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Dear DriveTrack Plus customer,
Greetings from HPCL!
We are delighted to share a double edition of
Fully Loaded combined into one.

With the impact of COVID receding, the
commercial vehicle industry seems to be getting
back on the growth lane, with pent up demand
for trucks driving sales of new and used
commercial vehicles. The special article on
Indian CV industry by RACE Innovations points
out interesting information on where the CV
industry is heading.
In this edition’s ‘Customer Speaks’ column, we
feature three of our esteemed partners –
Distribution Logistics Infrastructure, Speed King
Cargo Movers and North South Logistics Service.
From the dealer side, Mega Petroleum and
Prathmesh Agencies share about their two
decade and 18- year old partnership respectively
with HPCL. We also highlight Chahar Diesel's
success with HPCL Bowsers

Since this is a double-edition, we have loads of
other interesting articles including the ones on
Ashok Leyland Driver Training Institutes, the CII
Indian CV Conclave, CVF 2022, Tata Motors
Finance’s driver empowerment programs &
more.
This edition also features special articles on
Sundaram Finance Limited and their new diesel
finance products, DriveTrack Plus TMS through
CargoFL - a cloud ERP modernizing and
digitizing Truckers in India, ENKLO and also on
our very own partner - Shriram Transport
Finance Company.

We hope you enjoy reading this edition.

We will be delighted to receive your feedback.
Please write to us at feedback@drivetrackplus.com.
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SUCCESS IS SWEETER WITH HPCL FOR SPEED KING
CARGO MOVERS
Founded by Shri. Vimal Kumar Mishra in 1995, Speed King Cargo Movers is based in Nuh district of
Haryana and today it is Shri. Narendra Mishra who is at the helm. Speed King Cargo Movers caters
to logistics companies with its 250 containerized trucks. This MBA graduate has brought in many
modern ways of working in the company. Fully Loaded speaks to him on how HPCL is helping
Speed King Cargo Movers succeed!

Founded by Shri. Vimal Kumar Mishra in 1995, Speed King Cargo
Movers is based in Nuh district of Haryana and today it is Narendra
Mishra who is at the helm. Speed King Cargo Movers caters to
logistics companies with its 250 containerized trucks. This MBA
graduate has brought in many modern ways of working. Narendra
has initiated digital work processes in their administration
department to make the company and their fleet work in a more
organized way and to reduce any kind of resource wastage. He
shares: “I started assisting my father in the family business in 2005
and two years later, I joined officially. We have tie-ups with
logistics companies such as Safexpress, Gati, Blue Dart to name a
few.” All their trucks are ISO certified, GPS-enabled and are
equipped with fuel and tyre management systems.
Narendra says: “Roughly 70% of our vehicles possess telematics,
fuel management systems, sensors, maintenance management
systems. The real time data updates that we get regarding the
vehicle health, fuel consumption, tyre management helps us keep
our fleet running seamlessly.” He feels: “We are blessed to have
HPCL as our fueling partner. They have given us tremendous
support, cooperation, guidance and assistance any time and every
time we needed.”

‘Always’ HPCL
For Speed King, the day their business was initiated was also the
day when they opted for HPCL. He recounts: “Initially, the choice
of HPCL was a random one but over these 27 years, we are glad to
have chosen them and we continue to be their customers. We
made a good choice and have been satisfied with their service, the
quality and the promptness with which they are there for us. We
receive extraordinary support from HPCL. In fact, if we want to
get any dealer mapped anywhere in India, we get in touch directly
with the management team and they do the needful. Be it any kind
of an issue, it is resolved on a priority basis for us whatever be the
time of the day. That is why we have never thought of switching
to another name.” So, how does setting up a dealer on the request
of a customer work? Narendra explains: “We place a request with
the management of HPCL and they link us with the concerned
Area Sales Manager or a competent officer to explore the nearest
feasible location for our operations and help us to select a dealer.”
Criss-Crossing India
Speed King’s trucks ply across the length and breadth of the
country on more than 55 routes. Guwahati, Siliguri, Kolkata,
Bhuwaneshwar, Cuttack, Patna, Kanpur, Raipur, Nagpur,
Hyderabad, Vijayawada, Bangalore, Coimbatore, Salem besides
Jaipur, Dhule, Aurangabad, Pune and more.
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He adds: “All these are on a contractual basis. If a particular truck
is taken up for a particular route in the system, then it will run only
on that route for the next four or five years, till the contract is
renewed. The routes and the transit times are fixed. Everything is
automated.” The company owns 100 multi-axle trucks with
payloads of 15 and 18 tons besides about 150 single-axle 32- and
24-feet trucks. Narendra says further: “Our fleet with different
payloads give us a mileage from 4 to 7 kilometers per litre but it is
all dependent on various factors, including road conditions, full
truck load or less, and if it’s a single or multi- axle.” Speed King
has outsourced maintenance for his fleet both onsite and in transit.
He shares: “Even in the times when the fuel pumps run dry for
whatever reason, our trucks have never been stranded. When
transactions are big, it is the trust between the stakeholders which
carries the work association forward. And HPCL and our company
together have built an equation of trust and goodwill and that in
itself is a huge support.”

HPCL is offering their loyal customers a Transport
Management Solution program under their DriveTrack
Plus program – free of cost – to help them manage
various aspects of business easily and in an organized
manner. Narendra gives details: “The software helps
us manage our daily affairs where we can manage
various parameters digitally including our resources,
record our expenses, manage our invoices, track
collections, get GPS on a single portal, and access
data securely on our smartphones. Document renewal
pop-ups alert us prior to the due date. Summarily, this
program helps us to keep various aspects of the
business sorted at all times.” If ‘customer delight’ is
their aim, then HPCL is achieving it with surety.

Kudos to HPCL
He shares: “Not only did they offer emergency medical services
to anyone who needed it but specifically they had their mechanics
pan India to help trucks in transit for any problem. All we had to
do was raise a query, upload details like vehicle number and
driver contact number and the location of the breakdown. HPCL
provided us with the mechanic’s contact number who would give
our drivers roadside assistance at a reasonable price.”
Narendra gives more details: “During the pandemic when the
drivers needed to go back home, parking the vehicles became a
major issue. But HPCL helped them by tying up with numerous
dhabas and fuel pumps on the highway to allow them to park the
trucks safely till their return.” HPCL has won the hearts – not just
of their clients’ but also in general, as per Narendra – by having its
heart in the right place. After all, it is all about possessing ‘right
approach and vision’ and HPCL has it in spades!
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NORTH SOUTH LOGISTICS SERVICE APPRECIATES
HPCL’S UNWAVERING SUPPORT
Fully Loaded speaks to Shri. Satish Verma, General Manager – North South Logistics Service and
finds out that the company appreciates consistent support from HPCL in their 13-year-long
partnership.

North South Logistics Service is one of those entities who do not
forget their humble roots. In fact, the management is quite proud of
how the small initiative today has grown so big – both in terms of
fleet and personnel. Born in 2005, as the brainchild of Shri. C R
Verma, North South Logistics Service (NSLS) is based in
Gurugram, Haryana. Shri. Verma and his partner, Shri. Dalip Singh
have grown the company that initially owned 25 trucks to today’s
mighty 700 close-body containerized trucks. In 2007, Shri. Satish
Verma joined the company and since then, he has grown up the
ladder in the family business to become the GM today.

C R Verma

Satish Verma

“We were impressed with HPCL’s
service and the support they
showed us and hence made a
switch to HPCL."
Shri. Satish Verma, General Manager
– North South Logistics Service
Satish Verma shares: “My uncle, Shri. Verma, founded the
company and is the inspiration behind it. Our 700-strong fleet
comprises both single and multi-axle 14 to 32 feet close-body
container trucks. We ferry spare parts mainly for Maruti Suzuki as
well as for other automotive companies across the country and
reach them to their dealers everywhere. We have branches in
Chennai, Bengaluru, and Hyderabad.” In the beginning, NSLS
(North South Logistics Service) took fuel from another oil major
but decided to opt for HPCL in 2009. Satish tells us why: “We
were impressed with HPCL’s service and the support they gave
us. Hence we made a switch to HPCL. And they arranged specific
dealers for our trucks on all our routes for priority supply of fuel.
That is a big support. The reason is that many times we have faced
the problem of dealers denying our drivers fuel because they are
hard-pressed to serve their own dedicated clients first. With
HPCL’s help, we have been able to overcome that challenge.”
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Satish reiterates the efforts of HPCL in helping his team resolve any
trouble: “HPCL sales people respond promptly to any of our queries.
Sometimes, we require change of retail outlet for various reasons, we freely
tell them. There have been times when the HPCL team has sorted these
issues for us.” Shri. Satish Verma is highly appreciative of the HPCL’s
DriveTrack Plus program that enables him to make easy payments.

