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/Hyunda‘i shifts into top gear
in India with 345,000 cr plan

AIMING HIGH. Targets %1 lakh

———

S Ronendra Singh
Mumbai
Signalling India’s growing

centrality to its global vision,

South Korean auto giant Hy-

undai Motor Company

C) on an-

nounced a ¥45,000 crore in-
vestment plan through 2030,
aimed at expanding capacity,
strengthening R&D and
launching 26 products, in-
cluding electric and hybrid
vehicles.

| “Indiaisn’t just important
to Hyundai’s global strategy

— India is Hyundai’s global

,” said Jose Munoz,

President and CEO of HMC.

“We are better when we are

challenged, and in this mar-

ket, we compete with some
of the best manufacturers in
the world.”

BOLD BET
Hyundai’s aggressive bet on
India comes amid intensify-
ing competition from home-
automakers such as
Tata Motors and Mahindra &
Mahindra, both rapidly ex-
panding their electric and
SUV portfolios.
’s product
pipeline will include seven
all-new models, six full-

BETTING BIG. India isn’t just important to Hyundaf’s global

s
v

strategy — India is Hyundaf’s global strategy, said Jose Munoz,
President and CEO of HMC, speaking in Mumbai soowsess

model changes, six variants
and seven facelifts or en-
hancements. Of these, five
will be electric vehicles and

eight hybrid-electric
vehicles.

The will also
foray into the multi-purpose

vehicle and off-road SUV

t, and introduce its
first ‘Made in India’ compact
electric SUV, featuring Level
2 ADAS and a long driving

Hyundai aims to raise its
domestic passenger vehicle

market share to over 15 per
cent, from around 13 per
cent currently, and increase
revenues 1.5 times to Cross
the %1 lakh crore mark by
FY2030.

LUXURY BRAND
The automaker also con-
firmed plans to introduce its
Genesis brand in In-
dia, with the first locally pro-
duced model launching in
2027.
To drive this next phase of

growth, Hyundai Motor In-

cr revenue by expanding capacity, launching 26 new vehicles

dia Ltd (HMIL) has appoin-
ted Tarun Garg, currently
Whole-Time Director, as its

ing Director and CEO,

Mana.gmg

effective January 1, 2026,
will be the first Indian

to lead Hyundai’s India oper-

ations in the company’s

three-decade history here.

FOCUS AREA
While  continuing  to
its SUV line-up,
Hyundai will also focus on
the entry-level segment to
first-time  buyers

future. “India is not one mar-
ket but two,” Munoz said.

two-wheeler and
three-wheeler users aspire to
own a car, and we
want to be part of that jour-
ney,” he said.

Munoz added that the
company plans to manufac-
ture all EVs locally to im-

competitiveness and
ensure better returns.

“We remain deeply com-
mitted to creating long-term
value for shareholders by an-
nouncing a dividend payout
guidance of 20-40 per cent,”
he said.

Theauthor is in Mumbai at the
invitation of Hyundai Motor India Ltd.
Also read p12
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‘Bharat Forge to manufacture fanblades
for Rolls-Royce Pearl 10x engines

rangebuainessjets.nfea— mpplydaineeosystem”
tures the Advance2 engine id Sashi Mukundan, Exec-
core, combined with a high-  utive Vice-President -
performance low-pressure Transformation,

‘ ; resulting in a super- e India.
ior thrust of more than Rolls-Royce started to col-
18,0001b. laborate with Bharat Forge in
2020, sourcing parts for the
SHARED VISION Pear] 700 programme.
«Rolls-Royce is deli t0 Bharat  Forge  has
deepen its with workedwithRo]ls—Royoe,de-

P

ol _  Tiveri -defect
capabili ilt B’m.ratForgew?:ardSadvan livering its first zero-G
ts commitment to doubleits dngthe‘l\lakemmdia’vis- fan blade in 2024 ’n““'&
supply chain sourcing from ion. This reflects our com-  flects our shared commuit-
Indiaa'zoso. - mitment to developing ment T engineering excel-

