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1 B A C K G R O U N D  A N D  JU S TIF IC A TIO N  OF TH E  P R O JE C T

1.1 UNIDO'S MOTIVES

The motive of the project is best described by quoting from the UNID O 

project proposal, dated in January, 1980.

In this report, it is mentioned that the development of Small Scale 

Industry in developing countries is important in order to achieve a well 

balanced economic growth in urban and rural areas and to strengthen 

indigenous technologies and managerial capabilities for more self- 

reliance.

It is also noted, that small enterprises in developed countries may prove 

to be exemplary partners for co-operation with equivalent enterprises 

in developing countries, whereby they can provide appropriate technolo­

gies required for accelerating the industrialization process in such 

countries.

Quote: "It is within this frame of understanding that this project for 

co-operation at plant level is launched with the aim of estab­

lishing industrial and economic co-operation between small 

enterprises in Sweden and similar enterprises in selected deve­

loping countries on the basis of equitable and mutually benefi­

cial terms. For this first program, it is proposed that it will be 

restricted to two industrial branches, namely Metal Working 

and Light Engineering Industries. This will ensure greater 

impact as well as to chock various aspects of the program 

before contemplating other future programs. For the same 

reason it is also proposed that this program covers only one 

developed country (in this case Sweden) and four developing 

countries, namely Egypt, India (state of Karnataka, Andhra
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Pradesh and Tamil Nadu), Kenya and Sri Lanka. The choice of 

Sweden was made due to its long-standing experience in the 

metal working industry and the fairly large number of small 

enterprises actively involved in this sector. The developing 

countries were selected among those countries which have the 

potential capabilities for the development of the Metal Working 

and Light Engineering Industries, particularly at the small 

enterprise level and whose governments have accorded priority 

to these sectors."

1.2 UNIDO'S IM M ED IATE OBJECTIVES

In the project proposal, quoted above, it is also stated that this project 

is part of UNIDO's programme for the establishment of rational and 

operational mechanisms for accelerating the flow of technology for 

companies in the Small Industry Sector from developed to developing 

countries.

Among the immediate objectives for the project, the following can be 

noted:

o The creation of a mechanism for the transfer of technology on

...... the basis of technological and economic co-operation

between small industrial enterprises in Sweden and similar 

enterprises and organizations in Egypt, India, Kenya and Sri 

Lanka. The modes for co-operation between the participating 

enterprises may take forms such as technical co-operation 

agreements, co-production, subcontracting and licences, includ­

ing supporting elements, i.e. financing, training, management, 

marketing, etc.

The provision of technologies appropriate for Small Scale 

Industries , thus contributing to increased efficiency in 

their operation, improved product quality and widening of 

pro- • range.



o Adaptation of processes offered by the smell industries in

Sweden to small scale enterprises in .....  for production in

national markets and for anticipated export with due regard to 

aspects of better utilization of indigenous raw materials, labour 

and other local conditions prevailing in the developing country 

concerned.

o To strengthen the capabilities of Small Scale Industry develop­

ment and financing institutions in the participating developing 

countries as intermediates for technology transfer between 

small industries in their respective countries and sources of 

technologies abroad.

O U TP U T  OF TH E  P R O JE C T
>

In the UNIDO project proposal, it is said that "the project is estimated 

to provide 10 -  15 viable proposals and/or agreements on a transfer of 

specific technologies in the sector of Metal Working and Light Engi­

neering Industries from small enterprises in Sweden to their respective 

partner enterprises in Egypt, India, Kenya and Sri Lanka".

FIN A N C IN G  OF TH E  P R O JE C T

This project has been financed by UNIDO, using funds provided to 

UNIDO for the purpose by the Swedish International Development 

Agency, SID A.



O R G AN IZA TIO N  O F TH E  P R O JE C T

C O -O R D IN A TIN G  AGENCIES

From the UNIDO project proposal, January, 1980, where this technology 

transfer project is originally outlined, we quote:

"In implementing this project UNIDO will endeavour to maximize 

the utilization of existing institutional infrastructure of the 

participating developing countries, such as small industry 

development organizations. In each country, one of these insti­

tutions will be selected as a co-ordinator for activities."

In the four participating developing countries, UNIDO decided that the 

following organizations should be appointed co-ordinating agencies:

Egypt

Engineering and Industry Design Development Centre -  EID D C,

Cairo

Kenya

Ministry of Industry,

Nairobi

India

Central Government

Ministry of Industrial Development,

New Dehli

State of Andhra Pradesh

Andhra Pradesh Small Scale Industrial Development Co-operation Ltd., 

Hyderabad



State of Karnataka

Karnataka State Small Scale Industries Development Co-operation Ltd., 

Bangalore

State of Tamil Nadu

Directorate of Industries, Government of Tam il Nadu,

Madras

Sri Lanka

Industrial Development Board,

Moratuwa

Sweden

Until 1981: Expolaris AB, Skellefteâ

From 1982: Scandiaconsult AB, Malmo and Stockholm

A full presentation of the co-ordinating agencies, their addresses and 

names of representatives, as per June, 1982, are given in Annex 15.

During the whole project, the overall administration of the project has 

been handled by UNIDO's Department for Technical Development and 

Technology Transfer. UNIDO officer responsible for this project has 

been Mr. Wafa Kamel with assistance from Mr. F. M. Kuliir.

From the initial start-up of this project, which took place during the 

later part of 1980, until the end of 1981, Expolaris AB was the Swedish 

co-ordinating agency. Expolaris is an organization primarily promoting 

export of products produced by manufacturers in northern Sweden. This 

organization had offered its co-ordinating services free of charge to 

UNIDO. During Expolaris time as co-ordinating agency, a mission with 

representatives of Expolaris and UNIDO was sent to the four develop­

ing countries in order to visit potential technology recipient companies 

in these countries.
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From February, 1982, Scandiaconsult AB, a major technical consultant 

company in Sweden, replaced Expolaris as the Swedish co-irdinating 

agency.

During the project, forma) and informal contacts have also been taken 

with SIDA, field officers within United Nations' Development Program, 

UNDP, and SIDFA.

2.2 IN TE R N A L  C O M M U N IC A TIO N

The major part of all correspondence between co-ordinating agencies 

and the participating companies has been cleared through UNIDO 

headquarter in Vienna until the Group visit meeting held in Sweden in 

April, 1983.

»



SCANDIACONSULT'S PROJECT ADMINISTRATION

A step by step presentation 

EXPOLARIS MISSION REPORTS

As earlier mentioned, the technology transfer project had been going on 

since 1981 (1980)? with Expolaris as the Swedish co-ordinating agency. 

During spring 1981, two missions had been organized to the participat­

ing developing countries. The aim of these two missions was to identify 

companies in the respective countries, who could be interested in co­

operating with and receiving technology from a collaboration partner in 

Sweden. These missions had primarily an identification and explanatory 

purpose. Consequently, a very large number of companies and official 

institutions were visited.

One of the missions went to Egypt and Kenya. Expolaris representative 

was Mr Bruno Thorfve. UNIDO representative was Mr Ossama A. E l- 

Kholy. The other mission went to India and Sri Lanka. Expolaris 

representative was Mr Per G. Hânell with Mr Barry Crowston and Mr 

Johan Cramwinkel as UNIDO representatives. Both these missions 

documented their findings in special mission reports.

When Scandiaconsult, represented by Mr Thomas Grahn and Mr L. 

Hâkan Sandlund, came into the project in February 1982, we started 

with studying the reports from the Expolaris' missions. We also met 

briefly with both Mr Hânell and Mr Thorfve, to have their comments, 

impressions and suggestions.

From Mr Hânell, who had visited India and Sri Lanka, we got a rather 

extensive documentation with descriptions of the companies he had 

visited. From Mr Thorfve, who had visited Kenya tnd Egypt, we got 

almost no documentation at all except for the very brief reports he had 

filed with UNIDO.
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3.2 SCANDIACONSULT'S A C TIV ITY  PLANNING

After studying the infor.nation received through documentation and 

interviews with Expolaris personnel, we immediately understood that 

we should be forced to concentrate on fewer than the 103 companies 

visited by the Expolaris missions. (Of these 103, 37 were in India, 22 in 

Sri Lanka, 30 in Kenya and 14 in Egypt).

It was quite clear that a lot of the companies visited by the Expolaris 

mission were so small that they were really not capable of providing the 

management resources necessary to handle a future co-operation with a 

Swedish counterpart.

In order to improve Scandiaconsult's first-hand knowledge of those 

foreign companies, who were best suited to handle a future co­

operation of the kind that this project aimed at, Scandiaconsult decided 

to recommend UNIDO to launch a second mission to the involved 

countries. During such a new mission, a deeper analysis should be made 

of the most promising companies already studied by the Expolaris 

mission. We should also give the foreign co-ordinating agency a chance 

to substitute some of the already visited companies, which either were 

too small or not working within the branches of interest to this project.

We also understood that some of the companies, visited by Expolaris, 

had been brought into the project not because of their deep interest in 

acquiring new technology through collaboration with a Swedish partner 

but because the local co-ordinating agency thought it could be a 

company suitable for some kind of foreign assistance. This fact told us 

that we must put a much stronger emphasis on the companies' future 

plans and managerial capacity. This kind of information was very hard 

to get from the Expolaris' sources. Therefore, our recommendation to 

UNIDO to organize a second mission visiting the same countries and 

selected companies a second time, was very firm.



CO M P AN Y SELECTIO N  PROCEDURE

After getting approval from UNIDO to start planning for another joint 

UNIDO-Scandiaconsult mission to the four countries, and after having 

cleared with UNIDO that we should concentrate on those companies 

who could be anticipated to have the necessary management and 

financial resources, we started the selection of companies to be further 

analysed during the mission.

The following were minimum requirements if the company should be 

represented among those selected for further analysis:

o clearly defined future plans

o management capable of handling international business rela­

tions

o sound financial situation

o specified technology needs

Once we had decided what type of company profile we were looking for, 

we screened all the 103 companies visited by previous Expolaris mission 

and consulted with Mr HSnell and Mr Thorfve from Expolaris and with 

UNIDO. Then some 50 companies, which we thought could be worth­

while to concentrate on in the future, were selected.

A new questionnaire, constructed jointly by Scandiaconsult and UNIDO, 

was worked out in order to be used as an interview guide during the 

forthcoming mission.



PLANNIN G  O F NEW MISSION

All planning of the new joint UNIDO-Scandiaconsult mission in May -  

June, 1982, was done by U N ID O . UNID O informed the local co­

ordinating agencies that another mission was going to be launched and 

also the reason for the repeated mission.

Scandiaconsult informed UNID O what companies we wanted to visit 

once again. We also strongly stressed that we wanted at least 2 hours 

with each of the companies and that we also wanted to meet with the 

top management.

Via letter and telex, details of the new mission were communicated to 

the co-ordinating agencies and all mission planning was carried out by 

UNID O in co-operation with these co-ordinating agencies.

PRELIM IN ARY M A TC H IN G  BEFO RE NEW MISSION

According to the contract between Scandiaconsult and UN ID O , Scandia­

consult had to work out a preliminary matching list. Based on available 

facts we had from Expolaris' documents, Scandiaconsult should try to 

find potential co-operation partners in Sweden. The idea was that these 

Swedish potential partners should be presented and discussed during the 

forthcoming mission.

Scandiaconsult also tried to undertake such a preliminary matching. See 

belov/ under 4.5.



SCANDIACONSULT-UNIDO MISSION

During May 14 until June 19, 1982, a second mission visited Egypt, 

Kenya, India and Sri Lanka. Mission members were Mr F. Mithat Kiiliir 

from UNIDO and Mr Thomas Grahn from Scandiaconsuit. A compre­

hensive report from the mission, presenting background information, 

itinerary, memos from meetings with official representatives and 

companies, etc, has been written by Scandiaconsuit, dated August 6, 

1982. For details regarding this mission, we refer to that report. The 

result of the mission is presented in summary below under 4.6.

M A TC H IN G  PROCESS A F TE R  MISSION

Immediately after returning from the mission, reports with details on 

visited companies were prepared by Scandiaconsuit and UNIDO. Based 

on this information and attached company presentations, broschures, 

etc, we started a procedure aiming at reducing the 46 visited companies 

to around 20 projects on which we intended to primarily concentrate 

our matching endeavours.

This evaluation and selection process was undertaken jointly by Scan- 

diaconsult’s personnel and Mr Külür at UNIDO. We set up the following 

criteria for the selection of the companies/projects to be matched with 

Swedish collaboration partners:

o The needs of the recipient enterprise should be focused.

o The recipient enterprise is a manufacturing industry.

o The management of the recipient enterprise has expressed an 

intention to develop the company in a certain direction.
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o The direction of desired development is within or close to the

present field of operation so that there is an experience of the 

market situation and similar technical problems already ex­

isting within the recipient enterprise.

o There are requirements of specific technical assistance which

makes it possible to find a Swedish partner with the appropriate 

technology.

o The recipient company and its management have the capability

to execute the development project.

o It is expected that there is a possibility to find a suitable

Swedish counterpart with the appropriate technology.

o It is expected that there is a possibility to make an agreement

with conditions acceptable to both parties.

With those criteria in mind, the selection procedure started. After 

ranking the 46 visited companies in A , B and C-grades, where A stated that 

almost all of the above mentioned criteria were fulfilled, we found 

that 19 companies had been ranked A.

At that time, a joint decision was taken between Scandiaconsult and 

UNIDO to concentrate our future resources in trying to find suitable 

collaboration partners for these 18 companies. If some of the 18 turned 

out to be very difficult to match with a Swedish counterpart, this 

company should be substituted with a company ranked B.

Certain endeavours were done in order to secure proper distribution of 

the selected companies between the four participating countries. Un­

fortunately, it soon turned out that the Indian companies tended to be 

over-represented. This fact will further be commented on below.



For each of the selected companies, a matching form was constructed. 

On that form, all important details of the foreign company were listed. 

Through personal contacts, official branch information material from 

Swedish companies, etc, we gathered information on potential co­

operation partners in Sweden. These companies and details on them 

were listed on the matching form and each and every company was 

thereafter contacted by Scandiaconsult.

During this inital contact with the Swedish company, we gave a brief 

presentation of the overall project aim, UNIDO's role and Scandia- 

consult's position as co-ordinating agency in Sweden. The persons 

contacted at the Swedish companies were either the General Manager 

or a Marketing or Technical Director.

The initial personal contact was followed by a letter where we gave 

more information on both the project and the foreign company we had 

in mind as a potential co-operation partner. After giving the Swedish 

company a few weeks to think about our suggestions, the Swedish 

company was contacted again by Scandiaconsult. Frequently the 

Swedish company had additional questions and we tried to answer them, 

based on our knowledge about the foreign company.

During all contacts with Swedish companies, we emphasized that the 

basic idea behind the project was that we were trying to bring 

companies in contact with each other so that mutually beneficial 

business relations, involving transfer of technology from a Swedish 

company to a foreign company in a developing country, could be 

established. We were happy to note that this aim of the project was 

very much appreciated by the Swedish companies. As can be seen in 

the Case Reports, presented in Annex 1-14, in many cases the first (and 

hopefully also the best suited) Swedish company contacted also decided 

to continue with the project.

From the Swedish companies, who had been identified as potential co­

operation partners, we requested a thorough company presentation and 

product information to be evaluated by us.



C O L L A B O R A T E  PROPOSALS

Being in the possession of rather comprehensive information on both the 

foreign and the Swedish potential co-opeation partners, we could start 

the process of outlining how the collaboration should be constructed in 

each project. This work was based upon our thourough knowledge of the 

foreign company and its wishes and intentions and on rather lengthy 

discussions with the Swedish companies.

Rather soon it turned out that it was one thing to create interest within 

the Swedish industry to get together with a foreign company and to 

start discussing a future co-operation of some kind, and yet another 

thing to be the third party who should in detail try to outline a co­

operation agreement between two parties, whose representatives never 

had met each other and never had seen each others factories and/or 

products. Needless to say, the collaboration proposals we could draft 

had to be rather preliminary. We made special efforts to point out the 

technology, product and/or market areas to be especially covered in the 

forthcoming direct discussions between the companies and put slightly 

less emphasis on trying to outline, at this stage, the methods of 

implementing the possible future co-operation.

IN TE R -C O M P A N Y  C O N TA C TS

The collaboration proposal together with the brochures, etc., presenting 

the Swedish company, was then distributed to the potential collabora­

tion partner in the developing country. This distribution was made 

through UN ID O  in Vienna.

After receiving the proposal, the foreign company was supposed to 

review the information and indicate to UNID O and Scandiaconsult 

whether the proposed elaboration partner seemed to be of interest. If 

so, the first meeting between the companies should take place during 

the Group visit planned to take place in Sweden in December 1982 and 

later postponed until April 1983.
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3.1Q GROUP VISIT

When the collaboration proposals had been distributed to the companies 

in the four participe-ing countries, and these companies had accepted 

the proposed collaboration partner, the first organized meeting between 

personal representatives of the involved companies should take place at 

a Group visit to Sweden. This visit should be organized by Scandia- 

consult and UN ID O .

This Group visit meeting should be a forum for company representatives 

and representatives from the co-ordinating agencies to meet. This 

Group visit should constitute the end of the matching process and the 

beginning of the negotiating process on a company to company basis.

The programme for the meeting should not be too ambitious. It should 

be limited to an overall presentation of the UNIDO project, a short 

presentation of each participant and his organization and one or two 

speeches on various forms of collaboration and technology transfer 

agreements. After a formal programme during half a day or so, the 

company representatives should start the individual discussions.

Originally the Group visit was planned to take place during November - 

December 1982. Due to the problem of getting busy business people 

together at a certain date, and some other planning problems, the date 

for the Group visit was postponed until April 5 -  8, 1983.

The participation of company representatives and co-ordinating agen­

cies representatives from the four developing countries at the Group 

visit was supported financially by UN ID O . The Swedish companies have 

not got any type of remuneration for their participation during this 

project. The project is based upon an expectation that the business 

interest shall be enough to motivate the companies to start a co­

operation, where technology transfer will be an important element.



NEGOTIATION PROCESS

In the collaboration proposal worked out by Scandiaconsult, it was 

indicated what type of technology the foreign companies were interest­

ed in. The primary aim of the negotiations between the potential 

collaboration partners has been to find a field of mutual business 

interest. The whole idea behind this project is that the companies shall 

co-operate on normal business terms, thereby creating a "tube" through 

which the required technology can be transferred from the Swedish 

company to the foreign company. The ideal situation is thereby a deal 

where the technology transfer is a part of a more far-reaching business 

relation.

It certainly requires some time to build up the necessary information 

and trust between the involved parties, before this "technology tube" 

will be really efficient. Therefore, it should be acceptable with almost 

any kind of business deal between the involved companies since this 

constitutes a beginning of the trust building process.

Some of the negotiations (direct contacts) between the companies 

started already before the Group visit to Sweden. Most contacts were 

first taken directly between the companies after the Group visit, and a 

few remaining contacts were not taken until summer 1983 3ince the 

companies involved could not participate at the Group visit. Details of 

when negotiations started and the present status are given in Annex 1- 

14, where details of the collaboration projects are presented. Infor­

mation regarding the negotiations and company contacts after the 

Group visit was gathered by Scandiaconsult through direct contacts 

with the involved Swedish companies and through letters and memos 

sent to Scandiaconsult from the foreign companies. These documents 

are also presented as sub-annex to the case reports in annex 1-14. Some 

of the negotiation results were presented to Scandiaconsult and UNID O 

when representatives of the foreign companies passed through Maimo 

for a debriefing immediately after their visits to their Swedish collabo­

ration partner during the Group visit April 5 -  8, 1983.
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3.12 FIN A L REPO R T

According to Scandiaconsult's contract with UNIDO, our involvment in 

this project ends with the presentation to UNIDO of this final report.

In this report, we are presenting the way we have handled the project, 

our comments and suggestions on how a project like this can be 

improved and detailed reports on the 14 collaboration projects (cases) 

which were actively promoted by Scandiaconsult up to the Group visit.

»

»



PROJECT RESULT AND SCANDIACONSULT'S COMMENTS

EXPOLARIS MISSION REPORTS

As stated in 3.1 above, the two Expolaris missions visited very many 

companies within a short time. These brief company visits gave no room 

for collecting "dynamic" information such as company management 

capability, long term planning, relations to other companies and to 

governmental institutions, ability to raise necessary financial funds and 

governmental permits necessary to undertake expansion projects, etc. 

The absence of such information and the mere fact that it is always 

difficult to transfer impressions from one person to another made it 

clear to us, that a new mission for Scandiaconsult must be organized.

After studying some of the collaboration proposals worked out by 

Expolaris' personnel, we realized that a completely new working method 

must be elaborated by us. Expolaris had not done any rating of the 

foreign companies regarding their capability to handle a technology 

transfer venture and the matching process seemed to be based on the 

type of companies that was available in the northern region of Sweden 

where Expolaris is working. We realized, that in order to find a proper 

collaboration partner we could not limit the search to the most 

undeveloped region in Sweden. On the contrary, we were rather 

convinced that most of the future collaboration partners in Sweden 

were to be found in the southern and middle region. Thus, we did not 

find it worthwhile to continue to promote the collaboration proposals 

worked out by Expolaris.
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In our contract with UN ID O , it was stated that we should base our work 

on the information available from Expolaris. Very soon this proved to be 

difficult for reasons earlier mentioned. Once we realized this, we asked 

ourselves if it would be worthwhile to try a working method where we 

both looked for Swedish small and medium-scale companies with 

interesting technology and at the same time selected (through a new 

mission) foreign companies with specified needs for new technology 

which hopefully could be provided by Swedish companies.

Since this project should focus on the needs of the foreign companies, 

we decided that we should not put ourselves in a position where we 

maybe would more act as "sales agents" for Swedish technology. The 

proper way, we said, is of course to investigate in detail specified needs 

of certain foreign companies and in particular investigate their motives 

for this expressed need, their capacity to receive the technology and 

especially the foreign companies’ capacity to handle a transfer of 

technology through an agreement that should be based on normal 

business principles. We had to make it quite clear that when we select 

companies, we have to eliminate those only interested in some kind of 

foreign aid and concentrate on those that had motives and capacity to 

handle a business relation that hopefully shall go on for years. These 

insights led us to formulate the criteria list presented under 3.3.

4.2 SCANDIACONSULT'S A C TIV ITY  PLANNING



C O M P A N Y SELEC TIO N  P ROCED URE

Once we had realized that a new mission with Scandiaconsult's per­

sonnel was necessary, and this had been confirmed by UNIDO, we 

started to select those foreign companies that should be visited once 

more. Together with Mr. Hanell, and Mr. Thorfve from Expolaris, we 

did a rating of the companies that they had visited. Now we concentra­

ted on the capabilities mentioned under 4.2.

The Expolaris mission had visited some 100 companies. Given the 

budget resources available, we decided that the new mission should visit 

about 50 companies at the most so that we, after completion of the 

mission, could select about 20 companies. On these 20 foreign com­

panies, we should primarily concentrate our efforts to find a suitable 

collaboration partner.

Selection of the 50 companies to be visited by the new joint U N ID O - 

Scandiaconsult mission was based on information available from 

Expolaris and UNIDO personnel. We ensured that these companies were 

working within light engineering och metal working industry, that they 

had a strong management and that they during the Expolaris mission 

had expressed specific technology needs. In selecting the companies to 

be visited again, we tried to distribute the 50 selected evenly over the 

four participating countries. Unfortunately, already at this stage of the 

project a slight overrepresentation for India occured. The reason was 

primarily that the companies from Egypt, Kenya and Sri Lanka mostly 

were very small companies, whereas a lot of the Indian companies 

visited by Expolaris mission were medium-sized companies. With our 

new requirements on the project participants, it is therefore natural 

that India became overrepresented. In future projects of this kind, it is 

essential that the co-ordinating agencies are informed well in advance 

of the requirements of the participating companies. It is unfortunately 

not possible for us to comment here on the selection process for the 

companies that were visited by the Expolaris mission.



PLANNING OF NEW MISSION

Once it was decided by Scandiaconsult, what companies we wanted to 

visit during the second mission, the planning of the mission started. 

Through UNIDO in Vienna, the co-ordinating agencies in the four 

participating countries were informed that a second mission should take 

place and what companies this mission wanted to visit. The co­

ordinating agencies were informed on the missions' intended itinerary 

and were then asked to arrange the detailed programme with company 

visits, visits to official institutions, etc.

In the correspondence with the co-ordinating agencies, it was clearly 

stressed that enough time had to be allocated to each company visit. 

The mission needed at least two hours per company in order to cover all 

subjects of interest and to seak answers on all relevant questions.

PRELIM IN ARY M A TC H IN G  BEFORE NEW MISSION

As mentioned earlier in this report, the contract between UNID O and 

Scandiaconsult was based upon that we should be able to continue where 

Expolaris had finished its job as co-ordinating agency. This ment that 

Scandiaconsult should begin its assignment with matching foreign 

companies, already studied by Expolaris, with Swedish potential co­

operation partners. This matching procedure should be followed by a 

new mission, during which the collaboration proposals, worked out by 

Scandiaconsult based on Expolaris information, should be presented and 

discussed with the foreing companies.

Since it was decided rather soon after Scandiaconsult's assignment as 

co-ordinating agency, that a new mission was needed in order to gather 

first-hand and more detailed company information, we suggested to 

UNID O that the preliminary matching process should be postponed until
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after the second mission. The reason for our suggestion was basically 

the fact that the information, on which Scandiaconsult should base its 

matching process, was not reliable. Thus, by contacting Swedish com­

panies and trying to match tLem with a foreign company on which we 

had only second-hand and incomplete information, Scandiaconsult 

claimed that we had reasons to expect a rather negative reaction. We 

realized that in order to get the Swedish companies interested to 

allocate their resources to an investigation in the co-operation possibi­

lities with a foreign company, the matching process undertaken by 

Scandiaconsult must involve quite a bit of "selling”. This in turn 

requires that you have a very good knowledge of the "products" you are 

offering.

A t this stage of the project, Scandiaconsult felt that we really did not 

have the necessary knowledge to undertake an effective matching 

("selling") process. However, responsible UNIDO officers insisted that 

we should make a matching attempt. We did so and our endeavours 

resulted in 48 preliminary matching reports. These were presented in a 

special preliminary matching report, issued by Scandiaconsult and dated 

May 11, 1982.

These preliminary matching reports were distributed by UNIDO, 

through the co-ordinating agencies to the respective companies. Since a 

decision at that time had already been taken to send a second mission, 

the involved companies were informed that these preliminary matchings 

(preliminary collaboration proposals) should be discussed with the 

mission members during their forthcoming visit to the country.

Later it has been confirmed that these preliminary matchings in almost 

all of the 48 cases were based on incomplete or even misleading 

information. Therefore, the resources used for this preliminary match­

ing were, to a large extent, wasted.



SCANDIACONSULT -  UNIDO MISSION

This second mission to the four participating countries was done during 

May 14 -  June 19, 1982.

The mission members, Mr. Thomas Grahn from Scandiaconsult and Mr. 

Mithat Kuliir, were well prepared from studying documentation from 

previous missions. They could therefore be more specific in discussions 

with the local co-ordinating agency representatives on how to best 

utilize the available time. Before the mission left Vienna, a detailed 

itinerary had been communicated to the involved co-ordinating agencies 

so that these could arrange company visits, etc.

During the mission, it turned out that frequent changes in the plan had 

to be done in order to secure that proper time was allocated to each 

visited company. Now it was more important to return with a thorough 

and reliable information on each company visited then seeing many 

companies and only get overall information.

It turned out, that of the around 50 companies visited by this second 

mission, the major part fulfilled the requirements we had set up for 

being included in the visit scheme. This fact ensured that we had almost 

40 companies to choose among when we should start the matching 

process after the mission. Of these, we later focused on 18 (see 4.7).

Even though some of the representatives of foreign co-ordinating 

agencies and companies questioned the need for this second mission, we 

think all of them understood the need for Scandiaconsult both to have 

access to first-hand information on the involved companies and to get 

certain complementary information necessary for the matching process.



MATCHING PROCESS A FTER  MISSION

The procedure for selecting the 18 companies which we decided to 

focus our matching resources on are presented under 3.7.

The selection of the 18 from the 46 possible foreign co-operation 

partners, that had been visited by the previous mission, was done jointly 

by Mr. Grahn and M r. Kuliir. Here again, we had to use an A , B and C  

grad'ng procedure in order to be able to concentrate our limited 

matching resources. We had decided that no more than 20 companies 

should be included in this priority group. After Mr. Grahn's and Mr. 

Kulur's selectinn procedure it turned out that 18 companies were found 

to have an A grade.

These companies were:

Egypt Tanta Motors Co., Tanta

Egyptian Society for Soldering Supplies, Cairo

Kenya Kenya Castings Ltd., Nairobi

T . J . Cottington & Partners Ltd., Nairobi

Dynamic Engineering Ltd., Nairobi

India Toolcraft, Bangalore

Swarna Electricals, Bangalore

Maini Precision Products Pvte. Ltd., Bangalore

Sonalkar Tool Works, Harihar

B. D . K . Valves Pvte. Ltd., Hubli

Elmeca Works, Dharwad

Fluid Systems Pvte. Ltd., Hyderabad

Indo Hacks Ltd., Hyderabad

Industrial Valves & Equipment Pvte. Ltd., Madras 

Systems, Bangalore

Sri Lanka Jinasena Ltd., Colombo

Alpex Engineering and Trading Co., Colombo

D. Samson Industries Ltd., Colombo



These companies were all regarded to be qualified for handling a 

technology transfer based on a normal business relation with a Swedish 

counterpart.

Out of these 18 companies, it turned out during the matching process 

that it was unfortunately not possible to find co-operation partners for 

the following companies:

o Kenya Castings Ltd., Nairobi, Kenya 

o Industrial Valves and Equipment Pvte. Ltd., Madras, India 

o Jinasena Ltd., Colombo, Sri Lanka 

o D . Samson Industries Ltd., Colombo, Sri Lanka

The reasons for our failure to find collaboration partners in Sweden for 

these four companies are various. For one of the companies, it turned 

out that they had an agent in Sweden and the existing agent agreement 

made it complicated to construct any other business relation than a 

straight purchase of technology. For two of the other companies, 

working in the castings and valves manufacturing business, we failed to 

find interested partners despite serious efforts. One after the other, the 

contacted Swedish companies declined to continue the project.

Consequently, 14 companies remained as potential co-operation part­

ners. For these 14, Scandiaconsult worked out detailed collaboration 

proposals. The matching procedure was primarily based on Scandia- 

consult's knowledge of the branches and industries in question. We also 

used business associates with extensive knowledge of the various 

branches. During this matching process, most of the contacts taken by 

Scandiaconsult were done by telephone or mail. After identification of 

Swedish candidate co-operation partners, personal visits to these com­

panies were done more frequently.
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During these matching contacts, a clear majority of the contacted 

companies showed great interest in the project and the top-managers 

allocated necessary time to get and give information. Many companies 

volontarily expressed their satisfaction with the fact that an organi­

zation like UN ID O  tried to create technology transfer through 

attempting to build business relations between a company in possession 

of the technology in question and a company in a country where need 

for such technology exists. Many companies stated that they could 

never afford on their own to seek business relations of the kind now 

proposed to them through this UNIDO project. When the potential co­

operation partner was identified and presented to them by U N ID O , it 

was easier for them to allocate the limited resources necessary to 

investigate our proposals.

4.8 C O L LA B O R A TIO N  PROPOSALS

Since we failed to find collaboration partners for four out of the 18 

companies we had focused our matching activities on, we were left with 

14 foreign companies, whom we had been able to match with a Swedish 

counterpart. During the formulation of the collaboration proposals, we 

have, unfortunately, received information from four Swedish companies 

that they, for various reasons, cannot continue with the project. In two 

of these cases it has been possible to find substituting Swedish 

companies. We have therefore changed the collaboration proposal to 

include the new co-operation partner.

For two of the 14 companies, the intended co-operation partner has 

pulled out and it has been impossible for us to find a substituting 

company. Thus, we have a total of 12 collaboration proposals where the 

companies concerned are in direct contact with each other and negotia­

tions and discussions on future co-operation and technology transfer are 

going on.
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These 12 viable co-operation projects, together with the two projects 

where the Swedish partner has declined to continue, are presented in 

the form of collaboration proposals in annex 1-14 to this report. In sub­

annex to all these case-reports, information is given about the com­

panies concerned. Copies of relevant correspondence are attached. A 

complete list of the company names and addresses and contact persons 

at each company is presented for each collaboration proposal/case in 

annex No. 0.

A ll the collaboration proposals are more or less unique, but there are 

three main types:

o Licence agreements

o Know-how transfer agreements

o Joint-venture agreements

Within these main types of agreements, there are also elements such as 

training, special equipment purchase, buy-back agreements, sub-con­

tracting agreements, agency agreements, etc.

We have made an attempt to classify the type of collaboration 

agreement involved in the 14 cases and the result is presented below:
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1 t ooicraft Storebro X

2 Maini Prec. Prod. Ullman X X

3 Sonalkar Skand. Chuckfabrik X X X
4 BDK Valves Somas X

5 Elmeca Lofab X

6 Indo Hacks Westlings X X
7 Alpex No-Ha X X
8 Swarna Backer X X X
9 Dynamics Kjallstroms X

10 T .  J . Cottington Linde-PML X

11 Tanta Motors Co. Kjallstroms X

12 Systems Svedala X

13 D . Samson Ind.
*)

Trelleborg

Elgasvets

X X X
14 E. S. Soldering S. X

Swedish partner has withdrawn from the project (see 4.8).



IN TE R -C O M P A N Y  C O N TA C TS

The collaboration proposals, worked out by Scandiaconsult, were distri­

buted through UNID O and the local co-ordinating agencies to the 

foreign companies for evaluation. This distribution was done gradually 

during autumn 1982 and the last collaboration proposals were sent in 

November, 1982.

After receiving these collaboration proposals, the involved companies 

all reacted positively. Some of them even took direct contact via 

letter, telex or even personal visits to the Swedish company immediate­

ly after that they learnt about which company in Sweden was selected 

as their potential collaboration partner. The project plan said that the 

first contact between the involved companies should take place at the 

planned Group visit to Sweden.

This immediate response and action from many companies indicates 

that the supporting project organizations (UNIDO and co-ordinating 

agencies) in projects like this must be working in a very flexible way so 

that a mutually created interest between the company in possession of 

technology and the recipient company can be immediately explored and 

the risk for loss of momentum will be minimized. In this project, the 

project plan did not foresee these spontaneous direct contacts before 

the group meeting and consequently we were not ready to handle them. 

There was also some confusion among the foreign companies, who 

wanted to get in touch with their Swedish counterpart, whether they 

should inform UNIDO in Vienna, co-ordinating agency in Sweden or both 

regarding their direct contacts.
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4.10 GROUP VISIT

The second mission took place in May -  June, 1982, and originally the 

Group visit bringing to Sweden representatives for the selected foreign 

companies and representatives for the co-ordinating agencies was 

scheduled to take place in early December, 1982. As the project work 

developed during summer and early autumn 1982, it was clear that a 

meeting in December was too early. First the date for the Group visit 

was postponed until early Februay, 1983. The reason was that Scandia- 

consult's matching process and formulation of collaboration proposals 

had been slightly delayed. Later, the date for the Group visit was 

postponed another two months until early April, 1983. This delay was 

mainly caused by UNIDO administrative problems.

The last collaboration proposals were formulated in November, 1982, 

and the Group visit took place in April, 1983. During this half-year 

period (and for some companies, that knew about their collaboration 

partner earlier, an even longer period) Scandiaconsult had problems 

with explaining to the Swedish counterparts why they had to wait so 

long before they could meet with their partner. Some Swedish compa­

nies said, that since there had been no contact, they were convinced 

that the foreign company was not interested in the project. We did our 

best to explain that this was not necessarily true and stressed to the 

Swedish companies that their foreign potential partner should be 

brought to Sweden to the Group visit at UNIDO's expense. The foreign 

companies were therefore prepared to await the formal Group visit 

meeting since this would minimize their own costs for getting to 

Sweden. We also stressed, during contacts with the Swedish counter­

parts, that they were completely free to take direct contacts with the 

companies selected as their collaboration partner. In some cases, this 

was also done and personal meetings between representatives for 

potential collaboration partners took place both in Sweden and at fairs 

in Europe and USA during 1982 and early 1983. For some of the 14 

collaboration cases, the negotiating process had taken some steps 

forward already when the Group visit was arranged in Malmo April 5-8, 

1983.



In planning the Group visit meeting in Malmo, UNIDO handled all 

invitation and Scandiaconsult handled the practical arrangements at the 

conference hotel in Malmo. The travel costs for the foreign participants 

were subsidized by U N ID O .

In annex No. 16, a copy of the aide-memoire for the Group visit 

meeting is presented. A list of participants at the Malmo meeting is 

attached as annex 17.

The recipient companies from Kenya and Egypt could not participate at 

the Malmo meeting. For-the Kenyan delegation, a visit to Sweden was 

arranged in June, 1983. For the Egyptian delegation, a visit to Sweden 

was scheduled to take place in August, 1983. During these visits, repre­

sentatives of the recipient company and the co-ordinating agency will 

meet with the Swedish counterparts. Scandiaconsult assisted in arrang­

ing the Kenyan visit.

N E G O TIA TIN G  PROCESS

According to the project plan, the Group visit should be the beginning 

of the negotiations between the potential collaboration partners. As 

mentioned above, this negotiating process started in many cases earlier 

than the Group visit.

In the collaboration proposals, Scandiaconsult had outlined theoretical 

solutions on how a collaboration including technology transfer could be 

constructed.

Follow-up contacts that we have had after the Group visit have 

indicated that the negotiations are well under way in almost all the 

cases. Scandiaconsult and UNIDO had de-briefings with representatives 

of the foreign companies just before they left Sweden after the Group 

visit and negotiations with the Swedish companies in connection with
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that meeting. We have also asked ail involved companies to keep 

Scandiaconsult/UNIDO informed on the negotiation process through 

copies of letters, agreement documents. So far, the companies have 

been very co-operative in these matters. In sub-annexes to the case 

reports presented in annex 1-14, copies of documents regarding negotia­

tion results are presented. In the case reports we have also added a 

presentation of the negotiation situation in each project as per October



CONCLUSIONS AN D  RECOM M END ATIONS

In this chapter, we will use the following abbreviations:

C A R  = Coordinating Agency, Recipient Country 

CAS = Coordinating Agency, Source Country 

RC = Recipient Country

RE = Recipient Enterprise(s)

SC = Source Country

SE = Source Enterprise(s)

We will here present general findings and our conclusions together with 

recommendations for follow-up activities and modifications in future 

projects of this kind.

P R O JE C T O R G A N IZA TIO N

A project of this kind essentially means the establishment of a network 

of organizations that can assist companies in much the same way as 

export councils, trade chambers, etc are doing. Here, the key element 

is technology transfer, which puts certain requirements on the organisa­

tions involved. Since the idea is that the technology transfer shall be an 

element in a lasting business relationship, the relations promoted will 

certjinly involve exports/imports. We can therefore learn a few things 

from export promotion projects.

Some key ingredients in such projects are:

Momentum.

Businessmen want action. Lack of action is often interpreted as 

lack of interest.

Profitability.

The ultimate goal for all business events.

When profitability (in the short and long run) is qusstionned, 

demands for subsidies will arise and/or interest in the project will 

go down.
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Direct contact.

Businessmen want to "touch and smell" in order to be able to use 

their ability called intuition.

But businessmen also want assistance in finding good business oppor­

tunities, since the management time is maybe the most scarce resour­

ces of a company. This is especially true for tne small and medium­

sized companies.

As soon as an outsider has identified a project, it is of prime 

importance that the businessman can see the items mentioned above in 

order to get going. From the moment the promoting organisation has 

succeeded in "starting" the businessmen, this organisation must adjust 

its own working speed and methods to the businessmen's, if they want to 

be effective as promotors.

Given what is said above and our experience from this pilot project, 

what requirements shall be put on the organisations forming the 

promotion network in a project of this kind? We assume that there is an 

initiating organisation and coordinating agencies in each involved 

country.

5.1.1. Initiating Organisation

Since this project has been a pilot project, UNID O has had the role of 

both initiator and central coordinating agency.

All communication between C A R  and CAS has been cleared through 

UN ID O . This can be justified in a pilot project. In future projects, this 

can be replaced by more direct communication links between C A R  and 

CAS and of course between RE and 5E.



UNIDO's (or similar organisation's) role as initiator involves:

Selection of SC and RC (or RC:s)

Determination of lines of business to be covered by the project 

Arranging project financing

Selection of C A R  and CAS and formulation of instructions to 

them

Supervision of on-going projects

Assistance with technology transfer specialist during agreement 

formulation phase

Collect, evaluate and transfer experience from project to project

The role as central coordinating agency will best be filled by the CAS, 

provided this organisation is selected properly (see 5.1.2).

Coordinating Agency, Source Country (CAS)

In this project, this role was first filled by Expolaris and later by 

Scandiaconsult.

The main tasks of a CAS shall be:

A ct as the main coordinating agency (under UNID O or other 

initiator) and have full project management responsibility 

Guide CAR  in the initial selection of RE:s (see 5.2.)

Organise matching process and formulate collaboration proposals 

(see 5.3)

Promote and support during contacts and negotiations between SE 

and RE (see 5.4)

Follow up promoted projects (see 5.5)

These tasks require that the selected CAS has access to people with the 

following experience to manage the project.

Knowledge of industrial structure in SC and in particular of the 

areas covered by the project

Technology transfer (licensing, etc) and/or trade promotion 

Project management

Industrial structure and business habits in RC
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Although there must be a responsible project manager appointed at 

CAS, there is no disadvantage if several persons with complementary 

experience are engaged by CAS in the project. This ensures a certain 

continuity and also gives room for brain-storming during the matching 

process.

The best to fill the CAS role is maybe an organisation working with 

promotion of international contacts, either private or governmentally 

owned. In Sweden, we would like to point out three governmental 

organisations we think well suited to be CAS:

SW EDFUND.

Promotes establishment of joint-ventures in developing countries 

with Swedish companies as one partner.

2. Swedish Export Council.

Since the transfer of technology in this kind of project shall be 

based on normal business relations, there is no justification not to 

use organisations specialised in trade promotions as CAS. They 

have an existing contact network, which is very valuable.

Swedish National Board for Technical Development (STU ).

An organisation with extensive knowledge of and contacts with 

Swedish small and medium sized industry. STU has an interna­

tional department and also technology transfer specialist.

Organisation like those above can use and will also get spinn-off 

information in a project like this. This can maybe motivate them to put 

in extra internal resources and thus facilitate the project financing. Un 

important effect of a project like this is that you create good personal 

contacts between responsible officers in the CAS and C A R  organi­

zations. During the follow-up phase, it is especially important that the 

CAR/CAS officer has such close relationship with the companies 

involved so that he can detect at an early stage upcoming problems that 

can occur in the negotiation and cooperations process. The build-up of 

business relations, which in turn shall lead to technology transfer, of
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the kind we are aiming at here, definitely demands such continuous 

support that can help to overcome misunderstandings and other irra­

tional factors that can affect the contacts between the collaboration 

partners.

Thus, if the C A R  and CAS has some kind of official status in their 

countries, this will help to ensure a certain continuity with the follow­

up activities. Hopefully, such activities will then be a natural part of 

this organization’s normal industrial supporting activities. The network 

of co-ordinating agencies, created by UN ID O  for a special project, will 

thereby continue to live its own life for the mutual benefit of involved 

countries and companies.

5.1.3 Coordinating Agency, Recipient Country (C A R )

Let us first make i clear, it is important to have a C A R  in projects like 

this. Even if it is possible that the CAS can fill part of CAR:s role 

through "remote control" and through cooperation with banks, local 

consultants, etc., a C A R  ensures local knowledge and continuity. The 

last is very important in technology transfer based on created business 

relations.

The main tasks for the C A R  is:

Provide general knowledge of the business environment in RC 

to the project partners (CAS and SE).

Based on guidelines worked out by CAS, select candidate RE 

and compile RE presentations to be used in the matching 

process.

Assist during planning and carry out of Selection Mission by 

CAS to RC (see 5.2).

Assist SE and RE in arranging meetings between these com­

panies (group or individual). (See 5.4.)



Assist RE in contacts with local banks, authorities, trade 

promotion organisations, etc (see 5.4. and 5.5).

Of these tasks, the selection of candidate RE and assistance in RE 

contacts with authorities etc. must be regarded as the most important.

The best suited institutions to handle these tasks are, as we think, a 

central or regional industrial development organisation. If such an 

organisation is involved deeply in a project like this, one ensures that 

the RE selected will get proper assistance. In many countries, a helping 

hand from such organisations is of key importance. Not only for their 

ability to get necessary financing, permits, etc. to be able to start a 

technology transfer project, but and maybe most important, for their 

ability to utilize the full scope of industrial opportunities that comes 

along with the transfer agreement. This includes assistance with 

expansion financing, raw material supply, recruitment, export/import 

quotas, etc.

Therefore, the best way to raise the probability for success of a 

tehnology transfer deal (for the RE and ultimately for the R C ) is to 

involve an industrial development organisation in RC early in the 

project by appointing it C A R .

SELECTIO N  OF R EC IP IEN T ENTERPRISE (RE)

Often, technology transfer between a developed and an undeveloped 

/developing country involves certain amounts of economic subsidies to 

the SE (and/or R E) from foreign aid and similar organisations.

This project is based upon the idea that such assistance shall be limited 

to the creation of direct contact between the RE and SE. The rest shall 

be based on normal business relations.

This means that the requirement on the participating RE must be set in 

such a manner that the RE, in the eyes of the SE, appears as an 

interesting business partner.



Page 39

Our experience from this project has shown that the following require- 

ments must be met by the companies selected as RE:

o Management capable of handling international relations,

o Marketing competence

o Experience from the product market where RE seeks techno­

logy

o Well specified technology needs

o Defined development plans for product area and total enter­

prise as a whole

o Sound financial situation and support from banks and authorities

These requirements conform with what a SE expects from a would-be 

business partner.

The experience from the product markets where technology is sought is 

important. Projects where the RE wants to start totally new ventures 

should be avoided. Without the market knowledge within R E, the 

alternatives for future business based cooperation (licensing, joint- 

ventures, subcontracting, etc) will be limited and thereby affect the 

possibilités to find a good SE. It is also very important that the 

management of RE is well motivated to enter a project like this.

Preliminary selection of candidate RE shall be done by C A R , based on a 

check-list worked out by CAS. The C A R  shall invite interesting 

companies in their country/region to compile a company presentation 

including the following:

o Enterprise history

o Products, markets and competitors

o Production facilities and marketing organisation

o Management and owners, bank

o Economic information

o Employees and skill level

o Development plan (motives and figures)
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o Technology sought

o Form of technology transfer/cooperation desired

o Business opportunities offered for future SE

The C A R  shall assist candidate RE in their compilation of this company 

profile presentation. This material shall then be the base for CAS 

matching procedure. It is therefore essential that the C A R  adds their 

comments on each proposed RE so that CAS can give it the right 

priority.

5.3 SELEC TIO N  O F SOURCE ENTERPRISE (SE) 

(M A TC H IN G  PROCESS)

The CAS shall be responsible for the search of suitable enterprises in 

SC who has access to the technology sought by R E. This is a tim e- 

consuming process, which demands creativity and good knowledge of 

the industry in SC. It also demands very good information on the RE and 

their technology needs.

Ideally this matching process by CAS shall be started by a preliminary 

matching procedure based on RE profiles and comments provided by 

C A R . The result of such a procedure shall be 2-3 alternative, proposed 

collaboration partners (technology source enterprises SE) per R E.

In selecting SE, it is important that every candidate can meet the 

following requirements:

o Detailed experience of and internal specialists on the techno­

logy sought by the RE

o Serious interest in doing business with a partner in the region

/country concerned

o Management capable of handling international technology

transfer based on business principles 

o Sound financial situation



It is important that the candidat SE fully understands that its compen­

sation for participation in this technology transfer project comes out of 

the possible future business deals that the SE can do with its collabora­

tion partner. Therefore, it is important that the CAS after discussions 

with the SE and at the earliest possible stage can agree on the 

formulation of a collaboration proposal to be communicated to the RE. 

This collaboration proposal will then be a motivator for the SE to 

continue its allocation of managerial resources to the project.

Our experience from this project leads us to recommend the following 

matching procedure to be used in a forthcoming technology transfer 

projects of the same kind:

A . Compilation of RE information and technology needs, done by 

RE and with comments by C A R .

B. Based on A, CAS does a list of 2-3 theoretical collaboration 

partners, including SE general presentation, per RE.

C . CAS plans and undertakes a mission to the RC and visits the RE 

selected by the C A R . C A R  assists in planning and participates 

at CAS visits to SE.

D. CAS contacts SE of interest to RE and tries to get SE into the 

project.

E. When interested SE is found, CAS works out a collaboration 

proposal, including detailed information on SE and suggested 

way of creating a business relation/technology transfer.

F . The collaboration proposals are sent to RE (with copies to CAR  

and U N ID O ). Direct contacts between RE and SE shall be 

encouraged.
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Through the mission under C , the CAS people (2 is recommended to 

participate) will get to know the candidate RE and their management 

and at least a bit of the country and its business climate. This will be 

very valuable during the following discussions with SE. The mission will 

also bring together the C A R  and CAS representatives, thereby easing 

future contacts.

The result of the mission shall preferably also be a ranking of the RE, 

regarding their abilities etc. as specified under 5.2. This ranking shall 

be used by CAS in planning the matching process (available budget, 

ability to find good SE, etc). C A R  shall participate in this ranking 

process.

5.4 N E G O TIA TIO N  PROCESS

The ultimate goal of the matching process is to bring one SE and one 

RE in personal contact with each other. In this pilot project the first 

direct contact should take place during a Group Visit to Sweden and all 

representatives of CAS, C A R , RE, SE and UN ID O  should gather in 

Malmoe. From there each RE would accompany their SE to its plant to 

start the negotiations.

Since we were dealing with top management in small/medium-sized 

companies, who normally are very busy people and reluctant to delegate 

issues of this nature to subordinates, we had to set the date for the 

Group Visit 4-6 months after the completion of the collaboration 

proposal. In the meantime, several RE and SE voluntarily got in touch 

with each other. Some RE even visited their SE in Sweden. A couple of 

Swedish SE also complained about the long pause in the project. They 

were eager to see their would-be partner and see what was behind the 

collaboration proposal.

Our conclusion is that it is important to stimulate and assist in 

organising direct contact between SE and RE as soon as the collabora­

tion proposal is ready. Such a meeting shall take place e’ther at SE or 

at RE. The managers involved at both companies want to see what the

▲ à
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would-be partner looks like. At this stage, the "touch and smell" 

component mentioned under 5.1 above is vital.

We think the best way of organising direct contact is to form small 

groups of 3-5 companies who, preferably assisted by CAR/CAS, visit 

the other country and their partners. This will mean several Group 

Visits within one project, but it also means that no one needs to wait a 

long time, and loss of momentum is avoided.

The participation of C A R  representatives during these small Group 

Visits is essential. Like CAS, also C A R  needs a first hand information 

on the SC and SE involved in order to be able to give proper assistance 

to RE during the following carry-out of technology transfer agree­

ments.

We do recommend that the first contacts take place in SC and at the 

SE. The main reasons are:

o Many of the selected SE are probably not normally engaged in

technology transfer. The motivation to devote management 

time and money to travel to a developing country to see a 

company they barely know will most likely be very low. We 

think it is easier to motivate (and maybe raise subsidies for) the 

RE to be the first to knock on the door.

o If the SE shall be the first visitors, they might stress the export

part of a possible agreement in order to justify their travel 

expenditure and thereby risking that the discussions will get a 

wrong bias from the beginning.

In the formulation of a cooperation agreement between RE and SE, 

valuable assistance can be provided by CAS and C A R  and also UN ID O . 

Such assistance can take the form of creative speaking partner, advice 

on agreement formulation, etc. Through continued contact with the 

involved companies, CAS/CAR can also early detect when something 

unforeseen happens and get things moving again. These follow-up 

activities are important.



FO LLO W -U P  A CTIV ITIES

When this report is written in December 1983, the project has created 

some 10 substantive SE-RE-relations. Most of these relations are 

documented in the form of letters of intent or similar. The negotiation 

process is thus far from ended. Scandiaconsult discussed the negotiation 

situation with the Swedish companies during September-October 1983. 

These contacts clearly indicated that the Swedish companies were 

eager to close some kind of a quick business deal with their new foreign 

partner. Before investing in more contacts/discussions they wanted to 

see that the new business relation also can create positive cash-flow.

To us, this is an expression of the fact that the "trust-building process" 

is very important and that the business relations which ultimately shall 

lead to technology transfer must be built up step by step. The involved 

companies must be given time to get to know each other through 

various kinds of business deals. Therefore, we do recommend that the 

CAS/CAR-network actively promotes all kinds of business relations 

between the RE and SE, as long as technology transfer is within sight. 

Here we like to point out a few things we think are essential in the 

follow-up activities.

First, most of the Swedish companies have underlined that they want to 

send a manager to visit their RE as soon as possible. The SE wants to 

have first hand information on his would-be business partner, if he shall 

be prepared to invest his own money in the build-up of a future relation. 

The financing of the visit by an SE manager to RE can be an obstacle 

and here the CAR/CAS-network should have resources available to 

support. Such visits can maybe be arranged in the form of group visits. 

They shall take place 4-6 months after first visit by RE to SE.

As said above, it is important that a business deal can be closed as soon 

as possible after initial contacts. Type of deals that shall be promoted 

by the CAS/CAR-network is for example:



Assistance from SE to RE to improve RE:s plant lay-out, flow 

of material, etc. Can be done by experienced supervisor sent 

from SE and paid by R E.

Assistance from SE in product construction and design, choice 

of raw material, tool design, etc. Can be done remotely by SE 

and paid by R E.

Training of R E personnel at SE plant and/or training instructors 

sent from SE to RE and paid by R E.

Transfer of older but still usable equipment from SE to R E. This 

can be done in a form of gift, loan, rent or purchase. It can also 

be combined with installation and start-up assistance.

Marketing of SE products based on an agency agreement. Such a 

deal can also include build-up of spare part and service organi­

zation.

Extended agency agreement where final assembly is included.

A ll these types of deals, and others not mentioned above as well, shall 

be the first step on the road to a cooperation that will lead to 

substantial technology transfer. It is assumed that services rendered 

and products delivered shall be paid for according to normal business 

principles. It is an advantage if, at an early stage, a technology transfer 

plan in the form a letter of intent can be mutually agreed on by the 

involved companies. The larger deals, such as royalty-based licencing, 

joint ventures, sub-contracting agreements, etc. will emerge in a 

natural way out of the business relations built up as described above. 

During the follow-up activities, it is important that the CAS/CAR 

watches the development of the relations and maintains a certain, but 

positive and constructive, pressure on the involved companies to 

continue towards the technology transfer goal.
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From what has been said above, one can conclude that technology 

transfer projects like this cannot be labelled success or failure until 3-4 

years after start-up. During this period, the network of CAS, C A R  and 

UNID O shall be kept intact. The level of activity will vary over time 

but for promotional and follow-up activities, the network shall exist. 

This must be considered when the budget and allocation of resources 

are determined.

A t two points during the project, the CAS and C A R  shall do a formal 

follow-up of each SE-RE-project.

o Within two months after first direct contact between SE and

RE.

o 8-10 months after first contact/preliminary agreement between 

SE and RE.

The C A R  shall contact the RE involved and the CAS shall get in touch 

with the SE. Both C A R  and CAS shall thereafter write a document 

presenting project situation and suggesting follow-up activities. The 

documents shall be exchanged and also sent to the initiating organi­

sation (UNID O). Based on these documents, decisions on supporting 

activities may be taken. Other decisions on project support shall, of 

course, be taken whenever participating companies requests such sup­

port.

Final evaluation of the outcome of each SE-RE-relation cannot be done 

until 1,5-2 years after direct contact between the companies. If the 

created company contacts have not resulted in agreements involving 

technology transfer at that stage, that project can maybe be regarded 

a3 a failure. However, we must realize that created contacts may give 

spin-off effects, which in reality will lead to technology transfer. Such 

spin-off effects can be hard to track, but the probability is high that 

they will occur.



F U TU R E  TE C H N O L O G Y  TR A N S FER  PR O JECTS

General Comments

The basic idea behind the project is to create contacts between business 

enterprises in a developed country and similar companies in developing 

or undeveloped countries. Out of such contacts shall technology trans­

fer develop.

Our experience from this pilot project is that this basic idea is very 

good. The business enterprises, both in SE and RE, have been very 

positive to a participation in the project. SE companies of the size we 

are dealing with here do seldom have resources for opening up contacts 

with business partners in developing countries. These initial contacts 

are too costly and risky for such companies. Therefore, most of the 

Swedish SE we have been in touch with have praised the promoting 

function undertaken by UN ID O  and CAS-CAR-netw ork.

From a Swedish point of view, the selected lines of business (metal 

working and light engineering) have been a good choice. The likelihood 

to find a special technology, sought by a company in the developing 

country, within these fields are high. There are also hundreds of 

small/medium sized companies to choose among during the matching 

process.

Other lines of business where Sweden has interesting technology and 

suitable companies are:

o Transportation equipment industry (both complete vehicles and

vehicle parts)

o Building material industry (especially wood and concrete based

products and systems)

o Furniture industry (specialty: knocked-down furniture)

o Electro-mechanical industry (specialty: automatic control sys­

tems)

o Energy industry (products for production and saving)
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In the selection of countries to participate in a project like this it is 

important that the recipient countries can be regarded as commercially 

interesting by small and medium sized source enterprises in the source 

country. If such commercial interest becomes too weak, the demand for 

economic subsidies of various kinds will immediately emerge.

Qur experience as coordinating agency in the source country also leads 

us to recommend that no more than three recipient countries are 

handled at the same time.

Final Conclusions:

o UN ID O  technology transfer promotion through the build-up of a

contact creation network is a very good idea and launching of 

more, similar projects is recommended.

o The networks created shall be planned to be operational for a

period of 3-4 years with activity varying over time.

o Working methods of the network must be adjusted to business

habits. The network must facilitate direct contacts between 

source and recipient enterprises.



USE OF REM AIN ING  RESOURCES IN P ILO T P R O JE C T

To further promote the technology transfer projects created so far (see 

Annexes) we do recommend that UNIDO uses the remaining economic 

resources as follows:

o Economic assistance to RE to cover training for own employees

at SE or costs for SE specialists to visit RE. 

o Economic assistance to SE/RE to cover for Swedish managers

from SE to visit their new partners for continued negotiations, 

o Continuation of the existing C A S -C A R  network for follow-up

purposes during another 12-18 months.

In addition to what is mentioned above, resources can also be used to 

cover costs for adaptation of transferred tehnology to suit the special 

RE-conditions and needs. However, we do instead recommend that 

UNIDO allocates a certain amount of the remaining economic resources 

to a second round of promotional activities by the existing network. 

During the ranking process after mission, many interesting companies 

had to be overlooked. Already compiled information and existing 

experience within UNIDO/CAS/CAR can now, and for a marginal cost, 

be used to create additional contacts between source and recipient 

enterprises. Such additional matching process shall be concentrated on 

companies mutually selected by CAS and UN ID O .
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ANNEX No. 0

LIST OF COM PANIES IN C O L LA B O R A TIO N  PROPOSALS

Case Report -  Annex No. 1

Mr. B.R. Shivashankar 
Toolcraft
H M T Industrial Estate 
BANGALORE-560 031 INDIA

Case Report -  Annex No. 2

Mr. Sudarshan K . Maini 
Maini Precision Products P. Ltd. 
B-59, Functional Industrial Estate 
Tumkur Road, Peenya 
BANG ALORE-560 058 INDIA

Case Report -  Annex No. 3

Mr. Ravi C . Sonalkar 
Sonalkar Tool Works Pvt. Ltd. 
P.O. Box 24
HARIHAR-577 601 INDIA

Case Report -  Annex No. 4

Mr. S.K. Ladha 
BDK Valves Private Limited 
Kutchi House Jayachamaraj Nagar 
HUBLI-580 020 INDIA

Case Report -  Annex No. 5

Mr. Harsh C . Desay 
Elmeca Works 
Post Box No. 17
DHARW AD-580 007 INDIA

Case Report -  Annex No. 6

Mr. V.P. Rao 
Indo Hacks Ltd.
"Satya Tulsi" 1-11-251/4/11/1 
Kirloskar Colony 
Begumpet
HYD ER ABAD -500 016 INDIA

M r. Roy Ivarsson 
Storebro Bruks A
S-590 83 STOREBRO SWEDEN 
0492-30160

Mr. P G . Fransson
Torsten Ullman AB
S-340 36 M OHEDA SWEDEN

0472-70820

Mr. Gosta Bjork 
Skandinaviska Chuckfabriks AB 
Box 121
S-282 00 TY R IN G E  SWEDEN
0451-50970

M r. Goran Andersson 
AB Somas 
Box 107
S-661 00 SA FFLE SWEDEN
0533-16700

M r. Bengt Ohlsson 
Lofab Square AB 
Box 16034
S-200 25 M A LM d SWEDEN
040-945320

Mr. Mats Elfsberg 
Westlings Sflgbladsfabrik AB 
S-780 50 VANSBRO SWEDEN
0281-11030
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Case Report -  Annex No. 7

Mr. O .T . Blom
Alpex Engineering & Trading Co.
"St. Therese"
176, Lake Road
M AHAR AG AM A SRI L A N K A

M r. Thomas Ekholm 
Svenska N o-H a AB 
Stora Nyby Gârd
S-635 19 ESKILSTUNA SWEDEN 
016-110390

Case Report -  Annex No. 8

Mr. A.S. Prabhakar 
Swarna Electricals 
14, Subbarama Chetty Road 
Basavanagudi
BANGALORE-560 004 INDIA

Case Report -  Annex No. 9

Mr. Pravin Lad 
Dynamics Engineering Ltd. 
Enterprise Road 
P.O. Box 18624
NAIROBI K E N Y A

Case Report -  Annex No. 10

Mr. S.W. Ohingo
T .J . Cottington <5c Partners Ltd.
P.O. Box 41826
NAIROBI K E N Y A

Case Report -  Annex No.11

Mr. Abed Abou Freihka 
Tanta Motors Company 
P.O.Box 111
TA N TA  E G Y P T

Case Report -  Annex No. 12

Mr. Arvind K. Bhide 
Systems Engineering P. Ltd.
Post Box No. 3828
1-A, Peenya Industrial Area, phase II 
BANGALORE-560 058 INDIA

M r. Jan Hedin
Backer Elektro-Varme AB
S-280 10 SiOSDALA SWEDEN
0451-60500

M r. Anders Lindahl 
Kjallstroms Mekaniska Verkstad AB 
S-535 00 KVANUM  SWEDEN
0512-92400

Mr. Eje Dahlin-Karlsson 
AB Linde-PML 
Box 33
S-334 00 ANDERSTORP 
0371-^6100

Mr. Anders Lindahl 
Kjallstroms Mekaniska Verkstad AB 
S-535 00 KVANUM  SWEDEN
0512-92400

M r. Roland Wickstrom 
Svedala-Arbrâ AB
S-233 00 SVEDALA SWEDEN
040-401100
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Case Report -  Annex No. 13

Mr. K . Rajapakse 
D. Samson Industries Ltd.
P.O.Box 778
97, First Cross Street
COLOM BO 11 SRI L A N K A

Mr. Bengt Jonsson 
Trelleborg AB
International Projects Division 
Box 501
S-231 01 TR E LLEB O R G  SWEDEN 
0410-51000

Case Report -  Annex No. 14

Mr. Saied Iskandar Farag
Egyptian Society for Soldering Supplies
P.B. 101
C A IR O  E G Y P T

Mr. Anders Alfredsson 
Elgasvets AB 
Box 306
S-443 01 LER UM  SWEDEN
0302-11600

»
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Malmo 1983-06-15 58.0648-01

ANNEX No. 1

C O L LA B O R A TIO N  PARTNERS

Toolcraft, Bangalore, Karnataka, India 
and
Storebro Bruks AB, Storebro, Sweden.

