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Management Message

As we enter a new fiscal year, it is time 
for the entire organization to start on 

a fresh note and refocus our energies. Even 
as we do this, let us not forget to reassess 
the year gone by and make amendments. 

The last year has been a tough one for 
the company. With the industry – both 
agriculture and construction – not 
working in our favour and the weather 
wreaking havoc, a lot of our plans 
could not be executed. However, we 
did get several things right, such as 
the cost control initiatives, manpower 
rationalization, product diversification, 
increased employee connect through 
town halls, among others. 

We are proud of the great work done in 
the last year, in difficult market conditions, 
but we still have a long way to go. We truly 
believe this is the right time for Escorts 
to rise to the occasion and deliver what is 
expected of us.  

Despite a mighty slump in the industry, 
the Agri Machinery business has terrific 
product plans for the year. The Farmtrac 
Classic – the modern version of the 
popular and much-liked Farmtrac 60 – was 
recently unveiled to dealers and has met 
with an encouraging response. The Anti-
Lift Tractor, one of our most ambitious 
projects of last year, has received some 
amazing feedback from the market. 
Haulage operators are increasingly 
recognizing its importance and are 
vouching for it. During our interactions 
with customers, we have been able to 
clearly outline what is expected of Escorts. 
And 2015 will be the year when we equip 

A New Beginning Beckons

ourselves with the right ammunition to 
enter unchartered terrains in the farm 
mechanization sector.  

The construction industry started to 
look good early this year. Unpredictable 
delays in government projects have been 
taking their toll. However, we are very 
happy with the way in which Escorts 
Construction Equipment is handling the 
situation. Despite a decline in the earth 
moving segment, our new backhoe 
loader – the Digmax II – has shown both, 
growth and promise. Also, we continue to 
retain our market leadership position in 
the pick-n-carry crane segment. By virtue 
of an enviable product portfolio, Escorts 
is ready to capitalize on the plethora of 
opportunities that will come to the fore 
when the construction industry opens up 
again. 

Vision 2020 will be our guiding force and 
the Core and Strategic Values our pillars. 
This year, all our energies will  
be focused on 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, the entire organization – 
along with our dealers, suppliers and 
partners – will work together as a football 
team, with one goal post in mind – to be 
among the top engineering companies in 
India. n

Together, We Win!

Rajan Nanda Nikhil Nanda
Chairman &  Managing Director
Managing Director
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The team at Escorts Construction 
Equipment (ECE) is an embodiment of 

this adage. Having witnessed tough times 
in the recent past, the team has taken it 
upon itself to transform the way it works 
and serves its customers. As stories of 
‘comeback’ and ‘growth’, in a de-growing 
market surface, it is hard to miss the 
energy at Escorts’ construction division. 

Industry at a Glance

With the slump in execution of 
infrastructure projects across the country 
impacting the construction industry, ECE 
was in troubled waters in the last few 
years. The industry volumes dropped 
by almost 30% in the last three years, 
with all product segments registering 
a decline. The material handling and 
road construction segments witnessed a 
decline by over 16% on a compounded 
basis in the same period.  

December 2014 onwards, the industry has 
seen some positive movement, which is 
expected to get better in the second half 
of this year. In the coming few months, the 
government’s ambitious plans for ‘smart 
cities’ will not only be a harbinger for the 
nation’s growth, but will also be a big 
boost for the entire construction sector.  

The good news is, according to 
projections, the construction equipment 
industry is expected to grow at a 
compounded rate of 20% till Fy20. If all 
goes well, we are looking at an industry 
size in the vicinity of rs. 34,000 crores, 
moving up from the current rs. 13,500 
crores. These numbers will be majorly 
contributed by the earthmoving segment, 
followed by road construction and 
material handling.  
 
Escorts Construction Equipment takes 
pride in owning the most comprehensive 
product basket in the Indian construction 
equipment industry. The company offers 
a wide range of products in the segments 
of material handling, earthmoving, road 
construction, and utility equipment. 

