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PRESENTATION AND ANALYSIS OF DATA.

' 5.2 ! SALES ANSLYSIS :

The company, as said earlier, has two types of
market - 5

1) Original Equipment Market and

2) Replacement Market.

I8)this topic, the researcher has made an analysis
of the total sales of OEM and replacement market for the

three years 1983,1984, and 1985.

The following table shows the sales Analysis :-
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YEAR 1383 (%) 1984 (Rs) 1985 (m)

: !
Sales 1,92,54,663 4,07,97,096 3,87,59,451
Approx 1,93 Crores 4.08 Crores 3.88 Ccrores
incation

The above table clearly shows that sales has been
fluctuating. During 1984, sales increased by 111.4% over

1983.

However Sales in 1985 declined by 4.9% when compas

re¢ to 1984 sales.
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5.1  ANALYS1S OF PURCHASES .

i cp e w0 e ol

The quality of the finished product has direct
relationship to the quality of raw-Materials. Purchase

is one of the most important functions of marketing.

Menon Pistons Pvt Ltd., has a seperate purchases

department attached to the overall Marketing department.

Y2 ars -

YEAR 1983 1984 1985
Value 1,15,30,143 2,91,67,282 2,50,20,595
Approxie- 1.15 Crores 2.92 Crores Z.5 Crores
mately.
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FProm the above table it is 2ar that in 1984 the

purchase of raw=-materials inccreased by 154% over 1983,

However, the purchases declined by 14.4% taking
1984 as base. This clearly shows that the comp ys

sales is fluctuatinge.
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$ 5.3 ) SALES ANALYSIS PRODUCTWISE 3
L o e -

The company offers to the market Pistons, Piaton
rings, and many other products it has both to home ang
export Mark t. The researcher makes an analysis of the

sales of these as below.

W e T am @ e S % panrts #P W W SR W R o A W Er e B AN W e W mar W

ITEMS 1983 1984 1985

Pistons 1,81,17,024 2,60,06,251 3,31,26,027
Riings 8, 26,048 10, 25,961 9,90,789
Others - 3,10,991 16,43,353 38,49,331

D - S S GG S T - W P W 0 . S S B S T e

Total Home  1,92,54,063 2,86,75,565 3,79,66,147
Market, =eecccemec- ——mcme———— e ————

Export - 1,21,21,531 7,93,304

Total Sales 1,92,54,063 4,07,97,036 3,87,59,451

.-----n-----ou—-u--—-u--ﬁ----"-.
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The above table clearly shows that the sales increased

by 111.4% in 1984 mainly because of export market. The

Hoke market increase worked to about 49%.

However, in 1985, the home market did quite well

with an increase, Over 1984 by: 32%. Hence the rate of

increase 1s declining.

The export market in 1985 snowed a decline in

¢

Sales over 1984 by 93%. Consequently, the net result
was that there was a declime in the total sales by

94 .9%.

This analysis of Sales can be depicted graphica-

11y as shown in Graph No. 2 .
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1544 ¢! Analysis of OEM nand Replacement Markets 3
I—

The Researcher, in this topic, tries to find

out the relative share of the OEM and Replacement msrke-
f

4
H

ts respectively, in the total sales._ -,

' _ . __ (inblock of®m) _ _ _

Year 1983 1984 1985
Market '
Replacement 32,18 - 60,95 96.26
I'Otal Sales 230 .64 286 071 323 088

Q-O—n---..-u-oh---——---ﬁ-uau----

From the above table 1tlis clear that both the
OEM.- and Replacement market show an increasimy teend. However,
the rate of increase in the case of replacement ma;ket is
' greater, In th; year 1984 the OEM contribution increased

by 13.16% and in 1985 by 0.82X% when compared to 1984.
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In the case of replacement market we £ind an
increasing trend. In 1984, the s ales increased by 89.4%
over 1983 and in 1985 by 57.93% over 1984. The rate of

increase is however, declining.

