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Going Forward… Together!
spirit – the commitment to bringing the world’s best to
India and taking our best to the world.
Today we are reliving our history – a story of great products,
world’s best partnerships and the zeal to become a leader
in our operating businesses. And, as we move into a new
financial year, we understand that as an organization we
carry the responsibility of delivering on our promises more
than ever before. The trust reposed in us by our customers,
investors and other stakeholders gives us the motivation
to keep improvising our strategic focus and alignment and
continuously learn from the past.
Escorts today is driving technology-led growth across
businesses and our endeavour is to engineer unique
solutions for mechanized agriculture and robust
infrastructure development. We are continuously
investing in new technologies, product mix and expanded
distribution network for significant domestic growth and
global reach.

F

irst and foremost, my heartiest congratulations to the
entire Escorts Family for our stellar performance in
2018-19. I take great pride in the aspirational targets
we had set out for and the many record milestones we
achieved during the year – highest-ever sales in all three
businesses, highest-ever production numbers, and highestever profitability. We truly finished the year on a high!
I am proud to be part of this beautiful legacy, which has
served our society and impacted millions of lives. Our
founder, Mr. HP Nanda, gave birth to Escorts to serve the
nation by creating superior products and services. He did
not hesitate to partner with the world’s best companies to
bring in their cutting-edge products to Indian customers.
The Escorts then, and the Escorts of today, carry the same

We have a competitive and innovative product/service
portfolio both in domestic and exports today. The tractors
we are making today will address the agri challenges of
tomorrow. Our emerging businesses, like Crop Solutions,
Traxi, Mol Anmol, Smart Parts, etc. - are also foraying well
in assessing customer demand and will help mechanize
farming nationally and elevate agricultural practices. The
recently-introduced concept of ‘Care’ button in tractors
is sure to revolutionize the perception of service in this
industry. Our construction equipment portfolio has also
widened (thanks to our recent collaborations) and today
we offer product variability across applications. Railways
business has a strong order pipeline and is constantly
developing high-end technology for comfort and safety.
All in all, our organizational goals are completely aligned
to the national focus on farming mechanization and
developing urban smart infrastructure.
I feel privileged to be leading a young and dynamic team
at Escorts today. Additionally, the unrelenting commitment
of our channel partners and suppliers has given us the
confidence that we can make things happen. If today we are
dreaming big for Vision 2022, it is because of this trust and
belief that we, as a team, shall deliver on all our promises.

Nikhil Nanda
Chairman & Managing Director
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As we step into a new financial year, we have nothing but unforgettable memories of the year
gone by – truly one of the most remarkable ones in our history. In 2018-19, Escorts became the
fastest growing tractor company in India – a matter of great glory and pride for all Escortians.

T

aking everyone by storm, we gushed into the war mode
right from January 2018 and streamed throughout the year.

Several factors contributed towards achieving and maintaining
the growth pattern. It was a perfect amalgamation of right
products with even better offerings. Adding to this were some
game-changing strategies that helped turn the tables for us.
The journey from Q1 with ‘Jeet Ka Jashn’ gave us the energy,
the enthusiasm and the passion to vehemently work towards
achieving the #2 position. Our field team practiced the theories
of war mantras which emphasized on daily field visits, weekly
events, no-deal-lost attitude and fortnightly team celebrations.
The second quarter was approached with even greater speed
and vigour wherein field activation played the anchor, supported
by ‘70 Saal 70 Vaar’. With out-of-the-box ideas like no-light day,
wherein every single person from the head office jumped into the
field to help in conversions, we were able to prepone the season’s
sales to a great extent.
Q3 started off on a great note, leading to record-breaking sales
figures, thereby turning the month into Golden October for
us. With focus on deliveries, we planned grand Mega Delivery
functions throughout India which further boosted sales. The last
quarter made a bang with the introduction of ‘Sirf 3 Din’ flash
sales which served a platter of never-seen-before offerings.
Dealer partners helped us carve the path with their unyielding
support and passion and became our pillars of strength.

23%

Growth for Powertrac, making it the
fastest growing brand

15%

Growth for Farmtrac

22%

Growth for Steeltrac

2.5

Times faster than industry growth

20%

Overall growth and a holistic win

Matching the same zeal, our manufacturing and product
development teams stood by us and worked relentlessly to help
us reach where we are today.
With a team full of zest and the single-minded pursuit of a common
goal, we were able to grow by leaps and bounds. It is the team that
made us the Fastest Growing Tractor Company in India. n
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DEALERS HALL OF FAME
This column is our small way of saying “Thank You” to dealers who are doing some exceptional
work for Escorts. Through this platform, we intend to recognize their passion and commitment to
taking us closer to our customers.

