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State-of-the-art •	 vehicle factory running to full capacity 
in Ras Al Khaimah 

ashok Leyland increases stake in •	 Optare plc to 75.1%

Orders bagged for •	 290 double decker buses for 
Bangladesh, 723 vehicles for Tanzania, 100 Falcon 
buses to Ghana … 

a new range of •	 buses showcased at Busworld 
Turkey 2012

The •	 816 minibus proves an instant success in Russia 
and Ukraine 

Do all these seem like independent developments? Or are 
they part of a grander design, that together would form a 
richer tapestry? 

                               Let’s explore …  

International operations at ashok Leyland 

a whole new world,  
        for you and me! 
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FiRsT And FORemOsT, it is time you change the 
perception you hold of the ‘Exports’ function as just 
selling vehicles beyond Indian shores. That was so 
last Century, you’ll hear them say! 

Today, ‘Exports’ has truly metamorphosed into 
‘International Operations’– a separate and whole-
some business as it were - with three dedicated 
plants in Ras al Khaimah in the UaE, avia ashok 
Leyland Motors (aaLM) in Prague and Optare plc 
in the UK, several ‘partner’ companies operating in 
7 to 8 clusters across the globe, overseas dealers, 
body builders, even employees of different nation-
alities. Not to forget the functions that support from 
outside IO – from Strategic Sourcing to PD to the 
manufacturing plants in India. We are talking of an 
entire eco-system here, drawing from the inherent 
strength of consolidated markets like Sri Lanka and 
Bangladesh and establishing strong roots in new 
clusters like africa, CIS, aSEaN, West asia and 
Latin america. 

The results are already showing. 
With a record-breaking performance last fiscal 

(12,852 vehicles sold), International Operations ac-
counted for 13% of the overall business of the Com-
pany. and considering the global ambitions it has 
set for itself, this is clearly just the beginning …

Consolidate, Expand and Grow 
“after years of catering to the SaaRC markets 
(mainly Sri Lanka, Bangladesh) and some african 
and Middle East markets, it is time now to consoli-
date our presence there and start looking at new 
and exciting markets around the world. Therefore, 
we have trained our focus now on more countries in 
africa, West asia, Commonwealth of Independent 

States (CIS), aSEaN and Latin america,” says Per 
Gustav Nilsson, ED-International Operations. 

apart from new and innovative products that 
make sense for these regions, the other important 
change from the past is that we now have dedi-
cated manufacturing units outside India that can 
cater to new regions. For instance, buses from 
Optare plc (in which ashok Leyland has increased 
its stake to 75.1%) are being sold in South africa, 
vehicles from avia ashok Leyland Motors (aaLM) 
are ‘homologated’ for specific requirements like in 
Singapore. The Ras-al-Khaimah plant in UaE has 
already achieved full capacity and serves select 
West asian and african markets. 

For all other requirements, considering spe-
cific local needs, ashok Leyland will either export 
directly or start local operations. “Entering new 
markets essentially means partnering with lo-
cal players who have both market access and 
knowledge. We’ll provide the chassis or kit, on 
which the local player builds the body,” explains 
Nilsson, citing the Russian example of partnering 
with Volga buses for local assembly. a more recent 
success is the body building facility in Turkey that 
produces an amazing number of variants on the 
816 Eagle minibus model. Development work with 
local partners is now on in Chile, Vietnam, Malaysia 
and Indonesia. 

“The support structure for us to scale up and 
sustain our global ambitions is very much in place 
now. The task ahead is to match customer expecta-
tions with product performance,” says Nilsson. and 
explains how in certain markets like africa, for exam-
ple, customer expectations on quality, performance 
and comfort are shaped by their long exposure to 

Optare’s new state-
of-the-art facility at 
Sherburn
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European and Japanese vehicles, “and therefore to 
another set of standards, altogether.” 

We have done some very innovative work in the 
past. The 4x4 ‘rural’ bus that we supplied to an-
gola three years ago became a runaway success, 
attracting big repeat orders. The BRT system in 
Nigeria is today running almost exclusively on our 
buses, reducing travel time by as much as 20%. Our 
816 minibus is proving to be a versatile platform in 
the CIS and Russian markets, changing the very 
dynamics of our exports profile in this region.

“However, we cannot rest on these laurels. We 
have to constantly adapt to market dynamics, get 
things first time right and wrest the early mover 
advantage in some of the markets we have now 
zeroed in on,” points out Nilsson. and for all this, 
the speed of the organisation, the agility with which 
we respond become crucial. 

Giving the organisational perspective, Vinod K 
Dasari, MD, says: “Every move we made on the 
international scene in the past four or five years, be 
it acquiring aVIa or inaugurating a plant in Ras al 
Khaimah are all part of a strategic plan to spread 
and strengthen our presence in important markets 
of the world. The acceptance and feedback that 
we have received from some of these new markets 
is extremely positive. also, from an organisational 
point of view, it is important to keep the momentum 

growing outside, to fight the cyclicality in the domes-
tic market … in fact, we should work at consistently 
maintaining a 10-20% ratio to overall sales.” 

also, Domestic and International Operations are 
the two core businesses that tie up directly with the 
organisation’s vision of becoming ‘one of the Top 
Five bus manufacturers in the world’ and ‘one of the 
Top Ten truck manufacturers in the world’. 

ashok Leyland’s global ambitions have never 
been this big or better any time before. It is up 
to each one of us – from Product Development to 
Sourcing to Manufacturing - to ensure that we do 
our bit to make this a successful reality – a whole 
new world, for all of us! 

The new-look 
814 minibus at an 
exhibition in Cairo, 
Egypt.

Employees at work 
at the assembly 
line in the Prague 
facility of Avia 
Ashok Leyland 
Motors (AALM).
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BAcK in 2009, to meet the transportation require-
ments of rural un-tarred roads, ashok Leyland 
developed a unique 4x4 bus with high ground 
clearance, robust build quality and rugged char-
acteristics and as a special requirement from the 
customer, the Transport Ministry of angola, made 
it part-seating area and part-lockable cargo space 
inside. The initial supply of 300 such buses became 
a huge success that it attracted a repeat order of 
300 more!

another market-specific product developed 
and supplied was the ‘Dubai bus’. When the Dubai 
Road Transport authority came up with a whole 
new set of school bus safety requirements, ashok 
Leyland was the first manufacturer to provide a fully 
compliant bus replete with features like engine fire 
suppression system and passenger safety devices 
like electronic stop alarm and door sensors. These 
buses are now being regularly supplied and suc-
cessfully operated in Dubai. 

“Understanding and supplying exactly what the 
customer needs becomes even more crucial when 
we face different market scenarios,” says antony 
Lobo, SD-International Operations. “as many peo-
ple perceive, it is not just about doing a left-hand or 
right-hand drive variant. It is about getting to know 
the demographics of the region, understanding the 
road network, the usage patterns and then providing 
a product that fits that environment.” 

and usually when stepping into a new market, 
ashok Leyland has always introduced a bus first. 

and that’s because the bus has a limited (travelling) 
radius. Once the brand starts to build and we know 
more about the market through the feedback on 
product performance, trucks are introduced. “ac-
cess to service and parts network in every market 
where we introduce products is another crucial 
aspect,” points out Lobo.   

C P Thomas, aGM-Exports, in charge of the 
Product Management function at the HQ, elaborates 
further on creating a product for an international 
market: “While the primary factors are topography, 
climatic conditions and operational requirements, it 
essentially boils down to understanding the psyche 
of the customer who would ultimately be using our 
vehicle.” For example, cruising at more than 100 
kmph for thousands of kilometers together might 
be unheard of here. But in some stretches in africa, 
where the road network is excellent, aiding such 
speeds over long periods of time becomes a basic 
feature expected out of a commercial vehicle. “and 
for a truck operator carrying loads from say the 
plains to the hills and back in a remarkably short 
time, with attendant changes in temperature and 
speeds, calls  for a vehicle that is at once powerful, 
good on gradients and versatile.” 

Not to forget that in all these places we got to 
be better than the competition in terms of vehicle 
characteristics, fit-and-finish and price. “In some 
markets, it means giving even more bang for the 
buck because we are also out there to bust the myth 
that “anything from the East is bad.”

To market, to market … 

The 4x4 ‘rural’ bus supplied to Angola

The Dubai school bus

cover story
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AshOK LeyLAnd has been 
instrumental in bringing about a 
monumental change in the trans-
port system of Lagos, the capital 
city of Nigeria.  

an initial study undertaken by 
aDC and team threw up some 
very disturbing data on public 
transport (“For example, 47% 
people had to walk due to lack 
of a proper public transport fa-
cility”) and hence an innovative 

aFRICa
Called a ‘Dark Continent’ for centuries, today africa 
is best referred to as “a big, blank canvas” full of 
possibilities. Passionate about anything africa, 
arijit Dutta Chowdhury (aDC), DGM-Exports says 
“We need to use the ‘africa’ opportunity to the 
maximum … paint as much as possible on this 
big, blank canvas.” 

Comprising many emerging large economies, 
it is a continent of more than a billion people (with 
more than half of them less than 24 years of age) 
and if it were to be looked at as a single country, it 
would be the world’s 10th largest economy, ahead 
of Russia, Brazil and India. It is also the largest pro-
vider of natural resources in the world - there could 
be more petroleum coming out of africa than the 
Middle-East in a few years from now!  Such a giant 
cannot be lying low for long, despite its tumultuous 
history of internal disturbances. In fact, the impact 
of the recent global crisis has been much less 
dramatic in africa.  

