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Facing page: Sanjay Kothari, Vice Chairman, KGK Group  
Top: Diamond necklace featuring emeralds from KGK Group's in-house jewellery 
brand Entice; Right: Navrattan Kothari, Chairman, KGK Group 

t the turn of the twentieth century, a 
very driven gemstone merchant named 
Keshrimal Kothari was running a 
successful trade in Burmese gemstones in 
Jaipur. The trade prospered and was taken 
over by his son Ghisilal Kothari, who took 
it to still greater heights. In the 1960s, 
Navrattan Kothari stepped in as chairman 
and established a company that had trust 
and ethics as its foundations. Humble 
and philanthropic, but also determined, 
his tenacity, perseverance and ambitious 
growth plans resulted in the company—
now called KGK—to conquer many a 
business frontier and chart extraordinary 
growth.     

The fourth generation        
Sanjay Kothari, the fourth generation 
of the Kotharis and currently the vice 
chairman of the KGK Group, grew up 
with gems and jewellery and business 
talks being a part of his childhood. He 
formally joined the business in 1986. As 
vice chairman, he had to undergo rigorous 
training to learn the entire process of 
diamond manufacturing and then take 
things forward. “When I joined, KGK 
was a modest diamond manufacturing 
and processing business, which I helped 
expand by establishing a diamond 
processing unit in Mumbai,” he says. 
Later, of course, he got into other areas 
of the business, including global sales 
and marketing, jewellery manufacturing, 

Conquering 
new 

fronTiers 

The KGK Group stands 
out as one of the largest 
and most preferred 
brands in the Indian gems 
and jewellery industry. 
MArwAr speaks to 
sanjay Kothari, the fourth 
generation of the Kotharis, 
who has taken the group 
to greater heights by 
developing many of its 
business verticals as its 
vice chairman.

Text    Heer Kothari  

gemstone mining, jewellery retailing and 
real estate. 

Sandeep Kothari, Navrattan Kothari’s 
younger son and Sanjay’s younger brother, 
is Group Managing Director and has 
started the diamond procurement and 
processing aspects of the business after 
joining the company in 1990. He helped 
increase sales of KGK's polished diamonds 
in Europe from his base in Antwerp and 
has longstanding relationships with De 
Beers, Alrosa and Rio Tinto. Sandeep has 
been instrumental in the company's global 
expansion.

The success mantra    
That Sanjay Kothari has contributed 
immensely to make the KGK Group what 
it is today, there is no doubt. But what has 
been the mantra behind the success? 
"We firmly believe that 'you don’t 
build a business… you build people 
and then people build the business.' 
With this conviction, we have been 
able to successfully hold on the 
business at all times," says Kothari 
in response. 

Gems and jewellery being 
an ever-growing industry, its 
different verticals demand assorted 
skills, explains Kothari. Thus, 
at KGK, human assets is given 
due importance with the group 
providing in-factory training to 
incumbents. And this, it feels, 

is its strength. To facilitate sustainable 
employment, the group remains 
committed to increasing the number of 
skilled personnel, as that can not only 
effectively contribute to its own growth 
but also to the growth of the industry at 
large. Thus, it has set up a professional 
institute named KGK Academy (which 
currently runs from Surat), where 
personnel can attain higher levels of skills.
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Top: A 1998 picture of 
a plywood mill in the 
Andaman Islands
Right; Elephants and logs, 
Timber Yard, Hut Bay, 
Little Andaman Island  
(Andaman and Nicobar 
Islands)

Top left: 
Gemstones being 
sorted at a KGK 
workshop;  
Top right: Loose 
diamonds from 
KGK Group; 
Right: Sanjay and 
Manju Kothari

from mines to brands  
The KGK Group today straddles a 
business empire that spans from mines to 
brands. This has enabled it to establish an 
unassailable presence across the industry, 
transforming it into a sustainable value 
chain, which offers significant competitive 
advantages.  

