SERVICES
MARKET ENTRY - HAND HOLDING SUPPORT
Interested in setting up business in European Union and India, explore our wide range of services from entry strategies
to implementing business set up. EU Chamber focusses on precisely tailored and customized strategies that serve the
company best.
1. Market Feasibility & Study
Our tailor-made market research reports are carried out in cooperation with market research experts who delve much
beyond obvious sources, thus rendering an integrated and definitive insights critical for your strategic planning process.
Amongst them, it includes site analysis, price analysis, market potential analysis, business intelligence, industry reports
and more.
2. Business Partner Search
Our services in identification of potential partners, clients, suppliers and distributors cover the entire spectrum right from
short listing partners to initial contact-building, to following up, scheduling meetings or factory visits and finally, helping
you evaluate the interested partners. You can opt for all or any of our services as per your business stage and needs.
3. Business Partner Acquisition
Our handholding support towards business partner acquisition encompasses right from conducting a Business Partner
Mailing Service, scheduling one-on-one meetings, organizing business trips, including hotel bookings and local transport.
We may accompany you to the meetings to support you during negotiations. Post-preliminary meetings with potential
partners, we may assist in basic due diligence.

MARKETING
Our marketing services can increase your business visibility.
1. Advertisements
To enhance branding of your organization to target an audience with Indo-European interests, we provide advertising
platforms through our Website and various publications like e-Newsletter, Business Pulse, Members’ Directory on
nominal charges.
2. Plug and Work
We offer flexible plug and work office solutions on a weekly, monthly or yearly basis. These solutions are recommended
for start-ups, SMEs and for larger companies. Our office center provides you with temporary offices in Mumbai.
Benefits:
• Working in a completely multi-cultural environment and noise free location
• Conference facilities
• Administrative support- Easy access to various services (data access, marketing and logistic assistance, obtaining a
new mobile phone connection, assistance in printing visiting cards)
• High- speed Wi-Fi connection
• Direct telephone line
• Maintenance charges (electricity, security and cleaning)
• Access to pantry service
• Courier and postal services (postal charges will be billed to the company)

SPONSORSHIP
We organize various types of business events such as seminars, panel discussions, roundtables, webinars etc. Promote
your brand, by sponsoring multiple business and entertainment events or become Annual Sponsors. Also, our in- house
professionals can assist in hassle-free event management in coordination with you as per your need.

MEMBERSHIP BENEFITS
ANNUAL GENERAL MEETING
AGM is attended by members from Indian & European companies, Diplomats and Government officials. The AGM is
followed by Panel discussions on the important topics which has always proved good knowledge sharing and networking
tool for many of the members.

BUSINESS EVENT
We organize various events/webinars throughout the year. These business events provide members a platform for
interactions with the business community, industry associations and Indian & European authorities. Be the part of
knowledge sharing with local and international business leaders.

BUSINESS DELEGATION
The Chamber mounts business delegation to different parts of Europe for Indian companies with the help of local
chambers, Indian embassies, trade promotion organizations and government agencies (trade & investment). The
various seminars, meetings, B2B, site visits etc. are organized for Indian companies. Similarly, Chamber host business
delegations from Europe and organize B2B meetings, site visits for the visiting delegation members.

EUROPE DAY
In May we organise Europe Day that marks the foundation of the European Union and the celebration goes to acclaim
EU’s glorious past and re-visit the future of the most promising EU members’ countries. This is the largest event of the
European business community in India and provides an excellent platform for contact building, networking and advertising
in presence of an elite gathering of industrialists, diplomats, VIPs and media.

INFORMATION/ PUBLICATIONS
Members get complimentary subscription to our various publications as a Business Support such as:
e-Newsletter- A monthly e-newsletter covers past and current activities, business opportunities for EU & India and list
of new members.
Business Pulse- A Bi-Monthly publication covers detailed report of activities, latest trends and developments on IndoEuropean cooperation, trade & investment leads and article by experts on various issues.
Members’ Directory- A yearly publication consists of details of member companies, list of consulates and embassies
in India, list of annual sponsors, and business resource information.
Annual Report- A yearly publication comprises of detailed activities held during the year along with statement of
annual accounts.
Monthly Economic & Commercial Reports (MECR)- Reports compiled by Indian Embassies in European Countries
covering in-depth information about trade & investment between India and various European Countries and trade
leads from EU.

ADDITIONAL LIFE MEMBER’S BENEFITS
•
•
•
•
•

Membership for lifetime & no renewal
Registration fee waived for a representative for all the events organized in India
Interview/Article of the Chairman/MD/CEO in Business Pulse
One complimentary insertion of advertisement in the e-Newsletter and Business Pulse
A company can participate in the Chamber’s stand on all essential EU India relations

SERVICES
We offer wide range of services from business partner search to company formation, promoting business visibility
through our various publications, multiple business and entertainment events and annual sponsorships. These services
are either free or available at discounted rates for members
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President Message

President
Dear Readers,
It gives me immense pleasure to present to you, this edition of our Business Pulse. It is indeed a matter of
enormous pride for me, to know that our Business Pulse is enjoying so much recognition & assistance from all
business quarters.
The Council of EU Chambers of Commerce in India (EU Chambers) continues to organize various virtual events
due to pandemic and these activities were well participated by the Members of the Chambers and other Business
Leaders.
This particular issue of the Business Pulse carries in-depth reports of following webinars:
• “Advance Tax: Important validations before payment.”
• “Access to Europe for Indian products.”
• Supreme Court ruling for software payments: Way forwards.
• “The New Labour Code- the change one should know.”
• “What Recent GST Amendments mean to Indian Businesses”
• “No Rona during Corona- Brand marketing growth during Covid times”
I would like to express my sincere appreciation to all the member companies & look forward to their support and
co-operation in all the future activities organized by the Chamber.

