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ECEL: We have managed
our Business quite well
during the Slowdown

“We have managed our business quite well during the slowdown

affected months in terms of either grabbing more market share. . .
We have completed the first phase of our expansion plans and
are in a position to deliver over 8000 units of various equipment
that we manufacture annually. We are focusing on manufacturing
and selling more of those products which are high on the value
chain. As a strategy, we always put our efforts to focus on value
sales. It also reflects in our constantly evolving product profile and
product sales mix over the years. Our route to maintaining our

market leadership is through improving value proposition for the
customers. We are participating in Excon 2009 and are planning
1o showcase some of the new offerings from our manufacturing
range as well as from what we just distribute on trading basis,
says,” Mr. Rajesh Sharma, Vice President Marketing, ECEL, in

an Interview with S.A.Faridi.

Despite recession, what have been the
key factors in the growth of ECEL in the

last 1-2 years enabling it to have a

seamless expansion programme with
modern facilities to consolidate its
position in the domestic as well as
export market of construction
equipment space?

One of the key factors has been that we
managed our business quite well during
the slowdown affected months in terms
of either grabbing more market share in
a lower demand scenario or by bringing
cost efficiencies into our operations. Wa
had faith in a quick recovery in demand
and believed that slowdown was going to
be a short lived phenomenan. Accordingly,
instead of resorting to knee jerk reactions,
such as pruning experienced manpower
which could have had long—term negative
implications, we focused on improving
market shares and cost efficiencies. We
also continued our expansion plans with

setting up of the new facility and addition
of sevaral new businesses.

What kind of volume ECEL expects from
present expansion? Will ECEL focus on
Value Sales or Volume Sales to lift its
market share?

We have complated the first phase of our
expansion plans and are in pesition to
deliver annually over BOOO units of various
equipment that we manufacture. The
market demand in the first half of this
fiscal was much better in comparison to
the second half of the last fiscal. We ara
very close to achieving the peak volumes
which we achieved in 2007-08 before the
slow—down,

We are focusing on manufacturing
and selling more of those praducts which
are high on the value chain. As a strateqy,
we always put our best efforts to focus
on value sales. It also reflects in our
constantly evolving product profile and
product sales mix over the years. Our
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