Jaykisan Agro
Anand, Gujarat

O

ur association with Escorts started about three years back, in June 2016. Until then, Escorts had limited presence in
Anand of Gujarat. Our first objective was to establish and increase the market share of Escorts. We started with an aim to
sell at least 500 tractors initially.

Today as we look back, we have sold 800 tractors with 400+ tractors sold in last one year itself – second-highest ever in the
history of Escorts in Gujarat. From nowhere just three years back to third position in terms of market share in Anand today is an
achievement in itself. Currently, we have a head office and two branch offices.
This was possible only due to sincere efforts by a dedicated team. We implemented multi-pronged strategies. We started
developing customers’ network through direct contact, market activation and customers’ meet. Last year, the customer meet
had 1,500+ gathering, which was first-of-its-kind in Anand. It also helped us identify customer needs on HP segments.
Our superior customer relations and prompt service has helped us achieve our goals. Modern infrastructure with wide range of
products and our customer-centric approach collectively helped in creating a unique offering for Escorts in our territory.
These would not have come true without the backing of the company – be it logistics, fund management or supporting our
initiatives. The company worked hand-in-hand with us in every aspect. Today, it’s not only a business, rather it’s like a happy
family. Together, our target now is to sell 500 tractors in a year.
Message by our dealer partner, Mr. Mayur Desai
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Farmtrac 50 EPI Pro
A Potent Combination of Power and Technology

F

armtrac has always been associated
with ‘big’ tractors that instil pride
and thrive on performance. Brand
Farmtrac believes in empowering the
lives of farmers by giving them the best in
technology. Over the years, Farmtrac has
kept a close eye on the changing needs of
the farmers and has accordingly devised
solutions to cater to those needs.
Our analysis in the 50 HP category
highlighted a key aspect – all tractor

brands and models operating in
this category were skewed towards
functionality. However, today’s farmer is
more demanding and is on the lookout for
feature-driven tractors.
Keeping this need gap in mind, Farmtrac
recently launched the 50 EPI Pro which
offers the right mix of power and features.
With the powerful 50 HP category Farmtrac
engine, it is the best-in-class tractor
for heavy applications. What’s more, it

comes fully loaded with features like EPI
Technology, Multi-speed and Reverse PTO,
an 1,800 kg heavy hydraulic lift, power
steering, dual clutch, big tyres, and more.
The quality of this product is also backed by
first-in-class 5-year warranty and 500-hours
service interval super filtration system.
With this new offering, we have brought
an end to the search for a power-packed
tractor in the category, which gives us a
clear edge over competition. n

‘Aapki Khoj Khatam, Baaki Sabka Khel Khatam’
sums up the brand promise for Farmtrac 50 EPI PRO.
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IN FOCUS

Simplifying Indian Farmers’ Lives

E

scorts is one the most trusted names amongst the nation’s
farming community. Our advanced tractors, innovative
implements and thoughtful services have been enabling
farmers achieve record levels of harvests over the years.

Doorstep Demo

In the seven decades of our existence, we have had many firsts
to our credit. And, the newest feather in our cap is Digitrac – an
agri care app that aims to simplify the lives of farmers by offering
them multiple breakthrough services right at their doorstep.

Tractor Insurance and Loans

Here’s a look at the services farmers can avail through the
Digitrac App:

Doorstep Tractor Service
Experienced engineers and mechanics visit the
farmer’s doorstep to service their tractors. Not the
other way around.

Farm Tagging
The app knows exactly where the farms are. And it
tells farmers what’s best for their farms – from the
weather and soil condition to pests and more.

Tractor Evaluation
When farmers need to sell their old tractor, the app
helps them achieve the best resale value. All they
need to do is put in a request through the app and
our evaluation expert is sent to their doorstep to
facilitate the process.
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Farmers can choose a tractor on the app and have
it delivered to their doorstep for a demo, at a time
convenient to them.

The hassles of insurance and loans are over. With
just a click, farmers can have an agent collect all the
necessary papers and complete the process in the
comfort of their homes.

Expert Advice
Some of the best agricultural minds in the country
advise farmers on issues that affect them.