In addition to their mines, the group is 
into sourcing, cutting and polishing of an 
exceptional range of precious and semi-
precious gemstones. It also is among the 
handful of companies who are De Beers 
Sightholders, Alrosa Alliance Members 
and Rio Tinto Select Diamantaires. 
KGK also owns state-of-the-art diamond 
manufacturing units in India, South 
Africa, Russia, Botswana, Namibia and 
Angola. Further, the group designs, 

manufactures and distributes jewellery 
worldwide. Their branded collections 
include brands like Martin Flyer and 
Gregg Ruth, and last but not the least, it 
has its own fine jewellery brand Entice. 

With all this and more, today KGK 
has presence in 17 countries and has 
evolved as one of the most preferred 
business houses in the gems and 
jewellery domain. A privately held global 
conglomerate, it boasts a team of 12,000 
and has operations and offices in Asia, 
Australia, North America, South America, 
Europe and Africa.

‘enticing’ it 
KGK’s fine jewellery brand Entice was 
incepted in 2004 with the launch of its 
flagship store in Hong Kong (now Hong 

properties in the industrial, residential, 
commercial and hospitality sectors. With 
sustainable development as its cornerstone, 
KGK Realty strives to be a symbol of high 
quality and excellence and looks to emerge 
as the most dependable name in the real 
estate industry.  

going online
The pandemic has propelled partial to 
complete digitalisation for most industries, 
and it’s been no different for the gem and 
jewellery industry. In the middle of all the 
uncertainty, the industry began to embrace 
digitalisation as a means of survival. As 
for KGK, due to its swift adoption and 
adaptation to the digital environment, it 
was able to not only stay afloat, but also 
remain firm throughout the COVID-19 
pandemic. Exploring the B2B2C concept, 
it has also partnered with well-known 
online platforms such as Amazon, Alibaba, 
Taobao, Live.com, James Allen, and 
others, and, of course, there is KGK’s own 
online trading platform ‘KGK.cc’. 

KgK and philanthropy 
In a bid to give back to society, which the 
KGK Group feels has helped it achieve 
its goals, it has dedicated time and money 
to enhance education and healthcare 
through various initiatives, the goal being 
to improve the quality of life for society’s 
underprivileged members. 

At the forefront of its healthcare 
initiatives is the Bhagwan Mahaveer 
Cancer Hospital & Research Centre in 

Jaipur. Further, there is the KGK Dreams 
Foundation, a well-known organisation 
committed to granting the wishes of 
children with life-threatening illnesses. 
And Cancer Care is an all-women’s 
support group dedicated to offering special 
assistance to cancer patients. The KGK 
Group is also a major supporter of the  
SS Jain Subodh Shiksha Samiti, a non-
profit organisation that educates over 
33,000 students at different levels. The 
group has also been instrumental in 
restoring Jal Mahal, a Mughal era palace 
in Jaipur. 

 

Kong Special Administrative Region). 
Entice was envisioned as a brand that 
upholds the KGK Group's legacy of fine 
craftsmanship and innovation and was 
created under the direction of the group's 
creative director (and Sanjay Kothari's 
wife) Manju Kothari. “Entice, our fine 
jewellery retail brand is the crown of 
KGK’s value chain. At its standalone 
boutiques in Hong Kong SAR and India, 
the luxury brand offers a spectacular 
assortment of exquisite jewellery,” says 
Sanjay Kothari.  

foray into realty
Apart from jewellery, the KGK Group 
also has presence in real estate. Called 
KGK Realty, the business was founded in 
2010 with the goal of creating world-class 

We firmly believe 
that 'you don't 

build a business... 
you build people and 
then people build 
the business.' With 
this conviction, we 
have been able to 
successfully hold on the 
business at all times

Right: Entice boutique in 
Hong Kong SAR  
Bottom: Artisans at 
work at a KGK jewellery 
manufacturing unit in 
Bangkok, Thailand

The future 
As regards the future, Kothari says that 
the next generation has a wide spectrum 
to choose from and indulge whatever 
segment they prefer or have inclination 
for. They have seen gems and jewellery 
from childhood, and this might instil 
a desire to enter the family business. 
Keeping in mind the mindset of the 
next generation and their penchant for 
everything digital, KGK is already busy 
establishing itself in the digital realm, 
thereby offering a likeable ecosystem for 
the next generation to perform and carry 
the family legacy forward.  
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