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Short Description

This report is more valuable for automotive industry,automotive industry can use this manual for reducing the carbon di ...



Description


PROJECT REPORT ON 1



NEW PRODUCT LAUNCHALUMINIUM CAR DOOR (NOVELIS FUSION).



MARKET STUDY AND ANALYSE THE FEASIBILITY OF A NEW PRODUCT LAUNCH- ALUMINIUM CAR DOOR (NOVELIS FUSION).



PREFACE
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To start any business the success entirely depends on the marketing research done about the particular and the consumer attitude towards the product. Marketing research plays a vital role in a business to make it success. We have tried to put our best effort to complete this task on the basis of skill that we have achieved during our studies in the institute. We have tried to put our maximum effort to get the accurate statistical data. However we would appreciate if any mistakes are brought to us by the reader.
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The objective of my project at Hindalco was to analyze the feasibility of a new product launch in India. The product is multi –alloy aluminium sheet,that is using to manufacturing the BMW-7 serise car door.scintifically product name is “Novelis Fusion” which is adeveloped by Novelis fusion casting techonology. Novelis is a subsidiary unit of Hindalco Industries Ltd. After study of the report you are able to know. • Automobile market situation • Customer preface • Feasibility of the product



SCOPE OF THE STUDY-
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1. The study is helpful to estimate or forecast the demand for the new product. 2. The study will be helpful for the diversification or the expansion plans of the company. 3. The study will bring about the customer awareness about the company and its products. 4. The study is helpful to understand the existing gap in the market. 5. The study will determine the effectiveness of advertisement and sales promotion. 6. The study will be helpful for the management to take decision on launching the new product.
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EXECUTIVE SUMMARY



OBJECTIVEMARKET STUDY AND ANALYSE THE FEASIBILITY OF A NEW PRODUCT LAUNCH- ALUMINIUM CAR DOOR (NOVELIS FUSION). • To study the market feasibility for the product • To know the customer opinion • To study the problem related to traditional product MAJOR FINIDINGOur research is based on the new product lunch for Hindalco industries ltd.we are choosing the Indian and Asian automotive sector . During the research work we are finding that aluminium uses is increasing day to day and in the various sector like automobile ,construction house hold application etc people (customer)are satisfying the product quality . But some times we are got customer are more believing on the iron product .
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We are try to keep understand their thinking for aluminium product and we told that aluminium have equivalent strength like iron product. It is scientifically proof that car door weight is 20% of total weight of car so it reduce the mileage of car. CONCLUSIONThe company is already the market leader in the aluminium market and has now come up with its breakthrough innovative product aluminium car door (Novelis Fusion). The product is innovative and assures better product quality at greater cost effectiveness; moreover this technology is only with Hindalco which gives an edge to the company over its competitors. The company can differentiate its market offering through this product in the current competitive aluminium market. Having analysed the various aspects, it can be concluded that it is quite feasible to launch this new product.



RECOMMENDATIONS• Company should open their service mart to give more knowledge about the product and provide required service. • Company should increase the awareness about their product. • Company should focus more on its relationship with the agents, stockist and dealers. • Company should use the concepts of ‘Database Marketing’. • More attention has to be paid on the brand building of the company and its products. • Company should add new business customers but not at the cost of current customers. • Company should wait till the year end for its product launch as the market condition would be more feasible at that time.
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INTRODUCTION



INDUSTRY AND COMPANY OVERVIEW ADITYA BIRLA GROUP 11



A US $28 billion corporation, the Aditya Birla Group is in the league of Fortune 500. It is anchored by an extraordinary force of 100,000 employees, belonging to 25 different nationalities. In India, the Group has been adjudged "The Best Employer in India and among the top 20 in Asia" by the Hewitt-Economic Times and Wall Street Journal Study 2007. Over 50 per cent of its revenues flow from its overseas operations. The Group operates in 25 countries — India, UK, Germany, Hungary, Brazil, Italy, France, Luxembourg, Switzerland, Australia, USA, Canada, Egypt, China, Thailand, Laos, Indonesia, Philippines, Dubai, Singapore, Myanmar, Bangladesh, Vietnam, Malaysia and Korea. Globally the Aditya Birla Group is: :: A metals powerhouse, among the world's most cost-efficient aluminium and copper producers. Hindalco-Novelis is the largest aluminium rolling company. It is one of the three biggest producers of primary aluminium in Asia, with the largest single location copper smelter :: No.1 in viscose staple fibre :: The fourth largest producer of insulators :: The fourth largest producer of carbon black :: The 11th largest cement producer globally, the seventh largest in Asia and the second largest in India :: Among the world's top 15 BPO companies and among India's top four :: Among the best energy efficient fertiliser plants



In India: :: :: :: ::



A premier branded garments player The second largest player in viscose filament yarn The second largest in the chlor-alkali sector Among the top five mobile telephony companies 12



:: A leading player in life insurance and asset management :: Among the top three supermarket chains in the retail business Rock solid in fundamentals, the Aditya Birla Group nurtures a culture where success does not come in the way of the need to keep learning afresh, to keep experimenting. Beyond business — the Aditya Birla Group is: :: Working in 3,700 villages :: Reaching out to seven million people annually through the Aditya Birla Centre for Community Initiatives and Rural Development, spearheaded by Mrs. Rajashree Birla :: Focusing on: health care, education, sustainable livelihood, infrastructure and espousing social causes :: Running 41 schools and 18 hospitals



HINDALCO AN INTRODUCTION Hindalco Industries Limited, the metals flagship company of the Aditya Birla Group, is an industry leader in aluminium and copper. A metals powerhouse with a consolidated turnover of Rs.600,128 million (US$ 15 billion), Hindalco is the world's largest aluminium rolling company and one of the biggest producers of primary aluminium in Asia. Its copper smelter is the world's largest custom smelter at a single location. 13



Established in 1958, Hindalco commissioned its aluminium facility at Renukoot Renukoot in Eastern U.P. in 1962. Later acquisitions and mergers, with Indal, Birla Copper and the Nifty and Mt.Gordon copper mines in Australia, strengthened the company's position in value-added alumina, aluminium and copper products, with vertical integration through access to captive copper concentrates. In 2007, the acquisition of Novelis Inc. a world leader in aluminium rolling and can recycling, marked a significant milestone in the history of the aluminium industry in India. With Novelis under its fold Hindalco ranks among the global top five aluminium majors, as an integrated producer with lowcost alumina and aluminium facilities combined with high-end rolling capabilities and a global footprint in 12 countries outside India. Its combined turnover of US$ 15 billion, places it in the Fortune 500 league. Hindalco, at Renukoot, houses a fully integrated plant, comprising of 3 main plants i.e. the Alumina, Smelter & Fabrication Plants. Each plant employs varying Technology. With integrated facilities, output from various plants is used by next, along with varying raw materials. Company has its own captive power plant at Renusagar (30 Km away from Renukoot ) with installed capacity of 741.7 MW and 78 MW of Co Generation Plant at Renukoot itself. Alumina Plant: - It was commissioned with an initial capacity of 40,000 MTPA, which has now increased, to 700000 MTPA. The plant has been expanded in phases using new technology from time to time for energy efficiency and capacity enhancement. It employs the basic Bayer’s process and the major raw materials for the plant are Bauxite, Steam, Caustic Soda and Furnace oil. Aluminium Smelter: - It has 11 Pot lines with 2067 Pots installed with annual production capacity of 3,45,000 MT. The Smelter employs the Hall Heroult Electrolysis Process for the extraction of Aluminium from Alumina. Basic raw materials for the smelter are Alumina, Power, Anodes and Aluminium Fluoride. Fabrication Plant (Value Added Products): - The Fabrication Plant at Renukoot comprises of 4 Main Sections Remelt Shop, Cast House, Rolling Mills, Extrusion & Conform which produce Wire Rod, Sheets, Coils and Extruded Products. 14



Hindalco, an ISO 14001, ISO 9001:2000 and OHSAS 18001 Company. Recently these three system have integrated as IMS (Integrated Management System).



