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LET’S drivE  
ThE ChaNgE TOgEThEr...

ere’s wishing a very Happy New 
Year to all of you!

Escorts is sitting on an edge; the edge of 
transformation. Our product portfolio, 
trade and customer confidence is 
a testimony to our state-of-the-art 
engineering, best-in-class global 
alliances, global best practices adoption, 
investment in R&D, and all of this topped 
by the untiring efforts and synergy of our 
employees, dealers and other partners.

Escorts today is a leaner, fitter company. 
We have cut flab, created efficiencies 
through integration of production 
processes and cut costs across the 
board. Further reduction in material 
costs, investment in expanding product 
portfolio across businesses, with a 
special focus on railway products, holds 
the key for us. Our sustained momentum 
in South and West geographies has 
started showing results and we will 
maintain our push to leverage these 
opportunity markets. In addition, we 
have continued to invest in channel 

H development and enhancing distribution 
coverage for a better customer outreach.

In a tough market with dropping volumes, 
we have increased our market share in 
tractors which is a small but significant win. 
At a macro level, the farm economy would 
do well with more government engagement 
in areas such as a strong and effective crop 
insurance regime, easing of loans for seeds 
and inputs. The market is still to echo the 
good effects of grand plans in infrastructure. 
The ambitions in railways, however, has 
started to percolate to the manufacturers, 
albeit very feebly. For increased industrial 
confidence, sustained growth across sectors 
would be a welcome boost.

The focus continues to be maintaining 
profitability through growth and cost 
management. The focus for the remaining 
part of this fiscal will be to consolidate 
markets, strengthen presence in existing 
geographies while expanding reach in new 
segments and markets. We are also working 
on a number of initiatives to improve brand 
recall, strengthen customer engagement 

and engage employees in transformational 
endeavours.

Since our inception, Escorts has been 
touching the Indian pulse, which finds a 
strong resonance in our positioning of 
‘engineering the fundamentals of growth’ 
and we will not let any stone unturned 
in bringing smiles to our customers. 
Carrying the legacy, with Mr. HP Nanda’s 
dream as our guiding force, we have set a 
destination – to bring our blue chip status 
back, and position our thought leadership 
of “innovation-driven engineering” 
globally.

Let us assure you that your company is on 
a growth curve and we are poised to do 
whatever it takes to be a global, blue chip 
player. We want you to drive this change 
together, with us.

Rajan Nanda Nikhil Nanda
Chairman &  Managing Director
Managing Director

MaNagEMENT  
MESSagE
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f you should chance upon 
the shop floor of Escorts’ 
Agri Machinery division, you 
might encounter a diversely 

interesting community. There is the 
young manager who plots trend lines 
on long scrolls of graph paper, ensuring 
that production is in the best of health. 
There is the sound specialist who listens 
to the hum of operating machines to 
ensure that they are running optimally. 
There is the engineer who keeps an eye 
on the floor, ensuring that it is clean. This 
growing community of TPM-ers has been 
responsible for a cultural transformation 
on the company’s shop floors in more 
ways than one.

The TPM APPRoAch To 
MANufAcTuRiNg

Total Productive Maintenance (TPM) is a 
world-renowned system of maintaining 
and improving the integrity of production 
and quality systems through machines, 
equipment, processes, and employees that 
add business value to the organization. 

TPM revolves around three core aspects 
of a production system – Man, Machine 
and Environment. The eight pillars of 
TPM are mostly focused on proactive 
and preventative techniques for 
improving equipment reliability through: 
Autonomous Maintenance, Planned 
Maintenance, Quality Maintenance, 
Focused Improvement, Development 
Management, Education and Training, 
Safety Health Environment, and Office 
TPM (OTPM).

At Escorts, the TPM  approach was 
implemented to improve the efficiency 
of the entire  manufacturing system by  
involving  employees  at  all levels  and  all  
functions  through  overlapping  structure  
of  small  groups  of  employees.   It  was 
primarily  a  culture  change  initiative  
to  bring  about  employee  ownership  
for  Equipment, Quality and  Cost. It 
aims  at  undertaking a transformational 
journey where  long  term  goals  are  not  
“reduction  goals” , but  “elimination  goals”, 
such  as,  Zero  Accident,  Zero  Breakdown,  
Zero  Waste,  Zero  Defect.
   

Why TPM

Indian farmers are becoming 
increasingly aware, entrepreneurial 
and adapting to changing markets, 
technologies and policies. They are 
making use of opportunities to use 
agricultural machinery in off-farm and 
non-agricultural activities, such as 
transportation and rural infrastructure 
maintenance. This requires sophistication 
of machines, energy-efficient 
technologies, reduced unit cost and 
advanced manufacturing. 

Escorts has been committed to serving 
customers with world-class technology 
and customer-centric innovation. In 
order to take India’s best to the world 
and bring the world’s best to India, we 
have been consistently developing 
innovative products that add value to our 
customers’ lives. Frugal manufacturing, 
the ability to produce first-time-right, and 
achieving delivery targets on time are 
essential factors in building this customer 
satisfaction. 

ThE JOurNEy Of

CONTiNuOuS   
iMprOvEMENT
I
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To enable this process, Escorts Agri 
Machinery needed to bring about a 
comprehensive transformation in its 
skillset and employee involvement 
on the shop floor. With the vision 
of instituting “Lean and Green 
Manufacturing to create value for 
customers”, TPM was adopted as the 
key approach to build a culture of 
ownership for continuous improvement. 
This culture focuses on improving 
the effectiveness of the plant, 
equipment and processes through the 
empowerment of PEOPLE.