Thank You!
Yours sincerely,
sdManish Bhatnagar

A preferred partner for complex Chemistry and products in
Agrochemicals, API’s, Pharmaceutical Intermediates and
Speciality Chemicals
At Punjab Chemicals, we have developed capability and competencies in
multiple chemistries with dedicated in-house R&D and pilot plant facilities.
Started in 1975, Punjab Chemicals have more than four decades of
experience in the field of Agrochemicals and Pharmaceuticals and has
adopted high governance standard. Both plants of Punjab Chemicals employ
high level of safety and environmental standards and are ISO 9001 & ISO
14001 certified.
Punjab Chemicals is known for supplying consistent quality products to
several customers and partners across the globe. We are seeking to become
partner with more global companies with new product range.
Partner with us for concept of commercialisation of any idea which depends
on complex chemistry; require high level of compliance and international
quality standards.
Our overseas subsidiary- marketing company SD Agchem (Europe) N.V.,
Belgium serves as a gateway for Europe and having ownership of marketing
registrations for Europe.
To know more on our product list, having Compliance with EU registration
and REACH registered products, manufacturing and analytical capabilities;
please visit our website at: www.punjabchemicals.com
To build long-term relationship and explore opportunities, contact us on
following address.

Punjab Chemicals & Crop Protection Ltd
Plot# 645/646,Oberoi Chambers-II,
5 Floor, New Link Road, Andheri (West),
Mumbai-400053 (India)Tel: +91222674 7900
Fax: +91222673 6178
th

email: enquiry@punjabchemicals.com
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The Council of EU Chambers of Commerce in India along
with Dev Mantra Financial Services Pvt. Ltd organized a
webinar on “Advance Tax: Important Validations Before
Payment” on March 12, 2021 .

clause (ix) of clause (24) of section 2; or Income under the
head profits and gains of business or profession & in cases
where the income accrues or arises under the said head
for the first time; or Income of the nature referred to in subsection (1) of section 115BBDA and the assessee has paid
the whole of the amount of tax payable.
He mentioned the tax reforms in the Atmanirbhar Bharat.
He also explained few case studies. The webinar was
concluded by Q&A.
The Council of EU Chambers of Commerce in India
along with Holland International Distribution Council
organized a webinar on “Access to Europe for Indian
Products” on March 16, 2021.

The speaker was CA Pratik Niyogi, Associate, Dev Mantra
Financial Services Pvt. Ltd. The webinar covered what
is Advance Tax, Liability to pay Advanced Tax, manner of
computation and steps to compute, payment of Advance
Tax, due dates for installments and so on.
Dr. Renu Shome, Director, EU Chambers welcomed the
attendees she briefed the attendees with the activities of the
chamber and also introduced CA Pratik Niyogi.
CA Pratik Niyogi mentioned that the Tax that is paid as
income is earned. This scheme of advance payment of tax
is also called as Pay as you earn income. Tax is paid in
advance when Ta x Liability is more than 10,000. Advance
Tax is paid in the previous year itself, thus the Tax is paid in
the year of earning income itself.
He further explained the tax rates for Domestic companies.
He mentioned eight steps to compute Tax under section
209.
He explained the due dates for installment of Advanced tax.
If the due date is on or before 15th June the amount payable
is not less than 15%, if its on or before 15th September then
the amount payable is not less than 45% of Advance tax
payable. If the due date is on or before 15th December then
the amount payable is not less than 75% of Advance tax
payable and if the due date is on or before 15th March then
the amount payable is not less than 100% of Advance tax
payable.
He further added that Interest on Non payment or short
payment of Tax is applicable when someone fails to pay
advance tax or the Advance tax paid is less than 90%
of Assessed tax. The rate of interest charged is 1% for
every month or part of a month. The interest charged is
on assessed tax. It is applicable from 1st April of the A.Y.
to the date of determination of income or where regular
assessment is made to the date of regular assessment.
The interest on shortfall is not payable on the amount of
capital gains; or Income of the nature referred to in sub-

