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Mr. Kumar Mangalam Birla
Our Vision

Our Mission
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To deliver superior value to our customers, 
shareholders, employees and 
society at large.


Our Values
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	Integrity
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	Commitment
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	Passion
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	Seamlessness
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	Speed


About Hindalco

	

	· 
	· World's largest aluminium rolling company


	· 
	· One of the biggest producers of primary aluminium in Asia


	· 
	· Market share of 48 per cent



	· 
	· One of the lowest-cost producers of aluminium in the world


	 

	· 
	· Over 58 per cent of sales in value-added products


	 

	· 
	· Fully integrated aluminium plant at Renukoot, UP


	 

	· 
	· Aluminium wheels plant at Silvassa, in Dadra & Nagar Haveli


	 

	· 
	· Foil plants at Silvassa and Kalwa. Foil unit of Indal at Kollur


	 

	· 
	· ISO 9001:2000 and 14001 certified


	 

	· 
	· Alumina refining capacity of 1,160,000 tpa going up to 1,500,000 tpa


	 

	· 
	· Aluminium metal producing capacity of 445,000 tpa


	 

	· 
	· Captive power generation of 1087.2 mw
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 Hindalco is now world  No.1 in aluminium flat  rolled products 


	


H

indalco is the world's largest aluminium rolling company with the acquisition of Novelis, the global leader in value-added high-end aluminium flat rolled products and aluminium can recycling. The combined volume of sales of flat rolled products in the world market is about 3 million tonnes and the market share is more than 20 per cent. 


Hindalco is the largest manufacturer of the entire range of flat rolled products in India. It enjoys nearly 60 per cent of market share and its rolled products are widely used in various segments such as packaging, transportation, building and construction, electrical, defence and general engineering applications.
The company's commitment to quality and service along with its extensive infrastructure has made Hindalco a prime source for best-selling brands. Continuous improvements in manufacturing, processes, practices and systems ensure that customers' needs and expectations are fully met. 
Efficiency and product quality are ensured by using state-of-the-art equipment and a strong research and development set-up, supported by dedicated and motivated employees and the Oracle ERP system. Wagstaff Air Slip™ slab casting technology is used to ensure consistent quality and surface finish of stock feed which in turn ensures quality finished products. The company's capacity in flat rolled products at present is 2,00,000 tonnes per annum and new plans are being implemented to increase the manufacturing capacity. 
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Hindalco is a leading domestic player in two metals business segments — aluminium and copper. 

The aluminium division's product range includes alumina chemicals, primary aluminium ingots, billets, wire rods, rolled products, extrusions, foils and alloy wheels. 
The company has a significant market share in all the segments in which it operates. It enjoys a domestic market share of 42 per cent in primary aluminium, 63 per cent in rolled products, 20 per cent in extrusions, 44 per cent in foils and 31 per cent in wheels.
As a step towards expanding the market for value-added products and services, Hindalco has launched several brands in recent years, which include Aura for alloy wheels, Freshwrapp for kitchen foil and Everlast for roofing sheets. Our exclusive showroom, The Aluminium Gallery, seeks to promote Hindalco products to its customers. It is a platform for the company to showcase quality products to a quality audience in an appropriate ambience. The exhibits include products like windows, doors, furniture, ladder, roofing sheets and ceiling and cladding panels.
Hindalco's products are well received not only in the domestic market, but also in the international market. The company's metal is accepted for delivery under the high grade aluminium contract on the London Metal Exchange (LME). The company exports about 17 per cent of its total sales volume of aluminium. 

The company's alumina chemical business is a leader in manufacturing and marketing of speciality alumina and alumina hydrate products in the country. It has a major market share in the country. These speciality products find wide usage in diversified industries including water treatment chemicals, refractories, ceramics, cryolite, glass, fillers and plastics, conveyor belts and cables, among others. The company also exports these alumina chemicals to over 30 countries covering North America, western Europe and the Asian region. 
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Birla Copper, Hindalco's copper division at Dahej in Gujarat, enjoys a leadership position in India, having built over 40 per cent of the domestic market share within three years of its commissioning. It has also made successful forays into the export markets of the Middle East, Southeast Asia, China, Korea and Taiwan. 
The copper plant produces world-class copper cathodes, continuous cast copper rods and precious metals. Sulphuric acid, phosphoric acid, di-ammonium phosphate, other phosphatic fertilisers and phospho-gypsum are also produced at this plant. 




