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Context to the conversation

Viral speaks about how he has chosen to operate closer to a Rolex model than a Swatch model. He
talks about the structure of his typical day and month.

Transcription
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Deepak Jayaraman (DJ): | think just maybe picking up on what you said, your branches. Could you
talk a little bit about how many people there are? What's the scale of your operation right now?

Viral Doshi (VD): You know, | have perhaps followed the Rolex model of business and not the swatch
model. A lot of people follow the Swatch model. They want numbers. They want online. I've decided
to be very exclusive, not exclusive in choosing my clients, but exclusively in working with limited
number of clients but giving them in-depth counselling services. So typically, if | look back, if | start in
2004 to right now, | must have touched about 30,000 students.

(DJ): Wow.

(VD): Typically, one would meet five six students in a day. It's quite exhaustive. It wasn't for two one
and a half to two hours per meetings. It becomes quite exhaustive working for ten hours a day and
now it's zoom has become worse, | would say. But anyway, it's very satisfying. So if you if | look back,
your question was?

(DJ): 1 was just saying what's the nature of scale? How many how many people do you have?

(VD): I think I have kept it small. We have a very small team. | have four people which are secretarial
staff and I'm a one-man show. | do everything by myself. I'm also like a dinosaur because people
laugh at me in my office in the morning. All the emails get printed out. My secretary would come
and sit out there. I'll give a shorthand.

She read it out, send the emails out. So I'm so old fashioned that respect. I've stayed away from
having a website. I've stayed away from Facebook, stayed away from Instagram. Any of the modern
tools because | just believe to be in my own world, happy to be with children. They would as much
time as they want with me. So we have stayed small and then like when | go to different countries, |
travel to one country every month for one week. Then | set up a point in advance.
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(DJ): ohh, it's still when you say there are these geographies, the client facing stuff is you.
(VD): I mean, completely.
(DJ): You are servicing clients in these areas.

(VD): Yeah. So | go to Singapore, | stay there for ten days and | meet all my clients out there. Next
month. | have to Dubai. | meet all my clients. | have a partner in Dubai who has office, Otherwise, in
Singapore, in London and in New York. | meet the client’s 1 to 1 at either a hotel or suite | take up in
ten days.

| work there so you don't have offices per say except in Dubai. But | think when you interact with
parents all across the world, you get a pulse of the world market with you, and that has helped me
tremendously. My journey in India, because you know what's happening around the world and bring
that inputs into your counselling service.

And let me tell you, a parent, as a parent, whether you're a parent in Dubai or in Singapore or in
London, and not only forget Indian parents, majority of my clients tend to be the Indian diaspora
who have a comfort level working with Indian counsellor, sure, but even a lot of clients who are

Lebanese, plenty of Lebanese | was going to open office in Beirut.

As a matter of fact, a lot of Middle Eastern clients, lot of Chinese clients. But every parent I've seen is
similar for their child. They'll do anything to help their child get into and have a good career path and
good and good college. So | don't see any difference between parents. But yes, if | had to, if
somebody would ask me which parents are the most aggressive, | would say to bit extent the
Chinese mothers, perhaps in the Jewish mothers, followed by the Indian mothers.

Indian mothers don't rank in terms of as aggressive as these Jewish and Chinese, but they are really
on the case of their child. So but it's fun. | think you get a very different perspective all over the
world waiting different ways. Quite fascinating.

Reflections from Deepak Jayaraman
DJ: I love how Viral’s flywheel works. While there is a market opportunity in places like Lebanon,

Middle East, London and so on, it is fascinating to see how Viral's engagement in those markets
make him a better counsellor for the children and parents in India.

End of transcription
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RELATED PLAYLISTS YOU MIGHT LIKE

Excellence: Learn how individuals from across disciplines have pushed themselves to move to the
very top of their field and profession. As we move towards a flattening world with a leveling of the
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playing field, there is a high risk of being commoditized if we do not strive towards excellence. You
can access the playlist here.

SIGN UP TO OUR COMMUNICATION

Podcast Newsletter: Join 1000s of leaders who benefit from the Podcast newsletter. Not more than
1-2 emails a month including keeping you posted on the new content that comes up at the podcast.
High on signal, low on noise. Sign up for the podcast newsletter here.

N TZ-L A A RUTL ELCET RN NI Y Pod cast Whatsapp distribution group (+91 85914 52129)

where we share 2-3 nuggets a week from the Podcast archives to provoke reflection. If that is of
interest, please click here and send a message stating “INTERESTED”. Do also add this number to
your Phone Contacts so that we can broadcast our messages to you when we share a nugget.
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Viral Doshi - Nuggets

e 110.01 Viral Doshi - From Super Alloys to guiding young minds

e 110.02 Viral Doshi - The path not taken — Boarding School Headmaster
e 110.03 Viral Doshi - Viral’s operational model

e 110.04 Viral Doshi - Choosing to be a Rolex, not a Swatch

e 110.05 Viral Doshi - Staying relevant and being human in an Al world

e 110.06 Viral Doshi - Evolving preferences for educational choices

e 110.07 Viral Doshi - Common mistakes students and parents make

e 110.08 Viral Doshi - 1st and 2nd degrees and careers

e 110.09 Viral Doshi - Aptitude and Career direction

About Deepak Jayaraman

Deepak seeks to unlock the human potential of senior executive’s / leadership teams by working
with them as an Executive Coach / Sounding Board / Transition Advisor. You can know more about
his work here.

Disclaimer and clarification of intent behind the transcripts

This written transcript of the conversation is being made available to make it easier for some people
to digest the content in the podcast. Several listeners felt that the written format would be helpful.
This may not make sense as an independent document. Very often spoken word does not
necessarily read well. Several of the guests have published books and the language in their books
might be quite different from the way they speak. We request the readers to appreciate that this
transcript is being offered as a service to derive greater value from the podcast content. We request
you not to apply journalistic standards to this document.

This document is a transcription obtained through a third party/voice recognition software. There is
no claim to accuracy on the content provided in this document, and occasional divergence from the
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audio file are to be expected. As a transcription, this is not a legal document in itself, and should not
be considered binding to advice intelligence, but merely a convenience for reference.

The tags that are used to organize the nuggets in the podcast are evolving and work in progress. You
might find that there could be a discrepancy between the nuggets as referenced here and in the
actual podcast given this is a static document.

All rights reserved. No part of this document may be reproduced or transmitted in any form or by
any means, or stored in any retrieval system of any nature without prior written permission.
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