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As both individuals and the nation sail forth boldly into the swirling currents of

globalisation, India’s biggest car manufacturer, Maruti Udyog Limited, is a hub of
unceasingactivity,. =~

While the mammoth task of producing and selling over 30,000 cars a month rolls
on, there is another kind of dynamic that is at work within our company. A ferment
of ideas. Driven by the vision of being the most dominant player by far in the car market

oftoday - and of the future.

It's a process that has already begun to catalyse a host of notable developments:
The advanced 16 x 4 Hypertech engines that turned our cars into the best performers
on the road. A spate of new model launches that shook the market out
of its complacency. Investments in information technology that will make us more
responsive and quicker on our feet than anyone will expect. An enhanced range of
customer-focused services like Anytime Maruti Call Centres, Maruti On-road
Service and Express Highways. The expansion of our nationwide service network to
over 700 cities. Indigenisation of many high-cost components. And the growing

availability of Maruti genuine spares and accessories in almost every corner.

The fruits of this process can be seen in our performance in the marketplace, nearly
two-thirds of which we can claim for ourselves today. And in the No. 1 nameplate
we won in the J. D. Power India customer satisfaction study. But this has only made us
expand the scope of our vision for the future. We have already invested in our
third plant and a new paint shop. And will leverage both our resources and our
reputation to venture into new areas like the pre-owned car business, finance,

insurance and fleet management.

So Join us in this exciting ride into the future. We are a company that has believed and

proven that it's never enough to own today. Tomorrow must be ours.


http://www.reportjunction.com
www.reportjunction.com

Board of Directors

Directors’ Report

Ten Years at a Glance

Sources and Application Qf Funds

| Auditors’ Rgport

Balance Sheet -

Proﬁt and Loss Ac;count ‘

Schedqlgs to thg”Ackc’ou‘nts

‘Balance Sheet Abstract an’d‘ Company’s Gene’ral Busin’ess ’Profilye

Annexure to Directors’ Report

12

14

15

18

19

20

41

42


http://www.reportjunction.com
www.reportjunction.com

Yoshio Sato
Jagdish Khatiar
T. Koybaya:s‘l'ii;‘:f ’ .
Yuichi Nakamura
AR Halasyam
J.Sugmori
Dr. Krishan Kumar ‘
Shinichi Takeuchi
Hirofumi Nagao
o.Suzuki

KK. Jaswal

Pradeep Kumar

Standard Chartered
Citbank NA.
Punjab Natkio_n;élik Ba
BNP Paribas
Sanwa Bank

Stand:?‘afd Ch rte
UTIBank



http://www.reportjunction.com
www.reportjunction.com



http://www.reportjunction.com
www.reportjunction.com

Contribution to Central Exchequer

Your company ended the year with a net loss of Rs. 2,694 million, (Rs. in Millon)
against the previous year’s profit of Rs. 3,301 million. Turnover was Excise Duty
Rs. 89,287 million (Rs. 93,151 million in 1999-2000). Total income &gg}z%‘;‘y
touched Rs. 92,533 million (Rs. 96,725 million in 1999-2000). i Dividend
Total saice
The company made an operating profit of Rs. 931 million (previous | 29320
year Rs. 6,645 million). This was the first time that the company : 25406 28574 26303
ended a year with a net loss. Some of the reasons were: ]
® Sales volume was lower as the domestic car industry suffered 1
a fall in demand owing to an overall depressed sentiment in
the economy.
® |Intense competition-in a. dull market forced all car . . . » »
manufacturers, including your company, to-resort to strategic - oo e »
pricing and incur losses. As such, your company had to absorb S S S
98-97 . 97-98 98-99  99-00  00-01

a major portion of the cost incurred to .upgrade its-engines and
meet the new emission norms.

® The introduction of uniform sales. tax in May 2000, which
increased incidence of tax by upto eight percentage points in
key markets, forced the company to lower prices of its price-
sensitive entry level models in end June.

® The launch of three new models (five since December 1999),
with a relatively high import contént, affected-the bottomline in
a year when the rupee turned weak.

® The burden of depreciation and interest on investments of over
Rs. 20,000 million undertaken in the past three years,

contributed to the loss.

The year under review was a difficult one for the Indian passenger | o :
car industry. After a booming 60 per cent growth in 1999-2000, the
industry witnessed a 7 per cent fallin sales in 2000-01. It was down
to 5.69 lakh units. The overall automobile market, comprising of

passenger cars and utility vehicles, withessed a drop of 2%to reach

a total market size of 6.90 lakh.

This was in keeping with the overall depressed sentiment in the

domestic economy. Throughout the year, there was a lack of “feel
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Growing Market Share
During 2000-01 (in %)
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(cumulative) crossed the milestone of 100,000 units.

“more customers to choose company branded genuine parts over

good” factor in the market; which resulted in subdued demand for
automobiles. In the latter part of the year, the co-operative bank
crisis, bearish sentiments in the stock markets, Gujarat earthquake,

etc. all contributed to the drop in demand for automobiles.

Besides, the flurry of new models-and the advancement of car
purchase in anticipation of a sales tax hike had also boosted car
sales in 1999-2000. As such, 2000-01 was a “cooling off” year.

Your company experienced a nearly 12 per cent fall in unit sales
compared to 1999-2000 and ended the year 2000-01 with a sales
volume of 3.35 lakh units in the domestic market. The decline was
notable in the entry level models —Maruti 800 and Omni. But in the
competitive B segment, comprising premium small cars, your
company grew neatrly 20 per cent on the strength of new models
even as overall volumes in this segment were flat. The success of
the company’s premium small cars contributed to recovering its
marketshare from a low of 50 per centin the first quarter to 62 per

centiinthe last quarter of the fiscal.

In an overall depressed scenario, your company continued to fead
the expansion of the domestic car market by penetrating deeper
through new retail outlets. The number of dealers inoreasedr from
163 ih the past year to 185 while sales outlets went up from 199 to
221 in 2000-01. The sales network now covers 135 cities.

Your company exported 15,300 vehicles at an FOB value of
Rs. 2,069 million. Export of Zen vehicles complying with stringent

_emission norms of Europe started during the year. Zen exports

Maruti customers have always drawn reassurance from the

availability of qua!ity,spares at -an affordable price through, a

nationwide network. During the'year, the company undertook sales-

promotion and customer education activities to persuade more and

cheap and unreliable substitutes offered by the unorganised sector.
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Sales of Maruti ,Genﬂ;i‘r"tfe: P
otherwise sluggish automobile ma

The success of the MGP is
customers a whole rangeof
designed to :s'uituMarukti':‘rﬁc’fjj‘
Maruti Genuine Accessories

Maruti car owners the option to

1381 authorised service st
the end of the year. The top pi
the'J D Power Custoﬁaerﬁ 3

of this massive network.

Your company also starte
service stations every 25-

During the year, 12 highways we

company formulated a

while retaining its focu

cost consciousness as per
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accepted the incentiv e
the workmen in adhé 1g e
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