He adds: “Every month HPCL shares with us a report on
our overall fuel consumption, where it was taken from,
the quantity taken from each outlet. This helps us crosscheck the data with our records and we come to know if
there are any discrepancies in the system. The reports
help us keep our system clean and answerable.”

In a nutshell, the work equation between North South Logistics Service & HPCL
is designed to run a long innings!

KNOW OUR PARTNER

KNOW OUR PARTNER: SHRIRAM TRANSPORT
FINANCE COMPANY

Shriram Transport Finance Company Limited, a 43 year-old
company and part of the Shriram Group, is one of the largest asset
financing NBFCs in India. The company is a leader in the
organized financing of pre-owned trucks with a strategic presence
in 5-10-year-old truck lending. The company has assets on balance
sheet of INR 1.27 trillion and has a pan India presence with a
network of 1,854 branches and employs 25,456 employees
including 19,475 Relationship executives (Figs. of March 2022).
The company has built a strong customer base of around 2.11
million customers. It has developed strong competencies in the
areas of loan origination, valuation of pre-owned trucks and
collection. It has a vertically integrated business model and offers
several products which include pre-owned CV financing, new CV
financing and other loans like fuel finance, accidental repair loans,
tyre loans and working capital finance etc.
STFC is a pioneer in Commercial Vehicle Financing, which
includes financing of pre-owned and new commercial and
passenger vehicles, tractors, 3-wheelers, multi-utility vehicles, and
ancillary services like finance for working capital, engine
replacement, small business loans, tyre loans and fuel loans. It
provides holistic financial support to the bottom of the pyramid.
Shriram Group
Shriram Group is India’s leading financial conglomerate with a
dominant presence in commercial vehicle (CV) financing, retail
financing, chit fund, equipment financing, housing finance, life
insurance, general insurance, stockbroking, distribution of financial
products, and wealth advisory services. The Group focuses on
serving the underserved and is driven by its Financial Inclusion
agenda of bringing finance to low-income families and small
businesses.

Shriram Capital Limited is the promoter company for the
Financial Services (Shriram City Union Finance Limited &
Shriram Transport Finance Limited) and holding company of
Insurance entities (Shriram General Insurance Company Limited
& Shriram Life Insurance Company Limited) of the Shriram
Group. Shriram Housing Finance Limited is a subsidiary of
Shriram City Union Finance Limited. The lending and insurance
companies were created with the primary objective of optimizing
the synergies across the Group entities. Shriram Group together
has an overall customer base of over 22.5 Million, with around
79,100 employees across 4,000 branches, net profit of INR 53.6
billion with Assets Under Management (AUM) of over INR 2.16
trillion (as of March 22).
Shriram’s tie-up with HPCL
Under this initiative, STFC in association with HPCL is providing
fuel financing solutions to its customers under its “smileage”
program. Given the rising fuel cost, this facility provides
customers with an efficient way of accessing working capital for
fuel and enables them to purchase auto fuels like diesel, petrol,
CNG and lubricants through a card-less transaction. The tenure of
the credit facility is around 15-30 days.
Credit is granted based on an OTP-based digital platform via the
customer’s mobile number. The transaction can be carried out at
HPCL’s DriveTrack Plus POS terminals. At select HPCL outlets,
STFC also has set up mini branches called ‘Shriram One Stop’ to
provide finance on the go. Till date, more than 3.6 lakh customers
have benefitted from the STFC-HPCL partnership and more than
Rs 2000 crores have been disbursed under the "smileage"
programme. STFC is looking forward to many more years of
successful partnership with HPCL.
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MEGA PETROLEUM AND HPCL – GROWING TOGETHER
FOR OVER TWO DECADES
HPCL’s emphasis on quality and Mega Petroleum’s focus on brand-building are behind the ‘Two
decade’ old strong partnership, informs Shri. Ziyauddin Baig, Partner, Mega Petroleum in this
exclusive chat with Fully Loaded

It was in 1999 that brothers, Shri. Salahuddin H Baig and Shri.
Ziyauddin (ZH) Baig started a HPCL dealership at NH-8 VillageBakrol Near Panoli, Ankleshwar, District Bharuch. What began as a
single nozzle petrol station, soon expanded into a throbbing outlet
comprising of multiple islands. ZH Baig, also popularly known
among employees and the fleet community as ‘Munnabhai’, says:
“We had our struggle and apprehension to begin with one nozzle
but withing one year we managed sales of 8-10KL/day. A little
marketing with fleet operators and industries along with word of
mouth, our sales shot to 20KL /day.”
This growth is phenomenal considering the fact that ZH Baig has
opted for a traditional route of marketing. With focus on building
customer association by visiting them and convincing them to open
accounts, Baig managed to build strong loyal customers.

He says: “Not only we decided to open the industrial
accounts as well as convince large fleets to get
associated with us due to our ethics in the segment but
we were able to get them to repeatedly buy from us
because of the quality of fuel HPCL delivered. In the last
two decades we have maintained ‘honesty as our best
policy’ and in fact customers have acknowledged our
sincerity in the business.”

Ziyauddin Baig, Partner,
Mega Petroleum
Mega Mandate
In order to meet customers, trust and to remove any doubts of
cheating from the mind of consumers, Mega petroleum keeps 5
litres, 20 litre measurement vessels so that customers can cross
verify the accuracy of the fuel. “We feel the customers have given
us a ‘Mega Mandate’ when we are overwhelmed with fuel
requirements. Just in the last 5-6 months we have been crossing
50KL per day. Such is the brand building and trust today, that
customers WhatsApp message us their orders in advance and we
too manage our stocks accordingly. We have been doing this only
because of the right stock and pure quality of HPCL,” beams Baig.
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Apart from the basics, the dealership outlet that is spread across
80,000 sq meters have ample space for refreshment and parking.
They have a garage mechanic and a fast food with tea and
refreshment stall in the vicinity to help truck drivers, refresh and
take care of themselves and their vehicles. Baig adds: “HPCL plays
a huge role in training our staff periodically. They inform us about
the schemes and benefits like the DriveTrack Plus program through
which customers get attractive reward points on every transaction.
The driver and helper are also eligible for insurance.”

Mega Petroleum also has to its credit one of the first HPCL outlets
to start dispensing AdBlue when HPCL began its AdBlue network
in 2019. Today the company boasts of Petrol, Diesel, CNG and
AdBlue at its station. It also is coordinating with the company to
erect a charging station for electric vehicles. “We know that
electric vehicles are slowly making their ways into the main
stream. We do not want to be behind in the race but serve
customers with their needs. Hence, we are interested and have
setup a charging station and HPCL is guiding us,” he shares.

Apart from this, the company also wants to cater to institutional diesel requirements of some of the customers with Door-to Door delivery.
“We have identified that a few industries, construction sites and hospitals would require diesel on site and hence we are given orders to
develop a 6KL fuel bowser on Tata Signa. It will be designed and constructed by Humsafar and with HPCL’s support we would want make
a successful foray in this segment as we have been doing through our outlet for the pasat two decades,” concludes, Baig.

ASHOK LEYLAND DRIVER TRAINING INSTITUTE
(AL DTI) - CENTERS OF EXCELLENCE
Ashok Leyland (AL) has pioneered driver training in India
recognizing the vital role of the driver in the commercial vehicleindustry. In fact, there is empirical proof that proper training can
result in 5% or more fuel saving, translating into 3% reduction in
total operating cost. Driver training at AL’s Driver Training
Institutes (DTIs) is offered in a structured manner to fleet owners,
their drivers, individual drivers cum owners to evolve the driver as
professionally trained which can make a significant difference to
their businesses. Training is also imparted to drivers in the
unorganized sector.