10X is the latestand ~ world-class manufacturing  lence  and long-term
most member of capabilities in India, with a collaboration,” said Amit
the Pearl engine family, shared vision of delivering  Kalyani, Vice-Chairman and

powering some of the state-of-the-art aem;aoe Joint Managing Director,
largest, fastest and longest- components to the global Bharat Forge. /
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‘Roads

construction equipme

s =
Rohit Vaid
New Delhl

India’s roads and highways

are poised to drive construc-
tion equipment (CE) de-

mand in the second half of -

FY26 as government
structure creation, said
Volvo CE India’s Managing
, India has alloc-
ated %11 lakh crore for infra-
structure creation in FY26.
Speaking to ‘businessline,
Krishnan cited the National
Highways Authority of In-
dia’s (NHAI) plans to bid out
124 projects worth ¥3.4 lakh
crore in FY26. Besides na-
tional highways, Krishnan
cited State-led road projects,
rural cglnﬁixecﬁvity pro-
grammes and mining activity
expected to offset short-
term fluctuations,
“Historically, execution
picks up post-monsoon, and
we anticipate a stronger,
second half. From Volvo CE’s
perspective, the roads sector
will continue to offer a reli-
able growth engine, backed
by long-term government
commitment,” he said.

shifting government
capex (capital expenditure)
priorities. .

Further, he pointed out
implementation delays are
hindering road sector pro-

execution.

Krishnan stated that ex-

and highways to drive
nt demand’

cessive rainfall skeyre-
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Ashok Leyland wins
X669 cr order for 1,937

buses for Tamil N adu

Our Bureau

Chennai
Ashok has won an
order to supply 1,937 buses
to the Tamil Nadu State
transport ings at a
net contract value of 669
crore.

The order has been awar-

ded post a regular tender
process, wherein the com-

ﬁywiﬂd&ﬂ"erbBuiVIdlese]
Ppassenger chassis
and low floor and semi low
floor fully built buses, it said
inarelease,

Out of the total order,
1,701 BS VI diesel chassis
and low floor fully built
buses will be delivered
between October 2025 and

low floor diesel BS
built buses between Septem-
ber 2026 and January 2027,

the release said.
This  order further

strengthens Ashok Leyland’s

ﬁ' the TNSTm

firms its dominant tﬁgi

tion
iﬂﬂmhmiﬂ ] com-
pmysaidinm

Ashok Leyland has been
the most preferred brand of
TNSTU) with more than
21,000 buses operational in
itsfleet.

The order includes a di-
verse mix of fully built and
chassis 4

vrfuuy_!
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Commermal vel @ sales

Mumbai, 21 October
Commercial vehicle (CV) sales regis-
tered a modest upswing, growing 2

per cent year-on-year (Y-o-Y) to
mmmmﬂmm&dthe

vehicleshave grown, indicatinganincrease o Light commercial vehicle, medium
in economic activity, especially in intracity .
ansishort banl* s malve’mdedmvegmwﬁ-nm

e 2 per cent ® Heavy commercial vehicle demand
onlya per gmwthinmﬁsahs Soead diietol I
Hawever. the monthly data showed ® ICRA projects 3-5% CV growth in FY26
volatility, While the initial months of the ® Bus segment to lead with 8-10%
mhndarymmmw growth
saw an 8.2 per cent rise, The retail volumes
mmmdedinedbys.ypeth-owY
reflecting an overall trend of “elevated threesegments —LCV, MCV, and HCV — is
Miﬂﬂﬁm“m MONSOONS
and increased economicactivity duetoGST
reduction.”

1}‘ i1l m ,
- VM&EV)W Ratings agency Icra projected a modest
'HCVsegmmhasdeMpﬂmmny Y-0-Y growth of 3-5 per centinwholesale CV
due to better roads and less time wasted at  volumes for FY26, following a marginal
tolls & checkpoints,” Singh noted. He p&mmm
ex:ﬂainedthatdmmm

e b o S wmwmbebdbyﬂnmm
Despite the current challenges, theout-  egory, which is expected to expand at the
look for the CV market remains positive. mmammpamauemm




The Economic Times, 26 October 2025

LT

7 NAVIGATING REGULATORY ROADS PROVES TOUGH

Global Automakers
Seek Local Tie-ups
to Steer India Plans

Rough Route
®43m .Mn
cars sold
in FY24 sales in 2025

VinFast, BYD, Geely
and Chery among

firms on the lookout
for biz partnerships

LijeePhilip

Mumbai: India is proving to be
a tough market to navigate for
global automakers, with the ex-
ception of some Japanese and
Korean car companies.

