Maruti Suzuki India Ltd"s (MSIL's) board on Tuesday approved
the issue of shares on a preferential basis to Suzuki Motor
Corporation (SMC) for the acquisition of the Gujarat plant
from its Japanese parent for a better grip of

production, including that of electric vehicles (EVs).

R CBHARGAVA, chairman, MSIL, in an interaction with
Surajeet Das Gupta in New Delhi, talks about the
company's EV plans, the need to acquire Suzuki Motor
Gujarat (SMG), and reorganisation. Edited excerpts:

Following the move to acquire SMG, what

does MSIL’s plan for EVs look like?

EV growth hasbeen slow in India. What we are aiming
foristhat by 2030-31around 15-20 per cent of our total

Translated into numbers, it will be around 0.5
million. It’s not a small number, but we will try our
best toreach it. We expect the electric car market
atthat time to be 6 million-7 million in terms of

WHATWE HAVE DONE (SMG'S

ACQUISITION) WILL LEADTO ONLY
L% DILUTION IN EQUITY AND IN RETURN,
WEWILLACHIEVE AN INCREASE
INOUR PRODUCTION CAPACITY
BY 800,000 VEHICLES
PERANNUM
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car sales comes from battery-powered electric vehicles. :

'Aiming for 20% of sales
to be EV-driven by 2031’

domestic sales per annum. We will have at least six
models and will start from the premium end, maybe
with asports utility vehicle.

So are you conceding the number one position
in electric cars to the competition?
Of course, because we are also going to
have hybrid cars, which, as farasI know, none
of our competition is working on, and this
includes ethanol. Forinstance, thereis no
country that has so much biogas potential (but India).
Thetarget for hybrid carsis separate.

You have said that reaching a4 million annual
capacity (from 2.2 million now) will require
reorganising the company substantially.
Are you planning any move like spinning
offthe EV vertical into a separate
company, as many have done?

A To climb from 2.2 million to4 million
capacityineightyearsisahuge
exercise. But no, we won’t spin off

the electric business; it hastobe part

" oftheproduction system. We don’t

" wanttheelectric team pushing only

their products; we want the company to

grow overall.

Clearly, some aspects
ofthe company have
tobe centralised, and
othersdecentralised.

We have towork
thisout. Turnto Page 6)»
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'2031. This requires reorganisation’

R C BHARGAVA, chairman, Maruti Suzuki India (MSIL), in an interaction with Surajeet Das Gupta in New Delhi, talks about the role
parent Suzuki Motor Corporation would play in India after giving up the Gujarat plant to MSIL. Edited excerpts:

Why did you choose the preferential
share route for acquiring SMG?
What we have done willlead toonly 4
per centdilutioninequityandin
return, wewill achieve anincrease in
our production capacity by 800,000
vehicles perannum.

Justtoexplain, currently issued
shares of MSIL are about 310 million.
Wewillissue nearly 13 million shares,
whichisabout4 per cent dilution. Total
shares will become 323 million. Suzuki
now has 175 million shares (56.4 per
cent) and after the preferential issue, it
will have 188 million shares or 58.2 per
cent.So Suzuki’s holding will goup
only by 1.8 percentage points.

Do you have any thoughts on
restructuring the company?

No, butwe have tosee. Globally there
are models like General Motors, which
comprises anumber of brands that sell
asseparate entities. Volkswagen has

many subsidiaries as it bought various
brands. But product planning and
technology development havetobe
centralised, so does the personnel
policy. But production units should be
allowed as much autonomy as possible.

Following SMG’s amalgamation with
MSIL, what will SMC in
Indiado?

Itwill build alithium-ion
battery plant withan
investment of37,300 crore
and own 100 per cent ofit.

R C BHARGAVA

manufacture any vehicle for us.

After battling out with minority
shareholders, MSIL signed a contract
manufacturing agreement with SMC’s
100 per cent subsidiary — to buy cars.
Atthat time, MSIL said that it wanted
tobelike Apple — an asset-light
company, concentrating
ondesign, marketing,
and sales. Why has this
changed now?
Timeshave changed. At
thattime, weneeded to

Wewill have huge
demand and we will buy
from it. SMC will also
undertake research and development
innew technology areasand has
already setup acompany forit. Itisalso
partofaJVwith other Japanese
companiesand isalready making
batteries for hybrid cars. It will,
however, from now on not

Chairman, MSIL

substantially strengthen
oursalesand marketing
teambecausein2011-12,
we were not doing well and had fallen
below 50 per cent market share. Suzuki
thought it would putin money, take
responsibility for buildinga factory,
and give us more confidencein
spending money on marketing and
sales. We saved ¥18,000 crore. The

money wasinour cash reserves and
earninginterest. We have earned in
eight years over5,800 croreX6,000
croreininterest, which is extra profit.

Then why change?

Thesituation haschanged. We havea
strong marketing team of 4,000 service
and 3,000 sales outlets; plus, we have
now embarked on increasing capacity
to4 million perannum. Also, we have
tocoordinate production between five
different technologies and will have to
deal with 28 models, which we will have
by 2031. Thistask would require
reorganisation of the company, and it
would have been impossible if Suzuki
continued todo one part of
manufacturing, which is one-fourth of
our total production. Sowe realised it
was amust toamalgamate and that
strategic planning is done in one place.



