The Construction The India Knowledge Base — an Introduction
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Association Equipment Sector)

Introduction

The CEA, with grant funding from the UKTI Advanced Engineering Sector, are implementing an
India initiative to evaluate and develop opportunities for CEA members in this enormous and
rapidly developing market. The two year project, called the India Knowledge Base, comprises a
four phase approach —

Research

In Market Meet the Buyer Seminar Visits

Inward Visits by Indian manufacturers and end users
UK Conference / Workshops.

Methodology

The CEA is looking to better understand what opportunities exist in India for both UK OEMs and
component manufacturers. For OEMs, we wish to identify who the end users for construction
equipment are in market, what their purchasing strategies are — and what applications construction
equipment purchased is used for. Additionally we are seeking to identify sources of components
and opportunities for technology transfer / manufacturing under licence. For UK component
manufacturers the CEA wants to identify potential customers, joint ventures and manufacturing
sources in India.

India has a major domestic market for construction equipment. Over 31,600 units were sold in
2006 - an increase of over 40% from 2005. This is forecast to expand to over 60,000 units by 2011.
The construction sector, which is the second largest employer after agriculture, employs a
workforce of 33 million and saw a growth of 12.1 per cent last year. Large scale civil engineering
work to improve India’s infrastructure as well as a booming residential and non-residential
construction sector have been the main drivers of this growth. The total investment in the sector
amounted to $60 billion during 2006 and in the 11th Five Year Plan (2007-2011) a staggering
investment of $347 billion is expected in infrastructure development. The construction industry’s
value is forecast to reach $129 billion in 2011, contributing 10.5 per cent to the country’s GDP.
(Statistics courtesy of Off Highway Research).

Implementation
Phase One

The first research phase was completed in October / November 2007 by Joanna Oliver who
undertook a two week visit to India. Joanna spoke to 16 companies in four Indian cities — New
Delhi, Pune, Chennai and Bangalore - over two weeks and met with global and domestic OEMs,
component manufacturers, contractors, consultants, rental operations, research companies and
government departments. The areas covered included:-

e Applications and uses for construction equipment in India

¢ Indian Infrastructure — present and planned



e The size of the Indian construction equipment market
e The scope of domestic construction equipment production
e The Indian Supply Chain

¢ Indian Government / Association structure

Companies visited — click on bookmark link to go to individual company reports

Components
Amalgamations Group
Bharat Forge

TVS Sundram Fasteners

OEMs

JCB Ballabgarh

JCB Pune

Telcon / Telcon Hitachi

Contractors

Larsen & Toubro — L&T
Punj Lloyd

ACT

Research and Consultancy
Off Highway Research
Continex

Mott MacDonald

Rental and Distributors
Quipo
ACT

Associations and Government

National Highways Authority of India

Builders and Contractors Association of India
British High Commission Chennai

The visit to the JCB plants in both Ballabgarh and Pune, employing around 1,200 people, gave a
great insight into how a UK OEM can make a huge impact into the Indian manufacturing sector.
The Pune plants in particular were a good example of state of the art facilities and how quickly
such premises can be built. JCB source around 90% of components locally and have an
astonishing 75% share of the Indian Backhoe market. Telcon (TATA) in Bangalore showed how
Indian domestic OEMs worked — and how an international joint venture (with Hitachi) works.

Meetings with leading contractors, Larsen & Toubro, Punj Lloyd and ACT gave an understanding
of the end users of construction equipment. Comments from all three companies were that, while
they were impressed by the quality and reliability of global standard equipment, they felt that
delivery times were much too long, prices too high and that some equipment was much too
sophisticated technologically for some of the under educated operators and was too difficult to
repair in the field. Worryingly one these companies stated that they were now purchasing much of
their equipment from China as, not only was the cost 50% lower than that of global equipment, but
Chinese manufacturers could deliver in a matter of days, provide good in market service support
and supply free loan machines to support large orders. It has been alleged that this is eased by the
enthusiastic support of the Chinese government.