Aluminium 

Hindalco is the world's largest aluminium rolling company and one of the biggest producers of primary aluminium in Asia. In India, Hindalco enjoys a leadership position in speciality alumina, primary aluminium and downstream products. 
Hindalco's major products include standard and speciality grade aluminas and hydrates, aluminium ingots, billets, wire rods, flat rolled products, extrusions, foil and alloy wheels >>


Copper

Hindalco's Birla Copper unit at Dahej in Gujarat is the world's largest single location custom copper smelter with 500,000 tpa capacity. The plant is backed by captive power plants, oxygen plants, as also by product facilities for fertilisers and precious metals. A captive jetty with cargo handling capacity of over four million tpa, facilitates easy input of copper concentrate and other imported raw materials. >>


Mines 
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The two copper mines in Australia were acquired in 2003. Birla Nifty mine consists of an open-pit mine, heap leach pads and a solvent extraction and electrowinning (SXEW) processing plant, which produces copper cathode. Birla Nifty's copper cathode capacity is 25,000 tpa. 

A copper sulphide deposit is located at the lower levels of the Nifty open pit mine and an underground mine and concentrator have been developed to mine and process ore from this deposit. The Nifty sulphide operation commenced ore production from stoping in December 2005 and concentrate production in March 2006. With the start-up of the Nifty sulphide operation and its progressive ramp up during FY2007, Aditya Birla Minerals (ABML) is entering a period of rapid growth. >>

A C H I E V E M E N T S

2007 

	::
	Hindalco awarded the CII-Sorabji Green Business Centre "National Award for Excellence in Water Mangement 2007"

	::
	Hindalco won the prestigious “D.L. Shah National Award for Economics of Quality” given by Quality Council of India. Chief Manufacturing Officer, Mr. R. P. Shah and Mr. Arun Kumar received the award from the President of India, H.E. Dr. A.P.J. Abdul Kalam on 9 February 2007 at New Delhi



2006 

	::
	The prestigious “National Energy Conservation Award-2006” was awarded to Hindalco by Ministry of Power, Government of India

	::
	The IT department of Hindalco received prestigious IT certificates BS15000 (IT services), ISO 9001 (Software development) and BS7799 (Information security). Hindalco Renukoot IT department is the first in our group as well as in India to be recommended for all these certifications in an integrated manner

	::
	The prestigious Greentech Safety Award came Hindalco's way for its outstanding performance towards organisation health and safety

	::
	The company's fabrication plant’s hot mill team won the prestigious Qualtech Award for their project “Reduction of time in work role change time”

	::
	Hindalco received the Integrated Management System Certificate from D.N.V. certification agency. This certificate was for ISO-9001, ISO-14001, OHSAS-18001 in an integrated manner 

	::
	Hindalco, Renukoot has won the National Award for Excellence in Water Management 2006 organised by CII

	::
	The quality circle teams at Hindalco, Renukoot were adjudged winners in the live quiz competition organised by the Quality Circle Forum of India

	::
	J P Nayak of Hirakud Smelter awarded 'Young Metallurgist of the Year 2006' award sponsored by the Ministry of Steel & Mines, GoI

	::
	Hirakud Power team bagged second prize at the state level CII Orissa Award 2006 for Best Practices in Environment, Safety & Health

	::
	Hirakud Power Team earned the "Distinguished Presentation Award" during the 14th Chapter Convention on Quality Circle, Rourkela, during September 2006



2005 

	::
	Mr. Debu Bhattacharya, Managing Director was conferred with "Asian business leader award for the Asia corporate citizen of the year" by CNBC. The award was conferred in recognition of Hindalco's outstanding contribution to arts, education, the environment and community development