The Speakers of the Webinar were Mr. Sharad Kumar Saraf,
Chairman, Technocraft Industries (India) Ltd., Mr. Jelle
De Rooij, Sr. Manager Supply Chain Solutions, Holland
International Distribution Council (HIDC), Dr. Viju Jacob,
Managing Director, Synthite Industries Private Ltd.
Dr. Renu Shome welcomed all the attendees and spoke
about the activities of the Chamber. Mr. Abhijeet Nair,
Chairman of the Logistics and Shipping Committee,
introduced the subject and said that in the age of
e-commerce everyone wants everything to be delivered
quickly and hence the concept of being locally available has
gained more significance.
He also said that EU is one of the biggest buying house in
the world and it is very big opportunity for Indians to explore
and many prefer having their products on time and hence
the concept of being locally present is the next big thing.
Mr. Sharad Kumar Saraf the first speaker at the webinar
shared the perspective of Indian Exporters with regard
to access to European Market. He mentioned that his
company Technocraft Industries (India) Ltd is a client of
almost all the logistic companies, the company believed in
expand and looking for new markets increasing its exports.
He said in the 80’s there were no fax machines there were
only telex machines, it was difficult to get foreign currency
from the RBI making the exporting a difficult job. In 199091, the Government of India (GOI) opened Indian Economy
by taking some path breaking steps. As the economy was
opened Mr. Saraf said he realized that if you want to serve
the customer it was important to get as close to the customer

PROCEEDINGS
as possible. He realized that the large market, which would
appreciate our qualities or services, was Europe. He stated
that Technocraft is exporting to more than 60 countries
worldwide. Mr. Saraf shared India’s performance with EU.
He said that in the calendar year 2020 India exported to EU
(excluding UK) was USD 38.5 billion, which is nearly 14%
of our total export. India’s export to UK in 2020 was USD
7.9 billion which is 2.86% of our exports. India’s import from
EU in the year 2020 was USD 37.70 billion which was 9.8%
of our imports and the imports from UK was only USD 3.1
billion which is 0.82%. If we combine UK and EU then we
have a positive trade balance. Since UK has exited EU
now, India is now working for a very favourable free trade
agreement with the UK. He mentioned that to export to the
EU is a little difficult as they need very high quality and it
takes a lot of time to convince Europeans that our quality
is good, the EU are also obsessed with registrations and
certifications so a lot of testing is required to be done in their
laboratories which is also very expensive.
Mr. Saraf suggested the ones who have a business in EU
to use the services of Mr. Jelle de Rooij and also suggested
that if a company wants to do large volume business then it
is necessary to stock the products and give quick deliveries.
Mr. Jelle de Rooij who was the next speaker spoke about
how Indian companies can serve their European Customers
from logistic perspective in the age of e-commerce.
He mentioned that E-commerce in Europe has grown
tremendously due to the pandemic. He mentioned that
HIDC was founded in 1987 by the Dutch Logistics Industry
and has grown to 300 members all-active in logistics. Half
of the members of HIDC are logistics service providers.
They focus on exporters from North America and Asia, they
give them neutral advice on their supply chain setup for the
European Markets and introduce them to the right partners.
He mentioned that Brexit being a very hot top in the EU and
at HIDC they are very busy right now as there are many
companies who are redesigning their European Supply
chain and generating new relationship. Many companies
considering Netherlands for short term and long term to
set up their companies. There has been a dramatic drop
from the exports from the UK to EU and the EU exports to
the UK has been postpone by the UK governments. He
mentioned that HIDC is currently working with more than
100 UK companies that need a ‘quick fix’. Many North
American companies are realizing that the UK and EU will
indeed be a separate markets and there is a need to change
accordingly. The Guardian in its publication on January, 23,
2021 had mentioned that British businesses that export to
the continent are being encouraged by the government
trade advisors to set up a separate company in the EU in
order to get around extra charges, paperwork and taxes
resulting from Brexit.
He said that due to Covid one saw an increase in online
shopping also many first time online shoppers. But also

when you look at the supply chain, the long supply line
for example the far east Europe have proven to be very
vulnerable but now the consumer is now more used to
e-commerce, so there has now been a sustainable shift.
The European market is the second largest consumer
market with 27 countries after Brexit. Once you custom
clear your products into the EU you are allowed to move
your products easily to all these countries. If you look at
the European market (EU) size the number of inhabitants
is bigger than the USA. Besides the e-commerce boom
75% of European Consumers shop cross-border, this is very
interesting as for online shoppers the market is very big.
Since buyer expect a good service a company must focus
on Convenience, Speed of Delivery, Cost Transparency
and Great Customer Service. He mentioned that to serve
your European Customer one should study the Market
Size, market structure, Country differences and cultures,
language differences. It’s necessary to set a clear business
strategy like route to market and sales channels. There are
limitations for Indirect supply chain models as there are no
direct contact with the customers, no market data etc. the
European customers end up paying import duties and taxes
which is less attractive to them. One can opt for direct service
to future clients as you will have stock in the local markets
and have control of your supply. Such model makes one
very flexible, there is a lot of activities that one can think of
and extend his or her business.
He mentioned that in Netherlands you are exempted in
paying the import VAT. For European Customer you are
the desired supplier as they want one stop shop principle,
one invoicing covering products, transportation and duties
and taxes etc. He mentioned that Indian Companies can
consider to invest in Netherlands as it’s the famous gateway
to Europe. It also has good infrastructure, it’s the number 1
logistics hub in Europe, has competitive cost for labour, real
estate and transport, there is no VAT payments at imports,
it has 3 main ports for air, data and sea and has excellent
connectivity to Europe and all continents.
Dr. Viju Jacob talked about the his company Synthite
established in the year 1972, has been a pioneer in the
field of value added spices and has special focus on EU
business with more than 15% contribution to the total
business. Synthite is also into wind-energy, hospitality, realty,
seasoning and flavours. The business of Synthite during the
pandemic was 20% more as the demand for turmeric and
pepper was high for high immunity level. When the FDA and
FSSI in India is compared with the EU, European MRL’s are
very high and it’s a very difficult task to get in material to
Europe. Despite of Synthite trying its level best in getting the
MRLs right they still face challenges.
He said that the recent changes to the MRL level for
pesticides, by setting it to extremely low levels of 0.01ppm for
most molecules, have given an indication that EU is indirectly
enforcing stringent Non-Tariff Barriers. The Government