PRoducTiviTy WiTh TPM

TPM or Total Productive Maintenance has, 
in the last three years, transformed the 
culture and work processes on Escorts’ 
shop floors. TPM was adopted as an 
all-pervasive approach to production in 
2012, a time when our shop floor was not 
in the best of its phases. Most of the shop 
floor employees were disengaged in the 
production processes. Making tractors 
was a mere ‘job’ that they had to perform 

day in and day out. The machines they were 
working on were experiencing frequent 
breakdowns, and the physical environment 
was in a much-to-be-desired state.

Increased productivity was one of the main 
goals of the TPM initiative at Escorts Agri 
Machinery. Bringing about a cultural change 
is not an easy task; more so, on shop floors 
where employees have been working on a 
particular system for decades together. 

To address these challenges, the operations 
team at EAM introduced a series of 
interventions that would be introduced in 
two years and cover all employees of the 
shop floor. Some of these steps were:

•	 Well-established ‘Self Sustaining Circles’ 
following Jishu Hozen (or autonomous 
maintenance) processes and a three-
year JH master plan

•	 ‘Abnormality One Point Lesson’ (AOPL), 
a unique way to drive the Abnormality 
Theme through increased identification 
numbers.  

•	 Established ‘’Zero Chip Falling’’ from 

The 5S fouNdATioN

•	 Seiri or ‘sort’ (eliminate anything that is not truly needed in the work area)

•	 Seiton ‘set in order’ (organize the remaining items)

•	 Seiso or ‘shine’ (clean and inspect the work area)

•	 Seiketsu or ‘standardise’ (create standards for performing the above  
three activities)

•	 Shitsuke or ‘sustain’ (ensure the standards are regularly applied)

the machines and conveyors on shop 
floor, minimizing cleaning man-hours 
considerably

•	 Standardized process of monitoring 
losses through Overall Equipment 
Effectiveness (OEE) review every 
morning in DWM meetings ( Daily 
Work Management )

•	 Root cause analysis using the “WHY – 
WHY” approach

•	 Reduction of machine minor 
stoppages time considerably by 
doing JH activity by operators 
and reduction in C-L-I-T (Cleaning, 
Lubrication, Inspection and Re-
tightening) time by developing 
customized cleaning tools and visual 
displays

•	 Technical Training Centre (TTC) 
established with equipment sub 
-systems prototype & detailed 
illustrations for capability 
development

•	 Standardization of equipment visual 
management across floor

•	 Development of Kaizen skill of team 
members through training and 
establishing a “Kaizen Cell” 

•	
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The MAN-MAchiNe RelATioNShiP

These trainings were conducted on 
a wide range of topics, including 
awareness building, understanding the 
Japanese approach to TPM, developing 
master plans and TPM pillar plans, 
Kaizens and 5S. Employees at the Escorts 
shop floor were provided with following 
training tools for better understanding of 
TPM and its processes.    

•	 Autonomous Training Module 
(ATM): This pavilion covers a 
small area on the shop floor, with 
illustrations of the processes and 
training modules

•	 Live Training: Specially programmed, 
interactive and visual training 
supported by HD monitor system

•	 Dummy Product Training: Developed 
inspection practice and evaluation 
system on dummy product

The ReSulTS

By empowering the shop floor worker with 
greater ownership and accountability, TPM 
has led to enhanced process efficiency and 
cost reduction. TPM interventions have, 
within 3 years, demonstrated tremendous 
results on the Escorts shop floor. Some of 
the key achievements include:

•	 Overall Plant Efficiency of critical 
machining lines has improved from 
70% to 81%

•	 Equipment breakdowns have 
substantially dropped from 154 to 22 
per month of Cylinder Block, from 300 
to 35 per month of Case Transmission 
Housing and from 272 to 43 per 
month of Centre Housing machining 
lines.

•	 Man hours per tractor have been 
reduced by 25 %

•	 Equipment part rejections declined 
significantly and conversion cost per 
tractor declined by 8%

•	 Zero major accidents reported during 
the current year

•	 After introduction of autonomous 
maintenance activity, operators take 
care of their own machines without 
being ordered to

•	 With achievement of zero 
breakdowns and zero defects, 
operators get new confidence in their 
own abilities

•	 Workplaces that used to be covered 
with oil and chips are now utterly 

clean and pleasant, setting new 
standards in shop floors 

•	 Customers and employees 
displaying new found confidence 
and enthusiasm in the brand and 
company

fuTuRe ouTlook 

Even as TPM has achieved stupendous 
results on our Agri Machinery shop floor, 
there is further scope for improvement. 
The manufacturing team is now focusing 
on attaining the following milestones in 
the near future:

•	 Empowered and motivated 
employees will deliver zero defect 
and low cost product by adhering 
to best-in-class processes that are 
intended to delight our customers

•	 Building  ‘Plant’ and ‘People’ capability
•	 Building  culture of ownership for 

continuous improvement
•	 Successfully challenging the JIPM 

Excellence Award
•	 ‘More’ with ‘Less’ Frugal Engineering: 

All the machining  lines performing  
over  90 %  efficiency at most 
optimized operation cost and 
productivity

•	 Capability development of operation 
to skill level of 4 (SMEs – Subject 
Matter Expert)

•	 Setting new benchmarks for ‘Lean & 
Green’ manufacturing

•	 Establishing  Zero A-B-C-D (Accident-
Breakdown-Cost(loss)-Defect) culture

•	 Building products on the concept of 
‘First Time Right’

•	 Self-sustained circles and operator 
maintaining the equipment

Our aspiration is to create a production system 
that is not just frugal in the typical Indian way, 
but also capable of developing products that 
are world-class in quality and technology. To 
make this happen, we have benchmarked 
with the best engineering companies in the 
world and are closely tracking what they do. 
Initiatives like TPM are helping us strengthen our 
processes and systems and set the foundation 
for the ‘Escorts Production System’, which will, 
hopefully, become a benchmark in itself. n
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MOrE fOr LESS: ThE OpEN ChaLLENgE

entered around the concept of 
‘More for Less’, Escorts recently 
launched its new models 

Powertrac Euro 50 and Powertrac  
Euro 45. Euro 50 delivers full 50 HP at an 
extremely attractive price, against 45 HP 
competition models priced at least 4-6% 
higher.