To find traction in this mar-
ket, the third largest in the
wor]d with plenty of room for
growth, some of these automa-
kers are exploring options that
inelude partnerships with Indi-
an business houses, which may
be operating in a different in-

dustry, but can provide support kerage.

to navigate policy uncertainti-
esand market insights. They al-
ready have a template in the
MG Motor-JSW Group joint
venture.

Big American automakers
General Motors and Ford have
leftIndia after failingtobuilda
sustainable business here. Me-
anwhile, foreign companies
that have built local joint ven-

tures, such as Skoda-Volkswa-
gen and Renault-Nissan, have
vet tofind sustained success in
the Indian market, even after
decades of presence and pro-
duct renewals here.

As the market tightens, and
technology and consumer pre-
ferences shift rapidly, industry
executives and analysts said,
some of these companies, as

well as new entrants like Viet-
nam'’s VinFast
= and Chinese
JVbetween automakers
MG Motor, BYD, Geely and
JSW Group Chery, are con:
providesa sidering local
template for i
foreign cos “India is no
seekinglocal longer an easy
partnersfor ~ market to re-
market ad,” said an au-
insights to analyst with
a leading bro-

fragmented, regulations keep
evolving and competition is
cutthroat. Companies without
scale or deep local understan-
ding find it hard to sustain dis-
tribution and after-sales sup-
port. Partnering with an Indi-
anplayermay betheonly viable
way tostay relevant.”

Tough Indian Terrain »» 9 /

cularly when regulatory fram-

less than 1%. JSW Motors, the SA-
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ﬁough Indian Terrain

soldnearly 4.3 million carsand ut-
ility vehicles in 2024,
Unlike Japan's Maruti Suzuki,

Korea’s Hyundai and Kia, or ho-
megrown players Tata Motors
and Mahindra & Mahindra, most
global automakers have yet to ful-

) lydeoodetbelndianbuyer‘smjx

segments.

"Hyundai and Kia have a strong
local supply base, India-first pro-
duct strategy, and aggressive mar-
ket positioning. The two Korean
brands now account for overa qu-
arter of all passenger vehicle sa-
les," said a Mumbai-based ana-
lyst. "That's why India is now the-
irgrowth engine globally"

Companies like Maruti Suzuki,

Tata and Mahindra have invested
ﬁn'ﬂ:elonghalﬂandbmltshmg

domestic partner can
credibility and couﬂnuitg partl

eworlks are unpredictable,” said a

seniorexecutiveof acarcompany.

“It can also improve after-sales re-

ach and dealer confidence, areas

wheremost foreign OEMs lag due
volumes,”

tolows
British brand

Chinese-owned
MG Motor tied up with Sajjan Jin-

dal’s JSW Group, after it found
bringzing foreign investment to
scale up difficult amid worsening
Indiza-China relations.

JSVV hought a 35% stake in MG
Motor India from China’s SAIC
Motor in late 2023, which has hel-

- pedtheh‘andbaﬁmhcalmadlhi—
assurance, lity; €xpansion headroom and po-
licy «omfort,

- ' the <JSW Group for a potential jo-

1C-JSW Group joint venture, is al-
so in talks with other automakers
like BYD and Skoda VW for tech-

actively seeks new partnerships
to expand its presence in the elec-
tric mobility segment. Chery Au-
tomobile will provide compo-
nents to the JSW Group, facilita-
ting the launch of a new-energy
vehicle brand in India by2027.
d;‘:%wﬂhg;:colhbmnﬁonsﬁ)
w upon the uniguestrengths
of industry-leading partners
from around the worldlike sotr-
cing proven EV and battery
technologies from China, de-
sign and safety excellence from
Europe, software and eonnecti-
vityfrom the US, and combining
them with India's manufactu-
ring strength and digital agili-
ty,” said JSW Motors chief ex-
ecutive Ranjan Nayak. /
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India’s Auto Ind

-

. Mahindra plansto upgrade existing
“production, while TaMo seeks tie-up

sembly opera

The move comes amid
SouthAﬂica’spuahtoat-

several tract major g_lobal auto-
and

makers o

strengthen itslocal auto-
mobile sector, News
South Africareported.
According to South
African trade, indus-

try and competition i

minister Parks Tau,
Indian and Chinese
automakers have ex-
pressed interest in in-
| creasing their invest-
\ ments in the country.