Mandi Prices
Farmers can get to know the best price for their
harvest with a click.
In fact, the app also enables farmers in Punjab to buy India’s first
‘online tractor’ by the same name (Digitrac). Available in four
variants, the Digitrac range of tractors are incredibly affordable,
yet powerful, and have been laden with a plethora of useful
features.
At Escorts, we have always believed in the power of technology
in transforming people’s lives. Digitrac is our small yet significant
step in making this an achievable reality for our farmers. n
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Caring for our Customers, 24x7
"Sometimes the best discoveries are a result of simple observations."

A

ccording to a Neilson survey, only 26% customers visit
dealerships for tractor servicing in the first two years. It was
also drawn that customers prefer going to local mechanics
over dealerships because of the distance they would need to travel.

and the company/dealer partner. Through this, we are aiming at
connecting and solving our customers’ tractor-related problems
directly through our call centre.
Process of Care 24x7

In today’s highly-competitive industry, service plays an integral
part in building a brand. With products being at par, service acts as
a key differentiator and takes the brand a notch higher. Customers
are always on the lookout for that little extra or the value addition
a company is offering to them. Service is customer-centric and is
driven towards fulfilling their needs and providing comfort and
convenience. Companies like Toyota and Amazon have written their
success stories around customer centricity.

In case of a problem in the tractor, Care 24X7 works in the
following manner:
•
•
•
•

Understanding and bridging this gap, Escorts has taken
technology and innovation to newer heights with the
introduction of the world’s first-of-its-kind Care 24x7 – a device
that enables us to connect with our customer directly.
The Care 24x7 button, installed on every tractor, is focused on
creating a direct communication platform between the customer

•
•

Customer needs to press the Care button for 10 seconds
The call will be directly received by our call centre
Company executive will connect and solve the problem
through call
In case the problem is not resolved, it will be directed to the
nearest dealership
Mechanic will provide a doorstep service
Problem resolved

We truly believe this concept will not only yield better customer
connect, but will also give our dealer partners a chance to forge a
healthy relationship with customers. n
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Rajan Nanda Innovation Lab – Disrupting for the Future

O

ur late Chairman, Mr. Rajan Nanda,
had a promising vision of creating
a future-ready Escorts; an Escorts
that would create enduring value for its
stakeholders, and the country at large.
Under the innovation-led leadership of our
Chairman & Managing Director, Mr. Nikhil
Nanda, Escorts today is well-positioned to
not only develop indigenous engineering
solutions for agriculture and infrastructure,
but also create a futuristic eco-system of
innovative and disruptive technologies
within the organization.
The Rajan Nanda Innovation Lab (RNIL)
has been founded to serve this objective
and help create our technology future
by aggregating best practices of the
world and collaborating with leading
technology centers, academia and research
intellect, as well as innovation labs that
have established global benchmarks in
agriculture, construction equipment and
railways.
RNIL will collaborate with the Escorts
Knowledge Management Center (KMC)
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to bring concept R&D ideas and solutions
which will be evaluated, measured and
then be integrated in the current business
stream or existing product lines. These
solutions could also be an extended
business opportunity in the related
segments.
The first phase will comprise innovations
to build in value and benefits in our
current tractor portfolio, innovative
technology solutions in the space of smart
implements and interesting value and
benefit-oriented tech solutions in soil,
water and other agricultural inputs. The
focus will also extend to plant mutation,
smart water management, cost efficient
weed management, alternate fuel ecosystem, technology solutions to reduce
crop wastage and spoilage, improving soil
health, and productivity solutions along
with electric transmission, telematics and
autonomous technology.
The lab will also look at creating a center of
excellence in farming in collaboration with
various advance agro-technology players.
The solutions will be evaluated to address

larger problems to enrich user experience,
reduce input cost and help increase
acreage and farming productivity for
improved earnings. In extended phases, the
lab will also look at innovative technology
solutions for smart construction equipment
and advanced railways technologies to add
to our portfolio.
In the long run, RNIL will focus on small
investments in tech ideas and start-up
incubation, design labs, IOT, and Al set-ups
which will enhance our business portfolios
and strengthen our R&D efforts by adding a
disruption arm to it.
RNIL is just not an innovation lab but also a
belief that Escorts will do whatever it takes to
innovate, develop and collaborate to bring
in disruptive technologies aligned to our
core engineering purpose of empowering
the dreams of farmers, strengthen smart
urban infrastructure, and bring in advanced
comfort and safety in rail transport.
At RNIL, we are committed to create an
institution of excellence to build the Escorts
of the future. n
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– Transformation on the Move

