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NISSAN WILL BE betting hlgh on

the proposed merger with Honda

to resuscitate India operations.

whereit is hit by twin problems of

. market share slide and shunklng
dealershlp size,

: The Japanese company, set to"

“mark two decades of presence in.

India in 2025, hasteached an all-

1 timelowmarket share of 0.65%as:

" of the end of November, according
to data from-the Society of Indian .
- Automobile Manufacturers.

With SUVs Magnité and X- 'Iiall
‘Nissan offers just two models in .
India, the smallest portfolio by any

; cnmaker inthe country.
‘In addition to its limited model
.| offering, Nissan facesthe challénge
| -ofiinadequate retail presence in
India. The brand currently hasno

dealerships in Mumbai, the second-

Jargest car market in the country,
+"with only one showroom eachin
‘Navi Mumbai and Thane.

ssan faces :decline :

. & Nissan's lndla market @The brand )
~ share dropped to offers just two
- 0.65% models:

‘ Wﬁileu.Ritu‘ ‘Auton.lobilés, a

prb,miment ‘dealer of Nissan in .
. Mumbaiwentbankruptafewyears

ago, -Nissan dragged Torrent

Motors; another Mumbai dealer, to -
-court over a breach of obligations. -

In 2018, Nissan had a total of

- 272 touch points (sales showroom ’
and serviceworkshop) in the coun- *

try.-This number has remained
nearly unchanged in 2024 as the

fotal standsat 273.In 2017 it had.-

announced plans.of hitting 300
touch pointsby the end of thatyear.

A Nissan Motor India spokesper-
- son did not reply to queries seeking
.. reasons behind the under-penetra-

tion of the domestic market by the

company. In FY24, India recorded-
4,21 million passengervehicle sales
' (cars,SUVs,andvans)andlsexpected
- to finish FY25 with 4.3-4,4 million
units,securing the thirdspotglobally. -

Nearly 87% of this market is domi-

. nated by just five players: Maruti-

Suzuki, . Hyundai, Tata Métors,
Mahindra & Mahindra,and Kia,
-‘The proposed: partnership

with Hondawill not only help the -
two' companies tackle. growing

competition from Chinese com-

panies butwill help addresscom-
petitive. markets -like- India, -

believe market experts.

“The partnership between -

Suzuk1 and Toyota has tumed out a

blessing for Toyota whose 50% of |

the volume comes from Suzuki-
made productsinindia.Since both

- are Japanese and have similarities |

inbusiness culture, Honda and Nis-

sanalsohaveabetter chance of suc-'

cess than the partnership between

. a French Renault and a Japanese
* Nissan,” said a Bengalmu—based b
“automotive consultant i

Renault and Nissan have ajoint’
- factoryin Chennaiwhich produces
* cars for both brands. Both compa- |,
nies have developed products that -

can be common to both but sold .

under different brands. The com-:
‘ pact SUV Magnite, forinstance, is |
" essentially a Renault Kiger.