SELECTIO N  PROCEDURES

Based on the report from Expolaris (subannex 1:1) and the short briefing by Mr. 
HSnell, Toolcraft was selected as one of the potential recipient enterprises to be 
further promoted for collaboration with a Swedish enterprise. The main reasons 
for the selection were:

o A positive overall impression of the company.

o It was said to be a company with a very high technological level.

o The management was said to be good, although the company is small.

o A very professional presentation of the company itself, its resources, its 
present products and marketing channels and also identification of items 
for transfer of technology etc. was submitted during this phase (subannex 
1:2) .

After the selection phase an attempt was made to make a preliminary matching 
with the Swedish enterprise Varnamo Maskin AB (subannex 1:3). They showed 
interest in the project and submitted information on the company and its 
products. However, their products were not actually within the present product 
line of Toolcraft, so this contact was dropped after presentation to Toolcraft.

The impressions from the visit to Toolcraft during the Mission in M ay-June, 
1982, were put down in the Enterprise Discription (subannex 1:4). The following 
came out of the visit:

o It was confirmed that the technical capability is very high, as are the 
managerial och marketing capabilities.

o The company is already working with N C  technology.

o Some very specific technical areas were pointed out where Swedish enter­
prises are able to transfer the requested technology.

o Ideas on the forms of future collaboration were presented.

9 »
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After the Mission, there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, Toolcraft was put in the group of 
potential recipient enterprises, which should be finally matched with Swedish 
partners.

M A TC H IN G  PROCEDURE

As Toolcraft listed their desired technology in order of priority and the first 
item was NC-lathe technology, it was quite natural to start among the Swedish 
manufacturers of such equipment. The first company contacted was Storebro 
Bruks AB, which immediately showed interest in the project. After studying the 
information available thoroughly and after a meeting with Scandiaconsult, a 
Collaboration Proposal was worked out.

C O L LA B O R A TIO N  PROPOSAL

The collaboration proposal is attached (subannex 1:5) and contains the following 
framework for future collaboration:

a Toolcraft and Storebro will start a joint venture company for the product­
ion of a NC-lathe model for the Indian market.

o The contribution of Storebro will be all the technical know-how about their 
NC-lathe type 260 C N C .

o The contribution of Toolcraft will be the production facilities and the 
marketing organization in India.

o Investigations on external financial sources will be made.

N EG O TIATIO N S

In connection with the Group Visit to Malmoe, Sweden, April 5-8, 1983, Mr. B.R.
Shivashankar, Toolcraft, and Mr. R. Ivarsson, Storebro Bruks AB, discussed
future collaboration starting with the framework given in the Collaboration
Proposal but soon they came into a blind alley and had to find a new approach.
The main contents of this are:

o A technical collaboration initially based on the NC-lathe 260 C N C  but in 
the future also on the 300 C N C  model.

o The main mechanical components will be bought from Storebro. The elec­
tronics will be bought in India from Fanuk. Hoods, steel structures and 
assembly will be made by Toolcraft as per Storebro specifications.

o For the technology transfer, i.e. drawings, know-how and training, Tool­
craft will pay Storebro a lump sum of US $ 52,000 and a royalty of 3 %  per 
machine of the value added.

o During the next 18 months Toolcraft will buy from Storebro ten machines 
knocked down into components, excluding the electronics.
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o The trade mark will be Storebro-Toolcraft. 

o This agreement has to be confirmed by the Indian Government, 

o Toolcraft will draft a contract.

P R O JE C T STATUS JU N E  83

Both parties have expressed their satisfaction with the development of this 
collaboration so far and the plans they have worked out to implement it.

Toolcraft will work out a memorandum of agreement and a draft contract. They 
will also arrange all necessary permits from the Indian Government. This may 
require assistance from the coordination agency in India, Karnataka State Small 
Industries Development Corporation, KSSIDC.

P R O JE C T STATUS O C TO B ER  83

The memorandum of understanding which Toolcraft should write was received by 
Storebro in early August. Internal evaluation of the project and agreement was 
ready in late October. Storebro then signed the memorandum, which is enclosed 
here as Subannex 1:6, with only one addition (cost for assisting in the selec- 
tion/development of interface; see § 4).

A precondition for signing the agreement, strongly stressed by the labour unions 
at Storebro during the obligatory discussions with them regarding a contract of 
this kind, has been that Storebro will get an opportunity to deliver certain parts 
of complementary products to Toolcraft.

Storebro already plans for the production at Toolcraft of a more modern model 
than the one covered by the present agreement. Such production can start within
1-2 years at Toolcraft.

During the period up to signing the memorandum, Storebro has discussed with 
other Indian companies on export of their lathes to India. The difficulties to 
solve servicing and maintenance of their products on a rather closed market 
supported the choice of local production through Toolcraft.

Comments

Mr. Ivarsson of Storebro stressed that they find this type of cooperation, with 
technology transfer involved, an interesting alternative to straight export. He 
also stressed that if Storebro shall be prepared to invest considerable amounts in 
building up a relation with Toolcraft, it is essential that he or his marketing 
manager can be able to visit Toolcraft in India to see their plant and evaluate 
the possibilities for future business. He suggested that UNIDO arranges some­
thing similar to the Group Visit to Malmoe, but for the Swedish companies to 
India. It is not necessary for UN ID O  to subsidise the travel costs, but it would be 
an advantage, if the visit was planned and supervised by UNIDO and the Indian 
Authorities involved.



Mame and other id e n t if ic a t io n  data of the firm
A ToolcraftA-05, HMT In d u str ia l E state  Bangalore 560 031

Factory a lso  a t:  4-B , Peenya Industrial Area Phase I ,  2-nd Cross Bangalore 560 058
Managing d irec to r: B R Shivashankar, B.E.
Tel: 306 19, 305 11, 389 39 
Telex: 0845-564 
Cable: "Craft"
Established 1961.

I

Datas about the people employed in  the firm 
P rofessional s t a f f :  12

0 Number o f  s k i l le d  labour: 28 
Number o f  u n sk illed  labour: 8

Annual turnover, eq u ity , p r o f its  and economic facts
Turnover 1980: 2 894 000 In R
Orders for 2 414 000 In R spring 1981.
The firm i s  making good p r o f it s .

Product mix
Two- and three-dim ensional pantograph engraving machines, 
spark erosion machines, 15-200 amps.
Grinders, d r i l l in g  machines, machine too l accessories as c o l le t s ,  chucks, feed f in g e rs .

Production technology, equipment and other technical information
Complete manufacture c f  machines from raw m aterials involving  a r t i f ic ia l  ageing, forg in g , p laning, metal cu ttin g , heat tr e a t­
ment, grinding, assembling and te s t in g .
All relevant equipment for the above processes, including la th es  grinders, broaching machines, d r il l in g  machines, furnaces, 
testin g  equipment.
The firm has an advanced technology.



Datas about marketing organization e tc
In India a l l  products are marketed by Perfect Machine Tools Co Ltd, Bombay. |

IOverseas marketing i s  carried  out by HMT International Ltd.

The future plans o f the firm
The firm i s  looking for new markets, western Europe among e ls e .
They a lso  plan to  strengthen th e ir  technology in  the actual f ie ld ,  including con tro llin g  m icrodata-technique.

The p o s s ib i l i t i e s  o f  the firm
The company i s  very q u a lified  and has good p o s s ib i l i t ie s .

Recommendations and proposals
1) Marketing contacts should be estab lish ed  with an importing agent in  Europe or Sweden.
2) The company should be put in  contact with a Swedish company sp ec ia lised  in  NC-technique.

The company don't have much to learn concerning trad ition a l manufacturing (d r i l l in g , la th in g  e t c . ) .
\ J
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T h is  i s  a v e r y  b r i e f  r e p o r t  h i g h l i g h t i n g  t h e  
p o s s i b i l i t y  o f  t e c h n o lo g y  t r a n s f e r  from  S w ed en .

M a ch in e  T o o l I n d u s t r y ,  w ith  w h ich  TOOLCRAFT 
i s  p r e s e n t l y  a s s o c i a t e d ,  h a s  f a i r l y  w e l l  d e v e lo p e d  
i n  ou r c o u n t r y ,  f o r  p r o d u c t io n  o f  b a s i c  m a ch in e  
t o o l s  — th o u g h  t h e r e  i s  much t o  b e  d e s i r e d  i n  t h e  
m eth od  o f  m a n u fa c tu r e  a d o p ted  and t h e  q u a l i t y  
p r o d u c e d . The t r e n d  i n  t h e  m a n u fa c tu r e  o f  m a ch in e  
t o o l s  i n  W e ste rn  C o u n tr ie s  i s  t o  u s e  m ore o f  
e l e c t r o n i c  c o n t r o l s  b a s e d  on n u m e r ic a l c o n t r o l  and  
c o m p u te r is e d  n u m e r ic a l c o n t r o l  s y s t e m s .  The same 
i s  y e t  t o  b e  u t i l i s e d  i n  I n d ia  th o u g h  r e a l i s a t i o n  i s  
now s e t t i n g .

U n l i k e  t u r n - k e y  p r o j e c t s  w h ere t h e  w h o le  p r o j e c t
ni s  drawn up from  t h e  b e g i/n in g , in  t e c h n o lo g y  t r a n s f e r  

t o  e x i s t i n g  u n i t s  i n  I n d ia ,  i t  i s  v e r y  im p o r ta n t  t o  
s t u d y  t h e  i n f r a s t r u c t u r a l  f a c i l i t i e s  a v a i l a b l e  t o  a b so rb  
su c h  t e c h n o lo g y  t r a n s f e r  b y  t h e  b e n e f i c i a r y  u n i t .
H ence i n  t h i s  r e p o r t  m ore im p o r ta n ce  i s  g iv e n  t o  su c h  
f a c i l i t i e s  a v a i l a b l e  i n  TOOL CIAFT. T h is  c o u ld  be  
r e f e r r e d  t o  in  C h ap ter  I .
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C h a p ter  I I  & I I I  in d e n t! fy = ? s  t h e  d i f f e r e n t  
i t e m s  t h a t  c o u ld  b e  t a k e n  u n d e r  t h i s  t e c h n o lo g y  
t r a n s f e r  and t h e  c o r r e s p o n d in g  u n i t s  i n  Sw eden who 
a r e  m a n u fa c tu r in g  t h è s e  i t e m s .  T hough t h e r e  are  many 
i t e m s  s o  i d e n t i f i e d  i t  i s  d i f f i c u l t  t o  s a y  as t o  hew 
many f ir m s  w o u ld  b e  i n t e r e s t e d  t o  p r o v id e  t h e  t r a n s f e r  
o f  t e c h n o lo g y .

C h a p ter  I V  d e a l s  i n  t h e  m e th o d o lo g y  and l i m i t ­
a t io n  o f  t h e  t e c h n o lo g y  t r a n s f e r .
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ABOUT TOOL.CRAFT AND INFRASTRUCTURAL FACILITIES;
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ABOUT TOOLCRAFT

TOOLCRAFT, a R e g is t e r e d  S m a ll  S c a l e  I n d u s t r y  
w as s t a r t e d  i n  th e  y e a r  1 9 6 1 , b y  M r .B .P .S h iv a s h a n k a r ,
B .E . ,  D . I . I . S c . ,  as an a n c i l l a r y  t o  HMT L t d . ,  B a n g a lo r e  
560  0 3 1 , i n  t h e i r  I n d u s t r i a l  E s t a t e .  By t h e n  M r .S h iv a sh a n k a  
h ad  p u t  i n  a b o u t 7 y e a r s  s e r v i c e  in  HMT L t d . ,  as a  
t o o l  d e s ig n  E n g in e e r  and had  c o n s id e r a b le  e x p e r ie n c e  
i n  t h e  f i e l d .

I n i t i a l l y  TOOLCRAFT was f u n c t io n in g  m a in ly  
a s  a  C e n t r a l i s e d  h e ^ t  t r e a t m e n t  sh o p , w i t h  a b a t t e r y  
o f  im p o r te d  fu r n a c e s  e q u ip p e d  w it h  a u to m a t ic  tem p e r ­
a t u r e  c o n t r o l l e r s  and c o n n e c te d  m e tr o lo g y  e q u ip m e n ts .  
TOOLCRAFT, a t  t h a t  t im e ,  w as n o t  o n ly  s e r v i n g  t h e  
r e q u ir e m e n ts  o f  o t h e r  f a c t o r i e s  s i t u a t e d  i n  t h e  
E s t a t e ,  b u t  a l s o  was s e r v in g  t h e  n e e d s  o f  o t h e r  
f a c t o r i e s  i n  and around K a rn a ta k a  S t a t e ,  s i n c e  i t  was 
t h e  o n ly  o n e  su c h  f a c t o r y  i n  t h e  p r i v a t e  s e c t o r .

A lo n g  v / ith  t h e  h e a t  t r e a tm e n t  o p e r a t i o n s ,  jo b  
w orks o f  m a n u fa c tu r in g  ' p r e c i s i o n  m a c h in e  t o o l  
a c c e s s o r i e s  w e re  a l s o  b e in g  d o n e  t o  HMT L t d .



W ith  t h e  g a in e d  e x p e r ie n c e ,  m a n u fa c tu m  o f  
c la m p in g  e q u ip m e n ts  f o r  A u t o m a t ic s ,  C a p s ta n s , T u r r e ts  
and m i l l i n g  a c c e s s o r i e s  w as t a k e n  up and t h e  p r o d u c ts  
becam e q u i t e  p o p u la r  in  a s h o r t  w h i l e .  E ven new 
we a r e  t h e  o n ly  on e m a n u fa c tu r in g  t h e s e  c la m p in g  
eq u ip m en ts i n  S o u th e r n  K a r n a ta k a . The y e a r s  t h a t  
f o l lo w e d  a r e  o n e  o f  r a p id  d e v e lo p m e n t in  m ach in e  
t o o l  b u i l d i n g  a c t i v i t i e s .

A d ven t o f  1 9 6 8 , u s h e r e d  i n  new e r a  in  t h e  
a c t i v i t i e s  o f  TOOLCRAFT. In  t h i s  y e a r  T w o -d im e n s io n a l  
P a n to g ra p h  E n g r a v in g  M ach in e w as m a n u fa c tu r ed  
w ith o u t  an y o u t s i d e  t e c h n i c a l  know -how .

D u r in g  t h e  y e a r  1 9 7 2 , T h r e e -d im e n s io n a l  
P a n to g ra p h  E n g r a v in g  M ach in e  was b ro u g h t o u t ,  w ith  
ou r own t e c h n i c a l  know -how , w h ic h  r e s u l t e d  in  t h e  
u n iq u e  d i s t i n c t i o n  o f  g e t t i n g  t h e  N a t io n a l  Award f o r  
in d ig e n o u s  d e s ig n  and m a n u fa c tu r e . I n c i d e n t a l l y ,  
on our s t a r t i n g  t h e  m a n u fa c tu r e  o f  t h e s e  m a ch in e , 
G overnm ent o f  I n d i a ,  ban n ed  t h e  Im p ort o f  t h e s e  
i n t o  ou r  c o u n t r y ,

1973 i s  a y e a r  t o  rem em ber s i n c e  f o r  t h e  f i r s t  
tiim e we s t a r t e d  e x p o r t in g  o u r  m ach in es t o  A u s t r a l ia  
and h ave s i n c e  g o n e  a lo n q  way in  e x p o r t in g  our  
m ach in es t o  v a r io u s  c o u n t r i e s .  The c o u n t r ie s  t o

A



w h ic h  we h a v e  e x p o r te d  a r e :

A u s t r a l i a Burma Canada
I n d o n e s ia Ir a n M a la y s ia
P h i l l i p i n e s S in g a p o r e  S o u th  K orea
W est Germany T a n z a n ia
W ith  a z e s t  t o  e n t e r  i n t o  new a v e n u e s ,  d u r in g  

1 9 7 5 , w i t h  t h e  h e lp  o f  N a t io n a l  A e r o n a u t ic a l  L ab ora­
t o r y ,  B a n g a lo r e , who g a v e  t h e  know-how f o r  e l e c t r o ­
n i c s ,  t h e  f i r s t  S p a r k  E r o s io n  M achine w as m a n u fa ctu r ed  
and as o f  d a t e  o v e r  900 m a c h in e s  in c l u d i n g  P a n to g ra p h  
E n g ra v in g  M ach in es a r e  w o r k in g  n o t  o n ly  i n  I n d ia  b u t  
abroad  t o o ,  t o  t h e  c o m p le te  s a t i s f a c t i o n  o f  t h e  
c u s to m e r s .

D u r in g  t h e  sam e y e a r  L m d  n f  1 .6  H ec t adirés  ̂f o r  
e x t e n d in g  t h e  f a c t o r y  was p u r c h a se d  in  P e e n y a  I n d u s t r i a l  
A rea and a m odern f a c t o r y  w it h  a l l  f a c i l i t i e s  was 
p u t u p .

I n  a d d i t io n  t o  o u r  p a r t i c i p a t i n g  in  t h e  m ajor  
m ach in e  t o o l  e x h i b i t i o n s  a t  home and a b r o a d , i t  i s  
an a c h ie v e m e n t t o  s a y  t h a t  we a S m a ll S c a l e  I n d u s t r y  
had e x h i b i t e d  ou r m a ch in es i n  EMO 2 , H annover (W .G.) 
in  1 9 7 7 .

Of / /w X
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In  a d d i t i o n  t o  t h e  m a c h in es  m e n tio n e d  e a r l i e r ,  
we h ave  b e e n  m a n u fa c tu r in g  C o -o r d in a te - .  . D r i l l i n g  
M achine o f  25  rtm c a p a c i t y .  W atch C ase m a n u fa c tu r in g  
m a ch in es and B ench D r i l l i n g  M ach in es o f  6 mm and 
13 irm c a p a c i t y ,  124 o f  t h e s e  i n  B u lk  w e r e  e x p o r te d  
t o  I n d o n e s ia  d u r in g  1 9 7 9 .

The y e a r  198 0  was a la n d  mark in  t h e  h i s t o r y  . 
o f  T o o l c r a f t .  D u r in g  t h e  y e a r  t h e  b i g g e s t  e v e r  
S p a rk  E r o s io n  M ach in e  o f  t r a v e l l i n g  B r id g e  Type t o  
b e  b u i l t  i n  o u r  c o u n tr y  was m a n u fa c tu r ed  and d e l iv e r *  
t o  a D e fe n c e  E s t a b l is h m e n t .

As t h e  p la n n in g  i s  e n v is a g e d  i t  i s  t h e  d e s i r e  
o f  T o o l c r a f t ,  t o  b u i ld  m ach in e  t o o l s  w it h  e l e c t r o n i c  
c o n t r o l s  t o  m atch  t h e  e v e r  in c r e a s in g  n e e d s  o f  in d u s ­
t r i e s  f o r  s u c h  e q u ip m e n ts .
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IN F 3A STRUCTURAL PACILITI ES s

TOOLCRAFT i s  m a in ly  d iv id e d  i n t o  4 d i v i s i o n s :

TOOLCRAJET W ith  t h e i r  f a c t o r y  a t  4 (B ) , P een ya
I n d u s t r i a l  A rea  w h er e  m o st o f  t h e  
m a ch in e  t o o l s  a r e  b e i n g  m a n u fa c tu r e d .
P l e a s e  r e f e r  S h e e t  N o. i o .
f o r  d e t a i l s  o f  m a c h in e s  I n s t a l l e d .

TOOLCRAFTPROCESS: A s e r v i c e  sh o p  lo c a t e d  i n  HMT 
I n d u s t r i a l  E s t a t e ,  t o  c a r r y o u t  
h e a t  t r e a tm e n t  o p e r a t io n  o f  
d i f f e r e n t  t y p e s  o f  s t e e l s .
P l e a s e  r e f e r  S h e e t  N o. n .
f o r  d e t a i l s  o f  e q u ip m e n ts  i n s t a l l e d .

TOOLCRAFT ACCESSORIES

TOOLCRAFTSYSTEf-S:

L o c a te d  i n  M .S .R . I n d u s t r i a l  
E s t a t e  w ith  a c o m p le te  m ach in e  
sh o p  f o r  m a n u fa c tu r e  o f  m ach in e  
t o o l  a c c e s s o r i e s  l i k e  c o l l d t  
c h u c k s , a r b o r s  e t c .
P l e a s e  r e f e r  S h e e t  N o . 12
f o r  d e t a i l s  o f  m a c h in e s  i n s t a l l e d .
L o c a te d  i n  t h e  p r e m is e s  o f  4 (B ) ,  
P e e n y a  I n d u s t r i a l  E s t a t e ,  P een ya  
I  P h a se  t o  m a n u fa c tu r e  e l e c t r o n i c  
c o n t r o l s  f o r  m a ch in e  t o o l s ,  w ith  
p la n s  t o  p ro d u c e  NC C o n t r o l s .
P le a s e  r e f e r  S h e e t  N o. 1 3 .
f o r  d e t a i l s  o f  e q u ip m e n ts  a v a i l a b l e .
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A p art from  t h e s e  b r a n c h e s  TOOLCRAFT h a s  a l s o  
a s i s t e r  c o n c e r n  w o r k in g  a s a n c i l l a r y  t o  th em  in  
t h e  name o f  P r e c i s i o n  E n g in e e r in g  E n t e r p r i s e s  lo c a t e d  
a t  A -0 9 , HMT I n d u s t r i a l  E s t a t e  w h ere  m a c h in e s  l i k e  
D r i l l  P o in t  G r in d e r s ,  D r i l l i n g  m a ch in es a r e  b e in g  
m a n u fa c tu r e d . P le a s e  r e f e r  t o  S h e e t  N o. 14  
f o r  d e t a i l s  o f  e q u ip m e n t a v a i l a b l e  and p r o d u c t s  
m a n u fa c tu r e d .

W ith  r e g a r d  t o  t e c h n i c a l  p e r s o n n e l  a v a i l a b l e  
t o  a b so rb  t h e  t e c h n i c a l  t r a n s f e r ,  TOOLCRAFT and  
i t s  a l l i e d  f ir m s  h a v e  15  M e c h a n ic a l E n g in e e r in g  
G rad u ates and d ip lca n a  h o l d e r s ,  5 - E l e c t r o n i c  e n g in e e r s  
and many o t h e r  t r a i n e d  s t a f f  l i k e  e l e c t r i c i a n s ,  
w irem en , e t c .

The c a p i t a l  o u t l a y  o f  t h e  f ir m  i s  as f o l lo w s *
C a p it a l  in v e s t m e n t  i n
P la n t  and m a ch in ery *  Rs.. 1 .8 0  m i l l i o n .
I n v e s tm e n t  on B u i ld in g
E l e c t r i c a l  I n s t a l l a t i o n  e tc *  Rs. 1 .0 0  m i l l i o n .
T o t a l  c o r p o r a t e  s a l e s /
T u rn over*  Rs. 7 . 5  m i l l i o n .
N o. o f  e m p lo y e e s  i n  a l l  t h e
b r a n c h e s  * 120*





4* V e r t i c a l  M i l l i n g  M ach in e  FV 3 BFW 
5* C y l in d r i c a l  G r in d e r  d—9 MyFords
6 .  C y l in d r i c a l  G r in d e r  G -13*
7 .  WMK S u r f a c e  G r in d e r  1 0 0 0  x  2 5 0  mnt
8 .  A lex  H y d r a u l ic  S u r f a c e  G r in d e r  H -208s
9 .  S lid e w a y  G r in d e r  JOF S —3 * ’
.1 0 .Hacksaw C u t t in g  M a c h in e -K ir lo s k a r :
1 1 .  R a d ia l D r i l l i n g  M ach in e 40rraa c a p a c i t y  TANSI*
1 2 .  P raga  B en ch  D r i l l i n g  M ach in es
1 3 .  P e t l a r  B ench D r i l l i n g  M achines
1 4 .  Bench D r i l l i n g  M ach in e -1 /2**  c a p a c ity *
1 5 .  D r i l l i n g  M achine 1 /2 "  c a p a c i t y  WOLF*
1 6 .  D r i l l i n g  M ach in e 1 / 4 “ c a p a c i t y  WOLF*
1 7 .  D r i l l i n g  M a ch in e-H ea v y  D u ty  1 / 4 “ c a p a c it y *
1 8 .  Two D im e n s io n a l P a n to g r a p h  E n g ra v in g  M achine*  
l 9 . S i n g l e  l i p  c u t t e r  G r in d e r , SCG-24*
2 0 .  D ual Head P e d e s t a l  G r in d e r -N a t io n a l*
2 1 .  P ot a b le  G r in d in g  M ach in e  c a p a c i t y  WOLF*
2 2 .  A ir  C om p ressor 1-HP KARTIK*
2 3 .  W eld in g  S e t  ORLICONs
2 4 .  P e t l i n g  M ach in e 6 ” ( P o r t a b le  g r in d in g  M /c) WOLF*
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TOOL CRAFT • PROCESS

A-05,HMT I n d l . E s t a t e ,
' BANGALORE-31*_&__MAgHINggY__£NSTALLgDi ■

MACHINERY:

1 # D e g u ssa  E l e c t r i c  M u ff le  F u rn a ce :
i  -  ,

2 .  B a g s v ig  E l e c t r i c  M u ff le  F u rn ace*

3* Ju n k a r  H4-gh Temp. M u ff le  F u rn a ce :

4 .  E le c t r o d e  S a l t  B a th - B a g s v ig ;
5 .  ' AEI/BIRLEC H ig h  Temp. E le c t r o d e  S a l t  Bath*

6 . .  B a g s v ig  E l e c t r i c  T em p erin g  B ath*
7 .  A d d iso n  S h o t  B l a s t  C a b in e t  10  HP C om pressor

8 .  W ilso n  USA R o c k w e ll H a rd n e ss  T e s te r *  

H y d r a u lic  S h a f t  S t r a i g h t e n i n g  P r e s s - 5  Tons*9 ..
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TOOLCRAFT ACCESSORIES, 

M .S .R * COILEGE PREMISES,; 
BANGALORE—560 054s

PLANT__&__ MAfflIN?R]T_ _INST^LLED_x

MACHINERY;
C e n tr e  L a th e  LB 1 7 /1 0 0 0  nun HMT Makes
C en tre  L a th e  LB 1 7 /7 0 0  nun HMT Make:
H igh S p e e d  Copy T u rn in g  L a th e  POLISH;
U n iv e r s a l  Mi 11 ing^ M ach in e FU—1 BFW Make*
M i l l in g  M ach in e  . PRAGA;
U n iv e r s a l  C y l in d r i c a l  G r in d e r  G 13/800U : HMT:
C y l in d r i c a l  G r in d e r  G-9 HMTs
I n t e r n a l  G r in d e r  G -9 . HMT;
I n t e r n a l  G r in d e r  SOC-100 JOTES:
H o r iz o n t a l  B r o a c h in g  M a c h in e -10 TONS RUSSIAN: . 
V e r t i c a l  S l o t t i n g  M ach in e: WMW:
Hacksaw c u t t i n g  m ach in e  COBRA N 0 .9  KIRLOSKAR
U n iv e r s a l  T o o l & C u tte r  G r in d e r  3A—64 RUSSIAN;
Bench G r in d e r  (D u al Head) INDIAN:
T w o -D im e n s io n a l E n g ra v in g  M achine INDIAN:
B u ff in g  M ach in e D u al Head INDIAN;

.......................................................... 
-------—
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TOOL CRAFT S Y S T E M S
4 (B )# P e e n y a  I n d u s t r i a l  Area# P h a se  I#  2nd c r o s s #BANGALORE—560 058*

EQUIPMENTS AVAILABLE»

The s t a n d a r d , t e s t i n g  and m e a su r in g  
in c lu d e *

V o l t a g e  S ta n d a r d  
C u rr e n t S ta n d a r d  
O s c i l l o s c o p e  
P u ls e  G e n e r a to r  
F req u en cy  C o u n ter  

- D i g i t a l  M u lt im e te r  
D i g i t a l  Component T e s t e r  
L C R B r id g e#  e t c .

in s tr u m e n ts

- 0 O0 -



PRECISION ENGINEERING ENTERPRISES, 
A .0 9 £ _ H O T = I ^ y S ^ R | ^ =| S ^ ^ T E t _BANG ALgRE_560_031_:

PLANT AND MACHINERY INSTALLED -  
DETAILS :

1 . C e n tr e  L a th e  LBl7/lO 00m m HMT Make.
2 . C e n tr e  L a th e  H22/1000mm HKT M ake.
3 . M i l l i n g  M achine VF3 BFW Make.
4 . U n iv e r s a l  C y l in d r i c a l  G r in d e r  G 17/800U HMT Make.
5 . U n iv e r s a l  C y l i n d r i c a l  G r in d e r  G 17/500U HMT M ake.
6 . S u r f a c e  G r in d er PRAGA Make.
7 . T o o l & C u tte r  G r in d e r ADDISON Make.
8 . H on in g  M achine EIFC0 M ake.
9 . H acksaw C u t t in g  M ach in e  C obra N o .9 KIRLOSKAR Make
1 0 . B ench D r i l l i n g  M ach in e INDIAN.
1 1 . H a rd n ess  T e s t e r INDIAN.
1 2 . A ir -C o m p r e sso r  1 H .P . INDIAN.



and e l e c t r o n i c  i t e m s  b a s e d  on t h e  f a c i l i t y  t h a t  i s  
a v a i l a b l e  w it h  th em . T hough i t  i s  p r u d e n t  t o  p r e f e r  
i te m s  w h ic h  a r e  o f  a l l i e d  n a t u r e  t o  w h at i s  b e in g  
m a n u fa c tu r e d , i t  i s ‘.q u i t e  p o s s i b l e  t h a t  w h at h as  
b een  i d e n t i f i e d  may n o t  b e  a v a i l a b l e  f o r  t r a n s f e r '  
from  S w ed en . H en ce t h e  t r a n s f e r  o f  t e c h n o lo g y  c o u ld  
b e  f o r  m a n u fa c tu r e  o f  a n y  o n e  o f  t h e  i t e m s  g iv e n  b e ­
low in  t h e  o r d e r  o f  p r i o r i t y .

I te m s  o f  m a c h in e  - t o o l s  -  p r e f e r a b l y  w it h  
E l e c t r o n i c  c o n t r o l s  -  n am ely :
(a )  NC L a th e s  (sm a ll/m e d iu m  s i z e ) .  "
(b ) M i l l in g  and d r i l l i n g  m a c h in e s  w ith  

program m e/NC c o n t r o l .
( c )  D ie  s i n k i n g  m a ch in es  w it h  e l e c t r o n i c  

c o p y in g .
(d ) Any o t h e r  m a ch in e  t o o l  r e q u ir e d  in  

to o lr o o m S
M achine t o o l  a c c e s s o r i e s  su c h  as a
(a )  C o l l e t s  -  c o l l e t  c h u c k s .
(b ) Q u ick  c h a n g e  M i l l i n g  and D r i l l i n g

ch u ck s and a d o p t e r s .
/

E l e c t r o n i c  C o n t r o ls  f o r  m a ch in e  t o o l s :
(a )  programme c o n t r o l l e r s .

E



(b ) D i g i t a l  r e a d o u t  s y s t e m s .
( c) N u m e r ic a l C o n t r o ls .

%T he n e x t  c h a p te r  g i v e s  t h e  p r o b a b le  f ir m s  in  
S w eden  who a r e  m a n u fa c tu r in g  s i m i l a r  i t e m s  a g a in s t  
e a c h  o f  t h e  ab ove su b  d i v i s i o n #  who may. be c o n ta c te d  
f o r  t h e  t e c h n o lo g y  t r a n s f e r .

t

I f  i t  i s  n o t  p o s s i b l e  t o  g e t  t h e  know how t o  
m a n u fa c tu r e  any o n e  o f  t h e  ab ov e  i t e m s ,  TOOLCRAPT 
w o u ld  b e  i n t e r e s t e d  t o  know i f  i t  i s  p o s s i b l e  fo r  
t h e  f i  rms f a l l i n g  u n d er  M ach in e T o o ls  and M achine  
T o o l A c c e s s o r i e s  c a t e g o r y ,  i n  Sweden t o  p r o v id e  
t r a i n i n g  f o r  tw o  E n g in e e r s  in  t h e  f i e l d  o f
(1 )  P r o d u c t io n  T e c h n o lo g y  and (2$ I n s p e c t i o n .
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CHAPTER I I I
ID E N T IFIC A T IO N  OP UNITS IN  SWEDEN FOR TRANSFER

OP TECHNOLOGY»

. C o n tin u a tio n  Sheet N u m b e r - 1 7 -  -

S w eden  b e in g  v e r y  w e l l  ad vanced  i n  E n g in e e r in g  
T e c h n o lo g y , i t  may n o t  b e  d i f f i c u l t  t o  i d e n t i f y  
f ir m s  f o r  t h e  t e c h n o lo g y  t r a n s f e r .  H ow ever, i t  r e ­
m ains t o  b e  s e e n  a s  t o  how m any su c h  f ir m s  w o u ld  b e  
w i l l i n g  t o  c o - o p e r a t e ,  i n  t h i s  sch em e and t o  w hat 
e x t e n t .  T hough I n d ia  i s  now p r o d u c in g  a lm o s t  a l l  t y p e s  
o f  m ach in e  t o o l s ,  w h at i s  l a c k in g  m ost i s  t h e  c a p a c i t y  
t o  p ro d u c e  m a ch in e  t o o l s  i n  la r g e  q u a n t i t i e s ,  b y  a d o p t­
in g  m ass p r o d u c t io n  m e th o d s . H ence maximum im p o r ta n c e  
h as t o  b e  g iv e n  t o  t h e  m eth o d  o f  m a n u fa c tu r e  a d o p ted  
b y  t h e  f ir m s  s e l e c t e d  i n  Sw ed en  and t r a n s f e r  o f  t e c h ­
n o lo g y  f o r  p r o d u c t io n  o f  i t e m s  i d e n t i f i e d  a b ov e  f o r  
m a n u fa c tu r e  i n  l a r g e  q u a n t i t i e s  i n  I n d ia .

The f ir m s  m a n u fa c tu r in g  ite m s  i d e n t i f i e d  a re  
g iv e n  in  t h e  sam e o r d e r  w i t h  a d d r e s s e s  and t e le p h o n e  
numbe rs .

r

r*

i

r
;

r

i

i--
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I .  MACHINE TOOLSi
Name o f  t h e  F ir m s:

1 . AB B ofors-U V A  
16131  BrommaJ o h a n n e s fr e d s v a g e n  1 5 /1 7  
T e le :  (0 8 )  26  27 80  T e le x :  19904

Ite m s  I d e n t i f i e d :

I n t e r n a l  G r in d in g  M achine:

r



N
\

3 . DOALL Company AB 
B O X  1 8•
S 14301  V arby 1 
T e l e : (0 8 )  710 02 50  
T e l e x :  10284

4 . J u n g n e r  In s tr u m e n t  AB 
1 7 1 2 5  S o ln a  Box 1295
T e l e : (0 8 ) 28 90 10  T e le x :  19592

Copy M i l l in g  M ach in e

S h a r p e n in g  M achine

5 ,  SAJO AB
Box 403  : v
S —331 01  Varnamo . 
T e l e : (0 3 7 0 ) 157 00  T e le x :  70  153

C o p y in g  M il l in g  M achine



M~»me o f  t h e  F irm s» I te m s  I d e n t i f i e d ?

6 .  STOREBRO B r tk s  AB ‘
S—5 9 0 8 3  S t o r e b c oS v e r i g e  NC L a th e sT e l e s (0 4  97 ) 30160  T e le x :  3943

7 .  , AB T o r s h a l la m a s k in e r  P .O .B o x  33 
S—6 4 4 0 0  T o s h a l la  T e l e : (0 1 6 )  35 57 60  

T e le x :  4 6 0 6 8

NG L a th e s  
C op y in g  M i l l in g  M achine

8 .. . W edevag I n t e r n a t i o n a l  AB 
S—7 1 1 0 2  V ed ev a g  T e l e : (0 5 8 1 )  2 6 1  00  
T e le x : .  73  343

T w is t  d r i l l  g r in d in g  
Machi n e

H  .  MACHINE TOOL ACCESSORIES;

1 .  Spv AB S v e n s k a  P r e c i s io n v e r k t y g  P a c t  131 02  N acka 2 ,
P la n ia v a g e n  32 T e l e * (0 8 )  71  62 510  T e le x :  10839

A c c e s s o r i e s  f o r  
D r i l l i n g
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C o n tin u a tio n  Sheet N u m b e r - 2 0 -

Name o f  t h e  F irm ai I te m s  I d e n t i f i e d »

2 .  E m inent T o o l AB,
Box 404  S -6 3 1  06T 
E s k i l s t u n a  F a b c ik s g a t  an 6 T e le :  (.016) 12 54 40  
T e l e x : 4 6 0  34

Q u ick  chan ge ch u ck s  and
Q u ick  lo c k  t o o l i n g  s y s te m s

3 .  O berg M achine Company,Box 1 S - 6 3 1  H igh  fr e q u e n c y
E s k i l s t u n a  g r in d in g  s p in d le s
T e l e : (0 1 6 )  13 74  60  
T e le x :  4 6 0  67

4 .  S y ste m s  3R I n t e r n a t i o n a l  AB 
S o r t e r  a r g a t  an 1S -1 6 2 2 6  A c c e s s o r ie s  fo r
V a l l in g b y  EDM
T e l e : (0 8 )  739 00 80  
T e le x *  13044

III.ELECTRONICS :
1 .  A rbogs — S y ste m s

AB A rboga M ek anisk a V e r k s ta d  
7 3 2 0 0  A rboga,T e l e * (0 5 8 9 )  12 720  
T e le x :  7 3 3 1 8

A u tom ation  sy s te m s  
f o r  m ach in e t o o l s
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Name o f  t h e  F irm s: I te m s  I d e n t i  f i e d  :
? »-■ 
í -’

2 .  ASEA AB E l e c t r o n i c s  D i v i s i o n
721 83  V a s t e r a s  P rogram m ing s y s te mT e l e : (4 6  2 1 ) 1 0 .0 0 .0 0  f o r  m ach in e  t o o l s. T e le x  s 4 0 7 2 0

f \
£Í!

I;:

3 . F a c i t  AB D at a p r o d u c k te r  10545  S to c k h o lm ,  
L u xb ack en  1 T e le :  (0 8 ) .  73  8 6 .0 0 0  
T e le x : ’ 1 6 0 0 0

Program m ing sy s te m  f o r  m a ch in e  t o o l s

&•£

Ï5-
b

J o h a n s so n  C.E. AB 
6 1 3 1 0 5  E s k i l s t u n a  Box 365
T e l e : (0 1 6 )  11 70 00  
T e le x :  460 80

E l e c t r o n i c  m e a su r in g  in s tn u m e n ts

Sr
5̂.'

5 . AB ATEW 
BOX 12 5 ,S -6 4 2  0 0  P le n  
T e l e : (0 1 5 7 )  133 30 
T e le x :  641 20  
M anaging D ir e c t o r :  M r .I .M .W la s s ic s

t
£

E l e c t r o n i c  sy s te m  . 
f o r  I n d u s t r i a l  a p p l i c a t i o n .

7

î

*■
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Name o f  t h e  F irm s; ( I t e m s  I d e n t i f i e d :

6* S ATT E l e c t r o n i k  AB 
Box 32 306  S—126  Stockholm "  T e l e : (0 8 ) 8 1  01  00  
T e le x :  10884  
M an agin g D ir e c t o r  Mr. K a r l-E m il W erner

N .C .S y s te m s  
f o r  M achine T o o ls

7 .  SAAB-SCANIA AB . _ . _
S -5 8 1  88 L in k p in g  N .C .S y s te m sT e l e : (0 1 3 )  11 54 00  - f o r  m ach in e t o o l s
T e le x :  500 40

\



CHAPTER IV :

TECHNOLOGY TRANSFER : METHODOLOGY:

C o n tin u a tio n  Sheet Number

S i n c e  n o  c l e a r  i n d i c a t i o n  h a s  b ee n  g iv e n  as t o  
t h e  m e th o d o lo g y  o f  t e c h n o lo g y  t r a n s f e r  i t  i s  assum ed  
t h a t  t h e  sam e c o u ld  b e :  ''

1) T r a n s f e r  o f  T e c h n ic a l  knew how b y  p r o v id in g  
d r a w in g s , d e s i g n s ,  e t c .

2) P a r t i c i p a t i o n  i n  t h e  m a n u fa c tu r e  o f  t h e i r  
i t e m s  i n  b e n e f i c i a r y  u n i t  i n  I n d i a .

3) p r o v id in g  o n ly  t r a i n i n g  t o  p e r s o n n e l  i n
s p e c i f i e d  f i e l d  i n  t h e i r  f a c t o r i e s .

\

• - 0T he l i m i t i n g  f a c t o r  i n  s u c h ^ t e c h n o lo g y  t r a n s f e r
§in  t h e  f in a n c e  I n v o lv e d  i n  p a y in g  t o  t h e  f ir m s  i n  

Sw eden an d  t h e  c o s t  o f  b a la n c in g  eq u ip m en t t o  b e  b o u g h t  
t o  u p g r a d e  p r o d u c t io n  o f  s e l e c t e d  I t e m s .  I t  i s  
a l s o  w o r th  i n v e s t i g a t i n g  i f  t h e  f i o n s  In  Sw eden w ould  
b e  I n t e r e s t e d  i n  b u y in g  b a c k  t h e  it e m s  p ro d u c e d  u n d er  
t h e i r  t e c h n i c a l  knew how and I f  t h e y  w o u ld  b e  I n t e r e s t e d  
in  p a r t i c i p a t i n g  f i n a n c i a l l y  i n  t h e  p r o d u c t io n  o f  t h e i r  
i t e m s .  T h is  w ou ld  h e lp  t h e  b e n e f i c i a r y  f ir m  t o  g e t  t h e  
r e q u ir e d  c le a r a n c e  from  G overnm ent o f  I n d i a  f o r  t r a n s f e r  
o f  f o r e ig n  e x c h a n g e . TOOLCRAFT w is h e s  t o  l i m i t  su c h  
t r a n s f e r  o f  f o r e ig n  e x c h a n g e  t o  ab ou t Rs.3 0 0 ,0 0 0  t o  
Rs.5 0 0 ,0 0 0  ( a p p r o x . 150 , 00  0 t o  2 5 0 ,0 0 0  S k r )  .
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I f  i n  c a s e  i t  i s  n o t  p o s s i b l e  t o  g e t  t e c h n o lo g y  
t r a n s f e r  f o r  m a n u fa c tu r e  o f  i t e m s  as i d e n t i f i e d ,  
T00LCRA5T w ou ld  b e  i n t e r e s t e d  t o  know i f  i t  i s  p o s s i ­
b l e  t o  u p g r a d e  t h e  m a n u fa c tu r in g  t e c h n o lo g y  b y  
t r a i n i n g  o f  tw o  o f  t h e i r  E n g in e e r s  in  t h e  f ir m s  in  
Sw eden f a l l i n g  u nder. M ach in e  T o o ls ,  and M ach in e  T o o l 
A c c e s s o r i e s  in  t h e  f i e l d  o f  (1 )  P r o d u c t io n  and
(2 )  I n s p e c t i o n .



SCANDlACONSULT PRELIMINARY
MATCHING

Malmo 1982-05-07 58.0648-01

S ub an n ex  ' : j

RECIPIENT ENTERPRISE 

IB2 T o o lc r a f t

CANDIDATE PARTNER ENTERPRISE

Name: Varnamo M askin  AB
Address: Box 2 2 0 4 , S -3 3 1 0 2 VARNAMO
Phone: 0 3 7 C -1 1540 Telex: 70049
Managing director: L ars L in d b la d
Contact person:

Turnover: 30 M SEK Employees : 135
Product mix: M i l l in g  m a c h in es

1 9 8 2 -0 5 -0 4  Phone t o  Mr. L ars L in d b la d
Mr. L in d b la d  show ed i n t e r e s t  in  t h e  p r o j e c t .  The com pany t o ­day h as c u s to m e r s  a l l  o v e r  th e  w o r ld . H ow ever, t h e r e  i s  n o t  
an a g e n t in  I n d ia  a t  p r e s e n t .  The company d o e s  n o t  h a v e  any  l i c e n c e e s  b u t  t h e y  a r e  w i l l i n g  t o  n e g o t i a t e  a b o u t i t .
Mr. L in d b la d  w i l l  su b m it some in fo r m a t io n  on t h e  com pany.



DAGENS PRODUIvTION:
K ik lu rcn n ^ L -n  upp 49 pro­
e m i .  D el sk riv cr  Yaniuin  
M a sk in  A li  in i k ill bokslu  
1981 m ed un m in g e  andrà 
%*-rkty fa in a  sk ill UÌI v crk arc 
u m p a r  f i r  a lt bail 
k v ar i u lfo rs b a c k e n . V arna* 
mo M ask in g  re ce p ì Гог a lt 
o v c rlev a  ha/ m in g a  ingre- 
d ic n s e r
•  b la m Ja r d is c n id e  n ia sk in cr
•  M o d u lsy slcm
•  A ge n lp rv c r k s a m h e l to m  
k o ru p lc tlc ra r  cg n e  eorli- 
o icn L
•  U lv e c k iin g s r id  ю т  d n r  
upp fraruO da r ik llin jc r .
"Mur m inga verksiudcr кал kò- 
ra vn hOgsofuukcred п ш и п  p i 
art hog lOnsaiidirlsiuvi? Den 
nb*»au>UUverk«re wen vuijcr * v  
(Lukerede iosrungar reducerar 
of la kundunderiaget mad Uopo* 
и г \ м г " .

• VD L^rm LmdbUd och hens 
ledrungsgmpp i Vamemo Ma* 
»km twr vail den enkU vagen. 
Da B an u ale iren  bar lo r n  ell 
pa/ piborjede sofisiikerade m«* 
skmprojekl hell enkell lagts 
n«d. Forelagvla kna/fiaer ar
ГогыаА^ med biib»<a, ralUnjig.* 
siyi В т ,  F i  CNC-»ysiem bar 
leveJBaU  frin  Vurrurao Ma* 
;k in  da teneste Iren.

’’Kundem a >ka ju kunna rak* 
na hem un mvesimngvkaikyl", 
s iger Lars Lmdbled. "For de 
fiesta bUr del bdbgare all kópa 
an enkiare maskin uch Lagge ul 
m er^ou>cerad produkuun p i 
leg< Щ

VjBSamo Maskin lycks ha 
' vail rail vag. Forsuljrungcn g ir  

ijrw ide. I fjoi >ieg fakiurenng* 
«n frin  25,7 nil 18,4 Mkr. Under 
de u «  forala m insderna i i r  ha­
de fòrelagct cn ordennglng

s E a S c e S S i s t  o c S i'a

j c s e r  W a m a m o isi .vinsi

Verktygs-

vard 10 Mkr, 47 procenl bAllre 
in  under ы п т «  bd 1981.

Ekunomin ska forbatlraj yt* 
terUgure med den nya genera­
tion masiuncr Vaniamo Maskin 
nu L ib erar . JI-C3Q NC kaites 
den furila produkten. Del ur 
S v e n g o  forvia inoduluppbygg- 
da fras. Den aka s i  smltungum 
f i  efierfu^ ATe genom heU pro* 
dukiprugrainmeL Fruiniidcna 
frasniaskin t i l ls  ihop av modu* 
ler.

Kundcm a aka kunna viU* 
mellan oltka avancerade slyr* 
system, fr in  komplctl £NC* 
styrrang ned bil manuuil slyr* 
rung vomì olika bearbclmngshu* 
vuden. Framtida blLskutl i mo* 
duLyalenien omiatlw rundbord, 
palJettliantcnngsulrusining. au* 
lomulisk verklypsvA*img m m.

"Med modulsysiera f ir  vi 
làngre verier, sembdigt som le*

Med r*Ianni r v  
kla maikiwr em
ar lana ali "mk- 
mi Чет" far ha** lUrna k ir  merk* 
w d a K i f  B a r j t  

Walinmr. I 9.  ocK '- VD Lare Limi* 
bUtd p i Vernarne 
Muektn kunnal 
mmmem tWp n  
ВУ-ргиееяПр fak- 
litrrnnfMbiinfl 
l /juldreU boi»
•lui.

veranslidem a kan h iilas koru. ; .  Ageruurforsoljningen svanir i 
Kundcm a f i r  sjalva kombinera dag for cirka 7 Mkr » runt 14 
ihop maskmer som lekruskl och procenl — av onuftiimngen. Mi* 
prismostigl moisvarar deras lei i r  alt óka bll runl 30 procenl 
krav, De kan aitisi diskutera ra* * agemurforsaljmng. 
batter med tig s jilva  och a i abf> ; "Vi vili ha Iv i ben med nigot

- |*<r vi pruta”, ler marknadachef .a i  rur balena all »lì p i" ,  t ig e r
Bòrie Waliner. . .• B0q« Weliner.

-* Hall sortimenl ir  bara en  del
K o m p l e t t  p r o g r a m  ‘ bakum Virnumo Maskins Tram* 

F a r in g e i*  ig n e  fri.m u lu n o r . 84n«*r- ,М1пЙ« m ».km ull»erk». 
b e ck .s  upp » .  importmuikiner rc h jr  br*  produkier. Men f i  
u m  u fi*  p i .g .m bu .1*. har u ,lu .  ,1  h irt p i m erknad.-

•Vi furtóker m^-knacW ar. ГигшК *om f-n u lj.r o r .u g .l  I.
eli kompleii program т о т  v ìa  
Specifika o m rìd e frosiung och 
bon n uig", soger Lmrs Lmdblvd.

1978 bdqade del vandu. Om- 
aatlnmgen slannude p i 16 Mkr. 
Den g ir  nu moi »m »n«ra ire* 
dubblmg. FjuUrela boksiulvisa* 

i de rekord i alla kolumncr. Vuu- 
len blev 13 procenl av fakiure* 
rade ueloppel. Konanuungen 

' p i  totali kupiial Okade frìn  У bll, 
.18 procenl. SolldiU-len sUrkles 

frin  10 bU 17 procenl.

j Idcbank och r id
‘ BesliUare av specialmaakmer 
i vinde sig icke UU Virnam o Ma* 
skin. Fdretogel kundanpusaar 
 ̂p i sul eget sóli. De senavle ìre n  

* har konsimkuuruavdclrungtfn '

Dei lonar sig att mekànisera mera
Vili Du mekanisera Din svetsning 

Eller optimera redan befintlig? •

Svetsmekaniseringsspecialisten .

AG A Ljushem AB
erbjuder Dig kostnadsfri konsult* service eller besòk , vRing oss och avtala tid 040-935880

Varnumo. Svenska kunder som 
har inlresse av bredure masktnt 
program beàrbelas av en sp<- 
cieli agent. M u skinliU verkaren ; i «a semlat en gedigen idcbunk
har dessuiom sex egna firs ilja *  
re som Ull stdrsta dclcn jo bber 
med mindre fdretag. . ‘
• ^Diltg marknadsfiring 4r Iro* 

ligen oraaken Ull all m inga ma* 
slunlillverkare har s i  korta se>- 
n er", s ig er Lars Lindblad. ‘ ,

Ulomlands har V irnam ofin»* 
Lagel de senasie ire n  byggl upp 
ell Ull ageninil sum den sven* . 
ska persorulen rcyelbundel be* 
sik er. V im am o .Vlaskin Iror p i 
vikicn av personkuniakler. E a - . 
porltn har ocksi ukal frin  dry^t 
40 till dagens 70 procenl.

Del ar ell raddmngsprogram 
med kiam linjer som p i fem i r  
firvandUt Vkmemo Maskm 
frin  ell krufirelag Ull en av Ln- 
deU soiidaale vurkiygimaskin*- 
induamer. 1976 -  d i . Lara 
Lindblad log Over VT)-»kap<i -  
var fdretagel p i v ig  ulfOr 1 1 
snabb lakt. Han Tick om giende , 
borja med all permiUcra 23 av 
de 145 anslillda.

med firslag ocli synpunkler 
fr^n k under Over hele vurldcn. 
Den i r  rn vikUg, grand n ir  prva 
duklulvecklingen dukuleras.

"V i har iv cm isk at oss ijalva 
med all Praia wn kopierutrust* 
rung och CNC'SiyTmng av v ira  
fruinude maskiner”, s iger ul* 
veckUngsclicf. Marz Leiiner. 
"Storm duslnn viil ha mcr pro- 
dukbon med begronsad btmsn* 
rung. V ira  produkier kan i dag 
inle leva upp Ull den ruvin men 
vi ulveckLor nu nuiskmerna for 
all kunna siyras erk ell men on* 
d i  varg ar»pos*a«i* f ir  in«r och 
mer aulomausk Uilverkmng."

V im am o Meikmer bildor nu < 
ell rcgclrail uivecklingsrid, s k 
fulura*rid. D ir aka represen* 
Lanier for k .nder, fPrelagel och 
insUluUOn> * i furtsiUnmgen 
sundae pch mcr orgaruseral dia* 
kulera utvecli*ngsLrender och 
frambdene maskiner.

Ma r ia n n e  s t e k n e h

¿ 0 3 :a n , ̂ ecmarBsirfi^lD^raulcylsiij 
6  dimensSoiriier,"'8;.s8a]gJangdèi:.ÀIitid!' Sm à irofoyggEJiadsma^i; ISO-nonroer.' etSer hogiemperatyrtatBiàog.lrDget à

MscmsnHytfrauUcs AB Gótegprg 031490600. Jòraop^g 036-14 2090. konsud 054 180181. UihotangOll И 5065, Lud»eie 0740 182%
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SCANDIACONSULT ENTERPRISE
DESCRIPTION

1 . GENERAL

1 .1 Name and address of enterprise

Toolcraft
HMT Industrial Estate 
Bangalore-560031 
Phone: 30618, 30619, 30511 
Telex: 0845-564

1.2 Contact person
Mr B.R. Shivashankar, Managing Partner

i .3 Form of ownership
Private partnership.
Registered Small Scale Industry.
There are four divisions of Toolcraft, see attachment.

1.4 Invested capital

Machinery 1,8 M RS
Land and building’s 1 ,0 M RS

1.5 Annual turnover

Last year 7,5 M RS

1.6 Year established: 1961

2. PERSONNEL

2.1 Managerial and engineering staff
Managers 5
Engineers, grad 15 
Engineers 5

2.2 Clerical staff approx 20

2.3 Workers, total approx 80

Annex 6:31
Page 113
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SCANDIACONSULT ENTERPRISE
DESCRIPTION

3. PRODUCTION

3.1 Products

Two- and three-dimensional pantograph engraving machines. 
Spark erosion machines.
Coordinate drilling machines.
Bench drilling machines.

3.2 Main production processes. -

3.3 Main machinery

Lists of machinery and equipment are available at Scandia- 
consult.

3.4 Factory premises

Roofed production area -
Total land area 16 000 m2
Age of buildings 5-15 years

3.5 Production volume. —

3.6 Current collaboration agreements. -

3.7 Quality control. -

3.8 Input materials. -

3.9 Utilities. -

4. MARKETING

4.1 Main market

Annex 6:31
Page 1 14

Local and export



SCANDIACONSULT ENTERPRISE
DESCRIPTION

4.2 Distribution
In India all products are marketed by Perfect Machine 
Tools Co Ltd, Bombay.
Overseas marketing is carried out by HMT International Ltd.

4.3 Competitors. -

4.4 Market demand. -

4.5 Market share. -

4.6 Market surveysr -

4.7 Future plans. -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products 

See attachments.

5.2 New products in present product line 

See attachments.

5.3 New products outside present product line. -

5.4 Projected market demand. -

5.5 Projected plant capacity. -

Annex 6:31
Page 1 15

6 . COMMENTS
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IN F STRUCTURAL FACILITIES*

TOOLCRAFT i s  m a in ly  d iv i d e d  i n t o  4 d i v i s i o n s *

TOOLCRAFT W ith  t h e i r  f a c t o r y  a t  4 ( B ) ,P e e n y a
I n d u s t r i a l  A rea  w h e r e  m o st  o f  t h e  
m a c h in e  t o o l s  a r e  b e i n g  m a n u fa c tu r e d
P l e a s e  r e f e r  S h e e t  N o . i o .
f o r  d e t a i l s  o f  m a c h in e s  i n s t a l l e d .

TOOLCRAFT PROCESS s A s e r v i c e  sh o p  l o c a t e d  i n  HMT 
I n d u s t r i a l  E s t a t e ,  t o  c a r r y o u t  
h e a t  t r e a t m e n t  o p e r a t i o n  o f  
d i f f e r e n t  t y p e s  o f  s t e e l s .
P l e a s e  r e f e r  S h e e t  N o . n .
f o r  d e t a i l s  o f  e q u ip m e n ts  i n s t a l l e d .

TOOLCRAFT ACCES SORIES

TOOLCRAFT SYSTEMS *

L o c a t e d  i n  M .S .R . I n d u s t r i a l  
E s t a t e  w it h  a c o m p le te  m a c h in e  
s h o p  f o r  m a n u fa c tu r e  o f  m a c h in e  
t o o l  a c c e s s o r i e s  l i k e  c o l l d t  
c h u c k s ,  a r b o r s  e t c .
P l e a s e  r e f e r  S h e e t  N o . l?
f o r  d e t a i l s  o f  m a c h in e s  i n s t a l l e d .
L o c a t e d  i n  t h e  p r e m is e s  o f  4 ( B ) ,  
P e e n y a  I n d u s t r i a l  E s t a t e ,  P e e n y a  

i a s e  t o  m a n u fa c tu r e  e l e c t r o n i c  
: r o l s  f o r  m a ch in e  t o o l s ,  w it h  

p l a n s  t o  p r o d u c e  NC C o n t r o l s .
P l e a s e  r e f e r  S h e e t  N o . 1 3 .
f o r  d e t a i l s  o f  e q u ip m e n ts  a v a i l a b l e .
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A p a r t  fro m  t h e s e  b r a n c h e s  TOOLCRAPT h a s
a s i s t e r  c o n c e r n  w o r k in g  a s  a n c i l l a r y  t o  th em
t h e  nam e o f  P r e c i s i o n  E n g in e e r in g  E n t e r p r i s e s
a t  A -0 9 , HMT I n d u s t r i a l  E s t a t e  w h er e  m a c h in e s  

’ *
D r i l l  P o i n t  G r in d e r s ,  D r i l l i n g  m a c h in es  a r e  b e in g
m a n u f a c t u r e d . P l e a s e  r e f e r  t o  S h e e t  N o . 14
f o r  d e t a i l s  o f  e q u ip m e n t a v a i l a b l e  and p r o d u c t s
m a n u fa c tu r e d , ■

W ith  r e g a r d  t o  t e c h n i c a l  p e r s o n n e l  a v a i l a b l e  
t o  a b s o r b  t h e  t e c h n i c a l  t r a n s f e r ,  TOOLCRAPT and  
I t s  a l l i e d  f ir m s  h a v e  15  M e c h a n ic a l  E n g in e e r in g  
G r a d u a te s  and d ip lo m a  h o l d e r s ,  5—E l e c t r o n i c  e n g in e e r s  
and m any o t h e r  t r a i n e d  s t a f f  l i k e  e l e c t r i c i a n s ,  
w ir e m en , e t c .