For the last several years, Escorts has been 
the market leader in the material handling 

segment, owning more than 50% of the 
market. Despite being a late entrant into 
the earthmoving segment, our products 
have been received with an encouraging 
response. We not only manufacture 
products for road construction, but also 
sell traded products from some of the best 
global makers.

The New Energy is Palpable 

Having been impacted by the severe 
slowdown in the industry, Escorts 
Construction Equipment utilized this 
period to enhance operational excellence 
internally. With ‘products’ being the 
cornerstone of success during times 
of growth, the focus now shifted to 
‘people’ and ‘processes’. The entire senior 
management team of ECE came together 
to chalk out exhaustive plans of how to 
mitigate the market situation. 

“People” have perhaps played the 
biggest role in executing this turnaround, 
demonstrating terrific zest to try out 
the uncharted, and an unrelenting 
commitment towards organizational 
goals. Whether it was changes in 
the organizational structure, visible 
transformation on the shop floor, or setting 
targets for each month, all initiatives and 
ideas were ‘democratic’ in the truest sense 
of the word – of the people, by the people 
and for the people. As a result, the division 
witnessed a near-perfect alignment to 
the vision of a turnaround. With the help 
of war room discussions, participation 
in town halls, quality workshops, and 

Highlights
•	 The division turned EBITDA positive in Q3 & Q4 

•	 Only BHL player to grow both in market share and in volume 

•	 Focus on Quality, which led to warranty cost being reduced by over 27% 

•	 Dramatic change in performance in H2 

•	 500 units of F-15 Cranes sold in a single year for the first time 

•	 Raw Material to Selling Price Ratio down by over 2%

•	 Maintained leadership in Cranes 

•	 More than 40% increase in dealership outlets

•	 Streamlining of Spare Parts sales and service 

•	 Undertook several safety initiatives 

•	 Increased retail finance reach through eight alliances 

•	 Organizational restructuring to increase market response

suggestion schemes, the entire team made 
tremendous efforts to understand ‘where 
we are’ and accordingly fixed achievable 
goals for the short and long term. The 
shop floor too is buzzing with this new-
found enthusiasm, boosted by a series of 
motivational communication and safety-
focused initiatives for the workmen. With 
every small success, the air of positivity at 
ECE is getting stronger and more palpable. 

The business also collaborated with a 
global consultant to optimize material 
costs by streamlining processes and 
renegotiating with suppliers. This exercise 
helped reduce material costs substantially, 
with a lot more to be executed in the next 
two years. 

ECE evolved its customer profile from 
corporate to retail (40-60%), strengthening 
the division’s pricing power. It enhanced 
its pricing and upgraded the products, 
which has led to increase in realizations 
by 11.4% during the last few quarters. not 

just that, we have managed to securitize 
cash flows through lower credit exposure 
through secured payment/credit. The 
team has been working on improving 
sources of retail finance for our customers, 
collaborating with several new partners in 
the last few quarters.

The most competitive product segment in 
the construction equipment industry – the 
backhoe – has been facing a slump since 
the peak of 2012. The present financial 
year has seen the segment de-grow by 
15% over last year. In such an environment, 
the Digmax II – our advanced backhoe 
loader – has been one of the most prized 
products in the ECE portfolio. Backed by 
a superior product and a renewed retail 
push, the marquee brand has consistently 
increased its market share. In fact, ECE 
is the only Indian manufacturer to have 
broken the glass ceiling and is now giving 
a serious fight to the MnC oEMs that have 
dominated the backhoe turf since the last 
couple of decades.

Mobile Cranes Bestseller Award for  
2nd Consecutive Year 

For the second year in a row, Escorts Construction Equipment won 
an award for being the “Bestseller in Mobile Cranes” in India at the 
Equipment India Awards. The awards are hosted by Equipment 
India, India’s leading infrastructure equipment magazine.

Escorts’ selection in this product category is a prestigious 
accomplishment as it validates our product supremacy in this 
category. The award ceremony was held in greater noida amidst 
an august gathering of captains of the industry, bankers, fund 
managers, bureaucrats, technocrats and media.

“Tough times never last,  
tough people do.” 