This clearly shows that the replacement market
offers better market potential. The graphical representa-

tion of this analysis is shown in graph No. 3

The researcher alsotried to make a comparitive
study of the relative shares of the OEM and Repiacemem:

markets to the total sales which is shown below -

- - gy, w0 S > W - O gy -—----Q-h-ﬁ--’--------—-—-—sﬂig-ﬁ-)-—----
Year 1983 1984 1985
Market
--—-\;a----ﬁ---‘---:—-‘--—---h----w—----’—--—-- - D GO G AP G S W e
OEM 86%,.... 79% 70
Replacement 14% 21% 30%
Total 100% 10% 100%
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In India there are about 20 manufacturers of
Pistons few leading over along with their brand name

and sales turnover are given below te

P

Sr.No. Com. Name Brand Name turnover
(.in crores)

1) Escorts Ltd., Mahale Goetze 20
2) India Pistons IPL Power Pack 14
Ltd.,
3) Shriram Pistons Usha Pistons 12
& Ring Ltd,.,
4) aAuto Piston PVt Auto Piston 3.5
Ltd.,
5) Menon Piston . Mahindra 3.5(approx)
Pvt Ltd., Piston

The table clearly shows that the share of OEM

market is declining contribuously while that of Replace-

ment market is showing an increasing trend,
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'35 ¢ Competitors share of Piston Market s

h—b--

From the records of the company and the market
Resegrch conducted by the compény staff, the researcher
found out the relative market share of the five leading

piston manufactuteres in India, which is given below =

Name of company % Share
1) Escorts Piston Co., 30%
Patilgaon and Bangalore.
2) India Pistons Ltd., 20%
3) Menon Pistons Pvt Ltd.,Kolhapur 21% |
4) shriram Piston Ltd., | 20%
5) Auto Pistons Ltd.,Amritsar 4%
6) Others 5%

Total = 100%

The above table shows that Menon Pistons is
doing well with a market share of 21X standing second
in India and has good potential to exploit a lLarye of
the market.

*eps oo
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! 5,6 ! MARKETING EXPENSE RATIO 3~
[}

n:l--_mﬂ’

-

This ratioe stablishes a relationship batween ths
total marketing expenses and mé}es. '
The following table shows the break-up Of marke-

ting expenses yearwise - .

. D D O N 3 Tt Lt e CP U CHt e TIB TR G G KU W W P - -

e . 1983 1984 1985
Iravelling 2,57,144 5,65,358 5,90,311
Expenses
Selling and 2,47; 315 39229938 5. 33'848
Distribution , ’
Total, 5,04,459 8,88, 296 11,24,159
D i I G SRS Gl WA S e PR O T3 QD S D Gy e L 5 eup L1 - —‘q
Sales 1,92,54,063 4,07,97,096 3,87,59,451
Expenses/
Sales 2.,62% 2,18% 2.9%
Ratio

The above table shows that the expense ratio has
been fluctuating over they years even through the total
m rketing expenses has bzen increasing continuously,
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5.7 ! PRICING OF MENON PISTONS

h-m“J

INTRODUCTION 3=

Pricing is another impaﬁtant element of the

marketing Mix, Pricing, as a function of marketing, is

influenced by several factors such as =

1) Costs ( Actual,imputed and replacement costs)

2) Non-Cost FACTORS

a)
b)

c)

a)
e)
£)

Q)

h)

i)

Nature of the Industry
Characteristics of the products

Degree of competition within and outside
the industry.

Purchasing power of the customers
Elasticity of supply and demand
General economic conditions.
Price agreements

Availability of substitutes.

‘Government restrictions on price,

.iproduction and imports. Cih

3,

k)

1)

level of plant activity Py
Inventory accumulation

Management policy.
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Although one or the other of these £ actors may

at tiines predominate, cost is the most important factor

influencing price. In the long run, price ‘tends to

equate with COStlpluS profi‘t ‘and no business. can s urvive

unless it is able to recover all its costs and inaddition

earn a reasonable return an capital 1;xveahed. In the

short run, price is influenced by the forces of demand

and supply.

Pricing in Menon is the job of the General Manager

(marketing) who also takes the help of the cost accountantp

The me thod used for pricing in Menon Pistons is
full cost method. Therefore, the cost Accountant plays a

key role along with the marketing mapager in fixing the

price.