Realising the vast potential offered by the differ-
ent countries in the region, ashok Leyland made 
inroads way back in 2005 and today africa is an 
export ‘hub’ for the Company, with presence in 
Egypt, Nigeria, Kenya, Ghana, Tanzania, Malawi, 
Mozambique, South africa, Zambia and angola. 
an office in Johannesburg, South africa, doubles 
up as a warehouse. 

“For years now, most of these markets have 
gotten used to European and Japanese models. 
The challenge is to offer ‘tropical’ and competitive 
products, localised to their needs at the right price,” 
says aDC, citing the introduction of the 4x4 ‘rural’ 
bus in angola.   

new clusters, new beginnings

changing the way Lagos travels

model was created to address 
and overcome the pitfalls in the 
system. ashok Leyland, along 
with the Lagos Metropolitan 
Transport association and the 
National Workers Union devel-
oped and implemented a Bus 
Rapid Transit System (BRTS) 
that factors in the induction of 
new vehicles, improvement of 
the road infrastructure, upgra-
dation of facilities and services 

Trucks clearing garbage in Accra, the capital city of Ghana.

The first Optare Solo SR assembled in South Africa leaves the Busmark 
plant in Cape Town. Busmark is Optare’s partner in South Africa.
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offered from workshops, im-
parting driver and technician 
training and, most importantly, 
ensuring efficient and adequate 
cash flow. 

This innovative transport 
model is a first-of-its-kind in 
sub-Saharan africa. Operational 
since 2008, it is already a huge 
success - with end customers 
(200,000 per day) thankful for 
drastically reducing their travel 
time from earlier. The model will 
soon be rolled out to other afri-
can markets.

Entering into partnerships and empowering the 
locals becomes mutually beneficial. “as Indians, 
we can understand them better because they are 
as ‘diverse’ as we are,” he says. “Yes, the risks in 
conducting business here are high, but the returns 
are high too.  It is only perceived risk that is much 
higher than the real risk – the challenge is in manag-
ing the real risk,” he explains, and sums up: “Today’s 
africa is quite different from what it was even ten 
years ago … there is a lot of thrust on infrastructure 
development, replacement of old vehicles and 
general overall progress.”

Eleven countries form the CIS, among which Rus-
sia, Ukraine and Belarus are the more developed 
ones and offer huge business opportunities. These 
are markets that highly value the reliability and 
ruggedness of ashok Leyland vehicles. a strong 
network with reliable local partners has already 
been established. 

“CIS, better known as ‘the Soviet market’, is a 
most important market for ashok Leyland, as it is 
virtually the stepping stone for us to enter Europe,” 
points out O Satishan, aGM-Exports, in charge of 
this region. 

The largest country in the world, Russia, remains 
a ‘land of mystery’ as shrouded in its own history as 
in the layers of snow that covers its expansive lands. 
“There cannot be a more tough terrain in terms 
of the challenges it poses of extreme operating 

COMMONWEaLTH OF 
INDEPENDENT STaTES (CIS)

A ‘remand’ bus used in Botswana

These 40 buses 
run in Freetown, 
the capital city of 
Sierra Leone. The first customer of the Ashok Leyland Volga bus in Russia.
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aSEaN
another new cluster blossoming with opportunities is aSEaN. 
Made up of ten South East asian economies, each with a distinct 
market identity, aSEaN is truly the next place to be. 

B B anand, Country Head-Exports, who was in Russia earlier, 
takes care of this region. “Historically, the people here are used 
to Japanese OEMs like Hino and Isuzu and therefore to Japa-
nese technology. Right now, our focus is on breaking that initial 
barrier. We have started making inroads in Malaysia, Singapore 
and Thailand. But much will depend on how our initial products 
fare,” he says.  

In Singapore, a local dealer has successfully built a bus body 
on an aVIa 12T chassis, post a long drawn homologation proc-
ess and some very stringent tests. Four such buses are already 
plying, while two are to be added soon. a Malaysian dealer 
convinced about the superior characteristics of an aVIa product 
is about to sign an agreement for trucks soon.  “In Thailand, 
along with a local partner, we are looking at setting up a base 
for local assembly of CKD kits,” informs anand.  Vietnam and 
Indonesia are two other markets where the Company is scouting 
for local partners.

conditions. It is clearly ‘baptism by fire … and ice’ 
for our products. But if we get our products validated 
here for durability and reliability, we can conquer 
any land,” he says. 

‘Homologation’ becomes even more of a chal-
lenge in countries with extreme weather conditions. 
Some places here have temperatures ranging right 
from minus 40 degrees to plus 40 degrees, de-
manding difficult processes to ‘localise’ the vehicle 
including ‘winterising’ of the engine. Reason why 
it took three years for ashok Leyland to enter the 
Ukrainian market. Today, in the Borgspil auto Plant 
in Ukraine, buses are assembled from CKD kits 
exported from India. 

“also, to really break into this market, we needed 
a benchmark product in terms of performance, reli-
ability and economics of operation. The 816 minibus 
(both in Euro 3 and Euro 4 versions) has fitted that 
bill rather well,” says Satishan. Both in Ukraine and 
Russia, along with the local partner, Volga, more 
than 500 buses have already been put on road while 
800 are on the way (for this year). 

 “Building and sustaining customer confidence 
is essential and we make sure that we are in touch 
with them always,” he adds. ashok Leyland has 
strengthened its presence to maintain and run the 
assembly lines. With a market for 30,000 buses 
a year, the opportunity offered by these markets 
is indeed huge! “This is where the speed and 
agility of the organisation matters,” points out 
Satishan. 

Buses lined up in Ukraine

P G Nilsson, ED-International Operations, congratulates an Ukranian 
customer. Vinod K Dasari, MD, is to his left.

Bus bodies built on 
AVIA 12T chassis in 
Singapore.
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LOOKinG Up the exotic pictures of even more ex-
otic locales posted by G amjith, Manager-Exports, 
on his Facebook page can drive anyone green with 
envy. If it were the verdant valleys of Tibet in one 
post, it is Bhutan in full bloom shortly after. 

So, is it easy to be a field executive in the Exports 
division? Is the role as glamorous as it seems to 
many of us from the outside? 

Roshan Menon, currently posted in Egypt, recalls 
a particular incident: “Those were the initial days 
in Nigeria, when we were exploring opportunities 
and meeting up with different transport crews for 
the ground work on BRTS. During one such visit, 
we suddenly heard an armed gang rampaging 
down the road. People just ran for cover and we 
were told to hide somewhere. I remember getting 
into a ‘Chicken Republic’ outlet and praying with 
bated breath for nothing to happen! and thank God, 
eventually nothing happened to us, but it scared 
the supplier team that we had flown in from India so 
much that they wanted to return immediately.”

Despite that Roshan has not given up on his 
profile. He, in fact, considers these past six years 
with Exports as “a life-changing experience”, full 
of learning and exposure. Meeting high-profile 
people (read rubbing shoulders with even Country 
Premiers) and visiting new places are the definite 
perks of his role but “the dangers are also equally 
clear and present.” “But it’s got to be done!” he 
says, matter-of-fact. During the Egyptian uprising 
last year, Roshan was one among those Indians 
seen in the Cairo airport with his young wife and a 

Life beyond borders

few-months-old baby to secure a safe passage to 
India. But today, he is back in Egypt, as interested in 
learning arabic as in selling trucks and buses.   

“Climate, language and food – these are the three 
main things one has to get accustomed to. It can be 
daunting, till you get used to them,” says O Satishan, 
who has encountered extremes of temperatures in 
Russia and the CIS. adjusting one’s entire psyche to 
a ‘foreign’ way of living and working is the ultimate 
challenge. 

as C P Thomas, who has been “in the field” for 29 
years, says: “You not only represent your organisa-
tion, you also represent your country. So, the entire 
dynamics of your work-life, personal-life changes 
drastically. You gain new perspectives and insights, 
but sometimes you also learn it the hard way.”  Not 
to mention the ‘unlearning’ one has to do between 
different country postings and eventually “when 
back home one fine day!” 

Amjith on a customer call in Nepal.

O Satishan (extreme right) with the first customers of Ukraine.

Roshan Menon (third from left), along with employees of the Lagos 
Metropolitan Transport Association in Nigeria.

cover story
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chinA is TOdAy a global au-
tomobile ‘hot spot’: it produces 
more than half of the world’s 
trucks and buses. Lured by this 
phenomenal growth, almost all 
leading international auto giants 
are present in the country, draw-
ing aggressive plans to deepen 
their presence in this soon-to-be 
biggest economy in the world.  

To wrest the early mover ad-
vantage, ashok Leyland opened 
an office in Shanghai way back in 
2006-2007, primarily for sourcing. 
“In these five years, not only have 
we joined hands with various qual-
ity suppliers but have also built a 
strong relationship, which in most 
cases has resulted in us becom-
ing their ‘preferred’ customer,” 
says Naresh Gupta, GM-Global 
Sourcing. Parts sourced from 
China include some of the most 
strategic ones like crank shafts, 
axle beams, steering knuckles, 
various intricate castings and 
power steering kits – making us 
a leader among, not only Indian, 
but global M&HCV manufactur-

WinninG pARTneRs’ sUmmiT in shanghai 
A show of strength beyond the Great Wall 

ers. Clearly, the technological 
advances, efficiency and cost 
innovation available to us in China 
are being used to improve our 
competitiveness. 