Meetings with component manufacturers - Bharat Forge — Pune, TVS - Sundram Fasteners —
Chennai and the Amalgamations Group - Chennai were especially enlightening as to the high
standards and advanced manufacturing processes employed in India. At Bharat Forge — the
largest single site forge in the world and the second largest global forging company — the facilities
rivalled those of any seen in the west. With their traditional automotive and commercial component
sector back ground plateauing out, all three companies were looking to break into the construction
equipment sector, and were investing in equipment to allow them to service the sector. Both Bharat
Forge and TVS had already acquired UK companies and were manufacturing in England and
Scotland. All three companies were interested in meeting UK OEMs and also component supplies
for partnerships.

On the research side Joanna met with Off Highway Research in their newly opened Delhi offices,
run by Nitin Sareen a formerly of JCB and Terex Vectra. Off Highway are sector filling a gap in the
research market in India and have just completed the second multi-client study of the India market.
Consultants, Mott MacDonald, based in Noida detailed how they work with government and major
contractors to undertake infrastructure development programmes.

Continex in Chennai are a company set up by Sri Nagesh, a former head of the Automotive and
Construction Equipment Sector at the British High Commission Consulate in Chennai to assist UK
companies source components in India and find partners in the market. Continex have expressed
an interest in providing an office for the CEA and its members in India and assisting them to find
partners, distributors, customers etc. Continex will run the 2008 CEA seminars and other in market
events.

From Government and Associations Joanna spoke to the National Highways Authority of India —
the government body responsible for setting and awarding contracts for infrastructure projects and
the Builders & Contractors Association of India who represented over 30,500 builders and
contractors. They are hoping to set up a manufacturers group for construction equipment.

The British High Commission Consulate in Chennai detailed how they could assist UK companies
wishing to visit India with research and market introductions. Finally the emerging rental sector was
represented by Quipo Rental & Finance in New Delhi and Calcutta, a division of Srei Equipment
Finance and rented equipment around India, largely to contractors on infrastructure projects.

Although the Indian education system produces a high number of engineering graduates, all
employers cited very high attrition rates in their workforce as a major problem. As the economy
rapidly expands there is always another employer willing to offer a few hundred rupees a week
more to secure good workers.

Despite the pitfalls of high import duty for construction equipment — presently around 35%, high
volume of domestic production, vast geographical area and poor communications and
infrastructure, there are still major opportunities for UK manufacturers in India. Government
infrastructure projects often stipulate that machinery must be of a certain standard and maximum
age and so there | still a market for imported products. Additionally certain categories of equipment
that are not produced domestically are free of import duties, along with equipment used on major
government projects.

Phase Two — 2008.

Phase Two is to take UK companies with an interest in developing / expanding their Indian
activities, to India to meet with potential partners. It is intended to run a Seminar Mission using the
model successfully established in China; i.e. to take a group of four to six UK companies to two or
three Indian cities. Companies make a presentation of around 30 — 40 minutes each in the morning
and, following a networking lunch, have one-to-one meetings with interested companies in the
afternoon. The CEA would also make a generic sector presentation on behalf of the UK sector at
the seminars.



The Meet the Buyer Seminars will be held during the week commencing 8 September 2008,
starting in Chennai with a seminar followed by a joint networking event in conjunction with the
SMMT (Society of Motor Manufacturers and Traders).

Seminars will be held in Pune and Chennai - Indian construction equipment and automotive
clusters. To maximise the impact of the UK presence in India the CEA will link up with delegates
from the SMMT (Society of Motor Manufacturers and Traders) in Chennai for joint networking
events. The CEA will:-

e organise the guest invitations (speakers welcome to add any of their own contacts)
e arrange the Seminars, factory visits and networking events,
e Arrange in market travel, domestic flights and hotels.

