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f vou are wondering why this

yvear's Auto Mall at Pragati

Maidan passed by without a
whimper, it's because there has
been no substantial car launch in
the last six months

The shding Motown economy
has bruised the Indian auto indus-
try with sales dipping. In
November, the sales of passenger
cars plunged from 103.031 to
83,079, while truck sales dropped
by half — the worst in 10 vears
In fact, Japanese auto firms like
Toyota and Honda have cut on
their sales projections, which
resulted in the former slashing 1ts
production by 50 per cent since
November Maruti Suzuki record-
ed a fall of 27 per cent, Mahindra
& Mahindra recorded a fall of
about 40 per cent and Tata Motors
showed 12 per cent decline in the
car sales

At Chennai. Hyundai Motors

has also begun keeping its facto-
ry closed for a day every week 10
rationalise production costs. The
Indian car market had recorded
a continuous growth of about 17.2
per cent over the last few vears
but this year the recession has
slowed down the growth to about
7-8 per cent. The car market has
hurtled down a tremendously
negative terrain. ‘But is it really
all that bad” How can the market
and the consumer benefit despite
this scenario? All is not lost
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the demand for vehicles is
increasing every month because
the kind of customers we are
dealing with have more dispos-
able income and are willing to
shell out even in hatd times like
these ™

Modwell even predicts that
the time is not far when car man-
ufacturers will be giving their cus-
tomers a double deal — a house
free with a car! This is a smart
way of ensunng allied deals with
high-end properties which are not
finding easy takers

SILVER LINING

Even as the Indian car manufac.
turers fight 1t out to stay in bus:-
ness, the global financial melt.
down has had no effect on the
imported car marke! 1 India
Some even [eel that the demand
of these cars has actually seen an
increase. In its ning months of
business in India, Magus, a com
pany that deals in imported cars,
has sold 27 imported cars all of
which are priced above 65 lakh
Save Amrit Modwell of Magus

Cars, "Despite the depressed
state of the Indian auto industry
we have been unaffected. In fact

S0 This hnancial mendown
may actually be a blessing in dis-
guise for the customers as they
may end up getting a better deal
in the end Says Sandeep Kapoor,
managing director. Relico Quick
India, the company that put up
Auto Mall, “Car manufacturers
are gearing up to impress the cus-
tomers. They are aiming at giving
them the best deal to stay in the
business This 1s also the time
when car manufacturers cannot
afford to get complacent with cus.
tomer demands.” So grab your
benefits now

Car manufacturers like Tata
Motors, GM, Hyundai, Ford,
Renault, Mahindra and Maruti
Suzuki are investing huge
amounts to establish new pro-
duction plants that wall roll out
economic category car models —
not to forget the Nano. GM is
planning to launch another van-
ant of its Tavera and Hyundai will
be concentrating on the newly
launched 120

THE APPREHENSIVE BUYER

Experts from the auto imdustry
feel that the demang for cars has
not reduced but the process has
become more complicated now
“Even if a customer wants to buy
a vehicle it has become very dif-
ficult from him to do so now The
complete lack of consumer
finance and high interest rates
are puttang off consumers from
buying vehicles. As banks are not
too keen to lend. the interest rate
on car loans has gone higher hy
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Make the most of
Motown bilu

['he auto industry may have felt the jolts of the global
incial meltdown but is now gearing up to win the

st of consumers, says Siddharth Tewari

S1X 10 eight per cent. S0, 11 is not
just the availability, but the bet.
ter cost of finance which is the
main problem,” says Kapoor

With any crisis come stonies,
some of them true, others made
up. And the case of the auto
industry has been no different
There were rumours that Marun
is gomng to slash its prices and
that General Motors and Ford
were filing for bankruptcy. Such
stories do not, in any way, encour-
age an already reluctant cus-
tomer. “It is not that people do
not have the money, they do, but
they do not want to part with 1t
now. They are not very sure for
how long the global financial
meltdown is going to stay and
how the car manufacturers are
going to react So they do not
want to risk their money,” savs
vintage car collector diljeet Titus

Modwell feels that it is the
nature of the buyers that defines
the Indian auto industry “The
small car market in India is very
sensitive as the buyers are not
from the upper section of the
society, most of them are those
who go for jobs from 9 to 5. Such
a customer will not invest until he
15 very sure that hus money 1s 10
safe hands At the moment car
companies themselves do not
seem very sure and this is cer-
tainly not the ideal time to invest
for such a buver,” says he

The basic problem lies in the
fact that though Indian aute
industry had witnessed a growing
customer base, it has not innoc-
ulated them from the global cri-
sis. The cnppling liqudity and
high interest rates have slowed
down the vehicle demand. This
falldown started in July with a
dechne of 1.9 per cent and there-
after the industry saw a major
slowdown in October last year

THE DESPERATI
MANUFACTURERS

In the previous vear, the auto
industry had seen its share of
some ups and downs and even
tried to find ways to get footfalls

Savs auto expert Ronojoy
Mukherjee, “After the industry
expenenced a heavy fall in the
maonth of August, September
proved to be a promising month
with things setting out at the
nght place. Then again the mar-
ket went in the negative terrain
swaved by the wand of recession
October usually is considered to
be the best month for car sales
because of the festive season but
unfortunately, last year it proved
to be a curse for the Indian auto
industry. Now [ think things are
looking shghtlv better

Though the aim of the man.
as many cus-
tomers as possible but experts

ufacturers is to gel

feel that cutting the price is not
the solution. Says Kapoor, “The
price of Honda Civic hybnd has
bedn reduced by almost 40 per
cent. Though the immediate price
cul gives a satisfaction 1o the cus-
tomers that they are getting a
good deal but 1t 1 not a solution
in the long run. The companies
should concentrate in winning
the trust of the customers. At the
moment, the basic problem that
we are facing is that the astomer
15 not ready to invest. To get hum
to do so one must offer schemes
that are veny tempting. \li(k!:u.;
to your oniginal prnce "
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Its customers a three year war-
ranty wherein all the expenses
will be borne by the company for
that period "I feel that this is the
correct way Lo J;lplu.ull a Situa
tion hike this. Gave the customer
added facihities so that he feels
that a company is there for him
as long as he has the car

Expertssuggest that market.
ing the product in a different hght
is the nght solution. “Keeping the
recession in nmund, car manufac
turers should focus of healthy
mileage, durabihity of the vehicle
and the cheap cost of spare parts
T'his way, a buyver may be inter-
ested 1in a vehicle as he wll
become aware of the positives in
the vehicle.” says Ronojoy

phote Pradeep Gaur



