insider

over S0%astiyear s Thesneed of the hour'is to expand some of our
manufactuting facilitiesinorder not to miss out on the growthlepportuni-
ties in the ctrrent'market. “Atter all, ant to double sales again in the
next three years! |

It has been a roller-coaster ride since (then) Mannesmann Rexroth AG
took majority control of its Indian unit in 1996. It took this unit 20 years
Since its founding in 1976 to reach a sales level of half a million Rupees
{(roughly 10 million Euros), with bﬂely 3% net profit to show for it over
the entire 20 year period. Then followed three awful years of recession,
Sales stagnation and losses, which'in'turn prompted a comprehensive
restructuring.

We are especially proud of ourinew Training Center.  Completed in May
2003 with financial support from an‘agency of the:Germanigovernment,
it boasts a 145 sq.m.-auditoritm complete with the latest audiovisual
equipment, 295 sg.m. workshop with training rigs for hydraulics, pneu-
matics and mechatronics, and even an Erbach-style cafeterial Our Di-
dactics Division has initiated collaborations with major engineering
schools in Ahmedabad, Pune and Mysore, and with two vocational train-
ing institutes in our home state.of. Gujarat. We will be working to include
fluid power in the schools’ curricula and providing them with the neces-
sary training, teachware and training equipment.

oday, after doubling sales in three years to over one billion Rupees (just
over 20 million Euros), Bosch Rexroth (India) Lid!'s profits are healthy
and the future looks bright.

What happened?sForsure, the state of the Indian.economy has helped.
The=“fe€l good factor” is everywhere: a good monsoon in 2003 has
blessed the two thirds of the population dependent for their livelihood
on agriculture; the government — stable for a change — has launched a
massive, 15,000 km highway construction program; and growth has come
to every corner of the economy. The buzzword is: India is Shining!

But we can claim some of the credit too. Over the past three years, we
have made major strides in streamlining our production of hydraulic valves,
vane pumps and power units by introducing lotal Plroductive Mainte-
nance (TPM) in our Ahmedabad and Bangalore factories, and also be-
coming ISO 9001:2000 certified. A “Business Process Reengineering”
effort in 1999 resulted in a dramatic cut in order lead times, and a 20%
headcount and plant capacity reduction turned red ink into black within
12 months. After this painful downsizing, our attention turned to rebuild-
ing our employee relationships, beginning with an objective “HRD Au-
dit” and corrective action programs, a desperately needed facelift to our
offices around the country, a health care program, and not least a “360
Degree Feedback” assessment of our senior executives by their superi-
ors, peers and subordinates.

That was then. Now, last year's 44% sales growth has us expansion-
minded. We have by far the largest share of the power unit business in
the country, ranging from an innovative line of standardized compact
units for the machine tool industry to complex systems for steel mills in
India and abroad. The local merger with Bosch-AT has given us a com-
manding position in the machine tool and plastics machinery industries,
and we have grown our mobile hydraulics business by 70% in 2003.
Although relatively small, our BRC and BRL businesses both grew by

TPM Room

A discussion room located inside the workshop
where various cross functional employees
discuss their Kaizen (improvements) as a team.
Team progress (plans, actions, learnings and
achievements) is displayed on visual boards - a
communication channel for all employees.

Practical Training Room Cafeteria

Collaboration with National Institute of Engineering, Mysore

By popular demand, we
held our biennial Family
Day in our plants and of-
fices across India on Feb-
ruary 22, this year under
the banner of Breaking the
One Billion Rupee Sales
Barrier in 2003. All family
members of our employ-
ees were invited to see
where their fathers and
mothers, brothers and
sisters, sons and daugh-
ters, aunts and uncles
work at Bosch Rexroth
(India) Ltd. Small gifts
were distributed, games
organized, and food and
drinks were served.
Above all, this is an event
where bonds are renewed
to give our work life that
special meaning, and fami-
lies can share the enthu-
siasm of a Bosch Rexroth
India Shining.

Wolfgang Wagner

Rangoli is one of the most
popular art among Indian
women, which is mainly painted
on the ground in front of their
houses using different color
powders.

Welcome by the organising team

Musical Chair Competition

Traditional Gujarati Garba Dance

Drawing Competition

At a Glance

ggtarters in Ahmedab

and also houses a hydraulic service center, BRC servic€ and appli-
cation.centerspBREend=machining facilities, and the sales offices

of the southern region: A service and spares support facility ims
Jamshedpurcaters to eastern.India’s steel majors, and sales offices
in/Delhi, Kolkata land Mumbai serve customers in the northern, east-
erp and western regions.