Presently, there are twelve well-established AL Driver Training
Institutes (DTIs) in India: at Namakkal (in the trucking heartland
of Tamil Nadu), Burari (In Delhi), Chhindwara (Madhya Pradesh),
Kaithal (Haryana), Chhatia (Odisha), Railmagra (Rajasthan),
Dharwad & Yelahanka (Karnataka), Vadodara, Hazira & Dahej
(Gujarat) and Sircilla (Telangana).

All the DTIs are equipped with contemporary vehicles, road and
terrain of every conceivable configuration, modern infrastructure
including a state-of-the-art driving simulators and a scientifically
designed curriculum. A comprehensive approach to training has
been responsible for the immense success of the institutes which
have so far added value to over 18 lakh drivers on the highways
thru various training programmes!
Over the years, Ashok Leyland’s DTIs have evolved as Centres of
Excellence, where the philosophy is to prepare drivers for life-both
on and off the road. With state-of-the-art infrastructure and a
scientifically designed curriculum, the training covers all aspects of
driving and road management, while also promoting a holistic
approach to health, stress control and overall well-being.
Ashok Leyland DTIs – Centres of Excellence
Skills such as safe driving, fuel conservation, repairs and
maintenance are taught. Other aspects of life on the road are also
highlighted – trouble shooting, fire-fighting, and first aid.

The importance of good health is stressed, with special emphasis
on prevention of HIV. Additionally, certificate courses are
conducted in specialized subject, such as handling of hazardous
materials. The professional training makes a huge difference.
Driver who are trained systematically and scientifically add a
significant advantage over those without proper skills. The result
are fewer accidents, lower operational costs and a happy
workforce who are an asset to the organization. For further
details, please email amit.jain@ashokleyland.com

CHAHAR DIESEL BULLISH ON HPCL BOWSERS
From time to time, any business requires innovation. In today's
competitive business world, the process of creating something new
or improved, that better serves a customer is crucial. This might be
a new product or service, a process enhancement, or anything else
that helps the company grow in new ways. Shri. Prashant Chahar,
Partner at Doctor Roadlines vouches for this business mantra.

Doctor Roadlines is a reputed business house, involved in logistics
operations across India. Based out of Agra, the company works
with SafeExpress group to meet the latter’s supply-chain needs.
Prashant Chahar says: “As a company Doctor Roadlines have been
in business for over 20 years. When, I applied by business acumen
to ease the requirement for our Diesel requirement I spoke to
HPCL. They insisted on developing Door-to-Door Diesel
Dispensing (DDD) Unit.”

As a company that owns 60 trucks, they require Diesel in tune of
2000 to 2500 litres per day. “We wanted to consolidate our fuel
requirement. That’s when we had a word with HPCL and the
whole idea of DDD was popped,” reveals Chahar.
He further states: “We were convinced by HPCL to harness the
huge potential available in this market immediately since it will be
too late to enter this domain two to three years down the road,” he
explains. Our effort is to reach clients in and around Agra, who
are unable to visit fuel stations with their heavy machineries and
gensets resulted in our interest to develop fuel dispensers; that can
deliver fuel on demand.”

Mutually rewarding
Prashant registered the business under the name ‘Chahar Diesel’ in
January 2021. The 6KL diesel bowser is built on Ashok Leyland 6
Tyre Ecomet platform under the PESO guidelines from Grover
Engineering Works in Hisar, Haryana. The fuel dispensing unit is
from the reputed firm Gilbarco. Chahar says: “HPCL has been quite
supportive and a guiding light in getting us the right product. We
know the customers and their reservations and hence it was only
obvious to opt for quality makers of the bowser and dispensing
unit.”
Apart from meeting their own captive needs through the diesel
bowser, Chahar Diesel has been quite successful in tapping the
needs of small and medium companies and shoe factories in and
around Agra. “NH 44 is our main area of operations. The factories
here require diesel and they used to send their workers to the fuel
pump in order to get their gensets filled. On making them
understand about the legitimacy of our Diesel bowsers and clearing
their doubts about the right quantity and quality of fuel with the
brand value of HPCL, the initial customers were on-boarded,”
explains Chahar. After winning the trust of the customers, Chahar
Diesel has started a whatsapp group for all its customers and track
the orders they would place. “Thanks to the minimum order of 400
litres that we request them to place, we are able to meet the orders
in tune of 7-8 diesel bowsers per month", shared Chahar.

"We are currently not even charging for the delivery and the doorto-door institutional delivery from Chahar Diesel is completely
free,” shares Chahar.
Chahar also discusses the relevance of HPCL's DriveTrack Plus
programme, which aims to boost sales and pass on the savings to
customers. “HPCL creates a customer account in the DriveTrack
Plus programme, and the customer then uses his bank account to
recharge his CCMS account.” He can utilise the funds to buy fuel
and earn reward points.” Chahar Diesel is given DriveTrack Plus
POS equipment as a DDD operator, via which transactions are
completed and payments are transmitted in about an hour. “With
this card, HPCL offers fleet operators a comprehensive fleet
management solution that offers an unrivalled mix of control,
convenience, security, and value,” Chahar acknowledges.
Ask him if he would want to invest in more bowsers or a smaller
one with a capacity of 3KL capacity, Chahar concluded: “At
present we would want to meet the expectations of our existing
clients, scout new clients and make sure the existing bowser of
6KL capacity is optimally utilized. The fuel dispensing unit comes
with a 30 feet pipe which has enabled us to reach the farthest point
or upto first floor of customer’s diesel gensets and hence at the
moment we are not mulling to build a smaller diesel bowser.”

SUNDARAM FINANCE LIMITED (SFL) : NEW DIESEL
FINANCE PRODUCTS
Sundaram Finance Limited (SFL) has launched new products to cater to different customer
segments (who have different cash-flow-cycles). Credit period (of 2 weeks / 1 month / 45 days) is
set for every transaction, which gives flexible repayments options. Customer can also utilise
100% of the approved credit limit.

Direct Purchase Funding – SFL is now funding customers for their bulk purchases.
Toll Finance – Customer can avail finance for recharging Fastag (issued by ICICI
Bank & Axis Bank)
Chai Pe Charcha at SFL branches / HPCL Retail Outlets / Customer Locations and Regional Office Meetings:

HPCL R.O 14-Jun-2022
- Tamil Nadu,
Kumbakonam

HPCL R.O 12-Jul-2022 Kerala,Kannur

HPCL R.O 15-Jul-2022 Andhra Pradesh,
Vizag

HPCL R.O 22-Apr-2022
- Maharashtra,
Mumbai
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PRATHMESH AGENCIES’ 18 YEARS OF FRUITFUL
PARTNERSHIP WITH HPCL
Shri. Dharmendra Rathod and Shri. Aditya Koppikar, Partners at Prathmesh Agencies, narrate how
they have built a strong business through HPCL’s retail outlet in a competitive region of Dadra &
Nagar Haveli.

This month, we stopped by Prathmesh Agencies situated at the
village Naroli near the check post of Union Territory of Dadra and
Nagar Haveli. The dealership outlet in association with HPCL was
founded in 2004 by Nitin Koppikar and Bhanabhai Rathod, father
of Aditya Koppikar & Dharmendra Rathod respectively.
Reminiscing the early days, Dharmendra shares: “From a humble
beginning of 30KL in December 2004 to reach 2000KL per month
we have catered to fulfilling the needs of our customers in our
region. Ours is the first HPCL outlet as soon as you enter the border
from Maharashtra. We grew with the support of petrol customers,
largely two-wheelers but over the last decade and half have also
catered to the fleet operators plying on this road, meeting their
diesel requirements.”