It was in this context that the 
Global Sourcing team put togeth-
er a ‘Winning Partners’ Summit’ 
in May – the first ever such event 
that brought together the ashok 
Leyland  top management and 
the Chinese suppliers (both cur-
rent and potential) on a common 
platform. With more than 60 sup-
pliers from across 15 provinces in 
attendance, it was a highly par-
ticipative affair peppered with 
interesting Q&a sessions and 
sharing of experiences. 

Sample this: To a query on 
what advantage ashok Leyland 
has in sourcing from outside In-
dia, Vinod K Dasari, MD, replied: 
“We want to be a global company 
and that means not just selling 
but also procuring from other 
countries. Initially there were 
hurdles but after we built mutual 
trust amidst our supplier partners, 

The winners among the ‘Winning Partners’ 
were recognized with awards and certificates in 
appreciation of their meritorious achievements under 
various performance categories. The award for the 
‘Best Ambassador’ under a special category, aimed 
to inspire the suppliers’ front end executives went on 
to became one of the highlights of the event.

At the Ashok Leyland office in Shanghai: (From L to 
R) Vinod K Dasari, MD; Naresh Gupta, GM-Global 
Sourcing; Anuj Kathuria, ED-Sourcing & Supply 
Chain; Daniela Cai, Office Manager; R Sivanesan, 
SD-Central Quality; Sam Burman, CTO; Lisa Qiang 
and Jenny Zhu, Office Associates; Albert Prince, 
Wesley David, K  Subramanian and Charish Puri, 
senior members of the Global Sourcing team.  

there is a different view now.”  
The conference served as a 

reassurance of our continuing 
success at de-risking many of our 
supply chain constraints and cre-
ation of capacity. an impressive 
array of parts – developed and 
under development – displayed 
on the sidelines of the conference 
underscored that assurance. 
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A memORAndUm of Under-
standing was signed between 
the Government of Tamilnadu, 
Nissan Motors Limited and ashok 
Leyland for an investment of  
Rs 4,150 crores over seven years 
in Pillaippakkam (new site near 
Chennai) and in existing loca-
tions in the State in which ashok 
Leyland operates. 

Investments will be made for 
the manufacture of Light Com-
mercial Vehicles by the JV (aL & 
Nissan) and Medium and Heavy 
Duty Vehicles by ashok Leyland. 
Products manufactured would be 
eligible for certain concessions 
including sales tax deferral for 
14 years under the Ultra Mega 
Scheme by GoTN. 

The MoU was signed in the 
presence of Ms J Jayalalithaa, 
Chief Minister of Tamilnadu;  
O Pannerselvam, State Finance 
Minister; P Thangamani, State In-
dustries Minister; N Sundaradevan, 
Principal Secretary to the Gov-
ernment, Industries Department; 
Swaran Singh, CMD-SIPCOT; M 
Velmurugan, EVC-Guidance Bu-

A cOnTRAcT for 1000 tippers was signed between 
ashok Leyland Limited and Ifad autos, ashok 
Leyland’s long-standing dealer in Bangladesh. On 
this occasion, Vinod Dasari, MD, felicitated Iftekhar 
ahmed Tipu, Chairman of IFaD autos, for his out-
standing contribution in establishing the ashok 
Leyland brand in Bangladesh. 

At the signing ceremony in the Ashok Leyland Cor-
porate Office: (From Left to Right) Taskeen Ahmed, 
DMD-Ifad Autos; Iftekhar Ahmed Tipu, Chairman- Ifad 
Autos; Antony Lobo, SD-International Operations; 
Vinod K Dasari, MD; P G Nilsson, ED-International 
Operations and Anuj Kathuria, ED-Sourcing and  
Supply Chain.

moU with Govt of Tamilnadu

reau and Ms Sheela Priya, Secre-
tary to Chief Minister. 

On behalf of ashok Leyland, 
Dheeraj G Hinduja, Chairman; 
R Seshasayee, Executive Vice 
Chairman; Dr V Sumantran, Non-
Executive Vice Chairman and  

P G Chandramohan, Special Di-
rector were present during the 
signing ceremony. Yujji Tsuka-
goshi was present on behalf of 
Nissan Motor Limited. Work has 
already started at Pillaippakkam 
for the manufacture of LCVs. 

Tippers for  
Bangladesh
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in TOdAy’s WORLd of loom-
ing external threats and internal-
ly ones from insurgencies and 
outlaw groups, shoring up our 
defences is an important consid-
eration for the Government. It is 
imperative for India to boost her 
operational military capabilities 
and that is why the Defence out-
lay in the Union Budget 2012-13 
is a whopping Rs. 194,000 crores 
(over USD 40 billion), constituting 
1.9% of our GDP.

With procurements and indi-
genization high on the priority 
list for the Defence ministry, op-
portunities are aplenty and on 
the strength of being the largest 
supplier of logistics vehicles and 
a trusted mobility partner for the 
Indian army, ashok Leyland is 
well placed to avail of these. 

DEFEXPO 2012 proved an 
ideal platform for the Company 
to showcase its intent and new 
capabilities to meet evolving De-
fence requirements. Dominating 
the pavilion was the new SUPER 
STaLLION 8x8 High Mobility Ve-
hicle (HMV), the new flagship 
vehicle and powered by ashok 
Leyland’s flagship engine – the 
360 hp Neptune. Engineered to 

shoring up our defences 
perform with high mobility and 
power in arduous desert terrains, 
this vehicle can be offered for a 
variety of applications like Field 
artillery Tractor and Mounted 
Gun with different transmission 
and driveline configurations. The 
HMV 8x8 is, at present, proving 
its worth by undergoing trials with 
the army. 

Then, there was the face-lifted 
version of the Stallion in a 6x6 
configuration with a new 230 hp 
‘H’ series engine and auto trans-
mission to operate in demanding, 
mountainous terrains. The face-
lift, addressing changes both 
to the exterior and the interior, 
offers increased occupant com-
fort, ergonomics and aesthetics. 
This vehicle can be deployed as 
Troop Carriers, Water and Fuel 
Bowsers, Light Recovery Vehicles 
and as the base vehicle to mount 
communication equipment and 
command control posts. 

While ashok Leyland’s prow-
ess in logistics vehicles is ac-
knowledged, equal interest was 
generated in the offerings of the 
JV - ashok Leyland Defence Sys-
tems, a company engaged in the 
development of tactical and ar-

moured vehicles for the armed 
forces of India and overseas. Eye-
balls stuck to the Light Tactical Ve-
hicle that crouched menacingly in 
the centre of the pavilion. Built on 
the new, spritely COLT platform, in 
collaboration with Panhard Gen-
eral Defense, France, this vehicle 
promises agility and fire-power 
especially for rapid deployment 
and para-military forces. also on 
show was a whole new range of 
simulated product concepts and 
systems created in partnership 
with Krauss Maffei Wegmann 
Gmbh, Germany.  

 “India’s Defence sector is 
seeking greater participation 
from the private sector to shore 
up the nation’s defenses and 
ashok Leyland Defence stands 
poised to leverage technologies 
and partnerships to provide tac-
tical and armoured solutions to 
address our country’s defense 
requirements,” said Dr. V. Suman-
tran, Chairman, ashok Leyland 
Defence Systems. “Our prod-
uct range will offer state-of-the- 
art performance while achiev-
ing high levels of local content 
and cost competitiveness,” he  
concluded. 

ashok Leyland 
Defence 
stands poised 
to leverage 
technologies and 
partnerships to 
provide tactical 
and armoured 
solutions to 
address our 
country’s 
defense 
requirements.
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Gopichand P Hinduja, Co-Chairman – Hinduja Group and  

               Dheeraj G Hinduja, Chairman – ashok Leyland visited 
our manufacturing plants in Pantnagar and Hosur earlier this year. Here are some vignettes:

hOsUR i 
a walk-around of 
the facilities with 
the plant manage-
ment and meeting 
up with executives 
and associates.

hOsUR ii 

AT The AshOK LeyLAnd 
schOOL, hOsUR
Meeting the staff and teachers and 
chatting up with students of the 
ashok Leyland School…

pAnT nAGAR
a state-of-the-art technical learning centre, equipped 
with world-class labs, workshops and classrooms, was 
inaugurated in Pantnagar. 

also inaugurated was a women’s hostel within the factory premises – first 
such on-site facility in the country. Fully equipped to accommodate 120 
employees/trainees, the hostel provides a safe and healthy learning 
environment. 

‘Employee of the Month’ awarded at Cab 
Paint Shop.

Meeting employees at the DOST 
Weld Shop.

Chairman gives away awards at the Cab 
Panel Press Shop.

new
s



peOpLe dRivinG dOWn Chennai’s anna 
Salai on May 14th, 2012 were treated to a new 
spectacle: one whole face of ashok Leyland’s 42-
meter-tall corporate office building was adorned 
by a huge poster of Mahendra Singh Dhoni in a 
‘Namaste’ pose, wearing the Company uniform 
and the famous grin that he flashed after hitting 
the winning six that took India once again to the 
top of the cricketing world.  It was a most defini-
tive statement that the Company had signed on a 
new Brand ambassador.