Euro 50 not just provides more power, 
it also looks bigger, sturdier and 
stylish, thanks to its bigger front tyres, 
popular Euro styling, and factory-fitted 
accessories like front bumper, tow-
hook, robust aggregates and two-year 
warranty. And this is not all. Euro 50, 
despite being several notches up in 
power, provides better fuel economy 
than any 45 HP tractor in the market.  

Powertrac has been a hugely popular 
tractor in the 25-40 HP category. The 
market has started shifting towards the 
bigger 45 HP category. Euro 45, which is 
being offered at the same fuel economy 
and a price that is very similar to the 
price of 40 HP tractors, is positioned as 
an upgrade choice to the large installed 
base of Powertrac 439 / 434 owners. 

Euro 45 and 50 now significantly 
enhances the Powertrac portfolio with 
a mind-blowing proposition. “No one 
will ever buy a 45 HP tractor again in 

my area,” were the words of a successful 
Powertrac dealer that echoed the upbeat 
sentiments of the dealer fraternity. With 
Euro 50 and Euro 45 in their stable, 
the Powertrac dealers are now openly 
challenging competition in the market.  

Euro 50 and 45 have been launched in 
MP, UP, Bihar, Maharashtra, Karnataka, 
Tamil Nadu & Andhra Pradesh and are 
now being launched pan India. In just a 
handful of markets, the company has sold 
approximately 1700 tractors within the first 
50 days of the launch. This has been one of 

the most successful launches in the history 
of the company in many years – to the 
extent that the tractors are in short supply 
in many markets, despite a fully ramped-
up production. 

While the rural markets are starved for 
cash flows affecting the overall tractor 
industry, Escorts is creating a winning edge 
in the market on the sheer strength of its 
stunning new products and a reenergized 
marketing effort. In the last six months, 
Escorts has significantly improved its 
relative market position in the country. n

C
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iN fOCuS

What is a Polyhouse? 
A polyhouse is a sort of hoop greenhouse made of polyethylene, which is used to provide a 
higher temperature and/or humidity than what is available in the environment. Polyhouses 
protect crops from intense heat, bright sunlight, strong winds, hailstones and cold waves. This 
allows fruits and vegetables to be grown at times usually considered off-season. essentially, 
every factor influencing a crop can be controlled in a polyhouse that is maintained well. 

asedi is a quiet village on the 
outskirts of Jaipur, the capital city 
of Rajasthan. Like most villages 
of India, Basedi too credits its 

sustenance primarily to agriculture. And in 
the water-deprived state of Rajasthan, this 
is a feat in itself. 

To battle this challenge head-on, some 
of the progressive farmers of Basedi did 
something that others only think or wish 
of. They went ahead and introduced 
high-tech farming techniques to increase 
productivity and attain greater prices for 
their yield at reduced costs of investment. 

Mr. Kanha Ram is not just any ordinary 
farmer in Basedi. He is the one who 
pioneered a transformation in farm 
productivity by taking risks and trusting 
technology. And today, he has to his 
credit, several awards and certificates 
from the Rajasthan government and 
other agriculture authorities – laurels that 
occupy a place of pride in his home. 

About five years back, inspired by a 
neighbor who had visited Israel to learn 
about modern farming technology, Mr. 
Kanha Ram adopted Polyhouse Farming. 
Polyhouse farming is an alternative 
new technique in agriculture that helps 
reduce dependency on rainfall and makes 
optimum use of land and water resources. 

Even though the initial investment in a 
polyhouse can be daunting – averaging 
15 lakhs – the returns justify it all. A typical 
open field crop usually occupies 20 acres 
of space; whereas, a polyhouse can be 
easily set up in a mere 4 acres due to its 
vertical format of cultivation. Maintaining 
a polyhouse can be a costly affair as 

temperatures have to be controlled at all 
times, and regular monitoring for pests 
and infections is a must. But then, the 
quantity and quality of produce is so 
phenomenal that maintenance becomes a 
default action point for the farmers. 

“Any farmer who is extremely cautious 
about his polyhouse and devotes time 
and money to maintain it well, can 
easily recover his investment cost in just 
two crops. We easily get 5-7 quintals 
of produce daily on an average. And 
the quality is so excellent that we get 
premium rates as well,” says Mr. Ram 
Narayan, another senior villager who has 
reaped the benefits of polyhouse farming.  

The yield under polyhouse cultivation 
can be achieved almost 4-8 times higher 
to open field crop cultivation. A typical, 
traditional farm of 4000 square meters (1 
acre) would generate an estimated annual 
income ranging between Rs. 20,000 
and 150,000, (depending upon type of 
cultivation i.e. Cereals, Vegetables and 
Fruits). Whereas, the estimated annual 
income from a similar-sized polyhouse is 
easily between Rs. 1,00,000 and 5,00,000. 
Potentially, playhouse farming can help 
the farmer generate income throughout 
the year by growing multiple crops and 
fetching premium pricing for off-season 
vegetables. Cucumber, tomato, capsicum, 
and roses are some of the crops that yield 
exceptional results under polyhouse 
cultivation. 