Corporate &
Investment Banking

Working together
towards a more
sustainable future
BBVA’s bank rests on 150 years of history
and more than 79 million customers in more
than 25 countries. We offer our international
capabilities and our digital know-how as a key
sustainable competitive advantage to Indian
companies and banks, seeking to build trust
to maximise the value we add in their business
projects. Such clients benefit from our ability
to create innovative and sustainable solutions
and arrange strategic alliances because their
success is our greatest aim.

For more information:
Representative Office:
Executive Centre, Level 7,
The Capital, B Wing,
Plot C-70, G Block,
Bandra Kurla Complex,
Bandra East, Mumbai - 400 051
+91-22-49055823
joiel.akilan@bbva.com
bbvacib.com
bbva.info/CIBLinkedin

PROCEEDINGS
of India has highlighted the issue with WTO as the levels
are even stringent than CODEX level, which are globally
accepted, and less stringent. The recent MRLs specified
have a cascading impact as most of the agri produce come
from countries such as India, China etc., wherein even the
approved bio pesticides have higher MRLs. Therefore, these
are all the challenges faced by spice industries from India or
from any other country.
Mentioning about the Regulations in Registration of Herbal
Medicinal Products he said that European Medicines Agency
(EMA) has set guideline as 30 years of use, including 15 years
in EU for Traditional Use registration of Herbal Medicinal
Products. This is an upfront barrier for new formulations in
Ayurvedic and nutraceutical products from India as it will
prolong the time to market. Even for registration under wellestablished use marketing authorization, efficacy study on
medicinal use within EU for at least 10 years is required.
Easing of the above guidelines is required for giving a
competitive advantage to the Ayurvedic & nutraceutical
products from India. These are the challenges that a
company faces while dealing in nutraceutical products as
well as MRL for spices extract because when one does
the MRLs its difficult to get the structure of the MRLs, its
difficult because when one does the extraction the spice
gets concentrated so whatever pesticides are therein the
spices get concentrated and the MRL levels goes up. He
mentioned that he would like to take this issue with the EU
(policy or standards maker) as it is more than the CODEX.
Mr. Bhavik Mota summarized the webinar. He thanked
the Speakers for taking the time out of their busy schedule
and for sharing their thoughts and opinion, which was very
helpful. He said that we have talked enough above Covid and
Post Covid, and the way world evolved and according to him
what customers are looking either in pre covid or post covid
is a greater resilience because what we are talking today is
mainly about India to Europe market and if we list down the
top commodities the number 1 commodity that goes from
India to Europe is basically lifestyle retail and apparels. And
it is the commodity that is very transit sensitive because it
is about reaching in time in the stores for the fashion or for
the season. So the relevance of having very predictable and
resilience supply chain is very important. What the Europeans
also look for is the agility as in the demand of a product is
very volatile according to him nobody can make predictions
about the demand. It is important to manage this kind of
uncertainty as everybody is looking out for multiple options
and there are various products that the industry is looking
into. There are customers who are saying that take my cargo
from my source to a transshipment port, store it because I
don’t know whether the next demand or surge is going to
be in UK or in Belgium or elsewhere and two weeks later
they will send an order to deliver 7 boxes to UK or any other
specific country, so they don’t have a clear line of sight for a
long period and they want agility and that’s why the solution

has changed from storing at a destination to storing at a
transshipment hub where they can decide at the last minute
and have that kind of agility. The second aspect is that there
are a lot of last minute request of sending products in time.
Customers are also looking for a combination of sea and air
product. Lastly the service industry in Europe was doing very
well but the demand immediately after Covid slipped, for 2
months nobody knew what to do and then when the demand
started rising it started rising on the essential retailers side
reason being lockdowns and restrictions what was running
down the clock in most of the countries in Europe and
otherwise such as super markets and small time stores. So
all the dollar stores and best seller companies their demand
had gone up almost 3x and nobody had predicted such a
high surge. This surge also gives a unique opportunity for
Indian exporters to be a partner for Europe. As the products
that are made in India have raw material available, there
are lot of tariff restrictions on our neighboring countries
hence we are a preferred partner for European Countries,
In India the supplier/exporters are happy to send small
parcels because the demand is so dynamic and fluctuating,
being English the second language the communications of
Indians with Europeans becomes more and more easier.
He mentioned that we have a great opportunity in Holland
which is a developing port, along with other ports in the EU.
He mentioned that there are great opportunities and we
need many more sessions to help our member companies
to understand the dynamics of business and the way the
world is evolving. He concluded saying that it was a very
engaging and learning session for all of us. The webinar
concluded with a Q & A session.
The Council of EU Chambers along with Dev Mantra
Financial Services Private Limited organized a webinar
on Supreme Court Ruling for Software Payments: Way
Forwards on March 19, 2021.