For unsuspecting employees across vari-
ous offices and plants that morning, there was 
Dhoni to welcome them at the door: “It was like 
being welcomed into my own home,” joked one 
lady with a huge smile. Dhoni cut-outs greeted 
people at receptions, on lift doors, at canteens, 
outside conference rooms, on shop floors, on 
walls … an interesting piece was one with his 
arm outstretched as if to seem it was over one’s 
shoulder. Many got themselves clicked with the 
iconic celebrity. and as a K Das, Director, Hinduja 
Group India Ltd., quipped, “You guys have really 
out-Dhonied many other brands which have used 
him!” 

Welcoming a new 
family memberam

ba
ss
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a new 
family member

“Why Dhoni?” asked a few. “Because 
he befits Brand ashok Leyland 
so well,” was Managing Director, Vinod K. 
Dasari’s prompt response. “So grounded 
and a true son of the soil like us; as 
passionate, straight-thinking and 
a leader as us; and his humility, an 
example for all to follow. In essence, 
Dhoni will now be our new face, 
making the promises that we have 
to deliver to our customers day in 
and day out though our products, 
our services and, most importantly, 
our attitude.”

One skeptical media person asked, “So will 
Dhoni help you sell more trucks?”

“Of course not” answered the MD, flashing his 
boyish grin, “but his recognition and acceptance 
across geographies will help us in our efforts to 
be a stronger global brand. His presence will lend 
traction to our various marketing initiatives and, 
most of all he will be an important rallying point for 
our entire team!”

Dhoni, had this to share with his new fam-
ily members, “I am very excited to be 

a part of the ashok Leyland family 
and it is a matter of great pride to be 
part of a Company that keeps India 
moving. Thank you for making me a 
part of your family. I am sure that to-
gether we will be able to outperform 
our past and move to an even more 
glorious future.”

Later, when employees returned home and 
settled down with families to watch that evening’s 
IPL match, they were treated to the Company’s 
new TV commercial with Dhoni personifying the 
ashok Leyland engineer offering the assurance of 
the Company’s wide range of robust and reliable 
vehicles to the truck driver, the mechanic and the 
fleet owner. The Company, in fact, ruled the air 
waves during the IPL telecasts and emerged as 
the 5th highest ad spender for that phase. 

So Dhoni is aboard and already an integral fea-
ture of all communication from the Company but 
as MD summed it up: “The brand ambassador, 
the advertising campaign, the robust activations 
are only weapons to fight the battles in the market 
place. What is more crucial is for each one of us 
to live Brand ashok Leyland.” 

am
bassador
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ruledostcontinues  to 

5

it is a success factor! 
“I get more hiring per month. I can carry 
more and spend less on fuel by doing 
so. My ‘Dost’ is above all ve-
hicles. It has given me great success 
in every way!”
 – Raju, Bangalore, stand hire.

it is a new family member!
“Dost is a friend to me and my entire 
family and we are very happy with this friendship. I do not 
hesitate to take my wife and kids in this vehicle!” 
– maganlalji patel, nagpur, goods transport. 

 dOsT  Wins!

The FiRsT scv from the ashok 

Leyland-Nissan joint venture…

a segment-splitter with a rated 

payload of 1.5 tonne… 

already the No. 2 brand in its 

category…

21% share in seven markets 

(where it has been launched) in 

just 8 months… 

LCV Cargo Carrier of the Year – 

2012 … 

We have already spoken too 

much! Let us now hear it from 

a few of the 15,000-odd ‘Dost’ 

customers …

fe
ed

ba
ck
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it is a status symbol!
“Dost has made my life bet-
ter. I have moved ahead of my peers. 
Now, even my clients look to me for 
advice!” 
– K. T ibrahim, calicut, multiple 
applications.  

it is a time-maker!
“I was using three vehicles in my business. 
after I bought ‘Dost’, the main benefit I en-
joyed was that the work that I did on 
those three other vehicles gets 
done on ‘Dost’ alone! That helps me 
save five precious hours in a day that I can 
utilize for other work and even spare a little 
more time for my family!”
 – Kritibhai daxini, Ahmedabad, 
moving perishables.

it makes great  
business sense!
“Dost has improved my business by help-
ing me carry more load per trip. Its 
speed helps me reach long distances in 
a short time. It’s the ideal load-carrying 
vehicle in my opinion.” 
– s. venkatraman, Trichy, multi-
ple applications. 

it makes me feel free!
“Dost has great features and performance 
which is why I drive the vehicle myself. 
That way, I am far more involved in my work 
and I save on driver costs. I truly feel 
independent!” 
– marc decunha, Goa, construction 
business. 

it is a confidence-booster! 
“I have been driving Dost for the past six months and 
I have found everything in ‘Dost’ that I was seek-
ing from a vehicle: a bigger load body so that I can 
carry more groceries; a more powerful and speedy 
vehicle so that I can negotiate both the narrow lanes 
as well as the highways easily and I also reach the 
market well in time. I am able to take care of my fam-
ily and my child’s education since I earn more but, 
most importantly, every time I step into my 
Dost, I feel more confident than ever 
before!” 
- Ruba, salem, grocery trader.
She is the first woman owner and driver of ‘Dost’

feedback
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class X toppers

class X
cBse cGpA
G Surekha, D/o R Gajendran, 760/36938, Ennore 10.0
S Varun, S/o V Sankar, 265/L095, Ennore 10.0
M aravintha Siva, S/o K Meenakshi Sundaram, Officer - Canteen, Ennore 10.0
S Mahalakshmi, D/o G Sundaresan, International Operations, Corporate 10.0
Roshan S Sharma, S/o R Sankaranarayanan, Sr. Manager - CPPS 10.0
S Venkatramanan, S/o S Seshadri, Secretarial, Corporate 10.0
Tejaswini Karra, D/o K Srinivasa Rao, aGM - Strategic Sourcing, Corporate 10.0
N R akshra, D/o V N Ramakrishnan, Corporate Treasury 10.0
R M Sanjiv, S/o R Murali, aGM - Parts, Markteing 10.0
Pokala Karthik Kumar, S/o Pokala Sreekanth, Project Planning, Ennore 10.0
M Elakiya, D/o V Murugan, Divn Manager - PD, VVC 10.0
B Hariprasath, S/o S Balasubramanian, Technical Literature, Marketing 10.0
V Surya Kiran Rao, S/o V V Rao, RSO Incharge, Vijayawada 10.0
Vanashree Dewanand Malewar, D/o D S Malewar, 515053, Bhandara 10.0
Rajit Pimpale, S/o S R pimpale, 00012, QC, Bhandara 10.0
M abinaash, S/o V Muralidharan, 64437, Hosur II 10.0
R ashwin, S/o E Ravi, Quality, Hosur II 10.0
K Manimegalai, D/o E Kumar, Plant Engg, Hosur II 10.0
D Logeshwaran, S/o P Dharani, 62567, Hosur I 10.0
S Santha Kumar, S/o T Seenivasan, 61887, Hosur I 10.0
R Mukila, D/o S Rajarajan, 61507, Hosur I 10.0
S Rahulraj, S/o G Sekar, 61521, Hosur I 10.0
K Durga Prakash, S/o a Karuppannan, 61213, Hosur I 10.0
V P Shiyam adhithya, S/o G Paramasivam, 61438, Hosur I 10.0
K a Ranjith Kumar, S/o L ambalaraj, P498, Hosur I 10.0
R Spandana, D/o G Ramesh, 61321, Hosur I 10.0
M Preethi, D/o S Mani, Manager - Stores, Hosur I 10.0
M akshina Thomas, D/o M J Thomas Vincent 221/K471, Ennore 9.8
Sharvari M Deshpande, D/o M S Deshpande,  

Sr Manager - Mission Gemba, Bhandara 9.8
V Madhu Mitha, D/o a Viswanathan, Sr Officer - Protoshop, VVC 9.8
Utkarsh Deshmukh, S/o Datturao Deshmukh, aM - Finance, Nagpur 9.8
Sanjeet Tiwari, S/o Sanjay S Tiwari, 00018, Bhandara 9.8
a Padmapriya, D/o K arumugam, 61753, Hosur I 9.8
P Sruthi, D/o R Prathap Kumar, 261/L434, Ennore 9.6