Talking about technology and 
mechanization, Mr. Kanha Ram says, 
“The concept of polyhouse is excellent. 
However, for it to be successful, we 
needed the right machine – our tractor. 

This is where Farmtrac has been an 
excellent workhorse.

“The tractors we were using were unable 
to work well with rotavators, which is a 
must for polyhouse cultivation. Then, on 
someone’s recommendation, we decided 
to try Farmtrac. The local sales team of 
Escorts gave multiple demonstrations and 
put Farmtrac to several tests for our sake. 
To our relief, we found out that not only 
did it work great with rotavators, it also 
saved a lot of diesel.”

Mr. Lokesh Yadav, a new generation 
farmer who is carrying on with the family 
tradition adds, “Farmtrac is powerful, easy 
to operate, works longer and saves money. 
Basically, it has addressed all our major 
concerns. Every farmer who has used this 
tractor is very happy and is making good 
money.”

Today, Basedi is home to about 50 
polyhouses, with more and more farmers 
applying for loans to bank on this 
technology and increase their revenues. 
And Farmtrac is increasingly becoming 
their ‘tractor of choice’.  n

farMiNg & TEChNOLOgy – 
aN irrESiSTibLE COMbiNaTiON

B

6



7

World of Escorts  l  Jan-Feb 2016

E

prOduCT fEaTurE

scorts Construction Equipment 
has been one of the pioneers 
in introducing rough terrain 

cranes in India, with our first offering 
launched in late 1990s. Over the years, 
Escorts’ cranes have evolved as per the 
discerning needs of our customers, and 
are now available with best-in-class 
features in look and style.

Manufactured in technical collaboration 
with FAUN, Germany, Escorts’ rough 
terrain cranes are available in the 20 T, 
30 T and 40 T categories. Designed for 
superior pick-and-carry operations, 
these cranes are used for building 
bridges (road contraction), collieries 
(mining), defense establishment, 
ordnance factories, port trust, railways, 
retail hiring, as well as operations 
in power, cement, chemical plants 
and refineries, and for large-scale 
construction projects.

Escorts Rough Terrain Crane is a multi-
purpose crane that is uniquely designed 
to access and perform work in confined 
lifting areas. This machine has the ability 
to travel and work on un-improved work 
sites – which means it can operate on- 
and off-road and is ideal for use in rough 
applications. The Rough Terrain Crane is 
operated and driven from only one cab. It 
comes with oversized tires, a short wheel 
base, and crab steering to enhance overall 

maneuverability. To ensure the highest 
levels of safety, the crane is equipped 
with the best of aggregates, imported 
from world-renowned component 
manufacturers. 

Among other features, the Escorts Rough 
Terrain Crane boasts four steering modes, 
auto reversal mechanism to ensure correct 
steering wheel control irrespective of the 
position of the superstructure in relation 
to chassis, compact and rugged design, 
higher lifting load at various duties 
compared to competition, comfortable 
and ergonomic cab with intuitive and easy 
controls. These characteristics make these 
machines versatile, easy to use and work 
for longer hours, minimizing the fatigue 
of the operator. Combining easy and 
quick serviceability with intrinsic safety 
characteristics, this machine minimizes 
downtime and helps maximize customer’s 
return on investment. n

ThE rOugh aNd TOugh MaChiNE



8

World of Escorts  l  Jan-Feb 2016 World of Escorts  l  Jan-Feb 2016

dEaLErS haLL Of faME

Choudhary Tractors  
Mandsaur, Madhya Pradesh

An Escorts partner for more 
than 30 years, Choudhary 
Tractors has been instrumental 
in cementing Escorts Agri 
Machinery’s position in the 
Madhya Pradesh market. With 
a sales force of 20 executives, 
the dealership has consistently 
maintained our 20% market 
share in Mandsaur District.  
Mr. Jagdish Chandra 
Choudhary, the dealership 
owner, has been known in the 
region for his involvement 
in farmers’ lives and his 
contribution to their growth. 
In fact, to reward his continued 
performance, Escorts has 
nominated him as a Director 
on the Board of EDDAL 
(Escorts Dealer Development 
Association Limited). 

Choudhary Tractors has, 
several times, been chosen as 
the Number One Dealer in the 
entire Bhopal region. Targeting 
more than 30% market share in 
the next year, the dealership is 
now being spearheaded by the 
next generation entrepreneurs 
of the Choudhary family. 

GP India  
Bongaingon, Assam

Within a span of 17 months, 
GP India, one of Escorts Agri 
Machinery’s recent partners, 
has scripted a turnaround story 
like none other. Bongaingon 
was one of those regions in 
Assam where Escorts had a 
negligible presence. With his 
sheer hard work and passion, 
Mr. Ganesh Singh of GP India 
has achieved a 35% market 
share for Escorts, selling more 
than 100 tractors in less than 
two years. 

In the entire North East of 
India, retail finance is a big 
challenge for tractor sellers. 
Through their positive 
approach and networking 
skills, GP India has been 
able to get wholehearted 
support from financiers like 
Shriram and L&T, and even 
a nationalized bank like 
Allahabad Bank. The dealership 
has ambitious plans for 
Escorts – aggressive growth in 
market share and an additional 
dealership in nearby territory.  