T h e c a p i t a l  o u t l a y  o f  t h e  f ir m  i s  a s  f o l l o w s  * 
C a p i t a l  in v e s t m e n t  i n
P la n t  and m a c h in er y *  Rs.. 1 ,8 0  m i l l i o n .
I n v e s t m e n t  on B u i ld in g
E l e c t r i c a l  I n s t a l l a t i o n  e t c :  Rs. 1 .0 0  m i l l i o n .
T o t a l  c o r p o r a t e  s a l e s /
T u rn o v e r *  Rs. 7 . 5  m i l l i o n .
N o . o f  e m p lo y e e s  i n  a l l  t h e  
b r a n c h e s  s

a l s o
in
lo c a t e d
l i k e

l ? 0 i

lit
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P r o d u c t s  m a n u fa c tu r ed *
T w o -D im e n s io n a l  P a n to g r a p h  E n g r a v in g  M ach in es  

T h r e e - D im e n s io n a l  P a n to g r a p h  E n g r a v in g  M achine*  

S p a r k  E r o s io n  M ach in es*

C o - o c d in a r e  D r i l l i n g  M achine*

B en ch  D r i l l i n g  M achine*

L e a f l e t s  e n c l o s e d .



CHAPTER I I

IDENTIFICATION OP lTEt-6 FOR TRANSFER OP
TECHNOLOGY*

C o n tin u a tio n  Sheet N u m b e r

A m on gst t h e  many a r e a s  o f  t e c h n i c a l  a s s i s t a n c e  
t h a t  c o u ld  b e  e x p e c t e d  fro m  S w e d e n ,. TOOLCRAFT w is h e s  
t o  g i v e  p r i o r i t y  t o  t h e  m a c h in e  t o o l s ,  a c c e s s o r i e s  
and e l e c t r o n i c  I te m s  b a s e d  on  t h e '  f a c i l i t y  t h a t  i s  
a v a i l a b l e  w i t h  th e m . T h ou gh  i t  i s  p r u d e n t  t o  p r e f e r  
i t e m s  w h ic h  a r e  o f  a l l i e d  n a t u r e  t o  w h a t i s  b e in g  
m a n u f a c t u r e d , i t  i s ’.q u i t e  p o s s i b l e  t h a t  w h a t h a s  
b e e n  i d e n t i f i e d  may n o t  b e  a v a i l a b l e  f o r  t r a n s f e r '  
from  Sw eden^  - H en ce  t h e  t r a n s f e r  o f  t e c h n o l o g y  c o u ld  
b e  f o r  m a n u fa c tu r e  o f  a n y  o n e  o f  t h e  i t e m s  g iv e n  b e ­
lo w  i n  t h e  o r d e r  o f  p r i o r i t y .

( i )  I te m s  o f  m a c h in e  " t o o ls  — p r e f e r a b l y  w ith
E l e c t r o n i c  c o n t r o l s  — n a m e ly :
( a )  NC L a th e s  (sm a ll/m e d iu ir r  s i z e ) .
(b )  M i l l i n g  and  d r i l l i n g  m a c h in e s  w it h  

program m e/N C  c o n t r o l .
( c )  D ie  s i n k i n g  m a c h in e s  w i t h  e l e c t r o n i c  

c o p y in g .
(d )  Any o t h e r  m a c h in e  t o o l  r e q u ir e d  i n  

to o lr o o m ^
( i i )  M a ch in e  t o o l  a c c e s s o r i e s  s u c h  as*

( a )  C o l l e t s  -  c o l l e t  c h u c k s .
( b )  Q u ic k  c h a n g e  M i l l i n g  and D r i l l i n g

ch u ck s and a d o p t e r s .
/

( i i i )  E l e c t r o n i c  C o n t r o ls  f o r  m a c h in e  t o o l s :
( a )  program m e c o n t r o l l e r s .

p:
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Continuation Sheet Number - 16-

(b ) D i g i t a l  r e a d o u t  s y s t e m s .
( c) N u m e r ic a l C o n t r o ls .

T h e 'n e x t  c h a p t e r  g i v e s  t h e  p r o b a b le  f ir m s  i n  
Sw eden  w ho a r e  m a n u f a c t u r in g  s i m i l a r  i t e m s  a g a in s t  
e a c h  o f  t h e  a b o v e  su b  d i v i s i o n ,  who may be c o n t a c t e d  
f o r  t h e  t e c h n o l o g y  t r a n s f e r .

i

I f  i t  i s  n o t  p o s s i b l e  t o  g e t  t h e  know how t o  
m a n u fa c tu r e  any o n e  o f  t h e  ab ov e  i t e m s ,  TOOLCRAPT 
w o u ld  b e  i n t e r e s t e d  t o  "know i f  i t  i s  p o s s i b l e  f o r  
t h e  f ir m s  f a l l i n g  u n d e r  M ach in e T o o ls  and M achine  
T o o l A c c e s s o r i e s  c a t e g o r y ,  i n  Sw eden t o  p r o v id e  
t r a i n i n g  f o r  tw o  E n g in e e r s  in  t h e  f i e l d  o f  
(1 ) P r o d u c t io n  T e c h n o lo g y  and (2$ I n s p e c t i o n .

t
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TECHNOLOGY TRANS FER ; METHODOLOGY:

Continuation Sheet Number

S i n c e  n o  c l e a r  i n d i c a t i o n  h a s  b e e n  g iv e n  as t o  
t h e  m e th o d o lo g y  o f  t e c h n o l o g y  t r a n s f e r  i t  i s  assu m ed  
t h a t  t h e  sa m e c o u ld  b e :

1) T r a n s f e r  o f  T e c h n ic a l  knew how b y  p r o v id in g  
d r a w in g s ,  d e s i g n s ,  e t c .

2)  P a r t i c i p a t i o n  i n  t h e  m a n u fa c tu r e  o f  t h e i r  
i t e m s  i n  b e n e f i c i a r y  u n i t  i n  I n d i a .

3) P r o v i d i n g  o n l y  t r a i n i n g  t o  p e r s o n n e l  i n
s p e c i f i e d  f i e l d  i n  t h e i r  f a c t o r i e s .

\

A
T he l i m i t i n g  f a c t o r  i n  s u c h t t e c h n o l o g y  t r a r ^ f e r  

i a  t h e  f i n a n c e  i n v o l v e d  i n  p a y in g  t o  t h e  f ir m s  in  
Sw eden an d  t h e  c o s t  o f  b a l a n c i n g  e q u ip m e n t t o  b e  b o u g h t  
t o  u p g r a d e  flue p r o d u c t io n  o f  s e l e c t e d  i t e m s .  I t  i s  
a l s o  w o r th  i n v e s t i g a t i n g  I f  t h e  f ir m J  i n  Sw eden w ou ld  
b e  i n t e r e s t e d  i n  b u y in g  b a c k  r h e  i t e m s  p ro d u c e d  u n d er  
t h e i r  t e c h n i c a l  know how and i f  t h e y  w o u ld  b e  I n t e r e s t e d  
in  p a r t i c i p a t i n g  f i n a n c i a l l y  i n  t h e  p r o d u c t io n  o f  t h e i r  
i t e m s .  T h is  w o u ld  h e lp  t h e  b e n e f i c i a r y  f ir m  t o  g e t  t h e  
r e q u ir e d  c l e a r a n c e  from  G overn m ent o f  I n d i a  f o r  t r a n s f e r  
o f  f o r e i g n  e x c h a n g e .  TOOLCRAFT w is h e s  t o  l i m i t  s u c h  
t r a n s f e r  o f  f o r e i g n  e x c h a n g e  t o  a b o u t Ps.3 0 0 ,0 0 0  t o  
fe .5 0 0 , 0 0 0  ( a p p r o x .1 5 0 ,0 0 1  t o  2 5 0 , 00 0  S k r )  .
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I f  i n  c a s e  i t  i s  n o t  p o s s i b l e  t o  g e t  te c h n o lo g y -  
t r a n s f e r  f o r  m a n u fa c tu r e  o f  i t e m s  a s i d e n t i f i e d ,
TOOL CRAFT w o u ld  b e  i n t e r e s t e d  t o  know i f  i t  i s  p o s s i ­
b l e  t o  u p g r a d e  t h e  m a n u fa c tu r in g  t e c h n o lo g y  b y  
t r a i n i n g  o f  tw o  o f  t h e i r  E n g in e e r s  i n  t h e  f ir m s  in  
S w ed en  f a l l i n g  u n d er . M ach in e  T o o l s ,  and M ach in e  T o o l 
A c c e s s o r i e s  i n  t h e  f i e l d  o f  ( Ï )  P r o d u c t io n  and 
( 2 )  I n s p e c t i o n .  - ,
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COLLABORATION PROPOSAL

Recipient en terp r ise  
Toolcraft
HMT Ind. E sta te , Bangalore-560031, India ,
Contact person: Mr. B.R. Shivashankar, Managing Partner

Technological requirements of the rec ip ien t enterprise
Technology for the manufacturing of NC la th es of small and medium s iz e .

Partner en terp rise
Storebro Bruks AB 
S-590 83 Storebro
Contact person: Mr. Roy Ivarsson , Managing D irector  
Information of the en terp r ise  and i t s  products i s  enclosed.

Available technology of the partner enterp rise
The manufacturing programme of the company c o n sis ts  mainly o f : .

-o CNC-Lathes.
o High speed la th e s ,
o M illing machines,
o Surface grin d ers.
o S a ilin g  boats and motor c r u ise r s .
The required technology can be found w ithin  the f i r s t  product group, 
where the company has developed i t s  own technology and i t s  own pro­
ducts.

Proposed general framework for future co llab oration
During a v i s i t  to Storebro Bruks AB on August 30, 1982. Mr. Roy Ivarsson showed great in te r e s t  in the project a fter  stu o /in g  the previously submitted information on T oo lcraft. The follow ing sketch  
on the future co llab ora tion  was d iscussed:
o A jo in t venture co llab ora tion  w il l  be started .



SCANDIACONSULT COLLABORATION
PROPOSAL Page 2

o This company w il l  manufacture, market and make serv ice  on the 
machine to o ls  sp e c ified  for  the Indian market.

o The con trib u tion  to  th is  jo in t  venture company from Storebro
Bruks AB w i l l  be the complete know-how about the NC lathe type 
260 CNC and the standard la th e  type 195 GK. This includes a l l  
drawings, s p e c if ic a t io n s , manufacturing process and tra in ing  of p erso n e ll.

o The con trib u tion  to  th is  jo in t  venture company from Toolcraft
w ill be the production f a c i l i t i e s ,  lik e  machinery and b u ild in gs, p erso n e ll, management, marketing organisation  and working c a p ita l.

o I t  w il l  be in v estig a ted  i f  there are any p o s s ib i l i t ie s  to get fin an c ia l a ss is ta n ce  from Swedfund.
o Some part of each machine w i l l  be manufactured in  Sweden, pre- 

ferraoly a un it which requires com plicated, sp ec ia l purpose machining. This i s  necessary to  get the permission from the 
labour unions to get in to  the jo in t  venture.

o To cover the d irec t c o sts  in  e s ta b lish in g  the co llab ora tion , 
Storebro Bruks AB w il l  ask for  a cer ta in  amount o f the e s t i ­mated value o f the know-how as a cash payment and the r e s t  
w ill be considered as share c a p ita l in the jo in t venture company.

Further information requested by the partner enterprise
What does the marketing organ isation  look lik e?  W ill P erfect Machine 
Tools be involved? I f  so , p lease d escrib e th is  company b r ie f ly  regard­
ing organ isation , ownership, em ployees, product range e tc .  Also please  
explain b r ie f ly  the content of the contract between T oolcraft and 
Perfect Machine T ools.
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HISTORY OF S10REBR0 FROM 1728

When the widespread wars in the 18th century were ended and king 
Charles XII had been k illed  in Norway, Sweden f e l l  upon e v i l  times 
and token money was used exten sively  a l l  over the country- But 
the people r a ll ie d  and sought to find the power to heal the sores 
that had a f f l ic t e d  th eir  land - a power possessed by every country when needed. The time of great power was over, the borders o f the 
country had shrunk, but the aim of the people was to regain th e ir  lo s t  greatness within their  own borders. They started  to mine ore 
on a larger sca le  than e a r lie r , to build hammer forges and b la st  
furnaces. The resu lt of th is  was that in d u str ia l development went on at a rate greater than ever before.
It was at th is  time that Wilhelm Mauritz Pauli - a major, fo r est  
superintendent and squire - happened to cross the bridge where 
the highway went over the stream at Sjundekvill - the name by which 
Storebro was known at th is  time - and he noticed that much water 
power that could be used was oeing wasted. In 1726 th is  man Pauli had b u ilt  the foundry of Paulistrom, which was ca lled  a fter  him.
In addition to the fact that he found the w aterfa ll worth damming, 
he also saw that there were large fo r e sts  a l l  round for charcoal 
burning and many lakes and marshes with rich resources of bog ore.
Pauli returned to th is  p lace, now in company with major Karl Magnus 
Silfverh ielm  and Custaf Oxenstierna, assessor and baron, and on 
December 9, 1728 they granted the right to erect a hammer with 
2 forges. This franchise also included charcoal burning in 8 parishes 
and the right to take iron ore from 14- lak es. Flour and saw m ills  
were also b u ilt .  In 1732, after  having been granted further r igh ts  
a second hammer and two forges were in s ta l le d . In 1736 Pauli owned 
the m ill ou tright and then obtained the r igh ts for a foundry. Coal houses and sheds were b u ilt  on i s l e t s  down the stream.
These Fig enterp rises got beyond P a u li's  control and in 1742 he had to mortgage Sjundekvill as w ell as Paulistrom for a bigger loan from Rikets Standers Bank. On 17th December, 1748, as he could not 
redeem h is l i a b i l i t i e s ,  the m ill and farms went under the hammer 
for 220.000 daler "silvermynt". The purchaser was the merchant and squire Clean Hindrik Lefebure in Stockholm.
Lefebure was born in 1708 and in 1736 married h is cousin, Charlotta 
Bedoire. He was a great business man, a Member of Parliament and belonged to "the hat party" (Swedish people were in thosgdays 
divided into two parts - "the hats and the caps"). He became the 
manager of the East Indian Company and wa_> knighted. Later he was expelled from the Stock Exchange, condemned to give six  m illion  
"daler kopparmyr.t" to the Crown and sent to prison for one month to liv e  on bread and water. He died in 1756. It was at th is  time1 the mill started  to be called  Storebro.



On April 17, 1756 the ownership of Storebro pasced into the hands 
of the famous baron and la ter  major-general Kari-Fredrik Pechlin , 
the owner of Alhult and other farms. He had by marriage with 
K ristina, the daughter of the very rich  merchant Tomas Plorngren in Stockholm, become the owner of Alhult and i t s  subordinate farms, which before had been under tne owner-ship of the family of Plomgren. 
Pechlin was probably at th is  time one of the greatest land owners 
in the province of Smaland. The franchise concerning Storebro was extended during the leadership  o f Pechlin from 67 long tons bar iron 
annually to 134 tons in 1756 and to  200 long tons in 1757. When 
Pechlin took over Storebro i t  was in a deplorable s ta te , but he was an 
energetic  man and soon put the worst d efects  r ig h t.
The quality improved when 25% iron ore was added to 75% bog ore. 
However, Pechlin too had to mortgage h is property and h is  business 
f e l l  in to  disorder; during the p o l i t ic a l  revolution of 1772 he was 
arrested and forced to spend months under lock and key.
In the middle of 1780 Pechlin  sold Storebro to Anna Margareta Hultman 
in Vastervik, the widow of a cou n cillor , and her son Lars Hansson 
Hultman. This family was very rich  and owned a lo t  of farms in Tjust 
and a big house in the town of V astervik . The contract of sa le  was signed on November 8, 1786, the amount paid being 17.600 "riksdaler 
in specie" . The foundry i t s e l f  was some time la ter  estim ated at 
8.333 "riksdaler in sp ec ie ."  Lars Hultman died in 1798 and in the inventory Storebro and i t s  farms had the value of 26.000 "riksdaler 
in banco."
Mr and Mrs Hultman had a daughter, Sara Helena Hu’ tman, born in 1784; 
in 1808 she married the assessor Claes F ries in Stockholm. Those two took over the ownership of Storebro.Claes F ries was a q u a lified  man 
and he made a deep impression on the development of the business.
A small foundry was set up, at which hearthstones, pendulums, tripods  
and other ligh t wares were made. New buildings were erected and big peat-mosses were c u ltiv a te d . Between the years 1821 and 1824 the 
imposing manor house was b u ilt , now known as Herrgarden. Building- 
contractor was N ils Olsson from Akarp in the parish of Lonneberga.
The two sons of Claes F r ies, d is tr ic t  judges Claes Hampus and Lars 
August F r ies, took over Storebro in 1842. In 1856 Hampus Fries noved 
away and some time after  Storebro and i t s  su b sid iaries passed in to  the hands of squire Dohan T illb erg  of Falsterbo Bruk. Oohan T illb erg  
seems not to have been long at Storebro. From the time of purchase 
u n til the 1860's Oohan T illb e r g 's  son, Custaf Leonard T illb erg , lived  
in Storebro. He was born in Tuna in 1853 and married Hilma Charlotta Meurling. After him, his brother Christer Herman T illb erg  and h is w ife  
Laura Bronikowskij lived  there and moved in 1865. After the death 
of the squire Storebro passed into the hands of h is h e irs , who in 1S97 divided Storebro in to shares. The manager was the cavalry captain  
Axel Fredrik T illb erg , who lived  in Fredensborg:, he was succeeded 
as president by his son-in-law , major Axel Balczar Carleson.



S T n R t i : k ;) Sikl.Kb . \ M I L B O L A C i
STOflEBHO

SiDA 3

»

In 1897 an e le c tr ic  power sta tion  was erected which supplied the v illa g e  with e le c tr ic  l ig h t . As a resu lt of th is  Storebro had e le c t r ic  lig h tin g  even ea r lier  than Stockholm.
The d i s t i l la t io n  of s p ir it s  was carried out on an in d u str ia l sca le  from about 1850 u n til about 1880 when the factory was converted 
to  the manufacture of c e llu lo se , one of the f i r s t  of i t s  type in Sweden.
By agreement, on November 4th 1910 captain Axel T illb erg  and major 
Baltzar Carleson sold a l l  430 shares in Storebro Aktiebolag to a syndicate in Oskarshamn con sistin g  of consul Gustaf L. Wijkstrom, bank manager A.E. S ch yller, manager Theodor VV. 3aenson and merchant 
Karl Karlzen and some others. The s e lle r s  retained the right to stay  on in the manor house of Storebro and Fredensborg u n til October 1st 1911, free of charge.
The purchase price was 650.000 Sw.Crs. of which 150.000 Sw.Crs. was paid in cash and the balance deposited in Smalands Enskilda Bank.The purchase was financed by the immediate sa le  of 150.000 pine 
tre e s  of 8" and more for Sw.Crs. 300.000 and a lso  112.000 f ir  trees  of 5" and more for Sw.Crs. 190.000. Furthermore the property was s p l i t  and the big farms Gissemala, Tobo with Fredensborg, K villa , 
Sjun d ek vill, Kvafhult and Akemala and some other, smaller properties 
were so ld .
The c e llu lo se  factory was sold in 1911 to AB Bruzafors-H allefors in  Lonneberga, the present name being S ilverdalen , but in 1917 i t  
was sold back and changed to workshop and storerooms.
Since more wooded ground ( in c l .  the farm of Storebro) had been sold 
to the German company of Stinnes-concern H olzhandelsgesellschaft W ictoria-M athias, Essen, Ruhr, the only things le f t  from the ea r lie r  
domains were smaller in d u str ia l and dwelling house areas in and around the v illa g e  of Storebro.
The agr icu ltu ra l industry, which had ea r lier  been the main occupation, had now dropped out and was replaced by the engineering and saw m ill 
in d u str ies which dominated the community.
The manufacture of crude o i l  engines was started  as early as in 1909.A few years la te r  an engineer named Eric Schambertz was enployed and 
the engine production developed under th is  leadership up to the beginning of World War I when a shortage of fu el o i l  stopped th is  production.
Now they had to look for other manufacturing o u tle ts  and sub-contract manufacture o f lathe d e ta i ls  was started . By 1915 the workshop was ready for i t s  own production of la th es, a branch of industry that had 
been p a rticu la r ly  favoured by the economic s itu a tio n  during the war.As the capacity of the workshop was in su ff ic ie n t  a new in s ta lla tio n  hall was b u ilt  in 1915; in addition Olsbergs Gjuteri in Bruzaholm 
was purchased. In 1917 Lambert Bjurstrom's mechanical workshop in
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Vastervik, complete with machines, e ffe c ts  and warehouses was bought for Sw.Crs. 250.000. In November 1918 the house with machines and e ffe c ts  was sold to AB Slipm aterial for the sum of Sw.Crs. 175.000.The warehouse, drawings and models were not included. Mere workshops were taken for subcontract p arts.
At the workshop in Storebro, where s h if ts  were worked, employment 
was provided at th is  time for 125 men, the production program being s ix  8" sh e ll la thes per week. The value of the machines produced 
increased during the years 1915-1919 to 432.000, 1 .067.000, 1.856 000, 740.000 and 925.000 Sw.Crs. r esp ec tiv e ly .
After World War I came the years of depression between 1919 and 1922, with d i f f ic u l t i e s  in s e l l in g  and str ik es , plus a big excess p ro fits  
tax, which became due three years after demand, as no provision  had been made for th is .  This enterprise, lik e  many other companies 
at th is  time went into liq u id ation  of the 31st of July 1922.
Engineer Schambertz became tru stee  and under his adm inistration the business was carried on up to 1924.
The liquidation  was complicated by deeds of houses and mortgage documents being lodged in d ifferen t Banks. At liq u id ation  the 
in d u str ia l properties were purchased: the mechanical workshop, the foundry, the m ill and the e le c tr ic a l power sta tio n  with l in e s ,  
Herrgarden e tc . by K ristdala Kreditkassa, which la ter  le t  the houses to engineer Schambertz and the bank director N.E. Carlsson. In order 
to  le t  the business go on these two founded "Storebro Bruksbolag, Schambertz and Carlsson", and from Smaland? Enskilda Bank they bought 
a l l  the mortgages, which had ea r lie r  belonged to the business, the house "Sulfitfabriken" and others.
The wooded land which had e a r lie r  been owned by "the German Company" 
was taken over by the County Council in 1917 and administered by "Skogssallskapet" under the name of "Norra Kalmar Ians Skogsallmanning".
Under the leadership of Mr Schambertz the manufacture of engines was again developed up to the end of the 1930's . Mr Schambertz died in 1928 and after him came engineer Arvid Agren. In 1938 Hr Ansgarius Svensson, 
owner of Gullringens T raforadling, entered the conpany as a partner.
The houses which were rented by Kristdala Kreditkassa were sold in 1936 
to  the engineers Erik Fagerholm and N ils Wickman, who started  "Foreningen Storebro Kraft". In connection with th is  the business of the 
conpany was moved to a newly b u ilt workshop near the sta tio n  and the old workshop was rented by AB Ljungmans Verkstader in Malmo, making 
wing sh e lls  for the national defence during wartime.
in 1943 the old workshop was sold and in 1947 the foundry was sold to  Aktiebolaget Ornmaskiner. This firm had been started  in 1933 by three 
employees of Storebro Bruksbolag, two brothers Ivar and Sigurd Gustafsson and Georg Larsson.
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During the same year Aktiebolaget Storebro G juteri was formed to run the foundry, AB Ornmaskiner and Storebro Bruks AB, each owning half the shares.
During the la tte r  part of the 1930's the production of motors and la th es had been carried on side by side, the economy of the Company 
was strained by the se llin g  of motors on contracts of part payment. Working ca p ita l was brought in when Mr Svensson joined as a partner 
and as World War II approached, inqu iries for machine tools increased. Once more the production of motors had to be given up because of the lack o f o i l  and the main production was la th e s .
A new object had now entered the production program in the form 
of producer gas units for cars and trucks. As early  as 1936 an agreement had been drawn up with AB Graham-Lundkvist in Stockholm.
The firm in Storebro was allowed to carry on some te s ts  and experi­ments with a newly patented producer gas unit and the company 
secured the right to produce i t .  When World War II broke out, there 
was a fu l ly  tested  prototype and manufacture cculd be started  immediately. At th is  time more than 300 ta x is  in Stockholm ran on producer gas units from Storebro.
After the end of World War II petro l was supplied again. Producer gas u n its  soon became museum p ieces and once more production in 
Storebro had to adjust i t s e l f  to time. Valuable experience as to 
thermo-technics and techn ical equipment le f t  from the producer gas epoch were the a sse ts  that were exploited on an optimal sca le .This was the beginning of the epoch of b o ile r s . In time the 
manufacture of welded b o ilers developed: heat b o ilers for own houses as w ell as for large b u ild ings, low pressure b o ilers-fo r  the wood-processing industry and refuse destruction  un its the annual production attained 700-800 heat b o iler s .
After the death of Mr Svensson in 19^5 his h eirs became shareholders and the same thing happens in 19^9, when Mr Carlsson d ie s . In 1950 
the shareholders draw 143 a syndicate agreement, the Board con sistin g  of the follow ing: Mayor Vngve Malmquist, Kalmar, President, lawyers Harald Aimer and Verner Baathe, Stockholm. Managing d irectors  
from 1 9 W -1 9 6 Z  were Mr Karl Ericsson, Mr Olof Hermann and Mr B ertil Ankarstrand.

AB OR1MASKINER
The year 1963 is  the beginning of a new era in Storebro. On January 1 st, 
1963 a purchase contract is  signed by AB Ornmaskiner and th is  company 
takes over the to ta l stock of shares of Storebro Bruks Aktiebolag and accordingly becomes the sole owner of AB Storebro G juteri.
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From errand boy to foundry proprietor
In 1932 a l l  Sweden was a f f l ic te d  by the depression. In Storebro too , many workers were temporarily discharged and the to ta l manpower 
at work d idn't exceed twenty people. Everybody e ls e  was on r e l ie f  work, which often meant ditching or forest p lanting.
Since Ivar Gustafsson at the age of 15 was hired as an errand boy a t Storebro Bruk he had been playing with the idea of startin g  a 
business of h is own. He e a s ily  got h is brother Sigurd and a frien d , Georg Larsson, en th ou siastic  about the idea. Exhausting th eir  
funds they managed to ra ise  6.000 Sw.Crs. acquired the r igh t tc  manufacture la th es and bought the ancient hammersmiths' s ta b le .This building was turned into the f ir s t  workshop of Ornmaskiner 
which gave work to s ix  people, including the owners. Since they worked p ra ctica lly  around the clock the company was nicknamed 
Night and Day Col
Boat building
The boat building d iv ision  came into being in 1945. Refugees from Esthonie were quartered in a guarantine camp at Fredensborg.When these refugees la ter  started  to earn th e ir  liv in g  in th eir  
new country AB Ornmaskiner offered them employment in the mechanical workshop but th is  kind of work was to ta lly  new to the most of the 
Esthonians. When out walking one evening, Ivar Gustafsson noticed the s k i l l  with which these Esthonians b u ilt boats and th is  solved the 
employment problem. A boat building industry took shape.During the f i r s t  few years the program consisted  of rowing-boats and small 
fish in g -b o a ts . But as the in terest in boats developed, the scope 
o f the industry gradually increased and 'so did the s ize  of the boats. The boat building plant is  now one of the largest in Northern Europe 
producing sa ilin g  boats and motorboats for le isu re  purpose.
Ornmaskiner becomes Storebro Bruks AB
On May 5, 1964 AB Ornmaskiner took over the name of Storebro Bruks AB. The v illa g e  of Storebro now had developed in to a modern in d u str ia l 
community. The company's ambition was primarily to develop a 
com petitive and rational productive apparatus as to face foreign  com petition. Ut> to date machinery was bought, the workshop was 
extended as w ell as the foundry which was enlarged by a modern mechanized department.
The annual turnover of 1933 w’ S 33.000 Sw.Crs., which sum rose rapidly to 920.000 Sw.Crs. in 1943, 3.071.000 Sw.Crs. in 1963 and to 34 m illion Sw.Crs. in 1973. In 1980 the figure was about100.000.000 Sw.Crs.
Because of the increasing in flu x  of orders there were demands for 
larger space and during the la s t  30 years the workshop area has increased from 300 m? to 30.000 m2.

I
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Bruksherrqarden (The Manor-House)
Storebro Herrgard, since 1824 the ancient directors"house,had been turned into an o ff ic e  and adm inistration building in 1912. In 1946, 
Herrgarden was bought by a cooperative assoc ia tion , Storebro Byggnads- 
forening. Extensively renovated, Herrgarden became a great a sse t to  the v i l la g e .  Inside the w alls it  housed a public library, a school c h ild r en 's  refectory , a restaurant with banqueting rooms and a cinema.
In 1968 the c ir c le  was completed when Storebro Herrgard was purchased 
by the company and brought back into use as an o ffic e  building.
In April 1968 the managing d ir ec to r 's  o ff ic e  and the departments for buying, sa les  and book-keeping moved into Herrgarden. Parts of the old reception apartment and a few guest rooms have been restored in  
order to receive customers from far and near.
Vastervik
The boat building d iv ision  had needed premises on the sea-sid e  for a long time. After n egotiations with the town council of Vastervik a 
purchase contract was signed in September 1968. The property consisted  of 40.000 rn and has by now been enlarged to 75.000 m . About 230 meters 
of quay was included and some warehouse buildings.
Immediately after th is  purchase work started on putting the "Vastervik- 
yard" in order. It is  used for building boats of certain  models and 
provides winter laying i_p space and service f a c i l i t i e s .
There i s  a lso  a construction and assembly hall for g la ssfib re  h u lls  
and p la s t ic  parts.
A c t iv it ie s  in Storebro
At the boat yard of Storebro the motor cru isers Royal Cruiser 31 
and 34 and the sa ilin g  yacht Royal 33 are b u ilt  on lin e .
Mahogany and teak stocks are brought here to be sawn in the own sawmill in appropriate p ieces for planking and above a l l  in terior  
equipment. 1 he company's p o licy  is  to maintain a s tr ic t  control of a l l  incoming parts and accordlingly the most are produced within the company. In connection to the boat industry in Storebro there is  
both a f i t t in g s  workshop and a sh ip ta ilors" s department.
Careful manufacture throughout the production has made the boats from Storebro well-known a l l  over the world as for their extraordinary 
q u a lity , s ty le  and seaworthiness.
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Today Storebro d isposes of an important production of machine to o ls  
and keeps the place as Scandinavias biggest producer of la th es .
The program includes a lso  m illers, surface grinders, deep-hole- boring machines and other sp ecia l duty machines, mainly for  
heavy industry.
Technology has made great procresse during the 60 years Storebro 
has been making machines and a l l  the products are kept at an advanced techn ical and q u a lita tive  lev e l. Storebro a lso  maintains i t s  ancient tra d itio n s by producing cast iron at i t s  own foundry.The actual moulding shop i s  able to handle up to 15 tons resp ec tiv e ly  45 fe e t  castin gs.
Some facts  about now
In 1973 Ivar Gustafsson retired  from his o f f ic e  as a managing 
director and was succeeded by h is  oldest son, Roy Ivarsson, who had already been with the company for a long time. Mr Ivarsson's  
brother, Lennart Ivarsson was appointed a ss is ta n t manager. Roy Ivarsson is  responsible mainly for the macanical d iv ision  while Lennart Ivarsson devotes himself to the boat d iv is io n .
Shareholders in  the company i s  Roy Ivarsson, Lennart Ivarsson 
and Mrs. Elsebeth Gustafsson-Furthmair, who holds the function of purchasing manager.
The board co n sists  o f Tore Nyherg, President, Roy Ivarsson, 
Lennart Ivarsson, Elsebeth Custafsson-Furthmair and repre­sen tatives of the lo ca l unions, Istva'n Kordn and Per-Inge Carlsson.

»

The to ta l turnover o f the fin a l accounts o f 1/5 1979 -  30/4 1980 
amounted to about 108 m illion  Sw.Crs. and the number of employees was about 500.



Storebro produces professional machines 
for mechanical work shops and training, including 

special machines fo r the oil industry.

Storebro was founded in the year 
1728. Since the beginning of this 
century the manufacture of 
machine tools has been the main 
activity of the company.

Today Storebro is the biggest 
producer of lathes in Scandinavia. 
You will find a wide range - all the 
way from smaller centre lathes up 
to big machines for the oil in­
dustry.

The program also contains hori­
zontal drilling machines for 
various purposes, as well as

smaller milling machines and sur­
face grinders. These machines are 
produced with high technology for 
ultimate performance. Electro­
technics and computers are being 
used more and more, giving in­
creased reliability and efficiency to 
machine tools from Storebro.

We have about 500 employees 
working in separate divisions -  
machine tools and boats. Our plea­
sure boats are known all over the 
world for their superb finish. 
Recently a range of crafts for com-
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mercial use has also been intro­
duced.

Whenever you are in the marke* 
for top quality machines -  or boats 
-  turn to us. We welcome your 
inquiries.

STOREBRO
Storebro Bruks AB

S-59083 STOREBRO. Sweden 
Tel 0492-30160 (not)

+46 49230160 (internal)
Telex 3943 STB S



Subannex 1:

MANUFACTURERS OF PRECISION MACHINE TOOLS

11.14/1 /  394 /  33 
July 27. 1983:

Dear Mr. Roy Ivarsson,
X am indeed very sorry for my belated w riting. I t  was nice meeting 
you at Malmo and thank you for the courtesy and co-operation 
extended to me during my v is i t  to your factory regarding technology 
transfer in respect o f Model CNC 260 Lathe, under the aegis o f  
UNIDO under their programme of arranging plant le v e l co-operation 
for transfer of technology from developed countries to developing 
countries.
I am enclosing herewith a Memorandum o f understanding reached 
during the discussions and request you to l e t  me have your 
concurrence of the same to  enable me to persue the matter with 
our Government. I had sent th is Memorandum of Understanding to 
UNIDO and only after their approval, I am sending th is to you.
I await to receive an e a r ly  communication.

/ ' )With Warmest- regards,Yours sihcerely ,

Enclt copy tot —
Mr. Roy IvarssonManaging Director, Storebro Bruks AB, S-590 83 Storebro Swedens

Mr. J.Cramwinckel,Assoc. Ind.Devlp.Officer, UNIDO, Vienna:

Stockholm)
;B), PEENYA INDUSTRIAL AREA, PHASE I, 2ND CROSS, BANGALORE-560058, INDIA PHONE: 38939 CABLE: 'CRAFT' TELEX : 0845-564
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C o n t in u a t io n  S h ee t N o . — 1

MEMORANDUM- - OF UNDERSTANDING:

The f o l l o w in g  i s  t h e  Memorandum o f  u n d e r s ta n d in g  e n t e r e d  i n t o  
o r a l l y  d u r in g  th e  m e e t in g  o r g a n is e d  b y  UNIDO a t  Malmo, Sweden# 
b etw een  A p r i l  5 &-8 t h  19 8 3 # (new b ro u g h t down f o r  r e c o r d )  
b etw een  TOCLCRAET#'' r e p r e s e n te d  b y  M r. B .R .S h iv a sh a n k a r#
M anaging P artn er#  h e r e in a f t e r  r e f e r r e d  t o  a s  TOOLCRAFT and  
M /s . S to r e b r o  Bruks AG#' S to re b ro #  Sw eden#1 r e p r e s e n t e d  b y  i t s  
M anaging D ir e c t o r  Mr. Roy Iv a r sso n # ' h e r e in a f t e r  r e f e r r e d  t o  
a s  STOREBRO.

W hereas UNIDO u n d er th e  schem e o f  T ech n o lo g y  T r a n s fe r  t o  
d e v e lo p in g  c o u n t r ie s  h a s i d e n t i f i e d  TOOLCRAFT a s  a p o t e n t i a l  
b e n i f i c i a r y  under th e  schem e and STO EBRO a s  a p o s s i b l e  
s u p p l i e r  o f  know-how fo r m a n u fa c tu r e  o f  NC L a th es  M odel 260  CNC#* 
and c o n seq u en t t o  th e  d i s c u s s io n s  in  Malmo and s u b s e q u e n t ly  a t  
t h e  f a c t o r y  i n  STOREBRO# an u n d e r s ta n d in g  h a s b ee n  r e a c h e d  on 
t h e  f o l lo w in g  p o i n t s . :
1.  The Memorandum o f  u n d e r s ta n d in g  i s  s u b j e c t  t o  t h e  a p p r o v a l  

o f  t h e  Government o f  I n d ia  f o r  i s s u e  o f  l i c e n c e /a p p r o v a l  
o f  t e c h n ic a l  c o l la b o r a t io n  f o r  t h e  m an u factu re  o f  M odel 
260 CNC L ath es#  in  In d ia *

2 .  STOREBRO h ave a g r e e d  t o  s u p p ly  t h e  f o l lo w in g  t e c h n i c a l  
d ocu m en tation # p r o d u c ts  and s e r v i c e s  t o  TOOLCRAFT.
2 .1  C om plete s e t  o f  r e p r o d u c ib le  m a n u fa c tu r in g  and a sse m b ly

drawings#* e l e c t r i c a l  c i r c u i t  d iag ram s. D ir e c t o r y  o f  
b ou gh t o u t  ite m s  w ith  a d d r e s s e s  o f  s u p p l i e r s  and t h e  
p r i c e s  o f  e a ch  item#* s p e c i f i c a t i o n s  o f  Raw m a t e r ia ls  
in c lu d in g  tr e a tm e n t  p r o c e d u r e s .

2
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2-*2 P a r t s '  L i s t
2 ,3  O p e r a tio n  l a y o u t s /  J i g s  5c F ix tu r e  d ra w in g s , T oo l 

d raw in gs e t c ,
2 /4  R e p r o d u c ib le  cop y  o f  I n s t r u c t io n  and m ain ten an ce  

m anual in  E n g lis h  la n g u a g e ,
2 ,5  C a ta lo g u e s  in  E n g l is h  la n g u a g e .
2/'6 To p r o v id e  t r a i n i n g  f o r  tw o o f  TOOLC '¿AFT p e r s o n n e lf g r  

f o r  a  p e r io d  o f  one month e a c h ,7 v / i th  f r e e  b o a r d in g  and  
lodging" f a c i l i t i e s  5lc d a i l y  a l lc w a n c e s  t o  m eet I n c i d e n t a l s ,

2.7 N o tw ith s ta n d in g  t r a i n i n g  o f  TOOLCRAFT p e r s o n n e l /
STOREBRO, i f  r e q u ir e d  b y  TOOLC iAFT, s h a l l  d ep u te  
e x p e r t  t e c h n ic ia n s  on term s and c o n d it io n s  t o  be  
m u tu a lly  a g r e e d  upon and s u b j e c t  t o  t h e  a p p ro v a l 
Of G overnm ent o f  I n d i a ,

2 .8  STOREBRO s h a l l  g iv e  TOOLCRAFT a l l  t e c h n i c a l  in fo r m a t io n ,  
k n o w le d g e / e x p e r t  a d v ic e  and a s s i s t a n c e  c o n c e r n in g  t h e  
m a n u fa ctu r e , a s s e m b ly /  in s p e c t io n ,  t e s t i n g  , ’ u s e  and  
a d a p ta t io n  o f  M odel 260 CNC L a th e , T e c h n ic a l  in fo r m a t io n  
s h a l l  In c lu d e  s e c r e t  p r o c e s s e s , '  m a n u fa c tu r in g  s e c r e t s ,  
in t im a t io n  in  d e t a i l  o f  a l l  d e s ig n  im p rovem en ts, 
in fo r m a t io n  r e g a r d in g  s p e c i a l  m ach in e or equ ipm en t
u se d  and t h e  know-how r e l a t i n g  t o  a l l  m a tte r s  c o n c e r n in g  
m a n u fa ctu re  o f  M odel 260 CNC L a th e /

3 I n  c o n s id e r a t io n  o f  t h e  above s u p p ly  St s e r v i c e s ,  TOOLCRAFT 
h ave a g r e e d  t o  p a y  a sum o f  SW.KR.4 0 0 /0 0 0 /— ( S w e d ish  K roner 
Four hundred  th o u sa n d  o n l y ) • The paym ents w i l l  b e  made a s  under  
1/3 rd  a f t e r  t h e  agreem en t h a s b een  ta k e n  on r e c o r d .
N ex t 1 /3  rd  t o  b e  p a id  on th e  t r a n s f e r  o f  docum ents e tc . '  
B a la n c e  1 /3  rd  t o  b e  p a id  a t  t h e  commencement o f  p r o d u c t io n  
or a f t e r  c o m p le tio n  o f  48  m onths o f  t h e  s i g n in g  and  
a c c e p ta n c e  o f  t h e  a g r e em e n t.’
In addition to the above, Royalty @ 3 % i s  payable on ex-factory  
se llin g  price of the product net of excise duties minus the

rr- 3
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the cost of standard bought out components and landed cost 
of imported components.
The above payments are subject to Indian Taxes#

4 # STOlREBRO at present are using Sinumerik CNC Control system 
fo r th e ir machines and have suggested to TOOLCRAFT changing 
over to any other CNC system ava il ible in India  or fran any 
other country, which has service fa c i l i t ie s  in  Ind ia , TOOLCRAFT 

have agreed to look into th is . While TO'XCRAFT has thexigte  
right to choose the supplier o f CNC control system, STOREBRO 
w i l l  a ss ist TOOLCRAFT in the selection and adaptation/ 
in terfacing o f the system in the fin a l product#

5 , STOREBRO have a lso  agreed to TOCLCRAFT buying d irec t ly  any 
or a l l  of the items fo r manufacture o f Model 260  CNC Lathe, 
as per the d irectory o f suppliers furnished by STOREBRO or 
from any other supp lier,

6# The Research & Development Department o f TOOLCRAFT w i l l  be 

at lib e rty  to a lte r  the drawings or modify to su it  the 
components indigenously availab le  and STOREBRO have indicated  

they do not have any objection to this ,Anv improvements 

carried  out by TOOLCRAFT would be for mutual benefit and 

should be exchanged with STOREBRO,

7 , STOREBRO have agreed to supply the f i r s t  10 to  12 sets or 
more in CKD condition, without the sheet metal items,
E lec trica l w iring, and CNC controls in the f i r s t  phase of 
12 to  1£ months, in batches and prices as mutually agreed 
upon. In  the meantime TOOLCRAFT w i l l  estab lish  or source out 
fa c i l i t ie s  for manufacturing o f these items. In the subsequent 

years only such items that cannot be manufactured by 
TOOLCRAFT or any outside sources in India, would only be 

imported from STOREBRO.

8, STOiREBRO have agreed to furnish immediately the prices o f  
such CKD & components for approval of TOOLCRAFT.

• « 4
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9 , STOREBRO have agreed to give the option to  TOOLCRAFT to
manufacture the next bigger size  of machine i . e .  Model 300  CNC 
or 400  CNC or both on sim ilar arrangement/ to  be mutually 
agreed upon at la te r  dates*"*

1 0 * TOOLCRAFT w i l l  be given the exclusive rights to export these 

machines to South Asian and South East Asian countries*
Besides STOREBRO are w illin g  to extend the rights to some 

of the African countries which would be indicated by them*
11* STOREBRO w i l l  permit TOOLCRAFT to techn ically  /  comr.ercially 

associate i t s e l f  with any other loca l concern or persons 
engaged in Electronics or in any other branch of Engineering 
to achieve the objective of manufacturing of Model 260  CNC Lathe.

1 2 * I t  is  expressly understood that this memorandum o f
understanding forms the general framework of a formal 
collaboration agreement between TOOLCRAFT and STOREBRO 
to be drawn between the parties and approved by the 
Government of India.

1 3 . The agreement which w i l l  be entered into w i l l  be in force 
fo r a period o f fiv e  years from the date of signing and 
approval by the relevant Government of India authorities 

of such an agreement.

for and on behalf of fo r and on b e h a l f  odi
TOOLCRAFT STOREBRO

(B.R.SHIViSHANKAR) ( ROY IVARSSON )
Managing Partner Managing D irector!
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ANNEX No. 2

C O LLA B O R A TIO N  PARTNERS

Maini Precision Products P. Ltd., Bangalore, Karnataka, India (MPP) 
and
Ing. Torsten Uliman AB, Moheda, Sweden (TU A B ).

SELECTIO N PROCEDURES

Based on the report from Expolaris (subannex 2:1), an Enterprise Profile worked 
out by MPP (subannex 2:2), the short briefing by Mr. HSnell and a letter from 
MPP to the KSSIDC of March 15, 1982 (subannex 2:3), MPP was selected as one 
of the potential recipient enterprises to be further promoted for collaboration 
with a Swedish enterprise. The main reasons for the selection were:

o A positive overall impression of the company.

o The management was said to be very good.

o The requirements on technological transfer were very well described, 

o The company and its products were well described.

After the selection phase an attempt was made to make a preliminary matching 
with the Swedish enterprise AB Posto (subannex 2:4). They showed interest in the 
project and submitted information on the company and its products. However, 
their production processes were not within the areas where MPP requested 
assistance, so this contact was dropped after presentation to MPP.

The impressions from the visit to MPP during the Mission in May-June, 1982, 
were put down in the Enterprise Description (subannex 2:5). The following came 
out of the visit:

o The capability of the management was convincing.

o The requested technology transfer aims at improving the quality of the 
present products.

o This technology could most likely be found in the Swedish automotive 
industry.

Atter the Mission there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, MPP was put in the group of potential 
recipient enterprises, which should be finally matched with Swedish partners.



M A TC H IN G  PROCEDURE

The main requirements of MPP were listed and compared to the available key 
words of the Register of Swedish Industry and Commerce, Kompass, through 
which a couple of potential Swedish enterprises were systematically chosen. The 
first one contacted was TU A B , which immediately showed interest in the 
project. After studying the information available thoroughly and after a meeting 
with Scandiaconsult, a Collaboration Proposal was worked out.

C O L LA B O R A TIO N  PROPOSAL

The Collaboration Proposal is attached (subannex 2:6) and contains the following 
framework for future collaboration:

o The transfer of technology will be focused on the quality control system 
developed by TU A B .

o TU A B  will train some engineers from MPP in this system.

o A lot of technical information will be submitted during the training,
including also areas outside the quality control system.

o The business deal will be a straight forward purchase of technology.

N EG O TIATIO N S

Already in November 1982, during a business trip to Europe, Mr. S. Maini of MPP 
visited TU A B  for discussions on future collaboration as per Visit Report 
November 23, 1982 (subannex 2:7). The outcome of this meeting was that:

o The two companies match perfectly.

o The quality control system is not the solid foundation to build a future 
collaboration on.

o The parties will try to work out some buy back arrangement.

o MPP will suply TU A B  with labour intensive products, which require tech­
nical inputs from TU A B . MPP will work out quotations.

The quotation was evaluated by TU A B  in a letter dated March 15, 1983 (subannex 
2:8) and the conclusion was that MPP's prices on the details in question were not 
competitive. However, the parties would like to continue to work out some 
collaboration agreement.

During the Group Visit to Malmoe, Sweden, April 5-8, 1983, the negotiations 
continued and the result of it is found in the attached memorandum (subannex 
2:9). The main contents are:



Page 2:3

o MPP will be a subsupplier of TU A B .

o TU A B  will assist MPP in technology know-how.

o For some details TU A B  will supply the raw material.

o TU A B  will assist MPP in finding second hand machines in Sweden.

o The remuneration to TU A B  for their know-how will be covered by the
margins of profit made by TU A B  on sales of the products under their brand 
and manufactured by MPP.

P R O JEC T STATU S JU N E 83

Both parties have expressed their satisfaction with the development of this 
collaboration so far, even if there have been difficulties to find the proper 
details for manufacturing in India.

The following inputs from UNIDO in this collaboration project have been 
suggested:

o Information to the board members of TU A B  about the entire Technology 
Transfer Project of UNID O .

o The travel costs for a person from TU A B  to MPP's workshop in India.

P R O JECT STATU S O C TO B ER  83

Initially, TU A B  was involved in the technology transfer project to provide MPP 
with know-how on quality control and training of MPP employees. During the 
Malmoe meeting, TU A B  and MPP agreed that TUAB:services to MPP should 
come out of the margins on products that MPP should produce as a subcontractor 
to TU A B .

However, after this agreement TU A B:s board has decided that the use of Indian 
subcontractors is too risky for TU A B . They are not prepared to put TUAB:s good­
will among European automotive industry and other customers at stake. TU A B  
has also made more detailed calculations and found out that the short and long 
run profitability in a project of this kind is too low.

TU A B  has informed MPP in a letter in October that they are no longer interested 
in a technology transfer where their compensation comes out of a subcontracting 
agreement. They are prepared to transfer know-how on quality control and train 
MPP employees but for a fixed fee. According to Mr. P -G  Fransson of TU A B , Mr. 
Maini of MPP is not likely to be interested in discussing such an agreement. 
From the beginning Mr. Maini's interest has been to find another market channel 
for his production.
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Comments

The cooperation between TU A B  and MPP seems difficult to promote. TU A B  now 
lacks the business interest, which was the base for the initial collaboration 
agreement.

UNIDO is recommended to contact MPP and evaluate their real interest in 
transfer of quality control know-how. If such interest really exists, there might 
be a possibility to find another Swedish company with this knowledge and with an 
interest to use MPP as a subcontractor.
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Name and other identification data of the firm

Maini Precision Products Private Ltd 
B-59 Functional Industrial Estate 
Tumkur Road, Peenya 
Bangalore 560 058

1/

!  -  , 
/

Telex: 84 28 255 HPP IN 

Phone: 388 46, 388 47, 387 14 

Managing director: Sudarshan К Maini 

Established:-1973.

Datas about the people employed in the Firm

Professional staff: 20 
Skilled labour: 40 
Unskilled labour: 35

A very competent company.

Annual turnover, equity, profits and economic facts

1979- 80 turnover: 4 300 000 In R
1980- 81 " : 5 700 000 In R

The company is making a good profit.

Product mix •

Lapping mandrels and sleeves, dowel pins, roller tappet pins, 
piston pins, hand primers, hot forged slotted nuts. Assembling 
of stroboscopes and voltage stabilisers.

Production technology, equipment and other technical information

Cutting, turning, lapping, grinding, finishing, etc 
to a very high standard.

All equipment need for the products and processes mentioned. 
Some of the equipment is of own manufacturing.

Datas about marketing 'organization etc

Products are delivered to Motor Industries Company Ltd of 
India, to India Pistons, Ashok Leyland, Bharat Electronics Ltd 
and other companies. Nuts are exported to USA and Canada.

I
I
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The future plans of the firm

The scrap and repair percentages are very high at the moment. 
In the actual field the company want to improve the technology 
to reach a higher percentage of export.

The possibilities of the firm

Concerning the skill and the ambition, the possibilities are

Recommendations and proposals

The firm should be assisted in the technical field, to be able 
to fulfil its plans. The company need relevant equipment.

very good.

0 •
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ENTERPRISE PROFILE

me and Address of firm

me of Zhtrepreneur/fcanager

3tablished Year

a. of Professional staff 
employed

o. of skilled labour

o. of -unskilled labour

nnual Turnover 
aland Sales 

xports 
ork Done

otal
\

roduct Mix (Description/ 
'ocl^^e etc*)

MAIN I  PRECISION PRODUCTS PRIVATE ITD.
B-59 Etmctianal India tr ia l Estate, Tumkur Road, 
Peenya, Bangalore 560 O58
Tel: 38846, 3884-7 , 38714

Telex : 8428255 MPP IN

Mr. S.K. Maini, B.Sc. (Engg.) DLCT (Hons) UK., 
F.I. PTod. E (U.K.), F.I.E.

1973

Post/Graduate Engineers 6
Engineering Diploma Holders 8
Management/Administration & )
Secretarial qualified staff ) 6
Total Professional Staff 20

In addition ve ernplcy the services of v aricrus 
professionals on part time basis and as consultants.

40

35

1980-81 (budgeted)
Es 46,00,000.00 

2,50,000.00 

7,50,000.00

Es 56,00,000.00

A. Precision Ground Components. These include:
1 . lancing Mandrels and Sleeves. Dowel Fins etc.

The tolerance required is of the order of .OO4 mm 
an the diameter.

2 . Roller Tappet Pins and Piston Pins etc.
These require a tolerance of upto .002 mm an 
diameter, surface finish of 0 .6  Rt.

B. Hand Primers and Assembly of Fuel Filters for Fuel 
Injection Equipment.

0 . Hot Forged Slotted Huts for Export
D. Electronic Assemblies including Stroboscopes.

Voltage Stabilisers, etc.

1979-1980 

Es 37,25 , 000.00  

1, 75 , 000.00 
4,00,000.00

Es 43,00,000.00

PHOTOGRAPHS OF TYPICAL PRODUCTS ATTACHED.

Contd. . .2



Process Description:

Present Market Outlets 
bocal and Export

List of Machines and 
equipment with make and type:

A. lapping Mandrels are turned from Cast Iron 
rods an special purpose machines» rough ground, 
spiral grooved on special purpose machine,
cut to length, finished ground and 10Q& 
inspected for diameter b y Micro Water's.

B. Sleerves are cut from Cast Iron rods to length, 
taper drilled, taper reamed, turned to size, 
grooved, centreless ground, s lit  and 
debarred etc.

C. Piston Pins and Roller Tappet Pins etc., are 
centreless ground and lapped, crack detected 
and grouped in .002 mm diameter sizes by 
Microkaters and checked far surface finish.

D. Forging nuts are forged with slots on Hot 
Forging Machines from blanks. They are then 
debarred, tapped, checked and blackened before 
exporting.

Bulk of mandrels and sleeves are manufactured for 
Motor Industries С страту Ltd., which use them in 
their plants in India and also export to a certain extent.
Hand Primer and Fuel Filters are also manufactured 
for Motor Industries Co. Ltd.
Piston Pins are manufactured for India Pistons.
Bowels are manufactured far Ashok Ley land, Larsen 8c

Toubro
Electronic Assemblies are done for Bharat 
Electronics Limited and Motor Industries Company Ltd.
Stabilisers are manufactured far sale in the market. 
We are also suppliers of stabilisers to Blue Star Ltd 
far their export model of water coolers.
Nuts are exported to Canada and USA.
Bulk of our local outlets are to Original Equipment 
Manufacturers in the Automobile Industry.

Major Machinery include:
2 Nos. TQS.(Czech.) Centreless Grinding Machines.
3 Nos. Satnam (Local)Centreless Grinding Machines 
u  Nos. Special Purpose Ehd Grinding Machines

(self designed)
1 No. Special Purpose Grooving and Cut Off Machine 
6 Nos. Drilling Spindles
2 Nos. Reaming Machines
8 Nos. Second Operation Machines 
1 No. Special Purpose Automatic Centreless 

Turning Machine (Self Designed)
1 No. Thread Milling Machine
1 No. Single Spindle Automat
2 Nos. Annealing Furnaces
2 Nos, Vertical Forging Machines ( Ecchelles)
1 No. Horizontal Split Die Forging Machine 
6 Nos. Tap ping Spindles 
1 No. Thread Cutting Machine (lendis)

Corxtd. . » 3
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Major Inspection Equipment include :
10 Microkaters , Slip Gauges, Magnetic Crack 
Detector, Hardness Tester, Solex Air Gauge 
and Leak Testing Equipment for Hand Primer 
Assembly etc.

12. Other Information We are engaged in mass production of high 
precisian items, specially in centreless grinding 
area. We supply almost a l l  our products to 
original equipment suppliers whose requirements 
are very stringent end inspection very rigid with 
constant demand on improvement of quality from 
year to year.

We have a well qualified and trained staff and 
modern production systems which have been the 
backbone of our capacity to maintain high 
precisian of our items.

Our scrap and repair percentages are v ery 
high currently. Upgradatian of technology at 
this stage w ill not only help us to export 
but also паке us a more viable unit.

f-'or Mr,:;.; 1vt.Ltd
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MAINI 
PRECISION 
PRODUCTS 
PRIVATE LTD

TELEX : 845-8255 MPP IN

G RAM S: 'EMPIPI' BANGALORE-550 001

PHONE: 3 8 8 4  8

FUNCTIONAL INOUSTKIAL ESTATE. TUMKUR AOAO. FON Y A. BANGALORE-SM U t

Youi Rof : Our R.f : MPP :1503:82*1 D . t .  : 1 5 . 3 ^ 1 9 8 2ri
The îfenaging DirectorKarnataka S ta te  Small Industries Development Carpi . l t d .  
Eajajinagar Industrial Estate Bangalore 56O O44

Dear S irs
Subs Degradation o f  Technology in  our u n it
With reference t o  your le t te r  o f  February 24th  and our rep ly  o f  2nd March, we are pleased to  enclose a d eta iled  report giving  the relevant information regarding our technological processes and the problems we currently face in each one o f them. This w ill  hel p in  id en tify in g  the d irection  in which the technological processes could be upgraded. We have a lso  given sane ideas regard­ing the kind of Swedish Hhit/Ohits which can a s s is t  ns in  upgrading these technologies-.
We hope th is  information w il l  be s u f f ic ie n t . We s h a ll  be- pleased  to  give any further information required from u s .

lours fa ith fu lly ,for MAINI PRECISICN PR0DÜCTS PVT. HD.

i
i

be |

i

REGD. OFFICE : 439 I



TELEX: 845-8255 MPP IN

GRAMS: ’EMPIPf BANGALORE-550 COI

PHONE : 3 3 3 4 5

H » .  FUNCTIONAL INDUSTRIAL ESTATE. TUWKUA ROAO. REENYA. IANCALORE-5W CSA

Your R«f Our R«l : Dite .-March 15, 1962

Mfyrs CK TTm̂ anATICM OF TECHNOLOGY AT MAIN I  PRECIS I  CM PRODUCTS PPIVATE U P .
1. B asically we are a small sc a le  industry engaged in mass production of 

high precisian  itsn s  requiring machining and grinding. These include 
cast iron lapping mandrels, b a ll  bearing s t e e l  hardened pins and hand 
primer components. We have currently reached a status where with some 
extra operations, a number of our products are being export ed. However, 
to  achieve the tolerances required for exports., our manufacturing and 
inspection methods are inadequate and we are able to  achieve these  
tolerances at the cost of high repair and scrap.

2 . In the follow ing paragraphs (4. to  90 we are giving d e ta ils  o f major 
technological processes which we f e e l  can he upgraded. Evsi at the cost  
of repeating, in  paragraph 10, we have given processing d eta ils  o f  our 
major component groups. Relevant  samples o f  various products are also  
enclosed. We f e e l  in  th is  manner we are providing su ff ic ie n t  relevant 
information, necessary for in i t i a l  assessm ent. B asically  the information 
includes the status we have reached in a certain  process, our reouiranents, 
the ty p ica l_ size  o f the components and the approximate quantities we 
process currently .

^  3 . We fe e l  grinding, super fin ish in g , fine boring and heat treatment are
fa ir ly  integrated  processes. A ty p ica l Swedish Company vhich would have 
su ffic ien t knov/ledge for upgrading the technology in a ll these areas- 
would be SKF of Gothenburg. However, SKF i s  a multi national. We f e e l  a 
medium sca le  s e t  up in Sweden sim ilar to  SEP would be perhaps, more 
appropriate to give us the necessary h elp , 'bind Poping' in Sweden 
manufactures Centreless Grinders and rela ted  equipment and we f e e l  they 
should have su ff ic ie n t  knowledge to  hip us in  upgrading technology in our 
grinding and super fin ish ing areas. We are using Microkators manufactured 
in Sweden and perhaps, they have su ff ic ie n t  technological knowledge for  
upgrading our inspection methods. In the case o f castin gs, the people 
dealing in  the manufacture o f Valve Guides for Volvo Car may have 
su ffic ien t technology to help us o u t.

REGD. OFFICE : 439 AAJMAHAL VILAS EXTENSION. BANGALORE-560 080. PHONE : 30975
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PRODUCTS 
PRIVATE L TD * -!». FUNCTIONAL INDUSTRIAL ESTATE. TUMKUR ROAD. PEENYA. SANCALORC-5U 551

TELEX : 845-3255 MPP IN

GRAMS : 'EMPIPf BANGALORE-550 001

PHONE : 3 3 8 4 S

Youi R«f : Our R«f : Page Two 0a t« : March 15» 19S2

4. CRNTHEIESS GRINDING;
Che of our major a c t iv i t ie s  i s  Centreless Grinding o f a var ie ty  of 
components to  very c lo se  to lera n ces. Most o f  a ir  cen tre less grinding 
i s  done on cylindrical, canponents by ‘through feeding*. We are able to  
maintain a tolerance o f 0.C06 mm on diameters and 0.CO3 mm Out of Roundness. 
The bulk of the components we grind are ranging betwem # 5 ™ t o 0 7 m m .
Our to ta l range is  between 0  3 mm to  0  20 mm. We have problans in  maintain­
ing tolerances which are required fo r  some of our itans for  export. The 
tolerance requirm ents are 0.002 mm an diameter, 0.GO1 mm Out of Roundness.