Tau has been in talks

with several -
ers as part of the gov-

The Economic Times, 27 October 2025

ST T

ustry to Boost -

Tnvestment in South

ernment’s strategy tore-
vive the local auto indus-
try, which faces multiple

challengassuchasfaﬂ-
insexportdemand,ris-
from
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" India 3% most im
bring in fresh pr

———
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S Ronendra Singh
Tokyo

Japanese auto major Honda
Motor has said that India is
the third most important
market for the company
aftertheUSandIapan.The
said it will bring
out products for the In-
dian market to compete with
others.
Honda also said that it is
working on alternative fuel

ions, apart from strong
g't;rid,m;mlaundwlec-
tric vehicles too for the In-

| dian market, in the next two

Honda 0 (zero alpha) next-
generation electric vehicle
(EV), at the Japan Mobility
Show 2025. The EV will be
launched in Japan and India
simultaneously in 2027, “We
are considering India as one
of the most important mar-
kets.MaYbeﬂlreeyearsbe_
fore, we were not ‘thinking
like that, but currently ves,
We are very much concen-

_'_.5., a1

Takashi Nakajima, President
and Chief Executive Officer,
Honda Cars India Ltd

trating on the Indian market,
For our future bum;::ess :hxf.:
sion plans, India is
ﬁst important  part,”
Takashi Nakajima, President
and Chief Executive Officer,
Honda Cars India Ltd
(HCIL) told businessline
here.

ENGINE POWERTRAINS

On engine powertrains also,
he said the company is con-
sidering multiple options for
its future cars. HCIL sells
onlythree -Amaze,
City and Elevate - in the In-
dian market right now. The
company has discontinued
its popular models like the

portant market for
oducts

Civic and CR-V in late 2020,
and WR-V in 2023,
“Learning from past ex-
perience, we cannot concen-
trate on some particular en-
gines..now we will be
ideri S,
not only electric or internal
ion engine vehicles,
but, of course, strong
also, where we have ad-
vantage where we can ex-
pand our business,” he said.
When asked about inn‘lodui
ing small cars or entry-leve
;Drf s0 that two-wheeler
commuters can uj toa
four-wheeler, Nakajima saig
that Honda Cars has always
been considering that, but it
“very difficult”,
two-wheeler) to 10 lakh
(for a Honda car), the gap is
very huge, so it is very diffi-
culttodo. For instance, small
cmiiketh;e‘Kei’ca:mJapan
costs around 20 lakh, a lot
of technology in a small car,
so it takes time to develop
such products,” he added.

The writerisin Tokyoat the i
of Honda Cars India Ltd
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T
Toyota expan
with 15 new model

Toyota plans to launch 15
new and refreshed models in
Indjabytheendofﬁledﬂ-
ade while deepening its rural
| network, sources said, as re-
N cord profits in the country
| make the market increas-

competition in China, sev-
eral global automakers have
set their sights on India as a
market worthy of heavy in-
vestment, especially given
surging economic growth.

Underscoring  Toyota’s
revved-up ambitions, the Ja-
panese automaker is now
aiming to lift its share of the
country’s passenger car mar-
ket before the end of the dec-
ade to 10 per cent from 8 per
cent currently, one of the
‘ sources said. Success would

see it become less reliant on
alliance partner Suzuki,

which provides Toyota with

vehicles that are then re-

under the Toyota
brand. :

The 15 models willinclude
Toyota’s own cars, vehicles
supplied by Suzuki, as well as
upgrades of existing models,
according to three people
briefed on the matter.

NEW SUVS

There are likely to be at least
two new SUVs from Toyota’s
signed to take on leading
SUV-makers like Mahindra &
Mahindra and Hyundai Mo-
tor, as wen as an ﬂﬁordable

India’s market strategy
sandruralfocus

pick.uptrncktowidenits ap- |
peal in rural India, one of the |
sources said.

Toyota is also setting up
lean-format sales outlets,
wiﬂ;ljum:oneortwocal‘son

g instead of the whole

“Toyota
pronged strategy for India -
lure customers from com-

tors with mid-market
and premium SUVS and con-
tinue adding buyers i small |
towns and markets,” a |
second source said. Accord- |

;
]
-

i
still being finalised. \
The Japanese carmaker’s
local unit, Toyota Kirloskar |
Motor, logged a record profit ‘
of $640 million last fiscal
year, thanks to its alliance |
with Suzuki, which boosted
sales and increased factory
utilisation. /

—_——



ELECTRIC VEHICLES
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/Hybrids outpace petrol,
EVs as preferred vehicle
for buyers: Survey

Mumbai, 16 October

ciency.