Friends Automobiles 
Engineers  
Purnea, Bihar

A trusted partner since 1962, 
Friends Automobiles Engineers 
is one of the oldest serving 
dealerships of Escorts. With a 
sales team of 16 people, this 
dealership has always been a 
frontrunner in introducing new 
Escorts products to the market, 
and in devising outstanding 
strategies to outshine the 
competition. Having sold more 
than 500 tractors last year, 
the dealership aims to attain 
a 25% share of market in the 
upcoming year. 

With his relentless service to 
Indian farmers, Mr. Deepak 
Parashar, the owner of Friends 
Automobiles Engineers, serves 
as a huge inspiration for all 
other existing and upcoming 
dealers in the state. 

Alpha Services  
New Delhi

For the last ten years, Alpha 
Services has been one of 
the most dedicated dealers 
of Escorts Construction 
Equipment. A very professional 
and service-oriented 
organization, Alpha is owned 
by Mr. Ragan Gandhi, the 
son of one of India’s most 
respected architects. A 
technology geek, Mr. Gandhi 
has spent more than 25 
years in the industry. For his 
performance and commitment 
to Escorts’ growth, he has 
recently been nominated 
on the Board of EDDAL 
(Escorts Dealer Development 
Association Limited).  

Alpha Services has been a 
frontrunner in bringing new 
technology to the country and 
has even owned a rental fleet 
of excavators. The dealership 
invests heavily in hiring the 
right manpower and is well 
known for its HR practices.  

8
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NEwS & EvENTS

une is one of the key months for 
land preparation and sowing of 
Kharif crops. Consequently, it also 

happens to be one of the major tractor 
selling months. The industry had shown 
a declining trend ranging between 18 
and 32% drop and the market sentiments 
were down. To energize the team and 
bring a positive approach across the 
channel, the Escorts Agri Machinery Sales 
and Marketing Team took an ambitious 
target and planned an exciting enabler 

scheme called “June Ka Jashn” for both 
internal as well as external stakeholders. 
The qualifying dealers & RBMs stood a 
chance to win a trip to Singapore for self 
and spouse while the ABMs could go to 
Goa. The scheme was well executed, and 
as a result, Escorts registered a growth of 
1.1% in SOM while the industry dropped 
by 13%.

The winners were sent to Goa & Singapore 
for the celebrations in the months of 

Date Destination Qualifying Regions PaRticiPants no. of PaRticiPants

August 16-18,  
2015

Goa Punjab, Haryana, UP West, UP Central, UP East, 
Bihar & Jharkhand, West Bengal-Orissa-Nepal-
North East, MP 1, MP 2, Rajasthan, Gujarat and 
selected members from head office

ABMs & RBMs 186

October 2-5,  
2015

Singapore Punjab, Haryana, UP West, UP Central, UP East, 
Bihar & Jharkhand, West Bengal-Orissa-Nepal-
North East, MP 1, MP 2, Rajasthan 1, Rajasthan 
2, Gujarat, Andhra Pradesh and Karnataka 

Dealers & RBMs 
with their 
Spouses

Dealers - 128  
RBMs - 14

August’15 and October’15 respectively as 
per the details given below.

Both the trips were largely centered on 
leisure and celebrations. However, Goa 
participants also had the opportunity to 
attend motivational speaker Mr. Akash 
Gautam’s session on “Life of the Salesman”, 
which was thoroughly appreciated.

The teams vowed to keep the winning 
streak going! n

CELEbraTiONS gaLOrE fOr  
dEaLErS aNd SaLES TEaMS

J
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scorts Agri Machinery hosted 
its Partners Meet in New 
Delhi recently. The event was 

attended by the business’ top 150 supply 
chain partners, who came from all over 
India and actively participated in the 
occasion, making it a huge success.

There were presentations from EAM top 
management, providing highlights on 
Escorts’ transformational journey. EAM’s 
market penetration strategy and new 

product introductions to bolster the all-
round efforts were shared with the Partners. 
There was focus on collaborative approach 
to improve Quality, Cost, Delivery and 
Service Support from the partners. 

Twenty-nine suppliers, who had shown 
excellent performance in the categories 
of Delivery, Quality, Cost and New Product 
Development, were felicitated with special 
awards during the event.  Another special 
event was organized on the eve of the 

Partners Meet to celebrate the strong 
partnership with our key strategic 
partners. Managing Directors/CEOs of our 
top 30 partners participated in a dinner 
evening hosted by Escorts Chairman,  
Mr. Rajan Nanda and Managing Director, 
Mr. Nikhil Nanda. Overall, both the events 
were appreciated by the participants. 

The event’s success reinforced our 
commitment and cooperation towards 
mutual growth and prosperity. n

parTNErS iN prOgrESS

E

NEwS & EvENTS
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scorts Railway Products 
organized its first-ever 
Suppliers’ Meet in the month 

of August 2015. The meet was attended 
by 40 major suppliers from across the 
country. Senior management members, 
all HODs and relevant people from 
other functions attended the event. The 
program took off with the traditional 
lamp lighting ceremony by CEO,  
Mr. Dipankar Ghosh. 

The ERP team was introduced to the 
suppliers to facilitate a very open 
atmosphere at the meeting. Mr. Ghosh 
gave the opening address and outlined 
the industry trends, growth plans of 
ERP and expectations from the business 
partners. Materials Head, Mr. Deepak 

Goel gave a detailed presentation about 
the Escorts Group in general, ERP’s product 
offerings and future growth drivers. He 
also highlighted the business goals, 
expectations and support mechanism to the 
supply partners.  