5 . SUPER FINISHING;
We sire able to  maintain normally a surface f in ish  o f approximately Rt 3 
by Cantreless Grinding. By using VTy fin e  g r it  imported wheels, we are 
able to  maintain by Centreless Grinding a surface f in ish  o f approximately 
Rt 2 . However, for a large number o f pins ground by u s, the f in ish  
requirement i s  up to  Rt 0.6 . This we are not able to  ach ieve. I t  may be 
possible by upgrading the centreless grinding process i t s e l f ,  or i t  can 
be done by b arre llin g  or seme other process.

o. HEAT TREATMENT:

»
Pin3 which are being ground to  fin ish  are manufactured out of b e ll  b e a r in g  
s te e l  and need a hardness value of Rc 59 to  Rc 64. We are unable to maintain 
th is  c lo se  range of hardness and we therefore, resort to  100̂ 6 checking of 
hardness for these pins. 3h sp ite  o f cheap labour, th is  i s  very expensive.
A su itab le process for hardening these pins so that the tolerance is  
automatically kept during the hardening process i s  required to  eliminate 
1CC5& checking o f these p in s .

Contd.. . . 3
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Your Rer :
7 . BORE FUI35Hi

Our R»f : Page Three Oat# : March 15, 19S2

7.1

<

We have problens with achieving tolerances and f in ish  in the bore diameter 
of same of our products.
We require to  f in ish  a mild s t e e l  housing bore of 0  20 mm and length 4-0 mm 
(figure enclosed). We need a diameter tolerance of 0.01 mm v ith  a taper and 
out of roundness not exceeding O.OO5 mm. Currently, we rough bore and ream 
with so lid  carbide reamers. It i s  very expensive and we s t i l l  do not get the  
right tolerance. Our scrap i s  very high. The quantity involved is  about 
15000 pc3. per month. I t  i s  worthwhile to  note here that i f  we are able to  
sort out th is  problem in  a reasonable manner, we have a chance o f exporting 
over one m illion  rupees worth o f goods only to  West Germany.

7.2 We manufacture Valve Guides out o f  cast iron for the automobile industry
where the ty p ica l bore s iz e s  are 8 mm, 9 mm and 10 mm, vdth lengths varying 
from 50 mm to 75 mm. The diameter tolerance o f the bore is  0.010 mm and 
the fin ish  required is  Ht 2. We a lso  have problems in achieving these  
tolerances even with s o lid  carbide reamers.

C \

8 . ' CASTINGS i
We manufacture cast iron mandrels from castings which are 9 mm in  0  and 
240 am length. These castings are normally varying between hardness from 
190 to 230 HHN. We anneal them a t 750°C with a soaking time of f iv e  hours, 
to bring down the hardness between 130/130 3HN. We then turn these castings 
to a diameter o f 6.3 +.1 and subsequently grind them. The cast iron rods 
after turning to  0  6.3 +.1 have blew holes upto 5O/6O? and therefore, the 
process becomes very expensive. There is  a very good p o ss ib il ity  o f export­
ing the bulk of these mandrels provided we can avoid these blow holes and 
reduce the cost of th is  by upgrading technology in ca stin g s.

9. E S rE C T ia i;

Because o f the cap ab ility  of our current manufacturing processes lower than 
the tolerances required by u s, we are resorting to very high degree o f in sp ect­
ion mostly manual, in various stages o f inspection . Currently, we emplcy one 
inspector for every two production personnel. For diameter checking, we fire 
using mostly Microkators manufactured in  Sweden. We fe e l  there i s  a consider­
able scope in upgrading crur inspectim procedures .

REG0. OFFICE : 439, RAJMAHAL VILAS EXTENSION. BANGALORE-560 080. PHONE: 309
Contd U
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MAINI 
PRECISION 
PRODUCTS 
PRIVATE L T D .

i o .  process pig  d eta ils  of major component groups

10.1 CAST IRCg: M AMD REIS
S LiE »» 6 am diameter and 60 mm/150 mm leng
QUANTITY 250,000 p ieces per month
TOLERANCES « Dia $.01 + .005 mm-  .000

Out of Roundnesa 0,002 mm 
Hardness 130/180 HRB

RAW MATERIAL «« Grey Iron Cast Rods Dia 9.00 mm/9.50 mm 
Hardness 1 3 0 /2 3 0  HRB

PROCESS i a) Anneal, at 750°C — Soaking time 5 hours to  Hardness 130/180 HRB
bO Tum to 6.3 + 0.1 mm dia — Part o ff  to  correct length
c) Centreless Grind in  four passes from 6.3 + 0.1 nan to  6.01 + 0.005-  0.000
d) Check 100? for  diameter and 10^ for out o froundness on Mierol<&tor3.

We only p refin ish  these mandrels, They are f in a lly  fin ished  by User MTCO 
in Bangalore to a tolerance o f 0,002 ran on diameter and 0.001 ram out 
of roundness. Even for prefin ish ing, we check 100^ and normally our 
scrap is  about 105?. After operation (b") we check for blow holes on the  
surface and our current rejections are upto 50# at th is  stage.
POSSIBILITIES OF UPGRADING TECHNOLOGY’

To achieve the tolerances o f  the fin ished  product
S p ecia lly  o f diameter checking
To achieve blow hole free products

Contd...5

CEJ!TRELESS GRUTDEE
INSPECTION
CASTING

REGD. OFFICE : 439, RAJMAHAL VILAS EXTENSION, BANGALORE-560 080. PHONE: 309 J  '  -
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Your R*f : Our R«f : ^ a ? e oat* : March 15» 1

10.2 PHIS 

SIZE 

QUANTITY
tolerances

m aterial

7 no diameter and 20/4.0 cm length
200,000 piece3 per month
Dia 7 -  0.030 mm

— 0.025 mm
Surface Finish Rt 0.6

Bright Dravm Ball Bearing Steel Bars 7.2 cm 0

PR0CBSS: al The pins are parted off on automats

bl They are then hardened to 59/64. HRc

cl Hardened pins are checked 1C0̂  for hardness.

dl The pins are centreless ground in 4- p-asses

el Two further passes are given on lap grinding 
wheels with, a grit of 5®0

f) They are checked 10Ĉ  for diameter an Microstore 
and visual for surface finish

gl The rejections are 5%

POSSIBILITIES OF UPGRADING TEEHN0LCC7i
SURFACE FHJ15H

HAHDBTEIG

The surface finish achieved by us varies betwesi 
Rt 1.5 to Rt 2.0 even after two passes with a lan 
grinding wheel on the centreless grinding machine 
Our requirement is Rt 0.6

Hardening variations are too ouch resulting in 
10C# checking of the pins for hardness. With 
an appropriate hardening procedure md equipment 
we should be able to eliminate this 10C$ checking

be REG0, OFFICE: 439 RAJMAHAL VILAS EXTENSION, BANGALORE-560 080. PHONE: 30975
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Annex 6:2'Page 98

1. GENERAL

1.1 Name and address of enterprise

Maini Precision Products Private Ltd. IB5
B-59, Functional Industrial Estate
Tumkur Road, Peenya
Bangalore 560058
Phone: 50687, 38714, 38846
Telex: 0845-8255 MPP IN

1.2 Contact person

Mr. Sudarshan K. M/.ini, Chairman.

1.3 Form of ownership 

Private limited.

1.4 Invested capital -

1.5 Annual turnover 

Last year 5.7 MRS.

1.6 Year established 1973.

2. PERSONNEL

2.1 Managerial and engineering staff

Managers 1
Engineers, grad. 6
Engineers 8

2.2 Clerical staff 6

Workers (total) 75

Skilled 40
Unskilled 35

2.3



SCANDIACONSULT ENTERPRISE
DESCRIPTION

3. PRODUCTION

3.1 Products
Lapping mandrels, piston pins, special pins, hand primers, 
fuel filters.

3.2 Main production processes 
See attachments.

3.3 Main machinery 
See attachments.

3.4 Factory premises -

3.5 Production volume -

3.6 Current collaboration agreements. None.

3.7 Quality control 
See attachment.

3.8 Input materials
Grey iron cast rods, bright drawn ball bearing steel bars.

3.9 Utilities -

4. MARKETING

4.1 Main market
Mainly local market but some export.
See attachment.

4.2 Distribution

Annex 6:27
Page 99

See attachment.
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Annex 6:27
Page 100

4.3 Competitors -

4.4 Market demand -

4.5 Market share -

4.6 Market surveys -

4.7 Future plans -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products 
See attachments.

5.2 New products in present product line -

5.3 New products outside present product line -

5.4 Projected market demand -

5.5 Projected plant capacity -
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MATCHING
Malmo 1982-05-07 58.0648-01
SCANDIACONSULT PRELIMINARY

RECIPIENT ENTERPRISE

IB5 M aini P r e c is io n  P rod u cts P r iv a te  L td .

r
I

c

CANDIDATE PARTNER ENTERPRISE
Name:
Address:
Phone:
Managing director: 
Contact person: 
Turnover:
Product mix:

AB P o sto  
Box 3C42, S -286  
0435-53375  
Goran Sandberg

12 M SEK 
P r e c is io n

03 ORKELLJUNGA 
Telex:

Employees :
t o o l  m anufacture

c »

r

198 2-05 -07  Phone to  Mr. Goran Sandberg
Mr. Sandberg i s  a t  p r e se n t  .. l i t t l e  busy but on th e  o th e r  hand he d id  n o t want to  say no to  th e  p r o j e c t .  Howecer, as th e  com­pany works on su b c o n tr a c t in g  b a s i s  and c o n se q u e n tly  d oes n o t  have any p ro d u cts  o f  t h e i r  own, he was a l i t t l e  p u zz le d  in  which way th ey  c o u ld  t r a n s f e r  any te c h n o lo g y . He w i l l  subm it some in fo r m a tio n  on h i s  company.



Subannex
SCANT) IACONSL'LT

Malmo

COLLABORATION
PROPOSAL
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58.0648-01

COLLABORATION PROPOSAL

Recipient enterprise
Maini Precision Products P. Ltd. 
Bangalore-560058, India
Contact person: Mr. Sudarsham K. Maini, Chairman

Technological requirements of the recipient enterprise
Technology to improve production quality especially regarding:
o Tolerances in centerless grinding, super finishing, bore finish 

and heat treatment.
o Quality of castings.
o Inspection procedures.

Partner enterprise
Ing. Torsten Ullman AB 
Storgatan, S-340 36 Moheda
Contact person: Mr. Per-Gunnar Fransson, Marketing Director 
Information of the enterprise and its products is enclosed.

Available technology of the partner enterprise
The company is the largest subcontractor to Swedish mechanical industry 
It is specialized in manufacturing turned, hardened and grinded compo­
nents with extreme tolerances in large quantities. In order to be able 
to offer the right quality, a system has been developed, where quality 
control, production planning and manufacturing are regarded as an inte­
grated system.

Proposed general framework for future collaboration
During a visit to Ing. Torsten Ullman AB on September 1, 1982, Mr. Per- 
Gunnar Fransson showed ,,reat interest in the project after studying the 
previously submitted information on Maini Precision Products P. Ltd. The 
following sketch on the future collaboration was discussed:
o The transfer of technology will be focused on the quality control 

system, which has been developed by the company to fulfill the 
requirements from the Swedish automotive industry and which has 
been substantiated in the Quality Systems Manual.



S CAN'D IACON SULT COLLABORATION
PROPOSAL

o Ing. Torsten Ulltnan AB is willing to train some engineers from 
Maini Precision Products P. Ltd. in the quality system.

o As a consequence of the training programme, a lot of derailed 
technical information will be submitted during the discussion', 
with the temporary collègues.

Page 2

o The remuneration will preferrably be cash payment.



Torsten Ullman AB

O w n e r s h i p :  T r e l l e b o r g  AB

( T o r s t e n  U l l m a n  AB a nd  L a n g o  AB, S t o c k h o l m  
f o r m s  t h e  m e c h a n i c a l  d i v i s i o n . )

Sh ar e c a p i t a l  : 

A n n u a l  t u r n o v e r :  

E m p l o y e e s  : 

E s t a b l i s h e d  :

2 3 0 0  0 00  SEK 

52 0 0 0  0 00  SEK 

2 5 0  

1 9 4 5

B u s i n e s s  idea: As an s u b c o n t r a c t o r  p r o d u c e  h a r d e n e d  a nd
g r i n d e d  c o m p o n e n t s  w i t h  e x t r e m e  t o l e r a n c e s  
in l a r g e  q u a n t i t i e s  to E u r o p e a n  i n d u s t r y .

C u s t o m e r s :  V o l v o ,  S a a b - S c a n i a ,  A t l a s  C o p c o ,  IBM, D a i m l e r -  
B e n z ,  F o r d ,  B M W  a n d o t h e r s .

M a n a g i n g  d i r e c t o r :  M r  R u d o l f  S a m u e l s s o n  

F i n a n c i a l  m a n a g e r :  M r  R o l f  N i l s s o n  

P r o d u c t i o n  m a n a g e r : H r  B o r j e  D a h l  

Sa le s m a n a g e r :  Mr P e r - G u n n a r  F r a n s s o n



Q U A L I T Y  M A N U A L

. \ j " k  T' .VAN

F r o m  t h e  v i e w  of the c u s t o m e r  o ne of our a d v a n t a g e s  
is ou r q u a l i t y  and our s y s t e m  for q u a l i t y  c o n t r o l .
We  h a v e  q u a l i t y a q r e e m e n t  w i t h  V o l v o  and S a a b - S c a n i a .

C u s t o m e r s  l ik e F or d , D a i m l e r - B e n z  a nd B M W  h a v e  don e 
a v a l u a t i o n  of the q u a l i t y  r o u t i n e s  w i t h i n  the c o m ­
p a n y  a n d  t h e y  all h a v e  put us in C l a s s  A.

The q u a l i t y  s y s t e m  is d o c u m e n t e d  in the m a n u a l ,  
w h i c h  is b r o u g h t  up to d a t e  as s o o n  as t h e r e  are 
a ny  c h a n g e s .

W h e n  we i n t r o d u c e  the c o m p a n y  to a n e w  c u s t o m e r  we 
g i v e  a r e p o r t  of o ur q u a l i t y  s y s t e m .  It is a c l e a r  
a d v a n t a g e  to be a b l e  to s h o w  it in a w r i t t e n  d o c u m e n t .

The c u s t o m e r  c an  e a s i l y  m a k e  an e s t i m a t i o n  of us 
w i t h o u t  h a v i n g  to m a k e  e x p e n s i v e  t r a v e l s .

z''

A. d



Torsten Uürr.an A B
340 25 f.tGrEDA SwoGen 

Tei. 0472 -7G5 20 

Telex S-52-.:0

ne

Our Swedish factory at Moheda has about 250 employees and :s the largest subccnti actor to Swedish mechanical 
industry The exceptionally good craftsm anship of our employees together with mainly German and Swiss machine tools and 
production machines of latest design combine to give our customers punctual deliveries m any quantities and required 
quality at a reasonable price. Multispmdle lathes to max 83 mm diameter. Swiss repetition lathes to max 20 mm d.ameter. 
Automatic turret lathes- Complete grinding facilit.es — Heat treatment — Automated secondary operation machines — A 
terrmce! dscurnrg  macnme — Ett.cient inspection department We specialize in components with extreme tolerances in 
large quantities and invite you to ask for quota;.ons.

Ijnsere schv.edischs Betriebsariage ¡n Moheda ha! etwa 253 A rgsste llte  und ist die grosste Zulieferfirma zu den 
schwed schen rrechan.schen lnd„str.en Ein hochmoderner Maschinenpark m Kombinatlon mit emem guten techmchen 
M itarbeiierstab garantiert unseren Kunde.o Cual.tetsprodukte.

In unserem Vaschmertpark cef.nde'i sich Menrspmdelautomaten bis durchlass 83 mm, Langdrehautomaten bis durchlass 
20 mm und Pevoiverautomaten *ur kleine Serien. Schleifmaschmen fur Rund-, Plan-, Loch- und Spitzenlosseschleifen. Eme 
moderne Hanerei sfeht uns aucn zur verfugung. Ausserdem haben w ir emen umfassenden Maschinenpark für éventuelle 
Fertigbearbeitung scwie eme thermische Entgratanlage Eme moderne und gut ausgerüstete Kontrollabteilung garantiert 
Ihnen was unsere Firma verspricht

Unser Specialitat ist Drehteiie mit fe.nen Toleranzen. W erden Sie sich vertrauensvoll an uns mit Ihren Anfragen.

Notre usine suédoise de Moheda emploie normalement 250 salariés et est le plus im portant sous-traitant de l'industrie 
mécanique suédoise Nous disposons de tours m ultibroches de diamètre maximal 83 mm. de tours de reprise suisses de 
diamètre maximal 20 mm, de tours revolvers automatique, d équipements complets de rectification, de dispositifs pour tra i­
tements thermiques, de machines automatiques pour opérations de finition, d'une machine therm ique à ebarber et d'un 
service conlrôle efficace.

Nous sommes spécialisés dans la fabrication de grandes senes de p.èces à tolérances sévères et nous nous tennons à 
votre disposition pour répondre a toute demande de devis de votre part.

Onze zweedse fabnek m Moheda heeft cirka 250 man personeel in dienst sa is het grootste toeieveringsbedrijf van 
de zweedse mechamsche industrie De grote vakbekwaamheid van het personeel gecombmeerd met een modem 
machinepark bestaande uit hoofczakelijk duitse en zwitserse gereedschaps- en produktiemachines van het laatste ontwerp 
garanderen onze klanten stipte levering van elke hoeveelheid en ge.venste kwallteit tegen een redelijke prijs.

Tôt ons machinepark benoreo mee-assige draaibanken tot een diameter van max. 83 mm, zwitserse draaiautcmaten tôt 
max 20 mm diameter en revoi.e-craaibanken voor kieme series, sli|pmachines voor verschiilende oppervlakken Voorts 
voeren wi| warmlebehandelingen uit en beschmken wij over een uitgebreid machinepark voor machinale emdbev.erkmgen 
alsmede ec? thermische ontbram ingsm staiiatie Een e ffice n t en goed geoutilleerde inspektieafdelmg ga.-andeert u onze 
kwaiite't

Wij zi ! n gespeicai seerd m cndvrde'eh met zeer kleine toleranties en m levering van grote hoeveelheden.

Vraag naar onze c“ e’ tes
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-1-1V IN G E N J Ô R  T O R S T E N  U L L M A N  A B
Address S-340 36 MOHEDA . Sweden 
Teiex no 521 20 TUAS S

! Telephone no 0472 - 708 20

3..S'0''"';'aC‘C’ Sv.mQ.S’' 'ht-;-.'*' Ot’Ct'w'V ' . :m " ''
J ‘ J u f  . - d s  ’ C g r ” -.'- :*■ - r ^ n ; ,  ^ r ^  S -  V  ~ \ K . r' - " * . :  *

D'oc. oriO'i "-ao^nes -• avs: o->.gn oc'tt.- -ie 'u 3^0 ou- u
;;*?• -e'es • n an> T.-in: tiei a^C -e suu..:v a: a '•p/isooar; ? o'-ae
g:'-e our cusrc^'e's '■■u'V quj"'> ,\p us? "'c.'«e'h me'^ocs •r> •••■0̂  
cc,~!'0' gees Murro ;rt 'vv^Q Aith orecar.nq quotations crocuc’'On c;anni 
manufacture '.Ve soec.a-ize m hardened and gmcec components *vt:n e 
tolerances m large Quantities anc invite you to os* tor Quotations

L IS T  O F  O U R  M A C H IN E R Y
Single-spinale automatic bar lathes: 35 pcs Dim. area o 1 mm — max o 60 mm
Makes: Tornos M4. M7 M10. M28 and RR20 

Index B42 and B60

Multi-spindle bar automatics: 27 pcs.

»

Makes: Tornos AS 14 
Schutte SE 16 

AF 26 
SE 25 
SD 32 
SF 40 
SD 50 
SD 80 
SF 80

Wickman

Dim.area o 14 mm
0 18 mm 
0 26 mm 
o 26 mm 
o 35 mm 
0 42 mm 
0 51 mm 
0 80 mm 
0 83 mm 
0 1 V» inch 
0 1 V, inch

Max.length 70 mm 
120 mm 
140 mm 
140mm 
130 mm 
150 mm 
190 mm 
210mm 
205 mm 
165 mm 
165 mm

Multi-spindle chucking automatics: 1 pc

Make: Schutte SFH 160

Automatic copying lathes: 3 pcs
Make: Gallicop

Lathes: 3 pcs
CNC-lathe PN 420 U 
Make. Boehringer 

NC-lathes DR 133 
Make: Hembruger

( ^ e n t r e  lathes: 20 pcs
f la k e s :  Schaublin 102. etc.

Automatic second operation lathes: 5 pcs
Makes: Feinbau etc.

enterless cylinrical grinding machines: 6 pcs
Makes: Lidkopmg 46 and 3 B/U, Malcus MC 40 
and MC 50, Wennerholm.

Grinding machines for grinding 
between centers: 5 pcs

M illing machines: 19 pcs
Makes: Schaublin SV 13. Sajo 52, 54 and 
HM-300-TNC 121 etc.

Impact machines: 2 pcs up to 18 ton.

Broaching machines: 1 pc
Make: Rauch RS 3-1000.

Honing machines: 1 pc
Make: Sunnen

Double-sided surface grinding machines: 1 pc
Make: Diskus DDS 600.

Internal cirkular grinding machines: 6 pcs
Make. Voumard.

Crack-indicating: Magna Flux

Thermal deburring machines: 1 pc
Make: Bosch.

Machines for induction hardening: 3 pcs
M a k e :  Philips. 2 5 k W . A m y s a  6 0  k W

Makes: Studer and Tschudin.

Thread-cutting machines: 1 pc
Make: Cridan type A.

Thread-rolling machines: 1 pc
Make Pee Wee P 15 U

Drilling machines: 20 pcs
Make Varying manufacturerers

Hardening furnace with protective gas: 2 pcs 
Make: Ipsen.

Hydropneumatic cirkular table HW 25/12: 1 pc 
Make: Pfiffner.

Cirkular Indexing table for drilling, thread cutting, 
milling and broaching: 5 pcs

:3' -•

,ng 3r T -
. r r e ^ e



S C A N D I A C O N S U L T

s u o annex

Malmo

VISIT Page 1
REPORT
1982-11-23 58.0648-01

Visit to Inq. Torsten Ullman AB, Moheda, 15 November 1982 

Participants:

Mr. Sudarshan K. Maini, Maini Precision Products P. Ltd., Bangalore, India 
Mr. Per-Gunnar Fransson, Ing. Torsten Ullman A8 
Mr. Thomas Grahn, Scandiaconsult AB

o Mr. Maini visited Europe on a business trip and wanted to see his partner
enterprise as well. As we were noticed well ahead, there were no difficulties 
to arrange the meeting.

o Mr. Maini was picked up by me at the hydrofoil terminal in Malmo early 
in the morning and after a three hours' car travel we arrived at Ullman's.

o Mr. P.G. Fransson introduced himself and his company and guided us through 
the factory. Mr. Maini made several stops and asked for detailed information 
on technical subjects. For me, as an outsider, Mr. Maini and Mr. Fransson 
seemed to talk the same specialists' language.

o The collaboration proposal was based on the quality control system of 
Ullman's, but the QC manager was not available until the next day and 
consequently the discussions about this was postponed.

o During the following duscussion Mr. Maini stated that the production of 
Ullman's and of his own company's are very similar except for the degree 
of mechanization.

o Mr. Maini pointed out that several of the labour intensive products should 
be well suited for manufacturing in India as the labour costs there are 
very low. Mr. Maini got some samples and the corresponding drawings 
and quantities and he will make a quotation on the manufacturing of them 
for Ullman.

o Mr. Maini suggested that Ullman's, beeing well known in Europe for its 
high quality products, will sell MPP's products on the European market 
in its own name, providing that the quality requirements can be fulfilled.
This could be done if Ullman's would supply the technical assistance required.

o Ullman's has some old, but technically good machinery, which presently 
are running idle. Mr. Maini showed great interest in these machines and 
would like to buy them including start up and training, which would be a 
means of transfer of technology.

o Mr. Maini stayed overnight in Vaxjo, the nearest big city, to continue
the discussions regarding the QC system and to meet the managing director 
Mr. Rudolf Samuelsson while I went back to Malmo.

X
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o According to a telephone call from Mr. Maini the following evening, the 
negotiations had continued in about the same tracks during that day and 
he was quite satisfied so far.

Malmo, 23 November, 1982 
SCANDIACONSULT AB

Thomas Grahn



T O R S T E N  U L L M A N  AB
S40 3 t M O H E D . i  ■ S W E D E N

Moheda 1983.03.15 S.K. M A I M
M A I M  PRECISION PRODUCTS 
603, 6 th FLOOR 
DEKATHA PLAZA Bide 
131. RESIDENCY ROAD 
BANGALORE - 25 
INDIA

Dear Mr M a m a

Thank you for your letter. IV, so sorry about the oelav to 
answer it. The market in Sweden and Europe is very bad lust 
now. arc i t ’s necessary to work very hard. Mv m a i n h  work 
is to visiting companies, tryinc to get new objekts for 
Torsten Ullraar. .

I read your letter with interest and I ’m very happy that you 
enioved vour visit in Moheda.

The samples of the hand primer housings have been honed and 
will be sent to you in week 8312- Together with this letter 
I will send the results from the manufactoring.

The board of Torsten Ullman AB, is informed about our co­
operation and have made their decission. They considered 
that a collabration as your proposal is not interested. Our 
customers in Sweden and Germanv are very anxious about 
manufactoring outside our own factory. They had also doubts 
about the cechnical kapacity to be succesful. After studying 
your prices for the various details your oot when visitinq 
us, we have determined that your prices are not in competi­
tive conditions.
The comparison is as follows:

1. Dowel pin 834 259 
Your price: 0:61 SEK
Our manufactoring price: 0:49 SEK

2. Piston 737 589
Your price: 13:- SEK 
our man. price: 11:40 SEK

3. Tatningshuvud 112-XX-01 
Your price: 1:90 SEK
Our man. price : 1:65 SEK

4. Bush 830 072
Ynur price : 0:55 SEK 
Our ru.n. price: -0:50 SEK

ocioares• Morjda ■ Tel.: 047S- 70820 zrx ■ Telex: 52120 - Telegram: Ulimemab, I'clxjo ■ Boni: Suemkei НалахIsbспит.



lour anorexic,are! \ once: i
[jut  m a u f s c i o n n c  p r i c e :  6 : 3 L  SEK

As you can see our manufacturing prices are in better 
pricelevel. Your samples of these details arrived last 
week and we are very satisfied with them after an ocular 
inspection.We will do further tests with the samples.

looay 1 got information about the meeting in Malmo.I 
will be there on thuesday the fifth.Looking forward to 
see you. But as you can see in my letter the collobration 
form have to be in a different way then you suggestion.
1 think that you in the future can supply TUAB with details 
if your prices is competitive.

With Kind Regards



¿ u b a

This is a note, dictated by Mr. Fransson of Ullman, to which Mr. Maini agrees.

We think the proposal must be that Maini Precision Products to be supplier for 
Ullmans. Ullmans will help MPP with some technology know-how as required.
This will vary from component to component.

Ullman would like from MPP prices in two ways -  including material and exclusive 
material.

The type of items we have found, that are suitable for MPP, are bushes, pins, 
pistons etc.

For manufacturing these parts, Ullmans are going to find machines in Sweden 
suitable for machining for MPP such as honing machines, deburring machines 
and other second hand machines. We will send over the prices for these machines 
to'VlPP.

The execution will be done as follows:

I will select for you 25 more items. I will send you drawings, samples, control 
inspection reports, operation list, where the time cost of each operation, material 
costs in Sweden and all information I can get on each item. I will send you this 
about the 20th to 23rd of April whereever you are in Europe you get it and then 
we perhaps can meet in Moheda the first week in May for further discussion.
When I get your answer, I will have a report for the board of Ullmans and further 
discussion there. I think we can get a decision by the end of June, when the 
next board meeting is in Moheda. Perhaps after the summer you can deliver 
some samples for us.
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ANNEX No. 3

COLLABO RATION PARTNERS

Sonalkar Tool Woorks P. Ltd., Harihar, Karnataka, India (STW) 
and
Skandinaviska Chuckfabriks AB, Tyringe, Sweden (SCA).

SELECTION PROCEDURES

Based on the report of Expolaris (subannex 3:1) and the short briefing by Mr. 
HSnell, STW was selected as one of the potential recipient enterprises to be 
further promoted for collaboration with a Swedish enterprise. The main reasons 
for the selection were:

o A positive overall impression of the company.

o It was said to be a company with good management, high technology 
standards, good marketing organization and good finances.

o The company size seemed proper.

o The present products were shown in a pamphlet.

During the selection work a letter came from STW (subannex 3:2) stating:

o List of machinery.

o Specific requirements on transfer of technology and the Swedish Enter­
prises able to provide this.

After the selection phase, an attempt was made to make a preliminary matching 
with the Swedish enterprise Lofab Square AB (subannex 3:3). They showed 
interest in the project and submitted information on the company and its 
products. However, their products seemed to match better those of Elmeca 
Works. Qn the other hand the preliminary matched partner of this company, 
SCA, seemed to match STW better.

The impressions from the visit to STW during the Mission in May-June, 1982, 
were put down in the Enterprise Description (subannex 3:4). The following came 
out of that visit:

o It was confirmed that the management, technology level, market situation 
and the general business are good.

o It was also confirmed that the company has some specific requirements on 
technology transfer to improve the present products.
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o T h i s  t e c h n o l o g y  is a v a i l a b l e  in  S w e d e n  as th e  p a r t n e r  w a s  a l r e a d y  i d e n t i -
f ie d .

o S T W  is c a p a b le  o f  a d o p t in g  a n e w  t e c h n o l g y .

o E v e n  th e  f o r m  o f  th e  f u t u r e  c o l l a b o r a t i o n  w a s  p r e s e n t e d .

A f t e r  th e  M is s io n ,  t h e r e  w a s  a n o t h e r  s c r e e n in g  p r o c e d u r e  based on th e  a d d it io n a l  
i n f o r m a t i o n  n o w  a v a i l a b l e .  A s  m o s t  o f  th e  c r i t e r i a  f o r  th e  s e l e c t io n  o f  th e  
p r o j e c t s  to  be c o n t in u e d  w e r e  f u l f i l l e d ,  S T W  w a s  p u t  in t h e  g r o u p  o f  p o t e n t ia l  
r e c i p i e n t  e n t e r p r is e s ,  w h i c h  sh o u ld  be f i n a l l y  m a t c h e d  w i t h  S w e d is h  p a r t n e r s .

M A T C H I N G  P R O C E D U R E

A s  th e  p o t e n t ia l  p a r t n e r  S C A  w a s  a l r e a d y  id e n t i f i e d  b y  S T W ,  th e  m a t c h i n g  
p r o c e d u r e  w a s  q u it e  s im p le  a n d  no o t h e r  e n t e r p r is e s  w e r e  c o n t a c t e d .  D u r i n g  th is  
p e r io d  M r .  S o n a lk a r ,  C h i e f  E x e c u t i v e  of  S T W ,  v is i te d  E u r o p e  on business a n d  he 
to o k  the  o p p o r t u n i t y  to v i s i t  S C A  as w e l l .  In  th e  l e t t e r  o f  O c t o b e r  14, 1 9 8 2 , 
(s u b a n n e x  3 :5 )  he g iv e s  s o m e  i n f o r m a t i o n  on th e  r e s u l t  o f  che m e e t i n g ,  w h i c h  
s h o u ld  be ta k e n  in to  c o n s id e r a t io n  w h i l e  w o r k in g  o u t  th e  C o l l a b o r a t i o n  P r o p o s a l .

C O L L A B O R A T I O N  P R O P O S A L

T h e  C o l l a b o r a t i o n  P r o p o s a l  is a t t a c h e d  (s u b a n n e x  3 :6 )  a n d  c o n t a in s  th e  f o l l o w i n g  
f r a m e w o r k  f o r  f u t u r e  c o l l a b o i a t i o n :

o S T W  w i l l  b u y  m a c h i n e r y  a n d  t r a i n i n g  n e c e s s a r y  to  i m p r o v e  p r o d u c t io n ,  

o S T W  w o u ld  l ik e  to  n e g o t i a t e  th e  t e r m s  o f  g e t t i n g  th e  S C A  c h u c k  t e c h -

N E G Q T I A T I O N S

In  c o n n e c t io n  w i t h  th e  G r o u p  V i s i t  to  M a l m o e ,  S w e d e n ,  A p r i l  5 - 8 ,  1 9 8 3 , M r .  R .
S o n a lk a r ,  S T W ,  and M r .  G .  B j o r k ,  S C A ,  d iscu sse d  f u t u r e  c o l l a b o r a t i o n  a lo n g  th e
g e n e r a l  l ines  as p e r  the  a t t a c h e d  h an d  n o te s  (s u b a n n e x  3 :7 ) .  T h e  c o l l a b o r a t i o n
w i l i  d e v e lo p  th r o u g h  th e  f o l l o w i n g  s ta g e s :

o S C A  e x p e r t s  w i l l  s tu d y  th e  p la n t  of  S T W  and a d v is e  on i m p r o v e m e n t s .

o T r a i n i n g  of t h r e e  p e rso n s  f r o m  S T W  a t  th e  S C A  p la n t  in c lu d in g  w o r k in g
m e t h o d s ,  o p e r a t io n  o f  m o d e r n  m a c h in e s  and d e ta i ls  o f  o ro c e s s  o f  m a n u ­
f a c t u r e  of  la th e  c h u c k s .

o S T W  w i l l  p u rc h a s e  s p e c i a l -p u r p o s e  m a c h in e s  of S C A  d e s ig n  f o r  th e  m a n u ­
f a c t u r e  o f  c h u c k s .

o S T W  w i l l  p u rc h a s e  d r a w in g s  and designs f o r  so m e  c h u c k s  a n d  m a n u f a c t u r e  
th e  s a m e  to  S C A  s p e c i f i c a t i o n s  to  m a k e  a b u y  b a ck  a r r a n g e m e n t  p o s sib le .

n s lo g y .
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PROJECT STATUS JUNE 83

Both parties have during briefings after the negotiations expressed their satis­
faction with the development of this collaboration so far and the plans they have 
worked out to implement it.

STW will get in touch with the Indian Government to get the necessary permits 
for this project, especially import licences for machines and the SCA experts' 
services. This might require some assistance from the coordinating agency in 
India, Karnataka State Small Industries Development Corporation, KSSIDC.

STW will draft a contract agreement, if necessary with the assistance of UNIDO.

UNIDO will take a decision on the requested expenses to be carried by the 
project, i.e. travel expenses and per diem for the SCA experts' visit to STW and 
for the STW personnel to be trained at the SCA plant.

PROJECT STATUS OCTOBER 83

After the Malmoe meeting, Sonalkar has visited SCA twice to discuss the future 
cooperation. According to Mr. Bjork of SCA, the relations between the two 
companies are now very good, and SCA looks forward to a good and profitable 
relation with 5onalkar.

The technology transfer agreement still contains the elements outlined above. 
Sonalkar has informed SCA that approval of the agreement by Indian Authority 
can be expected in December -83 or January -84. UNIDO has promised to assist 
in financing a visit for 2 SCA representatives to the Sonalkar plant. Such a visit 
was a precondition set by SCA for their involvment in this project.

Comments

This project is now straight purchase of technology, special machines and 
training. Discussions regarding by-back-agreements (from Sonalkar) have been 
held but SCA regards the present quality of Sc lalkar's products too low. This is 
based on samples SCA has got from Sonalkar.

So far, SCA has not been in touch with any Swedish supporting organization to 
discuss or get assistance in this project. All contacts with UNIDO has been 
handled by Sonalkar.



Name and other i d e n t i f i c a t i o n  data of the firm,

Sonalkar Tool Works P r iv a te  Ltd !In d u str ia l E s ta te  \  /
Marihar 577 602 , Karnataka S ta te
Managing d ir e c to r :  C R Sonalkar
Phone: 224 , 296
Grams: Chucks
E stab lish ed : 1949

Datas about th e  p eop le employed in  th e  firm
P r o fe ss io n a l s t a f f :  12 
S k illed  la b ou r: 85 U n sk illed  labour? 20

Annual tu rn o v er , e q u ity , p r o f i t s  and economic f a c t s  
Turnover 1980: 6 500 000 In R

Product mix
Lathe ch u ck s, l i v e  and dead c e n tr e s ,  l im it  and gau ges, pcwer chucks and h yd rau lic  a ttach m en ts .

Production tech n o lo g y , equipm ent and o th er  te c h n ic a l inform ation
C asting, m achining, heat tre a tm en t, g r in d in g .
5everal l a t h e s ,  g r in d in g , ta p p in g , d r i l l i n g ,  p la n in g  
and o th er  m achines.
The equipment i s  in  good s t a t u s .

Datas about m arketing o r g a n iz a t io n  e tc
The firm has both b ig  in d u s t r ie s  as buyers and d e a le r s  a l l  over In d ia . 15 % ex p o r t.
The fu tu re  p lan s o f  th e  firm
They want to  modernize th e  m achine-park, tr a in  th e  labour force and a ls o  in c lu d e  pneum atic chucks in  th e  p ro d u ction .Raise the exp ort to  fo r e ig n  c o u n tr ie s .
The p o s s i b i l i t i e s  o f  the firm
The market i s  very good, they are running t w o - s h i f t .
Recommendations and p ro p osa ls
The company need a s s is ta n c e  con cern in g  tech n o log y  and m arketing. E sta b lish  a c o n ta c t with a Swedish d ea ler  in  th e  f i e l d ,  which 
i s  fa m ilia r  a ls o  w ith  the tech n iq u e .

.... r§/j -jc <K0 i  <■"> «—"> A  1 A \. A.'. . C



S u b a n n e x  j : Z

of "L A < S H M I"  m
ug»s. H/Qidvjiic 247 -14  B .Y e iavada. j

Hvd'O-Cosvmg O ff Dcccan C ollege Road, V _ X ' 4 » ' J

C l o s e d  w ith  t h i s  l e t t e r  e r e  th e  d e t a i l s  f o r  T e c h n ic a l  P r o c e ss  
w hich can  be upgraded as a l s o  th e  name o f  S u e e d is h  C oncerns u h ic h  
can p r o v id e  te c h n o lo g y  f o r  th e  Scheme fo r  our C oncern under th e  
schem e o f  t r a n s f e r  o f  te c h n o lo g y  w ith  th e  a s s i s t a n c e  o f  UN 100 ,

Ue w ould r e q u e s t  you to k in d ly  fo l lo w -u p  in  t h i s  m a tter  and l e t  us 
know i f  th e  a co v e  m en tion ed  5 u e e d is h  Firm i s  i n t e r e s t e d  in  the  
t r a n s f e r  o f  t e c h n o lo g y , so  t h a t  we can  ta k e  up th e  m a tter  fu r th e r  
w ith  th e  Firm t h e m s e lv e s .

H r. U afa Kamel,
I n d u s t r ia l  D evelopm ent O f f ic e r
D evelopm ent & T r a n s fe r  o f T ech n o lo g y  B ranch,
o ^ o n y ^ i i n 005 I n d u s t r ia I  D evelop m en t O r g a n is a t io n ,* j CUa 0 JU|
A -1 000 V ie n n a ,AUSTRIA.



acturers of 
S. Gauges. Hydraulic 
-Packs. Hydro-Copying 
lments.

"LA K S H M I"
247-14 B, Yeravada.
Off Deccan College Road, 
Poona-411 006.
Phone No. 21795.

reply to
V P-O. Box 24 Grams: Chucks
ir 577601 Karnataka. Phones 224 & 29«.

Ref .No .1 36/ H C //  8S ~ t

tool w orb
Private Ltd.

H a r i h a r ,  27th F e b y .1 9 8 2 .

Process Upqradatlon  f o r  manufacture o f  

L i m i t  Gauges;

0  )  Lapping o f  f l a t  aurfacee

( 2 )  Lapping o f  snap gauge s urfaces

( 3 }  H e a t - t re a tm e n t  end s t a b i l i z i n g  processes
i n  the manufacture o f  t o o l  s t e e l  gauges.

( 4 )  I n s p e c t i o n  o f  t a p e r  gauges.

The Swedish f i rm  which w i l l  be a b la  to  p r o v i d e  

the above mentioned technology i s  -

Pl/s . C . E  .Johansson,
Box 365
5-63105 E s k i ls t u n e  
SVERIGE

, ) T e l e x : -  46080 CejS

T e le g r a m :  COPIBINATION 

T e l e p h o n e : -  (016)  1 1 , 7 0 ,0 0 0

RCS/KRA



*c tur«s of: 
s. Gauges. Hydraulic 
-Packs. Hydro-Coov'ng 
imems.

"LA K S H M I" —^  M |>
247-14 B.Yeravada.
Off Deccan College Road. I l m l H I n m H B  
Poona-411 006. ■  ■  ■  
Phone No. 21795. fOOl

reply to 
y  P.0. Bo* 24 
ir 677601 Karnataka.

Grams: Chucks Priva,e Ltd' 
Phones: 224 & 296.

Ref ,No.1 36/HC/ / ■ § ^ J  H a r i h e r ,  27th  Fe b y .1 9 8 2 .

Processes f o r  Upgrad etio n  i n  Manufacture o f  Chucks.

^ 1) Bevel gear c u t t i n g  f o r  s c r o l l  and p i n i o n  
in  3-3aw s e l f  c e n te r in g  chucks.

• 2) S p i r a l  c u t t i n g  end s p i r a l  g r i n d i n g  i n

3 - 3 eu chucks mads as per the Cushcan sy stem .

3 ) Guideway m i l l i n g  and g r i n d i n g  i n  3-3eu 

» s l f  c e n t e r i n g  A 4-3 ew Independent chucks.

4) Jew t e e t h  c u t t i n g  and g r i n d i n g  i n  3 - 3 au chucks.

5) Manufacture  o f  Caa-Pina f o r  Genlock s p i n d l e .

6 ) T e s t i n g  process f o r  3-3au A 4 - 3 au Chucks.

• ! • -  

•

The Swedish f i r m  which can p r o v i d e  the above technology 

3/az»km

D /a.Sk and in avis ke  Chu ckfa b r lk s
A k t l a b o l o g e t ,

S-282 00 TYR1NGC 
SWEDEN

T  e lsgram j-Skandchuck 

T e le x J -4 8 0 5 8  SCAe 

Telephones 0451-50970

RCS/KRA



/

LIST 0- M^CKILSS OWNED BY MS.SONALKaR TOOL WOGiiS FVT.LTD.,
HARIHAK AS ON 31ST MARCH 1 9 8 2 .

r

i  O

S i .n o . Name and D e s c r ip t io n  o f  th e  M a ch in er ie s C ost v a lu e .

1 . E h ad rav ath i *0* Lathe 8 0 2 -0 02. Z igs and f ix t u r e s 9 ,1 1 5 -0 03 . Rc. id s  Gr in d in  g m achine 277-00 .4 . H o r iz o n ta l M l l in g  M achine 1 6 6 -0 05. H a tte r so n  L ev e l GearG en era tin g  A ttachm ent 629*006 . A v e r y 's  h a rd n ess  t e s t i n g  m achine 1 5 8 -0 07 . C la r k s o n 's  t o o l  c u t t e r  g r in d e r 165 -0 0e. Broamwade a ir  com p ressor 1 5 1 -0 09 . V e r t ic a l  m i l l in g  m achine 1 ,1 6 0 -0 010. Praehcm a s u r fa c e  g r in d e r 1 ,1 2 5 -0 0

11 . U n iv e r s a l m i l l in g  m achine 3 ,8 1 0 -0 01 2 . M annaioni screw  c u t t in g  m achine 5 , 321-CO13. R ?d ia l d r i l l i n g  m achine 3 0 1 -0 01 4 . T h er lak  fu rn ace  n o , 1 4 1 4 -0 01 5 . Y o g o s lo v ia n  t u r r e t  la th e 4 ,0 0 9  0 016. 3UJ-16 C y l in d r ic a l  g r in d in g  m achine 2 ,2 8 0 -CO17. Shimoga I to .l  Lathe 1 ,9 6 4 -0 018. USSR t o o l  ream m i l l in g  m ach ine 6 ,0 4 1 -0 015. Jayem s sh ap in g  m achine 9 6 6 -0 020. Ih ereleV . fu rn a ce  n o .2 6 6 6 -0 021. 'C h u r c h i l l '  c y l i n d r i c a l  g r in d e r 9 ,2 6 3 - 0 0
22. SdII-20 s u r fa c e  g r in d e r 6 ,7 2 9 - 0 02 3 . Punching m achine 4 ,6 2 2 -0 024. TU-400 c y l in d r ic a l  g r in d e r 8 4 5 -0 025. K arih ar  D -l Lathe 1 ,6 4 7 -0 026. Arbour p r e s s 4 1 3 -0 027 . S l o t t i n g  machine 1 ,3 2 2 -0 028. 22 C ooper sh ap in g  m achine 8 9 8 -0 029 . HkT LB 17 Lathe 5 ,3 0 0 -5 630. 1/2"  D r i l l in g  m achine '8 4 6 -7 2

/C o n t . .o n  2 /

r



2

S iNo. Neme and D e s c r ip t io n  o f  th a  № c h in e r ie s C o s t  v a lu e

i i  Shimoga W .I .L a th eA  3 2 . Q etcos LT 20 L athe
3 3 . B a t l i b o i ' s  R a d ia l d r i l l i n g  m achine34 . H o r iz o n ta l d r i l l i n g  m achine3 5 . R ockw all h a rd n ess  t e s t i n g  m achine  i Pantogarph e n g in e e r in g  m achine

A  3/. Meehan ic ± l conparatot38 . 1*11-22 F ree  i s  ion la t h e39 . S u rfa ce  G rin d in g  m ach in e4 0 . Lathe g r in d e r

3 0 ,2 4 5 -0 75 0 ,1 2 6 -8 76 7 ,3 0 6 -9 37 8 ,0 3 5 -1 03 ,9 4 6 -3 4
1 8 ,7 7 8 -3 24 ,6 8 9 -3 61 ,3 6 ,6 6 6 —244 6 ,7 9 4 -7 61 ,4 2 3 -5 7

4 1 . Shalinsar PSG L athe4 2 . Dust c o l l e c t i n g  m a r lin e4 3 . H o r iz o n ta l m i l l in g  m achine4 4 . UFA  3V M il l in g  M achine N o .2511204 5 . FA 3U M il l in g  m achina n o . 3312484 6 . I n te r n a l g r in d in g  m achine n o .6 0 /7 6 /0 1 44 7 . 24 V Shapind m achine RK Brand4 8 . M icroscope w ith  p r o j e c t io n  sc r e e n
4 9 . Bench g r in d e r  

shim oga S h o rtb ed  la t h e

4 6 ,5 0 7 -7 0  7 ,3 5 1 - 5 5  1 6 ,3 2 3 -1 5  1 ,1 4 ,6 1 1 - 0 0  1 ,1 4 ,6 1 0 -5 0  
2 ,2 3 ,0 6 1  0

3 8 ,1 1 9 -0 0  5 0 ,9 8 1 -1 5  
1 ,6 6 6 —00 3 8 ,7 9 8 -3 8

51 . Shimoga shor6 bed la th e5 2 . K i l l in g  m achine FA—3U53. ’ M illin g  m ach ine FA-3Vl .  Bombay L athe -  MK Make5 5 . P3G Lhbhe5 6 . HMT U n iv e r sa l g r in d in g  m achine

4 2 ,0 8 6 -1 51 .1 4 .1 6 7 -  301 .1 4 .1 6 7 -  30 1 ,8 8 ,6 2 4  -845 7 ,3 9  3 -4 5  8 8 ,9 4 7 -4 4
T o ta l Us. 1 7 ,6 7 ,0 1 4 -7 5

fo r  sohalkar tool works PVT. LTD.,
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PRELIMINARY 
MATCHING

Malmo 1982-05-07 58.06Í8-01

RECIPIENT ENTERPRISE

IB6 Sonalkar Toolworks Private Ltd.

CANDIDATE PARTNER ENTERPRISE 
Name: AB Lofab

Address:
Phone:
Managing director:

Box 16034, S-200 25 MALMO 
040-945320 Telex: 
Bengt Ohlsson

32580 lofab s

Contact person:
Turnover: Employees: 35
Product m ix: Lathe mandrels chucks, reduction sockets etc.



Subannex  3:

SCANDIACONSULT ENTERPRISE Annex
DESCRIPTION Page

1. GENERAL

1-1 Name and address of enterprise IB 6
Sonalkar Tool Works Pvt. Ltd.
P.O.Box 24
Harihar-57760,2 ( p Q l
Phone: 296, 224

1.2 Contact person
Mr Ravi C. Sonalkar, Chief Executive

1.3 Form of ownership 
Private Limited Company

1.4 Invested capital. -

1.5 Annual turnover 
Last year 15 M RS

1.6 Year established: 1949

2. PERSONNEL

2.1 Managerial and engineering staff 12

2.2 Clerical staff. -

2.3 Workers, total 105
Skilled 85
Unskilled 20

6:30
109
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S CANDIAC 0 N S U L T  E N TER P R IS E  Annex 6 : 30
DESCRIPTION Page 110

3. PRODUCTION

3.1 Products

r

Lathe chucks 
Limit gauges 
Hydraulic attachments

£

(

Main production processes
Casting, machining, heat treatment, grinding, assembling

0 Main machinery
Lathes, grinding, lapping, drilling and planing machines 
List of machinery available at Scandiaconsult

3.4 Factory premises
Roofed production area 500 m2 
Age of buildings approx 10 years

3.5

•

Production volume
Chucks: 600 units per month, 2 shift 
Gauges: 3 000 units per month, 2 shift
At present full capacity production '

3.6<

•
Current collaboration agreements 
None.
The present chucks have been developed by copying an 
american made chuck

3.7 Quality control. -

3.8 Input materials. -

3.9 Utilities. -



SCANDIACONSULT ENTERPRISE
DESCRIPTION

Annex 6 :30 
Page 1 1 1

4. MARKETING

4.1 Main market
Local 85 Z  
Export 15 Z

4.2 Distribution
Dealers all over India 
Industries all over India

4.3 Competitors
On world market the main competitors are the Polish.

4.4 Market demand. -

4.5 Market share. -

4.6 Market surveys. -

4.7 Future plans. -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products 
See attachment.

5.2 New products in present product line 
Pneumatic chucks
Special chucks - 2 jaw chucks and bigchucks >900 mm 
Thread gauges

5.3 New products outside present product line.
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Annex 6:30 
Page 112

5-4 Projected market demand

Thread gauges are manufactured in India by one big and 
one small company at present.

5.5 Projected plant capacity
Pneumatic chucks: 25-100 units per month 
Thread gauges: 1 000 units per month

6. COMMENTS

Mr Sonalkar will be in Europe 25—30 Sept and will eventually 
take contact for meetings with Swedish companies.



Rb P.No .136/HC/ He f i b e r  | 27 t h  F e b y . 1 9 8 2 .

D

2 )

3 )

4 )

5 )

6 )

i s  -

Pro cesse s f o r  U o q r a d s t l o n  i n  m a n u fa ctu re  o f  Chucks.

S t v e l  g e a r  c u t t i n g  f o r  s c r o l l  and p i n i o n  

i n  3 - 3 e u  s e l f  c e n t e r i n g  c h u c k s .

S p i r a l  c u t t i n g  and s p i r a l  g r i n d i n g  i n

3—Ja u  chucks made as p e r  t h s  Cushman s y s t e m .

Guideuay m i l l i n g  and g r i n d i n g  i n  3 - 3 a u  

• a l f  c a n t e r i n g  & 4 - 3 au In d e p e n d e n t  c h u c k s .

3eu t e e t h  c u t t i n g  and g r i n d i n g  i n  3 - 3 a u  c h u c k s .

H a n u f a c t u r e  o f  Cam-P ins f o r  Camlock s p i n d l e .

T e s t i n g  p r o c e s s  f o r  3 - 3 e u  & 4 - 3 au C h u c k s .

The S wedish f i r m  w h ic h  can p r o v i d e  t h e  above t e c h n o lo g y z''

fi/sx£ka

P l / a .S k a n d in a v ia k a  C h u c k f a b r i k s
A k t i e b o l o g e t ,

S -2 8 2  00 TYRINGC 
SWEDEN

T e l e g r a m : - S k a n d c h u c k  

T e l e x : - 4 S 0 5 8  SCAs 

T e l e p h o n e :  0451-50970

c m i

r c s / kra

t



R e f . N o  .1 36/HC/ H a r i h a r ,  2 7 th  F e b y . l 9 G 2

Process Uooredatlon for manufacture of  

. Limit Gauges:

( 1 ) L a p p in g  o f  f l a t  s u r f a c e s

( 2 ) L a p p in g  o f  snap gauge s u r f a c e s

s. ( 3 ) H e a t - t r e a t m e n t  and s t a b i l i z i n g  p ro ce ss e s  
i n  th e  m a nufa cture  o f  t o o l  s t e e l  g a u g e s .

M I n s p e c t i o n  o f  t a p e r  g a u g e s .

T h e  Swedish f i r m  w hich  w i l l  be a b l e  to  provio*» 

th e  above m e ntion ed t e c h n o l o g y  i s  —

^  f l / s . C  •E .Oohansson,9  Box 365
S -631Q5 E s k i l s t u n a  
SVERIGE
T e l e x : -  46080 CejS

®  T e l e g r a m s  COMBINATION

T e l e p h o n e : -  (0 1 6 )  1 1 , 7 0 , 0 0 0

RCS/KRA

V9



Sonallur Tool Works Pvt. Ltd.
Chucks, Gauges. Centres, 
Hydro-Copying Attachments 
Hydraulic Power Packs, etc

Manufacturers of :

Post Box No. 24,
Harihar-577601 -  Karnataka
Phone — 296/260 
Grams: CHUCKS

Ot. 1 6th Oct obe r 'E2.
BY A I R - M A I L

I uas unable to contact y o u  from Copen Hagen as y o u  u er e  not 
available uhen I rang in m o r n i n g  and later I uent out on a sight 
seeing tour w h ic h  kept me busy till evenin g.

I had z very nice visit w i t h  t h e  5.C.A. people at Tyringi. However, 
I found with most of the chucks being m a n u f a c t u r e d  by them are 
also being m a n u f ac t ur ed  by us a n d  hence there is no p os si b il it y  of 
transfer of Tec hnology w i t h  r e s p ec t  to any new pr od u ct .  There is 
further scope for transf er  of Tec hno lo gy  in terms of a new m a n u ­
facturing process . I w o u l d  ther ef ore  request y o u  to kindly discuss 
with Mr. Bb'rk about his in t er es t  in transfer of Tec hno lo gy w ith  
respect to the m a n u f a c t u r i n g  process .

Ouring the course of my visit, it was s u g g e s t e d  that the people 
from SCA should visit our m a n u f a ct ur i ng  a c t i v i t i e s  here in India 
and study the same and th en sug g es t  the changes r e q u ir ed .  I am 
also studying this p r o po s al  and  will get back to y o u  in a few days.
I
I would once a g a i n  like to thank y o u  for your as si s ta nc e  during my 
visit to Malamo.

^ T h a n k i n g  you,

Mr . Thomas Gr ahn  
Sea ndia consult 
S:t 3ohannesgatan 2 
211 46 Malmo 
SUEDE iM.

Regd. Office: 'LAKSHMI' 247-14 B, Yeravada, Poona-411 006 Phone: 24833
rc s / b vp
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Subannex : o
C O L L A B O R A T I O N  
P R O P O S A L

M a l m o  1 9 8 2 - 1 0 - 1 1  5 8 . 0 6 4 8 - 0 1

R e c i p i e n t  e n t e r p r i s e

S o n a lk a r  T o o l  W o r k s  P v t .  L t d .
P o s t  B o x  N o .  24

H a r i h a r - 5 7 7 6 0 1 - K a r n a t a k a
In d ia

C o n t a c t  p e r s o n :  M r .  R a v i  S o n a l k a r ,  C h i e f  E x e c u t i v e

T e c h n o l o g i c a l  r e q u i r e m e n t s  o f  th e  r e c i p i e n t  e n t e r p r i s e  

o U p g r a d i n g  q u a l i t y  a n d  p r o d u c t i v i t y  o f  c h u c k s ,  

o U p g r a d i n g  q u a l i t y  a n d  p r o d u c t i v i t y  o f  l i m i t  g a u g e s ,  

o T e c h n o l o g y  f o r  m a n u f a c t u r i n g  o f  p n e u m a t i c  c h u c k s .

P a r t n e r  e n t e r p r i s e

S k a n d ia n v is k a  C h u c k f a b r i k s  A B  
B o x  121
S -2 8 2  00 T y r i n g e  
S w e d e n

C o n t a c t  p e r s o n :  M r .  G o s t a  B j o r k ,  M a n a g i n g  D i r e c t o r  

A v a i l a b l e  t e c h n o l o g y  o f  th e  p a r t n e r  e n t e r p r i s e

S k a n d in a v is k a  C h u c k f a b r i k s  A B ,  S C A ,  w a s  th e  f i r s t  c h u c k  m a n u f a c t u r e r  in E u r o p e  
and is s t i l l  in t h e  f r o n t i e r s  o f  th e  c h u c k  t e c h n o l o g y  d e v e l o p m e n t .

T h e  c o m p a n y  is f a m i l y - o w n e d  and h as  a b o u t  SO e m p l o y e e s .  T h e  t u r n o v e r  is a b o u t  
16 M  S E K .

P r o p o s e d  f r a m e w o r k  f o r  f u t u r e  c o l l a b o r a t i o n

T h e  t w o  c o u n t e r p a r t s  h a v e  a l r e a d y  h a d  t h e i r  f i r s t  d is c u s s io n  d u r i n g  a v i s i t  b y  
M r .  S o n a lk a r  on S e p t e m b e r  2 7 ,  1 9 8 2 .  I t  w a s  p u r s u e d  in g e n e r a l  t e r m s ,  b o t h  p a r t i e s  
b e e in g  w e l l  a w a r e  t h a t  s t a r t i n g  a b u sin e s s  r e l a t i o n  is a p r o j e c t  o v e r  a lo n g  p e r io d  
o f  t i m e .  H o w e v e r ,  s o m e  s u b s t a n t ia l  i t e m s  w e r e  m e n t i o n e d :

o S o n a lk a r  T o o l  W o r k s  P v t .  L t d . ,  5 7 W ,  is i n t e r e s t e d  in  b u y i n g  s o m e  s e c o n d  
h an d  m a c h i n e r y  f r o m  S C A ,  w h i c h  s o o n  p r o b a b l y  w i l l  b e  r e p l a c e d  b y  N C -  
m a c h in e s .  I f  i t  w o u l d  b e  r e a l i z e d ,  a p a c k a g e  d e a l  w i l l  b e  f o r m e d  c o n t a i n i n g  
th e  m a c h i n e r y  as w e l l  as th e  e r e c t i o n  a n d  t e s t in g  o f  i t  a n d  t r a i n i n g  o f  t h e  
p e r s o n n e l .  F o r  th e  t r a i n i n g  cif th e  p e r s o n n e l ,  t h e r e  m i g h t  r is e  r e q u i r e m e n t s  
on e x t e r n a l  fu n d s  f o r  f in a n c i n g ,  e .g .  v ia  U N I D O .

o S T W  is i n t e r e s t e d  in th e  u n iq u e  d e s ig n  of  th e  S C A  c h u c k s  a n d  t h e r e  w i l l  
be f u t u r e  n e g o t i a t i o n s  on th e  t e r m s  o f  such  a t e c h n o l o g y  t r a n s f e r .
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(b ) f^ c A j^ c  ¿I ĵ AsUZ*; s^ccúd -f*o^jxjv_ ¿ijUcAeJUy

^ y  ÚMh A/ ¿̂ CíU\/ ff?7 <Jbw¿¿£

f
¿ c

/ ^  ^ V ^ C ^ v a t v Í ^

f

7 7 /
cLtf,(\Áiy-} LL¿t-A\*\d-b'&v /yfidty <Л C-¿\Aŝ C¿Cx Д
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Sknnilinnvisko Chuckfabriks Aktiekol

QUOTATION, preliminary

Supplier: Skandinaviska Chuckfabriks A k t i e b o l a g e t , 
S-282 00 TYRINGE, Sweden

Buyer: Sonalkar Tool Works Pvt Ltd, P.O.Box 24,
KARNATAKA, India

Travelling costs to India for two
representatives from SCA SEK 50.000.-
Training of three representatives from 
Sonalkar Tool Works at SCA (two months 
each) SEK 360.000.-

» SEK 410.000.-

» Royalties to be discussed later on

Tyringe 1983-04-07

Molarat



Skondmnvisko Ckuckfakriks Aktîebalnget

QUOTATION, preliminary

I

Supplier: Skandinaviska Chuckfabriks A k t i e b o l a g e t , 
S-282 00 TYRINGE, Sweden

Buyer: Sonalkar Tool Works Pvt Ltd, P.O.Box 24
KARNATAKA, India

Delivery of:

1 - special automatic lathe with increased 
power, including available tools, for 
chuck bodies, body backs, scrolls a.s.o.

1 - special automatic lathe, including avail­
able tools, for chuck bodies, body backs, 
scrolls a.s.o.

1 - grinding machine for 10" jaws
1 - grinding machine for 6" and 8" jaws, 

including new lead screws and cams

Total amount: SEK 515.0Of.-

»
Royalties to be discussed later on

Tyringe 1983-04-07
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Sknnilinoviskn Chuckfobriks AkHebolnget

QUOTATION, preliminary

Supplier: Skandinaviska Chuckfabriks Aktiebolaget, 
S-282 00 TYRINGE, Sweden

Buyer: Sonalkar Tool Works Pvt Ltd. P.O.Box 24
KARNATAKA, India

Delivery of:

1 -

1 -

special automatic lathe with increased
power, including available tools, for
chuck bodies, body backs, scrolls a.s.o. SEK 115.000
special automatic lathe, including 
available tools, for chuck bodies, body 
backs, scrolls a.s.o.

