


SANDHAR TECHNOLOGIES: 

Priorities and Partnerships for Future

In conversation with Mr. Arvind Joshi, 

Wholetime Director, CFO and Com-

pany Secretary, Sandhar Technologies 

Ltd., on what drives his Rs. 20 billion 

worth company to constantly pursue 

new opportunities emerging out of 

disruptive megatrends and its ways-

and-means to embrace sustainability 

in auto component manufacturing. 
The pƌoĐess of eǀoluioŶ takes a ĐoŵpaŶǇ oŶ to gƌeat 

thiŶgs. “oŵeiŵes, its jouƌŶeǇ ŵaǇ ŵake seŶse, ǁhile at 
otheƌ iŵes, its stoƌǇ ŵaǇ siŵplǇ suƌpƌise Ǉou. I ƌeĐeŶtlǇ 
Đaŵe aĐƌoss a ϯϭ-Ǉeaƌ loŶg stoƌǇ of a hoŵe-gƌoǁŶ auto 
paƌts ĐoŵpaŶǇ that stoƌŵed ŵǇ ŵiŶd ǁith aǁe. Its Ŷaƌƌa-

iǀe took ŵe ďaĐk iŶ iŵe, ďut also gaǀe ŵe a gliŵpse of 
ǁhat this ĐoŵpaŶǇ gƌasps foƌ futuƌe! What this ĐoŵpaŶǇ 
has gƌoǁŶ iŶto aĐƌoss its iŵeliŶe is siŵplǇ staggeƌiŶg, 
beginning its day one as a sheet metal components sup-

plieƌ ĐeŶtƌed oŶ a loĐal OEM ďaĐk iŶ ϭϵϴϳ to ďeĐoŵe a 
ŵulifaĐeted ŵaŶufaĐtuƌiŶg house iŶǀolǀiŶg diǀeƌse ƌaŶge 
of products across vehicle segments. 

The stoƌǇ of “aŶdhaƌ TeĐhŶologies is iŶdeed a ĐlassiĐ 
example of successful business partnerships making silent 

ƌeǀoluioŶ iŶ the IŶdiaŶ auto ĐoŵpoŶeŶts iŶdustƌǇ, ďǇ 
stƌeŶgtheŶiŶg doŵesiĐ desigŶ aŶd ŵaŶufaĐtuƌiŶg Đoŵ-

peteŶĐe. Foƌ iŶstaŶĐe, the ĐoŵpaŶǇ is the ǁoƌld s͛ laƌgest 
supplieƌ of tǁo-ǁheeleƌ loĐks, ǁhiĐh staĐks up alŵost 
Ϯϭ.ϭ peƌ ĐeŶt of its total ƌeǀeŶue. It also holds a Ϯϴ peƌ 
cent global market share in manufacturing seatbelt spool 

foƌ passeŶgeƌ Đaƌs. While aďout ϱϴ.ϭ peƌ ĐeŶt of the Đoŵ-

paŶǇ s͛ ƌeǀeŶue pie aĐĐouŶts foƌ its tǁo-ǁheeleƌ pƌoduĐts 
poƌfolio, soŵe ϯϯ.ϲ peƌ ĐeŶt is atƌiďuted to that of fouƌ-
ǁheeleƌs aŶd ĐoŶstƌuĐioŶ eƋuipŵeŶt ;CEͿ that iŶǀolǀes 
a ǀaƌietǇ of ŵetal staŵpiŶg aŶd die ĐasiŶg ĐoŵpoŶeŶts 
among others. 

That s͛ Ŷot all. With ϰϬ ŵaŶufaĐtuƌiŶg faĐiliies aĐƌoss 
IŶdia aŶd aďƌoad, “aŶdhaƌ is said to ďe iŶǀesiŶg sigŶii-

ĐaŶtlǇ iŶ deǀelopiŶg Ŷeǁ pƌoduĐt liŶes iŶ liŶe ǁith ŵaƌket 

tƌeŶds aŶd ĐoŶsuŵeƌ pƌefeƌeŶĐes of the futuƌe. This iŶĐludes Ŷeǁ 
plasiĐ ŵouldiŶgs, ziŶĐ aŶd ŵagŶesiuŵ die ĐasiŶg, fuel puŵps aŶd 
ilteƌs, aŶd helŵets to Ŷaŵe a feǁ. UŶdeŶiaďlǇ, “aŶdhaƌ TeĐhŶolo-

gies is one such behemoth player transforming the local auto parts 

industry in the country.  