Overall, 41 per cent of respondents indicated plans to pur-

chase a vehicle in the next three to four months, signalling a
rebound in consumer senti-

OVERALL, 41 % ment. 72 per cent of buyers had
RESPONDENTS deferred purchases in anticipa-
INDICATED PLANS TO tion of GST 2.0 rationalisation.
PURCHASE AVEHICLEIN ~ Thesurveyhightightstheroleof
THENEXT3TO 4 policy reforms and simplified
MONTHS, SIGNALLINGA  texation in influencing buying
REBOUND IN mdedﬁmmdhﬁespaﬂaﬂy in Tier-II
CONSUMER SENTIMENT o s

senger vehicle market, with 64

per cent respondents preferring the category. The segment
accounted for 65 per cent of FY25 sales, up from 50 per cent two
years ago. Safety is emerging as a critical factor, with 34 per cent
prbﬂ.ﬂshngitoverpﬂceandmﬂeage,mﬂecﬂnggmwtngmre—
ness of crash tests and tech-enabled safety features.

With i on the rise, over 35 per cent people are
wﬂngmMexmﬁothigh-eﬂvaﬂaMaDdﬁswcemmdmd
ameptancecfam-ispﬁcmtpﬂcepmnhnnfomddedfeanm {
The survey further points to a 34 per cent growth in passenger
vehicle retail during Navratri 2025, driven by GST-led affordability,
new launches, and upgrade buying. Stable interest rates, rising
dmmmandmﬂmmmmemectedmm
tain demand across urban and semi-urban markets.
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‘At 5%, EV share in car sales nearly doubles in yr

Times NEws NETWORK

New Delhi: Thestartmay have
been slow, but adoption of elec-
tries has started to pick up in
the country, with contribution
of gmmcarstowtalsalesnear-
1y doubling over last one year,
onalower base.

Not only this, at 91,726
units, first six months of fi-
scalm-zﬁhaveseensalesof
electrics cover nearly 86% of
what was sold in the full year
of FY25 (around 11 lakh
units), showing the growthin
adoption of EVs. With this,
the share of electrics in total
passenger vehicle (PV) sales
has now moved to around the
5% mark against 2.6% recor-
ded attheend of FY25.

Sales of electrics grew by
108% t0 91,726 units in first half
of FY26 against 44,172 units in

e I |

66 Share of EVs at end

overall sales
SHAILESH CHANDRA | MD & CEO OF |
TATA MOTORS PASSENGER VEHICLES |

— ANURAG MEHROTRA | MD OF | Shi
ISW MG MOTOR |

\,

of Q2 stands at 17% to i66111er::m'\panyh:».;seen10%
igrowthlnEVsalesanZMthisﬂscal

EV SALESSIIGEIOB% IN APRIL-SEPT
Share of EVS to i “m1m5&pt202§.2,509eiectﬂc
sales is 80% | BMWs and MINIs were delivered,

owing a growth of 246% y-0-y

HARDEEP S BRAR | PRESIDENT

ol it —————

SANTOSH IYER | MD & CEO OF
MERCEDES-BENZ INDIA

DA). This strong performance
was led by by JSW MG Motor,
TataMotorsand otherssuchas
BMW and Mahindra & Ma-
hindra. JSW MG's Windsor
SUV crossed 50,000 unitsinjust

oneyeard'itslalmm,slwwing
one of the fastest scale-ups for
an EVmodel.

Anurag Mehrotra, MD of
JSW MG Motor, said the share
of EVs to the company’s sales

s, 25 October 2025

is 80% as it witnesses strong
traction across
“EVs are expected to cross 7%

shareinadecade.”

Shailesh Chandra, MD &
CEO of TataMotors Passeng-
er Vehicles, said EVs have al-
soplayeda strong part in the
company’s healthy perfor-
mance in festive season.
“Our EV portfolio continued
its upward trajectory with
over 10,000 units retailed in
30-day window from Navrat-
ri to Diwali. This is up 37%.
Second quarter of this fiscal
has seen our EVs grow by
59% y-o-y on a total volume
of 25,000 units. Share of EVs
attheend of Q2standsat17%
tooverallsales.”