- grinding machine for 10" jaws
- grinding machine for 6" and 8" jaws 

including now lead screws and cams

SEK 100.000.- 
SEK 125.000.-

SEK 175.000.-

Royalties to be discussed later on

SEK 515.000.-

Tyringe 1983-04-07
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Skniidmuviskn CtiuckfaLriks AklîcUaget

r
Q U O T A T I O N , preliminary

Supplier: Skandinaviska Chuckfabriks Akt i e b o l a g e t , 
S-282 00 TYRINGE, Sweden

Buyer: Sonalkar Tool Works Pvt Ltd, P.O.Box 24
KARNATAKA, India

Broaching machine, excluding tools 

Total amount SEK 500.000.-

Royalties to be discussed later on

Tyringe 1983-04-07
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ANNEX No. 4

COU. NATION PARTNERS

BDK Valves P. Ltd., Hubli, Karnataka, India 
and
AB Scmas, Saffle, Sweden.

SELECTION PROCEDURES

Based on the report from Expolaris (subannex 4:1), some pamphlets and the short 
briefing by Mr. Hânell, BDK was selected as one of the potential recipient 
enterprises to be further promoted for collaboration with a Swedish enterprise. 
The main reasons for the selection were:

o A positive overall impression of the company.

o The management was said to be good.

o The products were properly presented in the pamphlets.

o The present standard of technology seemed good enough to be the platform 
for further development.

o The required technology would most likely be found within the Swedish 
valve industry.

After the selection phase, an attempt was made to make a preliminary matching 
of BDK and Fluid Systems P. Ltd., Hyderabad, India, both being Indian valve 
manufacturers, with the Swedish enterprises Tour & Andersson AB and Glimâkra 
Armatur AB (subannex 4:2 and 4:3). They showed interest in the project and 
submitted information on the companies and their products. However, their 
products were not actually within the present product lines of either of the 
Indian enterprises and were dropped after presentation to them.

The impressions from the visit to BDK during the Mission in May-June, 1982, 
were put down in the Enterprise Description (subannex 4:4). The following carne 
out of the visit:

o It was confirmed, that the management capability was good, 

o The company will be able to adopt new technology.

o The management had some very specific requirements on technology to 
supplement the present product line.



o The new products would nrake it possible to find new markets, also for the 
present products.

o The requested technology will most likely be found in Sweden.

After the Mission, there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, BDK was put in the group of potential 
recipient enterprises, which should be finally matched with Swedish partners.

M ATCHING PROCEDURE

The main technology requirements of BDK were listed. So were those of the 
other two Indian valve manufacturers being in the project. Discussions were then 
held with valve specialists among the business acquaintances of Scandiaconsult.

Each of the Indian valve manufacturers was matched with a couple of Swedish 
enterprises. For two Indian valve manufacturers, it was not passible to get 
partners, despite of several attempts, but for BDK the first Swedish enterprise 
contacted, which was Somas, immediately showed great interest in the project 
and wanted to go further. After studying the information available thoroughly, a 
Collaboration Proposal was worked out.

COLLABO RATION PROPOSAL

The Collaboration Proposal is attached (subannex 4:5) and contains the following 
framework far future collaboration:

o In phase 1 BDK will be the agent for Somas in India. All manufacturing 
made by Somas.

o In phase 2 some of the manufacturing and the assembly will be made by 
BDK. Somas will supply components.

a In phase 3 all the manufacturing of the most frequent sizes will be made by 
BDK. Rare types and sizes will be made by Somas.

NEGOTIATIONS

In connection will the Group Visit to Malmoe, Sweden, April 5-8, 1983, Mr. S.K. 
Ladha, BDK, and Mr. G. Andersson, Somas, discussed future collaboration based 
on the framework given in the Collaboration Proposal. The result of these 
discussions was put down in the attached Minutes of Meeting (subannex 4:6) and 
is of the same structure as the Collaboration Proposal, except for the scheduling 
and the detailing of the three phases.
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PROJEC T STATUS JUNE 83

Both parties have expressed their satisfaction with the development of this 
collaboration so far and the plans they have worked out to implement it.

BDK will confirm the agreement of Phase No. 1 as soon as possible.

No need for UNDIDO assistance during the Phases No. 1 and 2, but for Phase No. 
3 assistance may be required for drafting the agreement.

PROJECT STATUS OCTOBER 83

The project has developed as intended in the minutes of meeting presented in 
Subannex 4:6. Market research, made by BDK, has given positive results. BDK 
will start test marketing of Somas products expected to last 1 year. The 
intention is that BDK shall prepare production of some of the more simple valve 
parts, while Somas, pending the marketing success, continues to produce the key 
parts. So far, no concrete negotiations concerning the conditions for transfer of 
complete production rights (and know-how) have been held.

Somas has discussed this project with Swedfund in Stockholm (Mr. Choler), since 
Somas wants assistance during the forthcoming discussions regarding terms for 
the technology transfer. Somas has heard from business associates that such 
agreements with Indian companies can be difficult to negotiate.

Before Somas enters into a technology transfer agreement they want to send a 
man to BDK to check BDK's production plant (equipment, quality control, etc).

Comments

Somas is still interested in building a relationship with BDK. This interest will 
remain as long as the possibilities to earn money exists, according to Mr. 
Andersson of Somas.

Further assistance from UNIDO is primarily recommended in financing a visit of 
one Somas representative to BDK.



Name and other identification data of the firm

Subannex -+ : !
B 11

^  B D K Valves Limited
N-4, Industrial Estate, Gokul Road 
Hubii-58 oo 30:

v

Managing director: S K Ladha /

Phone: 5326

Telex: 0865-202 AKAY IN 

Cable: Chemfloval 

Established: 1976

Datas about the people employed in the firm 

Professional staff: 10
Skilled labour: 60 . ..
Unskilled labour: 15

Annual turnover, equity, profits and economic facts 

Turnover 1980: 10 000 000 In R

Product mix

Diaphragm valves and sluice valves.

Production technology, equipment and other technical•information

Machining of castings and bar material. Lining with rubber, glass, 
lead, plastic, etc. Assembling and testing.

.^Lathes, shaping machines, drilling machines, welding set, 
grinders, compressors, pressure testing fixtures. . .

The company is the largest manufacturer, of these valves in India.

Datas about marketing organization etc

Valves are sold in India through Akay Industries and also 
directly to chemical, fertilizer and other'industries, nuclear 
installations. Export to UK and Malaysia.

The future plans of the firm

The company want to improve both the casting methods and the 
lining methods. They also want to include j ^ e ^ a n ^ ^ f o ^gijig.

The possibilities of the firm

Good. i,

Recommendations and proposals V ■ '

Establish a contact with a Swedish foundry, working if 
possible also with lining. ~ ~ x . » .
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SCANDIACONSULT

Malmo

PRELIMINARY
MATCHING
1982-05-07 58.06L8-01

RECIPIENT ENTERPRISE

IB7 BDK Valves Ltd. 
IH12 Fluid Systems

CANDIDATE PARTNER ENTERPRISE
Name: Tour & Andersson A B , Valve Division

Address: Box 120, S-501 03 BORAS

Phone: 033-100230 Telex:
Managing director: Berndt Hedblom

Contact person: Berndt Hedblom

Turnover: 200 M SEK Employees: 850
Product mix: Radiator fittings, gate valves, chuck valves, 

globe valves, ball valves, pipe couplings, balan­
cing valves, mixing valves, sanitary fittings and 
flow r e g u l a t o r s , fittings for fire-fighting
equipment

1982-05-06 Phone to Mr. Berndt Hedblom

Mr. Hedblom showed 
willing to discuss 
in the building of

great interest in the project and he is 
it further. The company has been involved 
a tube factory in Tanzania where they were

responsible for the process as a consultant. Mr. Hedblom will 
submit some information on the company.
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Subannex - : 5

PRELIMINARY 
MATCHING

Malmo 1982-05-07 58.0648-01

RECIPIENT ENTERPRISE 

IB7 BDK Valves Ltd.
IH12 M/S Fluid Systems Private Ltd.

CANDIDATE PARTNER ENTERPRISE
Name:

Address:
Phone:
Managing director: 
Contact person: 
Turnover:
Product mix:

Glimàkra Armatur AB
Box 113, S-280 64 GLIMAKRA
044-42445 Telex;
Sten Johnsson
Sten Johnsson, Leif Nilsson, Marketing m.g.r.

26 M SEK Employees: 75

Cast iron and brass fittings, faucets, valves etc.

1982-94-33 Visit to Mr. Sten Johansson together with
Mr. S.R. Vijay

Mr. Johnsson showed interest in the project- but the company 
does not have the proper product range for BDK Valves Ltd. 
as they mainly produce brass end gun metal valves.



Subannex

S C AND lACONSL'LT ENTERPRISE Annex
DESCRIPTION Page

1. GENERAL

1.1 Name and address of enterprise IB 7
BDK Valves Private Limited 
Kutchi House Jayachamaraj Nagar 
Hubli 580020 
Phone: 67105, 63638 
Telex: 0865-232 BDKC

1.2 Contact persons
Mr Bharat B Khimji, Managing Director 
Mr V G Chillal, Director Marketing 
Mr P J Lalka, Director

1.3 Form of ownership 
Private Limited Company
There are five companies within the BDK-group

1.4 Invested capital. -

1.5 Annual turnover
Last year 11.7 M RS

1.6 Year established: 1976

2. PERSONNEL

2.1 Managerial and engineering staff 15

2.2 Clerical staff 45

2.3 Workers, total 80

6:29
105
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3. PRODUCTION

3.1 Products
Industrial valves, mainly diaphragm valves
Manufacturing programme and pamphlets available at Scandiaconsult

3.2 Main production processes
Machining of castings and bar material 
Lining with rubber, glass, lead, plastic etc 
Assembling and testing

3.3 Main machinery
Lathes, drills, welding set, grinders etc

3.4 Factory premises
Office area 500 m2
Roofed production area 1 200 m2 
Total land area 2 000 m2

3.5 Production volume
Capacity 30 000 valves per year
Utilization 20 000 valves per year at present

3.6 Current collaboration agreements
Not for the BDK Valves Priv. Ltd but for the other 
companies in the group.

3.7 Quality control 
Pressure tests

3.8 Input materials
Castings, rods of iron, steel, brass etc locally 
available

3.9 Utilities.
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4. MARKETING

4.1 Main market 
Mainly local market
Water and effluent treatment plants. Power plants. 
Chemical industry. Food industry.

4.2 Distribution. -

4.3 Competitors. -

4.4 Market demand. -

4.5 Market share. -

4.6 Market surveys. -

4.7 Future plans.
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5. PROBLEMS - DEVELOPING PROJECTS

5. 1 Upgrading present products. -

5.2 New products in present product line

•

Technology for:
Corrosion and heat resistant glass lining
Processing of fluoroplastics and elastomers - lining and moulding 
Control valves and valve actuators
Also see attachment.

• 5.3 New products outside present product line. -

5.4 Projected market demand. - j

5.5 Projected plant capacity. -

6.( COMMENTS

•

»



WHAT W E A R E

We are a Private Limited Company, m a n a g e d  b y  a B o a r d  of 

Directors. Mr. Bharat B. Khimji is the C o m pany's 

Managing Director. O t h e r  D i r e c t o r s  and E x e c u t i v e s  are

1. Mr. S.K. Ladha,

Executive D i r e c t o r

Qualified in Mechanical Engine e r i n g  

a n d  Business Mana g e m e n t  and w i t h  10 

years experience.

2. Mr. V . G . Chillal,

Director-Marketing,

Qualified in Mecha n i c a l  E n g i n e e r i n g  

and w i t h  15 years experience.

3. Mr. J.M. Subramanya,

D i r e c t o r

Qualified in M echanical Engineering 

a n d  w i t h  12 years experience.

4. Mr. H. R. Rao,

S e n i o r  Executive,

Qualified in Mechanical Engineering 

and with 15 years experience.



b d k
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Head Office Kutchi H ouse

Jayachamaraj Nagar,

H u b i i  580 020 

Phone : 3638, 7105

T e l e x  : 0865- 232 B D K  C

G r a m  : UNIFL0\AL

Works N —4 Industrial Estate

H u b l i  580 030 

Phone : 5326, 4959

Our Works is l o c a t e d  on an a rea of 22,000 square feet w i t h  

a covered area of 13,000 square feet and a n  office space 

of 6,000 square feet. O u r  employment strength is 140 - 

60 staff and 80 workmen.

We are part of B.D.K. G r o u p  of Companies. Other Co m p a n i e s

in the Group are

B.D.K. A l l o y  Pvt L t d

B.D.K. Synthetics Pvt Ltd ~ SuJbetr .

B.D.K. Exports Pvt L t d  and

B.D.K. E n g ineers Pvt L t d  C c  c ^ * ^ * ^ * * ^ ^  ^

We manufacture a w i d e  range of industrial valves f o r  use 

in water treatment effluent treatment plants,

thermal power plant. xear power plants, caustic soda

3
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plants, fertiliser plants, petrochemical plants, refineries, 

sugar factories, and in general in Chemical and Process 

industries.

A copy of o u r  'Manufacturing Programme - Industrial Valves', 

some photographs a n d  copies of ou r  D i a p h r a g m  V a l v e s  a n d  

Sluice V alve catalogues are enclosed.

W e  have a manufa c t u r i n g  capacity of 30,000 nos valves per

annum. O u r production for t h e  last three years has

b elow :

198C-81 18,000 nos Rs. 1 ,17,00,000

1979-80 17,000 nos Rs. 87,00,000

1978-79 10,000 nos RS. 41,00,000

Manually o p e r a t e d  D i aphragm Va l v e s  account for the largest 

diare of our production.

Diaphragm V a l v e s  are industrial valves w hich o f f e r  several 

important a dvantages over other types of industrial valves. 

L o w  cost, suitability for a w i d e  range of services and simple 

operation ar e  some of these.

W e  manufacture these valves in a w i d e  range of designs a n d  

materials of construction. Valves are offered w i t h  bodies 

of Cast Iron, S t a inless Steel, Gu n  Metal or any o t h e r  metal 

that can be cast and machined. In addition, linings of



• 4 •

natural and synthetic rubbers, plastics, lea d  an d  glass are 

offered w i t h  Cast I r o n  b o d i e s  leading to suitability for a 

wide range of services at low cost. Similarly valves are 

offered w i t h  diaph r a g m s  of natural a n d  synthetic rubbers 

and plastics.

. »

i»;n



WHAT W E N EED

Technology for

a. Corrosion an d  heat resistant g l a s s  lining

b. Processing of fluoroplastics - lining and moulding

c. Processing of elastomers - l i n i n g  a n d  moulding

Dia p h r a g m  valves offer the important advantage of suit­

ability for a wid e  range of services at l o w  cost.

Now, as the technologies in the chemical and process 

industries advance and new proc e s s  routes are discovered, 

service conditions (chemical action, temperature, pressure 

abrasion etc) ten d  to b e c o m e  more severe.

A l s o  increasing concern with safety,higher cost of d o w n ­

time and such other factors d e m a n d  that valves and such 

other equipment b e  made to perform at higher levels of 

reliability.

More severe service conditions a n d  de m a n d  for higher 

reliability (for instance in the case of a Nuclear 

power plant where a failure may prove to b e  a major 

hazard and lead to closure of the plant) require 

continuous upgrading of technology of manufacture.

In the case of D i aphragm Valves, use of synthetic 

rubbers for linings and diaphragms like Neoprene,

Hypalon, Butyl, Buna-N, EPDM, Silicone, Urethane etc. 

accounts for a large number of applications. These







synthetic rubbers are imported into the country 

along w i t h  c h e micals n e e d e d  for processing these 

materials. T h i s  in t u r n  means that information on 

upto-date d e v e l o p m e n t s  in the f ield of p r ocessing of 

these mat e r i a l s  is not a v a i l a b l e  i n  t h e  country a n d  

leads to poor e x p l o i t a t i o n  of opportunities in prod u c t  

development a n d  applications. W e  the r e f o r e  c o u l d  do 

well w i t h  u p g r a d i n g  of t e chnology a v ailable w i t h  us in 

the field of e l a s t o m e r  processing.

T here are man y  service conditions in chemical a n d  

processing i n dustries w h i c h  are b e y o n d  the 

capabilities of r u b b e r  materials a n d  w h i c h  require 

that g lass a n d  special plastic materials like 

fluroplastics - Polytetr a f l u o r o t h e y l e n e  (PTFE ) ,  

Polyvinyledene F l u o r i d e  (PVDF), E t h ylene-Tetra- 

fluoroethylene (ETFE) etc - b e  offered as mat e r i a l s 

of construction.

Heat and corrosion resistance properties of glass 

are fully e x p l o i t e d  in case of D i a p h r a g m  Val v e s  

without sacrificing th e  advantaie of low cost b y  

depositing a l a y e r  of g lass on Cast I ron a n d  Steel 

surfaces. T h i s  p r o c e s s  uses sophisticated technology 

and is not well d e v e l o p e d  in the country. Thus, 

though w e  are abl e  to produce small quantities of 

glass lined valves, the quality and quantity of



production are not e n t i r e l y  satisfactory. W e  t h e r e ­

fore could do w e l l  w i t h  upg r a d i n g  of technology available  

w i t h  us in the f i e l d  of glass lining.

Coining to special p l a stics like f l u o r o p l a s t i c s , these 

materials are not p r o d u c e d  i n  the country a n d  h a v e  to 

b e  imported f rom a d v a n c e d  countries. T h e i r  p r ocessing  

involves sophi s t i c a t e d  equipment a n d  technology. U s e  

of these fluorop l a s t i c s  is m ade to produce lini n g s  a s  

well as m o uldings (valve bodies, pip e  fittings, 

instrument housings, diaphragms, p u m p  impellers etc) 

but the processing t e c h n o l o g y  is n o t  available except 

t o  a very l i m i t e d  extent. W e  ar e  thus net abl e  to 

offer valves in cases requiring these materials a n d  

therefore could do well w i t h  upgrading of techn o l o g y  

available w i t h  u s  i n  the f i e l d  of fluoroplastics 

processing.

Know h o w  for develo p m e n t  a n d  manufacture of valve 

actuators, control v a l v e s  a n d  pressure relief 

valves.

W e  presently m a n u f a c t u r e  a wide range of. m a n ually 

operated industrial valves.

A s  in the case all o v e r  the world, unit plant sizes are



b e c o m i n g  l a r g e r  an d  larger in terms of p r o d u c t i o n  

capac i t i e s  neces s i t a t i n g  automation of control 

a n d  o t h e r  plant o p erations under p r e ssure of h i g h  

m a n - p o w e r  c o s t s  a n d  demand for safety a n d  reliability 

in o perations. T h u s  more and more pl a n t s  specify 

va l v e s  f i t t e d  w i t h  actuators (pneumatic, electric) 

a n d  controllers. W e  could do well b y  offer i n g  

actuators, co n t r o l l e r s  a n d  such o t h e r  i n strumentation  

of p r o v e n  design. S u c h  needs will oth e r w i s e  b e  met 

t h r o u g h  imports.

T h e  c o u n t r y  h a s  a n  ambitious programme of development 

of p o w e r  sector, f e r t i l i s e r  industry, oil refining a n d  

p e t r o c h e m i c a l  industry. T h e s e  industries have 

e v e r  g r o w i n g  r equirement of control v a l v e s  a n d  

p r e s s u r e  re l i e f  valves. A  large port i o n  of this 

n e e d  is m e t  t h r o u g h  imports and we c o u l d  do. well 

w i t h  laiow-how for development a n d  manufa c t u r e  of 

these valves.

:  8  :

★ *★
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R e c i p i e n t  e n t e r p r i s e

B D K  V a l v e s  P r i v a t e  L i m i t e d  
K u t c h i  H o u s e  J a y a c h a m a r a j  N a g a r  
H u b l i - 5 8  00 2 0 - K a r n a t a k a  
I n d ia

C o n t a c t  p e r s o n :  M r .  B h a r e t  B .  K l i m j i ,  M a n a g i n g  D i r e c t o r

T e c h n o l o g i c a l  r e q u i r e m e n t s  o f  th e  r e c i p i e n t  e n t e r p r i s e  

o C o n t r o l  v a l v e s

o V a l v e  a c t u a t o r s

o C o r r o s i o n  a n d  h e a t  r e s is t a n t  l i n in g

P a r t n e r  e n t e r p r i s e

A B  S o m a s  

B o x  107 
S - 6 6 1  00 S a f f l e  
S w e d e n

C o n t a c t  p e r s o n :  M r .  G o r a n  A n d e r s s o n ,  E x p o r t  M a n a g e r

F o r  f u r t h e r  i n f o r m a t i o n  o f  t h e  c o m p a n y ,  p le a s e  r e f e r  to  t h e  a t t a c h e d  e n t e r p r i s e  
d e s c r i p t i o n .

A v a i l a b l e  t e c h n o l o g y  o f  th e  p a r t n e r  e n t e r p r i s e

A B  S o m a s  is a  w e l l  e s t a b l i s h e d  S w e d is h  s u p p l i e r  o f  c o n t r o l  v a l v e s  to  t h e  c h e m i c a l  
a n d  p u lp  and p a p e r  i n d u s t r y  in  S w e d e n  a n d  E u r o p e .  F o r  f u r t h e r  i n f o r m a t i o n  on 
t h e  p r o d u c t s ,  p le a s e  r e f e r  to  th e  a t t a c h e d  b r o c h u r e s .

P r o p o s e d  f r a m e w o r k  f o r  f u t u r e  c o l l a b o r a t i o n

D u r i n g  s e v e r a l  p h o n e  c o n v e r s a t i o n s  in  O c t o b e r  1 9 8 2 ,  M r .  G o r a n  A n d e r s s o n  has 
s h o w n  g r e a t  i n t e r e s t  in  t h e  p r o j e c t  a f t e r  a c q u a i n t i n g  h i m s e l f  w i t h  th e  i n f o r m a t i o n  
a v a i l a b l e  on B D K  V a l v e s  P .  L t d .  T h e  f o l l o w i n g  s k e t c h  o n  f u t u r e  c o l l a b o r a t i o n  
h a s  b e e n  d is c u s s e d :

o T h e  p r o p o s e d  c o l l a b o r a t i o n  w i l l  d e v e l o p  in  t n r e e  s te p s  d u r i n g  s o m e  y e a r s .

o S t e p  1: B D K  V a l v e s  P .  L t d .  w i l l  b e  th e  a g e n t  f o r  th e  p r o d u c t s  o f  A B  S o m a s

in In d ia .  A l l  t h e  m a n u f a c t u r i n g  w i l l  be m a d e  in  S w e d e n .

o S t e p  2: B D K  V a l v e s  P .  L t d .  w i l l  m a n u f a c t u r e  th e  b o d y  a n d  a s s e m b le  th e  
b u t t e r f l y  v a l v e  t y p e  T V B  a n d  t h e  a p p r o p r i a t e  a c t u a t o r  a s  p e r  A B  S o m a s '  
s p e c i f i c a t i o n s .  A B  S o m a s  s u p p l ie s  th e  d is c  a n d  t h e  s e a l in g ,  w h i c h  r e q u i r e  
N C  m a c h i n i n g  a n d  s p e c ia l  s t e e l .
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o S t e p  3: A l l  t h e  m a n u f a c t u r i n g  o f  th e  f r e q u e n t  s iz e s  o f  t h e  v a l v e s  f o r  t h e  
In d ia n  m a r k e t  w i l l  b e  m a d e  b y  B D K  V a l v e s  P .  L t d .  o n  l i c e n c e  o r  in a j o i n t  
v e n t u r e  c o m p a n y .  T h e  r a r e  t y p e s  a n d  s i z e s  o f  t h e  v a l v e s  w i l l  b e  s u p p l ie d  
b y  A B  S o m a s  i f  c o m p e t i t i v e .
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The history of SOMAS

SOluas has been in the valve business since 1 950. The company 
is located in Vaermland, close to lake Vaenern, a part of Sweden 
dominated by pulp- and paper mills.
The manufacturing is made in our own workshop where we make all 
machining and assembly. Just a m i n o r  part of our products are 
made by sub-supplier. All casted m a t e r i a l  are bought from found­
ries in Sweden and Norway.
The number of employer is about 60. Of these about 15 are on sales 
and administration and 45 on the floor. With this staff we made 
a turn over last budget year of 36 m i l j . SEK.

For many years, Somas made only b u t t e r f l y  valves. The demand for 
combined tight shut-off and control valves with free bore, 
prompted Somas to develop it's ball segment valve. Careful 
studies led to a valve type unlike any other type. Instead of 
using a sector of a ball, Somas uses a segment. The result is 
a valve wit h  the control features of a ball sector type valve 
and the tight shut-off features of a ball valve. Seat material 
of PTFE or solid stellite in combination with centric or ex- 
centric located ball segment make the valve suitable for most 
applications within a very wide temperature range. The Somas 
ball segment valves range in size from 1" with reduced bore 
up to 24".

Soft-seated butterfly valves have bee n  used as tight shut-off 
valves as well a s control valves for m a n y  years. The desire to 
use this valve typo in broader temperature ranges has called 
for high performance butterfly valves. To solve the special 
demands of the pulp and paper industry, Somas developed the 
all-metal type VSS seated butterfly valve. The seat, made from 
solid special stainless steel, is corrosion and abrasion 
resistant to most flows of liquids and gases within a very 
wide temperature range. The unique disc shape in combination 
with the flexible seat design gives the VSS butterfly valve 
features which outperform most other higt performance butterfly 
valves. The Somas VSS butterfly valve can be made bubble tight
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for shut-off and the stainless steel seat makes it resistant 
to abrasion in mos t  control a p p l i c a t i o n s .

Somas valves are tight shut-off as well as control valves. 
Particularly in control applications, there is a demand for a 
rugged, friction-free pneumatic actuators. The Somas double acting 
and spring return pneumatic actuators have been developed to 
meet these d e m a n d s , and to withstand the environments of 
process industries, The actuators feature adjustable limit stops, 
bulit in limit switches and position indicators.

A new series of pneumatic and electro-pneumatic valve positioners 
has recently been released. The positioners are specially 
developed for quarter turn valves, featuring qualities and tech­
nical performance beyond that of most other types in the market. 
The unique non-adjustable I/P Converter designed as an add-on 
unit to the pneumatic positioner gives a total flexibility. The 
capability to p re-select valve position to be maintained upon 
signal feilure and field hand control are available as options 
to the electro-pneumatic positioner.

The Somas product range is designed to meet the demands of 
the pulp and paper industry. There are special valves to meet 
the most demanding applications. As an example, there is a ball 
segment valve for lime mud and another one that is used as a 
capping valve.

Today Somas has become one of the leading valve supplier to the 
Swedish pulp and paper industry. Since the release of the metal 
seated butterfly valve in late 1979, Somas has supplied the 
control valves to all major pulp and paper mill expansions in 
Sweden, and recently, has also supplied the on-off and manually 
operated butterfly valves to this industry.



Subannex  A : o
S O MAS

MINUTES 01-' MEETING

Participants: Mr S.K. Lahda, BDK Valves
Mr Goran Andersson

Date: 1983-04-07
Subject: UNIDO Project, transfer of technology

from SOMAS to BDK Valves.

PHASE 1
1) EDK Valves and SOMAS have agreed upon to continue 

to find a way of co-operation which gives mutual 
benefits.

2) BDK Valves will review info received during the visit 
at SOMAS and discuss the matter with the management 
at BDK valves. The need for further info will be 
evaluated.

3) BDK will make an estimation of the potential for 
SOMAS range of products in India.

4) BDK Valves will estimate,the work to enter into the 
Indian market. This estimation includes support 
for SOMAS.

Phase 1 ready 1983.12.01.

A rose marketing will be carried during 12 months 
with start 1 98 3.1 2.01 . Fortins SOMAS will provide 
PDF ".live 'with

- -Minted material
- . mo vnives
- i idos , OH, Fiiotos



SOM AS 2

PHASE 3

6) Manufacturing in India will be discussed
1 9 8 4 . 1 2 . 0 1 .  These discussions will be based 
upon the results which have been obtained 
during Phase 1 and 2.
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ANNEX No 5

C O L L A B O R A T I O N  P A R T N E R S

E l m e c a  W o r k s ,  D h a r w a d ,  K a r n a t a k a ,  In d ia  

a n d
L o f a b  S q u a r e  A B ,  M a l m o ,  S w e d e n

S E L E C T I O N  P R O C E D U R E S

B a s e d  on th e  r e p o r t  f r o m  E x p o l a r i s  (s u b a n n e x  5 :1 ) ,  s o m e  p a m p h l e t s  o f  th e  
p r o d u c t s  a n d  th e  s h o r t  b r i e f i n g  b y  M r  H 3 n e l l ,  E l m e c a  W o r k s  w a s  s e l e c t e d  as o n e  
o f  th e  p o t e n t i a l  r e c i p i e n t  e n t e r p r i s e s  to  be f u r t h e r  p r o m o t e d  f o r  c o l l a b o r a t i o n  
w i t h  a S w e d is h  e n t e r p r i s e .  T h e  m a in  re a so n s  f o r  th e  s e l e c t i o n  w e r e :

o A  p o s i t iv e  o v e r a l l  i m p r e s s io n  o f  th e  c o m p a n y .

o I t  w a s  s a id  to  b e  a c o m p a n y  w i t h  a v e r y  h ig h  t e c h n o l o g i c a l  l e v e l .

o T h e  m a n a g e m e n t  w a s  s a id  t o  b e  v e r y  q u a l i f i e d .

o T h e  p r e s e n t  p r o d u c t s  w e r e  p r o p e r l y  d is c r ib e d  in  th e  p a m p h l e t s .

A f t e r  th e  s e l e c t i o n  p h a s e  an  a t t e m p t  w a s  m a d e  to  m a k e  a p r e l i m i n a r y  m a t c h i n g  
w i t h  th e  S w e d is h  e n t e r p r i s e  S k a n d in a v is k a  C h u c k f a b r i k s  A B  (s u b a n n e x  5 :2 ) .  T h e y  
s h o w e d  i n t e r e s t  in th e  p r o j e c t  a n d  s u b m i t t e d  i n f o r m a t i o n  on th e  c o m p a n y  a n d  i ts  
p r o d u c t s .  H o w e v e r ,  t h e i r  p r o d u c t s  s e e m e d  to  m a t c h  b e t t e r  w i t h  th o s e  o f  
S o n a l c a r  T o o l  W o r k s  P .  L t d .  O n  th e  o t h e r  h a n d  th e  p r e l i m i n a r y  m a t c h e d  p a r t n e r  
o f  th is  c o m p a n y ,  L o f a b  S q u a r e  A B ,  s e e m e d  to  m a t c h  E l m e c a  b e t t e r .

T h e  im p r e s s io n s  f r o m  t h e  v i s i t  to  E l m e c a  d u r in g  th e  M is s io n  in  M a y - J u n e ,  1 9 8 2 ,  
w e r e  p u t  d o w n  in  th e  E n t e r p r i s e  D e s c r i p t i o n  (s u b a n n e x  5 :3 ) .  T h e  f o l l o w i n g  c a m e  

o u t  of the  v is i t :

o T h e  h ig h  l e v e l  o f  th e  t e c h n i c a l  a n d  m a n a g e r i a l  c a p a b i l i t y  o f  th e  c o m p a n y  
w a s  c o n f i r m e d .

o T h e  m a n a g e m e n t  h ad  p r e p a r e d  a v e r y  g o o d  c o m p a n y  w r i t e - u p  w h i c h  w a s  
s u b m i t t e d  to  th e  M is s io n  m e m b e r s .

o T h e  c o m p a n y  p r e s e n t e d  s o m e  q u it e  d i s t i n c t  r e q u i r e m e n t s  on t e c h n o l o g y  to  
s u p p l e m e n t  t h e  p r e s e n t  p r o d u c t s .

o T h i s  t e c h n o l o g y  w o u l d  f i t  in to  t h e i r  g e n e r a l  e x p a n s io n  p la n s .

o T h e y  w e r e  q u i t e  c o n v i n c e d  t h a t  th e r e  is a m a r k e t  f o r  th e  n e w  p r o d u c t s .

o T h e  r e q u e s t e d  t e c h n o l o g y  w i l l  m o s t  l i k e l y  be f o u n d  in S w e d e n .
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A f t e r  th e  M is s io n  t h e r e  w a s  a n o t h e r  s c r e e n i n g  p r o c e d u r e  b a se d  o n  th e  a d d i t io n a l  
i n f o r m a t i o n  n o w  a v a i l a b l e .  A s  m o s t  o f  t h e  c r i t e r i a  f o r  th e  s e l e c t io n  o f  th e  
p r o j e c t s  to  be  c o n t i n u e d  w e r e  f u l f i l l e d ,  E l m e c a  w a s  p u t  in to  th e  g r o u p  o f  
p o t e n t ia l  r e c i p i e n t  e n t e r p r i s e s  w h i c h  s h o u ld  be  f i n a l l y  m a t c h e d  w i t h  S w e d is h  

p a r t n e r s .

M A T C H I N G  P R O C E D U R E

T h e  m a in  r e q u i r e m e n t s  o f  E l m e c a  w e r e  l i s t e d  a n d  c o m p a r e d  to  t h e  a v a i l a b l e  k e y  
w o r d s  o f  th e  r e g i s t e r  o f  S w e d is h  I n d u s t r y  a n d  C o m m e r c e ,  K a m p a s s ,  t h r o u g h  
w h i c h  a c o u p le  o f  p o t e n t i a l  S w e d is h  e n t e r p r i s e s  w e r e  s y s t e m a t i c a l l y  c h o s e n .  T h e  
f i r s t  c o m p a n y  c o n t a c t e d  i m m e d i a t e l y  p u l le d  o u t  b e c a u s e  t h e y  c o n s id e r e d  t h e m ­
s e lv e s  to o  s m a l l .  T h e  s e c o n d  one w a s  E m i n e n t v e r k t y g  A B ,  E s k i l s t u n a ,  w h o  w a s  
i n t e r e s t e d  a n d  w a n t e d  to  see th e  i n f o r m a t i o n  a v a i l a b l e  o n  E l m e c a .  H o w e v e r ,  t w o  
w e e k s  l a t e r  t h e y  p u l le d  o u t  b e c a u s e  o f  la c k  o f  t e c h n i c a l  c a p a c i t y  d u e  t o  
r e o r g a n i z a t i o n  o f  t h e  p r o d u c t i o n  p o l i c y .  T h e  t h i r d  S w e d is h  e n t e r p r i s e  c o n t a c t e d  
w a s  L o f a b  S q u a r e  A B ,  w h o  i m m e d i a t e l y  s h o w e d  i n t e r e s t  in  th e  p r o j e c t .  A f t e r  
s t u d y in g  th e  i n f o r m a t i o n  a v a i l a b l e  and a f t e r  a m e e t i n g  w i t h  S c a n d ia c o n s u l t ,  a 
C o l l a b o r a t i o n  P r o p o s a l  w a s  w o r k e d  o u t .

C O L L A B O R A T I O N  P R O P O S A L

T h e  C o l l a b o r a t i o n  P r o p o s a l  is a t t a c h e d  (s u b a n n e x  5 :4 )  a n d  c o n t a in s  th e  f o l l o w i n g  
f r a m e w o r k  f o r  f u t u r e  c o l l a b o r a t i o n :

o T h e  c o l l a b o r a t i o n  w i l l  be  f o c u s e d  on a p a t e n t e d  p r o d u c t .

o E l m e c a  w i l l  be  th e  r e p r e s e n t a t i v e  o f  L o f a b  S q u a r e  A B  on t h e  In d ia n
m a r k e t .

o S o m e  p a r t s  of  th e  p r o d u c t s  w i l l  be m a n u f a c t u r e d  b y  E l m e c a .  

o T h e  p a t e n t e d  p a r t  w i l l  be  m a n u f a c t u r e d  b y  L o f a b .

N E G O T I A T I O N S

In c o n n e c t io n  w i t h  th e  G r o u p  V is i t  to  M a l m o e ,  S w e d e n ,  A p r i l  5 - 8 ,  1 9 8 3 ,  M r  H . C .  
D e s a i  a n d  M r  A .  K i t t u r ,  E l m e c a ,  and M r  B .  O h l s s o n ,  L o f a b  S q u a r e  A S ,  d is c u s s e d  
f u t u r e  c o l l a b o r a t i o n  s t a r t i n g  w i t h  th e  f r a m e w o r k  g i v e n  in th e  C o l l a b o r a t i o n  
P r o p o s a l  a n d  e n d in g  w i t h  an  a g r e e m e n t  as p e r  a t t a c h e d  l e t t e r  (s u b a n n e x  5 :5 ) .  T h e  
m a in  c o n t e n t s  o f  th e  a g r e e m e n t  a re  as f o l l o w s :

o T h e  a g r e e m e n t  c o n c e r n s  th e  p a t e n t e d  " L o f l e x "  s y s t e m  o f  L o f a b .

o F o r  th e  t e c h n o l o g y  t r a n s f e r ,  E l m e c a  w i l l  p a y  a c e r t a i n  a m o u n t .

o T h e  t e c h n o l o g y  t r a n s f e r  w i l l  be e x e c u t e d  in  t w o  s te p s .  A n  a g r e e m e n t  has 
b e e n  s ig n e d  f o r  th e  f i r s t  s ta g e  a n d  th e  s e c o n d  s t a g e  w i l l  be c o n s id e r e d  
w i t h i n  t h r e e  y e a r s .

o T h e  f i r s t  s ta g e  in c lu d e s  m a n u f a c t u r i n g  a n d  m a r k e t i n g  o f  th r e e  p r o d u c t s  o f  
th e  " L o f l e x "  s y s t e m  in In d ia  b y  E l m e c a .  T h e  k e y - p a r t  o f  th e  " L o f l e x "  
s y s t e m ,  th e  " L o f l e x "  s c r e w ,  w i l l  be s u p p l ie d  b y  L o f a b .
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o E l m e c a  w i l l  a r r a n g e  th e  p a t e n t  p r o t e c t i o n  o f  t h e  " L o f l e x "  s y s t e m  in In d ia  

a n d  c a r r y  th e  c o s ts  t h e r e f o r .

o T h e r e  m i g h t  be s o m e  b u v  b a c k  a r r a n g e m e n t s  b e sid e s  o f  th is  t e c h n o l o g y  

t r a n s f e r  p r o j e c t .

P R O J E C T  S T A T U S  J U N E  83

B o t h  p a r t i e s  h a v e  e x p re s s e d  t h e i r  s a t i s f a c t i o n  w i t h  th e  d e v e l o p m e n t  o f  th is  
c o l l a b o r a t i o n  so f a r  a n d  th e  p la n s  t h e y  h a v e  w o r k e d  o u t  to  i m p l e m e n t  i t .

E l m e c a  w i l l  a r r a n g e  a l l  n e c e s s a r y  p e r m i t s  f r o m  t h e  In d ia n  G o v e r n m e n t .  Th is  m a y  
r e q u i r e  a s s is ta n c e  f r o m  th e  c o o r d i n a t i n g  a g e n c y  in  I n d i a ,  K a r n a t a k a  S t a t e  S m a l l  
I n d u s t r i e s  D e v e l o p m e n t  C o r p o r a t i o n ,  K 5 S I D C .

L o f a b  w i l l  t r y  t o  l o c a t e  a p p r o p r i a t e  s e c o n d -h a n d  s p e c i a l -p u r p o s e  m a c h i n e r y  f o r  

E l m e c a .

P R O J E C T  S T A T U S  O C T O B E R  83

A c c o r d i n g  to  M r .  B .  O ls s o n  o f  L o f a b ,  th e  a g r e e m e n t  v e t w e e n  L o f a b  a n d  E l m e c a  
s ig n e d  in  M a l m o e  in A p r i - 8 3  has n o w  b e e n  a p p r o v e d  b y  c o n c e r n e d  In d ia n  
A u t h o r i t i e s .  L o f a b  a r e  n o w  a w a i t i n g  p a y m e n t  o f  th e  s u m  s t a t e d  in  th e  c o n t r a c t  
b e f o r e  a c t u a l  t r a n s f e r  o f  t e c h n o l o g y  s t a r t s .

S i n c e  A p r i l ,  th e  c o n t a c t s  b e t w e e n  E l m e c a  a n d  L o f a b  h a v e  b e e n  in te n s e .  L o f a b  
has also p l a c e d  a t r i a l  o r d e r  w i t h  E l m e c a .  T h e  p r o d u c t s  h a v e  b e e n  d e l i v e r e d  b u t  
t h e y  d id  n o t  c o m p l e t e l y  s a t is f y  L o f a b .  H o w e v e r ,  E l m e c a  w i l l  be g i v e n  n e w  
c h a n c e s .  T h e  i n i t i a l  a g r e e m e n t  d id  n o t  in c lu d e  a n y  b y - b a c k - c l a u s e s  b u t  L o f a b  a r e  
i n t e r e s t e d  in  e v a l u a t i n g  E l m e c a 's  c o m p e t i t i v e n e s s  as a s u p p l ie r .

Comments

L o f a b  has h a n d le d  th e  c o n t a c t s  w i t h  E l m e c a  w i t h o u t  a s s is ta n c e  f r o m  a n y  S w e d is h  
s u p p o r t in g  o r g a n i z a t i o n .  M r .  O ls s o n  s tre s s e d  t h a t  E l m e c a  has a ske d  f o r  assis­
t a n c e  w i t h  q u a l i t y  c o n t r o l  m a n a g e m e n t  d u r in g  s t a r t - u p  o f  p r o d u c t i o n  in In d ia .  
T h e  c o m p a n i e s  w i l l  ask U N I D O  to  p a r t i c i p a t e  in  f in a n c in g  a v i s i t  by one L o f a b  
t e c h n i c i a n  to  E l m e c a .

M r .  O ls s o n  a lso  s u g g e s t e d  t h a t  U N I D O  sh a ll  o r g a n i z e  a G r o u p  V i s i t  f o r  l e a d in g  
r e p r e s e n t a t i v e s  o f  th e  S w e d is h  c o m p a n i e s  to  I n d ia .
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Name and other identification data of the firm

Elmeca Works
Behind Railway Station
Post Box No 17
Dharwar 580-007, Karnataka State 

Phone: 801 77, -8, -9 

Gram: Collet

Managing director: Harsh C Desai 

Established: 1959

B 12

V

r

Datas about the people employed in the firm

Professional staff: 91 
Skilled labour: 64 
Unskilled labour: 95

Annual turnover, equity, profits and economic facts.

Turnover 1979-80: 4 500 000 In R 
1980-81: 6 200 000 In R

The firm is profitable.

Export to USA, Malaysia, Hongkong, Ceylon.

(' »
C

c »

Product mix

Collets, feed fingers, guide bushes, liners, adaptors, 
Collet Chucks, micro boring and facing heads, fixtures, 
sleeves, drill holders, pneumatic chucks.

Production technology, equipment and other technical information

Turning, milling, heat treatment, grinding.

Equipment of high standards for manufacturing, assembling and 
testing.

Datas about marketing organization etc

The firm is selling to very many big and small Indian industries
and has also a fairly 9ood export. & . 4 ~ y

The future plans of the firm

Extension of the foreign markets. •

The possibilities of the firm 

Good potential in foreign markets.

Recommendations and proposals

Inform the c o m p a n y  about suitable agents/importers in other countries.
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SCANDIACONSULT PRELIMINARY
MATCHING

Malrno 1982-05-07 58.0648-01

RECIPIENT ENTERPRISE 

TB8 Elmeca Works

CANDIDATE PARTNER ENTERPRISE

Name:

Address:
Phone:

Skandinaviska Chuckfabriks AB

Box 121, S-282 00 Tyringe

0451-50970 Telex: 48059 sea s

Managing director: Gôsta Bjôrk

Contact person:
Turnover: 16 M SEK Employees : 90

Product mix: Chucks, clamping tolls, self gripping drivers, 
lathe spindles

1982-04-21 Phone to Mr. Gôsta Bjôrk

Mr. Bjôrk showed interest in the project and will consider an 
engagement in it. He wil l  submit some company information.
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SCANDIACONSULT ENTERPRISE
DESCRIPTION

1. GENERAL

1.1 Name and address of enterprise 
Elmeca Works
Post Box No. 17 (mail address)
Behind Railway Station (visiting address)
Dharvad-580007
Phone: 80177, 80178, 80179

1.2 Contact person
Mr. Harsh C. Desay, Director

1.3 Form of ownership 
Private Limited Company
Propreitors: Pelma Engineering Industries Private Ltd.

1.4 Invested capital -

1.5 Annual turnover 
Last year 6 MRS.

1.6 Year established 1959.

2. PERSONNEL

2.1 Managerial and engineering staff
Managers 6
Engineers 35

2.2 Clerical staff 52

2.3 Workers (total) 156
Skilled 64
Semi-skilled 18
Unskilled 59
Seasonal 15

Annex 6: 28
Page 101

IB8



SCANT) lACON'SL'LT ENTERPRISE
DESCRIPTION

Annex 6:28
Page 102

3. PRODUCTION

3. 1 Products
Collets, feed fingers, chucks etc.
See attachment, ann. II.

3.2 Main production processes -

3.3 Main machinery
Lists of machinery and measuring instruments are available 
at Scandiaconsult.

3.4 Factory premises -

3.5 Production volume 
Approx. 6 MRS per year.

3.6 Current collaboration Machine Tool Institute of India, Bangalore.

3.7 Quality control -
Inspection as per Indian standards derived from DIN.

3.8 Input materials -

3.9 Utilities -

4. MARKETING

4.1 Main market
Mainly local market, industries.
Some exports, approx. 50,000 RS per year.

4.2 Distribution -



SCANDIACONSULT ENTERPRISE
DESCRIPTION

Annex 6:28
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4.3 Competitors
There are four manufacturers of machine tools in India. 
Elmeca Works has the largest product range of these.

4.4 Market demand -

4.5 Market share
Elmeca Works has approx. 40 7. of the Indian market.

4.6 Market surveys
Home market survey will be done in the near future.

4.7 Future plans -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products 
Mass production technology.

5.2 New products in present product line 
NC toolings.
Pneumatic chucks (CMTI-licence).
Micro boring and facing heads.

5.3 New products outside present product line -

5.4 Projected market demand
There are only 6-8 NC machines in India at present but there 
will be a considerable increase during the next few years.

5.5 Projected plant capacity 
NC-toolings: 200 pieces per month.



SCANDIACONSITLT ENTERPRISE
DESCRIPTION

Annex 6:¿8
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6. COMMENTS
World marketing assistance is requested, as well as production 
management.
The financing status seems fairly good.
They have copied most of their products from European made 
products so far, but would like to get a technological 
agreement so that they learn to know why one design is 
better than the other.



LMECA » O R K S .  DHARWAD Contd. Sheet No.

BRIEF WRITE - UP ON ELMECA WORKS

1* Location: 'ELMECA* is Ideated at Dharwad in the State
of Karnataka and is on the Asian Highway No. 47. Indian National 
Highway No. 4 Bombay - Bangalore. The distance between Bombay 
and Dharwad is approximately 650 km. It is also connected by Rail. 
Convenient trains are available from Bombay to Dharwad. Dharwad 
is not connected with any air link. However, the nearest airport 
is Belgaum which is 70 km. away from Dharwad. The Bombay — Belgaum 
flight takes 1 hour 20 minutes.

2. Climatic Consitions: Dharwad has a very pleasing climate,
very much suitable for Machine Tool Industry. The altitude is 
MSL — 2400 ft. The minimum temperature is 52° F. and the maximum 
temperature is 95° F. The average rainfall is 40".

3. Organisation: 'ELMECA' was established in the year 1959.
There was a constitutional change in the year 1971, when it was 
converted into a Private Limited Company registered under the 
Companies Act, under the name and style: ELMECA WORKS, (Proprietors: 
PELMA ENGINEERING INDUSTRIES PRIVATE LIMITED),. The Factory 
licence No. MYVf/DWR/318.

The company has its works at Dharwad at the following 
address:

Post Box No. 17, Dharwad — 580 007, Karnataka, South India. 
#  Telephone : 80177/78/79. Telegrams: ’COLLET*.

Telex : Applied for.

The Registered Office of the Company is at the following 
address:

Behramji Mansion, 2nd Floor, Sir P.M. Road, Fort, 
Bombay — 400 001•
Telephone : 299151. Telegrams: ’STAROOLLET*.
Telex : Applied for.

• « • 2/-
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l m e c a  v o r k s . d h a r v a d Contd. She*t No.

two

The Company is managed by a Board of Directors:
1. Mr. Harsh C. Desai —  Director.
2. Mrs. Ushma H. Desai — Director.
3. Mr. Lajpat Rai —  Technical Director.

The Company*s Bankers: M/s• State Bank of India, Main Branch,
Dharwad, Karnataka State, India.

£  The Company is also enrolled with Government Agencies,
viz. Director 6eneral of Technical Development (DGTD), New Delhi, 
and Director General of Supplies and Disposals (DGS&D), New Delhi 

p  also various other units in Public Sector and Defence Organisations 
- Government of India.

4. Photographs depicting 'e LMECA* is enclosed herewith.

5. The Company has ercpged the following staff in different 
departments:

a) Managerial Staff
b) Administrative Staff
c) Technical Supervisors
d) Labour Skilled

t Semi - Skilled 
: Govt, Trainees 
: Unskilled

6
52
35
64
18
15
59

6. The Company has attained a turnover of 4,7 million 
Rupees during the yr. July 1979 to June, 1980, We have projected 
a turnover of six million rupees during the year July 1980 to 
June — 1981.

7, The raw material is procured from M/s. Visvesvariah 
Iron & Steel Ltd., Bhadravati, Karnataka with Test Certificates, 
the raw material being as per Indian Standards.

• • • 3/-
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8. An up-to-date list of Plant & Machinery (Refer Annexure 
I A) and a list of Measuring Instruments (Refer Annexure I B) is 
enclosed herewith.

9. A  list of the products presently manufactured by us is 
also enclosed. (Refer Annexure II).

10. The following products are under development.

a. Self Contained Pneumatic Chuck 0 250. Capacity 60mm.

b. Self Contained Air Operated Collet Chuck, Bar 
Capacity 0 42mm.

The above products are under licence from a Government Agency- 
M/s. Central Machine Tool Institute of India, Bangalore.

Apart from the above two items, we have also taken for 
development the following item.

1. Micro Boring and Facing Head, Model SDLS-400. With Boring 
and Facing Capacity upto 400mm.

The above Boring Head is equivalent to “WOLHAUPTER" 
make Micro Boring & Facing Head, UPA—4.

11, Cllentales The Company is patronised by Machine Tool 
Manufacturers* A list of the same Is enclosed herewith (Refer 
Annexure III).

12, The Exports effected by us todate (Refer Annexure IV),

4/3, The present manufacturing capacity of the plant is 0.475 
million per month. This can be increased to 0.525 million per 
month. We are in a position to reserve 25% capacity for export.

• • « 4 /-
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• •• four ...

14, Manufacturing facilities: The Company is self-
contained in all respects except raw material and bought-out 
-items. The products are inspected as per Indian Standards 
deifred from DIN,

15. The Company will be shortly going in for an expansion 
which would add to the turnover of the Company approximately
2.4 million - Year 1981 -82.

16. It is proposed to procure immediately new plant and 
machinery (Refer Annexure V) to add to the manufacturing 

%  capacity.

IMPORTANT NOTE: Dharwad — the district where the present
factory of *ELMECA* is situated is considered to be an industrial 
developing district by the Union Government of India and any 
industru set up in these developing districts get a 15% Govern­
ment Subsidy on the Plant & Machinery and Building.

»



LIST OF PLANT AND MACHINE FT/

ANNEXURE t IA

33—
No. Name of the Machines Model Specification Nos

1* Gohil Hacksaw No. 1 Size 2 300mm cap.l.5HP Motor 1
2. Gohll Hacksaw No.2 Size 2 300mm Cap.l.5HP Motor 1
3. Tool and Cutter Grinder Voza 5 Universal - 0.34 KW 1
4. Gas Welding Equipment - -
5. Electric Muffle Furnace - 13 00°C/300x300x450 1
6. Turret Lathe HTR 40 40 Bar Capacity 1
7. IFOO Oil Fired Furnace - 10000/375x375x450 1
8. Expanding Machine - -
9. Internal Grinder No. 1 Jotes 12 0  to 100 / 1
1 0. Turret Lathe. RTES-40 40mm 0  Bar Capacity 1
11. Centre Lapping Machine Lathe Harihar lOOOma x 200mm 1
12. Universal Grinder BUA 20 200/750 mm 1
13. Shot Blasting E-quipment Tilghman Cabine t-l000xl000xl00 Omm 1
14. Universal Grinder HMT G-13 130/800 mm
15. Air Compressor, with Air

Tank - • 100 c.c./Min 1
16. Universal Milling Machine AIG-100 640 x 195 1
17. Tempering Furnace with

Capaciter - 500/450 x 150 1
18. Radial Drilling Machine No.l - 20 om
19. H. S. Assembly for Lathe

Tashing equipment No.l - ■ - 1
20. Milling Machine HMT M2H 1100 x 310 1
21. HMT Lathe LBS-17 170 x lOoO mm 1
22. Internal Grinder No.2 Jotes 12 0  x  100 0 1
23. Turret Lathe H.No.4 50mm/Bar Capacity 1
24. Cylindrical Grinder Paragon 150 x 450 1
25. HMT Lathe No.l H - 22 220 x 1000 1
26. Pentograph Machine Toolcraft 1

.r-CM HMT Lathe LT 20 200 x 1000 1
28. Polish Hardness Tester LUCENIK - 1.



1 2 3 4 ^
29. Lathe Shimoga 300 x 1500 1
30. South Bend 1$8 C 300 x 1000mm 1
31* Hand Shearing Machine - 3/16* Thick Cap. 1
32* Bending Machine (small) - Locally Fabricated 1
33. - do - (Big) me • 1
34. Flexible Shaft Grinder - 1
35. Grinder Bench H 22 CTG 6» 1
36. Surface Grinder PLS - 10 - 1
37. Buffing Machine - - 1
38. Tool Grinder Pelma 35 A - ■ 1
39. Grinder Machine CTG 6- Cap. 3/l6" Thick 1
40. Blower for Hearth - 1
41. Polishing Machine - - 1
42* Tool Post Grinder - - 1
43. Cut off Machine - - 1
44# Jet punp Mounted on well - - 1
45. Air Compressor - 1
46. Flexible Shaft Grinder Ralliwolf 8v8,4 y4x 5 PB-2 1
47. Chain Pulling Block 3 ton Capacity 1
48# Chain Pulling Block - 1 ton Capacity 1
49. Air Compressor - - 1
50. Internal Grinder No.3
51. FIE Rock Well Hardness

' Jotes 12 0  to 100 0 1

Tester RAS - 1
52. High Speed Drilling Machine lOmtn Cep speed 355- 

5600 RPM
1

53. HMT Lathe H 22 220 x 1000 1
54. Transformer 250 KVA K.E.CMake 11000/433 Volts 1
55. M K Inspection Heads M K make - 1
56. Lathe Jupiter 200 x 1000 1
57. HMT Centre Lathe LB/17 170x1000mm 10HP Motor 

200 RPM 1
58. HMT Univer sal Grinder - K 130/500 V 1
59. HMT Milling Machine M.I.T.R 1067 x 28mm
60. Armag Profiling Head(Swiss) 60 -



I— 2 --- 5------- 4 5
61. Pneumatic Chuck - Drawings 1
62. Air Operated Chuck GMT/3B-250 - 1
63. Oil Fired Furnace with 

Preheater • locally Fabricated 1
64. Face Grinding Machine - - 1
65. Relieving Furnace - - 1
66. Deep Hole Drilling Machine - - 1
67. Furnace Oil Lifting pump - - 1

6é Tool Post Grinder - - 1 -
69. Cut off attachment fixed on 

H. pole — 1
70. Nut Slitting Machine - * - 1
7 # . Stamping Machine - ' me 1
72. Arun Universal Dividing Head - 130 mm 1
73. Electrical Tendering Furnac:e Vertical 12* &  

with air 
Circulation

1

74. Grinder CTG 6- - 1
75. MC Enterprise Lathe 1330 1000 on 1
76. Hindustan Ram Type Milling 

machine M I T R 1
77. Voumard Internal Grinder 

(Swiss) 3 A - me 1

1
. Tansi - HMT High Speed 
Hydraulic Hacksaw Machine HS -20 • 1

79. Cleaning Booth with cleaning 
tank - 1
Elgi Air Compressor IG - 100 - 1 *

- Vi jay Radial Drill Machine - 1 * cap 1

00 IO . . Arun Universal Dividing HeadArun/UCK
130

— 1

83. . Square Deal Brand Slotting 
Machine

No 2
1

84. Muffle Furnace - 1
85* . Suraj - 3 Lathe CLT - 42



LIST OF MEASURING' INSTRUMENTS

1 .

2.
3.
4.
5.
6. 
7* 
8.

•  9 .

10.
•  U .

12.
13.
14.
15.
16.
17.
18.
19.
20.
21.• 22.
23.
24 .

25.
2 6.
27.
28.
29.
30.
31.

Dial Test Indicators 
-do-

Thread Micrometers 
—do- 
—do- 
—do—
—do- 
—do—

Interchanaable Thread Measuring 
Anvils

American Thread (60»)

Pitch

800 s.
800 N 2 DM.
40 z - 0-25 
40 z - 25.50mm 
40 z - 50.75mm 
40 z- - 75 - 100mm 
40 z - 100 -125mm 
40 z - 125 to 150oim 
3 fm
0.5 - 0.7 
0*7 - 0.1
1.25 - 2 
2 - 3.3 
3.5 - 5 
5 - 7  
7 - 9
40 zfw 40-32 
32 - 24 
24 - 18 
18 - 14 
1 4 - 1 0  _
10 -  7 
7 - 4 . 5
4 . 5 -  3
40 ZFUST 
32 - 24 
24 - 18 
18 - 14 
14 - 10 
1 0 - 7  -
7 - 4.5 -
4 . 5 -  3 -
40 zt/ACME-(29°)
1.25

ANNEXURE : IB
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32. Anvils Pitch 1.5
33. • 2.0
34. «1 .2.5

1.
35. ■ 3.0
36. II 4.0 mm
°7 — »• 7 P I 10
38. m 12
39. m 16
40. m . 20
41. Micrometer - Standard 43 z 25mm
42. Outside Micfomater Standard 50 mm
43. • 75 mm
44. • 100 mm

45. m 125 mm
46. Micrometer Standard 43 z 25mra
47. . * 50 mm
48. Micrometer Standard 75 ram
49. «1 100 mm
50. m 50 ma
51. n 75 mm
52. _w 100 mm
53. * 125 mm
54. Taper Plug Gauge 397 D
55. Morse Taper Mo. 

Taper Plug Gauge
0
1 397 D

56* m 2 *
57*‘ m 3 •
58.’ » 4
59. • 5 "
60. 6
61. Taper Ring Gauge No. 

Morse Taper
397 H 
0

62. Taper Gauge 1 397 H
63. * 2 "

*3#



3 *

64* Taper Ring Gauge 3 297 K
65. • 4
66. • 5
67* • 6 . -
687 Taper Plug Gauge for Steep Machine Taper 399 D 30
69. «1 - 40
70. Taper Plug Gauge 399 D 50
71. m - 60
72. Taper Ring Gauge for steep Machine Taper 399 H 30
73. m • 40
74. Taper Ring Gauge • 50
75. » - 60
76. Focket Vernier Calipers 16 N H
77. Measuring Range 300 mm
78. Depth Gauge 30 T - 20Ctom
79. Depth Gauge 30 T - 300mm
80. Dial Gauges 58 mm
81. Magnetic Base MB 1
82. Magnetic Base MB 2
83. Bevel Protractor

00 -U- . H I P  Gauge Thread 7/6- x 2C TPI
85* Gramili Surface Plate
86. Vernier Dept. Gauge 300 nm



U S T  OF PRODUCTS MANUFACTURED

ANNEXURE II IS AND DIN STANDARDS

1. Collets of all types t DIN 6343 & IS 6238 - 1971

2. Feed Fingers all types t According to customers 
Specification.

3. Guide Bushes t Company's Standard/Customers 
Specif iciation.

4. Linors
5* Reduction Milling Sockets

t - do -

s 5927 - 1970

6. Adaptors for Milling Machine i Company Standard

^ 7 .  lever Operated Collet Chuck j - do -

8, Stub Arbors 2 8615/8613-1977

9* Micor Boring & Facing Head 2 Company's Standard
10. Indexing 8, Non-Indexing Fixture 2 - d0 -
11# Auto grip Adaptors 2 - do -

12. Quick Change Drill Chucks and 
Drill Holders •• IS 7824 - 1975

13* Adjustable Adaptors •• IS 8919

^ 1 4 .  Drill Sleeves 

15. Tap Sleeves

2 DIN 6329

2 DIN 6328

16. Extension Sockets 2 IS 6682 —  1972

£  17* Reduction Drill Sleeves 2 IS 6702 - 1972

18# Turret Sockets •• BS 1660 - 1972

19. Pneumatic Chucks S
1'

Company's Standard*



EXPORTS EFFECTED FDR THE LAST THREE YEARS

ANNEXURE t IV

JANUARY TO DECEMBER 1978

U.S.A. t Quick Change Drill Chuck & Collet Rs. 544-71
Malaysia J Quick Change Drill Chuck & Collet Rs* 1674-00
Ceylon s Spring Collet for Herbert ID and 

Herbert 2D Rs, 1383-00

JANUARY TO DECEMBER 1979.