MakiŶg pƌioƌiies ƌight
DiƌeĐtoƌ aŶd CFO todaǇ, Mƌ. AƌǀiŶd Joshi ďeaŵs ǁith pƌide iŶ the 
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“Post-GST, the Indian aftermarket is becoming 

more and more organised, creating new oppor-

tunities for tier-1 suppliers. Consumers’ aware-

ness on quality products and their purchasing 

power is also helping this space to mature. 

–  Mr. Arvind Joshi, Wholetime Director, CFO and 

Company Secretary, Sandhar Technologies Ltd.
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ǁaǇ his ĐoŵpaŶǇ has stƌiǀeŶ haƌd to shape its oǁŶ desiŶǇ all these Ǉeaƌs. IŶ 
aŶ eǆĐlusiǀe iŶteƌaĐioŶ ǁith MOTO‘INDIA, he said the “aŶdhaƌ s͛ eŵeƌgeŶĐe 
as aŶ iŶlueŶial gƌoup iŶ the auto ĐoŵpoŶeŶts iŶdustƌǇ todaǇ goes ďaĐk to 
deĐades of ĐoŶsĐious plaŶŶiŶg aŶd ŵuliple ĐollaďoƌaioŶs. ͞IŶiiallǇ, ouƌ poƌt-
folio ǁas liŵited to just feǁ speĐiiĐ pƌoduĐts ied aƌouŶd aŶ OEM iŶ the tǁo-
ǁheeleƌ segŵeŶt. IŶ due Đouƌse, ǁe ƌealised that to eŶsuƌe sustaiŶaďle gƌoǁth, 
ǁe haǀe to deĐouple ouƌselǀes fƌoŵ the gƌoǁth Đouƌse of OEMs .͟ 

“aŶdhaƌ, he eǆplaiŶs, ƌe-deǀised its Đoƌe stƌategies iŶ tǁo ǁaǇs. FiƌstlǇ, ďǇ iŶ-

ĐƌeasiŶg its ĐoŶteŶt peƌ ǀehiĐle, theƌeďǇ pƌopoƌioŶatelǇ aĐhieǀiŶg ŵoƌe ƌeǀeŶue 
peƌ ǀehiĐle, ǁhile siŵultaŶeouslǇ diǀeƌsifǇiŶg its pƌoduĐt poƌfolio aĐƌoss aŶĐil-
laƌǇ Đategoƌies aŶd ǀehiĐle segŵeŶts. ͞We staƌted ǁith sheet ŵetal staŵpiŶg 
foƌ ŵotoƌĐǇĐles, ďut lateƌ oŶ diǀeƌsiied iŶto loĐkiŶg sǇsteŵs, ƌeaƌ-ǀieǁ ŵiƌƌoƌs, 
plasiĐ ŵouldiŶgs, ĐasiŶg ĐoŵpoŶeŶts, aŶd so oŶ. This ǁaǇ, ǁe eŶsuƌed laƌge 
ƋuaŶtuŵ of ďusiŶess fƌoŵ ouƌ OEM ĐlieŶts, ǁhile also sigŶiiĐaŶtlǇ ĐuiŶg ouƌ 
pƌoduĐioŶ Đosts, ǁhiĐh iŶ tuƌŶ ŵade us ŵoƌe eiĐieŶt aŶd Đapaďle foƌ fuƌtheƌ 
iŶǀestŵeŶts ,͟ he said. 