Today the outlet has 12 nozzles of diesel and 4 for petrol across 4
islands. “We roughly clock 2700KL per month from our diesel
sales and 120KL per month from our petrol sales. Given our
location is just 2.5 kms away from the NH48 we attract fleets from
customers like VRL Logistics, Dashmesh Road Carrier, Navkar,
Ganesh Road Lines, amongst many prominent operators," informs
Aditya, son of Nitin Koppikar.

"Apart from the basic amenities like clean washrooms, welltrained staff, free clean drinking water, we also have a huge
parking space that can accommodate 50 trucks, an open space for
drivers and cleaners, free air service that attract customers to our
2.5-acre outlet,” he added.
Serving Right
When we asked Dharmendra to list down three important points
for their success and long-standing fruitful relationship with
HPCL, he says: “Timely delivery, Quality and Regular updates
from HPCL are key to their strong association for the last 18
years. HPCL’s offcials are up to the mark in following up with us
about keeping the right fuel stocks, quality, acquiring new
customers and schemes. Whether it is about passing on the
benefits of the DriveTrack Plus programme, familiarising them
with the HP Pay wallet, taking customer suggestions and
feedback, and correcting any errors that occur, all contributes to
building a committed relationship with clients and people
associated at large.”
The personnel at Prathamesh Agencies are regularly trained on
new HPCL schemes and is also involved in company-sponsored
regular campaigns. “Every quarter, our managers coordinate
training and new schemes with HPCL and provide appropriate
support to the field crew. We provide drivers utility items like
water-bottles, umbrellas, and tiffins to help them better connect
with us. We make them aware of benefits if they use more than a
certain number of litres and how it can benefit their companies,”
Dharmesh adds.
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Growing Further
Coordination with the workers on quality has paid off handsomely.
In FY 21-22, the company was ranked 5th in HPCL's excellence
programme in the area and was the highest seller in Dadra and
Nagar Haveli, despite close to 9 competing outlets nearby. “All of
the accomplishment and trust that we have established in our
business is on the shoulders of the people associated with us,”
Dharmendra says. “Paying employees industry-standard
compensation and communicating with consumers honestly go a
long way toward satisfying customers.” Here on, even if the overall
volumes have been fairly consistent and the margins have been
steady, the dealership's working capital has increased significantly.

It is during times like these that businesses consider about the
future and measures for expansion and consistent growth.
“Everyone understands that the business requires a lot of capital.
We also provide customers credit, and our entire operations
necessitate a lot of cash flow. We anticipate double-digit annual
growth and anticipate HPCL ushering us into the new era of
sustainable vehicles with guiding us on alternate fuels, charging
setup and business effect of new fuels. In conjunction with HPCL,
we also have a monthly DEF (AdBlue) capacity of 400 litres and
look to growing further,” wraps up Aditya.

EXPERTS DELIBERATE FUTURE STRATEGIES IN
FIRST CII INDIAN CV CONCLAVE
The increase in demand for commercial vehicles in the next few years will have a ‘multiplier
effect’ on the income and employment prospects of the entire extended value chain, point
out industry experts

India is the seventh-largest commercial vehicle (CV) manufacturer
in the world, accounting for around 3.5% of the global CV
production, and is one of the largest exporters of CVs. During the
last two years, the pandemic offered an opportunity for the Indian
CV industry to re-imagine business processes by leaning on new
emerging technologies and business opportunities. The first edition
of the CII Indian Commercial Vehicle Conclave sought to create a
platform for deliberations on future strategies for the CV industry,
ongoing regulations, expectations from the government, supply
chain and logistics, emerging technologies, comprehensive
electrification, alternate fuels and the future of mobility.
“Collaborations and partnerships will form the key to future success
of the Indian CV industry,” said Kamal Bali, President and
Managing Director, Volvo Group India. Elaborating, Bali
emphasised that competitors must join hands and take advantage of
the growth of demand created on account of sustainability
imperatives and arising opportunities from mega trends in
automation. Speaking on the occasion, Abhimanyu Sharaff,
Chairman, CII Faridabad Zone and Executive Director, Vikas
Group, said that to capitalise on the emerging opportunities and to
overcome associated challenges, the Indian CV industry needs to
develop or acquire new technologies and capabilities to produce
vehicles that meet future market needs. In his remarks, P
Kaniappan, Managing Director, ZF Commercial Vehicle Control
Systems, said that agility and speed fundamentals were the need of
the hour to be at par with the new products in the CV industry.

Anjali Pandey, Vice President (Engine and Component Business),
Cummins India Ltd., shared that it had become important to come
up with sustainable creative solutions which are fit for the Indian
CV industry that take care of the energy security agenda of our
country. Speaking on the occasion, Panch Sahadev, Head
(Commercial Vehicle and Off-Road Business), Bosch Ltd., said
that the mega trends affecting CV business were sustainability,
globalisation, growing population and urbanisation.

The senior industry representatives who addressed delegates
included V Kamath, Managing Director, Fronius India Ltd.,
Michael Berger, Managing Director, Durr India, Anuj Kathuria,
COO, Ashok Leyland, Diego Graffi, CMD, Piaggio Vehicle (P)
Ltd., Mukund Vasudevan, Managing Director, Moglix, Lokesh
Bopanna, Managing Director, Schunk Carbon Technology India,
Aniruddh Kulkarni, Vice President and Head (CV Engineering),
Tata Motors, and Kalyan Korimerla, Managing Director, Etrio
Automobile, amongst others. Speakers at the conclave agreed that
the increase in demand for CVs in the next few years will have a
‘multiplier effect’ on the income and employment prospects of the
entire extended value chain.
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INDIAN CV INDUSTRY – ALL SET FOR A NEW BEGINNING
OEMs anticipate a huge pent-up demand in the next financial year FY 2022-23 but will also face
challenges due to overblown input raw material costs, supply chain woes and stringent
regulatory compliances, opines Rajesh Khanna, Director, RACE Innovations (P) Ltd.

The Indian commercial vehicle (CV) industry commenced
stabilisation post the pandemic but currently faces headwinds
linked to the ongoing geopolitical tensions in Ukraine, related
supply chain disruption, cost spikes in raw materials, and fuel and
chip shortages. These challenges push hard the Indian players to
build self-reliant technologies to be self-dependant, further
funnelling the Indian CV industry to emerge as one of the
renowned exporters to global markets. The Indian CV industry
recorded cumulative sales of 4,66,763 units for the period April to
December 2021, a 30% jump compared to 3,58,203 units for the
similar period in FY 2020-21.
In the fragmented third quarter of October to December 2021, sales
reflected a 19% jump compared to FY 2020-21 for the same period.
We estimate FY 2021-22 to end with around 8,58,000 units
including an increase of 38% in exports compared to FY 2020-21.
Fast-tracked infrastructure planning, executions, e-commerce sector
activities, mining, retail consumption pent-up demands, systemised
implementation of a roadmap of scrapping policies, enhanced
utilisation levels and demand for new vehicles are the factors that
have led to improvement in truck and trailer demands. Opening up
of trade activities following the lifting of restrictions has
invigorated people movement while revenge tourism has instigated
passenger vehicle demand during this period. The industry
forecasted a great deal of challenges due to the Omicron variant of
the virus spreading in the last quarter but this was well-contained.
Another issue was the chip shortage along with the conflict between
Ukraine and Russia and the supply chain disruptions leading to
lesser prospects of achieving higher sales numbers.
Increasing Demand
OEMs anticipate a huge pent-up demand in FY 2022-23 and while
holding their horses they are slated to raise product prices owing to
overblown input raw material costs, supply chain woes and
stringent regulatory compliances. A study reveals that OEMs
anticipate 3-4% shrinkage in their profit margins in pursuit of
achieving their targeted volumes and retaining their market shares.