Ceylon t Spring Collet for Herbert Lathe Rs. 2735-00
Ceylon I Spring Collet Model C-40 Rs. 828-00

Indonesia 1 Milling Adaptor & Boring Head and 
Collets Rs.80000-00

JANUARY TO DECEMBER 1980

Hong Kong t Milling Adaptor & Collets Rs. 686—80
Ceylon s Spring Collet for H 2 D Rs. 1210-00
Ceylon t Collets for Traub A-25 & 42 Rs. 1330-00

SPOT SALE DTRING IMTS-80

U.S.A. X Boring Heads» 5C and R8 
Collets and Accessories* Rs. 8000-00

(.
JANUARY TO MARCH 1981,.

U.S.A. : Milling Adaptors and Quick Action
Collet Chirks, Collets Rs.27000-00

NEPAL j Boring Heads, Milling Adaptors,
and Sockets Rs. 8000-00

.2 .



Iran : Autogrip Adaptors* Rs. 600-00

Canada : Pneunatic Chuck, Cylinder
Accessories & Set of Soft Jaws* Rs* 8000-00

Houston* s Pneunatic Chuck, Cylinder
U.S.A. Accessories with set of

Soft Jaws* Rs* 8000-00

West Germany: Pneumatic Chuck only Rs. 3350-00
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LIST OF OUR CLIENTELE

ANNEXURE -III

Q

( i

1 .

2.
3.
4.
5.
6 .

7,
8.
9.
1 0 . 

11. 
12.
13.
14.
15.
16. 
17* 
18. 
19. 
2D. 
21^ 

22.
23.
24.
25.
26.
27.
28.

Aeronautical Development Establishment. Bangalore. 
Artificial limbs Manufacturing Co. Kanpur. 
Ammuniation Factory. Kirkee.

t

Armament Research Development Estt. Poona.
B E H L  Kolar Gold Fields.
B E L  Bangalore.
C V R D E . Avadi. Madras.
C M T I Bangalore.
Naval Science & Technical lab. Visakhapatnam.
The Director General Naval Project, Visakhapatnam. 
Diesel locomotive Works, Varanasi.
Estem Railway Calcutta.
Explosive Research Devp. Lab Poona.
Field Gun Factory, Kanpur.
Gun Carriage Factory, Jabalpur.
Heavy Vehicles Factory, Avadi,
Indian Airlines, New Delhi.
I T I Bangalore.
I T I Naini.
Indian Card Clothing Co. Ltd., Poona.
ISRO Setellite Centre, Dept of Space, Bangalore. 
Machine Tool Prototype Factory, Ambern a th. 
Nuclear Fuel Complex, Hyderabad.
Ordnance Factory, Nagpur.
Ordnance Factory, Jabalpur.
Ordnance Factory, Ambernath.
Ordnance Factory, Trichirapalli.i 
Ordnance Factory, Dhera Dun.

*2.
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29# Prototype Development 8. Trg, Centre, New Delhi,
30, Rifle Factory, Ishapore,
31, space Application Centre? Ahmedabad,
32, Vehicle Factory, Jabalpur,
33, Vikram Sarabhai Sp§ce Centre, Trivandrum,
34, The Mysore Kirloskar Ltd,, Hublll
35, The Mysore Kirloskar Ltd, , Harihar,
36, Bharat Fritz Werner, Bangalore*
37* P S G Industries, Coimbatore,
38, P M T Machine Tools Automatics (Traub India) Ltd,, Poona,
39, Tata Engineering & Locomotive Works, Poona,
40, Tata Engineering & Locomotive Works, Jamshedpur,
41, Tata Iron & Steel Company, Jamshedpur*
42, Cooper Engineering Works* Poona,
43* Sandvik Asia Ltd*, Poona*
44, Kirloskar Oil Engines Ltd,, Poona •
45, Kirloskar Pneumatic Ltd,, Poona, -
46, Kirloskar Brothers, Kirloskarvadi,
47, Kirloskar Tractors Ltd,, Nasik*
48, Jessop & Jessop Company, Calcutta,
49, Atlas Cyfle Ltd*, Sonepat*
50, Escorts Ltd,, Farldabad, .
51, Magnestic Auto Ltd,, Ludhiana,
52* Moline of India Ltd,, New Delhi,
53, Shama Engine Valves, Bhopal,.
54, Bharat Heavy Electricals Ltd,, Bhopal,
55, Bharat Heavy Electricals Ltd,, Hyderabad*
56* Bharat Heavy Electricals.Ltd,, Hardware
57, Bharat Heavy Electricals Ltd,, Triehirapalll,
58* Bharat Heavy Electricals.Ltd,, Jhansi,
59, Bharat Heavy Electricals Ltd,, Bangalore,

t

60, Bokaro Steel Ltd,, Dhanbad,

#3»
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6l* Bharat Pumps & Compressors Ltd*, Naini. 
62* Hindustan Machine Tools Ltd.* Pinjore*
63* Hindustan Machine Tools Ltd*, Bangalore* 
64* Hindustan Machine Tools Ltd** Kalamassery 
65* Hindustan Machine Tools Ltd*, Ajmere*
66* Hindustan Machine Tools Ltd*, Hyderabad* 
67* Hindustan Aeronautics Ltd*, Bangalore*
68* Hindustan Aeronatutics Ltd*, Nasik*
69* Hindustan Aeronautics Ltd*, Lucknow*
70. Hindustan Aeronautics Ltd., Koraput*
7l* Praga Tools Ltd *, Secunderabad*



PROPOSED MACHINERY FOR EXPANSION

ANNEXURE V

Si. No. Name of the Machine

1. Capstan lathe

2. H M T Centre lathe

3. H M T Vertical Milling M/c

4. Amba Hydraulic Cylindrical
Grinder.

Model & Specification 

Herbert No. 4 

13 17 /  1000 

FN 2V

U - 127 /  500

5, Rockwell Hardness Testing 

Machine No. 6402

6 . Hydraulic Cylindrical Grinding 

Machine. M 750 /  150

7. Slot Grinding Machine

*  *  *  ♦  «



L I S T  O F  P R O D U C T S  M A N U F A C T U R E D

ANNEXURE II IS A N D  DIN S T A NDARDS

1. Collets of all types •• DIN 6343 & IS 6238 - 1971

2. Feed Fingers all types •• According to customers 
Specification.

3. Guide Bushes ♦• Company*s Standard/Customers 
Specificiation.

4. linors •• - d o -

5. Reduction Milling Sockets 5927 - 1970

6, Adaptors for Milling Machine Company Standard

7. lever Operated Collet Chuck - do -

8. Stub Arbors 8615/8613-1977

9* Micor Boring & Facing Head . j Company*s Standard

10. Indexing 8. Non-Indexing Fixture •• - do -

11. Auto grip Adaptors 9• - do -

12. Quick Change Drill Chucks and 
Drill Holders IS 7824 -  1975

13. Adjustable Adaptors IS 8919

14* Drill Sleeves DIN 6329

15. Tap Sleeves DIN 6328

16. Extension Sockets : IS 6682 -  1972

17. Reduction Drill Sleeves •• IS 6702 -  1972

18. Turret Sockets •# BS 1660 -  1972

19. Pneumatic Chucks •• Company's Standard.
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SCANDIAC0N5ULT CO LLA B O R ATIO N
PROPOSAL
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Page 1

Malmo 58.0648-01

Recipient enterprise

Elmeca Works 
Post Box No. 17 
Dharwad-58 00 07-Karnataka 
India

Contact person: Mr. Harsh C. Desay, Director

Technological requirements of the recipient enterprise 

o NC toolings

o Micro boring and facing heads 

o Mass production technology

Partner enterprise

Lofab Square AB 
Box 16034 
S-20Û 25 Malmo 
Sweden

Contact person: Mr. Bengt Ohlsson, Managing Director

For further information of the company, please refer to the attached enterprise 
description.

Available technology of the partner enterprise

Lofab Square AB is a well-established Swedish supplier of toolholders to the 
mechanical industry. Since more than 30 years the company has been making 
its high quality products. For further information, please refer to the attached 
brochyres.

Proposed framework for future collaboration

During a visit to Lofab Square AB on September 17, 1982 and some phone conversations 
afterwards, Mr. Bengt Ohlsson showed great interest in the project after studying 
the information available on Elmeca Works. The following sketch on the future 
collaboration was discussed:

o The collaboration will be about the patented "Loflex” system described 
in the attached brochures.

o Elmeca Works will be the representative of Lofab Square AB on the Indian 
market.



SCANDIACONSULT C O L L A B O R A T I O N

P R O P O S A L

Page 2

o T h e  " m a c h i n e "  p a r t  as w e l l  as t h e  t o o l h o l d e r  p a r t  w i l l  b e  m a n u f a c t u r e d  

b y  E l m e c a  W o r k s .

o T h e  p a t e n t e d  " L o f l e x "  s c r e w  w i l l  b e  m a n u f a c t u r e d  in  S w e d e n  b y  L o f a b  

S q u a r e  A B .



L o f a b  S q u a r e  AB

L o f a b  S q u a r e  AB is an e n t e r p r i s e  w i t h  b o t h  p r o d u c t i o n  a n d  
a g e n c i e s  w i t h i n  the r a n g e  o f c u t t i n g  a nd  h o l d i n g  t o o l s  for 
the m a c h i n e  t o o l  i n d u s t r y .

N u m b e r  of e m p l o y e d :  a b o u t  AO, o f  w h i c h  6 s a l e s  e n g i n e e r s .  

E s t i m a t e d  t u r n o v e r  1982: 15 m i l l i o n  SEK.

L o f a b  S q u a r e  c o n c e n t r a t e s  on h i g h  q u a l i t y  t o o l i n g  a n d  r e p r e ­
s e n t s  in S w e d e n  i.a. th e  W e s t - G e r m a n  e n t e r p r i s e s  K o m e t ,  del 
and St r a s m a n n .

The p r o d u c t i o n  of L o f a b  S q u a r e  c o n c e n t r a t e s  on h o l d i n g  t o o l s  
i.e. c h u c k s ,  e n d  m i l l  a r b o r s ,  a d a p t e r s  a n d  p a r t i c u l a r l y  on 
t o o l s  for NC c e n t r e s .

L o f a b  S q u a r e  h a s  a l s o  d e v e l o p e d  a n u m b e r  of o w n  p r o d u c t s ,  
w h i c h  h a v e  b e e n  p a t e n t e d .  S p e c i a l  a t t e n t i o n  m u s t  be c a l l e d  
to L o f l e x ,  w h i c h  is a f l e x i b l e  t o o l h o l d s r  s y s t e m  b a s e d  on 
a s t a n d a r d  s h e l l  e n d  m i l l  a r b o r ,  w h i c h  m e a n s  t h a t  t he too l 
can be u s e d  b o t h  in o r d i n a r y  m i l l i n g  m a c h i n e s  a n d  in NC c e n ­
tres. Th is  is a n e w  t o o l i n g  s y s t e m  but it h a s a l r e a d y  a t t r a c  
ted g r e a t  a t t e n t i o n  nn the i n t e r n a t i o n a l  m a r k e t .

Malmo 1982-11-25 B O / A O



Subannex

‘ Elmeca Works 
P.O. Box No 17 
DHARWAD 580 007 
Kanataka State 
Indien

Main* 1 9 8 3 -0 4 -0 6
Sweden

Technical collaboration  agreement with your comoanv

This is to confirm the discussion between Mr. Bengt Olsson 
^  and Mr. Havsh Desai, D irector of the company at Lofab Square 

Head O ffice in Malmoe, Sweden. We discussed in deta il about 
a technical co llaboration  to manufacture the Loflex system 
in India. The cost of se llin g  the know-how of the Loflex  
system is  SEK 746.500,-. I t  was mutually agreed between us 
that as the amount of the tota l sum was quite large we should 
sp lit  the agreement in two stages.

The f i r s t  stage of the agreement signed today would contain 
the manufacture a c tiv ity  and complete transfer o f technical 
know-how for the manufacture of Loflex two flu te  boaring head, 
one flu te  fine boaring head, b a ll bearing nut *or co lle t chucks 
at a lumpsum o f SEK 223.950,- as per the technical collaboration  
agreement signed today and handed over to you for its  app li­
cation and completion o f form alities with the Indian government.

You w ill keep us informed of the development with the Indian 
government and should you need any further assistance in 
completing the agreement in a l l  respects we w i l l  only be too 
happy to render. As th is arrangement has been made through 
the UNIDO we fe e l that there w ill  be no d i f f ic u lt ie s  in 
completing th is co llaboration .

The f i r s t  stage of the agreement has been signed by us today 
and we intend to complete the agreement in three years a fter  
which the second stage w il l  begin. The second stage would be 
considered by us at the then prevailing conditions and the price

Gctfsadreis igra< Tc;e* T«»l*fon P0 VJi'O 9ar«gvo

Bo* 16034 Voiframgatan 14 lofab
20025  Malmô 16 2 i3  54 Malmb malmoe

S-325 80 0 4 0 -9 4 5 3 2 0  2 4 6 8 0 0 -7  875-3563



l o f a l b
□  S Q U A R E

1983 - 04 - 0 6
y

of further transfers of k n o w - h o w  w h i c h  is agreed 
at SEK 746.500,- w o u l d  also be subject to review 
reconsideration depending to our choice.

to be 
and

The Lofab's screw will be pur c h a s e d  from Lofab at list 
price less 30 % discount and you w i l l  make all arrangements 
to protect the patented rights of L o f a b  in India at 
your cost.

(
I

Yours faithfully, 
LOFAB SQUARE AB

Bengt Olsson
/

»

»

»

i
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Malmo 1983-06-15 58.0648-01

ANNEX No 6

C O LLABO R ATIO N  PARTNERS

Indo Hacks Ltd, Hyderabad, Andra Pradesh, India (IH) 
and
Westlings SSgbladsfabrik AB, Vansbro, Sweden (WSA)

SELECTION PROCEDURES

Based on the report from Expolaris (subannex 6:1), some pamphlets on the 
products and the short briefing by Mr HSnell, IH was selected as one of the 
potential recipient enterprises to be further promoted for collaboration with a 
Swedish enterprise. The main reasons for the selection were:

o A positive overall impression of the company.

o The management was said to be very good.

o The technological level was said to be high.

o The company had plans to expand capacity as well as to include new 
products into the programme.

o The requested technology would most likely be found in Sweden as manu­
facturing and heat treatment of special steel is a Swedish speciality.

After the selection phase an attempt was made to make a preliminary matching 
with the Swedish enterprise Kapman AB (subannex 6:2). They showed interest in 
the project and submitted information on the company and its products. 
However, after some time they pulled out due to lack of managerial capacity.

The impressions from the visit to IH during the Mission in May-June, 1982, were 
put down in the Enterprise Description (subannex 6:3). The following came out of 
the visit:

o It was confirmed that the managerial as well as the technical capability of 
the company is very high.

o There were very specific requirements of technology to supplement the 
present product range.

o These new products were planned to be manufactured in a new factory for 
which a foreign collaboration partner was desired.

o The management is experienced in starting up new enterprises.

o The requested technology is most likely available in Sweden.
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After the Mission there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, IH was put in the group of potential 
recipient enterprises which should be finally matched with Swedish partners.

M ATCHING PROCEDURE

After the Scandiaconsult mission, we had extensive information on Indo Hacks' 
technology needs and type of manufacturer they wanted to co-operate with.
2 - 3  Swedish companies, working within the technology fields in question, were 
identified and contacted. Soon it turned out that, the fields of special interest to 
Indo Hacks, namely Circular Carbide Saws and Segmental Saws, were exactly the 
specialist product areas of Westlings. Since Westlings also had a certain interest 
of learning more about the Indian and Far Eastern markets, they indicated 
positive interest to continue with our project.

Based on information on Westlings’ product range, production facilities and 
marketing, a Collaboration Proposal was worked out.

COLLABO RATION PROPOSAL

The Collaboration Proposal is attached (subannex 6:4) and contains the following 
framework for future collaboration:

o WSA assists IH in planning and training of personnel for a new factory for 
manufacturing of segmental saws and carbide saws.

o WSA will assist IH in quality control.

o WSA delivers semimanufactured products for assembly at IH factory for 
Asian markets.

o Buy back arrangement of IH products for WSA's customers in Europe.

NEGOTIATIONS

Mr. V. P. Rao, managing director of IH, took a very active interest in this 
technology transfer project. As soon as Scandiaconsult had identified WSA, this 
was communicated through UNIDO to IH. This was in August, 1982. Mr. Rao then 
immediately indicated that he had the intention of visiting Sweden and WSA in 
September, 1982, in connection with a business trip to Europe. All planning of 
this first contact between IH and WSA was done through UNIDO and Scandiacon­
sult. Unfortunately, Mr. Rao's visit to Europe was cancelled. Through various 
channels, the companies did, however, start to seek information about each other 
as a preparation for future negotiations.
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First direct personal contact between Mr. Elfsberg, managing director of WSA, 
and Mr. Rao of IH took place at the group visit meeting in Malmo, April, 1982. 
Following a visit to the WSA plant at Vansbro, Sweden, after the group visit and 
negotiations that took place there, the following principles for a co-operation 
between IH and WSA were agreed upon (see subannex 6:5).

o It was agreed to launch a programme for the establishment of future 
collaboration between IH and WSA in three phases and covering the period 
1983 -  1990.

o A joint venture company, called "Indo-Hacks Westling Ltd.", shall be 
formed when certain legal problems are solved, to handle the co-operation.

o WSA shall, during phase 1, train IH personnel so that servicing and repair of 
WSA products can be done by IH.

o During phase 2, WSA will supply IH with semimanufactured products. Final 
assembly and finishing of Westlings' products will be done by IH.

o During phase 3, complete production of segmental saws using the Westlings 
technology will be done in India on a joint venture basis.

PROJECT STATUS JUNE 83

Details regarding the principle agreement presented in subannex 6:5 are now 
under discussion between IH and WSA. Among other things, WSA are checking 
their patent and brand name rights in India and in other countries to be covered 
by the forthcoming joint venture. Preliminary contacts have been taken with 
Indian authorities to ensure possibilities for import of certain special machines. 
Discussions with Swedfund on the financing of a joint venture project has also 
started.

PROJECT STATUS OCTOBER 83

Mr. Elfsberg of Westlings is preparing a visit to Indo Hacks in November. This 
visit was originally planned for September but due to communication problems 
the visit was delayed.

During the meeting in India, the details of an agreement involving technology 
transfer shall be finally negotiated. The frame of such an agreement will follow 
the minutes presented in Subannex 6:5

Comments

Westlings seems to have lost a bit of their initially great interest in this project. 
The reasons are several:
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o Communication problems. The letter from IH saying everything was ready 
for Mr. Elfsberg's September visit came to WSA 2 days after scheduled 
departure from Sweden. Telexes to IH have not been answered.

o IH (and their Indian bank) wants to speed up the time schedule for the 
cooperation. This is not in WSA:s interest. They want to build a solid 
platform for future cooperation. "Quick deals"are not of interest to WSA.

o WSA has been warned by business associates that doing business with India 
is very demanding (bureaucratic problems, payment problems,etc). WSA, 
being a company with limited management resources, must carefully select 
the projects they work with, according to Mr. Eflsberg. His forthcoming 
visit to IH in India will determine how much resources WSA will put into 
this project.



Name and other identification data of the firm

Indo Hacks Limited
B-4, IDA, Phase I, Pattancherru
Medak
Phone: 352 
Grams: Indo Hacks 
Telex: 015-283

Managing director: Shri V P Rao 

Established: 1975

Datas about the people employed in the firm 

Professional staff: 4 

Skilled labour: 60 

Unskilled labour: 30

Annual turnover, equity, profits and economic facts 

Turnover 1980: 12 000 000 In R

Product mix

Hack-saw blades (high speed steel, low carbon steel 
hack-saw blades).

Production technology, equipment and other technical information 

Machining in different ways, hardening- 

Metal-cutters, grade-scissors, furnaces, etc.

The equipment is adequate.

Datas about marketing organization etc

The company is selling within India, no export.

The future plans of the firm

Improving the quality, to be able to compete with other low 
labour-cost countries. They also plan a joint venture with
Volkswagen for manufacturing of cars. 

The possibilities of the firm

Good.

Transfer of technology from a leading Swedish manufacturer 
ouaht to be carried out.

Recommendations and proposals
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S CAN'D 1 ACO N S U LT 

Malmb

PRELIMINARY
MATCHING
1982-05-07 58.0648-01

RECIPIENT ENTERPRISE 

IH13 Indo Hacks

CANDIDATE PARTNER ENTERPRISE
Name: Kapman AB

Address: Box 55, S-430 20 VEDDIGE

Phone: 0340-30310 Telex: 3478 weab s

Managing director: Sven-Olof Salomonsson

Contact person: Lars Axelsson, Export manager

Turnover: 11 M SEK Employees: 45
Product mix: Hack saw blades

1982-04-30 Phone call to Mr. Lars Axelsson

The company only deals with metalcutting.
Mr. Axelsson was interested in considering a UNIDO-project 
engagement, but he also indicated that this is a question 
for the managing director, w hom w ill be contacted in the 
matter when he is back early next week.

X
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DESCRIPTION Page 73

1. GENERAL

1.1 Name and address of enterprise IH 13

•

Indo Hacks Ltd 
"Satya Tulsi”
1-11-251/4/11/1 
Kirloskar Colony 
Begumpet
Hyderabad - 500016 
Phone: 821154

1.2 Contact person

• Mr V.P. Rao, Managing Director

1.3 Form of ownership 
Private limited.

1.4 Invested capital.

1.5 Annual turnover

•
1.6

Last year 10,5 M Rs 
This year (est.) 18,0 M Rs 
Next year (est.) 20,0 M Rs

s

Year established: 1976

• PERSONNEL

2.1 Managerial and engineering staff 
Managers 4

2.2 Clerical staff.

I

A J
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2.3 Workers 90
Skilled 60
Unskilled 30

3. PRODUCTION

3.1 Products
Hack saw blades, brand "Viking”.

3.2 Main production processes 
Machining. Hardening.

3.3 Main machinery
Metal cutters, grade scissors, furnaces etc.

3.4 Factory premises. -

3.5 Production volume 
Comp, turnover.

3.6 Current collaboration agreements 
Ancilliaries working with:
High Carbon Steel Scrips - Japanese company (Dec -82)
Bi- metal hacksaw blades - West German company (-83) 
Cutting tools and wood saws - Colombo Free Trade Zone

3.7 Quality control. -

3.8 Input materials
Low alloy high carbon and high speed steel strips 
imported from Japan and Sweden, Fagersta 10 M Rs per year.

3.9 Utilities.



SCANDIACONSULT ENTERPRISE
DESCRIPTION

4. MARKETING

4.1 Main market 
Local.

4.2 Distribution
The "Viking" Brand is the only Indian brand earned 
ISI Mark for all sizes and dimensions of hacksaw blades.

4.4 Market demand. -

4.5 Market share.

4.6 Market surveys. -

4.7 Future plans. -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products.

5.2 New product, in present product line
Circular carbide saws.
Segmental saws.

5.3 New products outside present product line.
Tool bits.
Wire drawing for high speed-steel, tool bits.

Annex 6:20
Page 75
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5.4 Projected market demand.

5.5 Projected plant capacity.

6. COMMENTS
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COLLABORATION PROPOSAL

Recipient enterprise

Indo Hacks Ltd 
"Satya Tulsi"
1-11-251/4/11/1 
Kirloskar Colony 
Begumpet, Hyderabad - 500016 
In<- ’ a

Contact person: Mr. V.P. Rao, managing director

Technological requirements of the recipient enterprise

Indo Hacks, established 1975, are producing hacksaw blades under the brand 
"Viking". The company is also considering the establishment of a manufacturing 
plant in the Free Trade Zone at Colombo, Sri Lanka.

Indo Hacks has existing collaboration agreements with a japanese company (high 
carbon steel strips) and a West German company (Bi-metal hacksaw blades).

From a Swedish cooperation partner, Indo Hacks are seeking technology for the 
manufacturing of:

o Circular carbide saws

o Segmental saws

A partner enterprise

Westlings sâgbladsfabrik AB 
S-780 50 Vansbro 
Tel. 0281/110 30
Contact person: Mr. Mats Elfsberg, managing director

Westlings are the only producer in the Nordic countries of segmental circular saws 
and carbide circular saws larger than diameter 600 mm for steel and non-iron metals. 
Westlings are also the leading producer of carbide circular saws for the wood cutting 
industry.

Westlings is a family owned company with its production plant located some 250 km 
north west of Stockholm. The company has 125 employees and its annual turn-over 
is about 4,5million US $. About 40 percent of Westlings production is exported 
primarily to USA and West Germany.

Some of the products manufactured by Westlings are presented in the enclosed broschures .
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Available technology of the partner enterprise

Westlings can offer extensive technical knowledge covering the construction 
and manufacturing of:

o Segmental circular saw blades,

o Carbide saw blades for steel, non-iron metals and wood.

We have noted that Westlings are specialised in just about exactly the fields 
where Indo Hacks are seeking technology.

Proposed general framework for future collaboration

Westlings present foreign activities are mainly concentrated to Europe and USA.
Mr. Elfsberg, managing director at Westlings, has heard of Indo Hacks during visits 
to international trade shows. He was eager to meet Mr. Rao during his planned 
visit to Sweden in August.

We would suggest that the future discussions between Westlings and Indo Hacks 
concentrates on the following cooperation possibilities:

o Technology transfer agreement where Westlings will assist Indo Hacks during 
construction of a plant for production of segmental saws and carbide saws 
in India (and/or Sri Lanka). Such an agreement shall include education of 
Indo Hacks staff in Sweden and/or India.

o Assistance from Westlings to Indo Hacks in upgrading quality control and 
productivity.

o Delivery of semi-manufactured saws to assembly plant operated by Indo Hacks 
~ for exports to primarily asian markets.

o Westlings might also be interested in buying back products produced within
Indo Hacks and market these to Westlings present customers. Such an agreement 
certainly demands that high quality requirements are met.

Westlings is very interested in getting in touch with Indo Hacks as soon as possible 
to discuss future collaboration.



^  Subannex 6:
Minutes of the meeting held at Mai mb - Vansbro held from 4 th April  1983

to 7 th April  1983.

Present

SRI. |1ats Elfsberg SRI. V.P.Rao
M.D. of Westlings M.D. of Indo-Hacks

SRI. J. Pandurangam
G.M. (Tech) Apssidc

Under the sponsorship of Unido for Transfer of technology from Swedish 

Industry to Indian Industry, a project with the aid of Swedish International 

development Anthority had been sponsored and Unido identified M/S Indo Hacks 

of Andhra Pradesh a joint of A.P Small Scale Ind.dev.Corp, India for 

^ c e iv in g  the technology from M/S Westlings of Sweden as possible colloborator 

for the manufacturing of 

-cirkular carbide saws 

^egmental saws

discussions were held between the representatives on the scope of colloboration, 

areas of technology transfer, period of implementation to prg, Costs of 

training of personnel, marketing arrangement payment terms etc.

Following are the areas of under standing reached subject to Indian & Swedish 

govt, export and import regulation.

Scope of cooperation.

Pending entering into agreement by both Parties, transfer of technology for 

production of segmental saws in India is agreed to. The programme has been 

agreed to be implemented in 3 phases as follows. This shall be done by 

^ o a t i n g  a joint Co under the style of "INDO-HACKS WESTLINGS LTD" to be 

incorporated in Andhra Bradesh, India.

^_Phase

1983-85 M/S Indo Hacks shall install the sharpening and repairing fa c i l it ie s.

Furnishing l i s t  of Machinery & the responsibility for training of men 

for marketing and production shall be under taken by M/S Westlings Sweden. 

During this period, markets in India and surrounding countries shall 

be explored by the newly formed Co. Export to other countries in 

East Asia and Africa including sales in INDIA shall be undertaken by 

Co in INDIA. The sharpening and servicing fa c i l i t ie s  1'n INDIA shall 

be utilised for fin ish grinding the segmental saws.

< in



1985-88 Under the programme for I I  stage fac il it ie s  in the form of machinery 

shall be created by M/S Indo Hacks Westlings LTD as advised by 

Westlings SWEDEN for assembly of imported segments and bodies.

I l l  Phase

1988-90 Westlings shall identify and advise the equipment in order to enable 

the Co. to produce the segmental saws in fu ll.

Cust of putting up these fa c i l i t ie s  shall be invested by M/S 

Westlings by way of equity up to 26 % for all the 3 phases.

Areas of operation for marketing.

I t  was identified that following are the potential competetors for M/S Westlings

France 

Germany 

Germany 

Germany 

Hoi 1 and

It  was identified that while the Cos. in Germany Produce goods nearer to the 

specification of M/S Westlings in quality and conparable price and as such 

i t  would not be advisable for M/S Indo Hacks - Westlings to enter European, 

American and Canadian and Mexican markets. It  was there fore agreed upon to 

lim it the areas of marketing to Indian Co to India, surrounding countries to 

India. Rest of the world is open except Europe, USA, Mexico, Canada.where in 

the written consent of Westlings Sweden would be essential for carrying out 

exports.

Tra ining

^ ^ I t  has been egreed to that M/S Westlings Sweden shall train the representatives 

sponsored by M/S Indo Hacks - Westlings LTD. Nemely a sales executive, a repair 

shop Foreman and a Hammerman.

It  was agreed on that the cost of training, Sales executive would be free.

Cost of providing boarding and lodging for. Repair shop Foreman and Hammerman 

for a preiod ranging between 90 to 120 days shall be around SEK 150.000/-.

I t  was agreed to find source for meeting this expenditure either under Unido 

Purview or that of Swed Funds.

TRADE MARK

It  was agreed for the use of Westlings name with M/S INDO HACKS as brand in 

India under the style of WESTLINGS.

Buy back arrangement

To help the Indian Co stab ilise , M/S Westlings shall agree upon at the 

implementation of I I I  stage programme to buy a position of production for export 

to third COUNTRIES at prices to be mutually settled frome time to time.

M/S AMV 

M/S Lennartz 

M/S Ohler 

M/S Wagner 

M/S Kinkelder



PRICES

Price of supply of segments, segmental saws shall be regulated from time to 

time depending upon the market competation and costs of production at Sweden 

and that of in India.

Exporting to the 3rĉ  country outside the marketing areas specified to 

M/S Indo Hacks - Westlings LTD, i f  found competetive, M/S Westlings shall 

discuss and agree upon the cost of supply and period of supply from time to 

time depending upon the competetion from the European producers and the supply 

position.

FORMATION OF A NEW CO

»

»

It  was agreed upon that a new Co shall be formed in India under the style of 

M/S INDO HACKS WESTLINGS LTD. There shall be two directors from each Co of 

M/S Indo Hacks and Westlings respectively. The investments in the equity by 

M/S Westlings shall be 26% of the equity at any-time of the programme.

The equity shall be provided by M/S Westlings in the form of machinery special 

equitments etc at costs to be agreed upon mutually.

PAYMENT TERM

It  was agreed to by M/S Westlings that for the 1 st stage of the project that 

it  shall supply finished segmental saws, except grinding and that M/S Indo Hacks. 

Shall through its repair shop fin ish  the sawblades.

It  was fell" that i t  is  esseintal to study the market penetration thoroughly & 

it  was thought esseintal to give marketing support for the Indian Co for a 

period of 2 to 3 years. Under this support M/S Westlings of Sweden shall provide 

for 360 days credit from the date of shipment, under letter of credit to be 

provided by M/S Indo Hacks Westlings LTD.
I
For the 2nd and 3rd stage of cooperation prog, the Swedish partners shall 

provide 120 days credit.

Market Support

Sharing cost of'marketing expenses will be agreed upon mutually.

Machinery':, Stlpply

MsWestlings LTD., of Sweden shall arrange for the long term credit through 

SWED FUND/Swedish Trade Council for the cost of the machinery required to 

be imported into India under the agreement either of Swedish Origin or from 

any third country.

Machinery which are of non proprietory nature and i f  available in India, it  

shall be locally procured by Indian Co.,

Such of the equipment, wich have to be specially built, it  was agreed upon 

that M/S Westlings, Sweden shall provide necessary specifications and design 

drawings to enable M/S Indo Hacks Westlings Ltd., to build in India.



The cost of such equipment cost of supply of design documentations shall be 

agreed upon from time to time.

Subjett to the approval of participation financially by Swed Fund and Swedish 

export promotion council on the Part of Swedish partner and pending approval of 

Govt, of India foreign investment Board for modification of the terms of 

agreement i f  any both parties have agreed in Principle to exchange letter 

of intent accepting the broad terms of understanding reached and signed in 

the minutes.
It  was also agreed upon to send a copy of the minutes to UNIDO for information 

and also for arranging necessary financial help. Where ever required.

Mr Mats Elfsberg 

M.D. WESTLINGS 

SWEDEN

We endorse this projekt as sponsored by UNIDO and support Indo Hacks of 
Andhra Pradesh in the efforts to establish manufacturing of circular segmental

and-cartHde—tipped blades for metal cutting in India. In order to c larify  the

essence of these minutes, we wish to make the following statement,

1. The incorporation of a joint-venture in Andhra Pradesh will require the 

approval of the Westlings board of directors, the labor unions representing 

the Westling labor force and the Swedish national bank. (Sveriges Riksbank)

2. The marketing of blades made in India by the joint-venture outside India, 

shall be subject to the approval of Westlings in each individual case and 

be reviewed within the overall context of Westlings marketing policies and 

commitments to third parties at the time such distribution by the joint- 

venture becomes appropriate and desirable.

3. The use of the Westling name and Brand name outside of India shall be subject 

to a separate royalty agreement.

V  - \ J  x  _______________
Mr "Mats Tl fsberg

M.D. WESTLINGS

SWEDEN

' t n t . -
Mr V.p.j_Rao

1
M.D. INDO HACKS ' 

INDIA-.

\

Mr J. Pandurayg^n).'- 

G.M. (Tech) APSSIDC 

INDIA

A"



Schedule of programme of cooperation

1983

4

5

6

7

8

9

10 
11

12

Signing of Minutes collection of samples, Literaline collection.
Balance sheet, letter of authorisation for use of name.

Preperation of schedule of Prog.

Signing of agreement, Incorporation of Co, opening letter of 

Credit for import. Placement of orders for segments & machinery.

Deputing of Personal for training in Sweden.

Shipment of machinery to India.

Installation of service machinery.

Return of sk illed  labour to India.

Commencement of trio l Production in India.

Indo Hacks Westlings shall inform the capacity regnisent to M/S 

Westlings of rough estimates.

Posting of offer for supply of machinery for I I  phase by M/S Westlings.

Confirmation of the order for supply of machinery for Ilnd phase and 

opening of letter of credit by IHWl.

Shipment of machinery for 2nd phase by M/S Westlings producment 

of Indogenous machinery.

Installation of all machinery and commencement of trial production 

of Ilnd phase in India.

Projection of sales for I I I  phase and capacity reqd for I I I  phase. 

Offer of supply of equipment for I I I  phase by Westlings and also 

furnishing of specifications for procurement of indegenous 

machinery in India.



1 Confirmation of order for shipment by Indo Hacks Letter of credit.

2
3 Shipment of machinery for I I I  phase.

4

5

6 Installation of machinery for the I I I  phase.

7

8 Trial Production of segmental saws in full and release to Market.

1936

»

»

I

»

9 V
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ANNEX No 7

CO LLABO R ATIO N  PARTNERS

Alpex Engineering and Trading Co, Maharagama, Sri Lanka (A E T) 
and
Svenska No-Ha AB, Eskilstuna, Sweden (SNH)

SELECTION PROCEDURES

Based on the Expolaris report (subannex 7:1) and the short briefing by Mr. Hânell, 
A E T was selected as one of the potential recipient enterprises to be further 
promoted for collaboration with a Swedish enterprise. The main reasons for the 
selection were:

o A positive overall impression of the company.

o Available management resources were said to be very good.

o The company worked within a well defined product area and had well
defined technology needs.

o Tne company had clear expansion plans and could most likely offer 
interesting co-operation possibilities for a Swedish company.

When A ET htd been selected, a preliminary matching attempt was made with the 
Swedish company Anders Krahner AB (see subannex 7:2). However, this company 
turned out to be too concentrated on production of the steel tubes for fire 
extinguishers. During the mission, further information on the technology needs 
and the kind of collaboration sought was done. The result was as follows:

o It was confirmed that the managerial capability of the company was very

o A ET could be regarded as the market leader within the fire-fighting equip­
ment market in Sri Lanka and offer very interesting market possibilities 
for a Swedish co-operation partner.

o Co-operation was sought with a Swedish company who could offer both 
know-how on existing and future fire-fighting technology and special H o w - 
how on efficient production of hand-held fire-fighting estinguishers.

o The requested collaboration partner, in possession of the technology and 
know-how of interest to A E T, is most likely to be found in Sweden.

high
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A f t e r  th e  m is s io n ,  a s e c o n d  s e l e c t io n  p r o c e d u r e  w a s  d o n e  a n d  i t  w a s  t h e n  f o u n d  
t h a t  A E T  c o u l d  w e l l  d e f e n d  its  p l a c e  a m o n g  th o s e  c o m p a n i e s  w h o  s h o u ld  be 
s e l e c t e d  f o r  f u r t h e r  p r o m o t i o n a l  a c t i v i t i e s .  H e n c e ,  A E T  w a s  p u t  in th e  g r o u p  o f  
p o t e n t i a l  r e c i p i e n t  e n t e r p r i s e s  w h i c h  sh o u ld  be f i n a l l y  m a t c h e d  w i t h  S w e d is h  
p a r t n e r s .

M A T C H I N G  P R O C E D U R E

T h e  k in d  o f  c o - o p e r a t i o n  p a r t n e r  t h a t  A E T  w a s  lo o k i n g  f o r ,  n a m e l y  a  S w e d is h  
c o m p a n y  w i t h  e x t e n s i v e  k n o w - h o w  o n  th e  f i r e - f i g h t i n g  e q u i p m e n t  m a r k e t  a n d  
o w n  e x p e r i e n c e  f r o m  p r o d u c t i o n  of f i r e  e s t in g u is h e r s ,  g a v e  us o n ly  t w o  r e a l  
a l t e r n a t i v e  c a n d id a t e s  in S w e d e n .  D u r i n g  th e  m a t c h i n g  p r o c e s s ,  i t  soon t u r n e d  
o u t  t h a t  t h e r e  w e r e  s e v e r a l  c o m p a n i e s  w i t h  k n o w - h o w  on f i r e - f i g h t i n g  e q u i p m e n t  
b u t  m o s t  o f  th e s e  c o m p a n i e s  h ad  n o  d i r e c t  a c c e s s  to  th e  p r o d u c t i o n  k n o w - h o w  of  
i n t e r e s t  to  A E T .  W e  w e r e  s o o n  l e f t  w i t h  o n l y  t w o  a l t e r n a t i v e s ,  T e m p u s  A B  a n d  
S v e n s k a  N o - H a  A B .  O f  t h e s e ,  T e m p u s  w e r e  th e  l a r g e s t  a n d  m o s t  w e l l -k n o v / n .  
D u r i n g  i n i t i a l  c o n t a c t s  w i t h  T e m p u s ,  t h e y  s h o w e d  g r e a t  i n t e r e s t  in c o - o p e r a t i n g  
w i t h  A E T .  A  C o l l a b o r a t i o n  P r o p o s a l  (s e e  s u b a r .n e x  7 :4 )  w a s  w o r k e d  o u t  in w h i c h  
i t  w a s  o u t l i n e d  a j o i n t  v e n t u r e  b e t w e e n  A E T  a n d  T e m p u s .  T h i s  v e n t u r e  sh o u ld  
i n c o r p o r a t e  t r a n s f e r  o f  t e c h n o l o g y  c o v e r i n g  b o t h  p r o d u c t  d e s ig n  a n d  p r o d u c t i o n  
o f  f i r e - f i g h t i n g  e q u i p m e n t .

H o w e v e r ,  j u s t  a f e w  w e e k s  b e f o r e  th e  in t e n d e d  f i r s t  m e e t i n g  b e t w e e n  r e p r e s e n ­

t a t i v e s  f r o m  A E T  a n d  T e m p u s ,  T e m p u s  a n n o u n c e d  t h a t  t h e y  h a d  to  p u ll  o u t  o f  
th e  p r o j e c t .  T h e  r e a s o n  w a s  t h a t  T e m p u s '  m o t h e r  c o m p a n y  h ad  a n n o u n c e d  t h a t  
th e y  sh o u ld  c o n c e n t r a t e  o n  t h e  S w e d is h  m a r k e t  o n l y .  T e m p u s  sho u ld  also s to p  
t h e i r  o w n  p r o d u c t i o n  o f  f i r e  e s t in g u is h e r s  a n d  s t a r t  to  b u y  th e s e  f r o m  a s u b ­
c o n t r a c t o r .  A t  t h a t  s t a g e ,  S c a n d ia c o n s u l t  c o n t a c t e d  S N H  as an  a l t e r n a t i v e  
c o l l a b o r a t i o n  p a r t n e r .  W e  soon le a r n e d ,  u n d e r  s t r i c t  s e c r e c y ,  t h a t  a c o - o p e r a t i o n  
a g r e e m e n t  w a s  p la n n e d  b e t w e e n  T e m p u s  a n d  S N H .  T h e s e  p la n s  im p l i e d  t h a t  S N H  

s h o u ld  p r o d u c e  all  f i r e  e s t in g u is h e r s  also f o r  T e m p u s .  T h i s  sh o u ld  be d o n e  in a 
b r a n d - n e w  p l a n t  to be e r e c t e d  d u r in g  1 9 83  in E s k i l s t u n a .

D u r i n g  o u r  f i r s t  c o n t a c t s  w i t h  S N H ,  t h e y  i n d ic a t e d  g r e a t  i n t e r e s t  in c o n t i n u i n g  
th e  d is c u s s io n s  w i t h  A E T  b u t  t h e y  also s a id  t h a t  t h e y  w o u l d  p r e f e r  s u c h  d is ­
c uss io n s  to t a k e  p l a c e  d u r in g  la t e  1 9 83  o r  e a r l y  1 9 8 4  s in c e  t h e y  w e r e  so h e a v y  
in v o l v e d  in t h e i r  o w n  e x p a n s io n  a t  th e  m o m e n t .  I f  a r e p r e s e n t a t i v e  o f  A E T  w a s  
to  p a r t i c i p a t e  a t  th e  g r o u p  v is i t  m e e t i n g  h e ld  in  M a l m o ,  S N H  w e r e  p r e p a r e d  to 
r e c e i v e  h im  a t  t h e i r  p la n t  f o r  p r e l i m i n a r y  c o l l a b o r a t i o n  d isc u ss io n s .  T h i s  
i n f o r m a t i o n ,  t o g e t h e r  w i t h  i n f o r m a t i o n  on th e  c o m p a n y  S N H ,  w a s  c o m m u n i c a t e d  
to  A E T  in  S r i  L a n k a  b e f o r e  th e  g ro u p  v i s i t .

C O L L A B O R A T I O N  P R O P O S A L

T h e  s a m e  C o l l a b o r a t i o n  P r o p o s a l  t h a t  w a s  w o r k e d  o u t  r e g a r d in g  T e m p u s  a n d  
A E T ,  is a p p l ic a b le  also f o r  a c o - o p e r a t i o n  b e t w e e n  A E T  a n d  S N H .  T h e  m a in  
i n g r e d i e n t s  in such  a c o l l a b o r a t i o n  a g r e e m e n t  s h o u ld  be:
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o A E T  s t a r t s  p r o d u c t i o n  f o r  e x p o r t  m a r k e t s  o f  i n t e r e s t  also to  S N H .

o C e r t a i n  p r o d u c t s  to  be d e l i v e r e d  f r o m  S w e d e n  to  A E T  in a k n o c k e d  d o w n  o r  
s e m i m a n u f a c t u r e d  m o d e  a n d  to  be c o m p l e t e d  in  t h e  A E T  p l a n t .

o  T e c h n o l o g y  f o r  u p g r a d i n g  o f  A E T ' s  p r o d u c t i o n  m e t h o d s  f o r  f i r e  e s t i n g u i s h -  
e r s  t o  be  s u p p l ie d  b y  S N H .

o C e r t a i n  t r a i n i n g  o f  A E T  p e r s o n n e l  s h a l l  b e  d o n e  a t  th e  S N H  p l a n t .

P R O J E C T  S T A T U S  J U N E  83

D u r i n g  M r .  O .  T .  B l o m 's ,  m a n a g in g  p a r t n e r  o f  A E T ,  v i s i t  to  S w e d e n  in  A p r i l ,  
1 9 8 3 ,  h e  a lso  v is i t e d  w i t h  S N H  in E s k i l s t u n a .  D u r i n g  th e  d a te s  M r .  B l o m  w a s  
p r e s e n t  in S w e d e n ,  i t  w a s  u n f o r t u n a t e l y  n o t  p o s s ib le  t o  a r r a n g e  a m e e t i n g  w i t h  
th e  g e n e r a l  m a n a g e r  o f  S N H ,  M r .  H j a l m a r s s o n .  D u r i n g  a m e e t i n g  w i t h  M r .  
T o r b j o r n  A h l q v i s t ,  m a r k e t i n g  m a n a g e r  o f  S N H ,  i t  w a s  a g r e e d  t h a t  t h e  c o m p a n i e s  
h ad  m u c h  in  c o m m o n  a n d  t h a t  a f u t u r e  c o - o p e r a t i o n  c o u l d  be  f r u i t f u l  f o r  b o t h  
p a r t i e s .  S N H  h ad  a d e f i n i t e  i n t e r e s t  in m a r k e t s  in  s o u t h -e a s t  A s i a .  A  c o ­
o p e r a t i o n  w i t h  A E T ,  i n v o l v i n g  p r o d u c t i o n  a n d / o r  a s s e m b ly  in S r i  L a n k a ,  b a s e d  on 
t e c h n o l o g y  p r o v i d e d  b y  S N H ,  c o u l d  t h e r e f o r e  be  o f  g r e a t  i n t e r e s t  to  S N H .  S in c e  
S N H ,  a t  th e  t i m e  o f  M r .  B lo m 's  v i s i t ,  w e r e  h e a v i l y  i n v o l v e d  in n e g o t i a t i n g  on 
f u t u r e  c o - o p e r a t i o n  w i t h  T e m p u s ,  e s t a b l i s h m e n t  o f  t h e i r  n e w  p r o d u c t i o n  p la n t  
a n d  a t th e  s a m e  t i m e  also n e g o t i a t i n g  on f u r t h e r  e x p a n s io n  w i t h  t h e i r  m o t h e r  
c o m p a n y  in  N o r w a y ,  no d e t a i ls  c o u l d  be n e g o t i a t e d  on a f u t u r e  c o - o p e r a t i o n  w i t h  
A E T .  In  a l e t t e r  to  M r .  B l o m ,  S N H  has i n v i t e d  h im  to  r e t u r n  to  S w e d e n  f o r  
d e t a i l e d  n e g o t i a t i o n s  a n y  t i m e  a f t e r  N o v e m b e r ,  1 9 8 3 .  D u r i n g  t h e  m e e t i n g  w i t h  
M r .  B l o m ,  it  w a s  also a g r e e d  t h a t  h e  s h o u ld  w o r k  o u t  a d e t a i l e d  p r o p o s i t io n  f o r  
s u c h  a c o - o p e r a t i o n .  In  s u c h  a p a p e r ,  A E T  sh a ll  o u t l i n e  p r o d u c t  a r e a s  o f  s p e c ia l  
i n t e r e s t  a n d  m a r k e t s  f o r  th e s e  a r e a s  in s o u t h -e a s t  A s i a ,  A E T  t e c h n o l o g y  
r e q u i r e m e n t s  and p o s sib le  f o r m s  o f  a  j o i n t  v e n t u r e  b e t w e e n  S N H  a n d  A E T .

A f t e r  M r .  B l o m 's  v i s i t  w i t h  A E T ,  h e  v i s i t e d  S w e d f u n d  in  S t o c k h o l m  to  i n f o r m  
t h e m  on th e  f o r t h c o m i n g  n e g o t i a t i o n s  b e t w e e n  A E T  a n d  S N H .  S w e d f u n d  has 
d e c l a r e d  p o s i t iv e  i n t e r e s t  in  t h e  p r o j e c t  a n d  t h e y  to o  a re  a w a i t i n g  a m o r e  
d e t a i l e d  p r o p o s i t io n  f r o m  M r .  B l o m .

T h e  l e t t e r  f r o m  S N H  to  M r .  B l o m  o f  A E T ,  c o n f i r m i n g  S N H 's  r e a d in e s s  to  ta k e  up 
d e t a i l e d  d is c u s s io n s  on a c o - o p e r a t i o n  a f t e r  N o v e m b e r ,  1 9 8 3 , is a t t a c h e d  in 
s u b a n n e x  7 :3 .

P R O J E C T  S T A T U S  O C T O B E R  83

S N H  has n o w  s t a r t e d  up its  p r o d u c t i o n  l in e  f o r  f i r e  e x t in g u is h e r s .

M r .  E k h o l m  o f  S N H  sa ys  t h a t  S N H  has n o t  y e t  h e a r d  a n y t h i n g  f r o m  M r .  B l o m  o r  
A E T .  S N H  r e g r e t s  th is ,  s in c e  t h e y  a r e  s t i l l  i n t e r e s t e d  to d iscuss t e c h n o l o g y  
t r a n s f e r  a n d  c o o p e r a t io n  w i t h  A E T .

S N H  w a n t s  U N I D O  to  a p p r o a c h  A E T  a n d  f in d  o u t  w h e t h e r  t h e i r  i n t e r e s t  in a 
c o o p e r a t io n  s t i l l  e x is ts .



Name and ether identification data of the .firm

Alpex Engineering 4 Trading Co 
176, Lake Road 
Maharagama 
Phone: 0792-402

Managing director: R J Blom

Established: 1971

Subannex 7:1
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Datas about the people employed in the firm

Professional staff: 6 
Skilled labour: 35 
Unskilled labour: 25

Annual turnover, equity, profits and economic facts 

Turnover 1980: 4 500 000 Rs

Product m i x .

Fire extinguishes with accessories and refills.

Production technology, equipment and other technical information 
/

Shearing, rolling and welding. Very simple equipment, most work 
is done by hand. All the same, the products are filling the
standards set up.

The company also has a small foundry.

Datas about marketing organization etc

This company is the only manufacturer of fire extinguisher in 
Sri Lanka. No export.

The future plans of the firm

They plan to invest in modern machinery to develop the industry. 
A new building is completed. They also intend to start some 
export.

The possibilities of the firm

A competent and thrifty management who has clear plans and
knows the market make the possibilities good.
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Datas about the people employed in the firm

Professional staff: 6 
Skilled labour: 35 
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Datas about marketing organization etc

This company is the only manufacturer of fire extinguisher in 
Sri Lanka. No export.

The future plans of the firm

They plan to invest in modern machinery to develop the industry. 
A new building is completed. They also intend to start some 
export.

The possibilities of the firm

A competent and thrifty management who has clear plans and
knows the market make the possibilities good.
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RLC1I lENT ENTERI’R] SE

KN3 East Africa Spectre Ltd.
SC5 Metco Industrial Enterprise 
SMH6 Alpex Eng. & Trading Co

CANDIDATE PARTNER ENTERPRISE

Address:
Phone:
.anagmg 

Contact  p

director
crson:

'I i; n w v v r :

P r o d u c t  n i x :

Anders Krahner AB

Box 6, S-568 00 SKILLINGARYD

0370-70640 Telex: 70062 krahner s
Thorvald Christensen
Thorvald Christensen

26 M SEK Employees:  120

Semifactured steel tube and sheet metal 
products '

1982-05-06 Phone to Mr. Christensen
The company works as a sub-contractor only. Their business 
j^ea is to solve manufacturing problems in the most efficient 
w y .  Mr. Christensen has worked with UNIDO projects in Africa 
and is familiar to the problems involved in this type of pro­
jects but nevertheless he is interested in further discussions 
on the project. He will submit some .information on the company.

*
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S CAN’D I AC 0 N S ULT ENTERPRISE Annex 6:46
DESCRIPTION Page 164

1. GENERAL

1.1 Name and address of enterprise
Alpex Engineering & Trading Co. 
"St. Therese"
176, Lake Road 
Maharagama

1.2 Contact persons
Mr O.T. Blom, Managing Partner 
Mr O.T.A. Blom, Marketing Director

\
«

1.3 Form of ownership
Independent private partnership.

1.4 Invested capital
Machinery 0,6 M RS
.Vehicles 0,5 M RS
Land and buildings’> 4,5 M RS

1 . 5 Annual turnover

Last year 7,3 M RS
This year (est) 10,6 M RS

1.6 Year established 1971

2. PERSONNEL

2.1 Managerial and engineering staff
Managers 3

2.2 Clerical staff -

2.3 Workers, total 86
Skilled
Unskilled

21
65



SCANDIACONSULT ENTERPRISE
DESCRIPTION

3. PRODUCTION

3.1 Products
Fire extinguishers.
Fire fighting equipment

3.2 Main production processes
Shearing, rolling and welding.

3.3 Main machinery 
Simple machinery

3-4 Factory premises
Roofed production area ,1 100 m2 
Roofed storage area 150 m2
Age of buildings approx 5 years

3.5 Production volume '•
60 % of the turnover is own production.
350 fire extinguishers per week is the present 
production capacity.

3.6 Current collaboration agreements. None.

3.7 Quality control -

3.8 Input materials
Sheet metal and castings locally available.
C0„ and powder locally available.
Foam chemicals imported.
Hoses, hydrants and hose wheels imported.
High pressure gas cylinders imported from China.

Utilities -

Annex 6:46
Page 165

3.9
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4. MARKETING

4. 1 Main market
Local market.

4.2 Distribution
Own sales and service organisation covering all Sri Lanka.
The after sales service is very important as a marketing factor.

4.3 Competitors
The company is the only registered manufacturer of fire 
fighting equipment in Sri Lanka.
Some import through local agents.

4.4 Market demand
The market will grow rapidly as there is a new law under 
development stating that buildings with more than 4 floors 
have to be equipped with hydrants and buildings up to 4 floors 
have to be equipped with hoses.

4.5 Market share
90 % of the local market.

4.6 Market surveys -

4.7 Future plans
Try to get into the Middle East market.

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products
Improve quality to fulfill BS. At present IS only.
Gun metal and iron castings, at present brass och 
aluminium only.
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5.2

5.3

5.4

5.5

New products in present product line 
Small type fire extinguishers for vehicles.

New products outside present product line 
Rubber lined canvas hoses.

Projected market demand
Going in for the new products an increase of 30-50 % 
on the local market is projected.

Projected plant capacity -

6 . COMMENTS
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COLLABORATION PROPOSAL

Recipient enterprise
Alpex Engineering & Trading Co 
176, Lake Road 
Maharagama 
Sri Lanka
Contact persons: Mr. O.T. Blom, managing partner

Mr. O.T.A. Blom, marketing director
Technological requirements of the recipient enterprise
0 Technology which can help the company to improve present design and 

quality of the companies fire fighting equipment, presently produced 
of brass and aluminum.

o Technology covering product design and manufacturing of small fire extinguishers 
for vehicles.

o Technology for the design and manufacturing of additional fire fighting 
equipment such as hoses, valves, alarm systems, etc.

Alpex is interested in broadening its product range and to further develop its
exportactivities within the field of fire fighting equipment.
Partner enterprise
AB Svenska Tempus 
Box 32015 
12611 Stockholm 
Tel. 08/19 02 90 
Telex 17525 Tempus S
Contact person: Mr. Per Nyàs, marketing director
Information on the company and its product range is enclosed.
Svenska Tempus AB was founded 1922 and since 1979 the company belongs to the 
International Securitas group. This group is specialised in industrial security 
(guarding, alarmsystems, fire fighting equipment, etc.) Tempus has 220 employees 
and a turn-over of about 10 million US $ 1982.
Tempus produces 80-100.000 fire extinguishers per year, of which about 25 % are 
water extinguishers and 55 % are pressurised dry powder extinguishers. Remaining 
20 % are carbon dioxide and cartridge operated dry powder extinguishers.
Available technology of partner enterprise
With reference to the enclosed description of Tempus' activities, the company 
can offer technology within the following fields:



SCANDIACONSULT COLLABORATION
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0 Design and production of portable fire extinguishers.
o Design, manufacturing and installation of fixed extinguishing systems.
o Design, manufacturing and installation of alarm and safety systems.
o Design and manufacturing of aggregates and special-built resgue vehicles.
The company does not produce all their products in their own factory but uses 
sub-contractors. However,Tempus engineers have full control over and insight in 
the production processes used by Tempus sub-contractors and suppliers.
Proposed general framework for future collaboration
Tempus has declared that they find a possible collaboration with a company in
Asia very interesting. Their products level of technology and the high transportation
costs does not permit their own penetration of the asian market.
However, Tempus' long experience from design, manufacturing and marketing of fire 
fighting equipment can most likely be of great value to Alpex and Tempus is prepared 
to discuss a possible cooperation with Alpex along any of the following lines:
o A joint venture where Tempus provides know-how regarding construction of 

products and manufacturing plant.
o Assist as advicers in product development projects and manufacturing/marketing.
o Assistance in establishing a assembly plant for Tempus' fire fighting

equipment in Sri -Lanka. Certain vital parts to be delivered from Sweden.
o Educational program where Tempus will receive personnel from Alpex and

train these in product design, manufacturing and marketing of fire fighting 
products and systems.

Possibly also import from Sri Lanka of parts for fire fighting extinguishers if these 
products are competitive in price and quality.
Tempus' has an open attitude to forthcoming contacts regarding the forms of cooperation 
between Tempus and Alpex. They view a cooperation with Alpex as a way of opening up 
a part ol the world market which they can not cover with their present organisation. 
Such, a cooperation shall be founded on a sound business bases and will certainly 
involve transfer of technology from the Swedish company to Alpex.
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Mr. 0. T. 31om 
Alpex Eng. and Trading Co 
83 A f W. A. Silva 
flawatha
Colombo 6, SRI LANKA

/

T Anlqvisc/if 1933 04 14

Dear Mr. Blom:

At first I want to thank you for your visit at our office 
in Eskilstuna. It was to us a very giving meeting.

Further w 6 have the pleasure in confirming parts of our 
discussions as follows:

You come back to us with suggestions on a deeper co-operatipn 
between our companies; type of technical know how we can supply 
your company with as well as your export plans.

We regret very much that our manager didn't have the opportunity 
to meet you this time. Therefore we suggest that you come back to 
Sweden in November, then we are with our whole ne w  production 
in operation. Further we ought to be ready at that time reg. 
co-operation.

We are looking forward to receiving your suggestion.

Yours faithfullv.

Marketing Manager

Copy to
Scandia Consult 
H&kan Sandlund 
Box 4560
102 65 STOCKHOLM
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ANNEX No 8

C O LLABO R ATIO N  PARTNERS

Swarna Electricals, Bangalore, Karnataka, India 
and
Backer Electro-Varme AB, Sosdala, Sweden

SELECTION PROCEDURES

Based on the report of Expolaris (subannex 8:1) and the short briefing by Mr 
Hflnell, Swarna was selected as one of the potential recipient enterprises to be 
further promoted for collaboration with a Swedish enterprise. The main reasons 
for the selection were:

o A positive overall impression of the company.

o The management and the technical capabilities were said to be very good, 
although the company is small.

o There were some specific requests on technological transfer, like improv­
ing the production processes and broadening the product range. This seems 
to fit well into their present development considering also the new factory 
building.

After the selection phase an attempt was made to make a preliminary matching 
with the Swedish enterprise Backer Electro-Varme AB (subannex 8:2), which is 
one of the leading companies in the field of electrical heaters in all Europe, and 
consequently not very difficult to identify. They showed interest in the project 
and submitted information on the company itself and its products to be handed 
over to Swarna.

The impressions from the visit to Swarna during the Mission in May-June, 1982, 
were put down in the Enterprise Description (subannex 8:3). The following came 
out of the visit:

o It was confirmed that the technical and managerial capabilities are very 
high.

o A market survey had been made which showed good possibilities for the 
present and the planned products.

o The brand name "Swarna" is well established on the local market, 

o The financial status of the company seemed good.



After the Mission there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, Swarna was put in the group of potential 
recipient enterprises which should be finally matched with Swedish enterprises.

M ATCHING PROCEDURES

As the potential partner Backer was already identified, the matching procedure 
was quite simple and no other enterprises were contacted. During this period Mr 
A.S. Prabhakar, Managing Director of Swarna, visited Europe on business and he 
took the opportunity to visit Backer as well. The meeting took place on July 6, 
1982 (subannex 8:4) and gave good ideas on how a future collaboration could be 
developed, which of course was of great value when working out the Collabo­
ration Proposal.

C O LLABO R ATIO N  PROPOSAL

The Collaboration Proposal is attached (subannex 8:5) and contains the following
framework for future collaboration:

o Swarna submitted an inquiry to Backer on cooking coils and some special 
steel tubular elements for heaters to be finished by Swarna.

o Swarna would like to buy an idle, heavy duty press from Backer including 
some tools for the production of cooking coils. The straight elements for 
these will be bought from Backers.

o Backer will submit a proposal on the production of straight elements for 
the cooking coils to enable Swarna to make the complete cooking coils 
within India.