PRODUCTION CAPACITY ALUMINA RENUKOOT 685,000TPA SMELTER (PRIMARY ALUMINIUM) RENUKOOT 345,000TPA ROLLED PRODUCTS RENUKOOT



80,000TPA



EXTRUSIONS RENUKOOT 19700TPA



HINDALCO PRODUCTS PRIMARY ALUMINIUM PRODUCTS INGOTS: Hindalco produces high purity ingots through the smelting process. Alloy ingots of various grades are also produced mainly used for production of
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castings in Auto Industry as well as electrical applications. Both these products are re-melted and further processed into a large number of products for various downstream applications. ROUND BILLETS: Hindalco's aluminium billets are produced by a state-of-the-art Wagstaff casting process using Airslip technology. These are top quality billets with a smooth surface finish. Billets are used mainly for producing extrusions and forgings. SEMI FABRICATED PRODUCTS: Hindalco produces 900 different rolled product items of which 40 are standard. HOT ROLLED PRODUCTS: These are the product which are used after the process of ht rolling according to their specification and requirements, these products are as follows: •



Hot Rolled Plates: These plates are supplied in alloys 6351, 5052, 5086. These are supplied flat with sheared milled. •



Hot Rolled Plates For Electrical application: These electrical application plates are used as Bus Bar. They are supplied in Alloy 1050, 1060 an 1070. Standard Temper is F (As Fabricated) •



Hot Rolled Coils: These are supplied in alloy 5005, 60611, 6351, 5052, 5086. •



COLD ROLLED PRODUCTS (A)PLAIN SHEETS (B)COLD ROLLED COILS



SLUG STOCK: Hindalco also produces slug stock needed for punching slugs 16



for the manufactured of collapsible tubes etc. They are manufactured in allow 1050, 1060, 1070, and in temper ‘o’. CIRCLES: This product is made as sheet cut to circular cross section before subjecting it to deep drawing or other form of operation. MILK CAN CIRCLE: They are supplied in allow and temper ‘o’. They are used to make milk cans. CHECKERED SHEETS: These checkered sheets are also known as flooring sheets because there are use to join floor in buses etc. CIRCULAR CORRUGATED SHEETS: Corrugated sheets are supplied in allow 3003, 40800 with temper 114. For roofing and siding, corrugated sheets in allow 8011 is ideal. FOIL STOCK: It is a semi finished coil strip used for further rolling to manufacture foils. LITHO STOCK: It is semi-fabricated coils used for lithography printing. Extremely high required with emphasis on almost complete absence of surface defects



ALKALOID SHEET: It is also known as brazing sheet and extensively used air passenger radiators, automotive air conditioning evaporators air condensers, alkaloid sheets consist of a Bramble Aluminium Allow (AA4045) Clade (10% of total thickness).



EXTRUSIONS
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Hindalco extrusions offer an enormous range of shapes, wide range of alloys for decorative, structural and functional application. The present die catalogue included over one thousand die for various sections and we are fuy equipped to design and make new die as per exclusive requirement. Some of the common shapes are as follows: • ROD, BAR-Flat, Square, Hexagonal • STRUCTURAL SHAPES-Angles, Channels, Tee, I-beans, H sections etc. • TUBES-Round, Oval, Square, Rectangular, Triangular • MOUDINGS • SOLID AND HOLLOW SHAPES



Alloy ingots



Round Billets
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Wire rods



Building sheet



CABLEWRAP STOCK



CIRCLES



COLD ROLLED COILS



FLORING SHEET



NOVELIS AN OVERVIEW Formed as a Canadian corporation in January 2005, Novelis is a wholly owned subsidiary of Hindalco Industries Limited. Novelis is the world leader in aluminium rolling, producing an estimated 19 percent of the world's flat-rolled aluminium products. They are the No. 1 rolled products producer in Europe and South America, and the No. 2 producer in both North America and Asia.
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With industry-leading assets and technology, they produce the highestquality aluminum sheet and foil products for customers in high-value markets including automotive, transportation, packaging, construction and printing. Their customers include major brands such as Agfa-Gevaert, Alcan, Anheuser-Busch, Ball, Coca-Cola, Crown Cork & Seal, Daching Holdings, Ford, General Motors, Lotte Aluminum, Kodak, Pactiv, Rexam, Ryerson Tull, Tetra Pak , ThyssenKrupp and others. Novelis is also the world leader in the recycling of used aluminum beverage cans. Annually, they recycle around 35 billion used beverage cans -- enough to circle the earth more than 100 times. Novelis is globally positioned, operating in 11 countries with approximately 12,500 employees. The company reported revenue of $11.2 billion in its 2008 fiscal year.



INTRODUCTION TO ALUMINIUM ALUMINIUM –MANUFACTURING PROCESS Here are six manufacturing process for aluminium.that is given below… • Hall- Herault process • The Alcoa smelting process • Toth process • Direct reduction process 20



• Carbo-Thermic process • Sub Halide process Here we discuss the Hall- Herault process for manufacturing of aluminium, this is oldest process to getting aluminium from bauxite. There are three stage involving in this process.. • Bauxite mining • Aluminium refining • Aluminium smelting Bauxite mining • India has the fifth largest bauxite reserves with deposits of about 3 bn tonnes or 5% of world deposits. India’s share in world aluminium capacity rests at about 3%. Production of 1 tonne of aluminium requires 2 tonnes of alumina while production of 1 tonne of alumina requires 2 to 3 tonnes of bauxite. Bauxite from various mines is received at renukoot and unload with the help of wagon tippler.it is crused into minus 1/2” lumps.at the last of this process we get the alumina powder.



Aluminium refining II nd stage vertically integrated aluminium plant. Bauxite converted aluminium through Bayer process. Under Bayer process mineral impurities such as iron oxide and silica are removed from bauxite to ensure higher yield of alumina. Smelting It is energy intensive process, energy consumption varying from about 16,000 kwh to 18000 kwh. 21



Aluminium is conventionally produced by electrolysis using Herault process where calcined alumina is dissolved in molten cryolite at a temperature 900 c. And then liquid metal go for casting process.



ALUMINIUM PROPERTIES The major advantages of using aluminium are tied directly to its remarkable properties. Some of these properties are outlined in the following sections. • Strength to weight ratio Aluminium has a density around one third that of steel and is used advantageously in applications where high strength and low weight are required. This included vehicles where low mass results in grater lode capacity and reduction fuel consumption. •



Corrosion resistance When the surface of aluminium metal is exposed to air, a protective oxide coating forms almost instantaneously. This oxide layer is corrosion, resistant and can be further enhanced with surface treatments such as anodizing. • Electrical and thermal conductivity Aluminium is an excellent conductor of both heat and electricity. The grate advantage of aluminium is that by weight, the conductivity of aluminium is around twice that of copper. This means that aluminium is now the most commonly used material in large power transmission lines including domestic wiring.



22



Weight consideration means that a large property of overhead, high voltage power lines now use aluminium rather than copper. • Light and heat reflectivity Aluminium is a good reflector of both visible light and heat marketing it an ideal material for light fittings, thermal rescue blankets and architectural insulation. •



Toxicity Aluminium is not only non-toxic but also does not release any odors or taint products with which it is in contact. This makes aluminium suitable for use in packing for sensitive products such as food or pharmaceutical where aluminium foil is used. • Recyclability The Recyclability of aluminium is unparalleled. When recycled there is no digression in properties when recycled aluminium is compared to virgin aluminium. Further more, recycling of aluminium only require around 5% of the input energy required to produce virgin aluminium metal.



INTRODUCTION TO DEPARMENT DEPARMENT NAME-SALES & MARKETING: • The main function of Sales & Marketing Department IS to market the product by optimal utilization of the available resources. In such a way as to achieve total customer satisfaction • The Sales & Marketing Department comprises of Marketmghead office (MHO) situated at Mumbai,four Regional Offices situated at Deihl. Mumbai, Kolkata and
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Bangalore.Four area sales office a coambatore, Chennai, Hyderabad & Ahmedabad and Co-ordination offices situated at renukoot belur, Mouda, Taloja & Alupuram. In addition to the warehouses at the manufacturing location eleven Godowns situated at Delhi, Faridabad. Chandigarh, Luchiana. Jalpur Bhiwandl , silvassa Bangalore. Hyderabad, Guwahati and Kolkata are also governed by the department. • The main activity of the Sales and Marketing Department is to procure orders for the finished product. The Department ensures that the requirements of customer are conveyed to production department. The Department is also responsible for timely execution of the order development of new products & applications in the domestic & export market. • The Department attends to any complaint lodged by the customer and strives for for its speed redressal in such away that it brings satisfaction to the customer. The Department also takes measure to avoid recurrence of such complaints in future. • Following Quality objectives have been established consistent with the Quality policy of the company Customer satisfaction Product and service quality Continual improvement In processes Employee Involvement and motivation Safe and clean working environment • The Department obtains feed back from the customer so that the quality of the company product is continuously upgraded.



