation, plan-
ning, and execution of our new business 
plan took dedicated, skilled employees and 
a lot of effort. We were able to bring it to-
gether, and now we are looking to make 
our next leap.”

Stainless Steel Wire Rod 
Grades
ASTM: 201, 202, 204Cu, 301, 302, 303, 
304, 304Cu, 304HC, 304L, 304H, 310, 
310S, 312, 314, 316, 316L, 316LN, 
316Ti, 316LCu, 321, 321Ti, 409, 409Ti, 
410, 420, 430, 430L, 904L
DIN/EN: 1.4301, 1.4306, 1.4307, 
1.4310, 1.4401, 1.4404, 1.4567, 1.4841, 
1.4842, 1.4541, 1.4845, 1.4570, 1.4571, 
1.4578, 1.4597, 1.4362, 1.4370 and 
1.4016
Electrode Grades: ER304, ER304L, 
ER307, ER307SI, ER308, ER308L, 
ER308LSi, ER310, ER316, ER316L, 
ER316LSi, ER347, ER347SI, ER309L, 
ER430 and ER420

Next leap

For Synergy, the next leap is expected 
to come in the form of further expansion, 
both in terms of production capacity and 
exports to new markets. As Mr. Kathuria 
put it, “currently we are processing around 
12,000 tons of stainless steel every month, 
which translates to approximately 150,000 
tons of stainless steel annually. But our 

total installed capacity is up to 250,000 tons 
per year. Obviously, we are not utilizing our 
full potential. Our immediate target is to 
achieve at least 75%-80% of our installed 
capacity, moving towards a fi nal goal of 
processing the full 250,000 tons every year. 
The situation is similar for our wire rod roll-
ing. While we have a total potential to roll 
17,000 tons of wire rod every month, we 
are only rolling around 10,000 tons. We are 
working to increase our wire rod rolling, in-
crease our wire rod output, and ultimately, 
increase our wire rod sales.”

When it comes to expansion in exports, 
Mr. Kathuria mentioned a sustained focus to 
increase global presence. “Starting around 
2018, we have been steadily increasing 
our export market. We now have a signifi -
cant presence in multiple markets outside 
India, which has given us a solid reputation 

internationally. At the moment, we are pre-
dominately focused on European markets, 
in countries such as Germany, Austria, 
Denmark and Italy. But we would like to ex-
pand that focus to include exports to Russia 
and USA. We have a small presence in Latin 
America, and are also interested to expand 
our presence in Thailand and Malaysia. We 
believe we have the capacity and sales to 
support a move into these markets, and we 
are developing our contacts appropriately.”

Wire rods, Bright Bar and Wire

Back on the subject of wire rods, Syner-
gy’s signature product, Mr. Kathuria off ered 
further detail about their production. “At 
the base, we produce wire rods from 5.5mm 
to 16mm. By introducing improvements to 
our manufacturing line, we are also in the 
process of scaling up to 32mm wire rods 
as well. At the same time, we are also look-
ing at further increasing production of our 
downstream products i.e. bright bars and 
wire. As most people familiar with the stain-
less steel industry are aware, wire rods have 
incredibly versatile applications. From wire 
rods you can derive drawn wire that have 
various uses, bright bars for use in con-
struction, and fasteners for automotive ap-
plications. Furthermore, we are manufac-
turing various specialized grades (see table 
for current grade options)

Personal background

On a more personal note, Mr. Kathuria 
spoke about his background as a student 
and shared an important lesson he learned 
at the end of his studies. “My early school-
ing and graduation was both in Delhi,” he 
said. “Then I did my post-grad from an In-
stitute in Mumbai called S. P. Jain Institute 
of Management and Research. This is a 
specialized program that grants a Mas-
ter’s in family-managed businesses. It was 
an invaluable program, spanning over a 
year and a half, where you spent 10 days 
a month in school and the rest of the 20 
days at work, implementing what you were 
learning. There was also a mentor involved 

that helped guide you through the process. 
This was in 2008, and it was an incred-
ibly important period of development for 
me. It taught me how to analyze an exist-
ing business—its resources, strengths, and 
potential. I combined the knowledge I was 
gaining from the program with a more per-
sonal knowledge: I have watched my father 
work my entire life, and that gave me a 
sense of familiarity with Synergy. And be-
cause stainless steel is a volume-based 
business, which I think I inherently un-
derstand better than other enterprises, 
I had a natural advantage when it came to 
taking over as Director. At a certain point 
I just knew: Synergy, and the stainless busi-
ness, is my calling. And that is why I’ve 
worked so hard to grow Synergy into what 
it is today.”