S ajith Kumar, S/o V Sankaranayanan, 90D/38651, Ennore 9.6
arpita Mondal, D/o Goutam Mondal, Manager - Parts, Nagpur WH 9.6
Sagar Joshi, S/o Sudhir, 51203, Bhandara 9.6
Pushpak Ravindra Chandna, S/o R S Chandna,00014, Purchase Bhandara 9.6
D Sudhan, S/o S Dhanaraj, 61536, Hosur I 9.6
J Gowtham, S/o R Janarthanan, 61259, Hosur I 9.6
R Deepika, D/o S M Ramaiyan, 61242, Hosur I 9.6

sTATe  %
E Praveen Kumar, S/o K Ekambaram, 61320, Hosur I 98.8
J Vignesh, S/o G Janarthanam, 60231, Hosur I 98.2
M M Mokshit, S/o N Mukunda Rao, Divn Manager - Finance, Hosur II 97.8
P V Vishnusiddharth, S/o R Viswanath, S853, Hosur I 97.8
D Raghul, S/o R Durai, 61587, Hosur I 97.8
a Nirmal, S/o S amal Raj, 61356, Hosur I 97.8
Tony Mathew Blessan, S/o Blessan Mathews, 760/38646, Ennore 97.6
E Roshan Senthil, S/o S Easwaramoorthy, SM - Shop 3, Ennore 97.0
S Rukesh, S/o M Sekar, Vehicle Evaluation & Testing, VVC 97.0
J Pradikshana, D/o N Jayaprakash, 90G/38800, Ennore 96.6
K Kiruthiga, D/o V Kesavan, 61367, QC, Hosur I 96.6
T Umamageswari, D/o R Thirukkottiappan, 61136, Hosur I 96.4
S Bharathi, D/o E V Suresh, DM - Project Neptune, Hosur I  96.4
C Leonard Vishal, S/o L J Clement Ravi, aGM - Project Planning, Ennore 96.0
G Maria Gracia Magdelena, D/o a Gerard arokiaraj, 62290, Hosur I 96.0
M Venkatesh, S/o S Murugan, 61190, Hosur I 96.0
J John Paul, S/o S Jesuputhiran, S245, Hosur I 96.0
R aiswarya Harini, D/o N Ravi, 60290, Hosur I 95.8
S Lavanya, D/o N Singaravelan, area Service Manager, Chennai 95.8
J Preethi Infanta, D/o K a Jesuraj, 61225, Hosur I 95.8
R Nandhini, D/o K S Raju, 265/36624, Ennore 95.6
J Nandhini, D/o K Jaishankar, 61096, Hosur I 95.6
T Rohith, S/o M Thiruloganayagam, 265/36723, Ennore 95.4
R aishwarya, D/o S Ramesh, Sr. Manager - Project Planning, Ennore 95.4
M G Varun, S/o V Manikandan, Cab Trim, Hosur II 95.4
R Gayathri, D/o N Rajan, 61193, Hosur I 95.4
B Mrinalini, D/o S Balasubramanian, Exports Parts WH, Chennai 95.2
J anu Jassmine, D/o S Joseph, Y068, Hosur I 95.2
B Koushik, S/o M P Balalji, 265/36681, Ennore 95.0
M Sathish Kumar, S/o S Mohan Kumar, Manager - QE, Hosur I 94.8

G. Surekha
(CBSE)
 

S. Varun
(CBSE) 

M Aravintha Siva
(CBSE)
 

S Mahalakshmi
(CBSE) 

Roshan S Sharma
(CBSE) 

S Venkatramanan
(CBSE) 

Tejaswini Karra 
(CBSE) 

N R Akshra
(CBSE) 

R M Sanjiv
(CBSE) 

Pokala Karthik 
Kumar (CBSE) 

M Elakiya
(CBSE) 

B Hariprasath
(CBSE) 

V Surya Kiran Rao
(CBSE) 

Vanashree  
Dewanand Malewar
(CBSE) 

Rajit Pimpale
(CBSE) 

M Abinaash
(CBSE)

R Ashwin
(CBSE) 

K Manimegalai
(CBSE) 

D Logeshwaran
(CBSE) 

S Santha Kumar
(CBSE) 

R Mukila
(CBSE) 

S Rahulraj
(CBSE) 

K Durga Prakash
(CBSE) 

V P Shiyam 
Adhithya
(CBSE) 

K A Ranjith Kumar 
(CBSE)

R Spandana
(CBSE) 

M Preethi
(CBSE) 

E Praveen Kumar
(State) 

J Vignesh
(State)

M M Mokshit
(State)

P V Vishnusiddharth
(State)

D Raghul
(State)

A Nirmal  
(State) 

Poornima Nambiar 
(ICSE)

K O Shruthi
(ICSE) 
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cBse  %
S Hariharan, S/o H Sivaraman, DM - ED Global Sourcing Office, Corporate  96.4
M Vigneshwaran, S/o a Murugananthan, SM - Spare Parts, Marketing 96.2
astha Jain, D/o a K Jain, ED - Project Planning, Ennore 95.4

G Sriram, S/o K Goplan, aGM - Internal audit, Ennore 95.0
Shreya Gupta, D/o atul Kumar Gupta,  

DGM - Sourcing & Supply Chain, Corporate 92.4
B Venkatramanan, S/o S Balasubramanian, Exports Parts WH, Chennai 92.0
Dyuthi Prakash, D/o Prakash Viswanathan, Divn Manager - Marketing 91.8
Shivangi Gupta, D/o Sanjay Gupta, RO- Chandigarh 91.2
R Haarthi, D/o S Rajeendran, aGM - Materials Planning & Purchase, Hosur I 90.8
Mukul Wahie, S/o Mukhesh Wahie, SM - Sales, Hyderabad 90.6
K Geetha, D/o S Kannan, 760/L705, Ennore 90.6

sTATe  %
R Deepa, D/o K S Rajagopalan, CFO’s Office, Corporate 99.0
S Subha, D/o P Subramanian, axle Dressing, Hosur II 98.1
V Chitrashree, D/o C Vijayaraj, Divn Manager - Materials Planning, Hosur II 97.9
K Srinath, S/o N Krishnamoorthy, Y400, Hosur I 97.8
R Vijayamoorthy, S/o M Ramamoorthy, P387, Hosur I 97.8
a K arjhun, S/o M arulkrishnan, Manager - Finance, Ennore 97.6
K Sunil Kumar, S/o N Karunanidhi, S745, Hosur I 97.6
V Vaishali, D/o T Vimalbabu, Divn Manager - Materials Planning, Ennore 97.5
a Vimal Britto, S/o S amalraj, 61356, Hosur I 97.3
a Saravanapriya, D/o S asokan, 61312, Hosur I 97.3
G K Rithani, D/o R Kandasami, Manager - BOF Q, Hosur II 97.2
N Elakkiya, D/o G Nedunchezhian, aGM - Chassis, Ennore 97.2
M Shankar, S/o P Murali Tharan, 255/J267, Ennore 96.8
S Sushmitha, D/o R Srinivasan, Divn Manager - Engine assy, Hosur I 96.8
K Mohana Priya, D/o P Karuppannan, Divn Manager - FVDP, VVC 96.6
S Uma Maheswari, D/o E Shankar, 265/L327, Ennore 96.3
a Sai Kausik, S/o aVSRV Prasad Rao, 742/0E866, Ennore 96.1
V Sundheep Kumar, S/o S Vijayakumar, 353/L480, Ennore 95.8
S Nithia, D/o K Sathyamoorthy, 61331, Hosur I 95.8
S ajitha, D/o N Subramanian, 358/37335, Ennore 95.7
S T Nirmaladevi, D/o S V Thiagarajan, 265/K464, Ennore 95.7
Jannali Sai Sindhu, D/o JVN Prabhakara Rao, Quality Engg, Ennore 95.7
K S Dharani, D/o K R Subramaniyan, S216, Hosur I 95.6
R K Yazhini, D/o R Krishnamurthy, 60150, Hosur I 95.4
S Kailash Kumar, S/o R Selvaraj, Tool Room, Hosur I 95.3
M aravindan, S/o V Moorthi, 269/J301, Ennore 95.3
P Vijay Rohin, S/o P R Periaiah, 265/L060, Ennore 95.2
B Barkath Nisha, D/o K Bahardeen, 61192, Hosur I 95.2
S Srikaanth, S/o V Srihari, 250/37043, Ennore 95.0
B Keerthana, D/o P Balaguru, S225, Hosur I 95.0
R Jayasree, D/o G Ragupathi, 61222, Hosur I 94.9
S Sarumathy, D/o M Singaram, 61414, Hosur I 94.8
G Jeswin Samuelraj, S/o M Goodwin Rajkumar, Sr. Manager - Stores, Hosur II 94.3
C Gracia adlin, D/o C C Lawrence, aGM - Manufacturing, Hosur II 94.2
B Bharathi, D/o M Balu, 268/37101, Ennore 93.9
M Sunandha, D/o B Madheswaran, 61858, Hosur I 93.9
K Vedha Vijay, S/o K Kalyanam, 263/J239, Ennore 93.8
R Ram Sheetal, D/o P Ramamoorthy, 752/K040, Ennore 93.8
J Berylrachel, D/o N Johnkennedy, 63032, Hosur I 93.8
P Naveen Kumar, S/o T S Pragasam, Electrical Dept, Ennore 93.8
S Shabana, D/o a Syed Hisac, 261/L071, Ennore 93.8
V Priyadarshini, D/o S Venkataraman, GM - Legal, Corporate 93.7
S Jeevitha, D/o V Sampath, Sr. Officer, VVC 93.7
M Vidya Vadivoo, D/o M Manthiram, P086, Hosur I 93.7
S Seeni anish Fathima, D/o J Sadhik Batcha, 60207, Hosur I 93.6
M Ramyaa, D/o J Manoharan, 360/L562, Ennore 93.5
K Vetriselvan, S/o P Kuppan, Y445, Hosur I 93.5
V Pooja Vediammal, D/o V Vedi, P&a, Hosur II 93.4
K Lokeswari, D/o K Kumaralingam, 861/0L968, Ennore 93.3
S Sathish, S/o a Sampath, 62050, Hosur I 93.2
Reuben M Cherian, S/o M Babu Cherian, SM - Treatment, Ennore 93.0
M Sangeetha, D/o S Murugesan, 217/37857, Ennore 92.8
M V Ragavendran, S/o M R Venkataraman, S880, Hosur I 92.6
R Priyanka, D/o K Ravi Kumar, 265/L573, Ennore 92.4
B Revathy, D/o B Balasubramanian, 61482, Hosur I 92.4
U Logesh, S/o E Uthaman, 265/37046, Ennore 92.1
G Sathish, S/o a Gurusamy, 61425, Hosur I 92.1
P Sureka, D/o S Palani, 230/37202, Ennore 91.9
R Cibi Selva Kumar, S/o C Ramakrishnan, 265/L508, Ennore 91.9
S Suman, S/o a V Sugumaran, S974, Hosur I 91.8
N Elamathi, D/o M Narayanan, 265/L174, Ennore 91.7
V Priyadarshini, D/o R Venkatasubramaniam, Manager - P&a, Hosur I 91.6
K Raveendran, S/o B Kannan, 269/37538, Ennore 91.0
H arun, S/o N V Harikumar, 760/37189, Ennore 90.9
Sanyal Kaninika Subhasis, D/o S Sanyal, Manager - HT, Bhandara 90.8
P Suganya, D/o R Paramasivam, 261/36749, Ennore 90.8
S Monica Mary, D/o S Suresh John, 61327, Hosur I 90.8
M Suresh, S/o K Murugan, 62046, Hosur I 90.7
U aparna, D/o a T Uthaman, 265/J264, Ennore 90.4
R Pavithra, D/o S Rajasekaran, Sr. Manager - Engine assy, Hosur I 90.4
M Koushik, S/o K Murali, DM - Systems, Corporate 90.3
anagha Kharwade, D/o a B Kharwade, 215, Bhandara 90.3
P Naresh Kumar, S/o D Prakash, 230/5620, Ennore 90.3
M aashika Banu, D/o M a Mohamed Mustafa, 265/J093, Ennore 90.3
S Jayanth Reddy, S/o S S R Reddy, 51176, Bhandara 90.2