NEGOTIATIONS

As the two parties were not able to participate in the Group Visit to Malmo, 
Sweden, April 5-8, 1983, they arranged a separate meeting at Backer's on April 
12-13, 1983, where Mr A.S. Prabhakar, Swarna, Mr J . Hedin, Managing Director, 
and Mr N -E . Persson, Marketing Director, Backer, continued the discussions on 
future collaboration as per the attached "Minutes of meeting" (subannex 8:6). 
The discussions focused on two main areas to be implemented in stages:

A. Manufacture of cooking coils.

o Backer has agreed to supply machines, testing bench and tools.

o Swarna will buy the straight element from Backer until Swarna starts 
manufacturing them itself.

o Swarna will send an acceptance within 1 1/2 months from the date of 
receipt of the quotation from Backer.
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8. Collaboration arrangement for the manufacture of certain types of heating
elements.

o The collaboration will be either a joint venture or a technical 
know-how transfer.

o Backer will supply the full know-how such as selection of machines, 
factory layout, process planning, raw material selection, quality 
control equipment, etc.

o Backer will train people from Swarna at its factory in Sosdala.

o Backer will purchase from Swarna, on exclusive basis, finished
products if quality and price, etc., are suitable.

o Swarna will buy various types of heating elements from Backer on 
exclusive basis.

P R O JECT STATUS JUN E 83

Backer and Swarna have expressed the firm intention of going ahead with the 
new projects in India on suitable terms.

Any assistance from UNIDO has not been requested.

PROJECT STATUS OCTOBER 83

Backer has offered Swarna a technology transfer package including special 
machinery, and initial supply of special heating elements. Backer is also prepared 
to further discuss the next step, involving training etc. Since September, Backer 
has not heard anything from Swarna. The reason might be that Swarna is securing 
the necessary permits from Indian Authorities. However, Backer is impatient and 
wonders what is going on and if Swarna has lost interest. Backer thinks the 
project is still very interesting and wants to continue.

Comments

We recommend that UNIDO contacts Swarna to find out the reason behind their 
silence in relation to Backer.

Swarna and Backer might also need some assistance in formulating an agreement 
concerning transfer of know-how, training and possible buy-back arrangements 
from Swarna to Backer.
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Name and other identification data of the firm 

A  Swarna Electricals
14, Subbarama Chetty Road (near Nettykallappa Circle)
Bangalore-4

Managing director: A S Prabhakar 

Established: 1968

Datas about the people employed in the firm

Professional staTf: 4 
Skilled labour: 20 
Unskilled labour: 6

Annual turnover, equity, profits and economic facts 

Turnover 1980: 950 000 In R

Product mix

Industrial and immersion heaters, dippers, geyzers, hot plates,, etc.

Production technology, equipment and other technical information

Wiring, insulation, plating^ testing etc for manufacturing of the 
above mentioned products.

Equipment consists of pressing machine, drilling machine, grinding 
machine, heating oven, winding machine.

The firm has moved to a new building during spring 1981.

Datas about marketing organization etc

The company has two major customers and is also marketing its 
products under the brand SWARNA.

The future plans of the firm

The firm has no special plans, others than to consolidate its 
present operation.

The possibilities of the firm

The decision to consolidate looks to be the right decision.

S-rvC o  ̂ t
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Recommendations and proposals
Consultant help could be fruitful for the company. It is possible 
to both raise the quality and the efficiancy, plus to extend the 
product mix. I
Therefore steps should be taken to get the company in contact  ̂
with a similar Swedish company.

C  •
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PRELIMINARY
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1982-05-07 58.0648-01

RECIPIENT ENTERPRISE

IB4 Swarna Electricals 

CANDIDATE PARTNER ENTERPRISE

Name: B a c k e r  Electro-Vàrme AB

Address: S-280 10 SÜSDALA

Phone: 0451-60500 Telex: 48031 backer s

Managing director: J a n  Hedin

Contact person: J a n  H edin

Turnover: 72 M  SEK Employees: 340

Product mix: E l e c t r i c a l  tubular heating elements

1982-04-22 V i s i t  to Mr. Jan Hedin together with 
Mr. S.R. Vijay

1 *
Mr. Hedin showed interest in the project and was will i n g  to 
discuss export of k n o w - h o w  and equipment and import of heaters. 
The company is looking for collaboration partners in this part 
of the world. However, they would lika to collaborate w i t h  a 
bigger company, w h i c h  in turn could serve their customers with 
technical solutions to t heir problems.
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DESCRIPTION
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1. GENERAL

1.1 Name and address of enterprise
Swama Electricals IB4
14, Subbarama Chetty Road
Basavanagudi
Bar.galore-560004
Phone: 602772, 607732

1.2 Contact person
Mr. A.S. Prabhakar, Managing Director.

1.3 Form of ownership 
Private.

1.4 Invested capital -

1.5 Annual turnover
Last year 2.5 MRS

1.6 Year established 1969

2. PERSONNEL

2.1 Managerial and engineering staff 4

2.2 Clerical staff -

2.3 Workers (total) 26
Skilled
Unskilled

20
6
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PRODUCTION

Products
Tubular heating elements, 500 W - 2,000 W.
Immersion heaters for water.
Ceiling fans.
Control panels.
Washing machines.

(kin production processes
Wiring, insulating, plating assemblying and testing, 

feain machinery
Winding machine, pressing machine,.heating oven, drilling 
machine, grinding machine.

Factory premises
Roofed production area approx. 600 m2.
Age of buildings 1 year.

Production volume
Heating elements: 5,000 units per month. Approx. 95 7. of 
Rapacity.

Current collaboration agreements. None.

Quality control
100 Z testing on insulation and actual power.

Input materials
Resistance thread, castings, tubes, electrical fittings and 
switches locally available.
MgO finer grades imported.

Utilities -



/
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4. MARKETING

4.1 Main market 
Local market.

4.2

•
Distribute :.i
A few marketing agencies and some big manufacturers of 
electrical appliances.
Tbe "Swama" brand is well-known.

Competitors
There are 30 manufacturers organized in India, 5 large scale. 
S.E. is small scale.
No imports of water heaters. 60 Z imports (restricted) of 
air heaters.

4.4 Market demand -

4.5 Market share -

4.6

•
Market surveys
The prices are higher than in Europe due to taxes and import 
duties on raw materials.

4.7 Future plans
Export.
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5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products
Modernize the machinery to increase capacity and quality.

5.2 New products in present product line 
Air heaters up to 5,000 W.

5.3 New products outside present product line_ •

Thermostats.

5.4 Projected market demand
Approx. 7.5 MRS per year of S.E. air heaters.

5.5 Projected plant capacity -

6 . COMMENTS

The company also expects business contacts through UNIDO 
and the government.
The financing status of the company seems good.
Mr. Prabhakar wants to visit Backer Electro Varme AB during 
his visit to Europe in July.
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Malmò 1982-07-06 58.0648-01

Visit to Backer Electro-Varme AB, 
Sosdala, 6 July 1982

Participants :
Mr A.S. Prabhakar, Swarna Electricals, Bangalore, India (IB 4)
Mr Jan Hedin, Managing Director, Backer Electro-Varme AB 
Mr Nils Erik Persson, Marketing Director, Backer Electro-Vârme AB 
Mr Curt Broberg, Technical Director, Backer Electro-Vârme AB 
Mr Thomas Grahn, Scandiaconsult

Mr Prabhakar visited Europe on a short business trip and found 
it wise to visit Sweden and Backer Electro-Varme AB as well.
The meeting was set up with short notice with Mr Hedin, who was 
a little familiar to the project since a meeting 22 April, 1982, 
with Mr S.R. Vijay of KSSIDC, Bangalore, India and Mr Grahn.
Mr Grahn briefed on the objectives of the UNIDO project emphasizing 
that the aims of the project are to bring a recipient company and a 
Swedish partner company together to negotiate an agreement containing 
a portion of technology transfer.
Mr Hedin informed that his company has 300 employees manufacturing 
tubular heating elements. He considers the company no three in 
Europe in this field. The aims of the company are to make the more 
sophisticated types of elements containing a portion of technical 
know-how. This means that they develop their own manufacturing 
processes and machinery and even sell the machinery only.
Mr Prabhakar informed that his company, Swarna Electricals has 45 
employees, 13 of whom manufacturing tubular heating elements at a 
rate of 5 000 elements per month. They make copper elements only, 
as copper tubes are locally available and’ good enough for water 
heating. They have own testing facilities and for some special 
tests local laboratories are engaged.
80 7. of the heating elements used in India are imported from UK,
USA and West-Germany. The value of the import is 10 M RS per year 
of which 8 M RS is the value of cooking coils which are not manu­
factured in India. The market demand is approx. 20 M RS.
Heating elements of incoalloy and stainless steel are not manu­
factured in India.
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Imported cooking coils, Redring, cost 65 RS of which 15 RS 
is duty while indian made cost 120 RS.
The import duty is higher for incoalloy tubes than for strips 
and finished elements.
Mr Prabhakar intends to expand into the cooking coils manufacturing 
and manufacturing of mild steel, stainless steel and incoally tubular 
heating elements. As a start he will import either complete cooking 
coils or straight elements which will be bent and pressed by Swarna 
Electricals which ever is most competitive.
Mr Prabhakar submitted an inquiry on cooking coils and straight, 
annealed incoalloy elements. The cooking coil quantity required 
by Swarne Electricals needs, 5 000 units per year is too small 
to be of interest but if they can collaborate with other companies 
the volume may be 50 000 units per year which is an interesting 
amount.
Backer has a 2 000 tons capacity press for pressing cooking coils, 
which is very little utlized as the Swedish market for the coils 
is dead. It is for sale to a reasonable price. However, Mr Prabhakar 
has to investigate if it is possible to import it as there are indian 
made presses available.
Mr Hedin mentioned the possibilities to train people from Swarna 
Electricals in the Backer factory.
Mr Prabhakar will make a brief market survey for different types of 
heaters and based on that he will specify a few very specific products 
that he would like to start manufacturing in collaboration with Backer.
Having recieved the market survey and the selected products Backer 
and Scandiaconsult will work out a collaboration agreement proposal.
Mr Hedin showed the factory and invited us for lunch.

Malmoe, 6 July, 1982

Thomas Grahn
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COLLABORATION
PROPOSAL
1982-09-06

COLLABORATION PROPOSAL

Recipient enterprise 
Swarna Electricals
14, Subbarama Chetty Road, Basavana Gudi, Bangalore - 560004, India 
Contact Person: Mr A.S. Prabhakar, Managing Director

Technological requirement of the recipient enterprise 
Technology for the manufacturing of: 
o electrical cooking coils
o tubular heating elements made of mild steel, 

stainless steel and incoalloy.

Partner enterprise
Backer Electro-Varme AB 
S-280 10 Sosdala
Contact Person: Mr Jan Hedin, Managing Director
Information on the enterprise and its products was submitted to 
Mr Prabhakar at a visit to the company on July 6, 1982.

Available technology of partner enterprise
Backer Eluctro-Varme AB is the third biggest manufacturer of tubular 
heating elements in Europe. Due to the high labour costs in Sweden 
the company aims to make the more sophisticated types of elements 
containing a portion of technical know how. Consequently it develops 
its own manufacturing processes and equipments and even offers the 
equipment only for sale.
Backer has a 2000 tons capacity press for pressing electrical cooking 
coils for sale. It is very little utilized at present as the Swedish 
market for cooking coils is almost dead.

Page 1
58.0648-01
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Proposed general framework for future collaboration
Already at the meeting on July 6, 1982, some possible means of 
collaboration were discussed:
o Mr Prabhakar submitted an inquiry of some special steel 

tubular elements and some electrical cooking coils.
A quotation has been submitted by Backer and is now under 
consideration by Swarna Electricals.

o Swarna Electricals wish to buy the press and some tools from 
Backer including some supervision and training for the 
production of electrical cooking coils. A formal inquiry 
on the press has already arrived and a quotation is under 
preparation at Backer’s.

o A proposal on the production of straight elements for the 
cooking coils will also be submitted in the near future.
This will enable Swarna Electricals to make the complete 
cooking coils within India.

As some business activities has already started within the above 
mentioned areas, there are good possibilities that a collaboration 
between the two enterprises will be established.
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Minutes of a m e e t i n g  at Backer Sdsd a l a  12 - 13 th of April 1983.

Present Mr. A.S. Prabhakar, SWARNA

Mr. Jan H e d i n  and
Mr. N-E Persson, BA C K E R

Stage

The following two m a i n  points w e r e  discussed to be implemented 
in two stages:

Manufacture of c o o k i n g  coils

For the m a n u f a c t u r e  of cooking coils from straight Heating 
Elements, B a c k e r  has agreed to supply machines, testing bench, 
tools w h i c h  ar e  ready wit h  them to ma n u f a c t u r e  the cooking coils

Backer will p r e s e n t  a quo t a t i o n  for press, tools an d  also 
drawings to m a k e  furt h e r  tools to be made in India for other 
different t y p e  of coili. as per the samples g i v e n  by Swarna. 
Swarna p r o p o s e s  to b u y  straight Elements for the manufacture 
of cooking c oils till Swarna itself start m a n u f a c t u r e  of Heating 
Element s u i t a b l e  for cook i n g  coils. Backer has agreed to send 
a quotation to supply the b e n d i n g / f o r m i n g  machine, Swarna has 
agreed to s end its accep t a n c e  to Backer about its o ffer within 
30 to 45 days time from the d a t e  of receipt of the quotation 
of all the items.

Swarna has f u r t h e r  ag r e e d  they wil l  open L/C w i t h i n  30 days 
from the d ate of acceptance. Ba c k e r  has agreed to furnish 
tool d e s i g n / d r a w i n g  and k n o w  h o w  to m a n u f a c t u r e  tooling in 
India fo r  the coil types of-.which-Swarna has g i v e n - f o u r  samples.- 
These are in c o m m o n  use in India.

Stage 2. Collaboration ar r a n g e m e n t

A. Total c o l l a b o r a t i o n  (with F i nancial I n v e s t m e n t ) .
^  B. C o l l a b o r a t i o n  to give only the technical k n o w  how.

Swarna and B a c k e r  h a s  d i scussed in length for th e  above two 
types of c o l l a b o r a t i o n  arrangements for the m a n u f a c t u r e  of 
certain type of Heating Elements.

A. In case of total collaboration, Backer has to m a k e  financial 
investment etc. Backer is seriously considering and thinking 
of various possibilities.

B. In case of onl y  technical k now h o w  arragement B a c k e r  has
agreed to g i v e  the full kno w  h o w  such as selection of machines, 
factory lay out, p r o c e s s  planning, r a w  material selection, 
quality control equipment, final testing etc. a n d  also of any 
other r e l e v a n t  m a t t e r  if it is necessary.
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Backer has not y e t  d e c i d e d  w h i c h  of the two is agreeable.
Backer has a g r e e d  to c o n f i r m  to Swarna w i t h i n  two mon t h s  its 
decision.

Backer has a g r e e d  to send a d r a f t  a g reement for c o n s ideration 
and will furnish all the d e t a i l s  regarding the type of a r r a n g e ­
ment.

Backer has a g r e e d  to t rain a person at their factory in the 
event of any a r r a n g e m e n t  as agreed.

Backer is c o n t e m p l a t i n g  to p u r chase f r o m  Swarna on exclusive 
basis finished p r o d u c t s  if the quality, price and all other 
terms are s u i table on m u t u a l  ar r a n g e m e n t  fro m  time to time.

Swarna has a g r e e d  to b u y  v a r i o u s  type of Heating Elements 
from Backer on e x c l u s i v e  basis.

Backer and Swarna h a v e  the fir m  intention of going ahead w ith 
the new p r o j e c t s  in India on suitable terms.

Sôsdala, 1 3 t h  April, 1983
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ANNEX No 9

CO LLA BO R ATIO N  PARTNERS

Dynamics Engineering Ltd, Nairobi, Kenya (DE) 
and
Kjallstroms Mekaniska Verkstad AB, Kvanum, Sweden (KELLVE)

SELECTION PROCEDURE

Based on the report of Expolaris (subannex 9:1) and the short briefing by Mr 
Thorve, DE was selcted as one of the potential recipient enterprises to be 
further promoted for collaboration with a Swedish enterprise. The main reasons 
for the selection were:

o A positive overall impression of the company.

o The company seemed well organized and of sufficient size.

o The main problem was said to be bad quality of castings, and that 
assistance in foundry technology was requested, which most likely is 
available in Sweden.

After the selection phase an attempt was made to find a preliminary matching 
partner within the foundry industry but it failed mainly due to low business 
activity within the foundry industry in Sweden at that time.

The impressions from the visit to DE during the Mission in May-June, 1982, were 
put down in the Enterprise Description (subannex 9:2). The following came out of 
the visit:

o It was confirmed that the technical and managerial capabilities are very 
high.

o There is experience in executing development projects in collaboration 
with foreign companies.

o The strategy of DE is to get foreign collaboration agreements in different 
product fields.

o The requested technology will make some of these product fields more 
complete, and it is most likely available in Sweden.

After the Mission there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, DE was put in the group of potential 
recipient enterprises, which should be finally matched with Swedish enterprises.
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M ATCHING PROCEDURE

One of the product fields in which DE requested technology transfer was bulk 
handling equipment, where Scandiaconsult has a considerable knowledge of the 
market in Sweden. Several manufactures of belt conveyors were contacted like 
AB VretstorpVerken, who pulled out due to low business activity and internal 
problems at the time, and Nils Weibull AB, who also pulled out but in this case 
due to too heavy work load on the management. When Kellve was contacted, 
they immediately showed great interest in the project and wanted to go further. 
After studying the information available thoroughly and after a meeting with 
Scandiaconsult a Collaboration Proposal was worked out.

COLLABO RATION PROPOSAL

The Collaboration Proposal is attached (subannex 9:3) and contains the following
framework for future collaboration:

o The collaboration will be implemented in three steps during some years.

o In step 1 DE will be the agent for Kellve in Kenya and East Africa. All
manufacturing will be made in Sweden but DE will be trained in the 
application technology.

o In step 2 DE will manufacture steel structures and Kellve will supply 
mechanical components and know-how.

o In step 3 all the manufacturing will be made by DE on licence from Kellve.

NEGOTIATIONS

As the two parties were not able to participate in the Group Visit to Malmo, 
Sweden, April 5-8, 1983, they arranged a separate meeting at Kellve's on May 
30-31, 1983, where Mr P. Lad, DE, and Mr B. Lindskog and Mr A. Lindahl, 
Kellve, held their discussions. Also attending the discussion was Mr Kiiru, 
Ministry of Industry, being the Coordinating Agency in Kenya.

DE discussions on future cooperation complied with the Collaboration Proposal 
and the contents were put down in the attached "Memos" (subannex 9:4). An 
agreement was made regarding the steps 1 and 2 of the Collaboration Proposal.

o The products are belt conveyors and bulk handling systems.

o The geographical area is Kenya and its neighbouring countries.

o DE will be the agent for Kellve in this region.

o If found competitive, DE will supply steel structures, chutes and erection 
work.

o Kellve will pay a commission to DE. 

o DE will send people to Kellve for training.

o A decision to go further with step 3 of the Collaboration Proposal will be 
taken at a later stage.



P R O JEC T STATUS JUN E 83

Kelive will prepare a draft contract which will be sent to DE and UNIDO for 
reviewing.

Mr B. Lindskog, Managing Director, Kelive, is supposed to go to DE in August or 
September, 1983, to visit the factory and to sign the collaboration contract.

The parties will ask for funds from UNIDO for the financing of the training 
programme of one or two persons from DE at Kelive's factory.

P R O JEC T STATUS OCTOBER 83

A t the meeting in Malmoe in May, Dynamics and Kelive agreed that DE should 
send a draft of an agreement to Kelive. This draft should be constructed in much 
the same way as DE's cooperation agreements with other European companies in 
other fields of technology.

According to Mr. A . Lindahl, Kelive supplied DE with check-lists, etc. so that 
they could return home and start the preparation for step 1 in the preliminary 
cooperation agreement (agency for Kelive's belt conveyors). Since the meeting in 
Malmoe, Kelive has not heard anything from Dynamics. Mr. Lindskog's visit to 
DE in Kenya has also been postponed until Kelive hears from DE.

Comments

Kelive are still interested in the project but they await an agreement proposal 
from DE. We recommend UNIDO to contact Dynamics to find out the reason why 
DE has not yet reverted to Kelive.

Kelive has discussed this project with Swedish Export Council to get assistance 
in the agreement evaluation.



Dynamic Engineering Mr. Brahin Bhatt
P.O. Box 18069
Nairobi i
Tel 555455 or

555632 _

DYNAMICS E N G I N E E R I N G  Ltd
A large fir m  in the h e a v y  m e t a l  industry. T h e i r  are 
three m a n u f a c t u r i n g  u n i t s .  The m a n u f a c t u r e  of cog 
wheels up to 50 c m  d i a m  p a r t l y  f r o m  l o c a l l y  f o u n d r i e s  

of low q u a l i t y .. U s e d  m a i n l y  in s u g a r  and co f f e e  
industries. A l s o  m a k e  s c r e w  f e e d e r s  up to 50 c m  diam. 
They have ̂ fairly g o o d  machinery- Hav e  a h e a v y  lathe 

th up to 1,000 m m  c h u c k  diam, large c o l u m n - m o u n t e d  
drill, eight p r o d u c t i o n  l a t h e s  8"-10", and a 12 t onne 
travelling crane.

They also m a n u f a c t u r e  p u m p s  an d  va l v e s  f o r  sewage. They 
import C a s t i n g s  f r o m  E n g l a n d  " B l a k e b o r o u g h "  a n d  have a 
small bronze f o u n d r y  of t h e i r  own.

They have a s p e c i a l  d e p a r t m e n t  that m a k e s  and a s s e m b l e s  
water supply e q u i p m e n t  f o r  the p o w e r  i n d u s t r y  on 
sub-contract f o r  J a p a n .

They have a t hird d e p a r t m e n t  m a n u f a c t u r i n g  leaf spri n g s 
for cars. They a r e  w e l l  e q u i p p e d  and mak e  e v e r y t h i n g

e m s e l v e s .

Convnent: Too b ig  f o r  us  -  th e y  manage th e m s e lv e s .
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1. GENERAL

1.1 Name and address of enterprise KN 5

r "
•

Dynamics Engineering Ltd 
Enterprise Road 
P.O.Box 18624 
Nairobi
Phone: 555045, 555570 
Telex: 23169

1.2
1

•
Contact persons
Mr Pravin Lad, Technical Manager 
Mr D. D. Sharma, Marketing Manager

1.3 Form of ownership 
Independent. Private Limited.

1.4 Invested capital
Machinery 10 M KSH 
Land and buildings Rented

f  1.5 

•
Annual turnover 
Last year 35 M KSH

( 1.6 Year established: 1974

•
2. PERSONNEL

2.1 Managerial and engineering staff
Managers 5 
Engineers, grad 10 
Engineers

2.2 Clerical staff. -

2.3 Workers.
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3. PRODUCTION

3.1 Products
See attached company information.

3.2 Main production processes. -

3.3 Main machinery
See attached company information.

3.4 Factory premises
Roofed production area 2 x 1 000 m2 
Age of buildings approx. 10 years

3.5 Production volume
The machine shop is utilized below capacity at present.
The rest at full capacity.

3.6 Current collaboration agreements
Cocklar, UK. Leaf springs. Joint venture.
Blakesborough, UK, 1978, water valves licencing.

Agreement in three steps:
1. Marketing of B:s products.
2. Import of raw castings from B. and 

manufacturing by D.E.
3. Fully local manufacturing. At present step 2.

NEI Cochran Ltd, UK, 1980, boilers. Similar agreement.
Burners, fittings, tubes and instruments are imported.

Ridz Pumpen Fabrik GmbH, W. Germany, t978, complete water 
pumps.

Annex 6:14
Page 52

Oldsbercly Trailers, UK, 1979, small trailers.
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(

•

•

Sem Tennits, France, 1979, 1 ton dumpers licencing.
S.T. provide complete design and some components, Lister, 
UK, engine, axles gearbox. These parts can be imported 
as spareparts at reduced import duty.

Feka Baumaschinen, W. Germany, 1979, concrete mixers licence.
Step 1.

NEI Int. Combustion, UK, 1982, milling plants for stone, coal 
and ore. Agency agreement.

Baxter, UK, 1982, crushers for rock. Agency agreement.
S. Briggs & Co, UK, brewery and dairy equipment.

S.B. & Co provide design, figs, materials and components. 
'Dozing and metering equipment for water treatment.

3.7 Quality control
They have their own X-ray testing facilities and qualified wel 
ding engineers.

3.8 Input materials. -

Ç  3.9 Utilities. -

•
4.

\

MARKETING

• Main market
Government and industry.

4.2 Distribution. -

4.3 Competitors. -

4.4 Market demand
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4.5 Market share
Leaf springs 60 Z . DE 1 of 3 Kenyan manufacturers.

4.6 Market surveys. -

4.7 Future plans. -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products. -

5.2 New products in present product line.
Belt conveyors
Hot water boilers Now 100 Z import 
Solar heaters 
Agriculture equipment 
Automotive components

5.3 New products outside present product line

5.4 Projected market demand
The big potentials are water supply and agriculture.

5.5 Projected plant capacity. -

6. COMMENTS
This is a big company with a lot of experience of international 
collaboration. They have already covered the water supply and 
power plant sectors with agreements and are now getting into 
the bulk handling industry sector and solar energy sector with 
new collaboration agreements.



I N T R O D U C T I O N

DYNAMICS IS A NAME SYNONYMOUS WITH QUALITY AND HEAVY 
ENGINEERING.

DYNAMICS ENGINEERING HAS A HEAVY MACHINE SHOP AND HEAVY 
FABRICATION SHOP, REPUTED FOR MANUFACTURE OF CAPITAL 
PLANT AND EQUIPMENT FOR VARIOUS PROCESS INDUSTRIES.

THE ENGINEERING CAPITAL EQUIPMENT IS MANUFACTURED TO 
 ̂NTERN AT I ON A L STANDARDS -  BS, ASME, API, DIN & JIS.

ON LINE AND FINAL INSPECTION BY BOTH INTERNAL AND 
EXTERNAL INSPECTORS ENSURES QUALITY AT THE HIGHEST 
LEVEL.

THE TOTAL MANUFACTURING AREA IS 70000 SQ. FT. FOR BOTH 
FABRICATION AND MACHINE SHOP AND IN FABRICATION SHOP 
SINGLE WORK PIECES UP TO 80 TONS HAVE BEEN MANUFACTURED 
AND MACHINE SHOP CAN HANDLE COMPONENTS UP TO 22 TONS 
OF WEIGHT.

THE COMPANY HAS BUILT UP REPUTATION FOR INNOVATION 
AND TAKING A LEAD IN ADVANCE TECHNOLOGIST AND HAS 
COLLABORATIONS WITH REPUTED EUROPEAN MANUFACTUREES FOR 
LOCAL MANUFACTURE OF A RANGE OF PUMPS FOR HANDLING ' 
.WATER-AND.OIHEB-FLUIDS, FOR THE MANUFACTURE OF VALVES, 
FOR THE MANUFACTURE OF DUMP**TRUCKS, ROUGH TERRAIN FORK 
LIFT TRUCKS AND PARTIALJiANUFACTURE OF PACKAGE BOILERS.

DYNAMICS ENGINEERING LIMITED HAS QUALIFIED GRADUATE 
MECHANICS, ELECTRICAL AND WELDING ENGINEERS IN BOTH 
FABRICATION AND MACHINE SHOP.

THE MANUFACTURING SERVICES ARE SUPPORTED BY FIELD 
INSTALLATION AND ERECTION SERVICES. THE FIELD 
INSTALLATION GROUP HAS ENGINEERS AND OTHER TECHNICIANS 
WITH RELEVANT EXPERIENCE. DYNAMICS ENGINEERING LIMITED 
HAS BEEN RESPONSIBLE FOR CARRYING OUT- INSTALLATION OF A 
NUMBER OF IMPORTANT PROJECTS IN TltTS COUNTRY, INVOLVING 
POWER STATIONS, PAPER MILLS, POWER COMPLEX, PUMPING ft 
WATER TREATMENT WORKS, BREWERY PLANT/MACHINERY 
_IN STALLATI ON „ . ETC. - -  ^

DY N A M IC S



B a c i l i  t i l s  a n d  e q u i p m e n t

/
f

y

FABRICATION SHOP

The heavy fab r ica t io n  works consists o f a t o t a l . f lo o r  area of 
approximately.40000 sq. f t .  A more deta iled  description of 
the various f a c i l i t i e s  and equipment i s  given below:

»

EQUIPMENT QTY

P late  Burning
Automatic tracing  
Shape Burner 1

Automatic S traight  
Shape Burner 6

Forming
Horizontal P late 1
Bending Rolls 1

1
Press Brake 1
C irc le  Shearer 1
Tube Bender 1
Universal Cutting 1
Machine.'

CAPACITY

.2.5m x 1.5m x 100mm thick  

100 mm thickness

25 mm thick x 3 m wide
8 m thick x 2.5 m wide
6 m thick x 1.5 m wide
3 m wide x 400 tons
6 mm thick x 2.5 m diameter
100 mm diameter pipe
32 diameter bar
100 x 100 x 12 m angle

Hydraulic Presses 1 300 tons
1 100 tons

*  -
1 50 tons

Plate Shear 1 -  -3 m x 10 mm thick

Material Handing

Overhead Cranes 1 25 tons
1 10 tons

Mobile Cranes 2 4 tons
Fork L ift  Trucks 1 5 tons

0



MACHINE "SHOP

The heavy machine shop consists o f a to ta l f lo o r  area o f . 
approximately 30000 sq. f t .  A more detailed  description  o f  
the various f a c i l i t i e s  and equipment is  given below;

EQUIPMENT QTY

Radial Arm D r i l l  . 1
Pedestal D r il ls 2
V ertica l Lathes 1

2
Capstan ^athe 1
Centre Lathes 1

6

2

1

M illing  Machine 1

Shaper 1
Surface Grinder 1
Boring Machine 1

-Pi-ar.n&E— ‘
Hydro” Feed C ircu lar 1

Power Saw 1
S lotter 1

CAPACITY

1220 mm radius 

25 and 50 mm diameter
1.5 m diameter turntable  

600 mm diameter turntable
50 mm diameter hollow spindle
800 mm diameter at 5000 mm 
CRS
600 mm diameter at 4000 mm 
CRS
500 mm diameter at 3000 mm 
CRS
2000 mm diameter at 2000 mm 
CRS
Universal type 1000 mm 
between stops
600 mm stroke
600 mm magnetic tab le
450 mm diameter
2000 mm diameter

—1200 ran stroke

300 mm square

200 mm square
1.5 m diameter x 500 mm 
stroke
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E R E C T T O N E Q U I P V. E N T

SERIAL "NO: QUANTITY:

1 2

2 6

3 10

•  4 1

5 4

• e

0

5

7 10

8 ■ 30

9 . 10

li • •

PESCRTKTION: • '

Crane, capacity 10 tons and 
25 tons, span 10 m l i f t in g  
height 8 m

Mobile cranes from 4 tons to 
30 tons

Manual ho ists

E lec tr ic  hoist upto 10 tons

Guy derricks with hoists and 
accessories up to 30 tons

Hydraulic pumps, with a l l  
accessories

Job s ite  veh ic les  from 1 ton to  
25 tons

-E lec tric  welding sets with a l l  
accessories up to 1200 amps

Argon welding sets .

Compressed a i r  generators and 
-to o ls  ( compressors, d r i l l in g  - - 

and grinding machines e tc . )

Gas fcT i u 4-rvg-̂ gf't.
I/

0



g e n e r a l  m a n u f a c t u r i n g  p r o g r a m m e

FABRICATIONS: . . •
------------------------------- * l

Steel Structures : In du stria l Bu ild ings, Towers, Masts,
Auto-Fabs etc.

Hydraulics Steel
Structures : Weirs, Penstocks, S luice gates etc.

(

Tanks and Vessels

(
Pipings

Trailers

Pressure Vessels  
Manufactured from a variety  of 
m aterials up to 4420 mm diameter and 

25 mm thick fo r Petro -  Chemical 
and associated industries.
A ir Receivers
ilp to 100 cubic meters capacity.
Gas Storage Tanks
LPG, Chlorine, Carbondioxide etc.
1 to 100 tons capacity.
Gas Road Tankers
Both r ig id  and a rticu lated  fo r  the 

carriage of LPG, Chlorine, Ammonia, 
Carbon dioxide.
Storage Tank’s
Acids,- - o i l , - w a t e r , etc. """ '

Condensers, Heat Exchange r s , Vacuum 
pans, Juice; Heaters, Furnace Tubes

Pipes of a l l  dimensions and sizes from
carbon s tee l, s ta in le ss  stee l and
cladded s tee l fo r steam, water, gas,
sewerage, s lu rry  and corrosine f lu id s .
Pipe f itt in g s  _-_Tees Bends , Reducers^ 
etc.

T ra ile rs  fo r road and sugar cane
transportation from 3 ton to 25 t on_ __
capacity. —

« • #/ 2
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Fabric a t i o n  : H e a v y  f a b r i c a t i o n s  u pto 80 tons and to '
m e e t  h i g h  q u a l i t y  p l a t i n g  and weld i n g  

.demands. .

S t e e l  Chimneys "ri”
and Ducting : S i n g l e  and mu l t i - c o r e ,  up to 4220 m m

d i a m e t e r  an d  50 m  high, ins u l a t e d  and 
clad as p e r  customer-req u i r e m e n t s .

SPECIFIC MANUFACTURING PROGRAMME -
(

Sup-ar Industry Mill R o l l e r  Shells, Shrunk M ill Shells, 
Trash P l a t e s ,  S c r a p p e r  Plates, Fir e  
Bars, C o n v e y o r  Slats, C o n v e y o r  Chains, 
Cane K n i v e s ,  P u m p s  and P u m p  bodies, 
T a n k s . a n d  P r e s s u r e  Vessels.

C e m e n t  Industry 
&

M i n e r a l  Ore
P r o c e s s i n g
Industry

( :

Jaws, M i l l  Liners, Kiln Parts, Kiln. 
Nozz.le-, Abrasion-.Resistant Components.

I

!



I N D U S T R I A L  PROJECTS

P R O J E C T  DETAILS: VALUE:

F l o ating P u m p i n g  Stat i o n  for Magadi S o d a  ■ 
Soda Ash D r e d g e r  at Magadi. 5 M i l l i o n

Olkaria G e o t h e r m a l  P r o j e c t  30MW P o w e r  ** 

Station. M a n u f a c t u r e  of all the Steel 
Structure, P r e s s u r e  Vessels, Condensers, Heat  
Exchangers, Eva p o r a t o r s ,  Ball Check Valves, 
Steam T r a n s m i s s i o n  Pipes. Installation of 
all the e q u i p m e n t  f o r  the power plant 
including e l e c t r i c a l  works. 18 Mill i o n

Bo i l e r  H o u s e  for K i s u m u  Breweries Design, 
m a n u f a c t u r e  and su p p l y  of complete 
boiler h o u s e  system. 6 M i l l i o n
P o llution P r e v e n t i o n  P l a n t  for - Chloride 
Exide - Kenya. M a n u f a c t u r e d  and supply 
complete p l a n t  for the recovery of lead 
s m e l t i n g  process. I n stalled the same. 7 M i l l i o n

Installation of 90 ton/hr. Bo i l e r  Complex 
for Pan A f r i c a n  P a p e r  Mills including 
electrical work. 4 M i l l i o n
Installation of E v a p o r a t o r s  for P a n  African 
Paper M i l l s  i n c l u d i n g  electrical works. 4 M i l l i o n
Installation of 60 ton / h r  B o i l e r  plant for 
E. A. S u g a r  Industries, including 
electrical w orkv 8 M i l l i o n
Installation - S h i t o l i  P u m p i n g  Station, 
including e l e c t r i c a l  works.

«

4 M i l l i o n

Installation of c o m plete Hydro-Pumping 
Station at S i d i n d i  - Malanga. 12 Mill i o n

Installation of P l a n t  and Equipment plus 
m a n u f a c t u r e  of T a n k s  etc for Mohan Meakin 
B r e w e r y . 6 M i l l i o n

Installation of G i z e r a  P u m p i n g  Station - 
S u d a n . 6 M i l l i o n
Installation of U m d o m  P u m p i n g  Station - 
S u d a n . 6 M i l l i o n
East Afri c a n  B r e w e r y  Limited - Yeast 
Handling Plant. 4 Mill i o n

uiKaria G e o - T h e r m a l  -Phase II - 
fabrication and installation 18 M i l l i o n
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SCANDIACONSULT C O LLA B O R A TIO N  Page 1
PROPOSAL

Malmô 1982-10-11 58.0648-01

Recipient enterprise

Dynamics Engineering Ltd.
P.O.Box 18624
Nairobi
Kenya

Contact persons: Mr. Pravin Lad, Technical Manager 
Mr. D .D . Sherma, Marketing Manager

Technological requirements at the recipient enterprise 

o Belt conveyor technology,

o Hot water boiler technology,

o Solar heater technology, 

o Agriculture equipment technology.

Partner enterprise

Kjâllstrôms Mekaniska Verkstad AB
S-535 00 Kvanum
Sweden

Contact person: Mr. Anders Lindahl, Marketing Manager

For further information, please refer to the attached enterprise description.

Available technology of the partner enterprise

Kjâllstrôms Mekaniska Verkstad AB, K ELLV E, is a subsidiary to AB Nordstroms 
Linbanor, the major Swedish supplier of materials handling equipment, especially 
within the bulk materials sector. K ELLV E, being established in 1890, has spe­
cialized in two different fields:

o Industrial belt conveyors, mainly for rock crushing plants, pulp and paper 
industry, metalurgical industry and coal fired district heating plants.

o Front loaders for agricultural tractors of most brands available in Europe.

For further information on the products, please refer to the attached pamphlets.
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Proposed framework for future collaboration

During a visit to K ELLV E on October 8, 1982, Mr. Anders Lindahl showed great 
interest in the project after studying the previously submitted information on 
Dynamics Engineering Ltd. The following sketch on the future collaboration 
was discussed:

o The proposed collaboration will develop in three steps during some years.

o Step 1: Dynamics Engineering Ltd., D E, will be the agent for KELLVE's
belt conveyors within Kenya and the neighbour countries. A ll manufacturing 
will be made in Sweden but the erection work will be carried out by DE.

o Step 2: DE will manufacture steel structures and chutes for the conveyors. 
KELLVE will supply the mechanical parts like drive and take up sections 
and idlers.

o Step 3: All the manufacturing of the belt conveyors for the East African 
market will be manufactured in Kenya by DE on licence.



Enterprise description.

1. General
1.1 Name and address of enterprise

Kjàllstrôms Mek. Verkstad AB
S-535 00 KVANUM Sweden
Phone 46 .512.92400
Telex 42029 Kellve S
Telefax 92432

1.2 Trade Mark
Kellve

1.3 MD Mr Bo Lindskog
1.4 Contact person

Mr Anders Lindahl
1.5 Form of ownership

Fully owned by AB Nordstroms Linbanor
Member of the Incentive group

l . 6 Annual turnower
Last year 31 milj. SEK
This year (est) 40 m i l j . SEK

1.7 Year established
1890 Family own

2 . Personnel
2.1 Management group 6
2.2 Technical staff 10
2.3 Sales staff 6
2. 4 Clerical staff 20
2.5 Workers

Skilled 60
Unskilled 10

3. Production
3.1 Products

Belt conveyors, Frontloaders for agricultural tractors, 
Litting devices for futter.
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3.2 Main production processes
Sheet metal and shapes cutting, shaping and welding. 
Machining. Painting. Assemblying.

3.3 Factory premises 2Hoofed production area 5700 m 2storage area 1200 m
2Office area 900 m

4. Marketing
4.1 Main market

Agricultural market in Sweden, Norway and Great Britain.
Industrial market in Scandinavia and as subsupplayen world 
w i u e .

4.2 Distribution
Through dealers for agricultural machinery and as subsuppla- 
yer of conveyors for quarries, mines, papermills etc.

4.3 Future plans *
Direct Export of the whole product range to importer in 
more contries, world wide.
We are interested in all kinds of agreements or a mixture 
of both.
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Memos from a m e e t i n g  b e t w e e n  r e p r e s e n t a t i v e s  from 
Dynamics E n g i n e e r i n g  and Kjalls t r o m s  Mekaniska in 
Kvanum 1 9 8 3 ~ 0 5 ~ 3 0 - _________________________________

1. DE is an onl y  n ine y e a r  old company which has gone 
through a very quick e x pansion programme. The company 
is s e l f - f i n a n c e d  and has an a n n u a l t u r n o v e r  of about 
seven m i l l i o n  A m e r i c a n  dollars. The number of employees 
is b e t w e e n  1^0 and 150.
DE is only p r o d u c i n g  a c c o r d i n g  to orders not for w a r e ­
housing e x c e p t  l e a f s prings and a few other articles 
for p ipes
The c o m p a n y  ha s  subsidiary c o mpanies in Sudan and Uganda.

2. DE is w e l l k n o w n  to all c o m panies who can be users of t h e ’ 
type of c o n v e y o r s  w h i c h  Ke l l v e  is producing.
There are t w o  m ain c e m e n t f a c t o r i e s  in Keny a - E a s t  African 
Portland Ce m e n t  and Bamb u r i  Portland Cement. EAPC is s i t u a ­
ted in N a i r o b i  and BPC in Mombasa.
DE has g o o d  c o n n e c t i o n s  to these two companies. Both are 
going to e x p a n d  the'iT p r o d u c t i o n  in the nea r  future.
DE has a l s o  good c o n n e c t i o n s  to other users such as Magadi
Soda C o m p a n y  in M a g a d i  and Pan African Papermills.

«

3 . DE is i n t e r e s t e d  in a c o o p e r a t i o n  with Kellve as regards 
b e l tconveyors. They have the technical facilities necessary 
for p r o d u c t i o n  of the structural parts.

l|. An a g r e e m e n t  was d i s c u s s e d  where the main points are that
DE shall act as agent for Ke l l v e  in Kenya and in neighbouring  
African c o u n t r i e s  such as Sudan and Uganda where DE has sub­
sidiary companies.
Such an a g e n c y  shall be built up so that DE can manufacture 
the steel struc t u r e s  and chutes if that will be the most 
competitive way in cert a i n  cases.

5. Kellve shall pay DE a c o m m i s s i o n  of 10% on sales to DE.

6. The aim for the c o o p e r a t i o n  shall be that a f t e r  some years 
DE shall take over all the m a n u f a c t u r i n g  of the Kellve belt- 
conveyors for the m a r k e t s  men t i o n e d  above and other p r o s p e c ­
tive East A f r i c a n  c o u n t r i e s  w hich can be of interest.

7. As an a gent DE shall pass on to Kellve all enquiries for 
beltc o n v e y o r s  which D E  gets fro m  their customers.
Kellve will make the nec e s s a r y  designwork including drawings 
and make a specified offer. DE will then make a judgement 
which p arts of the p r o d u c t i o n  can be made by DE and adjust 
the final offer accordingly.
The m a i n  part of the material necessary for p roduction in 
Kenya, such as steel bars etc. will be bought from Kellve 
since all rawmaterial a v a i l a b l e  in Kenya anyway is imported. 
If steel tubes are a v a ilable in Kenya they will be bought 
t h e r e .
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6 . It is u n d e r s t o o d  that in the first phase of the cooperation 
one d e s i g n e r  fro m  DE has to be educated in Kellves factory 
in Kvanum.

9. DE shall supply Ke l l v e  with all necessary information r e ­
garding the enq u i r i e s  w h i c h  are passed on to Kellve.

10. When the a g r e e m e n t  is signed DE shall supply Kellve with 
the names of all the i m p ortant potential customers so that 
Kellve can w r i t e  to t h e m  i n f o r m i n g  about DE:s agency status 
enclosing r e l e v a n t  leaflets etc.

11. DE shall soonest p o s s i b l e  giv e  Kellve an information about 
the p o t e n t i a l  mar k e t  size for conveyors in Kenya, Sudan and 
Uganda.

12. All imports h a v e  to be c o v e r e d  by import licenses. At this 
stage it w ill not be any p r o b l e m  to get import lincenses 
for a c o m p l e t e  c o n v e y o r  pack a g e  even if later on 50? of the 
product has to be produced in Kenya.

13. No special s t a n d a r d  as r e g a r d s  conveyors are at present r e ­
quired in Kenya. ASEA mo t o r s  can be used but 415-440 volt is 
necessary. S e r v i c e  and re p a i r  can be arran g e d  by DE. The 
final a s s e m b l y  shall be made by DE.

14. Before D E  a f t e r  the initial p e r i o d  takes over the whole p r o ­
duction t h e i r  technisvans shall be properly educated by Kellve 
in K v a n u m  or in DE:s factory.

15. Before D E  takes over the w h o l e  p r o d u c t i o n  a new agreement 
shall be m a d e  w here i.a. the size” of royalty is settled.

16. Payment shall be made in SEK and against irrevocable L/C 
confirmed by a Swedish bank.

17. Mr Lad.'shall as soon as p o s s i b l e  after his arrival b ack to 
Kenya send to Kellve an example of the type of agreement 
DE has w i t h  o t h e r  E u r opean suppliers.
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Malmo 1983-06-15 58.0648-01

ANMEX No IQ

COLLABO RATION PARTNERS

T .J . Cottington 4  Partners Ltd., Nairobi, Kenya (T JC ) 
and
AB Linde-PML, Anderstorp, Sweden (PML)

SELECTION PROCEDURE

From the report of Expolaris (subannex 10:1) and the short briefing by Mr Thorve, 
T JC  was selected as one of the potential recipient enterprises to be further 
promoted for collaboration with a Swedish enterprise. The main reasons for the 
selection were:

o A positive overall impression of the company, 

o The management was said to be good.

o The present standard of technology seemed good but it could be further 
developed.

o The development potential of the company was said to be good.

After the selection phase an attempt was made to make a preliminary matching 
with the Swedish enterprise AB Linde-PML (subannex 10:2) which is the major 
manufacturer of axles and wheels for agricultural and industrial vehicles in 
Sweden. They showed interest in the project and submitted some information on 
the company and its products. This was presented for the T JC  management, who 
found it suitable for their requirements of technology transfer.

The impressions from the visit to T JC  during the Mission in May-June, 1982, were 
put down in the Enterprise Description (subannex 10:3). The following came out of 
the visit:

o The company had at the time financial problems and needed badly some 
supplementary products in order to reconstruct the company.

o The management had executed a market survey and was quite familiar to 
the market situation for the products they would like to build the future on.

o It was confirmed that the technical capability was good.

o The requested technology could be found at the preliminary matched partner 
PML, whose products pamphlets were submitted.
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After the Mission there was another screening procedure based on the additional 
information now available. Although there was some scepticism about the financial 
status the rest of criterias were fulfilled and T JC  was put in the group of potential 
recipient enterprises which should be finally matched with Swedish enterprises.

M ATCHING PROCEDURE

As there was a strong desire from T JC  to get matched with PML, the matching 
procedure was very easy. However, when the additional information about T JC  
recieved by the Mission was submitted to PML they hesitated to go further, but 
after a meeting with Scandiaconsult a Collaboration Proposal was worked out.

COLLABO RATION PROPOSAL

The Collaboration Proposal is attached (subannex 10:4) and contains two parts, a 
future collaboration part and a questions part.

The vague ideas on future collaboration contains:

o PML submits to T JC  know-how for the production of rims.

o The renumeration will be either royalty based or as part of the price for 
axle components for assembly in Kenya.

PML rose a lot of questions about T JC  and demanded that these were satisfactorily 
answered before going further in the negotiations. The questions dealt with:

o Finances and ownership of T JC .

o Strategic plans.

o Production capacity.

o Market survey.

o Previous collaboration agreements.

The answers are given in a letter from TJC  dated 23rd March, 1983 (subannex 
10:5), which was submitted to PML. After studying this PML was still hesitant but 
agreed to recieve a representative from T JC  for negotiations.

NEGOTIATIONS

As the two parties were not able to participate in the group Visit in Malmo, 
Sweden, April 5-8, 1983, they arranged a separate meeting at PML's on June 2, 
1983, where Mr Ohingo, T JC , Mr Eje Dahlin-Karlsson and Mr Sven Danielsson, 
PML, held their discussions. Also attending the discussion was Mr Kiiru, Ministry of 
Industry, beeing the Coordinating Agency in Kenya.

The discussions on future cooperation complied with the Collaboration Proposal and 
the content was put down in the attached letter from PML, dated 83-J6-14 
(subannex 10:6).
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An agreement was made that 

o T JC  will be the active part.

o T JC  will arrange the financing of the developing project,

o T JC  will specify their requirements in accordance to available tyre dimen­
sions.

o T JC  will then ask PML for the assistance required to plan a suitable pro-
duction unit.

PROJECT STATUS JUNE 83

T JC  will make tnc arrangements agreed upon during the meeting and then get in 
touch with PML to continue the negotiations.

PML is still very doubtful about the possibilities of this cooperation project, mainly 
due to the financial problems which T JC  obviously is facing.

PROJECT STATUS OCTOBER 83

According to Mr. E. Dahlin-Karlsson of PML, they have not heard anything from 
Mr. Ohingo or T JC  after the June meeting at PLM in Sweden (see Subannex 10:6). 
PLM are interested in participating in a technology transfer project outlined in 
Subannex 10:6, provided PLM can get cash payment for transferred technology 
/equipment. This fact they had made clear to Mr. Ohingo at his visit to PLM.



T.J. Cottington 
and partners 
P.0. Box 41826 
Nairobi 
Tel 556433 or 

556617 or 
556562

Mr. W.E. Ominde 
General Manager

T J  C O T T I N G T O N  A N O  P A R T N E R S  Ltd
Manufacture t r a c t o r - d r a w n  vehicles, f o r  goods, of 
sizes up to 18 tons. The w h e e l  axles are m a d e  on lice n c e  
from England. C a st d e t a i l s  such as w h eel h o u s e s  are 
i m p o r t e d . The  ̂ bra kes as w e l l . The c o m p o n e n t s  f o r  3.5 
and 5 tonne a x l e s  are f i n i s h e d  and a s s e m b l e d .  T h e y  plan 
to m a n u f a c t u r e  b i g g e r  axles. W h e e l s  are i m p o r t e d . T h e  
vehicles are o f  t h e i r  own d e s i g n  and p r i m a r i l y  i n t e n d e d  
f o r  the t r a n s p o r t  of a g r i c u l t u r a l  p r oducts. T h e y  are 
robust, s o m e w h a t  clumsy, no t  w e l l  f i n i s h e d  b u t  probab-ly 
long-lasting.
The work i n g  of the m a t e r i a l s  is bad. T h e y  h a v e  q u i t e  
good drills an d  lathes f r o m  India. They e x p o r t  to. 
o t h e r  A f r i c a n  c o u n t r i e s  a b o u t  80£ of t h e i ^  p r o d u c t i o n .  
There are no c o m p e t i t o r s  in axles in Kenya. T u r n - o v e r  . 
2 5 , 0 0 0 ’ pe r  annum. 140 e m p l o y e e s .  This f i r m  can be !

t

developed. .

P ro p o s a l:  W idened c o l la b o r a t io n  w i t h  E n g la n d  on a x le s .  C o l la b o r a t io n  
w ith  a Sw edish goods  v e h ic le  m a n u fa c tu re r  c o u ld  be p r o f i t a b l e  
f o r  th e  d e s ig n  a n d  m a n u fa c tu re  o f  goods v e h ic le s .
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RECIPIENT ENTERPRISE

EC3 Tanta Mo t o r s  Company
KN4 T.J. C o t t i n g t o n  and partners

CANDIDATE PARTNER ENTERPRISE

Name: AB L i nde-PML

Address: Eox 33, S-334 00 ANDERSTORP

Phone: 0371-16100 Telex: 70191

Managing director: 
Contact person:

Eje Dahl i n - K a r l s s o n

Turnover: 30 M SEK Employees: 120

Product mix: Axles, wheels, mecha n i c a l  brakes etc for 
agricultural, forestry and industry vehicles

1982-04-30 Phone call to Mr. Eje Dahlin-Karlsson

The company is owned by Mr. D a h l i n - K a r l s s o n , since autumn 1981. 
He is very interested in the project and will furnish some co m ­
pany information next week. In return he will get information 
on the recipient enterprises.
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1. GENERAL

1.1 Name and address of enterprise KN 4
T. J. Cottington & Partners Ltd.
Lunga Lunga Road 
P.O.Box 41826 
Nairobi
Phone: 5564331 556562, 556617, 22628, 276917 
Telex: 22592 PACE

1.2 Contact persons
Mr S. W. Ohingo, Director General 
Mr Francis S. Odera, General Manager 
Mr Joseph N. Wisuve, Axel Project Co-ordinator

1.3 Form of ownership
Independept. Private Ltd.

1.4 Invested capital
Machinery 5 M KSH
Total capital incl working capital 20 M KSH

1.5 Annual turnover
Last year 15 M KSH
This year (est) 20 M KSH 
Next year (est)

1.6 Year established: 1970

2. PERSONNEL

Managerial and engineering staff:
Directors 3
Managers 6
Engineers, grad 5

2.1
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2.2 Clerical staff. -

2.3 Workers, total 90

3. PRODUCTION

3.1 Products
Trailers (50 Z)
Axles (25 Z)
Order specific products, small industrial boilers,
steel structures, petroleum tanks, turn key plants (25 Z)
Consulting engineers on sugar industry, veg. oil plants etc

3.2 Main production processes.

3.3 Main machinery. -

3.4 Factory premises
Roofed production area 6 000 m2 
Total land area- 20 000 m2
Age of buildings approx 10 years

3-5 Production volume
Present utilization 50 Z

3.6 Current collaboration agreements
The axles production was started up with English collabo 
ration but the englishmen pulled out.
No licences or agreements valid at present.

3.7 Quality control. -

3.8 Input materials. -

Annex 6:12 
Page 44

3.9 Utilities.
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4. MARKETING

4.1 Main market
Trailers - shops locally. Export 
Axles _ manufacturers.
Order projects - industry.

r
4.2

•
Distribution 
See above.

(
4.3

•
Competitors
Trailers - imports, local small manufacturers. 
Axles - imports.

4.4 Market demand

4.5 Market share. -

4.6

A

Market surveys
A feasibility study on axles was carried out 1977 and 
was supposed to be revised shortly. (Available at Scandia— 
consult.)

W
4.7 Future plans.

•  , PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products
Improve quality and rationalize production.

5.2 New products in present product line 
Axles and rims for the automotive industry.
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5.3 New products outside present product line.

5.4 Projected market demand
Axles and rims: 60 M KSH. Now imported but there will 
be import restrictions if a local production takes place.

5.5 Projected plant capacity. -

6. COMMENTS
The financial status is a little brittle at present but 
there are possibilities that the banks will support the 
company if the government grants a guarantee. The company 
is very interested in the product line of Linde—PLM, Sweden 
especially the rims, and would like to get into a joint 
venture collaboration with a very short notice, within 4 
months. The Swedish company will have to supply some funds.

Annex 6:12 
Page 46
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COLLABORATION PROPOSAL

Recipient enterprise
T.J. Cottington & Partners Ltd 
P.0. Box 41826, Nairobi, Kenya
Contact Persons: Mr S.W. Ohingo, Mr Francis S. Odera

Technological requirements of the recipient enterprise
Technology for the production of rims and axles for the automotive 
industry.

Partner enterprise
AB Linde - PML
Box 33, S-334 00 Anderstorp, Sweden
Contact Person: Mr Eje Dahlia—Karlsson, Managing Director
Enclosed herewith are a description of the partner enterprise and 
a pamphlet showing the products and the production facilities.

Available technology of the partner enterprise
AB Linde - PML is working with three main product lines:
- Rims, hubs, axles, wheel brakes and complete wheels for 

agricultural-, forestry- and industrial vehicles.
Petrol tanks.

- Subsupplier of pressed and punched sheet metal articles 
and machined complex items for the Swedish automotive and 
engineering industry.

The required technology can be found mainly within the first product 
line, where the company is the major manufacturer in Sweden.
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Proposed general framework for future collaboration
During a visit to AB Linde - PML on September 1, 1982, Mr Eje 
Dahl in-Karlsson, Managing Director, still showed interest in the 
project after studying the previously submitted information on 
T.J. Cottington & Partners Ltd. However, he emphasized that before 
getting into details regarding the collaboration proposal and 
starting negotiations he demands satisfactory answers to the 
following questions.
Some vague ideas about a potential collaboration were briefly 
discussed. The main structure was:
. AB Linde - PML submits drawings, specifications and 

manufacturing procedures for the rims.
. The renumeration will be either royalty based on the

actual production volume or delivery of axle components 
for assembly in Kenya.

Further information requested by the partner enterprise
It is very essential for the future of this project that a quick 
reply on the following questions w i l l  be g i v e n , as the partner 
enterprise is not willing to continue until he has recieved and 
evaluated the answers.
Which is the financial situation of the company? For its normal 
operation? For new projects?
Who are the main shareholders? Are there any big companies or banks 
or governmental institutions among them?
Which are the strategic plans for the future?
Why did the english company withdraw from the axle project?
Which is the axle production capacity, installed and actually 
utilized, at present? Are there any plans for expansion in the near 
future?
Has the market survey on axles of May 19, 1977 been updated? If so, 
please submit a copy.
Please submit a list of machinery.
What is the situation regarding raw materials supply for the productions 
of rims and axles. Which steel qualities are used in the present pro­
duction?
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Ma Imo TG/BL 1982-09-28 58.0648-01

ENTERPRISE DESCRIPTION

AB P.M. Liljeqvist/Linde PML - The workshop 
with the weighty resources

The visitor of P.M. Liljeqvist or PML and its marketing company Linde- 
PML will be faced with litterally weighty resources. These are there 
in the shape of big presses with pressforces of up to 8 000 kN. There 
are big press workshops as well as other weightly manufacturing resources.
There are many things which can be manufactured by P.M. Liljeqvist - 
among ethers hydromechanical pressing - really a sensational change in 
the conditions for pressing and drawing of sheet metal items.

From the blacksmith's shop
The company was founded already in 1905. At that time it was a forge shop 
and the master blacksmith Peter Magnus Liljeqvist was taking charge of 
the work.
The forge shop grew into a modern metal working industry. The master 
blacksmith retired and his six sons took over the business. Mechanical 
handling equipment and petrol tanks were the main products of own make, 
as it is tnday, supplemented by a considerable amount of contract manu­
facture .
In 1978 PML and its biggest competitor on wheel production, AB Linde 
Maskiner, merged under the holding company Safvean AB. This explains 
the name of the marketing company, Linde-PML.
In connection to the reduction of the industrial sector of Safvean AB 
the former managing director of PML, Mr Eje Dah1 in-Karlsson, took over 
the business at the end of 1981.
Mr Eje Dahlin-Karlsson has been in charge of a necessary make up and 
modernization of the productive resources of the company. Consequently 
P.M. Liljeqvist now is well equipped to face the technical requirements 
of the future as well as the requirements of competitive production costs.
Today there are about 90 employees in the company and in 1981 the turn­
over exceeded 24 million SEK.

Production policy
The production policy of the company consists of three main sectors:
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o Mecaanical handling equipment for agricultural, forestry 
and industry vehicles.

o Petrol tanks.
o Contract manufacturing of pressed and punched sheet metal 

items, also of great thickness, cutting machining of comp­
licated items, compressed-air regulators, steering gears etc.

Mechanical handling equipment
The mechanical handling equipment range consists of rims, hubs, journals 
and shafts, brake equipments and complete wheel units.
These products have been developped especially for trailers, implements 
and machines used in agriculture and forestry as well as some kinds of 
industrial vehicles.

Petrol tanks
Since the production started in 1950 a lot of petrol tanks have been 
sold throughout the world under the wellknown brand "Never stop". There 
are many car travellers who have blessed the spare litres of petrol at 
dark nights in desolate places.
The demand for petrol tanks is increasing because of the increasing 
number of power lawn-movers, mini-tractors, snow slingers, outboard 
motors and power saws.
The petrol tanks have been continously modernized but they are still 
manufactured of cold-rolled high quality steel, which resists the sun­
light, the cold and rough handling.

Contract manufacturing
P.M. Liljeqvist manufactures a lot of different products on contract in­
cluding simple punched washers and complicated steering gears with require­
ments on high quality and small tolerances.
There are various materials and dimensions, castings and forgings, steel 
sheets, strips and rods, stainless steel, aluminium etc.
Among the customers you will find Volvo, SKF, Atlas Copco and Robert 
Bosch among many others.
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Production resources
o Approx. 12 000 m2 heated workshop and storage area.
o Hydraulic drawing presses with max table size 1 600 mm x 1 100 mm,

stroke max 1 000 mm, dolly max 3 000 kN, press force 600-8 000 kN, 
feeding mechanism and reels.

o Spindlepresses 400-5 000 kN.
o Power shears max 2 500 mm x 6 mm.
o Automatic welding equipment, projection welding machines,

spot welding machines, seam welding machines, gas and electric 
welding equipment, soldering and high frequency soldering 
equipment.

o CNC Swedturn 10 micro-processor controlled lathes.
o Chuckautomates, copying lathes etc.
o Broaching machines, thread cutting machines and drilling 

machines.
?o Surface treatment, degreasing and tumbling equipment.

Painting department with a modern electrostatic painting 
automat. Max dimensions dia 400 mm, height 1 000 mm.

o Edge cutting and folding equipment.
o Leakage testing equipment.
o Equipment for various kinds of assembly works.
o Tool makers' shop including tool manufacturing.
o Quality contvol department with sophisticated measuring and 

materials testing equipment.
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INDUSTRIAL ENGINEERS P.O. Box 47648, Tel: 296vr, 556754 Nairobi.

Ref: Date: 23rd March, 1983

C O L L A B O R A T I O N  P L A N T  L E V E L  COOPERATION-

aany Name: T.J. C o t t i n g t o n  (Technical Services) Ltd.
P.O. Bo x  47648 
N a i r o b i
W o r k s h o p  at K i s u m u  

Strategic P lans for future
This Company w i s h e s  to a s s u m e  th e  role of s u p plier of component 
to motor industry as o p p o s e d  to the past role of g e n e r a l  
engineering. This role is to b e  fulfilled by a c q u i s i t i o n  of 
ne w  production e q u i p m e n t  a n d  technology collaboration. The 
company intendes to s u p p l y  to the manufacturers o r  assemblers 
of trailers and v e h icles in Kenya, East Af r i c a  a n d  th e  P.T.A. 
(Preferential Trade A r e a s ) .

