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NE OF THE
requirements in
the Sidhu family
for any male
members who
want to join the
family business
is that they must know how to drive a lorry or
a tanker. Jimmy Sidhu’s late father, Mahindar
Singh Sidhu, who founded the company
back in 1979 with his brothers, took turns
driving the-then sole lorry for the company.
So did his sons Ranjit and Mandeep, who
joined the business in the 1980s. Jimmy

MOVING
FORWARD

Sidhu Brothers, one
of the pioneer palm
oil transporters in
the country, has now
metamorphosed into a
leading bulk transporter.
Jimmy Sidhu, one of
the three brothers who
helps run the company,
talks to Sharmila Valli
Narayanan on how
he and his brothers are
charting a new course for
the company.
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business and understand what is involved in
the business. It also makes good business
sense for the owners to get behind the
wheel and travel the length and breadth of
the country delivering palm oil and cement
(another commodity that Sidhu Brothers
transports) to customers. ‘When you drive,
you get to meet the customers and interact
with them,’ explains Jimmy. Plus it must also
be great PR, as nothing impresses customers
more than to see the owners of the business
take a personal interest in delivering the
customers’ orders.
Jimmy, the youngest of six siblings, joined
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who joined the family business in 2008 was
driving tankers for the company long before
he joined the company. This tradition is now
continuing into the third generation where
his nephew Jasdeep, who is studying to be
a pilot, also drives for the company.
When the occasion demands it, the
Sidhu brothers have no qualms about
climbing into the driver’s seat and driving
for the company. This is what they have
to do during this Hari Raya holidays when
many of their truck drivers will be on leave.
‘We’ve already told our wives that during
this Raya holidays, we will be on the road
driving so they are prepared for it,’ says
Jimmy, 36, who is the commercial director
of the company responsible for business
development, technology and human
resource. The Sidhus feel unless one drives
the tankers, one will not get a feel for the

the business at the urging of his late father.
Prior to joining Sidhu Brothers, Jimmy toyed
with the idea of being a hotelier (he has a
degree in Hotel & Restaurant Management),
dabbled in his own telecommunications
business (with a partner) dealing in calling
cards and worked for a property company as
its sales head. But even though he was not
directly involved with Sidhu Brothers, he was
aware of what was going on in the company
and did lots of paper work for the company.
His father died shortly after Jimmy joined
the company, much to Jimmy’s sadness. ‘If I
had known father would die so soon, I would
have joined the family business right after
graduation,’ he says with a tinge of regret
in his voice.
Mahindar Sidhu started the company with
just one tanker. Today, the company owns
a ﬂeet of 125 tankers, has opened up two

Jimmy, Ranjit and
Mandeep: Taking Sidhu
Brothers to greater heights

more depots, bringing the total number of
depots to four, and moves around 3,000 to
5,000 tonnes of bulk products such as palm
oil and cement (the company was recently
awarded a contract by Holcim to transport
large amounts of cement and ﬂyash).
One of the most significant changes
brought by Jimmy since he joined the
company was to create a brand identity

for the company. ‘Dad built something
slowly and silently. But our company had no
corporate identity,’ he says. Jimmy created
a logo for the company, which his father
approved, and set up the website. After all
these tools were in place, the next step that
he took, with the blessing of his brothers,
was to rebrand their ﬂeet of tankers. ‘We
repainted all our tankers with our corporate