The C-OEMs (component OEMs) and ancillary and accessory
manufacturers are now going through a tough phase wherein a few
major biggies keep harping on the most decorated PLI schemes
(production related incentives) – a real buzzword aimed at
expanding their capacities. Micro, small and medium enterprises
are yet to recover from their past catastrophes and we anticipate
2022-23 to be a decent recovery period for them. A study also
reveals that manufacturing channels have changed from JIT (justin-time) concepts to heavy stock to prevent unplanned price
escalations and supply disruptions. Dealerships and distribution
channels have been through tough times, commencing from the
emission norms changeover and followed by a series of pandemicrelated waves, lockdowns and long lead time delivery schedules
due to supply chain woes that have further led to a change in the
strategy of distribution.
Going forward we see digitalisation, technological advancement
and artificial intelligence likely to create an affable purchasing
condition for customers. RACE predicts the CV distribution
network to change over from an intensive distribution strategy to
selective distribution strategy. On the consumption side, logistics
and transporters have not replaced their old fleets and have been
trying to enhance their utilisation levels.

A current study by RACE states that their utilisation levels have
gone up to 80% with new demands being catered to through used
vehicles while new vehicle purchases are being postponed. The
study also reveals that the logistics and transportation operation
efficiency has improved tremendously, thus yielding better
profitability. With the opening up of the trade getting robust, there
is anticipation that this will create a huge demand to replace old
fleets along with the deployment of highly productive vehicles.
As regards the governmental and institutional side of demand, it
appears to be peaking up as most of the indents are getting
materialised with funds being reallocated for new purchases. This
is also being aided by demand for vehicle replacements as would
be enforced with the policy of scrapping old vehicles. Recent
studies by RACE reflect a seismic shift of end-users demanding a
model of operational expansion that will gain popularity over the
capital expansion model. This will be a major game-changer
challenging traditional suppliers. Moving forward, we can witness
new entrants in the CV industry quickly gaining market share,
thereby shadowing the traditional players.
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The Indian CV market and
related automotive market is
quite big and a focus on only
EVs will not support the
cause even though the EV
space is considered a golden
sector owing to various
government incentives.
EV Update
The electric vehicle programme under National Electric Mobility
Mission Plan (NEMMP) has progressed with absorption rate below
0.5% of the total CV volumes compared to fast adoption in twowheelers. Consensus on going electric prevails but consensus on
when we will migrate to electric vehicles is not being addressed.
The two-wheeler segment witnessed faster absorption owing to less
changeover cost but is still overshadowed by concerns on range
anxiety, localisation of battery technologies, safety of batteries on
account of fire incidents, life of battery and vehicle, fast track
implementation of ecosystem for charging, etc.
However, our recommendation is that there should be a consensus
to push a bucket of alternative fuel options for vehicles to drive the
mobility sector in India under the current circumstances.

The charts alongside indicate various alternative fuel options to
conventional fossil fuels. Globally, organisations are keen to work
on hybrids to make the product attractive and affable to customers.
To conclude, the Indian CV industry is witnessing major tectonic
shifts and challenges from various corners and yet remains a
prospective and attractive segment in the Indian growth story. It’s
observed that a lot of technical advancement is being anticipated
with new products lined up by OEM’s. FY 2022-23 is expected to
witness abnormal price fluctuation in raw materials and that could
be a real spoiler for achieving targets. On the consumption side
there been a huge pent-up demand both locally and globally that
will goad Indian manufacturers to gear up supplies.

TATA MOTORS IMPRESSES WITH FULL LINE UP
OF TRUCKS AT EXCON 2022
Exhibits three exclusive zones – Surface Tipper Zone, Mining and Quarry Zone,
and Ready Mix Concrete Zone.
Tata Motors showcased its state-of-the-art high-performance trucks
at EXCON 2022, under its ‘Striding towards nation building’
theme. Built for boosting productivity and profitability of fleetowners, the performance-packed product portfolio of Tata Motors
features innovative mobility solutions across diverse operations.
Nine high-performance M&HCVs (Medium & Heavy Commercial
Vehicles) are displayed at the five-day exhibition.
For over 76 years, Tata Motors has been at the forefront of building
the nation, enabling growth in the logistics, construction,
infrastructure and mining sector. Tata Motors has the widest
product portfolio, which is built to ensure high productivity and low
TCO (Total Cost of Ownership) for the customers. The vehicles are
developed with superior technology, which boosts performance
while ensuring utmost safety, which are further strengthened by
innovative value-added services through the vehicle lifecycle. The
BS6 range of M&HCVs has more than 1.50 lakh happy customers
and has covered over 200 million kilometres. The M&HCV range
comes with the standard fitment of Fleet Edge – Tata Motors’ nextgen digital solution for optimal fleet management.

Commenting on the occasion, V. Seethapathi, Vice President,
M&HCV Product Line, Tata Motors, said: “We are delighted to
showcase Tata Motors’ finest and widest commercial vehicle
range at a prestigious event like EXCON 2022. With India being
on a fast growth trajectory of construction and infrastructure
sectors, Tata Motors strives to deliver tomorrow’s needs, today.
As a mobility solutions provider, the vehicles deliver state-of-theart technology, offering maximum uptime and higher profitability
with optimal cost of ownership for fleet owners. EXCON 2022
also gives us a platform to present our comprehensive vehicle
maintenance and fleet management solutions, backed by Tata
Motors’ widest sales and service network across the country.“
Tata Motors also offers its flagship initiative, Sampoorna Seva, a
bouquet of service offerings including Fleet Management
Solutions, On-site support, Breakdown Assistance, Insurance and
Accidental Repair, Extended Warranty and other add-on services
for vehicle maintenance and lifecycle management. Tata Motors
exhibits the following vehicles, developed for varied applications:

In May, transporters passed on the drop in diesel prices by
decreasing freight rates on several routes. However, fleet utilisation
was flat on-month. While utilisation for market load was higher,
this was offset by slightly lower utilisation for parcel/loose goods,
mining (largely coal and iron ore), and agri-products. The
remaining commodities, including auto-carriers, container
applications, fast moving consumer goods (FMCG)/ fast moving
consumer durables (FMCD), steel, textile, and petroleum tankers,
saw flattish trajectory in utilisation.

Flat utilisation levels, a decrease in freight rates, and lower diesel
prices resulted in the industry’s FCF contracting slightly to ~18%
in May compared with ~19% in April.

The complete effect of this duty cut would be visible in the index
from next month. This is because the central government set an
extrinsic decline in excise duty at the end of the month, whereas
CRISFrex represents freight rates and fuel prices for the entire
month. CRISFrex indicates that freight rates have dropped
onmonth, with free cash flow (FCF; pre-equated monthly
instalment) decreasing 100 basis points.

Methodology
CRISIL incorporates the views of 100-150 transporters to
understand freight dynamics as well as operational aspects such as
number of trips undertaken and key cost heads (fuel, driver, toll,
tyre, and maintenance). This exercise is conducted on a closed
sample of 159 route-commodity combinations, spanning 32
routes, 11 commodity types, and five truck platforms with
differing load bodies, depending on the commodity carried.
CRISFrex and FCF signals
Fleet utilisation for cement, agri-products, loose goods, and mining
(largely coal and iron ore) application decreased marginally onmonth in May. However, it increased marginally for market load
and remained flat for autocarriers, textiles, containers,
FMCG/FMCD, steel, and petroleum tankers. Freight rates, too,
declined for most commodities, but were stable for mining and
cement. Freight rates declined on-month for consumer essentials
such as agri-products, FMCG/FMCD, loose goods and
discretionary goods (automobiles, textiles), and bulk commodities
(container, petroleum tankers and steel). This translated into the
CRISFrex rising on-month to 126 in May from 129 in April.

CRISIL’s analysis provides an aggregated view of inputs collected to arrive at a holistic picture pertaining to the
overall Indian trucking scenario.