T

o maintain a competitive edge in
today’s cut-throat competition,
it is vital that an organization’s
proprietary data and designs remain
secured. Keeping this objective in mind,
the Information Technology team of
Escorts recently launched a Group-wide
initiative known as Workspace One.
A combination of products and solutions,
Workspace One takes information security
to the next level, while also allowing
employees the ease of working from
anywhere, anytime.
The Challenge
For a company that has product design
at the core of its competitive edge in the
market, protection of product-related
information and details is of prime
importance. However, with an extensive
production network and over thousands
of employees, security can prove to be

a challenge. In addition to that, it was
important for the company to secure its
data and applications on personal devices
of employees in the workplace in order
to prevent theft or misuse of proprietary
material.

Workspace One lends access to its email
system, applications and data securely on
users’ personal devices, thereby increasing
data security and user productivity as
employees can access the applications/
email and data on the go now.

Thus, the organization needed a solution
that would ensure complete privacy and
security of our own proprietary data
while also maintaining the privacy of our
employees.

The Benefits
With VMware’s solution, we were able
to implement a robust mechanism to
safeguard the data and applications
on the personal devices of employees,
whether on premises or off-site. With
a robust mechanism in place, the
company has to no longer worry about
any misuse or theft of proprietary
product designs, images or information
from mobile phone or trusted devices.
The company has also ensured that
while the security of our proprietary
information was being maintained, the
privacy and freedom of our employees
are not being compromised either. n

The Solution
With the implementation of VMware
Workspace One, we have created a
framework to manage company-owned
devices in one place. Not just that,
we have prioritized email and apps
restrictions on mobile devices as the single
biggest use case for rolling out mobile
device management (MDM) solution for
our employees.

Safety Week Celebrations

S

afety has always been a prime
area of focus for Escorts Group.
To emphasize further on the
importance of workplace and road safety,
all our manufacturing units celebrated
the National Safety Week with a lot of
enthusiasm.
Some of the key activities organized
during these week-long celebrations
included:

• Safety pledge across shopfloors
• Road safety displays across all
manufacturing units
• Distribution of road safety badges
• Two & four wheeler vehicle inspection
• Online quiz for all managers across
manufacturing units
• Safe driving awareness training
program
• Department-wise road safety quiz
competition

• Poster competition for escorts
employees
• Safety slogan writing competition for
Escorts employees
• Drawing competition for Escorts
employees’ children
With the end of the celebrations, all
our employees reiterated their
commitment towards building a safer
workplace and society. n
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INTERNATIONAL NEWS
Making the Bond
Stronger, One Meet
at a Time

F

armtrac convened an international
meeting for 22 of its dealers from
countries like Spain, Italy, France,
Germany, Portugal, and Benelux. The main
agenda of the meeting was to familiarize
the dealers with our Compact Tractor
Series. The meet also included a knowledge
session on product and Mitsubishi engine,
tractor parts identification test, etc. The
sessions shed light on a lot of crucial topics
related to our Compact range of tractors. n

Experiential Training with International Dealers

F

armtrac dealers from various countries got a chance to take a live walk-around demonstration of the Farmtrac Compact Series
Tractor. The dealers got to know a lot of details about the tractor. Apart from this, they also attended insightful sessions on good
driving practices, pre-checks on tractors, implements hitching and de-hitching, and more. n
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ETDC facilitates second batch of Farmer Training for ASCI

P

ost our recent tie-up with the Agriculture Skill Council of
India (ASCI), the Escorts Training and Development Center
(ETDC) hosted its second batch of farmer trainees, in a
program that was organized by ASCI and conducted in ETDC.
Inaugurated by Mr. Basavaraj C. Navhi, one of the most
progressive farmers in Karnataka and a state-level award winner,
the training program lasted for three days and covered the
following topics:
-

Introduction to farm machines and mechanized farming
in India
Advantages of mechanized farming

-

Brief display of tractor, its main parts and connected
implements
Operations in field for different crops
Safety precautions while using tractors
Practical exposure to use of tractors
Basics of tractor repair and maintenance

The program received positive feedback from the farmers, who
were impressed by the faculty and coaching methodologies at
ETDC. They found the practical training extremely useful as it
helped them learn new techniques for their own tractors. Overall,
they were also appreciative of the facilities and infrastructure at
ETDC and wished to attend more such programs in the future. n