The Speaker for the webinar was CA Amit Patni, Associate
Director, Dev Mantra Financial Services Private Limited.
Dr. Renu Shome welcomed all the attendees and the
speaker. She introduced CA Patni and very briefly educated
the attendees about the activities of the Chamber.
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CA Amit Patni thanked Dr. Shome for introducing him and
welcomed all the attendees. He mentioned that the topic of
the webinar was very important and relevant. He mentioned
that today he will discuss on whether payment for use of
computer software is a royalty payment and if yes then what
would be the tax implications and if no then what would
be the tax consequence. He mentioned that the judgment
passed had a beautiful interplay between the Income Tax
Act and the Copyright Act.
Giving a background of the topic he mentioned that it
is important to understand while making payment to a
foreigner whether the payment is subject to Tax or not. He
explained the meaning of royalties under Tax Treaty and
under the Income Tax Act. He further added that Royalty
is taxable at 10% on gross u/s 115A if received by a nonresident from a resident and Non-resident does not have a
PE in India. Royalty is taxable at 40% on net income basis
under 44DA of Act if non-resident has a PE in India and the
right/ property/contract in respect of which Royalty is paid is
effectively connected with the PE.
He explained the meaning of Copyrights and highlighted
certain provisions of copyrights which were used extensively
by the Supreme Court. He also said that for software also the
Copyrights Act 1957 will be applicable. He gave a background
of the Supreme Court Judgment. He mentioned that the
issue before the Supreme Court was that whenever there
was a payment by resident Indian end users or distributors
to non-resident computer software manufacturers/ suppliers
for the distribution/use of computer software it can be
characterized as royalty under section 9(1)(vi) of the Income
Tax Act 1961 and the Indian Tax Treaties thereby requiring
deduction of TDS under section 195 of the Act. The facts
that were before the Supreme Court was that the distributor
is granted a non-exclusive, non-transferable license to resell
computer software. No right has been granted to sublicense or transfer, nor is there any right to reserve engineer,
modify, reproduce in any manner otherwise than permitted
by the license to the end users. What is paid for by way of
consideration by the distributor in India to the non-resident
manufacturers or suppliers, is therefore the price of a copy
of the computer program as goods. The distributor does not
get the right to use the product at all. The end user can only
use the computer program by installing it in the computer
hardware and cannot reproduce the same for sale or transfer
i.e. no act contrary to the terms imposed by the EULA. The
license granted vide the EULA is not a license in terms of
Section 30 of the Indian Copyright Act 1957 but is a license
which is imposes restrictions or conditions for the use of the
computer software.
The Supreme Court has upheld the principle that once a
DTAA applies, the provisions of the Act can only apply to
the extent that they are more beneficial to the assessee and
not otherwise. Further, where any term is defined under the
DTAA, the definition contained in the DTAA itself has to be

looked at. The SC has reaffirmed the position laid down in the
case of GE Technology Centre Pvt. Ltd. That the machinery
provisions of TDS under section 195 of the Act is inextricably
linked with the charging provisions as a result of which, the
TDS obligation arises only when the sum is chargeable to
tax under the provisions of the Act read with DTAA. The SC
has rejected the revenue’s reliance on the decision of the SC
in the case of PILCOM on the basis that the same was in the
context of Section 194E which does not have any reference
to payments being chargeable to tax under the Act. Further,
the SC has also rejected the argument of the revenue that
some of the EULAs term the transaction not as a sale but
as one of licensing. The SC has noted that it is a settled law
that in all such cases, the real nature of transaction must be
looked at by reading the agreement as a whole.
He further mentioned that the SC has noted that the list of
appeals are concerned with DTAAs among India and 18
other countries which are based on the OECD Model Tax
Convention on Income and on Capital, wherein the definition
of royalties is substantially similar to that of the OECD Model
Tax Convention and that the definition of royalty under the
DTAA is exhaustive as it uses the expression ‘means’.
The term royalties refers to payments of any kind received
as consideration for the “use of, or the right to use, any
copyright” of a literary work. Having noted the above the SC
has held that the transfer of all or any rights as mentioned
in the CA is a sine qua non for the payment to qualify as
royalty.
There was discussion in the judgment that OECD
commentary should not be used in order to interpret the
treaty positions because the government had already
raised its reservations against the commentary on some
of the areas. So we need to focus also on the reservations
imposed by the government and not simply rely on OECD
commentary. This proposal was rejected by the SC. SC has
made a note of the CBDT Circular No. 10/2002 dated 09
October 2002, which prescribed the format for the certificate
to be issued by a Chartered Accountant while making foreign
remittances wherein a distinction has been made between
payment towards royalties and payment towards computer
software which is taxable as business income.
He concluded by saying that with effect from April 1, 2020,
an EQL @2 % was introduced on goods supplied/ services
provided/ facilitated by non-residents to India through an
electronic platform. A proposed amendment this year states
that only those payments which are otherwise not taxable
as royalty or fees for technical services, shall be subject to
the EQL. Since software license fee is not taxable as royalty
now, it should be examined whether the same could be
subject to the 2% EQL.
The Webinar was followed by a Q&A session.
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The Council of EU Chambers of Commerce in India
organized a webinar on “The New Labour Codethe change one should know” on April 6, 2021.