	::
	Mr. Kumar Mangalam Birla, Chairman, has been named "Business Today young super performer in the CEO category"

	::
	Hindalco's fabrication team won the Qualtech Award 2005 presented by Quimpro College, Mumbai

	::
	Five workmen of our smelter, Mr. Rajesh Pal, Mr. A. K. Gupta, Mr. R. K. Singh, Mr. H. N. Singh and Mr. S. K. Singh were awarded the prestigious Vishwakarma Rashtriya Purashkar by the government of India, ministry of labour and employment

	::
	Mr. Kumar Mangalam Birla, Chairman, has been named as Ernst & Young entrepreneur of the year 2005. He represented India at the award function in Monte Carlo, Monaco in June 2006

	::
	Hindalco Renukoot alumina refinery team made four presentations at the Himer National Conference-2005 (HIMER-2005) and bagged the best paper award

	::
	Mr. Debu Bhattacharya, Managing Director conferred with "India business leader award 2005" by CNBC-TV


2004 

	::
	Hindalco won the fourth annual Greentech Safety Gold award for the year 2004-05 in metallurgy sector

	::
	Renusagar Power awarded the Innovation Training and Development (HR) Practices award-2004 by Indian Society for Training & Development, New Delhi

	::
	The mines division has been recognised by Indian Bureau of Mines, government of India for afforestation, plantation, waste dump management, top soil management, reclamation and rehabilitation, dust suppression arrangement, publicity and propaganda and overall performance

	::
	Joint winner of Aditya Birla planet award 2004 for community initiatives and rural development

	::
	National energy conservation award 2004 in aluminium sector by the government of India, ministry of power


2003 

	::
	Hindalco has been awarded the trophy for highest exports — prime metal ferrous and non ferrous (non-SSI) — 2003-04 by Engineering Export Promotion Council (EEPC), India in recognition of outstanding export performance of engineering goods and services

	::
	Industrial safety award (runners up) presented to Alupuram smelter for 2003-2005 for lowest average accident frequency by the National Safety Council, Kerala chapter


Board of directors
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	Mr. Kumar Mangalam Birla, Chairman

	Mrs. Rajashree Birla

	Mr. C. M. Maniar

	Mr. E. B. Desai

	Mr. S. S. Kothari

	Mr. M. M. Bhagat 

	Mr. K. N. Bhandari 

	Mr. A.K. Agarwala 

	Mr. N.J. Jhaveri

	Mr.Debu Bhattacharya, Managing Director



Chief Financial Officer
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	Mr. S. Talukdar, President and Chief Financial Officer 



Company Secretary 
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	Mr. Anil Malik 



Business / Unit heads
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	Mr. Shashi K. Maudgal, Chief Marketing Officer

	Mr. Shankar Ray, President, Chemicals & Intl. Trade

	Mr. Satish M Bhatia, President, Foil & Wheel

	Mr. R. S. Dhulkhed, Head Operations

	Mr. D.K. Kohly, Chief Officer Operations, Renukoot Unit

	Mr. V S Kasbekar, Executive President - Copper
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	Hindalco businesses — Share of net sales value 2006-2007
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	::
	Building sheets

	::
	Cablewrap stock

	::
	Circles

	::
	Closure stock

	::
	Cold rolled coils

	::
	Cold rolled sheets

	::
	Finstock

	::
	Flooring sheets / tread plates

	::
	Foil stock

	::
	Hot rolled plates

	::
	Lampcap stock

	::
	Litho stock

	::
	Pattern sheets

	::
	PCB entry sheets / coils

	::
	Spiral finstock

	::
	Others


	Rolled products: 




Cold Rolled Sheet
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Hindalco's cold rolled sheets are precision-finished to match international standards for tight thickness, tolerance, flatness and dimensional accuracy. Sound metallurgical properties for further fabrication, anodising characteristics and a blemish-free surface make it useful in both commercial and general engineering applications.