DEPARMENT CHART MARKETING HEAD OFFICE (MUMBAI) CMO* (CHIEF MARKETING OFFICER) (Mr.Mudgal)
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EXTRUSIONS



ROLLED



PRIMARY



Vice-President



EAST



WEST



NORTH



SOUTH



Regional Manager



T.M T.M T.M… (Territory Manager)



DISTRIBUTION CHANNEL INTRODUCATION A set of interdependent organizations involved in the process of making a product available, or reached the target market or consumers.
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Smooth availability of our products to the right customers, at a right place, at a right time with safe & secured quality and quantity is an important task for the customer’s satisfaction or goals of an organization. Organizations are spending a huge amount, about 25 to 35% of the cost of products.



Most producers do not sell their goods directly to the final users stands a marketing channel, a host of marketing intermediaries performing a variety of functions and bearing a variety of names.



Thus, “Channels Of Distribution for a product may be define as a route taken by the title to the goods as they move from the producer to the ultimate customers or industrial users.” The primary objective of channel of distribution is to bridge the gap by resolving spatial (geographical distance) and temporal (relating to time) discrepancies as to supply and demand.



CHANNEL OBJECTIVES • Making smooth availability of product to the target market. • Achievement of the best possible coverage of the target market. • Ensuring that the consumer incurs the minimum extenuation in procuring the product. • Safe in quality & accuracy in quantity. • Quick services. • Ensuring that the firm is able to carry on with its manufacturing activities, confident that the channel will take care of the distribution job. • Ensuring that the distribution is cost effective. • The primary objective of channel of the distribution is to bridge the gapby resolving spatial (geographical distance) and temporal (relating to time) discrepancies as to supply and demand.



ROLE OF CHANNEL MEMBERS 26



Channel members are not play only the role of sales the products to the customers but also play the role as the promote the products, gathering the customer interest, complaints, suggestion, and information to the organizations – they are work as the co-ordination between the targeted customers & manufactures. Members of the marketing channel perform many key functions as follows: • Gathering & distributing marketing research and intelligence information about actors & forces in the marketing environment. • Helpful in making marketing strategy. • Developing & spreading the promotional offer of company and promote the sales activity. • Easily make a sales contact with the customers. • Intermediaries are taking the title to goods, so they invest the fund. • Through the intermediaries, manufactures are made physical distribution of goods. • Intermediaries are taking various types of risks, in the term of storing, dispatching etc.



CONTRIBUTION OF CHANNEL • • • • • •



Make available on time. Reduce the cost of distribution Save the distribution time. Helpful in product design & developments. Flow of feedback from consumer. Flow of money consumers to manufacture.



VARIOUS TYPES OF CHANNEL LEVELS While a marketers wants to sell or marketing about the products or services, requirement of design a distribution channel to make product & services available to customers in different ways. In the process of distribution of products, each layer of marketing intermediaries are performs some work in bringing the product and its ownership closer to the final buyer is a channel level. 27



• Generally two methods of distribution are in the practices. 1. DIRECT MARKETING CHANNEL 2. INDIRECT MARKETING CHANNEL



DIRECT MARKETING CHANNEL DMC is a marketing channel that has no intermediary levels. Manufacture or sellers are advertise their product through the various method of advertising & make awareness about the products, then contact to the needful customers through their salesmen, internet, e-mail, telephone or by post.



INDIRECT MARKETING CHANNEL: IMC is a channel containing one or more intermediary levels. Manufactures or sellers are appointed various type of marketing intermediaries in the context of nature of the products & segmentation of markets.



PROBLEM DEFINITION 28



PROBLEM DEFINITION



Back ground to the problemDuring research work we are facing several problem one of that is people do not believe on the aluminium product because of low strength, customer is more interested to use aluminium product as household product. Second problem is our product related, today the use of aluminium has increased significantly in recent years 20% of European cars now uses aluminium but India the tradition of aluminium uses in car manufactured is respectively low. Aluminium products create noise due to the light weight
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and expended on the high temperature. This is because lack of technology and customer purchasing power. However, aluminium utilisation in door is still very low, because of technical demands like corrosion and strength. As well as the Hindalco management decision for lunching new product. • Market opportunity • Price of product • Feasibility of product manufacturing technology calledNOVELIS FUSION TECHNOLOGY



Statement of the problem1. In the first phase of research we got several problem related to customer, manufacturer of auto makers, parent company problem. So we decided to go through proper research design to analysis the whole problem and find out the solution as follow the below PROBLEM DEFINITION



APPROACH FOR PROBLEM
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RESEARCH DESIGN & FILED WORK



DATA ANALYSIS



2.In second stage we are plan for the experimental test of car in three modes • Test the car mileage with door • Test the car mileage without door • Test the car mileage with new aluminium door (This test is per foment only when the feasible for us)



RESEARCH WORK 31



RESEARCH DESIGN TYPE OF RESEARCH-



The project is followed descriptive research methodology.



Objective:
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Exploratory research is to provide insights into, and understanding of, problem confronting the research.



Characteristics: • Information needed is defined only loosely • Research process is flexible and unstructured •



Sample is small and non representative



• Analysis of primary data is qualitative SAMPLING PLAN-



Target population: Element Male or female who use the car Process engineer who is responsible for manufacturing the car parts Agents ,Stockist Sampling units Manufacture of auto makers (automobile & auto parts) Extent Indian automobile market and Asian market Time 2009 Sampling frame • Telephone book 33



• Association directory • Listing of firm an industry • Malling adders



Sampling techniques We are selecting the Convenience sampling techniques. Reason • Convenience sampling is the least expensive and least time consuming of all sampling techniques. • Sampling is accessible, easy to measure, and cooperative. • Sample is not represent of any definable population



SAMPLING TECHNIQES



NONPROBABILITY



CONVENIENCE SAMPLING



Sample size 34



--- 50 as per rule if you are go for the new product test your sample size must be 200.but won convenience and time we are select the 50 sample size.



DATA COLLECTION Data will be collect by --Data collection from secondary sources • Company induction booklet. • Company annual report. • Aluminium journals. • Company website and internet. • Marketing books and journals. Data collection from primary sources Information gathered by interview and discussions with stockist, agents, OEM personnel, employees of the company and the general mass. • Personal interview • Survey method • Expert opinion RESEARCH INSTRUMENT-
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• Questionnaire development and pretesting



Various questionnaires were designed during the project, as research instrument to gather the useful information regarding the new product launch. These questionnaires were designed keeping in view of the different research audience. The language of the questionnaire was kept very simple so as the target audience could answer it easily.



The questions involved were both close ended as well as dichotomous.



Three different kind of questionnaires were developed• A questionnaire was developed for the business customers of the company to know about their opinion about the new product. • Second questionnaire was developed for the dealers, distributors and agents of the company who form a very crucial link in the supply chain to know what they feel about such a new product. • Third questionnaire was developed to assess the awareness of the common people regarding the company and its products.



DATA ANALYSISDifferent statistical tools like Bar charts, Pie Charts, and Tables were used for the analysis of the data.
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MARKETING STRATEGY Marketing strategy is a set of objectives, policies and rules that leads the company's marketing efforts. It is the marketing approach to accomplish the bread objective of the marketing approach to accomplish the bread objective of the marketing plan. The various process of marketing strategy are given below. 1. Selecting largest markets segmentation 2. Positioning 3. Product 4. Price 5. Place 37



6. Promotion 7. Research and development



MARKETING MIX FOR NEW PRODUCT DEVELOPMENT



MARKETING MIX Target Market Product



Price



Promotion



Place



Product



List price



Sales promotion



Channels



Quality



Discounts



Advertising



Coverage



Design



Allowances



Sales forces



Assortments



variety
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Features



Payment period



Public relation



Locations



Brand name



Credit terms



Direct marketing



Inventory



Packaging



Transport



Sizes Services Warranties returns



MARKET ANAYSIS TARGET MARKET FOR THE PRODUCT-



• ALUMINIUM MARKET The Indian aluminium industry is targeting the growing automobile sector to drive aluminium consumption in the country. The power and food packaging industries are also expected to help increase per capita consumption of the metal in India, according to the Aluminium Association of India. Speaking to media, C Venkatarama, president, Aluminium Association of India (AAI), said, “Against a world average of 20 kg, India’s per capita consumption of aluminium is only 0.6 kg. This shows there is potential for India to do better. The automobile sector is the new area that we are targeting. The other two areas which could drive the consumption are power sector and food packaging industry.” 39



Higher costs of aluminium compared to steel (aluminium costs $1.50 per pound compared to 30 cents per pound for steel) was the biggest impediment for its use in sheet applications in the automobile sector, according to V Ramachandran, general manager-strategic sourcing, Ashok Leyland Ltd. Despite such higher costs, aluminium could pose a challenge to the use of steel in the automobile sector in the future becasue of the metal’s durability and operational efficiency, Mr Ramachandran said at a AAI-organized seminar on ‘Global initiatives and Indian opportunities for aluminium in automobiles’. In the past, cast aluminium was used for engine parts, transmissions and wheels and similar deployment in automobile manufacturing, accounting for about 83 per cent of total aluminium demand.