The demand for green cars
has been equally strong when
it comes to luxury. BMW and

mpﬁngﬂlebrandstolaundz
more E

NIs were delivered, with a
of 246% y-o-y. BMW
X1 long wheelbase is the hig-
hest-selling electric car, follo-
wed by the flagship i7. The
share of EVs in total sales
further increased to 21%. By
2030, this'is expected to incre-
aset030%,” Brarsaid.
Santosh Iyer, MD & CEO of
MercedeG-Benzmdia,saidEVs
areakeyelement inthecompa-
ny’s ionroadmap.
“Opr top-end battery electrics
drive our Sirafegy with the lo-
cally-produced EQS SUV re-
cording its highest sales ever,
accelerating our EV penetra-
tionto8% of total volumes, The
company has seen a 10%
growth in EV sales in the se-
cond quarter of thisﬁscal."é
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GOVERNMENT POLICY

The Times of India, 22 October 2025

’India’s aircraft co

Reeba.Zachariah
@timesofindia.com

Mumbai: Global aerospace
giants are boosting their
sourcing from India, accel-
erating growth in the coun-
try’s emerging aircraft com-
ponent sector. Local compa-
nies are expanding capaci-
ties, moving beyond basic
manufacturing to higher-
value work, and scouting for
acquisitions, with revenue
numbers soaring due to ro-
bust orders.

The sector is also gearing

| up to launch about Rs 5,700

crore of IPOs in the next few
months, given the buoyant
equity market and growing

|
\
i investor appetite for high-

growth potential companies.
| Ttisalsooneof thefew sectors
i that has been less affected by
| US import tariffs compared
‘ to other industries like tex-

tiles, gems, and auto parts,
where duties are double
(50%) than those on aerocom-
ponents(25%).

“We build the business
and invest for the long term.
Tariffs are something we
don’t have control over as a
company. The key thing is we
are a critical part of our cus-
tomer supply chain, and it is
not something they can
source elsewhere overnight.
It takes years of planningfor
them to make any changes.
We are critical enough for
customers that paying tar-

- iffs is not a material issue.

Qur US customers, when
they export products, get
credit back on theduty,” said
Aequs chairman & CEO Ara-
vind Melligeri.

The Belgaum-based com-
pany, which counts Airbus,
Boeing, Bombardier, Collins
Aerospace, and Spirit Aero-

mponent sector takes ﬂlght

Low Tariff Impact

» Itis a sector where the
impact of US tariffs is less
compared to industries like
textiles, gems, and auto parts
» The sector is
gearing up tolaunch
about ¥5,700cr of
IPOs in the next
few months

hcmsemdia'smtam

systems as  customers,
earned 89% of its Rs925crore
revenue in FY25 from aero-
components.

The numbers tell the
growth story. The US-based
Boeing sources components
and critical systems of over
$1 billion annually from India

as compared to $250 million a
decade ago. Likewise, Franc-
e's Airbus plans to increase
its procurement to $2 billion
from India by 2030.

Azad Engineering, a
Hyderdbad-based supplier
to Honeywell Aerospace,
Rolls -Royce, and Eaton
Aerospace, saw an 84%
jump in its aerospace and
defencebusinessrevenueto
Rs 81 crore in FY25, with a
215% jump in stock price
sincelisting in Dec2023.

“Earning the trust of an
OEM — especially for life-
critical and highly engi-
neered compomnents — re-
quires years of consistent
performance, precision, and
reliability, not just by simply

.acquiring technology,” said

Azad Engineering chairman
& CEO Rakesh Chopdar
“Having demorastrated these
capabilities over time consis-

tently, wenowenjoy the confi-
denceof our global aerospace
and defence customers, who
entrust us with longterm
contracts.” Azad has anorder
book of Rs1,700 crore, exceed-
ing 20 times its annual sales.
This strong momentum, said
Chopdar, has “led us to estab-
lish an additional manufac-
turing facility in Tuniki Bol-
laram, Telangana”.

To accelerate growth, Un-
imech Aerospace and Manu-
facturing has been exploring

acquisitions and JVs. “We |

are evaluating precision
manufacturing targets, both

in India and the US,” said |

company co-founder Rajani-
kanth Balaraman.