M Kowshik, S/o C Murugan, 61431, Hosur I 94.8
S Saranya, D/o a Sampath, 62050, Hosur I 94.8
R Deepika, D/o J Raja, 265/J228, Ennore 94.6
R Swathy, D/o S Raja Ram, Chassis assy, Hosur II 94.6
S Susmitha Sri, D/o N Sridharan, Manager - Cab Trim, Hosur II 94.6
R Hema Sudha, D/o V Rajendran, Y869, Hosur I 94.6
S Gopika, D/o D Senguttuvan, 62435, Hosur I 94.6
S Sriharan, S/o N Sathish Kumar, 256/37376, Ennore 94.4
E arvind, S/o N Ekambaram, 250/C594, Ennore 94.4
P S Kowthami, D/o S Sakthivel, 61750, Hosur I 94.4
R Jeeva Dharani, D/o R Rajasekaran, 61313, Hosur I 94.4
a Soorya, S/o K atheeswaran, 61303, Hosur I 94.4
R Revathy, D/o M Ramachandran, 760/0L731, Ennore 94.2
S Deepananda arthi, D/o S Santhaseelan, 61085, Hosur I 94.2
a Nirmal Rajan, S/o R arumugam, 61318, Hosur I 94.2
B aravindh, S/o B Radha, Network Development, Marketing 93.8
P Kiruthika, D/o K V Prem, Cab Trim, Hosur II 93.8
M Sowmiya, D/o P Mayakkannan, 62181, Hosur I 93.6
M anitha Kalaivani, D/o R Munirathinam, 265/L086, Ennore 93.4
J annaljoy, D/o P Jabamani, Y087, Hosur I 93.4
S Giridhar, S/o P Sreenivasan, P434, Hosur I 93.4
E Elavarasan, S/o S Elangovan, 61539, Hosur I 93.2
a Swathi, D/o M annadurai, 61669, Hosur I 93.0
S Pavendhan, S/o L Santharam, 261/36266, Ennore 92.8
S Lokeshwari, D/o S Seshaiah, 269/37408, Ennore 92.8
S Sharon Hephzibah, D/o T Solomon Inbanathan, 276/36309, Ennore 92.6
V P Gokkulraj, S/o V Purgunan, 261/L107, Ennore 92.6
R Rubesh Kumar, S/o N Rajanbabu, Y651, Hosur I 92.6
P aravinth, S/o a Panerselvam, 261/36354, Ennore 92.4
S Keerthana, D/o V Selvam, 61301, Hosur I 92.4
P Keerthana, D/o D Palanisamy, 61144, Hosur I 92.2
Dhumal abhishek Ramesh, S/o Ramesh Tukaram Dhumal,  

50020, Bhandara 92.2
W Stefan Raj, S/o a William James, 746/L723, Ennore 92.0
C Balakrishnan, S/o G Chandrasekaran, aM - PPC, Ennore 91.6
ashish Dinesh Nair, S/o Dinesh Nair, DM - Veh Sales, Goa 91.5
B Chrysolite Blessy, D/o W Beraca Maxwell, 450/L366, Ennore 91.4
R Nirupama, D/o D Raghavan, Marketing Finance 91.4
Shivani Shukla, D/o a K Shukla, 70246, Bhandara 91.3
B Yogesh, S/o S Balasubramaniam, 262/37187, Ennore 91.2
G K akshaya, D/o B Ganesan, Y149, Hosur I 91.2
M ashokkumar, S/o P Manivannan, P467, Hosur I 91.2
Sanchit Deepak Gadre, S/o Deepak M Gadre, GBQC, Bhandara 91.1
T Swetha, D/o T Thirunavukkarasu, 269/38217, Ennore 90.8
C D Devadharshini, D/o a Crooks, 752/36512, Ennore 90.8
G Indhumathi, D/o S Gunasekar, 760/J376, Ennore 90.8
V Yuvanesh, S/o C Vinayagam, 61191, Hosur I 90.6
S Ishwarya, D/o M Saravanan, 351/37826, Ennore 90.4
R archana, D/o a Ravi Chandran, 61072, Hosur I 90.4
Prasad S Palkandwar, S/o Sanjay M Palkandwar, Quality, Bhandara 90.4
C Devishri, D/o R Chitrarasu, 760/K815, Ennore 90.0

icse %
Poornima Nambiar, D/o K Girish Janardanan, LCV Marketing 95.9
K O Shruthi, D/o P K Om Prakash, RO (South) 92.6

class Xii

S Hariharan
(CBSE)

M Vigneshwaran
(CBSE)

Astha Jain
(CBSE)

R Deepa
(State)

S Subha
(State)

V Chitrashree
(State)

class Xii toppers

toppers
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OnychOphAGiA is a not-so-
pleasant but very common habit 
among many of us. What does a 
person with such a habit do? 

When V V Ramanan, the quiz-
master of the day, posed this 
question, some participants on 
stage and some among the audi-
ence inadvertently demonstrated 
the answer!

The 5th aL VaLUE QUIZ was 
made up of many such nail-biting 
moments. 

On June 6, 2012, “a day that 
would next come only in the year 
2117” (find out why!), a dozen 
teams from across the Company 
and two JVs (aL-Nissan and aL-
John Deere) participated enthu-
siastically in what turned out to 
be “an interesting date with some 
interesting questions,” as a young 
audience member pointed out! 

Question time!
Questions came in different 

avatars – pictures, doodles, logos, 
stamps, flags, ads, songs, film 
scenes … you name it! But each in 
some way linked to the five values 
of ashok Leyland – International, 
Innovative, Speedy, Ethical and 
Value Creator. There were plain 
on-your-face direct questions 
too - from a profound ‘If the New 
Testament calls it ‘armageddon’, 
then what is the term in Hindu and 
Islamic theology?’ to a teasing 
‘If your mother asked you to buy 
‘malus domestica’ from the mar-
ket, what would you get?’ 

apart from being a livewire con-
test for the participants on stage, 
it became an audio visual treat for 
the audience. “The show was very 
lively! a wonderful evening, well 

spent,” said P S Varadarajan of 
International Operations. 

One of the questions of the 
day was: In 2001, Union Finance 
Minister Yashwant Sinha killed a 
tradition as regards the actual 
presentation of the Union Budget. 
What tradition? 

The outcome of the 5th aL 
VaLUE QUIZ was also a break 
away from tradition. R&D – the 
four-time champions – were oust-
ed at the semi-final stage itself, 
making way for Hosur II to enter 
the Finals for the first time ever. Of 
course, once at the Finals, Team 
Marketing – on a roll even in the 
semis – made sure they knocked 
off every question posed at them 
and ‘buzzer’ed away their way 
to victory! 