• DEMAND AND MARKET In CY 2007,the world aluminuim consumption stood at 37.8Mn tones against production of 38.1 Mn tones.the consumption is 10% higher than preceding year. India to registered a strong double digit growth in 2007 in line with buyout economic growth. The strong industrial growth, infrastructure initiatives and electrification drive good demand for aluminium.automobile and transportation sector also supported the aluminium demand. Gobally aluminium production increased in line with consumtion. The primary aluminium production for year was 38.1mn tones.china again lead production growyh in 2007 with increase of 34% over 2006. AUTOMOBILE MARKET-



40



The size of the Indian automotive industry is estimated between US$ 120.09 billion and US$ 155.12 billion by 2016. The industry is expected to touch the 10 million mark, to which the Commercial Vehicle Segment will be a major contributor. Industry experts peg the Indian Automobile sales growth at a compounded annual growth rate (CAGR) of 9.5 % by 2010. Aluminium is one of the major metals used in production of automobiles; in fact it’s now the second most preferred metal in this field. With readymade customer segment which include Maruti Suzuki, Tata Motors, Ford, Honda, General Motors, Hyundai, Mahindra & Mahindra, Fiat, ICML & Reva, the product has a very bright chance of success • Automobile sector inn India is rapidly incrassating on the basis of given data from various automotive sector .



MARUTI SUZUKI NET SALES AND PAT
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Maruti sales volume increasing year to year as shown in graph.



Tata motors Quarter ended March 31, 2007 The revenues (net of excise) for the quarter ended March 31, 2007, at Rs.8267 crores posted a growth of 20% over Rs.6869.65 crores in the corresponding quarter previous year. The PBT for the quarter was Rs.779.80 crores, an increase of 20% over Rs.647.61 crores in the corresponding quarter last year. The PAT for the quarter was Rs.576.72 crores, an increase of 26% over Rs.458.11 crores in the corresponding quarter last year. The total sales volume for the quarter at 172,355 units grew by 16% over 148,343 units sold in the corresponding quarter last year. Sales of commercial vehicles in the domestic market increased by 22% to 87,467 units, while passenger vehicles sales at 70,248 units increased by 14% compared to the corresponding quarter last year. The total sales volume (including exports) for 2007-08 is 585,649 units, which is highest so far for the company, compared to 580,280 units in 200607.



Mahindra and Mahindra Group Automotive Sector: The Company’s domestic UV sales volumes grew a very healthy 16.4%, against the industry UV sales growth of 5.1%. The company strengthened its domination of the domestic UV sub segment by increasing its market share to 51.5% over the previous year’s market share of 46.6%. ALUMINIUM PARTS USED IN AUTOMOBILE • In automobile manufacturing sector use the aluminium made various part in their car that is given below . 1. Pressed inner panels 2. extruded sunroof channels 3. extruded tube oil cooler & air conditing condenser 42



4. cast engine block &cylinder head block 5. AL-MMC valutrain components 6. extruded intake mainfload 7. extruded fails &hydraulic lines 8. cast corburator boday 9. rolled and brazed sheet water radiator 10.extruded bumper beams 11.cast oil pumps 12.extruded damper bodies 13.forged suspension area 14.AL-MMC brake discs 15.cast brake calipers 16.cast brake master cylinder 17.cast clutch components 18.extruded seat rails 19.brain rim 20.extruded door beam 21.extruded windows channels 22.cast transmission housing 23.extruded spaces fram with cast nodes 24.extruded driveshaft 25.aluminium fraim 26.cast wheel 27.pressed outer panels some parts are in resent trend and some over experimental phase .because of that aluminium is light than other material so it produced vibration. combustion chamber and related parts are made by cast alloy and sheet matel alloy combustiom chamber is more temperature and aluminium parts get expend due to increase temperature. But our various customer ready to use our product.



MARKET NEEDConventional single-alloy products require customers to choose an alloy based either on the required core properties such as strength, or the desired surface characteristics such as corrosion-resistance. Novelis Fusion technology can satisfy both needs in the same product.
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“No longer will customers need to make trade-offs between core properties and surface properties in their aluminum sheet products,” said Sturgell. “Now they can achieve the optimal combination of both. This technology positions Novelis to provide even greater support to our customers’ success by helping them improve their current products and, more importantly, to develop a new generation of products with superior performance.” Previously, multi-alloy aluminum sheet products were achievable only through a low-tech, high-cost, manual ingot-cladding process and were limited to a small range of alloys. The new Novelis Fusion technology produces a perfect metallurgical bond between the alloy layers and permits alloy combinations never before possible in aluminum rolling. As per the above secondary data Indian market have more potation for new product,Indain market is easily adopt the this new kind of product that is develop by Noviles-a subsidiary unit of Hindalco. And manufacturer will able to provide high safety product to their customer.



MARKET STANDING OF HINDALCO INDUSTRIES LTD.Hindalco is the world's largest aluminium rolling company and one of the biggest producers of primary aluminium in Asia. Its consolidated revenue is $ 15 billion which places it in the fortune 500 league. With the added technological knowledge and expertise from Novelis, Hindalco being a market leader has a very strong base in the Indian aluminium industry. Since the leader always has to innovate and in the process should attack itself with introducing new product offerings before the competition does, hence aluminium car door (Novelis Fusion) poses a bright opportunity for the company to take lead and introduce a new product which has never been in the market before.
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Share of net sales value % per



37% aluminium copper 63%



RELATIONSHIP BETWEEN THE NEW PRODUCT AND LONG TERM GOAL OF THE COMPANYOne of the very prominent reasons why Novelis was acquired by the Hindalco was to gain access to the cutting edge Fusion technology. Hindalco has always been serving the lower end of the value chain but this technology gives the company an opportunity to reach to higher end of the value chain. With the flooding of expansion plans by the competitors, Hindalco has a pressing need to differentiate itself. One way to deal with it was to expand the company domestically, which the company has started with some expansion programmes in the country itself. The other way to maintain the leadership position is to be a global player, that too when around 40% of the revenue is coming from the foreign markets. Hindalco’s acquisition of Novelis has filled the gap and gave the company access to a large chunk of global market. Apart from global reach and de- risked product portfolio, Novelis gives hindalco technological expertises in aluminium rolling and recycling. Aluminium consumption in India is low in comparison to develop and several developing countries. It is expected that aluminium would find higher usages in India,and Novelis gives Hindalco a ready plat form to serve the expected growth. 45



Novelis Fusion is a new technology which will change the future of aluminium usage in India. It will allow the company to differentiate itself from its competitors on both quality and price. Hence the company’s long term goal of maintaining its leadership position with innovation will definitely get a boost from the launch of this new product.



INDUSTRY COMPETITIONThe Indian aluminium industry has three major players• • •



The Aditya Birla Group: Hindalco Industries Limited (Hindalco), Indian Aluminium Company Limited (Indal) Sterlite Industries (Vedanta): Bharat Aluminium Company Limited (Balco), Madras Aluminium Company Limited (Malco) Public Sector Undertakings: National Aluminium Company Limited (Nalco). So far the leadership position is enjoyed by the Hindalco. But the other two players also play a very significant role in the business.
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above data we are understand that aluminium product demand for today and future. Given data gives the information strong hold of company in Indian market and globally presence. company have ability to produce and lunch any new product. Company financial condition is good.New product provides this opportunity to to take the first step in the untapped market with its new innovative product.



NEW PRODUCT NATURE Before going to check out the new aluminium vehicle door, we take here the basic idea about the tradition and various car doors.