During the event, Escorts openly invited 
all like-minded partners to work with 
Escorts and move together on the path 
of continuous improvement and growth. 
The event also had an open house session 
where the business partners gave  
their suggestions and raised queries.  
Mr. AL Sahni of Sahni Industries expressed 
satisfaction on his association with Escorts 
Group. Sahni Industries were also awarded 
an award for their long-term association 
with Escorts Group. In addition, six other 
suppliers were also awarded for good 
performance in Quality, Delivery and 
Support for Product Development. The 
meet culminated with cocktails and dinner 
in a very informal atmosphere where all 
the suppliers had an opportunity to mix 
freely with the ERP team. n

ESCOrTS raiLway prOduCTS hOSTS  
firST SuppLiErS’ MEET

E

NEwS & EvENTS

scorts Limited and Rajkot 
based Amul Group recently 
commemorated the success 
of their newly-formed Joint 

Venture by rolling out their 1001st 
specialty tractor – Steeltrac. Escorts had 
joined hands with Amul Industries in 
2012 for development and distribution 
of Steeltrac, a highly successful specialty 
tractor and elevated their relationship to 
that of strategic partnership few months 
ago. Also, keys were handed out to 
another set of totally satisfied and happy 
customers of Steeltrac on the occasion.

Mr. Rajan Nanda, Chairman and 
Managing Director of Escorts, himself 
was present on the occasion along with 
Mr. Chandubhai K. Santoki, Chairman, 
Amul Group. The event was attended by 
farmers, happy customers, dealers and 
company functionaries.

Steeltrac is a specialized tractor which 
is complimentary to general purpose 
tractors which can efficiently facilitate 
operations like inter-weeding for farmers 

growing row-crops such as groundnut, 
cotton and sunflower. Steeltrac has 
additionally revolutionized the market by 
mechanizing local, short distance haulage in 
the country. 

Speaking on the occasion, Mr. Rajan Nanda, 
Chairman and Managing Director, Escorts 
Limited, said, “We are very happy with the 
way our partnership with Amul Group 
has progressed. We were confident from 
the very beginning that this joint venture 
was an excellent strategic fit, presenting 
a unique opportunity to leverage the 
complementary strengths of our robust 
product portfolio. Together we have 

experienced exponential growth in the 
specialized tractor market and the roll 
out of 1001st Steeltrac tractor today is a 
manifestation of our sentiment.”

Mr. Chandubhai K. Santoki, Chairman, 
Amul Group, said, “The Escorts-Amul 
partnership is committed to addressing the 
farmers with special needs. The roll out of 
1001st Steeltrac tractor within such small 
span of time reflects our commitment of 
providing world-class quality products at 
unmatched cost. We have the capacity to 
produce over 10,000 tractors annually and 
this is a small but significant step towards 
realizing our full potential.” n

ESCOrTS & aMuL grOup COMMEMOraTE  
SuCCESS Of ThEir JOiNT vENTurE

E
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scorts Railway Products 
sponsored and participated for 
the second consecutive time 

in the International Railway Equipment 
Exhibition (IREE) which was held from 
14th to 16th October 2015 at Pragati 
Maidan, New Delhi. Escorts was the 
Gold Sponsor of IREE which offers a 
platform to various stakeholders in 
country’s public transport and basic 
arterial infrastructure, including Railway 
Suppliers, OEMs and Railway Production 
Units, for a mutually beneficial exchange 
and thereby gives impetus to growth of 
indigenous rail industry in India. Escorts 
Limited is a key mover for IREE which 
is at par with the INNOTRANS – the 
mother of all Railway Exhibitions, held 
every two years in Berlin, Germany. 

Escorts, along with its technology 
partners – Dako CZ from Czech Republic, 
Bode from Germany, Vulcanite from 
Australia, ISE from Italy, Yujin Machinery 
from South Korea and Toyo Tires from 
Japan – leveraged the IREE platform to 
showcase its entire range with products 
developed through frugal and value 
engineering through both internal R&D 
and from our technology partners. 

The place of pride went to our newly-
launched Automatic Door for Metro & 
High Speed Trains, LHB Alstom Coach 

he Confederation of Indian 
Industry (CII) organized an HR 
Study Mission in Escorts Agri 

Machinery, comprising delegates from 

various companies across the country. 
The program aimed at exhibiting the 
latest business techniques and strategies 
of Escorts and how Escorts is a successful 
leader in this rapidly changing, global 
business environment.  The program 
started with welcome addresses by Mr. 
NK Rane, Mr. Anil KC and Mr. KS Yadav. 
These senior professionals then presented 
a brief overview about the company and 
our businesses. The delegates gained 
a broad understanding of business 

ESCOrTS raiLway prOduCTS ShiNES aT 
iNTErNaTiONaL ExhibiTiON

E

ESCOrTS hOSTS Cii dELEgaTiON  
fOr hr STudy MiSSiON

T
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Dampers & Heavy Duty Locomotive 
Dampers, Rubber to Metal bonded 
products & Friction Material like brake 
pads for the Alstom LHB coaches, different 
type of Passenger Coach Couplers and 
Brake Systems both for LHB Coaches & 
Metro. All these products are made with 
the vision of making rail travel safer, 
more reliable and more comfortable. Our 
exhibition stall was visited by all the top 

officials from Indian Railways and Metro 
fraternity, including Mr. Mangu Singh, 
Managing Director of Delhi Metro, and 
Mr. Hemant Kumar, Member Mechanical, 
Railway Board, who showed interest in 
our range of products. Also, the entire 
event got a boost from the visit of Escorts 
MD, Mr. Nikhil Nanda, who came and 
appreciated Escorts Railway Products’ 
efforts towards steady growth. n