Data from IPO tracker
Prime Database showed

that SMPP and Aequs had |

received Sebi approval for

Rs 4,000 crore and Rs 1,700
croreIPOs. /
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HAL to begln delivering indigenous
HT'T-40 trainer aircraft from February

HOME BUILT, HTT-40 project was started with HAL initiating design and development using internal funding

Dalip Singh

New Delhi

Hindustan Aeronautics Ltd
(HAL) will start delivery of
the indigenous Hindustan
Turbo Trainer-40 (HTT-40)
aircraft from February, fol-
lowing a delay of nearly six
months, primarily due to
supply  disruptions  of
TPE331-12B turboprog
gines  from
Honeywell,

HAL was ori sched-
uled to receive six of these
engines in 2025 to begin pro-
duction, but delays from
Honeywell impacted the
timeline.

However, the US manu-
facturer has now committed

to supplying three engines
per month'starting 2026, ac-

cording to sources within the
state-owned aerospace
giant.

Honeywell is the second

NEW WINGS. The HTT-40 tramer alr'craft which wIII eventuaily
replace the Swiss-origin Pilatus PC-7 Mkl oaue sine

US engine manufacturer,
after GE Aerospace, whose
F404-IN20 engines are des-
ignated for the Light Combat
Aircraft (LCA) Tejas MKIA,
to miss delivery timelines,
impacting the Indian Air
Force’s plans to augment its
depleting fleet strength.
Under the original pro-
duction plan, HAL aimed to

roll out 10 HTT-40 aircraft
from its Nashik facility and
two from its Bengaluru plant
by the end of this year.

INDIGENOUS PLATFORMS
Although the target has shif-
ted, HAL now plans to ramp
up production to deliver the
first three aircraft to the IAF

by February 2026, partially

offsetting lost time. Each
HTT-40 aircraft will carry a
tail number in the
“TH-4000” series, with the
first unit from Nashik desig-
nated as “TH-4001”. One of
the aircraft scheduled for
February delivery is cur-
rently undergoing system in-
tegration and sub-assembly
installation at the Nashik fa-
cility — a plant that has
transitioned from assem-
bling Russian-origin fighter
jets like the MiG-series and
Su-30MKIs to manufactur-
ing indigenous platforms
like the LCA Tejas Mk-IA and
HTT-40.

The HTT-40 project has
been a key indigenous effort,
with HAL initiating design
and development using in-
ternal funding to meet IAF

requirements after the re-
tirement of the indigenous

HPT-32 ‘Deepak’ in 2014.
The HTT-40 will eventually
replace the Swiss-origin Pil-

atus PC-7 MKII as the IAF’s
primary  basic  trainer
aireraft,

As part of HAL’s effort to
boost  the  domestic
aerospace ecosystem, nearly
38percentoftheH‘IT-40’s

onents — including

nages (wfa;?;mblies) —
been outsourced to

about 100 private vendors,
primarily Micro, Small and
Medium Enterprises.

HAL is also w to-
ward both the milit-
ary-specific Air Staff Qualit-
ative Requirements (ASQR)
for the IAF and the FAR-23
certification — a set of strin-
gent safety and performance
regulations from the US Fed-
eral Aviation Administration
(FAA). These certifications

ected to enhance the
s robustness and ex-

port potential, particularly

to countries with similar pi-
lot training requirements.
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US tariff, global uncertainties
confidence in Q2’

dented biz

Our Bureau
New Delhi

For the first time in four
quarters, business sentiment
in India during
the July-September quarter
(Q2 of FY26), according to
the National Council of Ap-
plied Economic Research

“In the midst of high
global uncertainties, includ-
ing additional US tariffs,
business sentiment in India
moderated in the second
quarter of the current fiscal
after improving for three
previous quarters consecut-
ively,” NCAER said in its
latest Business Expectations
Survey. However, it said the
effect of GST rate cut is ex-
pected to be felt over the re-
maining two quarters.

The survey is based on re-
sponses from 484
companies.