Vehicle door A vehicle door is a partition, typically hinged, but also frequently attached by other mechanisms such as tracks, in front of an opening which is used for entering and exiting a vehicle. A vehicle door can be opened to provide access to the opening, or closed to secure it. These doors are similar to a doors used in buildings. These doors can be opened manually, or powered electronically. Powered doors are usually found on minivans, high-end cars, or modified cars.
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Types of vehicle door There are many different types of car door. These are the types. OEM or regular doors An OEM (Original Equipment Manufacturer) door (also known as a conventional door or regular door) is a type of door that is hinged at the front-facing edge of the door and so allows the door to swing outward from the body of the car •



Suicide doors



Suicide doors are a type of door that is hinged on its trailing edge. •



Scissor doors



Scissor doors are doors that rotate vertically upward and are hinged at a near the end of the windshield. Butterfly doors Butterfly doors are a type of door that are similar to scissor doors, but while scissor doors move up, butterfly doors also move outwards, which makes for easier entry/exit and saves space. •



Gull-wing doors



Gull-wing doors are a type of door that are hinged at the roof rather than the side. They are so named because, when opened, the doors evoke the image of a seagull's wings. Sliding doors Sliding doors are a type of door that open by sliding horizontally, whereby the door is either mounted on or suspended from a track. They are often used on the side of commercial vans, as this allows a large opening for equipment to be loaded and unloaded without obstructing access.
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Canopy doors A canopy door is a type of door that sits on top of a car and lifts up in some way, to provide access for passengers. It is similar to an aircraft canopy. There are no set rules to canopies, so they can be hinged at the front, side or back, although hinging at the front is most common. Canopy doors are rarely used on production cars, and are sometimes used on concept cars.



Parts of car doors •



Door locks and latches



Most vehicle doors are secured closed to the vehicle body with latches which may be locked to prevent unauthorized access from the exterior. There are a variety of car door locking systems. Door locks may be manually or automatically operated, and may be centrally or individually operated. Also, they may be operated by remote control, with the transmitter often integrated into the main vehicle access / ignition key. Vehicle door latches on practically all vehicles today are usually operated by use of a handle which requires the user to pull or tug with some force towards themselves rather than push. •



Windows



Most vehicle doors have windows, and most of these may be opened to various extents. Most car door windows retract into the body of the doors, and are opened with a manual crank or electrical switch (electric car windows other than the driver's window can usually be controlled at both the door itself and centrally by an additional control at the driver's position). In the past, certain retracting windows were operated by direct (up or down) pressure and were held in the up position by friction instead of by an internal lift mechanism. •



Door brakes



Vehicle doors often include brakes that slow the door down just before it closes. The current standard is to have a three-stage door brake. 49



Door brakes exist because the doors on the first vehicles were heavy, so they had to be pushed hard to make them close. Soon after, manufacturers managed to manufacture lighter doors, but users were used to closing doors with force so doors quickly became damaged. Door brakes were then introduced to slow down the door just before the door closed to prevent damage; these soon became standard.



Door categorization • •



Front doors Rear doors



Door switch Door switches are simple on/off mechanisms connected to a light, speaker or other device to inform the driver when the door is not closed. The door light is standard equipment on all cars. In American cars from the 1950s-1990s, they had buzzers or "door dingers" that sounded, along with the check light, whenever any door is open.



Regular doors or off side doors



canopy doors



Scissor doors



Gullwing doors 50



Suicide doors



Butterfly Doors



MANUFACTRUING PROCESS OF CAR DOOR Basic ideaThe first stage of the manufacture of a door starts with the Amada multipress, (hydraulic press of 30 tn, manufactured in Japan, with a 58 instrument head and a loading-unloading system). 80% of the components that compose the door is manufactured there (eg. braces, header, sill support). At the second stage of manufacture, the components are forwarded to chamfering presses of various tons. Afterwards, the components, formed as frames, are forwarded to an automatic welding Reis Robot, manufactured in Germany with six working positions. Other components, to be formed as door panels, are assembled into a special machine that operates solely welding and electric welding of panels. The assembly of the components is performed at the final stage of the assembly, and the final product is forwarded to the packing department.



Problem facing in conventional door or regular door 51



• Door structure is heavy, car door consist 20% weight of the total weight of car. • Noise and vibration problem on high speed. • Get corroded due to weather problem and mass production. • Not easy to develop the car door due to the lots of parts. • Problem facing in assembly. • Lock is jammed frequently. • Door weight reduces the car speed and mileage.



NEW PRODUCT- ALUMINIUM CAR DOOR The Idea GenerationFirst the seed of an idea emerges. But only the power of imagination can transform that idea into reality. The idea is come on realty stage to taking incentive of to parties one is BMW automobile company and other is Novelis (a subsidiary unit of Hindalco India). BMW looking for reducing the car weight, increase car safety and increase the mileage of car. BMW, from the very beginning fits new 7 series project, decided to reduce the weight of body-in-white through the extensive use of aluminium,as lightweight construction not only reduces emissions but increases the driving performance: it improves the dynamics of the vehicle, lowers the centre of gravity and equalizes weight distribution.. To lightweight the doors of the new 7series, BMW was seeking an innovative technical approach. On other hand Novelis (a subsidiary unit of Hindalco) is working on the different kind of techonology, that is called Novelis Fusion™ technology. 52



This technology gives cutting edge of BMW project. Novelis Fusion™ was born - one of the most ground-breaking innovations in aluminium processing over the past 60 years. With Novelis Fusion™ the trade-offs resulting from the performance limitations of conventional alloys become a thing of the past. Novelis Fusion™ is so much more than just aluminium. It’s a game-changing technology that shifts the goalposts by simultaneously casting different alloy layers into a single rolling ingot. Novelis Fusion™ - an aluminium where the only limits of the material are the limits of your imagination. Novelis Fusion™ - a brand new aluminium opening the door to the future of design.



THE TECHNOLOGYNovelis Fusion technology produces a high quality ingot with a core of one aluminum alloy, combined with one or more layers of different aluminum alloy(s). The ingot can then be rolled into a sheet product with different properties on the inside and the outside, allowing previously unattainable performance for flat rolled products and creating opportunity for new, premium applications.



Here you see a representation of the Novelis Fusion process, illustrating how different alloys are cast into a multi-layer ingot simultaneously, using a
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liquid metal process that produces a true metallurgical bond between the layers. The package is customised to meet the performance requirements of the customer application. Then the ingots are hot- and cold-roll into a product with combinations of core properties and surface characteristics that were not possible before.



Aluminium Innovation History Moving from conventional cladding to Novelis Fusion casting.



54



CHARELS MARTINHALL/ PAUL HEROULT, ELECTROLYTIC PROCESS 1886



DIRECT CHILL CASTING 1938



CONTINIOUS CASTING 1950



NOVELIS FUSION 2006



HOW THIS TECHNOLOGY HELPFUL TO BMW-7 SERIES CAR BMW, from the very beginning fits new 7 series project, decided to reduce the weight of body-in-white through the extensive use of aluminium,as lightweight construction not only reduces emissions but increases the driving performance: it improves the dynamics of the vehicle, lowers the centre of gravity and equalisesweight distribution. To lightweight the doors of the new 7series, BMW was seeking an innovative technical approach. Single alloyaluminium solutions are well known and established for bonnet, roof and outer door panels, but for automotive door inners the challenge is much greater as saving weight is not an easy task when faced with the corrosion and dent resistance requirements of this application. Furthermore, the growing number of functions included 55



in the car door, e. g. the electrical motor for the window, anti-intrusion frame or cup holders, mean that there is a higher deep-draw-in requirement in the design. Deep-drawing capability is linked to the elongation performance of the material. Only a few single-alloy aluminium sheet products can achieve the requested elongation, but these alloys do not have the corrosion resistance required for mass-production. Another requirement is to have a window frame that can take a standard window with no negative impact on noise or vibration at high speed. As such a design cannot be stamped from any current single-alloy aluminium,having a window frame in an aluminium door means that the car manufacturer must assemble other parts, other technologies like castings, extrusions,etc. Joining these various parts can easily become a barrier and is not cost-efficient. Having no window-frame is well used solution which avoids the need to assemble the multi-part-technology. In conclusion, BMW faced difficult multiple trade-offs: elongation versus corrosion resistance and a light weight aluminium door inner versus including a window-frame in a one-piece door inner design. BMW was very open to finding innovative solutions to achieve its target of lightweight design, and worked closely with Novelis to develop a multi-alloy aluminium solution based on the latest breakthrough Novelis Fusion casting technology. The solution BMW and Novelis engineers tested and qualified after a few improvement loops utilized a NovelisFusion ‘package’ that combines the usually opposite alloy characteristics of high elongation and high corrosionresistance.BMW’s high requirements for corrosion resistance and also the joining processes (e. g. clinching, laser welding, structural bonding) mean that a perfect metallurgical bond between the alloy layers are needed to eliminate the delaminating of the protection layer and corrosion creep. The new BMW 7 series is the first mass-production vehicle embeddingNovelis Fusion technology. According to Novelis, other car makers are testing the multi-alloy material or have already decided on also using it in future.
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FIG-BMW 7-SERIES ALUMINIUM CAR DOOR