Fuƌtheƌ, diǀeƌsiied teĐhŶologǇ plafoƌŵs haǀe helped this ĐoŵpaŶǇ esĐape 
segŵeŶtal hiĐĐups aŶd eŵďaƌk oŶ a gƌoǁth ĐoŶiŶuuŵ. ͞Gƌoǁth dǇŶaŵiĐs aŶd 
Đustoŵeƌ pƌefeƌeŶĐes aƌe difeƌeŶt aĐƌoss ǀaƌious segŵeŶts aŶd theƌe is Ŷo 
uŶifoƌŵ gƌoǁth pateƌŶ oƌ peƌiod foƌ all. Thus, a ǁide-ƌaŶgiŶg pƌeseŶĐe ďƌiŶg us 
a self-suppoƌiŶg ďalaŶĐe iŶ teƌŵs of ƌeǀeŶue foƌ the house, the Đƌoss suďsidisa-

ioŶ that takes plaĐe ďetǁeeŶ ǀaƌious segŵeŶts aŶd Đustoŵeƌ Đategoƌies ofset 
ŵaƌket uŶĐeƌtaiŶies iŶ a ďig ǁaǇ ,͟ aĐĐoƌdiŶg to Mƌ. Joshi. At the pƌeseŶt iŵe, 
he said, it is the CE segŵeŶt that helps “aŶdhaƌ to post ϮϬ peƌ ĐeŶt plus gƌoǁth, 
the iŵe ǁheŶ passeŶgeƌ Đaƌs aŶd tǁo-ǁheeleƌ ŵaƌkets shoǁ ŵedioĐƌe peƌfoƌ-
mance.

DƌiǀeŶ ďǇ futuƌe
Oǀeƌ the past siǆ Ǉeaƌs, “aŶdhaƌ TeĐhŶologies has iŶǀested oǀeƌ ‘s. ϲϱϬ 

Đƌoƌes to pƌepaƌe the Ŷeǆt leǀel of Đapaďiliies iŶ liŶe ǁith futuƌe tƌeŶds. Mƌ. 
Joshi said: ͞Fiƌst thiŶgs iƌst, “aŶdhaƌ is alǁaǇs dƌiǀeŶ ďǇ futuƌe, that ǁe pƌepaƌe 
ŵuĐh iŶ adǀaŶĐe ahead of iŶdustƌǇ Ŷeeds. We aspiƌe gƌoǁth Ŷot just iŶ ƌeǀeŶue 
Ŷuŵďeƌs, ďut ŶeĐessaƌilǇ iŶ opeƌaiŶg aĐiǀitǇ, as ǁe seek iŶfƌastƌuĐtuƌe setup 

to haǀe elasiĐitǇ foƌ futuƌe, ŵaǇ it ďe the E‘P 
sǇsteŵ ǁaǇ ďaĐk iŶ ϮϬϬϮ oƌ estaďlishŵeŶt of 
at least one manufacturing facility every year 

siŶĐe ϮϬϬϱ .͟
The last iŶaŶĐial Ǉeaƌ, iŶ paƌiĐulaƌ, has ďeeŶ 

a goldeŶ peƌiod foƌ the ĐoŵpaŶǇ, ǁith a tuƌŶo-

ǀeƌ of aƌouŶd ‘s. ϭ,ϵϬϬ Đƌoƌes, ǁhiĐh ŵaǇ 
shoot up to ‘s. Ϯ,ϱϬϬ Đƌoƌes ŵaƌk iŶ FYϮϬϭϵ. 
Aďout siǆ Ŷeǁ joiŶt ǀeŶtuƌes ǁith iŶteƌŶaioŶal 
paƌtŶeƌs has ďeeŶ sigŶed iŶ this peƌiod, aŶd 
the eŶsuiŶg Ŷeǁ pƌoduĐts is likelǇ to dƌiǀe up 
ƌeǀeŶue iŶ upĐoŵiŶg Ǉeaƌs, said the DiƌeĐ-

toƌ. ͞The gƌoǁth siŶĐe FY ϮϬϭϴ is ŵoǀiŶg iŶ 
a ĐoŶiŶuuŵ geŶeƌallǇ speakiŶg. The ŵaƌket 

“How fast can you adapt to the changing environ-

ments? How receptive can you be to meet the pref-

erences of OEM customers and end users? That’s 

indeed the critical vision essential for survival of an 

auto component supplier these days. 