FAN BLADES

Fan blade is a application of  Hindalco’s Cold Rolled sheets. I have done the project on the Fan Blades. The fan manufacturers use Hindalco’s Cold rolled sheets as a material of fan blades. 

Product Research on Hindalco

DEFINITION



Product can be anything that can be offered to the market for attention, acquisition, & use to consumption that might satisfy the want or need. 



Product could be defined as a bundle of attribute tangible or intangible as combination of both including the color and size, with in a shape product’s goodwill, retailer’s goodwill combines together with the expectation that they would arrive a good needs satisfaction in it.
OBJECTIVES

To find out the fan blade manufacturers in West Bengal.

To find whether they are making fan blades for their fans

To find out whether the fan blade manufacturers are purchasing Aluminium by their own

To find out people who are purchasing aluminium for their blades but not from Hindalco

To find the exact reason why those people are not purchasing raw material from Hindalco

To find out the customers of Hindalco

To find out the reason for purchasing aluminium from Hindalco

To find out whether they are getting any problem with the service or product
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METHODOLOGY
RESEARCH DESIGN
A research design may be described as series of advance decision that when taken together, comprise a master plan or model for the conduct of the investigation. It is a blue print that is followed in completing a study.
TYPES OF DESIGN
1. Exploratory research

The major emphasis in exploratory research is on the discover ideas and insight. The exploratory study is particularly helpful in breaking broad, vague problem statement into smaller, more precise sub problem statement hopefully in the form of specific hypotheses. Some of the techniques used for exploratory research.
2. Descriptive research
A great deal of marketing research can be considered descriptive research. It is used when the purpose is to describe the characteristics of certain group. To estimate the proportion of people in a specified population who behave in a certain way to make specific predictive.
3. Causal research

Casual research comes into play when there are specific hypotheses like, X-causes-Y and the involved cause and effect need to be determined. There are three types of evidence, which support the establishment of casual research. Concomitant variation implies that X and Y must vary together in the way predicted by the hypothesis.

[image: image15.emf]Q QU UEESSTTIIO ON NA AIIRREE       Date:  -        /        /     1.   Name: -     Contact No: -     2.   Company Name: -     Address: -     Contact No: -     3.   You are in business since _________________________       4.   Percentage of aluminium in your raw material is _________________       5.   Your aluminium requirement in  a quarter/month/year _______________       6.   You purchase aluminium on an avg. from      (i) Balco ___________ %       (ii) Nalco ____________ %     (iii) Hindalco ___________ %     (iv) Others ___________ %       7.   Why you are not buying your total raw material from Hindalco      (i) Higher price         (ii) Less/no credit facility      (iii) Others(please specify) __________________________________________________     8.   If the above marked reason can be resolved then will you buy raw material from Hindalco     (i) Yes         (ii) No            (iii)  Can’t say          



[image: image16.emf]Q QU UEESSTTIIO ON NA AIIRREE       Date:  -        /        /     1.   Name: -     Contact No: -     2.   Company Name: -     Address: -     Contact No: -     3.   You are in business since _________________________     4.   You purchase aluminium on an avg. from      (i) Balco ___________ %       (ii) Nalco ____________ %     (iii)  Hindalco ___________ %     (iv) Others ___________ %     5.   You are in business wit Hindalco for ______________ years/months     6.   Mark the following how you like Hindalco     (i) Excellent              (ii) Quite well     (iii) Not so well         (iv) Not at all     7.   What are the adva ntages to purchase material from Hindalco     (i) Quality of raw material       (ii) Quality of service     (iii) Proper distribution channel         (iv) Others (please specify) ______________________________________________     8.   According to price for each following bra nd, check the degree it is acceptable to you     Brand  Extremely  acceptable  Slightly  acceptable  Slightly  unacceptable  Extremely  unacceptable   Balco         Nalco         Hindalco         Others        


1. How much material you purchase during a fiscal year from Hindalco

Pick season _______________ Off season _______________ Avg _____________

2. If you want to increase your production then what is the chance of buying from Hindalco
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(i) Definitely will buy