Press Release New BMW 7 Series Features Unique Aluminum Technology Novelis Fusion™ is a “world first” on BMW flagship model ZURICH, Switzerland, Feb. 9, 2009 -- The new BMW 7 Series sedan, which made its debut in November 2008 with a host of "world firsts," cruises out of showrooms with lightweight door components made from a unique aluminum product called Novelis Fusion™. This is the first
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automotive application of this innovative, multi-layered product, which Novelis has dubbed "The new aluminum™." Novelis is the major supplier of aluminum sheet for the 7 Series, which features extensive use of the material in conventional form for the roof, doors, hood, side panels and some structural reinforcements. The use of aluminum helps reduce vehicle weight, providing better handling, performance and fuel economy. Novelis Fusion is a proprietary Novelis technology for producing aluminum sheet with two or three layers of different aluminum alloys. Using this new material, BMW can manufacture onepiece door "inners," with integral window frames, to a design that is not achievable with conventional aluminum sheet. This was made possible thanks to the unique combinations of core properties and surface characteristics that Novelis Fusion can provide. The alloy combination used by BMW delivers both a high degree of formability and superior corrosion resistance - a combination that was not previously available. Novelis Fusion creates real value for BMW by offering the performance benefits of lightweight aluminum, but with the manufacturing and assembly advantages of a onepiece design. Conventional material would require a less efficient, multi-part design. "Novelis Fusion literally opens the door to new applications for aluminum," said Roland Harings, vice president, Global Novelis Fusion business. "We are delighted that BMW has included it as part of a package of innovative technologies for the 7 Series that will set new automotive benchmarks. We have worked with BMW from a very early stage on this project, which will be a trend-setter for future models." BMW is the first automotive company to use Novelis Fusion in volume production. Several other
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automakers are testing the material or have already committed to its use. There is significant potential for Novelis Fusion to help automotive manufacturers enhance their lightweight designs, be it in inner panels, outer panels, structural components or other parts. In the United States, Novelis Fusion has become a market leader for brazing sheet used in automotive radiators. The material is also generating great interest in a variety of other market applications. For more information on Novelis Fusion, please visit http://www.the-newaluminum.com/. SOURCE: Novelis Inc. Web site: http://www.novelis.com/



•



BMW has been able to design a one-piece door inner using Novelis Fusion with a combination of excellent formability and corrosion resistance. These door inners feature on the new BMW 7 Series just launched last Autumn and mean that BMW can offer its customers the performance benefits of lightweight aluminium with the manufacturing and assembly advantages of a one-piece design.
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After the use of the product aluminium car door that is manufactured by Novelis fusion technology,creadted a huge demand of aluminium product in automotive sector. because this technology providing various quality in the product like.. • High strength • Corrosion resistance • No noise and vibration at high speed • Reduce the weight of car • Easy to assemble all parts of door So the demand is increased in international market and believes of the customer is increased after the test of this product.



BENEFIT FOR THE CUSTOMERSThere are various benefits of using this product. A few of them are listed below• It offers high potential for weight savings, thus reducing emissions through the life of the vehicle, improving fuel efficiency and also handling; • The metal is easily and widely recycled, saving energy and raw materials; • • • • • •



It has very good deformation characteristics and manufacturing properties; It will absorb the same amount of crash energy as steel, at a little more than half the weight; It has good corrosion resistance. It has excellent insulation properties. It combines high strength to weight ratio with good formability. Above all it provides a comparatively better metal at lower cost.
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SIZE OF THE MARKETThe size of the Indian automotive industry is estimated between US$ 120.09 billion and US$ 155.12 billion by 2016. The industry is expected to touch the 10 million mark, to which the Commercial Vehicle Segment will be a major contributor. Industry experts peg the Indian Automobile sales growth at a compounded annual growth rate (CAGR) of 9.5 % by 2010. As well as aluminium product consumption is increasing year by year. but this product the first time introduce in Indian automobile sector comparatively demand of this product is low due to availability of products ,price of product and technological resion.



PRICING STRATEGY FOR THE NEW PRODUCTThe price of the aluminium is basically governed by the London Metal Exchange. Hindalco is also a member of the LME. The prevailing prices of the different companies are more or less the same except the value based products. Since Hindalco produces around 58% value based products hence it should follow the VALUE BASED PRICING for its new product. New product delivers the high quality of safety ,strengthand corrosion resistance For whole vehicle life so the price of product comparatively high. The premium price for the product can be justified with the overall life time value provided by the product. Another advantage in favour of Hindalco is its leadership position. An industry leader can charge a price premium if it provides the superior value with the product. Customers are more likely to agree to price premium charged by the industry leader.



POTENTIAL BUYER The vehicle car door is new for the Indian market and Asian market ,firstly this product is used in thee expensive modal of car. so the car price will be going to be very high. • Potential buyer of this segment car will be upper class people. 61



Lunching area of new product Metro cites.. Delhi



Chennai



Pune



Noida



Calcutta



Mumbai



Promotional Strategy Under the market strategy promotional idea is very important. Organization provides some schemes or rebates to retailers or consumers. They make advertisement according to convenient of the people and the feature of the product. So on the basis of marketing strategy a organization runs in the market. It is several types of which makes helpful to increase sales and turnover of the organization.



MEDIA SELECTION Novelis entered into in aluminium car door after much research. The purpose of lunching a product in this commodity business is to add value. In domestic and world market hindalco had two pronged approach towards building the brand. 1. Establish the brand name by increasing the awareness. • This can be done through extensive campaign through print media and hoardings. • It can done through Digital signage at near a railways station , airport and malls. 62



• It can be done through series of campaign. 2. Task was to increase the popularity of aluminium car door. • The product highlights the following quality. Durability of product Corrosion resistant Easy to assemble Production time reduce Noise & vibration reduce at high speed This is new product ,we are choosing the media with very carefully to make the proper advertising for the product. And hindalco should introduce budget for promotion. Following media will be selected …….. • Company should make team for giving idea about that product • Automobile magazine • International journals • Organize the campaign in international trade fair • News paper



DISTRIBUTION PLAN Distribution plan is very important for in company by accurate distribution plan product can reach the right customer at right place on right time.



63



Distribution plan company image in the market. For the new product we are choose company existing distribution channel because existing distribution channel is much efficient to reach every part of country. Company have own godown and region office in every cities of nation. It gives the effective touch to distribute the new product. Purpose of distribution plan • Ensure early delivery • Cost saving • Improve customer base • Accurate information regarding market



POSITIONING STATEMENT



Global Vision; Indian Values
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DATA ANALYSIS AND INTERPRETATION



DATA ANALYSIS OF THE QUESTIONNAIRE PREPARED FOR DEALERS, AGENTS AND STOCKIST. AGESL.NO.



AGE GROUP



NO. OF RESPONDENTS



1



20-35



Absolute 5



Percentage (%)



2



35-50



19



38



3



50-65



26



52



4



Above 65



0



0



10



66



TOTAL



50



100



• The above diagram shows that 52% respondents are from 50-65 years of age group. • 38% respondents are between 20-35 years of age group and 10% are from above 65 years of age group. • The study involves a proper mixture of respondents from all the age group to have varied ideas from the people of different age.



OCCUPATION-
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NO. OF RESPONDENTS SL.NO.



OCCUPATION



1



Stockist



2



Distributor



3



Agents TOTAL



Absolute



Percentage (%)



18



36



4



8



28



56



50



100
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• Here the above graph shows the occupation of the targeted respondents. 56% of the respondents are the agents, 36% are the stockist and 8 % are the distributors. •



Since a major portion of aluminium business is handled through agents in Hindalco hence their participation is highest. Hindalco also does its business through a number of stockist spread all over the country who are a crucial link in the supply chain management.