The speaker was Dr. P V Murthy, Employment & Labor Law
Consultant, Economic Laws Practice.The Webinar was
chaired by Mr. Suhail Nathani Managing Partner, Economic
Laws Practice. The webinar covered the summary of the
new labour code and the key highlights of the labour codes.
Dr. Renu Shome, Director, EU Chambers welcomed the
attendees she briefed the attendees with the activities
of the Chamber and also introduced Mr. Suhail Nathani.
Mr. Suhail Nathani, Managing Partner, Economic Laws
Practice briefly introduced the topic to the attendees.
He mentioned that one of the last bastions to fall in
the regulatory reform landscapes in India is the labour
legislations. Some of them date back to 1926, and the law
has certainly not kept up with the realities faced by Indian
enterprise today. Through 4 acts (hereinafter referred
to as the ‘Labour Codes’), notified on August 2019 and
September 2020, the Government of India has set the stage
for a landmark reform in the Indian labour law landscape.
29 separate labour laws will make way for 4 new acts
comprising a modern labour code which is designed to
improve the working conditions and wages of labour and
enhance the ease of doing business in the country. As is the
case in all such structural reforms, enterprises need to be
informed, prepared and comply with the new Labour Codes
that are targeted to be implemented from April 1, 2021.
Dr. P V Murthy, Employment & Labor Law Consultant,
Economic Laws Practice explained the new law in detailed.
He mentioned that the Objective of these Codes appears
to be Consolidating and amending the labour laws, Giving
more flexibility to the employers in terms of hiring/mix of
employees, Streamlining and bringing in more clarity on
matters related to Contract Labour, Rationalizing wages and
address inappropriate practices and Systematize matters
related to union recognition, sole bargaining agents etc.
Mentioning about the highlights of The Code on Wages,
2019, he said that a floor wage will be fixed by Central

Government for different regions which will be the basis
for the State Governments to fix the minimum wage. No
State Government shall fix the minimum wage below
the national floor wage. While fixing the floor wage the
Central Government will consult the Central Advisory
Board and State Governments. If any State Government
is already paying more minimum wages, it cannot
reduce it so as to bring it on par with national floor wage.
Few highlights of The Code on Social Security, 2020
were that the he contributions paid by the employer to the
provident fund shall be ten per cent of the wages payable
towards each of the employees (whether employed by
him directly or by or through a contactor). The employee’s
contribution shall be equal to the contribution payable by
the employer in respect of him/her and may, if any employee
so desires, be an amount exceeding ten per cent of the
wages, subject to the condition that the employer shall
not be under an obligation to pay any contribution over
and above his contribution payable under the Code. The
Code reduces employer’s contribution from 12% to 10%.
The Highlights of The Industrial Relations Code, 2020
were that the Fixed term employment was not defined
under any earlier labour legislations. The Code defines it as
engagement of a worker on the basis of a written contract
of employment for a fixed period. The hours of work, wages,
allowances and other benefits provided to a fixed term
employee shall not be less than that of a permanent worker
doing the same work or work of similar nature. Standing
Orders are made applicable to industrial establishments
employing 300 workers as against 50/100 at present. The
employers are permitted to adopt Model Standing Orders
of the Central Government as relevant to his establishment.
No other certification under the Act is required.
The Occupational Safety, Health & Working Conditions
Code, 2020 is applicable to establishments -any industry,
trade, business, manufacturing or occupation with 10 or
more workers, Contractor’s establishment employing 50
or more contract labourers. The definition of contractor
includes sub-contractor, applicable to establishment
engaging 10 or more inter-state migrant workers. Employers
shall cover them under social security and pay a lumpsum
amount of fare for travel to his/her hometown every year.
The definition of “Factory” Increased the number of
employees for coverage from 20 to 40 without power and,
10 to 20 with power. The Code defines “Core-Activity of an
establishment” as ‘any activity for which the establishment
is set up and includes any activity which is essential or
necessary to such activity’ (Amendment to CL(R&A) Act in
AP). Inspector under the Code is now renamed as inspectorcum-facilitator. Inspector-cum-facilitator is required to inform
and sensitise employer and worker regarding provisions
of the code and compliance. Employment of women
with their Consent is required before 6am and after 7pm.
Mr. P V Murthy, discussed few key client concerns and
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highlighted few other concerns and Budgeting & Cost
Control Options. He also discussed Key suggestions
for employer. The webinar was concluded by Q& A.
The Council of EU Chambers of Commerce in India
along with Hasmukh Shah & Co LLP organized
a webinar on “What Recent GST Amendments
Mean to Indian Businesses” on April 8, 2021.

claiming the ITC accurately was to obtain Proper Tax Invoice
for any Goods / Services procured for business, record the
invoice in books in the same month in which it is issued, make
payments to vendor within prescribed time limit, Identify the
block credits at accounting entry level, compare GSTR2A for cumulative period with books of accounts, periodic
reconciliation of Books with GSTR-2A and GSTR-2B, periodic
follow up with vendors to make sure that ITC is reflecting on
portal and not to forgot to take credit of GST paid under RCM.
He mentioned the points that are required to be
remembered while filing the GST returns for the month of
March. He added that in case if any tax is paid inadvertently
then the same can be adjusted against actual tax liability.
However, in case if tax is collected wrongly from the
customer then it needs to be completely remitted to
the Govt. and cannot be adjusted against other liability.