1. WINNER: 
MARKETING
J Balasubramanian, 
Sachin Nair, Soumendu 
Bikash Bag, Sabyasachi 
Panda, Samarth Airon
2. RUNNER-UP: 
CORPORATE
Akshay Vishnu 
Madhavan, Vivek 
Rao, Lokesh Joshi, T 
Rajadurai, O Vipindas
3. SECOND RUNNER-
UP: ENNORE
B S Jawhar, C P 
Harjith, S P Sreenath, S 
Seshadri, K Kumar
4. FINALIST: HOSUR II
S Gopukumar, B 
Aravinthan, N Prasanna 
Kumar, R Narendra 
Krishnan, M Vikram

qu
iz
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“FOcUs When you study” is 
the simple mantra of R Deepa, 
daughter of K S Rajagopalan 
who is with the CFO’s Office. She 
should know, having secured the 
State Third Rank at this year’s 
Tamilnadu Higher Secondary 
Board exams.  

With four centums in her 
chosen subjects of Commerce, 
accountancy, Economics and 
Business Maths, she scored a 
grand total of 1188 (out of a maxi-
mum 1200) with 198 in Sanskrit 
and 190 in English – just two 
marks less than the State First 
Rank holder. 

“I have never believed in rote 
memorizing. Understanding con-
cepts right at the first instance 
is very important. after that, it is 
all about just putting together in 
a presentable form,” she further 
elaborates when quizzed about 
this entire business of writing ex-
ams and securing marks – the 
highest to boot! 

Deepa intently listens when 
new lessons are taught in class 
and makes it a point to go and 
study it at home that very day. 
“Kind of takes away all the ‘ten-
sion’ that is built around exams,” 
she smiles a charming smile. 

So did she expect a State 
Rank? “Not really. I just knew that I 
gave my best. That’s all. I couldn’t 
believe it when my Dad called 
from office to convey the news! 
Soon, there were calls and calls 
and we got interviewed by the 

cool, clear and confident

media at my school,” she re-lives 
those exciting moments. 

a student of DaV School (ad-
ambakkam), right from kindergar-
ten, Deepa found great support 
from her teachers. “They saw the 
potential in me and were con-
stantly motivating.” Having scored 
a CGPa of 10 in her Standard X 
Board exams, everyone expected 
her to take the Science group. 
“But I surprised them all. Because 
I was really interested in doing 
Commerce.” 

Part of the reason for Deepa 
to make that choice was her Dad, 
K S Rajagopalan himself! “He 
was the one who planted the 
idea of Chartered accountancy 
in my head right at an early age 
and often, used to share expe-
riences of such professionals 

from his work sphere. Somehow, 
I got hooked on to that idea,” she 
confesses. 

Having enrolled herself for the 
Ca entrance exams, Deepa has 
decided to pursue a Commerce 
degree through correspondence. 
“Ca is my only ambition now,” 
she is clear. 

Celebrat ions have been 
postponed till after the entrance 
test. But during normal times, 
one can catch Deepa with her 
“gang-of-five” at popular hang-
outs in Chennai. Movies and FB 
are the other “pass-times”. Mom 
Chitra is a homemaker and elder 
sister Smruthi is an Engineering 
student. 

ashley News wishes Deepa 
the very best in the chartered 
course ahead … 

R vijAyAn piLLAi, Div Manager – International Operations, has 
been awarded a Doctorate in Management by Kerala’s Kannur Uni-
versity for his research work on ‘logistics management in automobile 
transportation system in South India’. a keen interest in logistics 
egged him on to apply for an M Phil way back in 2006 when he 
was posted in Calicut, Kerala. Continuing as a Research Scholar, 
Pillai furthered his study, “with valuable support from superiors and 
colleagues.”  

Deepa, flanked 
by her proud 
parents



iT ALL BeGAn as a search for a 
place to enjoy the weekend. 

But G Sivakumar (FVDP team, 
PD) did not realize that he was 
about to be deeply bitten by the 
adventure bug. 

“I was drawn by photography 
initially and that led me to explore 
areas beyond Chennai city limits 
slowly”, he recalls.  “But now I am 
a total convert …  the wanderlust 
in me has taken over the photog-
rapher and these days weekend 
explorations happen with or with-
out the camera!” he declares.  

Joining the Horizon Trekkers 
club was a natural progression. 
“My first ever trek was to Na-
galapuram, 150 kms off Chennai, 
along the unexplored ranges near 
Palem forest. It was a night trek 
… we five of us walked for about 
12 hours and reached the 880-
meter-high Nagalapuram peak. 
Surrounded by fresh waterfalls, it 
is a great place to go fishing and 
deep pool diving”, he says. 

Other memorable treks include 
the one to Iduki after a 800-km 
drive from Chennai to Munnar 
(where he came face-to-face with 
elephants and wild buffaloes at 
the camp site) and to Nakoda 
falls (about 450 kms from Chen-

Walk-in adventure

nai, fresh in the public mind for a 
flash flood that recently washed 
away a couple … and therefore 
kept a secret from family!) 

Mild treks mean 4 to 5 hours 
of walk, while tougher ones take 
more than 7 hours! “Yes, it takes 
a lot of determination and mental 
strength. Forecasting, planning, 
execution and most importantly, 
team effort are main ingredients 
for a successful trek,” says Siva-
kumar. 

and among interesting things-
to-do are ‘nila soru’ (moon-light 
dinner), camping in tents or sleep 
bags and of course, campfires 
with ghost stories for company 
all night! 

Soon, he plans to add one 
more partner to his crew, thanks 
to the next adventure in his life 
(alias) marriage.   

Happy married life, Sivaku-
mar … and happy adventure 
treks too! 

s sAnThOshini, DM-Finance, Ennore, 
loves numbers, going by the ranks she has 
collected:

4•	 th in Tamilnadu and First in Kancheep-
uram District in the Tamilnadu Higher 
Secondary Board exams in 2006 
26•	 th in the all-India ICWa Inter exams 
in 2009 
24•	 th in the all-India ICWa Final exams 
in 2012, securing 76% (the highest that 
year) in advanced Financial accounting 
& Reporting.  

and going by Santhoshini’s penchant, we 
sure have not seen the end of it! 

number queen

pe
op

le

Sivakumar, 
going beautiful 
places!

Santoshini 
receives the  
G D Mundra 
gold medal for 
her performance 
in ICWA from 
Gopalakrishnan, 
President - SIRC
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“my Lens heLps me see what 
I miss or avoid through my eyes,” 
declares Suthar Dhaivat, PD– PMO, 
Tech Centre. To him, photography 
is not just clicking pictures, it is 
“capturing memories”. 

Starting simple with just the 
camera in his mobile during his 
student days, Suthar slowly turned 
a hobby into a passion.  He would 
never forget the day when his “first 
love”, a Sony SLR camera was 
bought. However, the right direc-
tion in photography happened 
when he enrolled for a Masters 

street view of the world

Course in Design. “It was there 
that I learnt “It is not what you look 
at that matters, it’s what you see.”

Since then, Suthar has clicked 
more than 1000 photographs and 
“for me, every pic has some story to 
tell or some fond memories to cher-
ish. The walks down the city streets, 
villages, jungles, empty roads and 
stations late in the night – each be-
came an experience. and when I 
saw the outcome finally, it was just 
worth all those efforts.”  

Of all things, Suthar loves cap-
turing the life and culture of our 

city streets. “The people I meet 
and their unbelievable stories have 
made me a better person today. 
The more I saw, the more I shot, the 
more I shot, the more I changed,” 
he smiles.  

With work keeping him busy, 
these days he hardly finds time to 
pursue his passion to the full. “But 
no matter how busy life gets or 
where it takes me, my passion for 
photography will never change,” 
he declares.

Spot his photos on FB @ Djs 
Fotographia. 

Suthar and his 
“captured memories”

people
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iT WAs in 2009 that akshay Vish-
nu Madhavan (Manager-Strategic 
Sourcing) saw ‘Kicking It’, a docu-
mentary that traces the lives of six 
‘homeless’ youngsters who eventu-
ally play in the ‘Homeless World 
Cup’ in South africa  -  a soccer 
tournament that helps them take 
a shot at the game as well as a 
meaningful life. 

“It won’t be too much to say that 
that film changed my life,” says 
akshay, a self-declared football 
fanatic. Love for the game was 
just the first prod. “I was amazed 
by the positive influence a sport 
can have in bringing about social 
change and wanted to immedi-
ately know if something like that 
can happen here.” Soon, akshay’s 
search led him to Slum Soccer, a 
non-profit NGO founded and run 
by Nagpur-based Vijay Barse. 
The inspirational story of how Vijay 
Barse created Slum Soccer sealed 
akshay to the cause. 

Back in 2000, when Vijay 
Barse, a physical training teacher 
with Nagpur’s Hislop College, was 
waiting out some sudden rains in a 
roadside shelter, he saw a bunch 
of poor kids kicking around a bro-

making the game even more beautiful!
ken plastic bucket with absolute 
abandon and glee, totally un-
mindful of the rain and the slush. 
The scene stuck to his mind. Not 
only did he go back and get them 
a real football, but he decided to 
create an opportunity, a platform 
for more such kids to come out 
and play. Because, more than 
as a game, he saw it as an outlet 
for the ‘child’ in them – otherwise 
snatched away rudely by their 
daily struggle to live … 

Soon, his farm became a play-
ground, where he invited children 
from slums to play football every 
evening. “Each of these kids had 
some unhappy story back home – 
be it a father who was an alcoholic 
or drug addict, or a mother who 
was a commercial sex worker. So 
these evening football sessions 
became the only ray of hope for 
them and more importantly, kept 
them away from negative thoughts 
and self-destructive activities,” ex-
plains akshay. 

