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n 2009-10, Maruti Suzuki could make and sell over a million 

vehicles. This was a first for any automobile company in India.IAfter the slowdown of 2008-09, demand recovered faster

than anticipated. The Company, its suppliers and business 

associates worked on a stretch to meet demand and keep the 

promise of a million vehicles. During the year, the Company

expanded its network as planned, launched a new model,

refreshed two existing models, achieved highest ever exports

overall and in Europe, took the first

steps in setting up a world class R&D 

centre, worked on cost down

initiatives, emphasized sustainability 

and people development and 

strengthened its focus on customer 

satisfaction and new markets.

While the Company duly celebrated the one million landmark,

the focus was quickly back to the challenge at hand. The

challenge is to provide the Indian customer best value over the 

period of vehicle ownership. Better than she receives today. The

challenge is also to offer products that are more stylish, more

comfortable and endowed with more features than today.

Deliver technology that provides more driving pleasure and 

better fuel efficiency. Supported by a network that is proximate,

more caring and more efficient than now.

A market leader does not have the benefit of known paths,

clearly laid out ahead. The challenge for us is to better Maruti

Suzuki, many times over.

surpassing self...



01


