2
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The Farmtrac Manufacturing Unit of Escorts Agri Machinery has received the national 
Safety Award - PrASHAnSA PATrA, for the year 2014 from national Safety Council of 
India.  The award was received by Mr. KS yadav, Chief general Manager - Employee 
relations & Vinod Kumar, Manager - EHS from Hon’ble Minister of State (Independent 
Charge), Labour and Employment, govt. of India, Shri Bandaru Dattatreya in a 
function organized in new Delhi. n

Another Safety Accolade for Escorts

Moving towards a Safer Escorts

At Escorts, we are strongly committed 
to meet the demands of workplace 

safety and ensure that our employees are 
well-trained to deal with various kinds of 
workplace risks and hazards. Whether it is 
creating awareness through technical and 
attitudinal training or collaborating with 
the workforce to establish stringent safety 
standards, we have been a frontrunner 
in instilling the culture of safety in our 
manufacturing operations.

our focus on the safety culture has 
resulted in Escorts winning numerous 
safety awards in the last few years. Several 

organizations that benchmark safe 
manufacturing practices have recognized 
our achievements in this field.

To create awareness about occupational 
Health, Safety and Environment, Escorts 
commemorated the 44th national Safety 
Day by organizing a week-long event 
about the value of safety in manufacturing 
practices. organized by the Environment, 
Health and Safety (EHS) teams of various 
divisions, the celebrations focused on 
instilling the culture of safety in day-to-
day operations, as well as the mindsets of 
our employees.

The event kicked off with heads of 
all production units taking the safety 
pledge to observe rules, regulations and 
procedures and develop attitudes and 
habits conducive for achieving safety 
objectives. other activities included mock 
drill, safety exhibition, safety slogan, 
poster and poem competitions, badge 
distribution, online quiz, etc. 

The Safety Week celebrations also reached 
out to other employees through training 
programs on fire safety, electrical safety 
and work safety. n

Cover Story

In the category of Pick-n-Carry Cranes, we 
continue to hold an undisputed 51% market 
share. And, with the new edition of safe 
cranes – the TrX Series – increasingly gaining 
acceptance, this number should only look up.

The Way Forward

The division is today focusing on four key 
areas – earthmoving, material handling, 
product support, and parts. Increasing market 
share in backhoe loader segment will be a 
priority for the next few years. nonetheless, 
the team will also look at retaining the 
leadership position in material handling 
by introducing new generation of the in-
demand safe cranes. 

In Product Support, the focus will be on 
encouraging dealer dialogue through 
various interactive programs and schemes. 
Improving turnaround time for support and 
ensuring availability of spare parts will be the 
other areas that will help us boost customer 
satisfaction in our products and service. 

going forward, Escorts Construction 
Equipment is looking at being a self-sufficient 
division, with an improved contribution to the 
company’s topline. Cost reduction, manpower 
optimization and streamlining of channel 
finance will be key areas that will contribute 
to the long term goal of constantly improving 
bottom line. n
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In a bid to enhance Customer Centricity 
within the organization, Escorts Agri 

Machinery started the ‘Customer Empathy 
Program’ in July 2014. As part of the 
design, our employees will be staying 
in the village with farmers’ families in 
their houses for a week. This will make us 
understand our customers better and will 
also provide us an opportunity to help our 
rural community. The main objective of 
the program is:

•	 Understanding the village economy
•	 Understanding various crop cycles and 

difficulties that a farmer goes through 
while preparing a crop produce.

•	 Usage of a tractor as per the current 
and future agricultural needs

•	 How government policies play an 
important role in the crop markets

Empathizing with the Customer

Participant Speak

Feature Feature

•	 The emotions and expectations of a 
farmer when he buys a tractor or any 
other farm equipment

•	 Farm mechanization and the role of 
organic farming in agriculture

Initially we have identified two villages 
which are suitable for this program:
1. Kyari Village, ramnagar, nainital 

District, Uttarakhand
2. Dharmashada Village, Sayla, 

Surendernagar District, gujarat

The program includes complete 
orientation about the demographics 
of the village, understanding the 
community, crops that are grown, 
complete crop cycle from sowing the 
seeds to actual crop being harvested 
and sold in the mandi. 

our employees get a chance to drive 
tractors of Escorts and also various other 
brands. This also gives them a chance 
to interact with various tractor owners 
and get insights about their actual 
requirements. The program also includes 
meeting the Block Development officers 
(BDos) and understanding the various 
government reforms on agriculture. This 
provides us data on how government 
policies and subsidies impact the 
farmer’s life every day. 