Cost Sheet of Menon Piston for the Month

May 1986 (per Piston)
Reo

Direct Material - 47.834
Direct Wages 3

Piston foundary 1,07

piston Machire shop 2.31 3.380 ‘csciber

PRIME COST = = = 51.172
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Factory Overhead 3

Indirect Salaries & Wages

Time Department 0.71

Inspection Dept. 0.49

Machining Cost 1.58

Reparis and Main-

tenance, 0.17

Factory building 0.04

repairs
works cost

Administration Overhead i

Salaries and Wages

Account Department
Store Department
Administrative pe-t.
Deburring D pt.
Defelopment Dept.
General Dept.
P.F.Contribution
Conveyance Allowance
P.F.Insurance fund

Garden expenses

0.29
0.29
0.42
0.12
0.67
0.29
0.18
0.15
0.06

0.01

24990

54.162

80
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Printing and Stationery
Sundry Expenses

Telephones Truck Calls,
Telex,

Postage and Telegraph

Consul tants Legal &
pcofessional .

Subscription and contri-
bution books and perio-
dical 8a

Legal expenses
Licence Fees
Bank commission

Administrative charges

0.20

0.10

0.37

0.08

0.04

0.09

0.09

0.04

1,29

0.03

4.76

A ——————

Cost of Production - 58.922

Selling and Distribution Overheads

Salaries and Wages 3

Saleg department
Packing department
Packing cost

vehicle expenses

0.64
0.18
2.83

0.25

81
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Sales promotion 0.25

Travelling expenses 1,51

Advertising Expenseg 0,31
5497

Total Cost- 64.892

Net Profit 5.108

Selling Price - 70,000

From the above cost sheet,
The total cost of Piston as &s. 64.892
Add 1 Exice duty (21%) Bs. 13.627
Add s Cost of Gardgeon Pin- BRs, 13,900 '

Add 1 Circlip cost Bs. 1,000

Recommended Price Rs. 93,422

Note_ s~ There is nothing like a fixed priée for a paréi-
cular piston. Prices of pistons despand upon the followinqe
1) Material of construction, 2) Size, 3) Construction

and design of piston, 4) Competitors submitting quota=~

tions, 5) Ratings, etc.

The prices of pistons of Menon Pistons Pvt Ltd.,

include the following =

csciber
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1) All prices are inclusive of exise duty i.e. they

are cum duty prices. ¢

2) Composite price denotes price, inclusive of exise

duty.

3) Sales tax and other Government levies will be

charged extra as applicable at the time of supply.

Comparison of Piston Prices of Menon Pistons Pvt

Ltd., with some leading competitors prices.

S.No, Name of Co. Recommended Price (gs)
1) Menon Piston Pvt Ltd., 93.42
2) Bscorts Ltd'p 128 86

3) Shriram Piston & Rings Ltd., 111.94

4) India Piston Ltd., 131,47

The above table clearly shows that the price of Meﬁon
Pistons is very low.

In the case of OEM market, the pr_ces are much lower
when compared to Replacement market, because of losser

marketing and promotional expenses.

In the case of OEM market prices are quoted ‘'frieght

cscib

to pay'. But in the casex of Replacement market it is

freight.paid‘.
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{ 5.8 ! PROMOTION ACTIVITY OF MENON PISTONS PVT LTD.,
L----J

Promotion plays in importantrole for the company's

’ N

replacement market.

The company has appointed an Advertising Agency to
handle all its promotional activiti;;.The Agency is
Dattaram Advertisements, Bombay. This agency carries out
all promotional activities on its own on a commission
basis, of course after having consultation with the
general Manager of marketing. The agency advertises in
local papers, magazines, trade journals, and also parti-

cupates in trade exhibitions both in India and abroad.

Only the discounts to be offered is handled by
the company management .

s

Personal selling 2~

Personal selling is the major element cf. the
Promotional Mix . The company has in total 2P salesmen.
These sidlesmen are placed in different regious from

csciber
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where they operate independently. These salesmen are
assigned a certain target. These salesmen collect orders
personally from customers and’'intimate the tompany., The

after sale services is also handled by them,

The salesmen are-required to submit daily reports
of their calls done and also travelling expense and
daily expense statements. In order to check whether the
salesmen are working properly, the Area managers and
General Manager make surprise visits and work along with

them.
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