CVF 2022 PLACES CV AND ROAD TRANSPORT
INDUSTRY UNDER SPOTLIGHT
The premium CV conference held in Pune brought together 400+ senior level
executives from 200+ brands as attendees, 60 industry experts as speakers
and over 35 partners
The sixth edition of Commercial Vehicle Forum (CVF), India’s
premium C level commercial vehicle and road transport event,
brought together senior professionals from the CV industry under
one roof. It took place on June 9, 2022 in person at the JW Marriott
Hotel in Pune. The event welcomed 400+ senior level executives
from 200+ brands as attendees, 60 industry experts as speakers and
over 35 partners. After a two-year hiatus, CVF came back to its prepandemic glory with premium content and excellent on-ground
execution for the sixth physical edition.
Like the previous editions, CVF had again taken a dual approach
this year also – first offering a broad narrative on the trends and
developments in the commercial vehicle industry discussed in the
CXO panel and then using a selection of topics running in parallel
to explore in more detail the future opportunities. After the CXO
panel session, CVF had two conference tracks running parallel to
provide greater depth, particularly on future trends and electric
vehicles (EVs) and alternative fuels. Participants attended the track
that they found most suitable to their interest area.
Salient Features - CVF has become the crossroads for senior level
professionals from CV manufacturers, automotive suppliers, trade
associations, CV dealers and the government alongside some of the
worlds’ most disruptive logistics service providers over the past six
years. The current edition included a series of insightful keynote
addresses, research presentations and panel discussions.

Jinal Shah, Managing Director at Expandus Consulting, opened
the proceedings with an inaugural presentation on the Indian CV
and road transport industry. He talked about how the past, present
and future of the industry looks like and where it stands.
He said: “Our industry was on a cruise control mode since 2017
but then came the transition from BS IV to BS VI and GST
implementation, the benefits of which we are seeing in the
economy.” He added that the pandemic led to demand issues,
shorter turnaround time for trucks but on the other hand it also
helped us reset belief on the industry front, accelerated
traditionalisation and localisation and gave rise to new
opportunities. Satyakam Arya, Managing Director and CEO,
Daimler India Commercial Vehicles, chaired the conference.
He said: “The CV industry has weathered many storms over the
years and currently this has made everyone stronger and more
resilient.” He saluted all the players in the industry starting from
OEMs, component suppliers, fleet owners and drivers for their
passion and perseverance over the past two years of the pandemic.
He added that the one thing which everyone missed was to meet in
person and exchange ideas. The CVF theme titled ‘Great Indian
CV Safari’ captured this in the right spirit and brought likeminded
experts together. Arya further said that the industry today is at the
cusp and mobility as we know over the years is going through a
fundamental change from the drawing board to reality.

His presentation laid emphasis on recounting where it all started –
from the first truck in the world being designed by Gottlieb Daimler
in 1896 to the first truck being launched in India in the year 1954
by Daimler Benz. “A lot has changed since then and the industry
has gone through changes in unprecedented times. The year 2020
was a tough one due to the pandemic where sales dropped by 50%
to half a million units and companies bore losses due to lockdowns
and unlocks. Gradually things started getting better, and in the last
year the market recovered annually with close to 700,000 units, yet
remaining below the level achieved in 2018,” he pointed out.

Future Trends - Since the main topic of discussion was on mega
trends and disruptions, Jinal Shah asked as to how the industry is
looking at cleaner and zero emission technologies. He started with
Anjali Pandey, Vice President (Engine and Components
Business), Cummins Technologies India (P) Ltd., asking her if she
sees the end of diesel anytime soon. She answered this by saying:
“For diesel we see a longish transition because there is enormous
work happening in the diesel space and emissions are here to stay.
Diesel alternatives are not that easy and the adoption of these
technologies should be economical for the end user.”

After the chairman’s address, the conference’s CXO panel of
experts debated on the top trends in the CV and road transport
industry and how the industry outlook shall be in the near to long
term. The moderator for the session, Jinal Shah, Managing
Director, Expandus Consulting, set the tone of the session and
discussed how we are looking at reducing high crude oil bills and at
the same time higher cost of certain components and raw materials,
coupled with rapid technological advancements and at the same
time managing the pressure of maintaining if not reducing the cost
of ownership from customers.

A few other topics the panellists discussed included building a
sustainable future, technological disruption and challenges such as
tapering down of the overall economic growth. The event included
a host of panel discussions on a wide range of important and
interesting topics, namely, a) future trends and EV and alternative
fuels, b) ADAS technology, telematics, connectivity and more, c)
electric CV revolution, d) sourcing and supply chain, e) battery,
electrification and charging infrastructure, f) all digital: customer
experience from sales to predictive maintenance, and g)
alternative fuels: green choices.

FLEET OPERATORS IN EXPANSION LANE DESPITE
HIGHER INTEREST RATES: CRISIL
Fleet operators are likely to continue adding to their fleets this
fiscal, steered by higher demand from road-freight-intensive
sectors, and despite higher repayment burden stemming from a rise
in interest rates on loans. That should lead to ~10-12% revenue
growth for them this fiscal. Though fleet additions would increase
debt and leverage, credit profiles will remain stable, an analysis of
45 large fleet operators rated by CRISIL Ratings, representing a
fifth of the industry by size, indicates as much. Broad-based
recovery in the economy after the ebbing of the pandemic, and
demand from sectors such as steel, cement and coal propelled fleet
utilisation to 88% last fiscal from 75% in fiscal 2021.
This fiscal, continuing economic recovery and minimal pandemic
disruptions would improve utilisation to ~95%. Continued demand
from freight-intensive sectors and higher fleet utilisation have
reflected in 3-4% higher freight rates on-year, while swerving
global crude oil has led to revisions in domestic retail fuel prices.
However, lagged transmission of fuel price changes to freight rates
will ensure stable operating margins for fleet operators. According
to Rahul Guha, Director, CRISIL Ratings: “Freight rates are passed
on with a lag to consignors because fleet operators try to strike a
balance between rate hikes and fleet utilisation.”
With fleet utilisation seen 7-8% higher, and freight rates mirroring
retail fuel prices, revenues for fleet operators will grow 10-12% this
fiscal, while operating margins will remain stable at 7.5-8.0%
levels,” he added. Cash accruals are expected to piggyback revenue
growth and stable operating margins. That would provide the
wherewithal to add capacity. With freight demand strong now, fleet
utilisation will ramp up quickly on increased capacities. While
interest rates have risen after the Reserve Bank of India hiked the
repo rate, underlying demand will ensure fleet operators will go for
fleet additions. Large ones rated by CRISIL Ratings are likely to
increase their fleet size by 12-15% this fiscal over last.

This will be funded by a mix of external debt and accruals.
Though higher debt will reflect in increasing leverage and toning
down of debt protection indicators, they will remain adequate.
Said Himank Sharma, Director, CRISIL Ratings, “Curtailed fleet
expansion during the past two fiscals had helped operators
conserve cash. Spending on fleet expansion now will moderate
their debt metrics, yet credit profiles will remain stable because,
interest coverage and debt service coverage ratios are expected at
well over 3.5 times and 1.6 times, respectively, this fiscal. That
compares with 4.6 times and 1.9 times, respectively, last fiscal.”
Any impact on freight demand due to intensified Russia-Ukraine
war or a sharp revision in domestic fuel prices or a new wave of
the virus infections will bear watching.

TATA MOTORS FINANCE – EMPOWERING THE
DRIVERS OF THE ECONOMY
Under Project Akanksha, in association with CGF Samhita, the brand plans to
impart skill-based trainings to 25,000+ commercial vehicle drivers in India
over the next three years

Tata Motors Finance, a leading non-banking financial company,
and India’s largest financier of Tata commercial vehicles, has
always believed in empowering the driver community – one of the
key pillars of India’s vast transport and logistics industry. The
brand recently took yet another step in this endeavour with the
launch of Project Akanksha – its flagship skilling program that aims
to impart relevant skill-based trainings to over 25,000 drivers across
the country, by collaborating with Collective Good Foundation
(CGF), Samhita.
The project is designed as a holistic and comprehensive upliftment
program that covers critical aspects like financial literacy,
entrepreneurship, occupation-related skills as well as life skills. The
project involves conducting a comprehensive multi-city upliftment
and cash flow maintenance program for safeguarding the financial
future of the drivers. The program is a combination of academic
and practical sessions to help the drivers gain relevant expertise.
The Indian commercial vehicle industry is anticipated to grow at a
CAGR of 18%, to reach 11,80,000 units by FY 2025. With
consumer demand bouncing back to pre-pandemic levels, a host of
infrastructure projects lined up especially in Tier II and III cities,
coupled with a massive government spending on capex projects, the
demand for CVs is expected to surge in the next 2-3 years.