We have already conducted 6 batches 
and have covered more than 100 
employees till date. This initiative will 
help us create empathy for farmers and 
also create new expansion opportunities 
in various parts of the country. The 
employees who have attended the 
Customer Empathy Program have 
formed a club called ‘The Kisan Club’, 
to sustain this empathy by working on 
various initiatives which can help these 
villages and farmers lead a better life. n

I was part of the maiden trip to village 
Kyari in July 2014, which incidentally 
was also the season for sowing paddy. 
Sharing the same abode and meals 
with villagers, interacting with them to 
understand their needs and wants, sowing 
paddy in the fields in the unrelenting 
sun – all these experiences made me 
feel one with the villagers. I learnt that 
Kyari, though economically not a very 
prosperous village, was progressive 
enough to adopt practices like organic 
farming, ban use of plastics, education 
for all, etc. We shared know-how about 
advanced farming techniques, innovative 
crop solutions etc. with a few villagers and 
feel that a formal training/assistance in 
these areas to such laborious and fertile 
minds would definitely help improve the 
economy and standard of living in the 
village. The Customer Empathy Program 
is well designed to sensitize participants 
to the lives, means and aspirations of the 
villagers and I am sure it would have been 
an enriching and humbling experience for 
all participants, as it was for me. 

Namrata Singh  
Materials

After some five weeks in India and at 
Escorts Agri Machinery, my experience 
from the Customer Empathy Program 
was much broader than ever intended! 
The experience in Kyari developed in 
me a sense of appreciation of farming. 
It also educated me on the roles of the 
farmer and women in an Indian farm, 
plus the state of farm mechanization in 
Kyari, which is actually very limited. A 
lot of customer empathy was gained. 
Importantly, I made many new friends at 
Escorts, with whom I have Kyari and many 
other happy memories in common.

Christopher de Boer  
research & Development
......................................................................................

It was a delight to understand our 
customers. Simplicity, connect with nature 
and dependence on nature were the key 
visible aspects in the life of a farmer. no 
money can buy you this experience and 
one is always short of words to explain. It 
can only be experienced.

MM Bagai 
operations

6 7
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The ambassador of Poland, Mr. Tomasz 
Łukaszuk, recently visited the facilities 

of Escorts, in a bid to understand the 
company’s manufacturing strengths. In 
the year 2000, Escorts set up a fully-owned 
subsidiary, Farmtrac Europe, in Poland. 
The unit manufactures tractors from the 
stable of our brand Farmtrac, and caters 
to the entire European market. This visit 
by the ambassador will serve as the next 
step in this relationship between Escorts 
and Poland. Mr. Łukaszuk took a tour of our 
shop floor at the Farmtrac Plant with EAM 
CEo, Mr. S. Sridhar, and then met Chairman, 
Mr. rajan nanda, and Managing Director, 
Mr. nikhil nanda in the corporate office. n

Escorts recently announced the signing 
of a partnership with DLL group’s 

Indian subsidiary (De Lage Landen 
Financial Services India Private Limited) to 
launch “Escorts Credit” which will provide 
retail tractor loans to Escorts customers 
with convenient and fast loan options. This 
agreement between Escorts and DLL, a 
fully-owned subsidiary of the netherlands 
headquartered rabobank – one of the 
world’s leading banks in the food & 

Polish Ambassador visits Escorts 

Escorts partners DLL to launch ‘Escorts Credit’
by providing easy and quick finance with 
customized repayment options linked to 
their income cycles. This partnership will 
also be able to empower farmers who 
cannot afford an all-out cash purchase of 
the machine, thereby giving impetus to 
mechanization of Indian agriculture.