– Mr. Arvind Joshi
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ƌeŵaiŶs laƌgelǇ ďullish, although the ĐoŶsuŵeƌ deŵaŶd is af-
feĐted due to uŶĐeƌtaiŶies aƌisiŶg out of disƌupiǀe tƌaŶsiioŶs 
iŶto B“-VI aŶd eleĐtƌiiĐaioŶ espeĐiallǇ iŶ the passeŶgeƌ Đaƌs 
segŵeŶt ,͟ he added.

With ƌegaƌd to pƌoduĐt liŶes, “aŶdhaƌ ǁaŶts to ƌeŵaiŶ 
foĐussed oŶ safetǇ aŶd seĐuƌitǇ sǇsteŵs foƌ autoŵoďiles, ǁith 
thƌust oŶ eleĐtƌoŶiĐ aŶd ĐoŶŶeĐted teĐhŶologies, light ǁeight-
iŶg, aŶd eiĐieŶĐǇ. ͞Ouƌ eǆpeƌise to ĐoŵďiŶe steel ǁith plas-

iĐs, ziŶĐ aŶd ŵagŶesiuŵ die-ĐasiŶg, aŶd seŶsoƌ-ďased ďodǇ 
ĐoŶtƌol ŵodules aƌe ŵakiŶg a huge difeƌeŶĐe alƌeadǇ. We aƌe 
Đoŵŵited to ďƌiŶg OEM-ĐeŶtƌiĐ ĐoŵpoŶeŶts ďased oŶ ĐhaŶg-

iŶg iŶdustƌǇ staŶdaƌds aŶd pƌefeƌeŶĐes of ĐoŶsuŵeƌs ,͟ Đlaiŵed 
Mƌ. AƌǀiŶd Joshi. It is a ĐoŶsĐious deĐisioŶ, he opiŶed, Ŷot to 
ǀeŶtuƌe iŶto feƌƌous ĐasiŶg, foƌgiŶg, oƌ eŶgiŶe ;ŵeĐhaŶiĐalͿ 
ĐoŵpoŶeŶts as theǇ aƌe ǀulŶeƌaďle to disƌupioŶs of teĐhŶologǇ 
cycles.

The ĐoŵpaŶǇ s͛ teĐhŶiĐal ĐollaďoƌaioŶ ǁith WhetƌoŶ EleĐ-

tƌoŶiĐs of TaiǁaŶ, he Đited, is ŵakiŶg huge pƌogƌess iŶ eŵeƌgiŶg 
autoŵoiǀe eleĐtƌoŶiĐs. The JV “aŶdhaƌ-WhetƌoŶ is ƌolliŶg ouƌ 
passeŶgeƌ safetǇ pƌoduĐts iŶĐludiŶg ƌeaƌ paƌkiŶg assist, auto 
paƌkiŶg aŶd Đaŵeƌas, dƌiǀeƌ ŵoŶitoƌiŶg sǇsteŵ, tǇƌe pƌessuƌe 
ŵoŶitoƌiŶg, sŵaƌt loĐkiŶg, aŶd so oŶ. The ĐoŵpaŶǇ is also seŶs-

iŶg huge oppoƌtuŶitǇ iŶ plasiĐ tƌiŵs aŶd ƌelated aĐĐessoƌies, 
iŶĐludiŶg suŶ ǀisoƌs, Đaƌ sĐƌeeŶs, ŵoulded paƌts aŶd NVH solu-

ioŶs foƌ Đaƌs aŶd uilitǇ ǀehiĐles, ǁith aŶ ‘s. ϲϱ Đƌoƌes iŶǀest-
ŵeŶt iŶto a paƌtŶeƌship ǁith KǁaŶgsuŶg CoƌpoƌaioŶ of Koƌea.
DisƌupioŶ aŶd oppoƌtuŶiies