Punit Puri, Chief Human Resources
Officer, Tata Motors Finance
Through ‘Project Akanksha’, Tata Motors Finance aims to equip
the driver community with the requisite arsenal to leverage the
upcoming opportunities. The focus is to ensure high impact by not
only increasing the scale of training year-on-year, but also
enhancing the quality of trainings in order to ensure that the
drivers are not just prepared but are more than ready to thrive in
any environment. So far, trainings have been carried out in 15
cities viz. Ambala, Guwahati, Gwalior, Hyderabad, Lakhimpur,
Lucknow, Mumbai, covering over 8,000 drivers.

Punit Puri, Chief Human Resources Officer, Tata Motors Finance,
shared, “Thanks to the rapidly expanding road network and fast
pace of highway construction, along with a booming e-commerce
sector, the Indian commercial vehicle market is all set to witness a
massive bull run in the next few years. Increasing urbanisation and
growth of SMEs are further substantiating the rise of the Indian CV
industry and we want to ensure that the driver community is able to
make the most of the opportunities ahead.”
“As per ASDC and EY’s recent report, there are numerous skills
required by drivers like basic mechanics, financial management,
vehicle detailing, transport management, etc., as a complementary
skill to driving. The report also highlights that road transport
segment would require an incremental human resource of 26.36
million to meet its requirements by 2026. On the occasion of
International Professional Drivers Day, we are happy to share that
Tata Motors Finance has pledged to train 25,000 Indian drivers
under ‘Project Akanksha’ in the next three years, bridging the
financial literacy and skill gap in the driver community, carrying
forward the National Skill India Mission,” he added.
“The Indian commercial vehicle driver community is severely
underserved and vulnerable to safety issues. Equipping them with
skills that can help them build sustainable enterprises is a high
priority in our country. By focusing on crucial aspects of their lives
– professional, health and financial, we are confident that we can
change their attitude and practices with regard to their profession,
peers and the industry at large. This partnership will immensely
benefit the driver community, empower them through the
acquisition of relevant skills and potentially lead to
entrepreneurship or community enterprise.”

Priya Naik, Co-Founder, Samhita Project Akanksha, aims to
enhance knowledge, address growth barriers and strengthen
the driver community through the following focus areas:

• Financial literacy: Sensitize and train them
on developing financial acumen and discipline
• Entrepreneurial skills
• Soft skills for business and enhancing
employability
• Digital literacy: Enable them to track and
manage their expenses through digital tools
• Occupation-related: Road safety, substance
abuse, health and wellness.

ASHOK LEYLAND’S TRUCK MARKET SHARE CROSSES
30% BACKED BY ROBUST FY22 PERFORMANCE
Ashok Leyland (AL) reported revenue of Rs. 8,744 Cr in Q4 FY22
as against Rs. 7,000 Cr for the same period last year, with YoY
revenue growth of 25%. AL’s truck market share for Q4 FY22
improved to 30.6% vis-a-vis 28.9 % in Q4 FY21, the company’s
highest market share in the last 11 quarters.
Revenue for the entire year FY22 stood at Rs. 21,688 Cr as against
Rs. 15,301 Cr over the same period last year. This performance was
backed by the successful AVTR range – India’s first modular truck
platform and the launch of the CNG range in ICV’s. The AVTR
platform gives customers a choice to customize their truck as per
their unique requirements. The platform has been delivering bestin-class total cost of ownership across segments which has been
widely appreciated by customers.
Despite the pandemic situation, AL’s Q4 MHCV & LCV exports
stood at 4,173 nos., having grown by 32% over Q4 last year (3,164
nos.). On a full year basis, the company’s export volumes were at
11,014 nos., higher than last year (8,001 nos.) by 38%.
Dheeraj Hinduja, Executive Chairman,
Ashok Leyland Limited, said, “The CV
industry is on a recovery owing to the
improvement in the macroeconomic
environment and healthy demand from
the end-user industries. The MHCV
segment is leading the recovery riding on
the back of growth in core sectors such
as construction & mining, agriculture,
increased capital outlay for infrastructure
projects and pent-up replacement
demand. The performance of our BS-VI
products has been very good and the
introduction of CNG products has helped
us regain our market share.”

He continued, “LCV volumes driven by increased demand for last
mile connectivity, especially from the e-commerce segment is
expected to grow further. The focus on Exports, Defence, Power
Solutions and Parts businesses will ensure a balanced growth,
even as we expand the reach and the products of our core MHCV
business. We are keenly following the commodity prices, and the
situation on the supply of semi-conductors and hope that both will
ease. We are very excited with the prospects of Switch and its
future growth prospects in electric vehicles."
"This complements well with the further developments that
Ashok Leyland is making across a spectrum of alternate
fuels. We are confident that we will deliver sustainable
profitable growth going forward.”

Gopal Mahadevan, Whole Time
Director & Chief Financial
Officer, Ashok Leyland, said, “We
believe that the Q4 performance
posted a good recovery. Our truck
market shares have been growing
steadily quarter on quarter in
MHCV and in LCV, volumes have
picked up. All other businesses
including
Aftermarket
and
International Operations have
done well. The higher volumes
and our cost management
initiatives helped us improve."
He continued by stating, "We have generated close to Rs. 2,000 Cr
in cash this quarter owing to better profits and improved working
capital, we will continue to focus on driving operational
efficiency. We have seen a good recovery in Q4 FY22 and the
overall performance has been very good.”
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DISTRIBUTION LOGISTICS INFRASTRUCTURE’S
SERVICES WORK BEST WITH HPCL
Distribution Logistics Infrastructure is a trusted name in offering end-to-end logistics
solutions to discerning customers across India – be it importing and exporting goods
and raw materials, providing multimodal logistics, warehousing, value-added services
or bulk cargo handling services. They have offices in Palwal, Nagpur, Bengaluru and
Chennai. Shri. Vijay Shah, Manager – Finance & Accounts, Distribution Logistics
Infrastructure shares with Fully Loaded that HPCL has been with them in every step of
their success journey.
Distribution Logistics Infrastructure (DLI) began its operations in
2015 and today it is a big name in EXIM, and domestic cargo. The
company uses multimodal logistics, offers a dedicated warehousing
facility at their premises and handles freight for clients. Owning a
big fleet of containerized trucks, and container-handling machines,
DLI depends heavily on HPCL to help them run the business
seamlessly without any downtime.
Shri. Vijay Shah, Manager, Finance and Accounts shares: “We
have more than 100 multi-axle containerized trucks serving a range
of customers. These vehicles serve both the first and the last miles
and also long haul, depending on the needs of the customers. As
and when required, we hire more containers from the market which
would be roughly 50 or so in a month. We import metal scrap, raw
material for paper making, electronic goods while we export rice
mainly. We also have a private freight terminal for handling bulk
cargo for our clients.”
Though their association with HPCL began right when the
company was founded. Vijay shares the experience: “The HPCL
outlets, from where we started taking fuel were extremely helpful
and we came to know about the DriveTrack program of HPCL for
the first time. They gave us the details of an HPCL representative
who then visited us and helped us fulfill the requisite KYC
procedures. It has been six years now and we are still using the
DriveTrack Plus program to make payments to the outlets. The best
part is that we have received reward points which have helped us
tremendously in financial terms.”