principles and emerging trends from the 
visit to our manufacturing plant, which 
was led by Mr. Sanjeev Puri & Mr. Sanjeev 
Mahajan from the Operations team. After 
that, Mr. Anil KC from HR gave a detailed 
presentation on the key HR initiatives 
of our organization. The delegation 
gained insights from our business leaders 
around strategic decisions, business 
methodology and how to be responsive 
to changes within the organization and in 
the external, global environment. n
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s part of its Corporate Social 
Responsibility initiatives, Escorts 
recently kicked-off its School 
Wash Project. The project aims 

to create improved access, effective 
use and ownership of school WASH 
infrastructure for children in selected ten 
schools. The project will be implemented 
in Faridabad district of Haryana.

The major activities in the Escorts 
School Wash program revolve around 
construction/upgradation of toilets 
which includes construction of 
toilet blocks with running water and 
handwashing facilities, and upgradation 
of drinking water facilities. Along with 

he 69th Annual General 
Meeting (AGM) of the Company 
was held on September 18, 
2015 at Hotel KC Cross Road, 

Panchkula, and was attended by 146 
members of the Company. 
 
Mr. Rajan Nanda, Chairman & Managing 
Director, shared the performance of 
the Company vis-à-vis the industrial 
scenario and economic growth of the 
Company’s operating segment with the 
146 members present at the meeting. The 

scorts Limited’s brand campaign, 
Engineering the Fundamentals 
of Growth, has been awarded 

the Best Brand Campaign 
Award at the BAM (Branding, 
Marketing & Advertising) 
Awards. Organized as a part of 
the Indian Brand Convention 
2015, the award recognized 
the campaign as the best in 
the automotive sector. n

this, a mass awareness programme will also 
be implemented in the school and in the 
communities on usage of toilet facilities; 
health and hygiene practices to create 
demand and ensure maintenance of these 
facilities created.

The launch ceremony was organized at  
Government Primary School, Faridabad 
where under the project, child-friendly 
drinking water tanks with six taps, two 
toilet complexes and urinals have been 
constructed, two toilet complexes were 
renovated and a ramp was made. Along 
with this wall paintings and Balla painting 
have been done; tree guards have been 
installed and drainage system renovated.

During the launch ceremony, the Chief 
Guest on the occasion, Sh. G.B . Mathur 
Director Escorts Limited and other 
guests were welcomed by children who 
showered rose petals and sang a welcome 
song. The welcome note was delivered 
by the School Principal followed by 
lighting of the lamp. The key guests from 
Escorts were felicitated with bouquets.  
Guests delivered their motivating 
speeches to the children and captured 
the audience’s attention. The vote of 
thanks was communicated by the school 
management committee member. The 
colorful cultural program performed by 
children at the school made the ceremony 
a memorable experience for all. n

ESCOrTS’ SChOOL waSh prOJECT TO dEvELOp 
waSh iNfraSTruCTurE iN SChOOLS

ESCOrTS’ 69th agM iN  
paNChkuLa

ESCOrTS wiNS 
bEST braNd  
CaMpaigN award

A

T
E
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members were also briefed on the status of 
the various business development initiatives 
undertaken by the Company. n

13
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scorts Agri Machinery’s 
International Business team 
assembled 845 tractors and trained 

120 farmers and local mechanics with the 
help of demonstrations in Borno state of 
Nigeria. These tractors were supplied in an 
institutional deal done with the Government 
of Nigeria to promote farm mechanization in 
the country.
 
The Ministry of Agriculture awarded 
Escorts with a certificate of appreciation on 
successful completion of the installation and 

trainings. The training imparted to farmers 
was a mechanical training which focused on 
farm mechanization and crop solutions to 
increase agricultural productivity. n

prOMOTiNg 
farM 
MEChaNizaTiON 
iN NigEria

scorts Agri Machinery sees 
Cambodia as a major market to 
expand its business in South East 

Asian region. To facilitate this expansion, 
Escorts along with Tata International, 
launched an exclusive Farmtrac showroom 
in Kampong Thom Province in Cambodia.

Tata International is serving as tractor 
business partner for Escorts in Cambodia. 
This is the latest tractor showroom from 

Escorts-Tata alliance as they already have 
exclusive set up in Phnom Penh and many 
other franchise sales and service points 
across Cambodia. 

Cambodia has a good market potential for 
tractors as it has high level of agricultural 
activities in the sectors like paddy, palm, 
sugarcane and rubber plantations. The new 
Kampong Thom Farmtrac showroom will 
sell 45 HP-80 HP four-wheeled tractors. n

ESCOrTS - TaTa aLLiaNCE  
SETS up NEw TraCTOr  
ShOwrOOM iN CaMbOdia

E

E

NEwS & EvENTS (international)

he International Business team 
of Escorts Agri Machinery has 
started a branding program in 

Cambodia by the name of “Know Your 
Farmtrac”.  Under this campaign, we are 
carrying out a series of initiatives such 
as demonstrations, on-job trainings, 
mechanic meets, and more. This campaign 
will help to create awareness among 
existing customers and prospective buyers 
about the Farmtrac brand in Cambodia. n

kNOw yOur 
farMTraC iN 
CaMbOdia

T

farMTraC hEriTagE SEriES 
LauNChEd iN Sri LaNka 

Wellawaya (Uva Province). Farmtrac 6050 
2WD was introduced in these markets and 
the launch was attended by 20 dealers 
and local farmers from across the country. 
After grand launch of Heritage Series in 
Sri Lanka at Colombo, we are doing a 
series of provincial launches to promote 
these tractors in the market. n

he International Business team of 
Escorts Agri Machinery recently 
launched the Farmtrac Heritage 

Series in Sri Lanka during AgBiz – the 
biggest agricultural fair in the country. 
Organized by the Ministry of Agriculture/ 
Department of Agriculture, AgBiz is 
conducted annually and this was its 14th 
edition. 

