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How would you describe MOS’s journey from 
start to today having one of the most state of 
art production units? 
It is generic and misleading to describe MOS as a 
printer alone Since its inception, MOS has been in 
a very specialised space due to the deep 
understanding of direct mailing (DM) that my 
brother and chairman (Mehul Desai) of the group 
has. MOS is in a very niche business and Mehul is 
the captain of the ship. He has a great vision for 
business and it has helped us tremendously in all 
our enterprises within the group. MOS is today a 
force to reckon with due to the combination of its 

dedicated work force and the state-of-the-art 
technology it possesses. Mehul, along with key 
top management players planned a backward 
integration which was so essential for MOS since 
traditionally we were very dependent on outside 
variables for a complete job. Printing for the DM 
industry requires a deep understanding of the 
nature of the business and we are all used to 
working with unrealistic deadlines. There were 
days when we were so frustrated because our 
outside service providers just did not get it right. 
It has taken us years to have the associations that 
people take for granted today. Associations like 
Royal Mail, Swiss Post, DHL, Spring and others. 
We have indeed redefined the boundaries of 
international direct marketing.   

You travel intensively for your business in the 
group. Do you recommend MOS to people you 
meet for  their printing requirement? And how 
do these international companies react towards 
the Indian printing companies? 
DM excites me and is the love of my business life. 
DM is such a measurable science yet requires 
great finesse and creativity. I travel to different 
parts of the world and no matter where I am, I 
end up generating business for all our companies 
and it is so fascinating how they are interlinked. 
For example, when I am seeing a wine supplier 
in Italy and I see the volumes of printing required 
by them, my instant thought is to recommend 
MOS. It becomes easy when I have some fabulous 

work samples to show for the top quality of MOS 
work. It is always hard to get that first client since 
DM printing has a lot to do with sensitive and 
proprietary data and most importantly to do with 
trust. Most companies have the same printer for 
many years and don’t like to change all of a 
sudden unless there are significant savings and/
or better quality. It’s that much harder when 
they hear that the company is in India. Mehul 
always prefers that we do small pilot runs for our 
prospects, prefering to show proof of efficiency of 
work rather than highlighting only the monetary 
angle, which in the present economic scenario is 
easy for mailers to focus on and get tempted to 
change instantly.
  
Do you see the direct mailing business growing 
in India? 
My brother and I started our first DM company in 
India in 1997. It was slow back then but I am 
happy things are finally changing  and even 
though we have a long way to go, we are 
certainly on the right track. Yes, with the 
multinational corporates having a bigger 
presence in India the direct mailing business is 
bound to grow in India. 

Where do you see MOS in 2010 and 2015? 
2010 will be the biggest turnover year yet for MOS 
and 2015 will be the year we will be Rs 500-crores 
plus. I also see the same management team with 
more junior teams to lead; and larger portfolios. 

I have been associated with MOS since 2001. Then, MOS had a 
small office of 150 sqft area in Prabhadevi. I joined MOS as an 
accounts executive and today, I am the general manager accounts 
and administration. My role is to look after the financial status of 
the company. My chairman had a dream – to own a full-fledged 
printing unit – and I am happy that as a team, we have been able 
to accomplish the task of fulfilling that dream. The chairman has 
immense trust in us and that is why we could finalise the 
Heidelberg deal on our own. Once the deal for this new site was 
finalised, we approached our bank for the finance. My 
responsibilities increased, as I had to keep an eye on the outgoing 
and incoming finance. Today, when I see the progress at MOS, I 
feel proud of the journey I have made with MOS.
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There was only 
one HP 9050DN 
LaserJet when I 
joined the 
company as a 
production 
executive. It was 
our dream to 
own a complete 
setup of print 
production, from 
pre-press to 
distribution. We 
endeavoured to 
grow steadily in 
the last five 
years. Today, we 

have both offset and digital printing facility with a capacity ideal for 
volume production. We have the liberty to take decisions that best suit our 
requirements. My excitement has doubled because I wanted a printing 
unit with all the facilities in-house and that wish has been fulfilled. As a 
part of the MOS team, I believe in dedication and hard work. Nothing is 
easy.

When I joined MOS, 
I was appointed as 
business 
development 
executive and now I 
am the business 
development head. 
At MOS, we have 
both international 
as well as domestic 
clients. Our 
approach towards 
the client in both 
the cases is similar. 

Initially, it was a tough job convincing the international clients because 
they were not sure about MOS’s capabilities. Therefore, we had to invite 
them to our facility and explain them the entire process. Now these clients 
are with us for more than five years. The recent expansion at MOS has 
increased our capacity. We are now concentrating on adding long term 
clients. One thing is sure at MOS, and that is, if you have the flair to 
perform then there is positive career growth in the organisation. It is my 
belief that if  the organisation grows, you grow.

At MOS, we have a team of 
creative people, who 
strongly aim at 
implementing the positive 
aspects of our experience 
in our services. We have 
been providing the 
creative services to 
international and 
domestic clients for the 
past six years. From the 
very beginning, we’ve 
looked for ways to 

innovate and have matched the international standards. Adding the latest 
and advanced technology to our production facility has allowed us to 
explore new ideas and to offer more innovations to our clients. Whether we 
produce work created by us, or produce work from clients’ creative, we 
provide seamless print campaign development and execution, exceptional 
efficiency and maximum value. That’s how we have grown into one of the 
India’s popular and most innovative print production houses. Today, we 
offer end-to-end services from creative to distribution, in our 27,000 sqft 
facility. And that’s the reason why client after client tells us that we feel 
more like a partner than like a vendor. 

MOS is total 
solution provider. 
From creating the 
design  to 
distribution. Once 
the job is printed 
and ready for 
dispatch, we have 
to take precautions 
given by the postal 
companies. We 
dispatch the direct 
mailers to more 
than 80 countries 
depending on the 
requirements. We 

cannot afford to relax until the mailing authority of the respective 
country does not give clearance signal. It’s more than six years that I am 
a part of MOS. The enthusiasm is same as it was on the first day. We 
don’t think that we are the employees but everyone in the team is the 
owner of their respective department and we are committed to 
delivering 100%.
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