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Hindustan Motors wants to rediscover success and has several initiatives designed to revive
its own and partner Mitsubishi's fortunes in the hugely competitive Indian market Page 8
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Hindustan Motors
(HMM) is set to

don a new image.
After decades

of manufacturing and
selling the Ambassador

the company now plans

to enter the compact car
SpaCce.

A new offering, which
could be less than four
metres long and hence
qualify as a small car, is in
the making, This project 1s
in line with HM's strategy
to be present in multiple
segments of the passenger
car market together
with Japanese partner
Mitsubishi.

Speaking exclusively
o Autocar Professional,
Manoj [ha, managing
director, Hindustan Muotors,
says that is one of the key
steategies he is working
on. “Nowadays, people
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are spoilt for choice. For
every Rs 25,000 to 50,000,
there is a new segment
altogether. 5o, consumers
have choices, Therefore,

it is important to have
miany variants in India for
Mitsubishi-HM combined
also, While the lower and
micl-end will be handled
by the HM portfolio, the
premium end upwards will
b the Mitsubishi brand,”
hie says.

As part of this strategy,
HM will launch an entry
level model in its portfolio
for about Bs 4 lakh for the
fullv Inaded version, That
offering will sport a new
brand name as Jha feels the
vmbassadors brand equiry
will get “diluted”™ if it is used

acToss many segments. The

new model is expected to
hit showrooms in the April
June quarter of 2011 and
will be one of four variant

HM-Mitsubishi plans to
launch the BS IV Pajero this
month; Montero to be the
next model to be locally
assembled.

| B VAR
Outlander will go to the
next level of CKD assembly.

HM has re-opened its Indore
plant to produce Winner LCV.

launches from HM

The entry-level car is
based on the Ambassador
platform. This product
will be crucial for HM as it
will fall in the compact car
segment which accounted
for 73 percent of the total
passenger car sales in the
April-October 2000 period,

Charting territories
O the upper band, HM
will lnok at having its most
premium model ]1ri1'|'d
at around Rs 7 lakh. With
all the new launches, the
company expects its annual
PasSsENger car sales to
double vo 24,000 units in
over a year of so. Beyond
the price band of HM's cars,
Mitsubishi will address the
seprnents with its models.
The Japanese major, omn
its part, is gaining some
traction with its premium
SUVs, The Outlander is

M's turnaround
strategyrevealed

Hindustan Motors wants to rediscover success and has several initiatives up its sleeve.
SumantraBarooah spills the beans onthe company's product-led revival gameplan.

gaining customers while
the Pajeros volume grew
from 889 in April-October
2009 to 1617 units during
the same perind this vear.
With the overall luaury SUV
segment expected to cross
17,5300 units this vear, the
HM-Mitsubishi combine
is planning multiple
introductions in this space.

The Outlander will see
A SEVen-Seater Version
{mid-2011) and a diesel
variant late next year, while
the Pajero BS IV version
i slated for a December
launch, With (hese
additions, the Outlander
range is expected to sell
aroured 400 units per
maonth, which currently is
Mitsubishi's total monthly
sales in the loory SR
segment.

Iha savs, “With the
premium SUV segment
ETOWInNgE, We See our
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SIS MANO) JHA, MANAGING DIRECTOR — HINDUSTAN MOTORS

your e varkets
we i three- and ishi i Ido
pronged strategy. One area not see the need for contract
is increasing the product manufacturing.
portfolio because the days
g B you had
only one stable.
are spoilt for and

choice, things to the next level in

Our strategy is to first which you may have an
increase our product portfolio,  equity partnership. Can you
and then market presence. elahorate?
Today B and C Iy
‘are as rich as those in the the bond but in terms of
Acities and they are as equity participation, | think

aspirational. Many Outlanders,
e sell

the time has not come. These

in8 and C cities. So we are
increasing our presence
| in these markets, both in
premium cars as well as the

onand off for
quite some time and we both
are very keen to take it to the
next level of engagement. But
the things have to happen at

i th

‘Your Chennai plant
| represents a good
| opportunity for contract

time has not come. Having said
that, both companies are very
keen to increase the Mitsubishi
brand presence in India and

that's ctions are

unused capacity and land.
| we would ke to fll the unused
capacity with our own products
and variants. However, as

volumes growing by at least
50 percent from this level,
onge the BS IV Pajero hits
the market"

However, while the
volumes may be growing

sul
margins. “The Yen
has affected us very

adversely. This is where
‘we and Mitsubishi Motor
Corporation are working
together on how to mitigate
the Yen's appreciation by
way of localisation among,
other activities so that

the impact is not felt by
anyone of us and we are
able to meet the product
requirem the market
as per the market price,”
says Jha”

inpace.

You say the low end and mid
segment will be catered to

by HM. Are you looking at a.
model at the lower end?
There will definitely be
coverage of the lower end as
‘well and going slightly higher
as well,

‘We understand that HM has

“They will not only give us the
styling but will work with us
on designing, engineering and
also the suspension.

How far are you away from
this first launch?

‘This significant launch will take
time. When you are working
0N & new suspension system, 3

major restyling takes a year, or
ayear and ahalf from now.

Inthe first quarter of the next
financial year.

goal, HM- eincreased  Warh the Cedia has
Mitsubishiis now planning  local c umem and be more tr bu play toits
tostartlocal assemblyafthe  price-competitive. platform for HUI's new model. mu potential yet. He says,

Montero which is currently
sold as a fully imparted
model. The Outlander is
also being planned to go to
the next level of Completely
Knocked Down (CKD)
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The company s also
trying to revive its business
in the saloon segment. The
Cedia, which is currently
trailing competition, is set
to be re-introduced. Tha

Mitsubishi plans to have
at least one major variant or
anew model launch every
two years in India. Its latest
launch - the Rs 50 lakh Evo
X-ismore ofa brand image
builder than a volume
getter.

Alming to be a Winner
Apartfrom the passenger
vehicle business, HM is
ramping up its commercial
vehicles vertical. Eyeing
the fast-growing small LV
market, the company has
re-opened its Indore plant
to produce around 1,000
units of its Winner LCV per
month. It recently launched
1.5-litre diesel anda 1.8-
NG variants of the
Winner in Kolkata. Jha says
ithas been a test marketing
phase thus far and the
Winner's real-world sales

happen,
‘we will reposition u and
market it well and are quite
confident that the Cedia
will reach the place itis
oughtobein”

ill start now.

Withall these new
ambitious plans lined up,
HM is expecting to turn
profitable by the end of
2011-12.m
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