(ii) Very likely will buy
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(iii) Probably will buy



(iv) Definitely will not buy

3. Why you are not buying your total raw material from Hindalco 


(i) Higher price



(ii) Less/no credit facility 

(iii) Others(please specify) __________________________________________________

4. If the above marked reason is resolved then will you buy total raw material from Hindalco


(i) Yes



(ii) No


     (iii) Can’t say

5. What is your overall opinion about Hindalco

_________________________________________________________________________

_______________________________________________________ 

FIELD WORK

To finish the project it was necessary to go to various fan companies to get the data. The fan companies like KHAITAN, ORIENT, POLLAR, USHA are purchasing raw material direct from Hindalco and also I need to visit some dealers to gather more information.

There are other companies which are not purchasing or not directly purchasing material from Hindalco, I need to find the names and addresses and also need to visit those to make my project effective. 

As the fan blade sheets are the semi finish goods that’s why it was very difficult to find the manufacturers. But I have surveyed the fan market and also visited several fan blade manufacturers in kolkata and nearby kolkata. As those informations are very confidential, that’s why some of the manufacturers didn’t provide the information. 

By the direct market survey I have gathered some knowledge about this particular segment, i.e., I don’t need to work hard rather I should preplan and go with the planed procedure. 

Though it was a tough area to undergo my project but I have really enjoyed my work as I had to meet people of different positions, from the manufacturers to the quality control manager and also to the production manager. 

DATA ANALYSIS

Purchase Aluminium on an average





LIKE HINDALCO ON THE BASIS OF PRODUCT QUALITY


LIKE HINDALCO ON THE BASIS OF PAYMENT PROCEDURE
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Q: Advantages of buying material from Hindalco
	Quality Of Raw material
	Quality of service
	Both
	Proper distribution channel
	Tollerance
	All of these
	None

	30%
	25%
	15%
	10%
	15%
	-
	5%
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Q: Chances of buying in future 
	Definitely will buy
	Very likely will buy
	Probably will buy
	Will not buy

	43%
	43%
	7%
	7%



Q: Reason for not purchasing Aluminium from Hindalco 
	Higher price
	Less/no credit
	Both
	Others

	73%
	18%
	9%
	-


FINDINGS

After analysis of the data I get several outcomes from my project and these are discussed below.

PRODUCT QUALITY

The quality of the Hindalco products has marvelously maintained a high standard of quality on products in the past few years. The quality of the rolled products has helped to boost its sales but it is very tough to find people who are not buying products because of  quality. As the survey says almost every customer marked Hindalco as “Extremely Good” product. 

TIME OF DELIVERY

A very few customers are having problem with the time of delivery because they are not buying products directly from Hindalco.

CREDIT FACILITY

As currently almost every business transaction on fan blade sheets are made on cash that’s why several people are not coming to business with Hindalco.

CHANCES OF BUYING IN FUTURE

Most of the companies have enough trust on Hindalco and they will continue their business with Hindalco but few were not sure to be with Hindalco totally in future.

Some of them also suggested to maintain the price otherwise they will not be able to be in business with Hindalco.
DIFFERENT  REQUIREMENTS

Most of the people who are purchasing aluminium but not from Hindalco plotted a different reason. Based on their information I have graphically represented the main reason which is described below.  





FAN BLADES 





WASTES
People who are buying Aluminium for Rs.158/Kg( for example) has to sell the waste for Rs.118/kg(for example) or less. That’s why they cant afford Hindalco’s product as they will be selling those with a very less amount. They don’t have the problem to purchase Aluminium from Hindalco with comparatively more price as there is an option that they can sell or return the waste to the company with the same product price. 

Some of the people also suggested that Hindalco should open a new unit which can make fan blades on the basis of market demand. As I got the information I can say that Hindalco is loosing near about 90tn/month order as it is being delivered by other small scale organizations whose product quality is not at all like Hindalco, but for the difference in price snatching a huge market from Hindalco
LIMITATIONS

· As the project is concerned I had several limitations which are discussed below
· Being a management student I was trying to get the professional outlook but there are certain constraints as I had no industry experience.