After the signing, Mr. rajan nanda, 
Chairman & Managing Director, Escorts 
Limited said, “Escorts has always played 
a responsible role in nation building by 
customizing its products and solutions 
around national interest. our partnership 
with DLL will be yet another step towards 
fulfilling Escorts’ vision of an empowered 
farmer, by delivering prosperity to his 
doorstep. With the objective of eradicating 
poverty and making agricultural solutions 
accessible to every farmer in the country, I 
am sure this association will be a stepping 
stone in the right direction.”

Commenting further on the partnership, 
Mr. geert Kraak, Director and Country 
Manager, DLL India said, “We are pleased 
to sign this agreement with Escorts, 
heralding our first foray in India’s 
agriculture sector. We are a global provider 
of asset-based financing solutions 
and Escorts is one of India’s leading 
engineering conglomerates with most 
trusted agri-machinery equipment. I am 
sure, together we shall make farming easy, 
more attractive and a profitable venture 
in India by enabling farmers to buy the 
tractor of their choice.” n

Escorts Limited entered into a Joint 
Venture with rajkot-based Amul 

group for manufacturing the range of 
specialty tractors – Steeltrac. Escorts had 
joined hands with Amul Industries in 
2012 for development and distribution 
of Steeltrac, a highly successful specialty 
tractor.

Steeltrac is a specialized tractor which 
is complementary to general purpose 
tractors which can efficiently facilitate 
operations like inter-weeding for farmers 
growing row-crops such as groundnut, 
cotton and sunflower. Steeltrac will 
additionally revolutionize by mechanizing 
local, short distance haulage in the 
country. The market for specialized 

tractors has been growing tremendously 
and this strategic investment will further 
enhance Escorts’ commitment towards 
bringing a wider range of products to 
Indian farmers. 

Speaking on the alliance, Mr. rajan 
nanda, Chairman and Managing Director, 
Escorts Limited, said, “The Escorts-Amul 
joint venture is an excellent strategic 
fit, presenting a unique opportunity to 
leverage the complementary strengths 
of our robust product portfolio. There 
has been an exponential growth in the 
specialized tractors market and Escorts 
is glad to be a part of this segment. The 
market has witnessed a phenomenal 
growth from zero to approximately 

Escorts, Amul enter Joint Venture for Steeltrac

Classic – the brand new range of 
Farmtrac tractors – was recently 

unveiled to dealers in Amritsar, Punjab. 
The launch was organized at the holy 
grounds of the golden Temple in the 
presence of Mr. Sameer Tandon, Chief 
Sales and Marketing officer, and 
several other executives from Escorts 
Agri Machinery. Farmtrac Classic is a 
celebration of 20 years of undisputed 

51 ALTs delivered on Day One of  
Jaipur Launch 

The Anti-Lift Tractor from Escorts’ Powertrac brand has become a huge hit within 
few months of its India-wide launch. In the city of Jaipur, rajasthan, these tractors 

became a rage on the first day of their launch in front of media, dealers and customers.  
More than 500 customers thronged the Customer Meet that was organized 
specifically to showcase the performance of ALT versus the competition. Customers 
not only got a first-hand experience of India’s first lift-resistant tractors, but also 
understood the USPs of this series in haulage operations. Consequently, 51 customers 
placed on-the-spot orders and were handed over the keys on the same day! n

twenty thousand tractor units within 
last four years. Steeltrac extends the 
Escorts quality assurance to farmers in 
these niche segments and with the reach 
of distribution that Escorts has we will 
expand and lead these segments in the 
times to come.”