“Of course, the classroom was just my 
starting point,” Mr. Kathuria said. “There is 
a constant need to keep going back to the 
classroom, no matter how far along you are. 
I realized that at the end of my last degree 
program. So now, whenever I get the chance, 
I take a few weeks to do executive courses. 

›
  Mr. Anubhav Kathuria, director of Synergy Steels. 

 Synergy has the capacity and sales to support a 

move into new markets.
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I am even in the process of evaluating wheth-
er to do another executive MBA: anything 
that can enhance my leadership skills and 
personal growth.”

Public debut

When asked about other avenues for 
personal and business development, 
Mr. Kathuria described the important role 
trade shows have played in Synergy’s recent 
history. “As I mentioned, when our produc-
tion of wire rods was well underway, we be-
gan to look for ways to expand Synergy into 
new markets. The process for expansion 
largely began in 2018, when we had our “pub-
lic debut,” so to speak, at Messe Dusseldorf, 

Wire & Tube. That show, and others we 
have attended since, made all the diff er-
ence in making our international contacts. 
Of course at fi rst, there was a slight learning 
curve. We had never attended a trade show 
before, and so we were not familiar with the 
process. But then we started participating in 
more shows, attending events in the Czech 
Republic, Russia, Mumbai, and Bangkok, 
and we began to mature in our understand-
ing. We learned what works and what does 
not work in courting new, international cli-
ents. Our presence at these shows helped 
us build an equity for the brand outside the 
domestic market, and now people know us, 
which was not possible before, because our 
name was simply not out there. And from 
the standpoint of translating our participa-

Certifi cates and approvals
Synergy Steels is a quality driven enterprise. With their quality approach comes a range 
of impressive certifi cations and third-party approvals. 

tion in shows into business growth, there 
is a lot of intangible value in any public in-
teraction. We start to look more critically at 
the way we do business, which changes with 
every show. Because when you go out there 
and you see how other people are operat-
ing, you start asking yourself questions and 
you also learn from others.”

Changing markets

Towards the end of the interview, 
Mr. Kathuria had some fi nal thoughts on the 
stainless steel market in India and around 
the world. After a pause, he off ered: “Vola-
tility has been the standard in the stainless 
market. That’s the nature of the business. It 
has also been a barrier to entry for new en-
terprises that are not equipped to handle the 
volatility. And while the future still remains 
volatile, new and old companies alike will 
have to learn to persevere in fi nding a way to 
make their business stable. At Synergy, this 
process begins with a question: what kind 
of company do we want to be in the future? 

ISO 9001: 2015 DNV GL Business Assurance India Pvt. Ltd. Year 2018

ISO 14001: 2015 DNV GL Business Assurance India Pvt. Ltd. Year 2018

OHSAS 18001: 2007 DNV GL Business Assurance India Pvt. Ltd. Year 2018

REACH Regulation 
(EC1907/2006) UK Certification and Inspection Ltd. Year 2017

RoHS (2011/65/EU) UK Certification and Inspection Ltd. Year 2017

For starters, we want to be innovators, and 
we are actively looking at certain backward 
integrations to make ourselves more com-
petitive. Because in this market, you always 
want to keep adding to your value chain. 
I’m also a strong believer in setting up the 
company with green initiatives, especially in 
regard to decreasing our carbon footprint. 
To that end, we are currently working on 
setting up our own solar plant to power our 
facilities, and we have also reached out to 
companies who set up solar parks that could 
potentially supply us in the meantime. More 
generally though, our vision down the line is 
to continue growing and eventually reach a 
place where customers know Synergy prod-
ucts as the best in quality and value. Afterall, 
the market is already tilting towards higher 
service and quality, while customers are re-
maining price sensitive. The companies who 
manage this shift, those who adapt to the 
changing market, will be the ones that start 
thriving and growing. In the same spirit, Syn-
ergy, aims to set standards for how to lead, 
innovate and succeed in the stainless 
steel business.”