Thanks to generous UK Trade & Investment sponsorship, no charge is made for participation in
the Seminars — although speakers will be required to meet their own costs for travel,
accommodation, subsistence etc. Grants may be available through the Regional Development
Agencies. Places are limited, and any UK company interested in participating should return this to
Joanna Oliver as soon as possible — joanna@aslnorth.co.uk or phone +44(0) 208 2534502

Phases Three and Four

Funding for phases three and four — a UK Inward Visit by Indian manufactures and end users and
an India Seminar / Conference to be held in the UK have been bid for in the 2008/09 UKTI
Advanced Engineering bidding round. The results of which should be known shortly.

Conclusion

With its commitment to improving infrastructure, commercial buildings and housing stock, India is a
vast market with huge opportunities for UK manufacturers — both OEMs and component
manufacturers. However, it is also a highly price sensitive market with high import tariffs for most
finished good and components and is intensely bureaucratic and demanding. Labour costs are
increasing and workforce attrition rates are high. Due to heavy demand, the costs of raw materials,
especially steel are at a level where the cheap manufacture of basic components is not necessarily
lower than in the west. UK companies should not expect it to be easy to break into — but with
perseverance, research and the right product there are excellent opportunities to increase sales,
find partners and joint ventures and source components.

With its ongoing India Knowledge Base programme, CEA strives to identify these opportunities and
to ease market entry for suitable UK companies.

Joanna Oliver
CEA Director of Global Programmes
May 2008
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Company Name:

Advanced Construction Technologies PVT Ltd (ACT)

Name and Position of
Contact:

Mohan Ramanathan - Managing Director

Address: 16 Cenotaph Road, Teynampet, Chennai, 600018
ACT has four branch offices in Tamil Nadu and one in Kerala.
Phone: +91 44 2435 3694
Fax: +91 44 2434 2272
Mobile: +91 9840 0863 50
E-mail: transtec@vsnl.com
Website: www.actind.com

Activities, structure and
history:

ACT has a number of facets to its business.

e Volvo dealers for the southern part of India - Tamil Nadu and
Kerala.

e Distributors for:
Atlas Copco
Carmix
CDI
CEDIMA
ERKAT
Indelec
Olvex (Russia)
Schnell
Wacker

e Contractors for demolition and recycling projects around India.
ACT is the largest scientific demolition contractor in India
working nationwide on demolition projects — often in conjunction
with larger general contractors.

e Contractors for structural strengthening and retrofitting services
for buildings.

e Consultants on disaster management and failure investigation.
e Service dealer and provides engineers for Deutz engines and
can also service Cummins and Perkins engines with his trained

engineers. The engineers are trained in house.

e Rental of Atlas Copco, hand held and drilling equipment.
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e Rental of diamond cutting, drilling and sawing equipment.

e Expanding range of innovative products including:
Rebar tier (battery operated)
Portable rebar cutter
Rotating laser level
Digital laser distance Meter

e Training workshops for service engineers.
ACT has been in existence for 60 years and was started by the present
MD, Mr Ramanathan’s grandfather. The equipment importing business

has been trading for 8 years.

Mr Ramanathan is a member of the Bureau of Indian Standards, which
helps draft legislation for technical standards of equipment.

Mr Mohan is a friend of David Redhead of BSP and has bought
hammers from him. (Checked with DR - correct).

Opportunities for the UK:

Looking for more hand tools to distribute. Mr Ramanathan would also be
interested in meeting companies manufacturing hand tools and light
equipment as he felt there were no good domestic manufacturers.

ACT is also interested in material handling products. He said that AUSA
couldn’t find a good agent, (presumably he had spoken to them and they
didn’t want to work with him).

Looking to represent a site dumper manufacturer - possibly Terex,
Thwaites and Winget.

Interested in acting as a dealer for a mobile tower lighting company —
possibly Towerlight or Sandhurst.

Would like to focus more on the attachment side of the construction
equipment sector.

Sourcing:

ACT is particularly interested in getting a manufacturing agreement to
start manufacturing in India something called a Rotortilt, which is made
by a company in Sweden called Engcon. This was described as a “tilting
hydraulic cuff’, which is branded as “giving a wrist to your bucket”. It
gives a 90% turn of the bucket on the hydraulic arm. ACT wants to buy
the design, manufacture it in India and pay royalties to the company. Mr
Ramanathan said the attachments, which are made in Sweden are very
expensive. www.engcon.com. He asked if there was a company in the
UK manufacturing them.

