White for Volten Industries Case Study

Volten Industries Case Study is particularly one to note, as we chose a company that is
almost at un-realistic number in operational expression. The highest revenue figures currently circa
2025 is at a whopping 680B — a tech company if | am not mistaken. However when it comes to
Volten, it is almost double or triple that. This we engaged on purpose as an experiment, to see if we
could build documentation for such a high performer, and if we do manage to build such
documentation what would be the learning for future high performers in revenue. Hence this
experiment was conducted with clear future insight, that such performers will eventually arise and
the market will initially be shocked but after some time, it will be a common matter. Wise men have
said in the next 20years we should have no less than 700 to 800 T revenue companies globally. Itis
only natural and expected that growth will be ever flowing and demand will be measured not by a
single purchase economy but multiple purchase transactions. Pricing control is only a matter of time,
ensuring that the high quality products of tomorrow are allowed such pricing that they hold the
highest market share, rather than the current “premium is highly priced paradigm”.

We feel that Volten provides an opportunity to look at the future and see the conglomerates
of tomorrow. Now the challenge building this case study was, how does a T revenue company
operate, what details it holds on to as absolute operational basic software and what major evils it
absolutely avoids. This is a study of this subject. Hence we decided to give rise to such exceptional
numbers that some consider impossible in today’s standard. But in the future | am more than certain
there will be many T revenue companies and some day very soon we will have T Net Profit
companies providing highest quality and spec products at most convenient price points, it is a natural
evolution | see coming very soon. Anyways this is my world view and very personal at that.

In Volten — Ethos comes first and revenue comes second in priority. This way the company
governs its team to such high standards that such figures are actually possible. We find without clear
ethos demarcations, a company chases revenue in vain, in the long term. People come first — but
ethos we do not bend away from, ever. This is the secret ingredient of success at Volten. Our case
study highlights this with every nuance, enhanced with priority expressed as is, basis for this
theorem to pass on to success. Their strategy of M&A for product discipline, is second to none. They
train their new companies to Volten’s ethic and bring success faster than otherwise possible when
launching 700 products. Our High End Investor DPR expresses all the varied nuances with careful
attention and detail, in order to provide a true to life picture of such a being, that is Volten.