New Dealer Training Program

A

s part of their orientation process, 15 of our newlyinducted Agri Machinery dealers attended the New Dealer
Training Program conducted by the Escorts Training and
Development Center (ETDC) in Bangalore.
The training activities included topics like basics of tractor,
product knowledge, application engineering, business & sales
planning, commercial policy, service & spares process, tractor

driving with implements in the ETDC farm, differentiators and
dealer operation management using ESMS, etc.
The participants – who came from the states of Punjab,
Haryana, Bihar, Odisha, UP, MP, and Maharashtra – were
appreciative of the hands-on training provided at ETDC
and believed it would help them manage their dealership
operations in a better manner. n
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NEWS & EVENTS (ESCORTS ACADEMY & ETDC)
Step-up Program for Field Officers
The Step-Up Program has been designed keeping their growth in
mind. It does not just allow our field team to learn new skills, but
also gives them the opportunity to ‘step up’ and aspire for better
roles within the organization.
The latest criteria for this program included assessment on
following aspects:

T

he Escorts Academy has been relentlessly working on
training programs to build performance excellence in our
frontend teams. As part of these programs, some of the key
focus areas have been our Project Officers and Sales Officers – the
people who represent our brands and company in the field.

•
•
•
•
•
•

Product & Application
Sales Process & Dealer Management
Retail & Channel Finance
Communication Skills
Service & SPD Process
Business, Analytical & Computer Skills

More than 40 officers cleared the first round of assessment and
are now eligible for the next round, which will take place soon. n

DSE Star Training Programs

O

ur Dealership Sales Executives (DSEs) play an important
role in handling our customers (existing and prospects)
as well as creating awareness about our products. To
ensure they are adorned with the right knowledge and have an
in-depth understanding of our brands, products and processes,
the Escorts Academy has been conducting Star Training
Programs for their development.

-

These programs include the following aspects:
-
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TAS (Task Analysis) activity, done in association with leading
external trainers
Paperless training using E-Star mobile app and ESMS app

-

Digital product handouts to help DSEs access important
content anytime, anywhere
DSE dashboard on ESMS to help in impact study and
devising future learning strategies
Daily working knowledge including product FAB, selling
skills, query/objection handling, WAT demo skills,
competition product differentiating and value selling
Soft skills including communication, behavioral, grooming,
need analysis, negotiation, influencing, rapport building,
sales call opening and closing, telephone etiquette, time
management and lead management, etc.
Surprise digital audit n
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Dealer Sales Teams participate in Mega Training Event

T

he Escorts Training and Development Center recently
conducted a mega training session for Dealership Sales
Executives (DSE) in the ETDC premises in Bangalore.

Attended by 85 participants (including DSEs, POs and ABMs),
the session was centred on Product Sensitization & Applications.

The training activities included hands-on skill-building exercises
comprising part identification in tractors, tractor walk-around,
demo by each participant, competition analysis, and driving of
tractors with implements in the ETDC farms. The highlight of the
program was digital learning through E-Star Application as well
as the use of QR Codes in the app. n

ESAC Callers get exposure to Tractor Skills

T

he Escorts Sales Acceleration Center (ESAC) and the Jai
Kisan Helpline are two of the key channels of customer
service and interaction at Escorts Agri Machinery.
Hundreds of our callers work tirelessly to ensure our customers
are attended to on time, every time.
To enhance their practical knowledge and help them answer
customer queries better, the Escorts Academy recently
organized a special training program for callers from the ESAC.
The program, which was intended to give callers a first-hand
experience about tractor skills, catered to the following topics:
•
•
•
•

Product matrix
Basics of tractor technologies
KYC product matrix software tool
Parts identification

•
•
•
•

Tractor walk-around
Product competitiveness
Competition model mix
Differentiators
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EMPLOYEE CONNECT
Career Acceleration Program for Frontend Teams

A

s part of our initiative to develop capability for our
frontend teams, the Learning and Development team has
recently introduced ECAP – Escorts Career Acceleration
Program, which will cover all critical frontend roles, including
RBMs, RSMs, ABMs/TBMs, as well as ASMs/TSMs.