Other opportunities /
comments from Mr
Ramanathan:

There is space in the market for a good rental company to start up.
Although the demand was not great at present — there would be an
established need in 18 months to two years.

Although mini or midi excavators are not widely manufactured in India,
there will be a market for them very shortly as contractors are now
looking for maximum speed on a project with minimum disruption
particularly when they are working on jobs in cities. TATA had tried to
make mini excavators and had failed — he but chose not to elaborate on
why.



http://www.engcon.com/

Used equipment that is being imported into India is sold as is and
refurbished / remanufactured. There was probably a good market for
refurbished / remanufactured equipment in the Indian market.

ACT has links with a training institute to train people to operate Volvo
equipment at the Volvo India University - previously run by Ingersol
Rand. The University offers a diploma then a master’s degree course.

As a dealer/distributor, ACT don’t hold a large inventory of imported
capital equipment because Indian tax rules mean that duty has to be
paid on imports - but they do keep stocks and spares for light
equipment, concrete equipment, etc.

It's easy to get financing for construction equipment as Indian banks are
cash rich at the moment and if you have a good credit reference, it's
easy to get financing. He said 95% of capital equipment is funded

Used equipment is starting to come on stream for sale.

Rental isn’t very big yet in India, apart from Quipo, but he thinks in the
next two years it will really take off. He said that he thought that Quipo
had started as a rental company because it was part of Srei International
Finance Group who were buying a lot of equipment off shore and if they
couldn’t find a buyer for it in India, then it went on rental.

There is a CAT rental office in Chennai and Nagpur which rented out
equipment up to backhoe size but he did think that there was space for
another good rental company to start up.

Import tax on capital goods is likely to go down by 5% in 2008.

He also mentioned, which | have not heard from anyone else, that if you
are moving construction equipment around the different states in India,
then the equipment can be taxed as it crosses the state border. However
he said the tax between states was supposed to be unified in the next
few years and once that was done, there would be more opportunity for
stock to be moved around and also for the sale of second hand
equipment.

When sourcing equipment from overseas, long delivery dates were a
problem.

He said that on his contracting side, ACT has 4 Volvo hydraulic
excavators. They are also a sub contractor for L&T on big projects. He
said L&T can be choosy about which construction projects they take as
they are such a big player in the market.

He mentioned he had worked with them on hydro carbon projects, the
Delhi airport project and on some IT parks. He said with their hydro
carbon projects, L&T tended to work with 25 sub contractors, but on a
big IT park or an airport, they might work with over 200 sub contractors
of all types, not just contractors with equipment, but also those supplying
glass, sanitary wear and plumbing.

Used equipment, if it was imported into India, still attracted 31-35%
import tax and it was only the residual value of the equipment that made
it cheaper than new. Used equipment imported into India, had to be
certified to make sure they met with all the technical standards that are
presently operative in India. There are agents who can do this at the port
of entry.

A lot of western equipment was far too technically sophisticated for the
domestic market, people wanted user-friendly equipment and they didn’t




want automated controls and computerised cabs. Operators tended to
reject the highly technical machines, as they were afraid of damaging
the technology. Operators tended to have very low literacy levels and
little education, so it was very hard to teach them anything to technical.

Mr Ramanathan said he was interested in starting a training school for
operators, mechanics and service engineers on operating machinery
and also site safety. He said he would like to find 100 people per year to
train as engineers.

ACT is a member of the VDMA as it has been importing a lot of German
equipment for a number of years.

Volvo has just opened a new design department in Bangalore for
designing their global products in construction equipment.

Indian manufactured block making equipment was first class.