· As the market for fan blade is very tough because of the type of product. Having a project on semi finish good it was tough to find the people who are not purchasing product from Hindalco.

· As the market is concerned it was tough to survey within 2 months to have the clear and effective information. 

· As a trainee there are several customers who didn’t take me seriously or some of the people in the market didn’t want to disclose anything about the fan blades.

· As business of Hindalco is spread over India and abroad, that’s why it was very difficult to go to every parts of India to have information. That’s why my survey is limited in the eastern zone of India specially kolkata. 
RECOMMENDATIONS

As the study report is concerned it reveals that among the fan market there are some giant fan manufacturers ORIENT, KHAITAN, POLLAR, USHA in the eastern zone but apart from that there are many manufacturers like AIRMARSHAL, VARSHA, CARPOL, AIR COOL, AIR INDIA, KOHINOOR,ETC. As survey says Hindalco need to have a detailed survey to know the reason why they are loosing a huge market share, not only for the price but there are some other reasons like “Waste Adjustment”. 

So my recommendation for Hindalco would be 

Hindalco need to have a detailed marked survey 
Should sort out the reasons which need to be resolved to capture this huge market 

As the market says Hindalco need to think about those customers who buys less amount of raw material but not from Hindalco but these customers are altogether purchasing a huge. Hindalco need to grab those customers to be the leader in Eastern region.

But what is needed at first, it is DETAILED MARKET SURVEY.

CONCLUSION

After successfully completing the project on Fan Blade Sheets I conclude that I have gathered a lot of knowledge regarding the fan blades and also the market and the manufacturers of fan blades. As a semi finished goods the market survey was pretty tough but I have scattered over the market to find the actual way how the business of Hindalco on fan blades is going to be. 

It was my first industry experience and I have enjoyed my work. In spite of great effort and devotion I deeply acknowledge any error or omission, that might occur in the project.



DOWNLOADED
OBJECTIVE

· To know how Hindalco is satisfying its customers
· To know what the customers really need

· To know whether there is any problem of Hindalco regarding the product or services
· To get the suggestion from the customers

· To make people aware of Hindalco roofing sheet

· To know how customers like Hindalco

· To know the trend of future sales

METHODOLOGY
RESEARCH DESIGN

A research design may be described as series of advance decision that when taken together, comprise a master plan or model for the conduct of the investigation. It is a blue print that is followed in completing a study.

TYPES OF DESIGN
4. Exploratory research

The major emphasis in exploratory research is on the discover ideas and insight. The exploratory study is particularly helpful in breaking broad, vague problem statement into smaller, more precise sub problem statement hopefully in the form of specific hypotheses. Some of the techniques used for exploratory research.

5. Descriptive research

A great deal of marketing research can be considered descriptive research. It is used when the purpose is to describe the characteristics of certain group. To estimate the proportion of people in a specified population who behave in a certain way to make specific predictive.

6. Casual research

Casual research comes into play when there are specific hypotheses like, X-causes-Y and the involved cause and effect need to be determined. There are three types of evidence, which support the establishment of casual research. Concomitant variation implies that X and Y must vary together in the way predicted by the hypothesis.


QUESTIONNAIRE
FIELD WORK

To finish my project I had to visit the direct customers of Hindalco to get the information about the product and also the advantages, problems (if any) regarding the quality or services.

I have also visited several people who are buying roofing sheet but not made of aluminium. I got their view and put those forward to finish my project.
LIKES HINDALCO
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Q: Advantages of buying material from Hindalco

	Quality Of Raw material
	Quality of service
	Both
	Proper distribution channel
	All of these
	None

	30%
	25%
	15%
	10%
	-
	5%
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Q: Chances of buying in future
	Definitely will buy
	Very likely will buy
	Probably will buy
	Will not buy

	43%
	43%
	7%
	7%
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Q: Your suggestion for Hindalco
	Reduce price
	More promotion
	More interaction
	No comments

	80%
	-
	-
	20%


FINDINGS

According to data collected from the market I have got the following information

Quality of the product

As the quality of the product is concerned everyone is satisfied.