Hindalco has its own distribution centres spread in all the four corners of the country. Earlier it was done through external distributors but to meet the demand of customers more effectively, company has decided to open its own distribution centres in 4 zones as East zone (Kolkata), West zone (Mumbai), North zone (Delhi) and in South (Bangalore).
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SHOWING AWARENESS ABOUT HINDALCO AS A MAJOR PRODUCER OF ALUMINIUM-



SL.NO.



PRODUCT



1



NO. OF RESPONDENTS Absolute



Percentage (%)



Aluminium



35



70



2



Steel



6



12



3



Iron



2



4



4



Fiber Glass



2



4



5



Copper



5



10



50



100



TOTAL



70



• The above graph analyses the awareness of different business partners about Hindalco’s major production material. • Since Hindalco mainly produces aluminium, but only 70% of the respondent acknowledge this fact. 12% think that steel is one of the products which is not at all produced by the company. 4% of respondent think that the company produces Iron and Fiber Glass which is again false. A significant 10% think that Hindalco produces copper which is not entirely false, but it is a subsidiary of Hindalco which produces it. • The study suggests that the business partners need more awareness about the company and its area of business. The company should focus on more efforts to make the agents, stockist and other partners aware about its major business concern. As these are the people who are closest to the customer, their awareness means customers awareness which in turn means more business.
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SHOWING THE DIFFERENT KIND OF CUSTOMER GROUP, WHICH HAS BEEN POTENTIAL BUYER FOR THE RESPONDENT-



NO. OF RESPONDENTS SL.NO.



CUSTOMER GROUP Absolute



Percentage (%)



1



Industrial



9



18



2



Commercial



15



30



3



House Hold



26



52



50



100



TOTAL



72



• The above study implies the major customer group handled by the business partners of Hindalco. • The major part of the business (52%) is done with the House Hold consumer goods producing companies as foils, medicine, cans, packaging etc. Due to their large share, the new product which caters to the demand of this customer group effectively holds bright chances of business. •



30% of the business done by agents and stockist are from commercial sector, which again holds nice prospects for the new product.



• 18% of the demand is from industrial sector; since the major industrial customers place their order directly to the company hence their percentage is comparatively low. But again this sector as Automobile and Infrastructure have a large demand for the new product.
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DEMAND OF THE BRANDNO. OF RESPONDENTS SL.NO.



BRAND Absolute



1



HINDALCO



2



NALCO



3



STERLITE TOTAL



31 10 9 50



Percentage (%) 62 20 18 100



• The above graph shows about the demand of the brand.
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• Hindalco beats its closest competitors Nalco and Sterlite (also known as Vedanta) by capturing 62% of the demand, which consecutively hold 20% and 18% of the demand. • It clearly shows that due to its higher demand the Brand Hindalco can launch its product in the market.



CUSTOMER’S PRIORITY WHILE PRODUCT PURCHASE-



NO. OF RESPONDENTS PRIORITY (Each below rating is out of 50 respondents)



Absolute



Percentage (%)



1



QUALITY



42



84



2



SERVICE



10



20



3



COST



25



50



4



BRAND



15



30



5



OTHERS



5



10



SL.NO.



75



• Above graph shows the priority given by the customers to different attributes of the product. • The two major attributes of priority are quality (84%) and cost effectiveness (50%). Hindalco being the lowest cost producer of aluminium in the country and a quality product supplier ranks high in this regard. Hence the new product Novelis Fusion which again is a high quality and low cost product can have its way easily in the market. • The other attributes, service (30%), and brand (20%) and others (10%) are also in the priority list of customers.
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DEMAND FOR A NEW PRODUCT WITH DISTINCTIVE FEATURES, COST EFFECTIVENESS AND A GOOD BRAND NAME-



SL.NO.



RESPONSE CATEGORY



NO. OF RESPONDENTS Absolute



Percentage (%)



1



YES



30



60



2



NO



6



12



3



MAY BE



7



14



4



DON'T KNOW



7



14



50



100



TOTAL



77



• Above graph shows, what business partners think about a new product with distinctive features, cost effectiveness and good brand name. • A majority of 60% thinks that such a new product and in our case Novelis Fusion will be a success. KNOWLEDGE ABOUT THE ACQUISITION OF NOVELIS BY HINDALCONO. OF RESPONDENTS SL.NO.



RESPONSE CATEGORY Absolute



Percentage (%)



1



YES



29



58



2



NO



21



42



50



100



TOTAL



78



• The above pie chart shows about the awareness of business partners about the acquisition of Novelis by Hindalco. • 58% respondents are aware about the acquisition but a significant 42% are unaware of this deal. •



Since the new product is an innovation of Novelis, awareness of business partners is very necessary about the acquisition and the company acquired both.



SHOWING THE IMPACT OF SUGGESTIONS OVER THE CUSTOMERS PRODUCT SELECTION-



SL.NO.



RESPONSE CATEGORY



NO. OF RESPONDENTS Absolute



Percentage (%)



1



YES



39



78



2



NO



11



22



50



100



TOTAL



79



• Above pie chart shows the impact of suggestion over the product selection process of customer. • 78% respondent think that customer do give importance to the suggestions made by the agents and stockist for the product selection. Hence having a good relationship with the business partners is always beneficial for the company. • Since an aware agent can suggest a customer about the brand Hindalco, a good rapport with partners can help in launching the new product, which initially do requires a bit of push from the business partners. SHOWING THE EFFECTIVE SOURCE FOR PROVIDING THE INFORMATION RELATED WITH THE DIFFERENT TYPES OF ALUMINIUM PRODUCTS-
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NO. OF RESPONDENTS SOURCES (Each below rating is out of 50 respondents)



Absolute



Percentage (%)



1



Employee



42



84



2



Magazine



5



10



3



News Paper



0



0



4



Associates and Agency



28



56



5



Internet



20



40



SL.NO.
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• The chart infers that 84% of the respondents get information about the product through employees of the company itself. Therefore it is important to have good customer relationship by having expert employees to deal customers. Employees of the sales department play the major role in providing and receiving information about the product requirement and the standards on which the product need to be developed. During the launch of the product and even after that employee will be required to create awareness among the customers about the product.



• 56% of the respondents get the information about the product from associates and agents. Hence the role of agents and associates can’t be ignored.
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• A positive sign with emergence of a new channel of business through internet is proven through the fact that 40% of the respondents get information about a product from internet. • In print media magazines are a source of information, is thought by 10% of the respondents. • News paper doesn’t play any role in product awareness; it’s a source of information about the company. • All the above analysis shows that to launch a new product, all the channels of information have to work in a synchronised manner to achieve the desired result.
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QUESTIONNAIRE ANALYSIS FOR CONSUMERS MAJOR METALS USED IN PRODUCTS OF DAILY LIFE-



SL.NO.



METAL (Each below rating is out of 50 respondents)



1



NO. OF RESPONDENTS Absolute



Percentage (%)



Steel



40



80



2



Iron



32



64



3



Aluminium



24



48



4



Copper



22



44



5



Others



20



40



84



• Above analysis shows what an individual house hold customer thinks about the usage of different metals in daily life products. • Only 48% of the respondents consider aluminium as a metal used in products of daily life. The majority of them (80%) consider steel as most used material in daily life. Even Iron ranks above (64%) than aluminium. • There is a need to create awareness among the people about the possible application areas of aluminium in daily life products. Since the new product will be utilized in a number of daily use products, awareness about aluminium is of utmost importance.
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AWARENESS ABOUT HINDALCO’S INDUSTRY OF OPERATION-



NO. OF RESPONDENTS SL.NO.



INDUSTRY Absolute



Percentage (%)



86



1



Cement



5



10



2



Aluminium



29



58



3



Telecommunication



0



0



4



Steel



13



26



5



Don't know



3



6



50



100



TOTAL



• According to the above graph 58% respondent consider Hindalco as an aluminium industry. 26% think that Hindalco operates in steel business. 10 % think that Hindalco is in cement business and 6% even don’t know which industry Hindalco operates in. •



There is a need to aware people about Hindalco’s industry of operation as it will help to position the new product in the mind and heart of the consumer. 87
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LEADER IN ALUMINIUM PRODUCTION IN INDIA-



SL.NO.



INDUSTRY LEADER



1



NO. OF RESPONDENTS Absolute



Percentage (%)



Tata



6



12



2



Hindalco



20



40



3



Sterlite



4



8



4



Nalco



10



20



5



Don't know



10



20



50



100



TOTAL
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• Above graph depicts that only 40% of the respondents consider Hindalco as the market leader in aluminium business. • Hindalco being g the market leader should try to make the consumer aware of its leadership position. A leader has always an edge over its competitors as the consumer relates leadership with quality and effectiveness. • People will be more likely to buy a new product launch by a market leader than others. Hence awareness of people is necessary regarding Hindalco’s leadership position in the aluminium industry.
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USAGE OF ALUMINIUM FOILS TO PROTECT THE FOOD-



SL.NO.