͞TeĐhŶologǇ disƌupioŶ is ŵoƌe pƌoŶouŶĐed iŶ the passeŶgeƌ 
ǀehiĐles segŵeŶt, uŶlike that of tǁo-ǁheeleƌ oƌ CVs. OEMs 
ǁaŶt to ǁoƌk ǁith supplieƌs ǁho ĐaŶ Đƌeate iŶfƌastƌuĐtuƌe aŶd 

iŶ-house ‘&D ǁell iŶ adǀaŶĐe ,͟ said Mƌ. Joshi, ǁhile addiŶg that 
“aŶdhaƌ estaďlished its oǁŶ ĐeŶtƌe foƌ iŶŶoǀaioŶ aŶd deǀelop-

ŵeŶt iŶ ϮϬϭϮ to ĐoŶstaŶtlǇ eŶƌiĐh ouƌ ĐapaĐiies iŶ desigŶiŶg, 
siŵulaioŶ aŶd pƌototǇpiŶg, tesiŶg, aŶd aŶalǇsis, theƌeďǇ 
augŵeŶiŶg ‘&D happeŶiŶg at ouƌ teĐhŶiĐal paƌtŶeƌs. He also 
eŵphasised oŶ his ĐoŵpaŶǇ s͛ ͚GloĐal͛ appƌoaĐh, ǁheƌeiŶ the 
synergies are rightly matched based on the markets they oper-

ate on.

Asked oŶ Ŷeǁ iŶteƌest aƌeas foƌ “aŶdhaƌ, the DiƌeĐtoƌ iŶsisted 
oŶ Ŷeǁ poteŶials aƌisiŶg iŶ the ateƌŵaƌket post-G“T ƌefoƌŵs. 
͞The segŵeŶt is Ŷoǁ ďeĐoŵiŶg ŵoƌe aŶd ŵoƌe oƌgaŶised, 
ǁhile ĐoŶsuŵeƌ aǁaƌeŶess oŶ ƋualitǇ pƌoduĐts aŶd theiƌ puƌ-
ĐhasiŶg poǁeƌ is iŶĐƌeasiŶg – ƌight iŵe foƌ us to up the aŶte ,͟ 
he oďseƌǀed, poiŶiŶg out to a JV ǁith AŵkiŶ Gƌoup that is Đoŵ-

iŶg up ǁith helŵets aŶd ďodǇ pƌoteĐiǀe paƌts foƌ the doŵesiĐ 
ateƌŵaƌket. These aƌe high-ƋualitǇ pƌoduĐts akiŶ to EuƌopeaŶ 
staŶdaƌds, eǀeŶ ǁith ĐoŶŶeĐted aŶd ǀoiĐe assist teĐhŶologies, 
ŵeeiŶg IŶdiaŶ BϮC ƌeƋuiƌeŵeŶts, he added. At pƌeseŶt, oŶlǇ 
aďout Ϯ peƌ ĐeŶt of total ƌeǀeŶue Đoŵes fƌoŵ ateƌŵaƌket, 
ƌeasoŶ paƌtlǇ ďeiŶg a ŵajoƌitǇ of its eǆisiŶg pƌoduĐts aƌe Ŷot 
consumables as such at end-user level.

IŶ a Ŷutshell, “aŶdhaƌ s͛ eǀoluioŶ lies iƌŵlǇ iŶ its pƌioƌiies 
aŶd ƌesouƌĐe fouŶdaioŶ iŶĐludiŶg teĐhŶiĐal paƌtŶeƌships. ͞We 
ǁill ĐoŶiŶue to ƌide oŶ ouƌ Đoŵŵited ĐollaďoƌaioŶs aŶd JVs. 
Ouƌ pƌioƌiies ǁill ďe to deǀelop Ŷeǁ ĐuiŶg-edge pƌoduĐts 
that ĐaŶ Đƌeate ŶiĐhe ŵaƌket foƌ us iŶ the iŶdustƌǇ, diǀeƌsifǇiŶg 
aĐƌoss difeƌeŶt segŵeŶts aŶd Đustoŵeƌ ďase ,͟ deĐlaƌed Mƌ. 
AƌǀiŶd Joshi.  
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