Price of the Product

Most of the customers said that the price should be reduced as there has been a regular price hike. Some of the customers also said that if the price will continue hiking then they will not be able to purchase from Hindalco.

Chances of Buying in Future

Most of the customers are happy to business with Hindalco but their chances of buying in future depends on the price specially.

LIMITATIONS

· As I am doing a project on both Fan Blade Sheets and Hindalco Everlast Roofing Sheets that’s why I got a very little time to survey the market.

· The market of roofing sheets is very difficult to undergo my project because everything is confidential.

· Information given by those customers may not be fully true as the findings are based on assumptions

· Many of the customers didn’t fully responded as they find us a trainee.

RECOMMENDATION

My recommendation for Hindalco would be :-

Hindalco should keep the price at par because most of the customers are really worried about the price hike.

As there is very little advertisement on Hindalco Everlast Roofing Sheets that’s why many people are not still aware of the product.

CONCLUSION

I hereby concluding this project on Hindalco Everlast Roofing Sheets that having a very short period of time I have completed the project I could have done far more better if I would have some more time. After all the overall project on Roofing Sheets has given me a great knowledge and I am very pleased to find myself a part of Hindalco Industries.

In spite of great effort and devotion I deeply acknowledge any error or omission, that might occur in the project.
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Aditya Vikram Birla, the chairman of the $2.3-billion Birla Group and an advocate of expanding Indian economic activity abroad.


Mr. Birla initiated the first Indian joint-venture company in Indonesia, a textile plant in the Philippines, moved into palm-oil refining in Malaysia and built advanced plants to manufacture viscose rayon fiber in Indonesia and carbon black in Egypt. Since the late 1970's, he had set up 15 companies in South and Southeast Asia and the Middle East. 











Q: How you like Hindalco(Organised Sector)?





Excellent�
Quite well�
Not so well�
Not at all�
�
 80%�
20�
-�
-�
�
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Under Kumar Mangalam Birla's leadership, the Aditya Birla Group, apart from consolidating its position in existing businesses, also ventured into sunrise sectors like cellular telephony, asset management, software and BPO.





Kumar Mangalam Birla has won several honors. Major among them include The Business Leader of the Year (2003) by The Economic Times, Business Man of the Year - 2003 by Business India, and The Ernst & Young Entrepreneur of the Year - India in 2005





ABG has achieved an excellent performance, marking a major milestone as it crossed the Rs.100 billion mark. In the aluminium sector, with LME prices recording 


new highs, your Company posted an excellent performance. Recorded its highest ever net profit of Rs.1,655 crore on a splendid turnover of Rs.11,396 crore. Of this, your company’s aluminium business posted revenues of Rs. 6,042 crore and copper Rs.5,354 crore.
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Q: You purchase Aluminium (Organised sector)





Hindalco�
Balco�
Nalco�
Others�
�
 85%�
15%�
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Q: You purchase Aluminium (Unorganised sector)





Hindalco�
Balco�
Nalco�
Others�
�
 19%�
6%�
-�
75%�
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Market share of Hindalco


Hindalco�
Others�
�
 55%�
45%�
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Q: How you like Hindalco(Organised Sector)?





Excellent�
Quite well�
Not so well�
Not at all�
�
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Q: How you like Hindalco(Unorganised Sector)?





Excellent�
Quite well�
Not so well�
Not at all�
�
40%�
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Q: How you like Hindalco’s payment procedure(Organised Sector)?
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Q: How you like Hindalco’s payment procedure (Unorganised Sector)?





Excellent�
Quite well�
Not so well�
Not at all�
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Q: How you like Hindalco on the basis of price)?





Excellent�
Quite well�
Not so well�
Not at all�
�
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