Companies doing business in crop, 
implements, horticulture, and irrigation 
participated in the exhibition in huge 
numbers. Hayleys, our local partner, 
displayed Farmtrac tractors at the event, 
and received an encouraging response 
from visitors.  After the exhibition, the 
Heritage Series was launched in cities 
of Dambulla (Central Province) and 

T
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he Deputy High Commissioner 
and Minister Counsellor – 
Agricultural Affairs from the South 

African High Commission visited Escorts’ 
manufacturing units in September 2015.  
The purpose of the visit was to improve 

he Farmtrac brand will now cater 
to the growing needs of the 
agricultural town of Brits in South 

Africa. The International Business team 
of Escorts Agri Machinery has recently 
setup a 3-S Farmtrac centre in the area. 
The ‘S’ in 3-S stands for Sales, Service and 
Spares. This setup will cater to all needs of 
Farmtrac tractors servicing in this area. It 
is touted to cover the North West province, 
which is primarily known for cultivation of 
citrus fruits. This area is the largest supplier 
of oranges in the world. n

icla, Farmtrac’s South African 
partner, participated in the 
citrus community feast in 
Brits recently. Organized by 

Bosveld Radio, the feast witnessed 
participation from several agriculture 
businesses in the locality. 

During the feast, the International 
Business team of Escorts Agri 
Machinery facilitated product 
displays and demonstration activities 
to increase awareness about Farmtrac 
tractors in the Brits area. n

scorts Agri Machinery, along with its business partner in Bangladesh, M/S 
Nitol Motors, participated in the 5th Agro Expo in Dhaka. We displayed 
three of our tractor models - PT4455 EURO, FT 6060 & ALT 4000, which 
generated lot of interest amongst the visitors of the expo. n

baNgLadESh agrO ExpO  
gENEraTES iNTErEST iN  
ESCOrTS TraCTOrS

NEwS & EvENTS (international)

E

SOuTh afriCaN  
dELEgaTES viSiT ESCOrTS’  
MaNufaCTuriNg uNiTS

farMTraC’S 3-S 
SETup iN briTS, 
SOuTh afriCa

farMTraC 
ShOwCaSEd  
aT CiTruS 
fEaST iN 
SOuTh  
afriCa

T

T

D

relations with South African government 
and promote Escorts tractors under the 

“Black Economic Empowerment Scheme” 
(BEE). The purpose of this scheme is to 
provide employment to rural backward 
youth in the country. n
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reating great leaders has been 
one of the main objectives of our 
organization. Various initiatives 

are run keeping in mind the same 
objective. We recently completed our two-
year leadership development journey of 
our “high-Potential’s” and celebrated that 
in the form of a Graduation ceremony with 
our Chairman and MD. 

This event also showcased our next 
leadership program which will be 

scorts Limited is committed 
to sustainable development 
of the society by working with 

employees, their families, the local 
community and society at large to improve 
the overall quality of people’s lives.

In addition to actively contributing in 
areas of Community Health, Women 
Empowerment, Social Welfare and 

run together across the group called 
“eScoRTSTARS”. 

Keeping in mind the objective to create 
one program across the Group and also 
to create a standardized process for 
selection, this two-year journey has been 
launched.  Both middle level and senior 
level management will be covered in the 
next program to create multiple layers of 
leadership. The program commences from 
April 2016 and the process for selection 

Employee Engagement, the Escorts 
Agri Machinery Operations Team along 
with the Employee Relations Team 
have achieved yet another important 
milestone by launching the Escorts 
Industrial Training Institute. The institute 
has been set up post necessary approvals 
from The State Apprenticeship Advisor, 
Industrial Training Department, Haryana, 
Chandigarh.

In the first batch, 100 trainees have been 

and other details will start from February 
2016. 

 The graduation ceremony event was 
planned for two hours wherein, CMD 
and MD also shared their thoughts about 
leadership. All the participants (High-
Pots) were awarded a medallion and a 
certificate of Excellence by the Chairman 
and the MD. The event was followed by 
high-tea.  n

taken in the trade of Diesel Mechanic, 
Fitter, Tractor Mechanic and Machinist 
Grinder. They will be provided both 
theoretical and shop floor training.  
The examination will be conducted by 
ITI authorities and they will provide 
certificates in respective domains.

The basic criterion for selection was 
10th or 12th pass in Science stream, 
between the ages of 18 and 23 years. A 
total of 660 candidates appeared for the 
written test in Haryana, Punjab, Rajasthan 
Madhya Pradesh and Uttar Pradesh.  The 
test consisted of General Knowledge, 
Hindi, English and Mathematics of Matric 
level. Based on the performance in the 
written test and personal interview, 119 
candidates were shortlisted for admission 
in Escorts ITI. Almost all the candidates are 
from rural sections of the society.

NEwS & EvENTS

CrEaTiNg LEadErS OuT Of high pOTENTiaLS

LauNCh Of ESCOrTS iNduSTriaL  
TraiNiNg iNSTiTuTE

C
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