Vijay Shah, Manager – Finance & Accounts,
Distribution Logistics Infrastructure
DriveTrack Plus – A Winner with Customers
Vijay swears by the DriveTrack program. He explains: “Once we
got on to this platform, we saved Rs. 12-14 lakhs in just one year.
And even today, we are able to do the same. For me this became a
blessing. I was the one who initiated this and helped save
expenses for my company.” DriveTrack Plus is an online platform
akin to a wallet which can be recharged and spent from to make
easy payments and works exactly like a debit card. The added
advantage is that it is tamper-proof also.
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He adds: “We get attractive reward points on every purchase of
fuel. For us every penny counts, considering that our trucks ply
anywhere between 50 – 500 kilometers depending upon the
requirement of the client –it could be first and the last mile, or a
long haul.”
HPCL – A Friend Indeed
Vijay vouches for the fuel giant being a friend. He explains why:
“HPCL has always been supportive in all our initiatives. Their
outlets are providing us excellent services. Since the day we opted
for HPCL, we have had a good experience and then DriveTrack
Plus happened. Whenever there has been a crisis, say for example if
any outlet has anu issue, they help arrange for fuel from elsewhere
just so that our dispatches do not get impacted.”
Most of the DLI’s trucks move to the customers’ premises at night
so that they get loaded or unloaded first thing in the morning. And
that leaves DLI’s trucks to take on more freight from elsewhere. So,
as per Vijay, not only is HPCL helping their business directly to run
seamlessly, they are also helping them indirectly. He recounts an
incident in 2019: “On June 6, due to heavy rains in Nagpur, most of
the petrol pumps had water logging issues. We contacted HPCL
representatives and they promptly helped us by facilitating fuel
from elsewhere. And they also gave us a couple of fallback options
in case of more requirements. And that way our dispatches that day
went off smoothly.”

DLI is highly appreciative of all the representatives and dealers of
HPCL for being extremely helpful. The journey with HPCL since
2015 has been one long sweet drive for DLI and as the company
expands its footprints and its range of services, HPCL is bound to
remain DLI’s partner in success!

ENKLO® - INDIA’S MOST PREFERRED HYDRAULIC OILS
ENKLO® (32/46/68)
The ENKLO® (32/46/68) meets / exceeds IS:10522 and passes the vane
pump test. It comes under zinc-based anti-wear type hydraulic oils.

Features & Benefits:
Right viscosity to satisfy the demands of the hydraulic pump and the
designed system.
High viscosity index to restrict viscosity changes under operating conditions.
Good film strength and anti-wear properties to minimise wear of pumps,
valves, cylinders, pistons, etc.
Maximum demulsibility to allow entrained water to settle down.
Excellent corrosion resistance to prevent rusting and corrosion of metal parts.
Resistance to foaming which ensures long and trouble-free service life.
Recommended for hydraulic systems, journal bearings and general
lubrication of machinery.

ENKLO® Super 68
The ENKLO® Super 68 also meets / exceeds IS:10522 and exceeds DIN
51524 Part 1 (HL), passing the vane pump test with ease.

Features & Benefits:
Right viscosity to satisfy the demands of the hydraulic pump and the
designed system. 
High viscosity index to restrict viscosity changes under operating conditions.
Good film strength and anti-wear properties to minimise wear of pumps,
valves, cylinders, pistons, etc.
Maximum demulsibility to allow entrained water to settle down.
Excellent corrosion resistance to prevent rusting and corrosion of metal parts.
Resistance to foaming which ensures long and trouble-free service life.
Recommended for hydraulic systems, journal bearings and general
lubrication of machinery.

ENKLO® PREMIUM (46/68)
The ENKLO® PREMIUM (46/68) is a premium quality hydraulic oil
manufactured from hydro processed base stocks to meet requirements of
modern high pressure hydraulic systems.

Features & Benefits:
Top of the line Enhanced wear protection resulting in prolonged
maintenance free equipment life.
Improved wear protection from market general DIN 51524 Part II (HLP)
Fluids.
Outstanding oxidation and thermal stability. Oxidation protection is
exceptional with TOST Life exceeding 5500 hours.
Excellent hydrolytic stability.
Maintains excellent internal surface cleanness.
Good protection against corrosion even under salty & humid conditions.
Good demulsifying properties.
Low foaming tendency.
Excellent seal compatibility.

DriveTrack Plus TMS (Transport Management System)

CARGOFL - A CLOUD ERP MODERNIZING AND
DIGITIZING TRUCKERS IN INDIA
The rising need for a Trucking Cloud ERP for India
In the Indian ecosystem, the technology adoption among trucking
companies i.e. truckers is at a very nascent stage. Many truckers are
still reluctant to use technology to their advantage and consider it as
a cost to business. With rising inflation and fuel prices, the pressure
on businesses to reduce cost is very much amplified in the current
context of the Indian economy, however as businesses in India
consider technology as a cost, they are not keen to move to a fully
automated process driven technology platform.
The paper and phone-based processes are still common in trucking
space across the world. Trucking is one of the most unorganized
sector across the world. Road freight transportation contributes to
65% of total transportation volume and 8% of India's GDP.

These transportation requirements are met 75 to 80% by small
scale truckers i.e. those who own 1 to 5 trucks. On top of these
numbers, the global digitization reach among truckers is only 5 to
6% which makes the digitization of the trucking community a
huge unexplored opportunity for startups to solve and contribute
to society. This resistance to adoption of technology especially in
the logistics sector is a major challenge. The good news is post
Covid, the technology adoption has gained traction, businesses are
now coming forward and inquiring about technology platforms
that can help them go online from an offline mode and help their
employees work remotely. Also from a skilling perspective, the
logistics sector is mostly filled with blue collared employees, they
are not educated and lack basic computer skills, so bringing them
onboard to a technology platform is another challenge.

What is DriveTrack Plus TMS
(Transport Management System) CargoFL ?

Innoctive Technologies Pvt Ltd, a startup
supported under HPCL Udgam Startup
Initiative has launched a state of the art
TMS (Transport Management System)
CargoFL for transporters that helps them
get online from an offline mode. It’s
cloud based, SaaS & configurable for
transporters. The TMS provides a full end
to end cloud based ERP solution for
transporters to go digital.
The CargoFL TMS has five fundamental modules i.e. Booking
Management, Accounting, Invoicing, Reporting & Vehicle
Tracking. These modules will help transporters get digitally abled
and thrive as technology drives innovation in future. Along with
these the other modules include Tyre Management, Battery
Management, Inventory Management, Fuel Management, Vehicle
Maintenance Management etc. With HPCL DriveTrack Plus
Program Cards, the transporters across India can get the CargoFL
TMS free of cost.

Also, CargoFL is highly focused in solving the collaboration
problem i.e. the channel between the Shippers and Truckers, as of
today the experience has been multi-channel i.e. the
communication and collaboration happens via phone, email, SMS,
WhatsApp and personal connections etc., CargoFL is integrating
all these communication and collaboration modes for efficiency
and effectiveness. Last but not the least, the marketplace model
connects Shippers (customers) and Truckers on to a single
business portal, shippers can get access to multiple verified
truckers and truckers can get access to a constant revenue stream.

Key Features
Novelty in solution ?
The DriveTrack Plus TMS CargoFL as a technology platform has
“Truckers” at its core i.e. the whole solution has been built keeping
in mind the digitization aspect of “Truckers”. They form the very
basic unit of the logistics fabric and we strongly believe that when
we focus on the unit entities and enable them, the fabric as a whole
gets strong and enabled.

The DriveTrack Plus TMS CargoFL is a one stop solution for
truckers across India to digitize their day to day business
operations and functions. It includes 32+ features that includes
from basic ones like Booking Management, Accounting,
Invoicing, Reporting & Tracking to advanced ones like Tyre
Management, Battery Management, Fuel Management, HRMS,
Payroll, Green Supply Chain Management etc.

DriveTrack Plus TMS (Transport Management System)

These features will enable truckers to be 100% digital and reduce
carbon footprint in terms of transportation processing.

For any query please contact

Deepesh Kuruppath
CEO & Founder, CargoFL
(Innoctive Technologies Pvt Ltd)
+ 91 83290 83054 / contact@cargofl.com

Current Traction
Across India all the zones, we currently have 275+ Transporters
who are live and using the platform on & off. These transporters
leverage CargoFL TMS in different ways, some use TMS for
document management and some for bookings and accounting
management.
Next Steps
Focus on building features within TMS that can auto scale, also
build TMS ready with EV capabilities. There are 12 Lakh
Truckers / Transporters across India and in next 1.5 to 2 years we
would like to capture 10% i.e. 1.2 Lakh Transporters onto this
TMS platform.

We believe that India is slowly getting ready for a major technological shift and the DTPlus TMS CargoFL is rightly
positioned to capitalize on this by acquiring Transporters early in the market.

Deepesh Kuruppath CEO & Founder, CargoFL (Innoctive Technologies Pvt Ltd)
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