‘Fluid power products am_____a traction in India’ _

The automation market in India is 1to be
1/10th of China’s. If India has to become one of
the leading economies in the world based on man-
ufacturing, it will have to attain higher techno-

logical standards and higher level of automation

in manyfacturing. The question is how can India
achieve higher automation in industries when the
education system has E:%-ﬂﬁ:h HenE on im-

(India) Put Ltd; Martin <oﬂ§on country

unit head & managing director, Bosch Rexroth
(India) Ltd; R Joshi, managing director, Festo
Controls Put Ltd; Andreas Gruchow, member of
the board, Deutsche Messe AG and Sudhir Patil,
managing director, Hannover Milano Fairs India
Put Ltd — met to answer this question and draw
a roadmap for the future. The discussion was
moderated by G V Gururaj, senior general man-
ager - marketing, Dynamatic Technologies Ltd.

G V Gururaj: Could you give us a brief description
of the fluid power industry, its market potential
and growth rate in India?

M Seethapathy Rao: The fluid power indus-
try covers all aspects of pneumatics and hy-
draulics and it is increasingly getting into areas
of automation. It is a branch of mechanical en-
gineering plus a bit of electrical and electronics
put in. It is one of the fastest growing segments
of Indian industry. We reckon that the current
size of the market is about Rs 5,000 crore in In-
dia and roughly around $55 billion in the world.
The growth rate of this industry in India is typ-
ically about twice that of growth of economy at
large. Reasons are three-fold. As the economy
grows, this industry grows in consonance with
that. Then there is a lot of automation and con-
version into more sophisticated manufacturing
methods so that increases the rate. Three, one of
the interesting things happening in this indus-
try is that India is becoming an attractive desti-
nation for manufacturing and outsourcing of
some of the products. So these three aspects to-

gether are creating a situation where this in-
dustry growth is twice the GDP growth in India.
Gururaj: What do you feel about the current trend
_._B.or:__:usi(:n:ﬂ?n issues it faces?
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coming more sophisticated and the Indian in-
dustry is getting integrated with the world mar-
kets. That’s going to be the major change as I see
in the next few years. Our rate of grewth will
continue to be very good

Martin Voglsanger: I think we can
bring it down to a simple example: the au-
tomotive market in India is growing at a
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components for these machine tools are fluid
power products. This is just one example, where
we see production of more cars in the country
based on the end user demand, more machines
are needed for this, and that these machines are
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Voglsanger: Yes, when we see major growth
drivers in India for fluid power and automation

1 would say it is power, automotive, infrastruc-
ture and steel. When we look at infrastructure, it
is all over India, we have new modernised air-
ports coming up, we have river projects connect-
ing all over India, and in infrastructure the main
part is building new roads and highways
and all these infrastructure projects re-
quire machines. You need earth Ec_::w
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made using fluid power. Printing is done with
fluid power. For example, pen manufacturing,
leather processing in tannery, gluing and stitch-
ing of shoes, fabrics manufacturing and testing
is done using fluid power. When you go toa shop
to buy a shirt, you notice every shirt is folded in

ing. The biggest challenge is manpower and this
is where we need to go back to the basic educa-
tion system. Fluid power needs to be part of the
educational system, not as an elective subject.
Everyone has heard of mechatronics; it is part-
ly mechanical, partly fluid power, electronics
and/or a combination of all these technologies.
Mechatronics will play an important role in tech-
nology upgradation in industrial automation.
Fluid power industries are doing their bit under
the banner of Fluid Power Society of India:
Some fluid power industries have got together
and you will see in the MDA exhibition from De-
cember 10 to 13, 2009 where they will be educat-
ing the user industries on specific technologies.
And I think this should repeat, this should mul-
tiply several times on several occasions. This
time, Fluid Power Society of India has taken
MDA as an occasion, to set up an automation
kiosk. We are not selling, not trying to make
money there; we are trying to educate industries.
* Gururaj: What is the importance of the MDA _
exhibition that you are now conducting? For the
past two years you have done it in Bangalore,
now for the third year you are in Mumbai. What
is the importance of this exhibition?

Andreas Gruchow: Our company started in
1947 with the Hannover Messe, which is one of
our best known brands: We call it the mother of
all fairs. Now Hannover Messe is just an um-
brella brand with many topics. One example is
the MDA. In other regions we call it PTC. Qur
principle is that we are going to export these
brands like MDA from Hannover towards the
emerging regions around the world, trying to es-
tablish continental exhibitions like we are try-
ing to establish for India: Having established
PTC as the continental exhibition in the China
region, we are starting to have these shows in
Russia as well from next year, then Dubai as well.