Company Name:

Amalgamations Private Ltd

Name and Position of
Contact:

A Krishnamoorthy - Vice Chairman

Address: 861 Anna Salai, Chennai 600002, India
Phone: +91 2858 6610

Fax: +91 2858 3174/ 2858 3179

Mobile:

E-mail: akvcamal@md4.vsnl.net.in

Website: www.amalgamationsgroup.com

Activities, structure and
history:

There are 43 companies in the Amalgamations Group (AG), with 34
manufacturing plants covering engineering primarily for the automotive
and tractor sectors. They include: engine components, engine bearings,
pistons, wheels and bearings. On the forging side, they forge axles,
crankshafts and precision forgings.

AG also has some machine tooling capability for the engineering sector
and manufactures the machine tools. They have several non
engineering divisions which include: AMCO Batteries (est. 1956),
Addison & Co. precision metal cutting tools (est. 1873) Stanes Tyre and
Rubber products (est. 1943), tea and coffee plantations and a publishing
house - Higginbothams (est. 1844).

Three of the main components of the Amalgamations Group are
Simpsons (est. 1840), TAFE (tractors and farm equipment) (est. 1960)
and Agco who make tractor engines. (Massey Ferguson/Simpsons/
Agco)

AG is the second largest tractor engine manufacturer next to Mahindra
Tractors. It is the largest manufacturer of diesel engines for tractors in
India.

AG supplies engines for gen-sets. Simpsons engines meet the
European emissions standards for industrial applications.

AG has joint ventures with Stanadyne Corp. USA and BBL Daido Japan.

AG makes diesel engines for the global market and repairs engines for
the domestic market. It makes engines for New Holland and John
Deere, which use India as a manufacturing base as they can achieve the
quality and price control which made them competitive in the export
market.

AG has associations with a number of leading global companies
including: Perkins (going back to 1948 when Frank Perkins first visited
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India), Massey Fergusson (AGCO) T&N Group ( Federal-Mogul).

AG customers include: Ford, TATA, Mahindra, Hyundai, Caterpillar,
General Motors, Toyota, Honda, Cummins, Fiat, Eicher, Escorts, New
Holland and Maruti.

Opportunities for the UK:

AG wants to grow its business. At present it supplies CAT and JCB with
some engine components, also L&T Komatsu with engines.

Mr Krishnamoorthy would like to meet with UK companies to discuss
opportunities and was very interested in participating in the CEA seminar
mission in 2008.

In common with other the CEA companies visited, AG had not yet been
approached by any other national trade associations.

On mentioning to Mr Krishnamoorthy the possibility of Gordon Brown’s
visit to India he felt that prime ministerial/ministerial visits were very
much on a superficial macro level and no real trade was done — just the
mouthing platitudes. Any real business needed to be done on a lower
level directly with companies.

Partnerships:

The Tractor companies of AG may be interested in a joint venture with a
European company.

Sourcing:

AG is well placed to manufacture components for UK manufacturers and
is very interested in expanding the construction equipment side of its
business.

Other opportunities /
comments from Mr
Krishnamoorthy:

(Mr Krishnamoorthy is
the son of the founder of
the group)

Domestic engine and component prices are very competitive but he
wasn’t sure that the domestic capacity at present was adequate.
Therefore a lot of Indian companies were expanding so that they could
meet the growing demands of the construction equipment sector.

There are opportunities for manufacturers of trenching and pipe laying
equipment to set up in India because they are not yet manufactured
domestically. Equipment presently tended to be imported from Japan by
Komatsu and Yanmar.

There was a growing need for smaller equipment because
mechanisation was rapidly increasing as the metro developments grew.
This would lead to a move away from manual labour, which was
becoming more costly. Space restrictions in cities gave rise to a need for
smaller equipment for jobs that would have previously been done by
manual labour, like trenching, sewer repairs, etc.

Many ports were being redeveloped and were working to very tight
deadlines and so increased mechanisation was required.

Although there were huge infrastructure projects in road building at
present, he felt that this would slow down and the infrastructure
programmes would move to other areas such as ports, airports, rail and
freight corridors.

Indian construction sites were very strictly governed by legislation. The
Indian Health & Safety departments were looking at the laws covering
the demolition of buildings and these were likely to be tightened up in the
near future.