It stated that the Business
Confidence Index (BCI)

‘. ‘

moderated to 1426 in
Q2FY26 from 149.4 in QI,

though it was higher than Q2
of FY25 (134.3). The BCl is
based on four components
— ‘overall economic condi-
tions to improve in next six
months’; financial position
of the firms will improve in
next six months’; ‘present in-
vestment climate’, and
‘whether present capacity
utilisation was close to or
above optimal level’.
GROWTH MOMENTUM
The BCI was driven down by

the moderation of senti-
ments in three of the four

oomponents,except‘presgnt
capacity utilisation’, which
saw an i t. Over-
all, the share of positive re-
sponses remained above 50

#t per cent in Q2 for all four

components, signalling a
slower growth momentum,
stated the report. “The com-

.ponents dealing with macro
sentiments were

more negatively affec
while the impact was mixed
for sentiments at the micro
level,” said NCAER’s Prof
Bornali Bhandari, who led
the survey. While the BCI for
MSMEs (turnover of ¥100
crore or less) i
went up from 137 in Q1FY26
to 138 in Q2, it went down
from 171.6 in Q1 to 149.9 in
Q2 for Jarge firms (annual
turnover of over 100 crore).
The share of firms expect-
ing production to increase in
the next six months went up
from 79 per cent in Q1 to 82
per cent in Q2. The share of
firms expecting exports togo
up went up from 67 per cent
in Q1 to 73 per centin Q2.
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India’s Rare Earth Mf
Plan may Hit China Wall

Sourcing costlier extraction pmrduis bl » £ 3
equipment from Germany, '
Japan could impact
viability of local projects

Sharmistha Mukherjee

New Delhi: India’s Rs 7,300 crore scheme
to incentivise thelocal production of rare
earth minerals and magnets could face
hurdles, because of China's latest curbs
on exports of equipment needed to pro-
cess the raw materials and manufacture
the parts critical to high-tech industries.
Countries like Germany and Japan ha-
ve some technology and equipment re-
quired for processing rare earth materi-
als, but they are much costlier than tho- ~
se from China, the leader in rare earth
materialsand extraction equipment glo-
bally; senior industry executives told ET.
According to the International Energy
Agency, China accounts for 61% of glo-
bal rare earth production and 92% of
processing. Rare earth magnets are cri- schemeﬂaeCmtehasanmumedtom

| tical components for electric vehicles, ‘centivise local manufacturing of rare
consumer electronics, wind turbines earthmagnets.”
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MSME:s seek support of
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RBI, govt

as geopolitical uncertainties rise

RAY OF HOPE. Officials give as

RS
Our Bureau
Mumbai

The industry associations of
the Micro, Small and Me-
dium Enterprises (MSME)
sector highlighted the busi-
ness challenges being posed
by the uncertainty arising
from geopolitical situations,
and sought the intervention
of government, regulators
and banks to wither the chal-
lenges.

SAC MEETING
The Reserve Bank of India
(RBI) held the 30" meeting
of its Standing Advisory
Committee (SAC) to review
the flow of credit to the
MSME sector in Coim-
batore, under the chairman-
ship of Swaminathan J,
Deputy Governor (DG), RBI.
ing the interactive
session, the industry associ-
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role in capacity building

ations highlighted the chal-
lenges being posed by the un-
certainty arising  from
geopolitical situations and

BUILDING BLOCKS. The RBI urged MSMEs to play a greater

sought the intervention of
ent, regulators and

. The meeting con-
cluded with responses from

the officials and an assurance
that the feedback and sug-
gestions will be duly ex-
amined by the stakeholders
concerned,” said the RBL

facilitating data-driven and
cash-flow lending.

He also spoke about the
recent regulatory measures
to ease the difficulties faced
by the sector, including the
waiver  of yment
charges on floating-rate
loans extended to individu-
als and micro and small en-
terprises, andl the relaxation
in reporting under the Ex-
port and Import Data Pro-

surance that feedback and suggestions will be duly examined, says central bank

cessing and Monitoring Sys-
tems (EDPMS/IDPMS) to
ease the compliance burden
for small exporters and im-
porters.

SEVERAL CHALLENGES
Challenges such as informa-
tion asymmetry, financial lit-
eracy gaps and delayed pay-
ments still exist for MSMEs.
The DG stressed on the need
to promote wider adoption
of digital solutions such as
the Trade Receivables Dis- |
counting System (TReDS),
encourage alternative credit
assessment models, and en-
sure fair, transparent and
empathetic lending practices
to rehabilitate distressed but
viable units. He also

MSME associations to play a
greater role in capacity
building and in bridging in-
formation gaps to help enter-
prises better leverage formal
financial channels.