From those initial days of ‘jo-
padpatti football,’ Barse’s persist-
ence has led to the more evolved 
Slum Soccer today: with cen-
tres across six States, drawing 

youngsters from urban and semi-
urban slums and creating more 
than 10,000 ‘players’ these past 
10 years, teaching them as much 
soccer as empowering them with 
life skills.  Since 2007, Slum Soc-
cer has been part of a worldwide 
network called ‘streetfootballworld’, 
run by a partner organisation to 
FIFa, the sport’s world governing 
body. Through streetfootballworld, 
Slum Soccer gets grants under the 
‘Football for Hope’ programme, 
which is today, their main source 
of funding. The annual grant is 
used to buy balls, shoes, soccer 
kits and training cones, and to pay 
the salaries of 40 full-time coaches. 
However, Slum Soccer’s adminis-
trators, including akshay, are still 
volunteers. 

akshay is in fact the ‘Head of 
Operations’ at Slum Soccer. a 
graduate in Industrial Engineering 
from NIT Jamshedpur, he candidly 
admits that he was “never really the 
most socially conscious person”. 
However he had seen his mother, 
Mallika, a professor of Fine arts 
in a leading college in Chennai, 
working with autistic children and 
“probably it did make an impact 
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sub-consciously,” he wonders. 
Later, “interacting with people like 
abhijeet Barse (Slum Soccer’s 
CEO), Dr Vijay Barse and not to 
mention the hundreds of people 
who have benefitted from Slum 
Soccer, I have come to realize how 
incredibly fulfilling it really is. The 
last 3-and-a-half years have prob-
ably shaped my future for me,” 
he says. 

a small ‘office’ in Santhome, 
Chennai becomes the meeting 
ground for akshay and his team of 
six volunteers, some with day jobs 
and some, still in college. a love for 
the game and their belief in what 
Slum Soccer does has brought 
them together. “Setting aside time 
is the most important aspect. Rest 
would all fall in place,” says akshay 
who spends most of his after-office 
hours daily at the centre. 

“In Chennai, we decided to 
focus on children who have been 
living by the sea, in transitional 
housing, ever since their homes 
were destroyed by the 2004 tsu-
nami. The next step was to meet 
up and convince the families to 
send their kids for practice on the 
beach. Of course, we did face 
some resistance initially. But slow-
ly, they have gotten used to us … 
the kids who come out and play 
become our ambassadors and 
help keep the movement grow-
ing,” says akshay, who took three 
kids from Chennai as part of the 
team that represented India at 
the Homeless World Cup held in 

Paris last year. “Such experiences 
can have a huge positive influ-
ence on the kids. and many of 
them keep coming back to coach 
freshers.”

“We include boys and girls in 
the same team and any issues are 
talked out in the open. This helps 
break gender barriers that exist a 
lot in these groups,” akshay points 
out. Even while on the field, the chil-
dren themselves act as a referee 
for a match, judging themselves 
for any bad behaviour. “More than 
winning, we lay stress on playing 
fair and in fact give away a Fair 
Play award at any tourney we or-
ganise.” 

However what actually clinches 
Slum Soccer are the off-field ses-
sions on life, leadership and com-

munication skills. “Some of these 
kids open up and talk about their 
problems probably for the first 
time in their lives. In some cases, 
all they need is a patient hearing. 
and some counseling that helps 
them gain more confidence.”

From providing healthy diets 
to taking them out on picnics, 
akshay and his team make sure 
that Slum Soccer makes a clear 
difference in the lives of these 
kids.

 “It has sure made a huge differ-
ence in mine,” smiles akshay. 

Akshay is thankful to all his col-
leagues for their support, both in terms 
of volunteering and fund-raising. He can 
be contacted at: akshay.madhavan@
ashokleyland.com

Akshay (extreme right), with the Indian team at the Homeless World Cup in Paris 

passion
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The cAe TeAm at Tech Centre 
came out of their virtual world 
to ring in the new financial year 
with a difference. They got to-
gether, away from the party halls 
of the city, at Child Care Chari-
table Trust Home-Chinna Pookal 
located near Chennai. 

For the 30 kids (aged between 
4 and 15), it turned out to be a fun 
breakfast session for which they 
kept thanking the “uncles”. Out of 

FOR Five yeARs now, it has 
been the practice of a group of 
people in Finance (for all official 
purposes they call themselves 
aLFINS) to felicitate the mothers 
of fellow executives on Mother’s 
Day every year. 

It involves selecting execu-
tives representative of the differ-
ent departments within Finance 
and visiting their homes – along 
with a group of volunteers – where 
they garland, present a memen-
to, share some nice words and 
get the blessings of the execu-
tive’s mother. “It usually becomes 
quite an emotional affair, but we 
always return with a huge sense 
of satisfaction,” says anchana, a 
volunteer in the team. 

The ALFINS team 
of volunteers 
felicitating  
Mrs Rajalakshmi 
Kesavan, mother of 
K Sridharan, CFO. 

funds collected, the 50-member 
CaE team gifted educational and 
sports kits to the kids comprising 
of schoolbags, note books, um-
brellas, water bottles, puzzles and 
games. Not just that. Essentials 
like rice, dhal, fan, emergency 
lamps, steel rack, bed sheets and 
towels were also given. 

“Spending few hours with them 
just lit up their hopes and aspira-
tions. and for us, the day was more 

than satisfying,” says P T Haridas, 
who has been part of similar initia-
tives undertaken by the CaE team 
for the last three years.

Says P Sasikumar: “Can’t 
believe that what we one day 
discussed casually turned out 
to be such a moving experience. 
We decided not to use the post-
lunch snacks for a week and that 
resulted in some 300 packs of a 
mountain-full of snacks, which 
we happily gave to the kids!”

Little drops do make the 
ocean, don’t they!

Get-together with cAuse

To ma, with love Srinivasan anand, GM-Sales 
Finance, whose mother was fe-
licitated last year, says “this is 
such a nice gesture”. Though he 
could not be at home during the 
felicitation, he remembers how 
his 79-year-old mother, Mrs Sar-
aswathi Srinivasan, felt special 
that day! “My dad was felicitated 
by the Bar association when he 
had completed long years of 
service as a lawyer. My mother, 
who has been a homemaker all 
along, said that she felt a similar 
sense of recognition when the 
team came home and honoured 
her.” anand thanks “KKS and 
team, for the thoughtfulness they 
have been showing for five years 
now”. 

For K K Sekar, DGM-Corpo-
rate Taxation, (that’s KKS), the 

man behind this lovely idea, of all 
the many activities he so passion-
ately involves himself in, this rates 
as the most dear to his heart: 
“Because a Mother is a wonderful 
reflection of God’s love on earth 
and it is never possible to thank 
her enough.”

Living in
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GeOGRAphy is hisTORy. This was the arresting headline of an ad for a satellite 
telephone service quite a few years ago. Unfortunately, the ad line has lived long after 
the company went bust but the line very aptly describes today’s world where distances 
to the farthest corner of the planet is measured in a matter of hours. With travel in our 
global village so prevalent, I am sure many of us who indulge in air travel have admired 
the looks (of course!) and the efficiency (most often than not) of air-hostesses. Let me 
hasten to clarify that I want to look at them carefully from a brand perspective. 

If we were to limit our frame of reference to the Indian skies, we would come across 
many kinds of hostesses. You would experience the cool (at times, cold) efficiency of one 
set. Oh yes, they’ll serve you water, fetch the newspaper and switch on the reading light 
unbidden but you’d be left searching for a bit of warmth. Then, there is another set that 
would be fawning over you: accosting you at the entrance of the terminal, conducting 
you to security check, cracking ear-to-ear smiles on board and dazzling you in a sea 
of red and inch-thick make-up with the airline owner himself promising you the good 
times. You would wonder: is it for real? Does he really mean what he is saying? a few 
experiences narrated by colleagues point to the contrary. 

Then there is a brigade that are normally a little advanced in years, motherly in 
deportment and demeanor, who would stoically welcome you, serve you and pack you 
off. a purely contractual association: you chose them; definitely not vice-versa! Their 
imperturbability broken only if you spilt coffee in an air pocket: a curt, “It’s all right … 
Sir!” when everything about the person screamed that it was not. There is also a jovial 
set that are professional yet friendly, efficient yet engagingly so, accommodating yet 
firm. Their welcome embraces “ladies and gentlemen, boys and girls” and they’ll remind 
you to save your work when they ask you to switch off all electronic equipment when 
preparing to land. 

Of course, you would have identified the airline companies that these ladies repre-
sented. But I did not mention a single brand name! That’s because their attitude, behavior 
and service reflected the values of the brand they were part of. In other words, they 
were living their respective brands!

In a scenario of blurring lines of differentiation on products, features, price and reach, 
it is the brand that will be the differentiator. and the brand has to be carried and lived by 
each employee. Each one of us has the responsibility and, a tough one at that, to live 
our core values, live our brand attributes. The entire eco-system that we are a part of 
should feel the difference in dealing with an ‘ashok Leyland’ brand ambassador. That’s 
the difference that we need to create which will help us seize the day! 

– Editor (vinod.chacko@ashokleyland.com) 

Living 
thebrand

Seize the Day
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