The speaker was CA Vivek Shah, Associate Partner,
Hasmukh Shah & Co LLP (HSCo). The webinar covered
the benefits of the QRMP scheme, how to maximize ITC
Claim, Importance of March GST returns, GST Amendments
in Budget 2021, E-invoicing system and its implementation
and key takeaways to become GST Compliant.
Dr. Renu Shome, Director, EU Chambers welcomed the
attendees she briefed the attendees with the activities
of the Chamber and also introduced CA Vivek Shah.
CA Vivek Shah, began the webinar by introducing the
GST. He mentioned that GST replaced many indirect
taxes in India such as the excise duty, VAT, services
tax, etc. he mentioned about the frequent changes
in the GST. There were 953 amendments in GST till
31.12.2020 which means five changes per week.
Explaining about the QRMP Scheme he said that Registered
Tax Payers filing GSTR 3B and whose turnover is upto
5 crores in FY 2019-20 and in case whose turnover in FY
2020-21 does not exceed 5 crores are eligible under the
QRMP Scheme. The Registered Tax Payers filing GSTR
3B whose turnover is above 5 crores in FY 2019-20 and
whose turnover in FT 2020-21 exceeds 5 crore are not
eligible under this scheme. The time to Opt In/ Opt Out
of the scheme is the 1st day of the second month of the
preceding quarter till the last day of the 1st month of the
quarter. One should Compulsory opt out from next quarter
of the month in which turnover crossed Rs. 5Cr. Where
there is nil tax liability the registered person may not deposit
any amount for the said month. If a payment is furnished
beyond the due date, interest would be payable @18% p.a.
for the tax liability net of ITC. No late fee is applicable for
delay in payment of tax in first two months of the quarter.
There are few challenges for the taxpayer under the ITC
(Input Tax Credit) such as Reconciliations complexities have
increased. Static Statement – Difficulty in claiming ITC. CA
Shah further added that the best practice to be followed for

He further discussed the Budget 2021. He mentions that
as per Budget 2021 Input tax credit (ITC) cannot be availed
unless reported by the supplier of goods and services as the
supplies in the GST returns. The Finance Bill 2021 proposes
to amend Section 50 of the Central Goods and Services Tax
(CGST) Act to substitute the proviso to sub-section (1) so
as to charge interest on net cash liability retrospectively with
effect from the July 1, 2017. For release of goods/vehicle
in case of default of E way bill, penalty equal to 200% is
payable earlier the penalty was 100%. He added that the
finance minister has now announced that businesses
having a turnover above Rs 5 crore won’t be required to
get their accounts audited by a chartered accountant.
Similarly, the earlier need for an external certification of
annual reconciliation statement has been abolished. Now,
businesses can rely on self-certification for this purpose.
After discussing Budget 2021 he threw some light on
e-invoicing. He mentioned that E-invoicing’ or ‘electronic
invoicing’ is a system in which B2B invoices are authenticated
electronically by GSTN for further use on the common GST
portal. Under the proposed electronic invoicing system, an
identification number will be issued against every invoice
by the Invoice Registration Portal (IRP) to be managed
by the GST Network(GSTN). All invoice information will
be transferred from this portal to both the GST portal and
e-way bill portal in real-time. Therefore, it will eliminate the
need for manual data entry while filing ANX-1/GST returns
as well as generation of part-A of the e-way bills, as the
information is passed directly by the IRP to GST portal.
He concluded the webinar by mentioning key takeaways.
The webinar was ended by an interactive Q&A session.
The Council of EU Chambers of Commerce in India has
organized a webinar on “No Rona during Corona- Brand
marketing growth during Covid times” on May 15, 2021
The eminent speaker was the brand Guru Mr.
Jagdeep Kapoor, Chairman and Managing Director
of Samsika
Marketing
Consultants
Pvt.
Ltd.
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Mantra No. 3- “If the Customer does not come to you, You
go to the Customer” – If Customer does not come to you then
you go to the Customer. In the current situation, the dynamics
have changed so it is very important to reach consumer.
Mantra No. 4- “When everything is closed, keep your
mind open” –The mental lockdown is causing the
business to loose. One needs to have a look what is
open and not what is closed. There is never a complete
lock down. Open your mind and market will open.