Mr. Chandubhai K. Santoki, Chairman, 
Amul group, said, “Amul is known for 
providing world-class quality products 
at unmatched cost. For manufacturing 
specialized tractors, we have set up a 
modern production facility at rajkot with 
a capacity to produce over 10,000 tractors 
per year. The Escorts-Amul partnership will 
go a long way in addressing the farmers 
with special needs.” n

Farmtrac Classic unveiled at Amritsar Dealer Launch

news & Events News & Events

rotavator, Farmtrac 60 Classic is the most 
suitable machine for farmers’ every need. 
Pride and prestige of farmers, Farmtrac 60 
Classic is back to rule the agri world again. n

position of Farmtrac 60 in the Indian 
agricultural segment. Farmtrac Classic 
Series has been designed on the 
concept of ‘Classic outside, Modern 
Inside’. Farmtrac Classic retains the old 
DnA of Farmtrac curves and contours, 
but comes loaded with most advanced, 
technologically-superior features inside. 
Be it traditional harrow, cultivator 
applications or advanced reaper or 

agriculture sector, will help Indian farmers, 
who wish to purchase Escorts tractors, 
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First Escorts 
Construction 
Showroom opens  
in nepal

Escorts Construction Equipment’s first nepal 
dealership, M/S IME Automotive, formally 

inaugurated its showroom in Kathmandu recently. 
Mr. Chandra Prasad Dhakal, Chairman of IME 
group of Companies, was also present on the 
occasion. Having taken off on a high note, M/S 
IME is looking set to dominate the nepal market, 
particularly in the backhoe loader category. Later 
in the day, Mr. Saksena and Mr. Dhakal also briefed 
the press and met up with some customers 
during the cocktail dinner that followed. n

Escorts Limited was proud to be associated with the national Defence Day 
celebrations in Haryana this year. To commemorate the occasion, the world’s largest 

and tallest Indian national flag was unfurled in Faridabad by BJP president Amit Shah, 
Haryana Chief Minister ML Khattar and superstar ranbir Kapoor. Escorts Chairman & 
Managing Director, Mr. rajan nanda, and Managing Director, Mr. nikhil nanda, also 
attended the event, along with several Escortians. 

Escorts has had a phenomenal association with the town of Faridabad and we share 
some great memories of this relationship. It was a proud moment to be a part of the ‘red 
Letter Day’ of Faridabad and we believe it will be yet another addition in the glorious list 
of accomplishments of Haryana. n

National Defence Day celebrations  
in Faridabad

Ritu Nanda is 
Woman of the year

Mrs. ritu nanda, founder of Mumbai-
based ritu nanda Insurance Services, 

and wife of Escorts Chairman, Mr. rajan 
nanda, has been recently honoured with 
the coveted ‘Woman of the year’ award in 
new york. In a ceremony organized by the 
Sikh community in new york to celebrate 
Baisakhi, the state’s First Lady, Chirlane 
McCray and Public Advocate Letitia James 
gave away the award to Mrs. nanda.  

Mrs. nanda holds an entry in the guinness 
Book of World records for selling 17,000 
pension policies in a single day. She is 
considered as one of the most prominent 
insurance advisors in the country. n

news & Events



Escorts Limited
Corporate Centre
15/5, Mathura road, 
Faridabad-121 003
Phone: 0129-2250222
Fax: 0129-2250036

Escorts Agri Machinery
Administrative Office and  
Components Plant
18/4, Mathura road, 
Faridabad-121 007
Phone: 0129-2284911
Fax: 0129-2264939

Escorts Agri Machinery
Tractor Assembly, Transmission & 
Engine Plant
Plot no. 2 & 3, Sector – 13, 
Faridabad-121 007
Phone: 0129-2291230
Fax: 0129-2250009

Escorts Construction  
Equipment
Plot no. 219, Sector-58,
Faridabad – 121004
Phone: 0129-2306300
Fax: 0129-2306570

Escorts Railway Products
Plot no. 155, Sector-24,
Faridabad-121 005
Phone: 0129-2232371
Fax: 0129-2232148

Escorts Auto Products
18/4, Mathura road, 
Faridabad-121 007
Phone: 0129-2284911
Fax: 0129-2283069

We at Escorts are eagerly looking 
forward to your valuable inputs. Please 
mail us at: corpcomm@escorts.co.in

www.escortsgroup.com

www.facebook.com/ESCorTSgroUP

www.twitter.com/escortsgroup

www.linkedin.com/company/escorts-limited

www.youtube.com/escortslimited