•
•
•
•

This program is a complete blended learning approach which
includes:
• Structured instructor-led classroom workshops
• Peer-to-peer knowledge exchange through group coaching
• Digital media with the integration of learning apps ESTAR &
Master O and use of case studies
• Product training certifications
The application of the learnings and the ideas will happen
through Action Learning Projects which will be allocated to each
one of the trainees and will be monitored on monthly basis. The
complete journey involves 9-12 months of learning intervention
which covers both functional and behavioural competencies
critical for these roles. The focus will be on developing the
competencies to enable them successfully deliver and grow in
the following areas:

•
•
•
•
•
•

Growth plans for target market / potential dealerships
Dealer capability development to strengthen / sustain dealer
performance
Coaching and grooming of teams to drive team effectiveness
and performance
Commercial acumen for better working capital management
and dealer profitability
Importance of ‘Service’ in driving business
Customer-first approach leading to higher customer
satisfaction
Empowerment of self and teams to deliver higher customer
satisfaction
Service as a business
Complete product training with regional comparators and
differentiation
Standardized processes for better forecasting and budgeting

Basis this complete intervention, we will be able to provide an
opportunity to each team member to learn, implement and
leverage on numerous career opportunities in the organization,
both vertically and horizontally. n

Employee Outbound Trips for building Workplace Camaraderie

T

he Human Resources team recently organized an outbound
trip for the Research and Development team of Escorts Agri
Machinery to Jim Corbett, Uttarakhand. The purpose of
this workshop was to allow employees to spend time with their
teams, understand each other and work towards creating synergy
and execution excellence for the future.
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An outbound trip was also organized for the Safety Team
to Mussoorie, Uttarakhand. The purpose of this workshop
was to create a common culture of safety, align towards a
common organizational goal, understand other team members’
perspectives, share best practices, work proactively to achieve
common goals, and have loads of fun. n

EMPLOYEE CONNECT
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Escorts Way of Management – Developing People Managers

A

s part of our capability development initiatives, the
Human Resources team initiated the Escorts Way of
Management program for middle management at the
Group level. Having catered to 200-plus employees, we aim to
reach out to each and every employee in middle management,
which would lead to creating harmony amongst self and team.
The objective of the workshop is to understand self, our
leadership style, our strengths and areas of development, our
communication style, and how it impacts us and team, how to
coach the team members, how to give constructive feedback,
how to conduct performance conversations and much more.
The entire learning journey is a blended learning format, which
includes classrooms and app-based learning modules. Every
manager gets ample opportunity to learn and practice various
tools to become an effective manager. n

At EWOM Workshop,
I learnt about
aspects of feedback,
conflict management
and various ways
to handle them
effectively and
efficiently.
– Krishan Ahuja

During EWOM, I
learnt about my
inner strengths
and weaknesses,
and how I could
be an effective
leader.
– Muraleedharan K

PalmLeaf Going Strong

M

ore than 900 employees are actively utilizing the
platform of PalmLeaf to learn about new subjects
and upgrade their existing skills. Some of the most
downloaded courses on the app are:
• Developing Interpersonal Skills
• Prevention of Sexual Harassment
• Communicating Effectively
• Problem-Solving Techniques

As part of the PalmLeaf program, the Human Resources team
had launched the Rising Star Learner of the Month Contest
last year, which has received lot of attention and is successfully
encouraging employees to learn as many modules as they can.
Every month, the winners receive certificates of recognition and
cash vouchers. n
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EMPLOYEE CONNECT
Escorts splendidly outperforms in Flower Festival

E

scorts and our love for green values has always set
a winning tradition. We are fortunate to have a very
talented group of players who know what it takes to win.
Every year we are willing to go longer, work harder and give
more than anyone else.
Keeping up with our green values, Escorts Group participated
at the Annual HUDA Spring Fest - Flower Festival, held in
Sector-12, Faridabad, and won 30 prizes out of 35 entries (10
First Prizes, 11 Second Prizes and 9 Third Prizes) in different
categories of Flower Arrangements, Cut Flowers & Gardens.
We are pleased to announce that this year too, Escorts was the
winner of the top honour of the evening - Best Garden in the
City of Faridabad – which is open to all ‘industries/research
and other institutions’, which included 35 different exhibitors.
Escorts was appreciated for its genuinely imaginative
planting, adventurous color palette and approach to design,
which combined the boldness, brightness and the balance the
judges were looking for.
Our hard work in planning and innovative ideas certainly paid
off. There were blooming flowers exploding with colors. Our
garden cleverly combined winding gravel designs, splashes of
colorful aster and periwinkle and a veritable feast of foliage –
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from a ravine of ficus and ferns, to a lofty collection of palm,
bottle brush and other trees.
Excellence is the gradual result of the efforts put in by our
horticulture team who always have been striving to do better.
Congratulations to all our gardeners for representing the
company so ably. n

World of Escorts
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Womens' Day

t

Corporate Centre

30