Dr Renu Shome, Director, EU Chambers welcomed the
attendees and initiated the subject by stating Corona has
inflicted irrevocable disaster to the world, be it in economic
and lively hood front as well as health and life front. The fact
that the cataclysms has been formally declared a pandemic at
the global level, makes it all the more clear and evident—and
got well ingrained to global think tanks and policy makers —
that the dent is permanent and it will be not business as usual.
In this changed world order, limiting our views in terms of
digitalization will not fully serve our purpose to sail through this
hard times. We need to think out of the box, try out new solutions,
change our perspectives, change our thought process
and the more important one—change our risk appetite.
With so many moving parts—we definitely need expert who
can help us to ride through the choppy and indecisive path.
She also briefly talked about the activities of the
Chamber and introduced Mr. Jagdeep Kapoor.
Mr. Jagdeep Kapoor initiated by saying that the topic
“No Rona during Corona” is a registered trademark of my
company. He said during last fourteen months there have been
lot of rona and businesses have been crying. My belief is that
there are ways where these turbulent times can be navigated
and that what I want to share through my brand mantras.
Mantra No. 1 -“Stop Crying, Start trying”. It is a time when
organization, company should stop crying and start trying.
Crying does not help. When everyone is weeping, when
everyone is losing, we have to be awake and shake the
market. Need to find the ways to able to serve the consumers.
The most essential thing in these times is Living and whatever
need to be consumed for living, those business will be able
to prosper which almost cover by and large everything. Few
companies are growing and few are not because it is not
industry specific but company specific. It is to do with attitude.
Mantra No. 2 -“Brand Marketing growth is like breathing –
Don’t stop”, – To live we do not stop routine things no matter
what happens. When consumption is continue, why should
Company stop marketing, selling and serving the consumer.
Marketing
is
like
breathing,
similarly
when
marketing
stop
brands
die.
The
companies
who continue marketing they are doing well.

Mantra No. 5- “Dare. Don’t Compare” –Many organizations
are comparing what others are doing. One should take
the advantage of opportunity, as your competitors are not
focussing. Do not focus on competitors, focus on consumers.
Mantra. No 6- ”Be Composed, Not Decomposed”- In these
turbulent times , one should be very calm and composed
instead of decomposed. If one can overcome the difficulties/
obstacles through methods and techniques in composed
manner, then you have moved ahead and will get success.
Mantra no. 7- “Count on us, don’t discount us:
Company should not give discount during these turbulent
times as they have not compromised on quality, and
services then they should not reduce the price rather
assure the customer that they should count on them.
Mantra No. 8- “Logo, logo ke liye hota hai”- This is a time when
company should highlight the Logo so consumer get trust.
People buy brands and Logos represent brands that does
not represent commodity. He spoke about the importance of
highlighting the “Logo and is the best time for brand building.
Mantra No. 9- “Read the Customer”- It is important
to read consumer as consumption hasn’t stop but
only method or channel and way have changed. It is
only required to know what your customer needs. It
is important to give the customer what he wants.
Mantra No. 10- “In Marketing Reach and Preach” -he spoke
about the importance of Reach and the communicate or
Preach. Brand building is a process, which can be done
strategically and systematically during these times. One need
to look at from the perspective that there are opportunities
and only the ways of doing might have changed.
Mantra No. 11- “In marketing, be useful and not
excusefull” -one should be useful instead of excusefull.
Mantra No. 12- “Not online, Not offline, use INLINE marketing,
inline with consumer’s expectation”- he talked of how marketing
just does not mean only online or only offline it should be
inline. One need to allow the customer to decide based on
their expectation whether they want to buy online or offline.
Mantra No. 13- “Home delivery is my birthright” – In current
time’s home delivery is consider very important. Every
business should have the component of home delivery. If any
business which will not have a component of home delivery
will loose business. Market don’t decline, they shift. If market
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shift one need change the mode of selling or marketing .
Home delivery has to be the integral part of your strategy.
Mantra No. 14- “Adapt and Adopt”-In new circumstances,
one need to have new ways, new products, new brand, new
offerings to adapt, then Consumer will adopt. If you don’t
adapt then consumer will adopt your competitors products.
Mantra No. 15-“Map, Tap, Cap the market, then capture the
market”- You must list your customer. Listing is very important.
If you have the listing then during these times you can get in
touch with them (map) through various ways. You tap(reach)
the market and then cap the market by selling little and
finally one can capture the market. During these times, many
new opportunities have come in and one need to garb it.
Mantra No. 16- “Take Onus, Get Bonus” – During these times
many companies shirking responsibilities and blaming other
factors such as Corona, environment and government. A
company should take responsibility of the situation and then
only we can gain. One needs to look into how to tackle the
situation and make best of this situation, how to we serve the
consumer so that he continues to remain with the company.
Mantra No. 17- “In troubled times boost brand immunity”
–Must continuously communicate or continuously educate
consumer about you product category, about your services
and that is how you build brand immunity. Consumer not only
needs your help in delivery of product but also want to know
how to use it, when to use it , what should we do or what
should we not do and that’s how brand immunity is build.
Mantra No. 18- “Market to ever used and never used
customers”- There are very few ever used consumers
but there are many never used consumers. One should
try to market its brand not only to those who have
used your brand but also to those who have never
used the category. Focus on never used consumers
much more than you focus on ever used consumer.
He concluded the webinar by mentioning key takeaways.
The webinar ended with very interactive Q&A session.
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