colours and redesigned the tanker’s livery,’
explains Jimmy. ‘This gives our tankers a very
distinctive and unique look. It also makes
our tankers more difﬁcult to go to hotspots
– these are spots along the roads where theft
of crude palm oil (CPO) happens – because
they will be easily recognizable.’
Another major change that Jimmy initiated
was to reposition the company from a palm
oil transporter to a bulk transporter. He
explains the rationale behind this move: ‘As
a bulk transporter, we do not just associate
ourselves with palm oil. We can also move
other things like cement, but it does not
change the principle fact that we transport
things in large quantities. It also reduces our
reliance on palm oil.’
The brothers are firmly in control of
charting the company’s future. Jimmy
explains the difference between the way his
generation does business as compared to his
father’s. ‘In any family business, during the
ﬁrst generation, the founders concentrate on
slow and steady growth. They will not market
themselves and they will not spend money to
grow dynamically or brand themselves. My
brothers and I believe in spending money
to grow the company. We do a lot of capital
reinvestment; that’s why we have expanded
our ﬂeet of tankers and depots. We are now
preparing the next generation who will take
over one day. Their job is to maintain what we
have built and expand further if possible.’
The steps they have taken have paid off.
The combined revenue of the company has
increased from RM5 million ﬁve years ago to
RM18 million today. Jimmy hastens to add
that this increase is also due to other factors
such as the bigger capacity of load that the
tankers are able to carry, new markets that
they found and the revision of charter or
transport rates that have gone up due to
the increase in fuel costs.
The names of his brothers Ranjit and
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We each head a division for
which we are accountable
for. For example, my
elder brother Ranjit is
the managing director in
charge of procurement and
corporate affairs; Mandeep
is COO in charge of
overseeing the company’s
fleet management. We
brothers do not discuss any
family matters relating to
our spouses and ﬁnally, we
do not travel together. This
is for safety and security
reasons. It is also for the
future of the company.’
Despite new entrants into
the palm oil transportation
business, Sidhu Brothers
has managed to stay ahead
of its competition. One
of the reasons for this is
because the company was
one of the first to invest
in a state-of-the-art Fleet
Management System
(FMS) that allows them to
track where their tankers
are at any given moment.
If the tanker makes an
unscheduled stop, it shows up on their alert
system. ‘Thank God for GPS! It’s God’s gift
and without it, Sidhu Brothers would have
been crippled,’ he says. The technology
has made the company more efﬁcient and
they are able to curb theft of CPO, which,
says Jimmy, is a major problem facing the
palm oil industry. He says the theft of CPO
(tankers make unscheduled stops along the
road and siphon off CPO to another dealer
for cash. These ‘unscheduled stops’ are
referred to as hotspots) costs the industry
RM328 million a year.
Sidhu Brothers has come up with an
ingenious way to curb theft of CPO. The
company has a database of 80 hotspots
where theft of CPO occurs. The information
on hotspots was gathered by the brothers
themselves via personal surveillance, often
at risk to themselves. All the drivers for Sidhu
Brothers know about this computerised
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Mandeep keep cropping up frequently in
the conversation. Jimmy has a lot of respect
for his brothers because they started with
the company straight out of school. When
so many members of the family are involved
in the business – Uncle Jaswant, one of the
brothers who founded the company with
their father is still a part of the company
as is Jimmy’s mother and sister – surely,
there must be some difﬁculties in handling
matters?
‘We are very close as a family and we
all lived together in one house until a few
years ago,’ says Jimmy smoothly. Their
mother still lives with Jimmy. There are a
few ground rules that the brothers follow
to ensure that there will be no room for
problems. Jimmy rattles them off: ‘We
brothers agreed that our spouses will never
be involved in the business. We also have
different responsibilities in the company.
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system of tracking the tankers and it makes
it almost impossible for them to stop at these
hotspots without being detected.
One of the major causes of theft of CPO
is because the drivers do it to earn more
money. ‘Most of the lorry drivers in the
country are so underpaid. We need to make
lorry drivers more professional and raise the
standards in the industry,’ says Jimmy.
The company leads the way in terms of
payment for its drivers as it pays the highest
salary for drivers in the industry, ranging from
RM4,000 to RM5,000 without overtime. One
of the major problems of this industry is the
high turnover rate of drivers. It is something
that Sidhu Brothers does not worry about
as most of its drivers stay with them for
many years.
The company also launched new tankers
like the super single tankers which allow it
carry more load at one go, thus reducing cost
in the long term. The fact that the company
has remained strictly transporters and has
not ventured into other aspects of the palm
oil business has also worked in its favour.
‘Traditionally, palm oil transporters are also
involved in either trading or plantation.
We decided against diversifying into other
palm oil business because we see a conﬂict
of interest,’ explains Jimmy. ‘How can
customers trust you to send palm oil to them
when you will give priority to transporting
your own palm oil?’
As for future plans for the company, the
brothers have set their sights on Sabah and
Sarawak. He admits that these two states
will be tough markets to crack but he is
conﬁdent in the system that the company has
in place. ‘We have a system which we think
can be transplanted anywhere,’ he says. The
brothers are also looking at the possibility
of expanding from bulk transporting to
the terminal business, which is the storing
of palm oil, referred to in the industry as
bulking. The company is also actively looking
for investors to grow the business to other
countries in the region like Indonesia.
His years in business have taught him that
in the end, honesty is still the best policy.
‘Maybe you will not feel it in the short term
but in the long term, nothing beats trust and
honesty in business,’ says Jimmy. mb