There were moves afoot to create a free trade area with China, but, of
course, Indian domestic manufacturers were concerned about this
because it would open the door for a massive amount of low cost
Chinese goods being dumped in India. He thought it was important that
representation be made from the India government about anti-dumping
measures to protect domestic industry.

India has been a service based economy for a number of years and is
now moving towards being manufacturing industry based, whereas the
Chinese have gone straight into the manufacturing base and the
economy has grown exponentially. India now needs to catch up instead
of just offering call centres.

Advantages of manufacturing in India over China were that Indian
companies:
e Had acceptable levels of transparency and integrity when doing
business.
e Had respect for intellectual property.
e The capital can be re-exported, royalties can be repatriated.
e There was a good investment climate in India.




Company Name:

Bharat Forge Ltd

Name and Position of
Contact:

Mr G K Agrawal - Deputy Managing Director
Mr Manish Khandelwal - Senior Manager International Business
Mr Yogesh Agrawal - Deputy Manager International Business

Address: Mundhwa, Pune, 411036, India
Phone: GKA - +91 2026 702448
one MK - +91 2026 702496
YA - +91 2026 702777
Fax: +91 2026 820699
Mobile: GKA - (h) +91 2027 2703 13
MK - +91 9860 0921 25
YA - +91 9850 9844 61
E-mail: yagrawal@bharatforge.com
gkagrawal@bharatforge.com
mkhandelwal@bharatforge.com
Website: www.bharatforge.com

Activities, structure
and history:

Established in 1966, employing 6,700 people and part of the US$1.5 billion
Kalyani Group, Bharat Forge (BF) is the world’s largest foundry in a single
location and is the world’s second largest overall foundry company. BF has
another plant at Chakan nr Pune. It has three manufacturing divisions:
Closed Die Forging, Open Die Forging and Machined Components.

The Kalyani Group has joint ventures with Meritor (USA), Carpenter
Technology Corp. (USA), FAW Corp. (China) Hayes Lemmerz (Germany).
BF has operations in a number of countries, including the UK where it has a
foundry in Scotland (Ayr).

The BF Pune plant was vast and very well organised, very modern,
particularly the machine tooling production line, a lot of which was automated
and appeared to be running to an extremely high standard which would
equal or better anything seen in the west.

Bharat Forge Pune produces: steel forgings, machine crankshafts, pistons,
front axel assemblies, steering knuckles, rocker arms, control arms,
connecting rods, camshafts, steering arms, spindles, wheel carriers, piston
crowns, small forgings, open die forgings and general engineering
equipment for the automotive, diesel engine, railway, construction
equipment, oil and gas and other sectors.

The Heavy Forge division produces forged and machine components (open
die forgings) for the capital goods industry: sugar plants, steel plants, cement
plants, bulk material handling, steam turbines, hydro turbines, windmills,
oilfield equipment and other industries.
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BF bills itself as a “Full Service Supplier” of engine and chassis components.
It offers a service from product conceptualisation, design, manufacturing,
testing and validation. BF is the largest exporter of automotive components
in India and the leading chassis components manufacturer in the world.

BF is presently supplying Caterpillar (engines and undercarriages, some
track links and rollers), Cummins and Perkins in the construction equipment
sector.

BF can offer fabrications and machining capabilities in addition to the core
foundry operation.

They are supplying:

e Tractor Engines Ltd, a previous Caterpillar joint venture, supplying
them with track links and roller assemblies.

e Telcon and JCB for niche products.

e |n Germany they are manufacturing bucket teeth, and are almost
making 100% of bucket teeth in Germany for ground engaging tools.

e Their new 80 tonne hammer will be able to handle over 40,000 parts
per annum from 500kg up to 200 tonnes in weight, so smaller
volumes might be of interest to them. Presently there is open
capacity on the hammer, whereas with their general foundry and
forging they are almost running to full capacity — so if they took on
new clients, any new business would have to be fitted into the work
schedule.