RESPONSE CATEGORY



Absolute



Percentage (%)



1



YES



18



36



2



NO



32



64



50



100



TOTAL



•



NO. OF RESPONDENTS



Above pie charts shows that only 36% of the respondents acknowledge aluminium foil as a food preserving material. 92



• Since Hindalco already has its products such as Freshwrap in the market which is food preserving foil, such a low level of awareness about the product is not a good sign. • The company should run an advertisement campaign of its existing product and aluminium as a food preserving material. Such ad campaigns will help to boost the demand of existing product and will pave the way for the new product launch.
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AWARENESS ABOUT HINDALCO’S PARENT COMPANY-



NO. OF RESPONDENTS SL.NO.



PARENT COMPANY Absolute



Percentage (%)



1



Tata



4



8



2



Aditya Birla Group



23



46



3



Reliance



7



14



4



Don't know



16



32



50



100



TOTAL
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• Above analysis shows that only 46% people are aware the Hindalco is a flagship company of Aditya Birla group. • 14% think it belongs to Reliance and 32% even don’t know which group Hindalco belongs to. • Since the Aditya Birla Group is one of the largest conglomerates of India, people should be made aware that Hindalco belongs to this group. It will enhance the brand value of the product as people already consider Aditya Birla Group as a famous brand. • This will even help during the launch of the new product where it could be related to the existing brand names, at least initially.
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AWARENESS ABOUT THE PUNCH LINE“Taking India to the world.”
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NO. OF RESPONDENTS SL.NO.



COMPANY Absolute



Percentage (%)



1



Aditya Birla Group



20



40



2



Videocon



15



30



3



Reliance



5



10



4



Don't know



10



20



50



100



TOTAL



97



• The above graph shows that only 40% of the people are aware of the punch line of Aditya Birla group. • Interestingly 30% of the respondents think it’s a punch line of Videocon. 20% are not aware of any such punch line. • Again the group has to brand itself more so that people could relate themselves to the brand more.
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QUESTIONNAIRE
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QUESTIONNAIRE



Dear respondent, I am the student of PGDM equivalent to MBA . I am doing my summer training from Hindlco Industries LTD.and as a part of my curriculum, I have chosen a project entitled



MARKET STUDY AND ANALYSE THE FEASIBILITY OF A NEW PRODUCT LAUNCH- ALUMINIUM CAR DOOR (NOVELIS FUSION). For this ,I am interested to getting your valuable, frank, forthright response to the questionnaire that follows.
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There is no right or wrong to question/statement that follows the questionnaire. only the required for your valuable advise for this project. The response will be used for academic purpose only.



Thanking you Yours truly



INSTRUCTION FOR RESPONDENT • Please tick the following options to your opinions & facts. • Specify according to your decision



Fill the form….. NAME & ADDRESS OF FIRM........................................................................................................... ……………………………………………………………………….. LOCATION………………………………………………………………………
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NAME OF CONTACT PERSON ………………………………………………………………………. DESIGNATION……………………………………………………………………….. NAME OF CURRENT PROJECT…………………………………………………………………………



QUESTIONNAIRE FOR DISTRIBUTORS, AGENTS AND STOCKIST 1. What is the age of the respondent? • Between 20-35 • Between 35-50 • Between 50-65 • Above 65 2. What is the occupation of the respondent? • Dealer • Distributor • Agent 3. Hindalco is the major producer of which material? 102



• Aluminium • Steel • Iron • Fiber glass • Copper 4. Who are the major customer groups which has been potential buyer for the respondent? • Industrial • Commercial • House hold 5. Which of the following has the highest demand• Hindalco • Nalco • Sterlite (Vedanta)



6. According to you what is the customer’s priority while product purchase103



• Quality of the product • Service provided • Cost effectiveness • Brand of the product • Others



7. Will there be any demand for a new product with distinctive features, cost effectiveness and a good brand name• Yes • No • May be • Don’t know 8. Do you know about the acquisition of Novelis by Hindalco? • Yes • No 9. Does your suggestion affect customer’s product selection process? • Yes • No 10. Which has been the effective source of information for different types of aluminium products? • Employees 104



• Magazines • News paper • Associates and Agency • Internet



QUESTIONNAIRE FOR CONSUMERS 1. Which metals according to you are majorly used in products of daily life• Steel • Iron • Aluminium • Copper • Others 2. Do you know what industry is Hindalco in• Cement • Aluminium • Telecommunication • Steel • Don’t know 3. Who is the industry leader in aluminium production in India-
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• Tata • Hindalco • Sterlite (Vedanta) • Nalco • Don’t know 4. Do you use aluminium foils which protect the food• Yes • No 5. Hindalco is the flagship product of which business house• Tata • Aditya birla • Reliance •



Don’t know



6. “Taking India to the world” is the punch line of which company? • Aditya Birla group • Videocon • Reliance • Don’t know. 7. Main problem facing when you are using car • Corrosion • Locking • Noise & Vibration 106



• Polishing 8. Do you thing that aluminium have more or equivalent strength • yes • No • Do not say



9. What is your first priority to see in car. • Safety • Mileage • Dynamic Body with strength 10.Do you have listen about Novelis fusion product that is used to manufactured for BMW 7-series car door . • Yes • No



QUESTIONNAIRE FOR MANUFACTURE OR EXPERT 1. Do you agree the parts manufactured by aluminium have equivalent strength as iron product? • YES
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• NO • Can be equivalent 2. What is major factor for mileage of car? • Road • Weight of car • Engine design 3. Do you have listen about Novelis fusion product that is used to manufacturing for BMW 7-series car door . • Yes • No 3. In your opinion, what is main problem facing Indian automobile sector? • Technology • Buying behaviour of customer • Government policy



4. If Indian company providing better material or product for car ,are you interested to used in your car • Yes • NO • Check out first quality
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5. Do you have any suggestion regarding this project…………………………………………………………………….. ……………………………………………………………………… ………………………………………………………………………
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LIMITATIONS CONCLUSION AND RECOMMENDATION



LIMITATIONSThe limitations of the study are as follows1. The large structure of the organization makes it difficult to gather all the information required, hence the source of the information is limited. 2. Some of the respondents were not co-operative and were reluctant to give the information.
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3.



Some of the respondents were not having certain information or provided incorrect information.



4.



The operating time and nature of business of some respondents created some difficulties in getting the most relevant information.



5.



The organizational structure/setups of certain agents/stockist made it difficult to get the appropriate person in the organization.



6. Company do not take interest to expend as per requirement.



CONCLUSIONAfter analyzing all the facts and data about the project it has been concluded that there is a potential market for the new aluminium products made of the NOVELIS FUSION technology and the customer is ready to accept this new product. Though there is competition in the market and currently the economic conditions are also not favourable, yet this new product which is the result of a breakthrough technology that only Hindalco possess, has the potential to be a success. Moreover the leadership position of the Hindalco is also an added advantage for the new product launch. Over the time Hindalco has mastered the art of producing aluminium products at the lowest cost and has earned the customers trust. With a number of existing industrial customers and an excellent distribution network, the product is largely expected to make its mark in the market RECOMMENDATIONOn the basis of the study following recommendations were made to the company-
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• The company should launch the product as it is having the potential to be a success, but the launch should be done close to the year end because that is the time when the economy will be again in a sound position. Already at the time of this report writing economy is registering a growth rate of 6.7% which holds good prospect in the near future. •



In the mean time company should try to make its bond stronger with its stockists, agents and other business associates. In the recent past company has lost some of its business due to lack of proper relationship with its agents.



• Company should focus more on the ‘Database Marketing’. As it is always preferable to offer more services and convenience to its most profitable customers. •



There is a tendency that the leader will always get the business anyhow, company should get out of this syndrome as the competitors such as Sterlite (Vedanta) are trying harder to win the customers. Company should try to market its product well and give importance to its business associates.



•



Hindalco should focus more on its brand building process. The company is enjoying the leadership status but in this hypercompetitive market it has to differentiate itself. In the current scenario a company has to ‘Be distinct or get extinct’.



•



The company should try to make more business customers as the globalization has facilitated a number of foreign companies to enter in India, which can be a potential aluminium user for making their own products.
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