BF only employs graduate engineers for all grades of job. They run an
apprenticeship scheme for graduates who work for 18 months on the shop
floor to gain a full understanding of the work, after which they graduate to
engineering positions.

Opportunities for the
UK:

Source of forgings and components. Extremely keen on working with British
companies and would be very interested in meeting British companies at a
seminar or other event in India.

If BF thought there was a sustainable amount of business to be had from UK
CE manufacturers, they would consider visiting the UK on a meet the buyer
mission.

Other opportunities /
comments from:

Mr G K Agrawal

Mr Manish Khandelwal
Mr Yogesh Agrawal:

BF is expanding the sub assembly operation and they think that might be of
interest to manufacturers in the UK.

BF are installing some new heavy presses and hammers which will allow
them to make open forged parts for larger equipment, such as crushing and
screening and materials handling equipment.

| was advised that Lord Digby Jones had visited the plant in September 2007
with a view to them manufacturing components for the aerospace industry
and had said that he would be interested in helping them with that project.

Historically an automotive component supplier, BF has not traditionally
supplied construction equipment OEMs as volumes in CE have traditionally
been too low for them. Now the production of construction equipment is
increasing rapidly, they think that there is a market for their services and
products. Volumes are not as important on niche products because of the
higher values.

BF have no problems with shipping and supplying to just in time deadlines,




because they have regular shipments direct from the factory to the port.
They have their own fleet of lorries and, because they have regular
shipments, they get priority access to ship. They are shipping around 300
container loads of components per month.

BF asked me to explain how construction equipment works with UKTI and
fitted into the government sector with UKTI and BERR.

When asked if they perceived China as being a threat, they said that they
didn’t at present because they didn’t’ think the quality was as good as they
produced in India.




Company Name:

British Deputy High Commission

Name and Position

lan Mason - Deputy Head of Mission & Head of Commercial Section
Sujith Thomas - Assistant Trade & Investment Advisor

of Contact:

Address: 20 Anderson Road, Chennai, 6000006
Phone: +91 44 4219 2151

Fax: +91 44 4219 2321

E-matl SUith Thomas@1zo.gov.uk
Website: www.ukinindia.com

Meeting notes and
comments from lan
Mason:

lan said he was only in his post until February 2008. After that he would be
working with Helen Yendall in the West Midlands as part of a UKTI Regional
Trade team, so he could be a useful contact to have there. His replacement,
Rob Kelly, would be arriving in the New Year. He seemed to think | was seeing
the right people and he reiterated that Feedback — the company UKTI had
used to undertake a report on the Indian construction sector, appended to the
CEA Report — was a good company to use to do a research report.

lan said that Komatsu were building a complete knock down facility in Chennai
to manufacture dump trucks and tipping trucks. He also mentioned a company
called Kaparo who are an automotive manufacturer in Chennai which is owned
by Lord Paul. The factory is run by his son, the honourable Angur Paul.

| mentioned that | had been approached by one of the leading contractors with
the suggestion that we might like to set up some sort of engineering graduate
exchange which would be to send qualified engineers that had graduated in
the UK to work in India and send Indian engineers back to the UK for
technology transfer. He thought that was a good idea and it might be
something that both the British Council and UKTI would be interested in getting
in involved in.

lan said that corporate social responsibility was very important in India and that
there were some generous funding programmes available. He suggested other
companies worth going to visit would be Ashok Leyland, who have an R&D
Technology Transfer facility and are looking at supplying into the defence
sector from their Indian base, TAFE who manufacture tractors and farm
equipment and are part of the Amalgamations Group and ELGI Components
and Precal who make automotive components.

He then told me about the services he could offer if the CEA came with a
group. He would expect that | would either commission an OMIS (Overseas
Market Introduction Service) or that the members of the group would
commission one - this would cost £1,500 each. He said he could organise a
reception for me, for around £400 plus the cost of the reception. When told it
would be on a UKTI funded programme, he said he would not charge the
£400, just the reception, which included sending out invitations.
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