Items R e q u e s t e d  of this C o l l a b o r a t i o n

Identification of suitable m a c h i n e  tools, t e c h n o l o g y  and 
materials n e c e s s a r y  fo- m a n u f a c t u r e  of Axles stubs rims wheel 
brakes, and ca s t o r  wh e e l s  and pertrol tanks for A g r i c u l t u r a l  
Forestry and Road T r a ilers a n d  auto-motives industry.

.Financial Institutions
Normal B a n k i n g  - N a t i o n a l  Bank of Kenya, H a r a m b e e  Avenue 
Bridging Finances - M i d d l e  A f r i c a  Finance Co.
Long Term Fina n c e  - E a s t  A f r i c a  Development Bank

I n d u s t r i a l  Development Ban k  
Up t o  6 years

EADB representative is s o o n  to visit Linde P M L  for this 
Programme.

Main Share H o l d e r s / D i r e c t o r s  of T.J. C ottington (TS)

S. W. Ohingo Director 
Dr. L.H. Ot i e n o  
E.M. Ohingo 
D.W. Omol

(Engineer)
Direc t o r
Director
D i r ector (Engineer)

INDUSTRIAL PROCESSES AND ENERGY ENGINEERING ♦ WATER SUPPLY AND TREATMENT* LAND AND MARINE TRANSPORT • AGRO-INDUSTRIAL 

PROJECTS • COMMUNICATIONS • MATERIAL HANDLING • MASTERPLANS • PROJECT SUPERVISION • ECONOMIC AND ENVIRONMENT S T IL U S  * ETC
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5. English C o l l a b o r a t o r

The English C o m p a n y  Huntons stop p e d  axles business, and 
no further c o l l a b o r a t i o n  w a s  possible. C o l l a b o r a t i o n  was 
only technical and also, supply of raw materials and 
components.

6. Although A x l e  capacity was a b o u t  5000 P.A. Complete new 
installed c a p a c i t y  is r e q u i r e d  to cater for the complete 
mix of p r o d u c t s  stated. H e n c e  assistance in e q u i p m e n t  
and setting up complete p r o d u c t i o n  plant is r e q u i r e d  to

^ p r o v i d e :
W  - 1000 - large axles 12 ton P.A.

- 4 000 - 5 ton A x l e s  P.A.
- 4000 -3*5 t o n  A xles P.A.
- 4000 - C a s t o r s  P.A.

^  - 1000 - P e t r o l  tanks
- 500,000 studs

Also r e q uired are e q u i p m e n t  for pressing of petrol tanks 
for motor v e h icles and w h e e l  rims and studs. A  s tudy of 
these not y e t  c o m p l e t e d  bu t  has started.

7. Machinery R e q u i r e d  are

(1) for c a s t i n g  of D rums
(2) for m a c h i n i n g  of stabs and Drums and hubs and studs
(3) for m a c h i n i n g  of stubs

^  (5) for m a n u f a c t u r e  of Tanks
(6) for jigging and w e l d i n g  of above w here n e c e s s a r y

The market survey of 1977 ha s  changed due to e m p h a s i s  on 
local m a n u f a c t u r e  and a s s e m b l y  b u t  the upda t e d  survey has 

0  not been completed.

8. Raw Material for axles and rims
«

These are larg e l y  imported. We use steel alloy above 
60 tons s t r e n g t h  for stubs and studs. Casting or pressings 
above 17 tons for drums and mal l e a b l e  iron or steel castings 
for hubs.

(4) for r o l l i n g  of rims
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Ü N D EP M L ett foreiao I Safveân

Scandi  aconsu Lt 
A t t : Thomas Grahn 
Box 17040

200 10 MALMÜ

Er referens - Your reference Vèr referees - Our reference Datum - Date

SD/BN 1 9 8 3 - 0 6 - 1 4

Dear Sir,

Notes from meet i ng wi t h  Mr K i i r u ,  M i n i s t r y  
I n d u s t r i  an Mr S W Oh i n g o ,  T J C o t t i n g t o n  
p a n y , i n A n d e r s t o r p  1 9 8 3 - 0 6 - 0 2 .

of
C om-

From AB Linde-PML Mr 
Director and Mr Sven 
participated.

Eje DahLin-Kar l sson Managing 
Danielsson Marketing Director

Mr K i i r u  and Mr Ohi ngo i nf or med us t h a t  to i n c r e a s e  
the degr ee of  s e l f  s u p p o r t i n g  t hey  wanted cont act  
wi t h  a company t hat  c oul d s u p p l y  t e c h n o l o g i c a l  
knowl edge f o r  p r o d u c t i o n  of  hub s ,  a x l e s  and r ims 
and t he y  a l s o  i nf or med t hat  the p r o j e c t  was suppor t ed 
by UNIDO.

Mr K i i r u  ment i oned the a v a i l a b l e  i n v e s t me n t  sum to 
2 - 3  m i l l i o n s  USD.

A f t e r  showi ng the f a c t o r y  we p r e s e n t e d  our  programme 
of h ub s ,  a x l e s ,  a x l e s h a f t s ,  r i ms and b r a k e s ,  at which 
f o r r e mo s t  e v e r y  v a r i a n t  of  hubs and a x l e s h a f t s  was 
t h o r o u g h l y  s t u d i e d  and d i s c u s s e d .

A f t e r  t h i s  Mr Ohi ngo made a summary of the wi shes of 
the g ues t s  a c c o r d i n g  to f o l l o w i n g :

t e c h n i c a l  s uppor t  f o r  p r o d u c t i o n  of  5 hub s i z e s  -  
3 7 5 ,  900,  2 . 1 0 0 ,  3 . 300 and 5 . 000 kg ( l o a d  per  hub 
at  30 km/h)

-  Do f o r  p r o d u c t i o n  of a x l e s h a f t s

-  do f o r  p r o d u c t i o n  fo br akes w i t h  pr essed drums

-  do f o r  p r o d u c t i o n  of pr essed r i ms

-  p r o p o s a l  on machi ne equi pment  f o r  p r o d u t i o n  of above 
ment i oned p r o d u c t s
Mr Ohi ngo here p r e s e n t e d  the wi sh about  so o r d i n a r y  
u e e f u l  machi nes as p o s s i b l e  i . e .  one and the same 
machi ne s h a l l  be abl e  t o use f o r  p r o d u c t i o n  of so 
many v a r i a n t s  as p o s s i b l e .

Postadresa Gatuadress Teleton Telex Bankglro Bank Posfgiro
Box 33 Brogafan 19—21 0371-161 00 70191 PNILS 554-7799 Gôtabanken 79 77 51-5
S-334 00 ANDERSTORP 
SWEDEN



2abLinde>Pml

Scandi  a c o n s u l t  
A t t :  Thomsa Grahn 
Box 17040

200 10 MALMS

I n c o n n e c t i o n  wi t h  t h i s  Mr Ohi ngo a l so  i nf or med 
t h a t  t hey w i l l i n g l y  accept  secon- handed machi nes

-  p r o p o s a l  on p r o d u c t i o n  l i n e  -  in the f i r s t  p l a c e  
summary f o r  them to r e a c t  on.

-  p r o p o s a l  on machi nes f o r  p r o d u c t i o n  of screws 
and n u t s .  The wi sh was cheap machi nes.  Even so 
t hey  ac c e pt e d  secon- handed sl ow machi nes.

-  p r o p o s a l  on equi pment  f o r  p r o d u c t i o n  of  f u e l -  
tanks i n d i f f e r e n t  s i z e s .

As annual  q u a n t i t i e s  were ment i oned about  10 . 000 
p a i r s  hubs,  a x l e s h a f t s  and r i ms and 500. 000 -
1 . 0 0 0 . 0 0 0  screws and n u t s .

As c o n c l u s i o n  we i n f or med our  guest s  t h a t  f o r  us 
to be abl e  t o pr opose s u i t a b l e  p r e s s -  and t o o l  
equi pment  ( t h a t  ar e two heavy i tems i n r e s p e c t  
of  i n v e s t me n t )  we have to know a p p r o x i ma t e l y  what 
r i mdi men s i o ns  can come to the f o r e .

T h i s  t hey  knew n o t h i n g  about  at the v i s i t ,  so we 
suggest ed t ha t  t hey  f i r s t  of a l l  shoul d c o n t a c t  
the domest i c  t y r e  p r o d u c e r  and a f t e r  t hat  i n f or m 
us about  whi ch t y r e d i me n s  ions t hat  ar e pr oduced 
w i t h i n  the c o u n t r y ,  b e f o r e  we,  i f  d e s i r e d  go on 
wor ki ng  wi t h  the p r o j e c t .

Yours s i n c e r e l y ,  
AB l i nde-PML

Sven Dan i e l s s o n
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ANNEX No 11

CO LLA BO R ATIO N  PARTNERS

Tanta Motors Company, Tanta, Egypt (TM C) 
and
Kjallstroms Mekaniska Verstad AB, Kvanum, Sweden (Kellve)

SELECTION PROCEDURE

Based on the report of Expolaris (subannex 11:1) and the short briefing by Mr 
Thorve, TM C  was selected as one of the potential recipient enterprises to be 
further promoted for collaboration with a Swedish enterprise. The main reasons 
for the selection were:

o A positive overall impression of the company, 

o The management was said to be good, 

o The development potential seemed good.

o Some hints on technology requested were given in the report, which 
technology could most likely be found in Sweden.

After the selection phase an attempt was made to make a preliminary matching 
with the Swedish enterprises AB Linde-PML, manufacturer of vehicle compo­
nents (subannex 11:2), and AB K.M. Anderssons Mekaniska, manufacturer of 
agricultural and industrial vehicles (subannex 11:3). These enterprises showed 
interest in the project and submitted some information on the companies and 
their products. However, after presentation to TM C, these contacts were 
dropped as they were considered not being able to provide the technology really 
requested by TM C.

The impressions from the visit to TM C  during the Mirsion in May-June, 1982, 
were put down in the Enterprise Description (subannex 11:4). The following came 
out at the visit:

o The high managerial capability was confirmed, 

o The financial capacity of the company seemed good.

o TM C  are sales agent for a number of foreign companies and consequently
they are well experienced in marketing.

o TM C  presented several development projects where technical assistance 
from Swedish enterprises could be possible and desirable.
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After the Mission there was another screening procedure based on the additional 
information now available. As most of the criteria for the selection of the 
projects to be continued were fulfilled, TM C  was put in the group of potential 
recipient enterprises which should be finally matched with Swedish enterprises.

M ATCHING PROCEDURE

At an early stage the TM C  development project concerning the front loaders for 
agricultural tractors was focused. The main manufacturers in Sweden were 
indentified and as one of them was Kellve. Kellve were already contacted for 
another recipient company, and it was natural to ask them if they were 
interested lO get a collaboration partner within their second product range as 
well. Kellve responded quickly and positively and at a meeting with Scandia- 
consult the headlines in the Collaboration Proposal were worked out.

C O LLABO R ATIO N  PROPOSAL

The Collaboration Proposal is attached (subannex 11:5) and contains the follow­
ing framework for future collaboration:

o The collaboration will be implemented in three steps during some years.

o In step 1 TM C will be the agent for Kellve's front loaders in Egypt and the 
Middle East.

o In step 2, TM C will manufacture the implements and the tractor mounting 
brackets. The front loader boom system will be manufactured by Kellve.

o In step 3 all the manufacturing of the front loaders for the Middle East 
region will be done by TM C on licence or in a joint venture company.

P R O JECT STATUS JUN E 83

As Kellve was not able to participate in the Group Visit to Malmo, Sweden, April 
5-8, 1983, it is left to them to contact TM C to set a time for a meeting in July 
or August, 1983.

P R O JECT STATUS OCTOBER 83

In August, Mr. F reihka of TM C visited Kellve in Sweden.

During the meeting, the discussions concerned transfer of technology for both 
the front loaders and the belt conveyors. TMS are now working mostly with 
service and repair of agency products. It is TMS's intention to start local 
production of more products and therefore they were interested in technology 
for both of Kellve's products.
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According to Mr. Lindahl of Kellve, TM C:s searcn for new products seems to be 
based upon a wish to justify an expansion of their factor/. It is now equipped only 
for repair work etc.

Kellve are interested in a cooperation with TM C for a special reason. Kellve's 
previous marketing partner in Egypt for belt conveyors (a Swedish company) has 
terminated the agreement. Kellve now wants to establish a new channel through 
which they can supply their belt conveyors to the Egyptian market. This can very 
well include a substantial local production in Eqypt.

Regarding the front loaders, Kellve realize that the products need to be locally 
produced in order to be competitive.

A letter of intent was signed during Mr. Freihka's visit to Kellve. Since the visit 
there has been no contacts between the companies. The reason is that Kellve has 
had too much to do.

Comments

Kellve will need further assistance in the formulation of agreements and 
preparation of the technology transfer. They have a solid interest to cooperate 
with someone who can produce their products on/for Egyptian market.

UNIDO is recommended to provide assistance to both companies to secure that 
the technology transfer prospects in the project will be realized. Such assistance 
will primarily mean drafting of transfer agreement, time-schedule and training 
plan.
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Tanta Motors Company Mr. Abed Abou Freikha 
tanta P.O. Box 111 Agr. Eng-
Tel 2570-4191

T A N T A  M O T O R S  C O M P A N Y
The f i r m  m a n u f a c t u r e s  e q u i p m e n t  f o r  a g r i c u l t u r a l  p u r p o s e s

The ra w  m a t e r i a l  is S t  37, w h i c h  m e a n s  t h a t  t h e  p r o d u c t s  
are v e r y  c l u m s y  a n d  h e a v y ; ' T h e  w e i g h t  of a n o r m a l  t r a i l e r

ris a b o u t  2 t o n n e s .  T h e y  m a k e  a l l  o f  t h e  c o m p o n e n t s  
t h e m s e l v e s ,  e x c e p t  t h e  t y r e s .  T h e  a x l e s  h a v e  a s h a f t  
s e c t i o n  of a b o u t ’ 8 x 8 c m s . E a c h  o n e  w e i g h s  a b o u t  1 0 0  kgs 
The p r i c e  of a t r a i l e r  is a b o u t  o n e  p o u n d  p'er.kilo w e i g h t  
The f i r m  w a n t s  t o  p r o d u c e  m o t o r i s e d  p u m p s  w h i c h  a r e  
m a i n l y  i m p o r t e d .  U n f o r t u n a t e l y  t h e  c a s t i n g s  t h a t  h a v e  to 
be p u r c h a s e d  a r e  o f  l o w  q u a l i t y .
The f i r m  a l s o  h a s  a s m a l l  r e p a i r  s h o p  f o r  m o t o r s .
T A N T A  M  a r e  a l s o  d e a l e r s  f o r  a n  I t a l i a n  m a n u f a c t u r e r  
wh o  m a k e  l o a d e r s  a n d  e x c a v a t o r s .

P ro p o s a ls : A t  p r e s e n t  i t  i s  d i f f i c u l t  t o  see i f  th e re  a re  a n y  
p o s s ib i l i t i e s  o f  c o - o p e r a t in g  w i t h  a n y  S w ed ish  f i r m .  A t  le a s t  
y e  can send  them in f o r m a t io n  on  S w ed ish  t r a i l e r s  and  lo a d e rs  
f o r  t h e i r  s tu d y .|

such as t r a i l e r s  o f  v a r i o u s  s i z e s  a n d  w a t e r - t a n k  t r a i l e r s
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SCAND1ACONSULT PRELIMINARY
MATCHING

Malmo 1962-05-07 58.0648-01

RECIPIENT ENTERPRISE

EC3 Tanta Motors Comp a n y
KN4 T.J. C o t t i n g t o n  and partners

CANDIDATE PARTNER ENTERPRISE
AB Linde-PML

Bo x  33, S-334 00 ANDER S T O R P  

0371-16100 Telex: 70191

Eje Dahlin-Karlsson

30 M  SEK Employees: 120

Axles, wheels, mechanical brakes etc for 
agricultural, forestry and industry vehicles

Name:
Address:
Phone:
Managing director: 
Contact person: 
Turnover:
Product mix:

1982-04-30 Phone call to Mr. Eje Dahlin-Karlsson

The company is o w n e d  by Mr. Dahlin-Karlsson, since autumn 1981. 
He is very interested in the project and will furnish some com­
pany information n ext week. In return he will get information 
on the recipient enterprises.



SCANDIACONSULT 

Ma Imo

PRELIMINARY
MATCHING
1982-05-07 58.0648-01

RECIPIENT ENTERPRISE 

KN4 T.J. C o t t i n g t o n and Partners
EC3 Tanta M o t o r s  C o m p a n y  

CANDIDATE PARTNER ENTERPRISE

Name: AB K.M. A n derssons Mekaniska

Address: s-930 10 l Sv An g e r

Phone: 0913-10320 Telex:

Managing director: 

Contact person:

M a r t i n  A n d e r s s o n

Turnover: 12 M SEK Employees: 30

Product mix: Tra n s p o r t  v e h i c l e s  for agricultural, 
forestry and industry purposes

1982-05-05 Letter retrieved
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1. GENERAL

1.1 Name and address of enterprise

Tanta Motors Company 
Moudirieh St.
P.O.Box 111 - Tanta 
Phone: 2570, 4191 
Telex: 93231 TMCO UN

1.2 Contact person

Mr. Abed Abou Freihka

1.3 Form of ownership 

Private independent

1.4 Invested capital 500,000 L.E.

1.5 Annual turnover

Last year 2.5 M L.E. 0.6 M L.E. own
This year (est.) 3.0 M L.E.

1.6 Year established

1950 - subdealer 
1964 - manufacturing

2. PERSONNEL

2.1 Managerial and engineering staff

Managers 2
Engineers 4

2.2 Clerical staff 80

Sales staff 15

2.3 Workers 100

Skilled 60
Service personnel 20 
Unskilled 20

EC3

production
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3. PRODUCTION

3.1 Products
Trailers, tank trailers, thrashers, ploughs, land levelers, 
grain crusher/separator.

3.2 Main production processes
Sheet metal and shapes cutting, shaping and welding. 
Machining. Assemblying. Painting-

3.3 Main machinery

3.4 Factory premises
Roofed production area 3,000 m2
Roofed storage area 5,000 m2
Age of buildings 5-15 years

3.5 Production volume
Trailers 300 units per year. 
Manufacturing volume is going to expand.

3.6 Current collaboration agreements
The company is the sales agent for a great number of foreign 
manufacturers, mainly within the agricultural equipment sector. 
They negotiate with an Italian company to start manufacturing 
excavators on joint venture basis.

3.7 Quality control -

3.8 Input materials
Sheet metal and shapes locally available.
Axles, disc brakes, wheels, turning tables etc. imported from 
Italy.

3.9 Utilities -
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4. MARKETING

4.1 Main market
Agricultural local market

C
Distribution
Own sales staff for the own products as well as the imported.

4.3

•

Competitors 
Mainly imports.

4.4 Market demand
The market for agricultural equipment is growing rapidly.

4.5 Market share
Excavators (imported) 80 Z  
Trailers ^  8 2

4.6
Ç

Market surveys
Are planned for new products.

•
4.7

(

•

Future plans
Export to the Arabic countries and Pakistan.
One trailer exported to Saudi Arabia to check the market. 
The prototype grain crusher/separator sold to Pakistan.

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products
Improvement of quality and design of present products.

5.2 New products in present product line

»

Excavators (collaboration with Italian company, Argenterio). 
Tractor front loaders.
Grain crusher/separator.
Agricultural equipment.

A
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5.3 New products outside present product line -

5.4 Projected market demand
Excavators 
Front loaders 
Trailers
Grain crusher/separator

5.5 Projected plant capacity 
Corresponding to the market demand.

6. COMMENTS
The financing capacity of the company seems to be good, as 
the Italian part ot the excavator joint venture is small.
The requirements of the company are technical and managerial 
assistance. Licencing agreements are not desired.
The manufacturing of 400 excavators and 150-200 front loaders 
will give 100 Z profit on the capital per year. For this pro­
ject machinery, manufacturing technique and training is re­
quired.
Government manufacturing licences for trailers limit the utili­
sation of the factory. They get a licence for a certain number 
of trailers which are produced and another amount of trailers 
free of licence is also produced.

400 units per year 
150-200 units per year 
400 units per year 
80-100 units per year
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PROPOSAL
1982-10-11

F age 1

Malmò 58.0648-01

Recipient enterprise

Tanta Motors Company
P.O.Box 111
Tanta
Egypt

Contact person: Mr. Abed Abou Freihka, Managing Director

Technological requirements of the recipient enterprise 

o Technology for front loader for agricultural tractors, 

o Technology for excavators,

o Technology for grain crusher-separators.

o Technology for improvement of quality and design of present products.

Partner enterprise

Kjallstroms Mekaniska Verkstad AB 
-535 00 Kvânum 

S> eden

Contact person: Mr. Arders Lindahl, Marketing Manager

For further information, please refer to the attached enterprise description.

Available technology of the partner enterprise

Kjallstroms Mekaniska Verkstad AB, KELLVE, is a subsidiary to AB Nordstroms 
Linbanor, the major Swedish supplier of materials handling equipment, especially 
within the bulk materials sector. K ELLV E, being established in 1890, has specialized 
in two different fields:

o Front loaders for agricultural tractors of most brands available in Europe.

o Industrial belt conveyors, mainly for rock crushing plants, pulp and paper 
industry, metalurgical industry and coal fired district heating plants.

For further information on the products, please refer to the attached pamphlets.
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Proposed framework for future collaboration

During a visit to KELLV E on October 8, 1982, Mr. Anders Lindahl showed great 
interest in the project after studying the previously submitted information on 
Tanta Motors Company. The following sketch on the future collaboration was 
discussed:

o The proposed collaboration will develop in three steps during some years.

o Step 1: Tanta Motors Company, TM C , will be the agent for KELLVE's front
loaders within Egypt and the Middle East area. A ll the manufacturing will 
be made in Sweden.

o Step 2: TM C  will manufacture the implements and the tractor mounting 
brackets.The front loader booms system including the hydraulics will be 
manufactured in Sweden.

o Step 3: A ll the manufacturing of the front loaders for the Middle East region 
will be done in Egypt by TM C  on licence or in a joint venture company.



Enterprise description.

1 . General
1.1 Name and address of enterprise 

Kjallstroms Mek. Verkstad AB 
S-535 00 KVXNUM Sweden 
Phone 46.512.92400
Telex 42029 Kellve S 
Telefax 92432

1.2 Trade Mark 
Kellve

1.3 MD Mr Bo Lindskog
1.4 Contact person

Mr Anders Lindahl
1.5 Form of ownership

Fully owned by AB Nordstroms Linbanor 
Member of the Incentive group

1.6 Annual turnower
Last year 31 milj. SEK
This year (est) 40 milj. SEK

1.7 Year established 
1 8 9 0 Family own

2. Personnel
2.1 Management group 6
2.2 Technical staff 10
2.3 Sales staff 6
2.4 Clerical staff 20
2.5 Workers

Skilled 60
Unskilled 10

3. Production
3.1 Products

Belt conveyors, Frontloaders for agricultural tractors, 
Litting devices for futter.
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3.2 Main production processes
Sheet metal and shapes cutting, shaping and welding. 
Machining. Painting. Assemblying.

3.3 Factory px’emises 2Roofed production area 5700 m2storage area 1200 m 2Office area 900 m
4. Marketing
4.1 Main market

Agricultural market in Sweden, Norway and Great Britain.
Industrial market in Scandinavia and as subsupplayen world 
wide.

4.2 Distribution
Through dealers for agricultural machinery and as subsuppla- 
yer of conveyors for quarries, mines, papermills etc.

4.3 Future plans
Direct Export of the whole product range to importer in 
more contries, world wide.
We are interested in all kinds of agreements or a mixture 
of both.

(
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ANNEX No. 12

C O LLA BO R ATIO N  PARTNERS

Engineering Systems P. Ltd., Bangalore, Karnataka, India (ES) 
and
Svedala-Arbrâ AB, Svedala, Sweden (SA).

SELECTION PROCEDURE

During the visit to Sweden by Mr. S.R. Vijay, Managing Director of Karnataka 
State Small Industries Development Corporation, some light engineering indust­
ries were visited to give Mr. Vijay an opinion about Swedish industrial business. 
One of the industries visited was Moving AB and due to the good contact 
established between Mr. B. Franzgn, Managing Director of Moving, and Mr. 
Vijay, the latter promised to introduce the Mission members to a materials 
handling company in Bangalore to match Moving, being one of the major 
materials handling equipment suppliers in Sweden. The Indian enterprise Mr. 
Vijay had in mind was ES.

The impressions from the visit to ES during the Mission in May-June, 1982, were 
put down in the Enterprise Description (subannex 12:1). The following came out 
of it:

o The managerial and technological capabilities of the company were convin­
cing.

o A very good company presentation was submitted.

o The company is in an expansion phase and needs some new products to 
utilize the production capacity.

o ES already has international collaboration to supplement its own products.

o ES already has established a business contact with the Swedish enterprise 
AB Siwertell on continuous ship unloaders. As Moving is a subsidiary to 
Nordstroms Linbanor, which is the main competitor of Siwertell, it was
decided to drop the contact with Moving to avoid interference in the
ongoing business contacts.

ES furnished supplementary data about the company in a letter dated July 8, 
1982 (subannex 12:2).

After the Mission, there was a screening procedure based on the information now 
available. As most of the criteria for the selection of the projects to be
continued were fulfilled, ES was put in the group of potential recipient
enterprises, which should be finally matched with Swedish enterprises.



MATCHING PROCEDURE

One of the fields, where ES requested assistance, was stackers and reclaimer for 
bulk materials handling. The only manufacturer in Sweden of this type of 
equipment, AB Vretstorp Verken, was contacted and they were interested to 
discuss further, and a preliminary collaboration proposal was worked nut before 
they pulled out due to low business activity and internal problems at the time.

The second field in which ES requested assistance was heavy crushing and 
screening equipment. The main manufacturer in Sweden of this type of equip­
ment is SA and they showed immediate interest in the project when contacted. 
After studying the information available and after a meeting with Scandiaconsult 
a Collaboration Proposal was worked out.

C O LLABO R ATIO N  PROPOSAL

The Collaboration Proposal is attached (subannex 12:3) and contains the follow­
ing framework for future collaboration:

o The collaboration will be implemented in three steps during some years.

o In step 1 SA will supply complete crushers and screens, while ES will make
steel structures for these, supply conveyors and make the erection work.

o In step 2 ES will manufacture the throughs and frames for feeders and 
screens and SA will supply the machineries.

o In step 3 ES will make screens and feeders on licence.

NEGOTIATIONS

As SA was not able to participate in the Group Vis't to Maimoe, Sweden, April 
5-8, 1983, it is left to them to contact ES to set a time for a meeting this 
summer.

P R O JECT STATUS JUNE 83

The parent company of SA, Allis Chalmers Inc., has recently taken a decision to 
start up a subsidiary in India, which means that in the long run all activities 
within the Allis Chalmers Group in India will be directed through this new com­
pany. However, SA offers ES to collaborate on a case to case basis until further 
notice. This information has been submitted to ES via telex (subannex 12:4).

PROJECT STATUS OCTOBER 83

According to Mr. R. Wickstrom of SA, the management of SA will meet with
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parent company Allis Chalmers in early November 1983 to discuss future 
strategy of SA. The proposed collaboration with ES will then be brought up. Mr. 
Wickstrijm will inform CAS/UNIDO on the outcome of the meeting. If SA is 
allowed to operate on the Indian market, they are interested in re-establishment 
of the contact with ES.

Comments

UNIDO is recommended to contact SA in late November 1983 and thereafter, if 
of interest to SA, promote further contacts between SA and ES.

A
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1 . GENERAL

1.1 Name and address of enterprise IB 19
Systems
1-A, Peenya Industrial Area, Phase II 
Bangalore 560058
Phone: 31742, 38371, 38372, 38373 
Telex: 845-549 SYSMIN

1.2 Contact persons
Mr Jagdish Chandani, Managing Director 
Mr Arvind K. Bhide, Director

1.3 Form of ownership.

1.4 Invested capital. -

1.5 Annual turnover
Last year 41 M RS
This year (est) 60 M RS 
Next year (est) 100 M RS

1.6 Year established: 1966

2. PERSONNEL

2.1 Managerial and engineering staff 
Managers 8

2.2 Clerical staff. -

2.3 Workers, total 250
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3. PRODUCTION

3.1 Products
Materials handling equipment, especially conveyors and
elevators for bulk materials
Turn key materials handling systems

3.2 Main production processes. -

3.3 Main machinery.-

3.4 Factory premises

Rooted production area 
Total land area 
Age of buildings

Bangalore
3 000 m2 
21 000 m2 
10 years

Hosur
2 100 m2 

60 000 m2

3.5 Production volume. -

3.6 Current collaboration agreements
Weighing and bagging equipment - S:t Regis, USA - licence 
Truck unloading equipment - Beumer W. Germany - techn assistance 
A new factory will be built for these products.
Continous shipunloading equipment - Siwertell, Sweden - business 
collaboration.

3.7 Quality control
Inspecition and quality control department with modern 
equipment.

3.8 Input materials. -

3.9 Utilities. -
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4. MARKETING

4.1 Main market 
Local market
Power stations, fertilizer, chemical and cement factories, 
mines, steelworks and pulp and paper mills.
Reference list is available at Scandiaconsult.

4.2 Distribution. -

4.3 Competitors. -

4.4 Market demand. -

4.5 Market share. -

4.6 Market surveys. -

4.7 Future plans. -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products. -

5.2 New products in present product line
Heavy duty equipment ~ belt, apron, scraper conveyors with 
capacities of 8 ~ 10 000 tons per hour.
Crushing and screening equipment.
Stackers and reclaimers.
Light, preassembled, materials handling equipment.

5.3 New products outside present product line. -

5.4 Projected market demand. -
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5.5 Projected plant capacity. -

6 . COMMENTS



ENGINEERING SYSTEM S PRIVATE LIMITED

J U L Y  08. 1 5 3 2

Hr. V/asakamal 
D e v e l o p m e n t  O f f i c e r  
T e c h n o l o g y  T r a n s f e r  D i v i s i o n  
U N I D O
V I E N N A  (Austria)

D e a r  Sir:

Re: A p p l i c a t i o n  f o r  t r a n s f e r  of technolocrv-

v Je re f  er-.^bpTt^e^iXit-^of->lr.¿Thomas. Grharn..of S c a n d i a  
C o n s u l t a n t s  a n d  Mr. S.M. Kull u r ,  A s s i s t a n t  D e v e l o p m e n t  
Officer, U N I D O ,  t o  o u r  f a c t o r y .

T h e  t w o  w e r e  v e r y  m u c h  i m p r e s s e d  w i t h  o u r  set up and 
th e  e q u i p m e n t s  w e  ar e  m a n u f a c t u r i n g  f o r  M a t e r i a l  H a n d l ­
ing a n d  s u g g e s t e d  t h a t  w e  c o u l d  d o  b e t t e r  b y  i m p o r t i n g  
t e c h n i c a l  k n o w - h o w  f r o m  a b r o a d  w h i c h  c o u l d  a s s i s t  u s  i n  
the m a n u f a c t u r e  o f  a l l i e d  p r o d u c t s  i n  th e  f i e l d  o f  
M a t e r i a l  H a n d l i n g .

W e  a r e  e n c l o s i n g  c u r  a p p l i c a t i o n  d u l y  f i l l e d  i n  w i t h  a 
r e q u e s t  t o  s u g g e s t  us f r e s h  p r o d u c t s  f o r  w hich w e  c o u l d  
i m p o r t  k n o w - h o w *  i n  India.

I n  t h e  e v e n t  y o u  f e e l  t h e r e  is any o t h e r  i n f o r m a t i o n  
y o u  need, p l e a s e  feel fre e  to w r i t e  to us.

T h a n k i n g  you.

Y 0ur s  f a i t h f u l l y ,  •
f o r  E N G I N E E R I N G  S Y S T E M S  P V T  L T D

M a n a g e r  ( A d m i n i s t r a t i o n  &  Accounts)

Enel: A p p l i c a t i o n  f o r  t r a n s f e r  of t e c h n o l ^ ^ '

Regd. O ffice : 385, 13th Main, Rajmahal Vilas Extension, Bangalore-560 080. Phone: 3 1 7 4 3

Post Box No. 582B. Peenya Industria l Estate. Bangalore-560 058. P hone : 38306 G ram s: SYSTEM
. — ------- _ Te le x  845- S ~

- H A R K I S H E N - C H A N D A N T

r:

Form No. 100003/0482
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S Y S T E M S  

Q U E S T I O N A I RE

i

B A C K G R O U N D  I N F O R M A T I O N  ON 
S M A L L  A N D  M E D I U M - S C A L E  L I G H T  E N G I N E E R I N G  

I N T E R E S T E D  IN P L A N T  L E V E L  C O - O P E R A T I O N  F O R 
T R A N S F E R  OF T E C H N O L O G Y  '

!

¡1

i

(A l l  information provided in th is  questiònnaire w i l t  be treated  
with s t r i c t  con f ident ia l i ty ,  and w i l l  be used by UNIDO to

I
id en t i fy  an appropriate partner enterprise in the SWEDEN for

».
negotiating a technology transfer  agreement)

X
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1.

2 .

3.

4.

5.

6.
7.

8.

9.

QUESTINs

I
GENERAL | 
Name & adc 
enterprise

1
Name of ir  
to contact^ 
(Telephone

ŒRE

Î
::ess of

S Y S T E M S  MANUFACTURIN' 
P R I V A T E  L I M I T E D

dividual

No)

Systems Manufacturing Pr ivate  Limited 
1-AA Peenya Industr ia l  Area |
Phase II#  Peenya li
BANGALORE -  560 058 (Karnataka)

a. Mr. Jagadish Chandani
Bangalore Phi 38497 Off

32110 Res î

f
Year Established

. r
Any expansion o r  modemi 
sation since plant  
f i r s t  beg4V operations;  
i f  yes# please specify .

li

Total area'1 in sg.mts 
of Plant floor sDacefcf
Value of average 
annual sails in 
l a s t  threj j; yea rs .

Total i'nve

b. Mr. Arvind K. Bhide
Bangalore Phi 38306 Off

367890 Res

1971 (went into production  
in 1973)

î I,
n

¡¡, î

i
i

From the time we began production 
we have spent Rs. 26 lakhs £or|; 
the addition and replacement 
machinery, expansion o f  the fac t ­
ory and administrative bu i ld ing .

I'ii

3#000 sq.mts

1981 Rs. 32.00 M il l ion
1980 Rs. 25.00 M il l ion
1979 Rs. 17.50 M il l ion

sted Capital r s . 4.q M i l l ion

Is th is  aij' independent 
enterprises or a 
Subsidiary?

A
Form of ownership 
(p r iva te ,h' partnership.

Independent

i •1 ' î 
î

Sl r
î !*

E N G I N E E R I N G  SYSTEMS 
P R I V A T E  LIMITED.

Engineering Systems Private Ltd. 
P lo t  Nos, 99 & 100 
SIPCOT Industr ia l  Complex 
HOSUR -  635 126 (Tamilnadu)

Mr. Jagadish Chandani 
Bangalore Phi 38497 Off

32110 Res
Mr, Arvind K. Bhide 
Bangalore Phi 38306 Off  

367890 Res

1978 (went into production 
in la te  1980)

Expansion being planned in 
Mysore with a cap ita l  lay-out  
of Rs, 1.15 iro res  to manufacture 
Special Purpose machines such as 
Packing (Bagging and weighing) # 
Truck and Wagon Loaders# Clinker  
Transporters# Bag divertors etc.

2#500 sq.mts.

1981 Rs. 10.00 Mil l ion
1980
1979

Rs. 5.5 M il l ion .

Independent

4
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_______ n
Q U E 5 T I N N A I R E A ' g M S  MANUFACTURING PRIV/A

II
1 .

3.

Ill
1 .

P E R S O N N E ’ j
M a n a g e r !  
Staff:

Educatioi

Experien-

./Engineering

Total No
-  Cleric.
-  Draugh'
-  Skille<
- S e m i - s

of
(:. S ta f f
t,
qmen
''i1!|Workers 
i l l e d  Workers

-  Contrai |t Labours
-  Traine'
-  Appren

No. of  w 
annum an<

ces

^k ing  days per 
(IjNoi of  sh i f t s  

per day jtand hours/shift )

PRODUCT! i!5i

Managerial 
20

P o s t  G r a d u a t e s  2
D o u b l e  G r a d u a t e s  8
Graduates 20
D i p l o m a  H o l d e r s  10 |
Chief Executives with over 20 
experience; others with an av 
of 10 years experience

62
18
50
22
20

15
13

300
Two Sh ifts  per day
Eight hours per Dhift

LTD' I

Engineer4
20

1

Described I jr le fk ly  your
current I> 
and in pi 
the prod} 
ducing i
table together with the
addition
indicate*

2. Was your

tysiness ac t iv i ty9t icu la r ,  l i s t  
ts you are pro-  
the attached

information

production volume 
n t  n r  h n t n w  n i n n i  r n n n r l i v

i^ors

Material  Handling Equipmeh 
l ik e  Be lt  Conveyors, Screw 
Conveyors, Over-head Conver 
Coal, Lime-stone Crushers,'! 
Packing Plants e tc . ,  and Compo­
nents like Rollers, Idlers!] 
Pulleys etc.

ing

I
yrs
rage

:s

E N G I N E E R I N G  S Y S T E M S  PRIVATE LTD.

M a n a g e r i a l
12

E n g i n e e r i n g
8

Post Graduates N i l
Double Graduates 2
Graduates 10
Diploma Holders 8
Chief Executives with over 20 yec 
experience? others with an averac 
of 7 years experience.

20
N i l
50
20

10
30
N i l

300
Two Shifts  per day 
Eight hours per Sh i f t .

Materia l  Handling Equipments l ike  
Belt  Conveyors, Screw Conveyors, 
Over-head Conveyors, Coal, Lime 
Stone Crushers, Packing Plants et 
and Components l ike  Rollers ,  
Id le r s ,  Pulleys etc.

4



V

QUESTIONNAIRE i r

ini'

. ■». • M t, M ‘ i '<

SYSTEMS MANUFACTURING PRIVATE,’LTD
3.

4.

5.

6 .

IV
1 .

Describe
product!  
you empl
i.

Are you 
involved  
ing, pat 
form of 
a foreigjf) 
so, plea

jb r ie f ly  the 
ph process
№yh
Currently 
in any l ic en s -  

bnt or other  
Agreement with 

concern? I f  
de specify .

L i s t  inp 
purchase 
local  av

i[ts material you 
and indicate  

i n a b i l i t y .

Indicate 
and Unit 
utilitie 
ctricity 
you use any diff 
their av

the amount 
price  of 
. ( f u e l , e l e -  

water, etc) 
nd describe  

llculty in 
id l a b i l i t y

i

M A R K E T
What is  
to ta l  de 
product ; 
mary mar

:he estimated 
iiand fo r  your 
Ln your euste­
nets.

Normal welding to fabricate Structural components, machinen* 
ing. Assembly and Site Erection

(a) Steel, (M.S. p lates,  sheets, 
rounds and structura l  sections)

(b) Special A lloys, Rounds arjd Flats
(c) Standard components, geatjboxes  

E lec t r ic  motors, Be lt ing| , 
bearings, plummer blocks'*

(d) Castings to our design a ĵd 
spec i f ica t ion

Almost a l l  items ava i lab le  ltfbally.

E le c t r ic i t y  Unit • ¿000 
Unit Rate , Rs. 0,80

■I

Power Cut about 30%

*
etc.

Approximately Rs. 6,000/- 
M il l ion  per year

S

ENGINEERING SYSTEMS PRIVATE LTD

Normal welding to fabr icate  
Structural components, machinen- 
ing, Assembly and S ite  Erection,

1) Packing machines (Weighing & 
Packing) -  St. Regis Paper Co. 
U.S.A.

2) Clinker Conveyors and Truck St 
Wagon Loading Equipments. 
Beumer Maschinenfabrik KG 
West Germany.

a) Steel (M.S. P lates, sheets, rc 
and structural sections.

b) Special a l loys,  rounds Sc Flats
c) Standard components, gear boxc 

E lectr ic  motors, be lt ings  
bearings, plummer blocks etc.

d) Castings to our design and 
Specificatidm.

Almost a l l  items ava i lab le  locally

E le c t r ic i ty  Unit 3000 ■ Need 8000 
Unit Rate Rs. 0.95

Tamilnadu has Power Cut and load 
shed down frequently during 
summer months.
A generated Diesel 400 I ts  
Unit rate Rs. 3.25 per I t .

Approximately Rs. 6,000/- Million  
per year.

4



V

QUESTIONNAIRE

2 .

3.

4.

V.
1 .

What are 
tion cha 
keting y

your d ist r ibu -  
pels fo r  mar- 
ur products?

I s  the Gi 
of your

¿¡vernment one 
ç'ustomerw

What are! 
ions of 
your pro

CO-OPERA
Which of! 
are your

the project -  
demand fo r  
qucts?

i

C ;

'}■•Vi:

i:ON PROPOSAL
:he fo l lowing  
contemplating

SYSTEMS MANUFACTURING PRIVAT jjTD

Oyr products are custom b u i l t  as 
per spec i f icat ions  of  Clinets',  |i 
Offers are made against tenders 
f lo t ted  by Govt., Qusi Govt. |i!and 
other b ig  industr ies .  Canvasing 
and fo l low-up of the o f fe rs  is, 
done through experienced agehts 
appointed in each sector a l l  j 
over India

Yes (Major C lients )

The 6th F ive-year Plan envisages 
a tremendous growth and expansion 
in core industr ies .  The demand 
of material handling equipment'is 
estimated to increase by 100%;'' 
over the Plan period. ¡¡!j

; I u 
!'!• 
■ »■:.

I ■ ?
Introduce new product l i n e i s ) 1̂ ’ 
Mainly in this area ;

4

ENGINEERING SYSTEMS PRIVATE LTD
Our products are custom b u i l t  as 
per s p e c i f i c a t i o n s  of Clients*  
Offers  are made against tenders 
f lo t ted  by Govt., Qusi Govt, and 
other b ig  industr ies .  Canvasing 
and follow-up of the o f fers  is  
done through experienced agents 
appointed in each sector a l l  
over India ,

Yes (Major C lients )

The 6th Five-year Plan envisages a 
tremendous growth and expansion in 
core industr ies .  The demand of 
Material Handling Eq ipment is  est 
mated to increase by 100% over the 
Plan period.

The demand from exist ing  industrie  
and under the expansion for  Packin 
machines, Truck and Wagon Loaders, 
Clinker Transporters is  expected t 
be around 200 crores in the coming 
year F ive-years .  There i s  hardly  
any competition in th is  f i e ld  and 
we expect to do a business of 
Rs. 20 Crores over the Pland perio  
with about 1.5 to 2 crores in the 
f i r s t  year (Our expansion programm 
in Mysore) .

Introduce new product l in e ( s )  -  
Mainly in this area.

4
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Q U E S T I O N N A I R E

2 .

3 .

4.

Please st  
your plan  
resources

PJ-'Specify  
capacity  
production  
fo r  each jj> 
aqu is it ion
technology'

Please de$ 
of techno 
how you n<fc 
the plans]

* I I I 1 t* » , I . U , * ■

S Y S T E M S  M A N U F A C T U R I N G  P R I V A T E

p reason fo r  The Government of India is  emp 
hnd f in an c ia l s is in g  a rapid growth in core 
bu can mobilise section lik e  power, coal,
' Cement, f e r t i l i s e r s ,  sugar gre

etc.

ejected p lant  
rjd annual 
programme 

taduct a fte r  
:>f new

j: r ibe  the kind 
:gy and know- 
ed to implement 
you propose. Technical

Design and manufacturing 
process involved.

advice

a—
I
I

l[!ns

5

E N G I N E E R I N G  S Y S T E M S  P R I V A T E  LTD.

The Government of India is  emphasi: 
ing a rapid growth in core section: 
l ik e  power, coal, cement, f e r t i l i ­
sers, sugar, grains etc.
Financia l Resources» Plan Capital 
la y -o u t  i f  Rs.1,15 crores fo r  our 
Mysore P ro j ic t .  Further investmeni 
w i l l  be made by Equity contributioi 
from the public , repldmghing p ro fU  
other than benefits  ava ilab le  from 
the Government (Central and State) 
f in an c ia l in st itu t ions  and commer­
c ia l  banks.

The P lant capacity can be increasec 
2 to 3 fo lds as we w i l l  have land 
f a  ava i la b le  fo r  expansion.
Annual production programme fo r  the 
products can be estimated only aftc 
the acqu isition  of furnished technc 
logy depending upon the demand fo r  
the product/products in our country 
and in the export market.

Design and manufacturing process 
involved.

Technical advice.
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PROPOSAL
1982-10-12 58.0648-01

COLLABORATION Page 1

Recipient enterprise 

Systems
1-A, Peenya Industrial Area, Phase II
Bangalore -  560058
India

Contact persons: Mr. Jagdish Chandani, Managing Director
Mr. Arvind K . Bhide, Director

Technological requirements of the recipient enterprise 

Technology for the manufacturing of: 

o Heavy duty bulk materials handling equipment, 

o Crushing and screening equipment,

o Stackers and reclaimers for bulk materials handling, 

o Light preassembled materials handling equipment.

Partner enterprise

Svedala-Arbrâ AB 
S-233 00 Svedala 
Sweden

Contact persons: Mr. Ingvar Ottosson, Marketing manager
Mr. Roland Wickstrom, Export Manager

For further information of the company please refer to the attached enterprise 
description.

Available technology of the partner enterprise

Svedala-ArbrS AB was founded in 1882. Initially agricultural equipment was 
the main product but soon rock crusher production started. Nowadays crushing 
and screening equipment for quarries and mines is the main product. Other products 
in the manufacturing programme are waste disposal plants, bag filling machines, 
snow-plows and other snow-removal equipment.

Svedala-ArbrS AB is a subsidiary of Allis-Chalmers Corp., USA since 1974. There 
are about 1 000 employees in the company most of them working in the factories 
in Svedala and ArbrS.

For further product information please refer to the attached pamphlets.

M. J
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Proposed framework for future collaboration

During a visit to Svedala-ArbrS on October 11, 1982, Mr. Roland Wickstrom showed 
great interest in the project after studying the previously submitted information 
on Systems. The following sketch on the future collaboration was discussed:

o

o

o

Systems will be the representative of Svedala-Arbr9 s crushing and screening 
equipment on the Indian market and the collaboration will develop in 
three steps:

Step 1: Svedala-ArbrS AB supplies complete crushers and screens. Systems 
manufactures steel structures and chutes for these. Systems also supplies 
belt conveyors and makes the erection work.

Step 2: Systems will manufacture the troughs and frames for feeders 
and screens and Svedala-ArbrS AB supplies the machineries.

Step 3: Screens and feeders will be totally made in India. Even the 
manufacturing of crushers may be done in India in the future.

(
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QUESTIONNAIRE

Name of C om pany

To be completed, preferably typewritten, by companies interested in CERN's r equipments 

5VEDALA-AR0RA AB

AdJress ___

_ SWEDEN „ , , S -2 33 00 ^ SVEDALACountry — ....... Postal code ............  Town ........ .............. ....

Telephone No. AA-AQ-ItO 1! 00 Telex No. 3 2 3 9 0  SASVED S

Year of establishment 1882

Turnover in Swiss francs Million SEK 280

Registered capital
Million SEK. 6? 

f 1981for year ---------

Total personnel numbers 

Personnel in design office

90«t

68

109including ........... .... qualified engineers

i.85in workshop -________  on work sites

Skandinavi ska Enskilda Banken, Malmo, Svcnska Handels- 
Bankers (Tull name and address) ---- ------- _---- ---------- -------------------- --------
banken, Malmo, Skanska Banken, Svedala, (all in Sweden)

Postal cheque account

Subsidiary of which group of companies

__ Account No. _

_ Account No. —

A H  i s-Chalmers Corp, Mi lwa_ukee, _uj_sc; 

Svedala-Arbra AG, Orelfingen

U.S.A.

Rcp'esrntation (if any): in Su-iuerland

in France _______ EMMlSA...S-i\-yAT.C...Ex.anLce.....Rar.i.5..........

ACTIVITIES (please indicate below the codes relating to your activities according to our attached list of codes)
180.7

THE MOST IMPORTANT P.EFERENCES A N D  COMMENTS, IF A N Y
The dominating sector in the Company product progranne is Crushing and Screening 

equipment for the.gravel, stone and mining industries. Main references, see

encl. list of companies. _ _ _____ ____________ _

_ . Svedala-Arbra AB
Date Ocl. 15, 1982 Signature and company stamp J Z - nrf n^r^^tmant

•• N . . .  . .Name end position of signatory . / 7 . rTT. . .  .  ......................................  s
Roland V/ickstro 
Export Sales Manager

K i 7 i : - o i
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( G e l e r e i  I r f o r m o t i e n ,  000— 099)

200 Crushing and screening machinery, 
general

( I n f o r m a t i o n  o n  o t h e r  p r o d u c t s ,  100— 199, 3 0 ^ — 999)

C.roupt >n a f* noi
i n c l u d e d  h e r e  t l  n fl*  t p f ' - t a t  

f o l d e r »  o r  r em it te r »  a re  

ot a i l a l ' l r  f o r  t he te .

F E E D E R S
210 General
211 A p ro n  and belt
212 Reciprocating and rotating table
213
214 Free-swinging vibrating

C R U S H E R S
220 General 225 Roll crushers
221 Double toggle jaw crushers 226
222 Single toggle jaw crushers 227
223 Cone and gyratory  crushers 228
224 Im p a ct breakers 229 Diverse

215 Forced-motion vibrating
216
217
218 Feeder stations
219 Diverse

M I L L S
230 General
231 H a m m e r  mills
232 Disintegrators
233 Rotating mills
234 V ib ra tin g  mills

235
236
237
238
239 Diverse

S C R E E N S
240 General 245 T r o m m e l  screens
241 Free-swinging, circ. m otion 246
242 Free-swinging,linear motion, mech. 247
243 »  »  »  elmagn.248 Gyratoryscreens, airsepara
244 Forced-m otion screens 249 Diverse

W A S H I N G  and WET-CLASS IFY ING  E Q U IP M E N T
250 General
251 Classifiers without moving parts
252 Conveying classifiers (screws etc.)
253 V ib ra tin g -typ e  classifiers
254

255
256 W ashing drums
257
258
259 Diverse

260 General
261 
262
263
264

265
266
267
268
269 Diverse

C O N V E Y I N G  E Q U I P M E N T
270 Ge n e ra l 275
271 Elevators 276 Dragline winches
272 Belt conveyors 277
273 O t h e r  mechanical conveyors 278
274 279 Diverse

C R U S H I N G  and S C R E E N I N G  P L A N T S
280 Ge n e ra l 285
281 M obile  plants 286
282 Station ary  plants 287
283 A s p ha lt  plants 288
284 289 Diverse

S T O R A G E  B I N S  and D I V E R S E  M A C H I N E R Y
290 General
291 Stora ge  bins and accessories
292
293
-10.4 ^  ~

295 Mixers
296
297
29B W eighing equipment
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32390Z SASVED S 
r c v ^  V y $ Q  Telex 3760 1983-05-31

ATT.: MR. BHIDE

C O LLABORATION P R O P O S A L

WE REGRET THAT WE H A V E  N O T  B E E N  ABLE TO A N S W E R  Y O U  E A R L I E R  IN THIS  
MA T T E R  DUE TO E X T E N S I V E  T R A V E L L I N G  AND T H E  F A C T  T H A T  W I T H I N  OUR 
MOTHER COMPANY D I S C U S S I O N S  H A V E  BEEN H E L D  TO D E C I D E  W H E T H E R  OR NO T  
TO FORM A D A U G H T E R  C O M P A N Y  IN INDIA.

AS OF NOW OUR M O T H E R  C O M P A N Y  A L L I S - C H A L M E R S  H A V E  T A K E N  THE D E C I S I O N  
TO GO AHEAD AND F O L L O W I N G  T H A T  WE W I L L  H A V E  TO U S E  T H I S  C H A N N E L  
WHEN AND IF THIS D A U G H T E R  C O M P A N Y  IS FORMED.

WE ONCE AGAIN M U S T  E X P R E S S  O U R  R E G R E T S  FO R  T H E  D E L A Y  IN A N S W E R I N G  
YOU BUT IT HAS NO T  B E E N  P O S S I B L E  TO G I V E  YOU AN A N S W E R  UP TO NOW.

AS THIS DAUGHTER C O M P A N Y  H A S  N O T  YET B E E N  F O R M E D  AN D  WE 
A N T I C I P A T E  THAT S O M E  T I M E  W I L L  E L A P S E  U N T I L  IT IS» WE AR E  W I L L I N G »
IF YOU HAVE AND I N T E R E S T  IN S U C H  AN A R R A N G E M E N T »  TO W O R K  T O G E T H E R  
WITH YOU ON A CASE TO C A S E  B A S I S  A C C O R D I N G  TO S T E P  1 IN OUR C O L L A B O ­
RATION PROPOSAL U N T I L  T H I S  C O M P A N Y  IS F O R M E D .

WE HOPE TO HEAR F R O M  Y O U  R E G A R D I N G  THIS C H A N G E D  P R O P O S A L .

BEST REGARDS 
ROLAND W I C K S T R O E M  
EXPORT SALES M A N A G E R

845 549 SYSM IN 
32390Z SASVED S + + +
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58.0648-01Malmo 1983-06-15

ANNEX No. 13

CO LLABO R ATIO N  PARTNERS

D. Samson Industries Ltd., Colombo, Sri Lanka (DSI) 
and
Trelleborg AB, Trelleborg, Sweden (TG A ).

SELECTION PROCEDURE

During the Mission to Sri Lanka, some of the enterprises to be visited informed 
that they could not possibly receive the Mission Members at the scheduled time.
In order to use the time available in best possible way some other enterprises 
were picked out by the local coordinating agency. One of these was DSI.

The impressions from the visit to DSI during the Mission in May-June, 1982, 
were put down in the Enterprise Description (subannex 13:1). The following came 
out of it:

o The management seemed to be well experienced in international business 
and would most likely be able to implement a technology transfer project.

o The company is manufacturer of rubber components.

o There is idle capacity, which could be used for new components with 
a higher level of technology.

o There is an intention to improve the quality and the productivity of the 
company.

o The company has a sales agent in Sweden for some ot its products.

After the Mission there was another screening procedure based on the additional 
information now available. Although there was some scepticism about the financial 
status the rest of criterias were fulfilled and DSI was put in the group of potential 
recipient enterprises, which should be finally matched with Swedish enterprises.

M ATCHING PROCEDURE

The requested technolgy is rubber technology and to get informed about the 
details and potential suppliers of it, the International Projects Department of 
TG A, beeing one of Scandiaconsult's business partners, was contacted. They soon 
found out, that the requested technology is available within TG A  and that the 
International Projects Department ¡..self deals with supply of rubber technology.



So they were interested to get into this project as well and after studying the 
information available a Collaboration Proposal was worked out.

In order not to interfere with the existing business partner in Sweden, this company 
was informed about the project and the intentions in the Collaboration Proposal 
and they had no objections.

C O LLA BO R ATIO N  PROPOSAL

The Collaboration Proposal is attached (subannex 13:2) etc.

o TG A  will make a suggestion on processes machinery and administrative 
routines required to improve quality and productivity of DSI's rubber 
factory.

o If required TG A  will assist in purchasing machinery and training personnel, 

o The remuneration will be a lumpsum payment.

PRESENT STATUS

Shortly before the Group Meeting in Malmoe, Sweden, April 5-8, 1983, DSI 
pulled out of the project.
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1. GENERAL

1.1 Name and address of enterprise
D. Samson Industries Ltd 
P.O.Box 778
97, First Cross Street
Colombo 11
Phone: 26509, 20573

SC 12

1.2 Contact person
Mr K. Rajapakse, Managing Director

1.3 Form of ownership
Independent, private, limited company.

1.4 Invested capital -

1.5 Annual turnover
Last year 35 M RS

1.6 Year established: 1962

2 . PERSONNEL

2.1 Managerial and engineering staff.
Managers and Engineers, grad 16 
Engineers

2.2 Clerical staff -

2.3 Workers, total 375
Skilled
Unskilled

275
100
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SCANDIACONSULT ENTERPRISE Annex 6:44
DESCRIPTION Page 158

3. PRODUCTION

3.1 Products 
Foot wear.
Rubber products for the automobile industry.

^ 3.2 Main production processes -

Main machinery

•
Rubber mills: 14 Nos 26"x14", 2Nos 60"x22".
Extruder, cold feed type 2i**. Boiler, 1 500 kgs.
Hydraulic vulcanizing presses: 4 Nos 48"x36" 5 daylights, 10 Nos 18"x18" 
Vulcanizing chambers: 3 Nos. Rubber cutting machines: 10 Nos.

3.4 Factory premises -

3.5 Production volume
2 shift operation, 1,5 shift shoes and 0,5 shift rubber 
products.

3.6
(

•
Current collaboration agreements
Rubber products are exported to Kaj Nygren AB, Sweden, which 
supplies Swedish automobile industry among others with rubber 
goods. The Swedish firm supplies the moulds.

(
3.7 Quality control -

•
3.8 Input materials

Natural rubber, locally available, J world market price. 
Chemicals etc imported, more expensive than world market price.

3.9 Utilities -
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4. MARKETING

4.1 Main market
Local market 90 Z
Export 10 Z

4.2 Distribution -

4.3 Competitors -

4.4 Market demand -

4.5 Market share -

4.6 Market surveys -

4.7 Future plans -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products 
Manufacturing shoes on customers design.
Improve quality and increase productivity on rubber goods.

5.2 New products in present product line -

5.3 New products outside present product line -

5.4 Projected market demand -

5.5 Projected plant capacity 
Expanding capacity.

6 . COMMENTS
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COLLABORATION PROPOSAL

Recipient enterprise
D. Samson Industries Ltd 
P.O.Box 778
97, First Cross Street 
Colombo 11 
Sri Lanka
Contact person: Mr K Rajapakse, Managing Director.

Technological requirements of the recipient enterprise
. Improve quality and increase productivity on 

rubber goods.
. Manufacturing of shoes on customers design.

Partner enterprise 
Trelleborg AB
International Projects Division 
Box 501
S-231 01 Trelleborg 
Sweden
Contact person: Mr Bengt Jonsson, Manager.

Available technology of partner enterprise
Trelleborg AB is the biggest rubber products manufacturer in Sweden 
within several technical fields. In the International Projects Divi 
sion the know how of the entire company is marketed as a separate 
product all over the world. The available technology consists of, 
among others, the following products:
. Conveyor belts and rubber sheets
. Mining products
. Industrial hoses
. V-beIts
. Tyres
. Roll lining
. General Rubber Goods
. Vibration and shock dampers
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Proposed framework for future collaboration
During a visit to TreLleborg AB on September 2, Mr Bengt Jonsson 
showed an interest in the project after the briefing on D. Samson 
Industries Ltd. The following sketch on future collaboration was 
discussed:

Trclleborg AB will make a study on the present production 
processes and make a suggestion on which machinery has to 
be added and which administrative and production planning 
routines should be used to improve productivity and quality.
If required, Trelleborg AB will assist in purchasing machinery 
and training personnel.

. The remuneration will preferably be cash payment. It should be 
investigated if there are any financial resources at UNIDO or 
SIDA.

Page 2
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ANNEX No. 14

COLLABO RATION PARTNERS

Egyptian Society for Soldering Supplies, Cairo, Egypt (ESSS) 
and
Elgasvets AB, Lerum, Sweden (Elga).

SELECTION PROCEDURE

From the report of Expolaris (subannex 14:1) and the short briefing by Mr. Thorve, 
ESSS was selected as one of the potential recipient enterprises to be further 
promoted for collaboration with a Swedish enterprise. The main reasons for 
the selection were:

o A positive overall impression of the company, 

o The management was said to be good, 

o The quality of their products is good.

o There was a desire to expand the product program with more distinguished 
components.

After the selection phase an attempt was made to make a preliminary matching 
with the two Swedish manufacturers of welding equipment AGA Welding AB 
(subannex 14:2) and Elga (subannex 14:3). They both showed interest in the project 
at this stage and submitted some information on their companies and their pro­
ducts. This was presented for the ESSS management, who found both suitable 
for their requirements of technology transfer but they ranked AGA Welding 
AB as No. 1 of them.

The impressions from the visit to ESSS during the Mission in May-June, 1982, 
were put down in the Enterprise Description (subannex 14:4). The following came 
out of the visit:

o ESSS wants to improve their gas welding products.

o ESSS has recently finished a big investment project and is now ready
to go into a new development project.

o There is a market demand of the products in Egypt.

o The requested technology is available at the preliminary matched Swedish
enterprises.

Page 14:1

58.0648-01
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After the mission, there was another screening procedure based on the additional 
information now available. Although there was some scepticism about the financial 
status, the rest of criterias were fulfilled and ESSS was put in the group of poten­
tial recipient enterprises, which should be finally matched with Swedish enter­
prises.

M ATCHING PROCEDURE

As there was a desire from ESSS to get matched with AGA Welding AB, this 
company was first contacted. However, after studying the information available, 
they pulled out due to the fact, that they belong to a multinational group and 
they are already represented in Egypt.

Then Elga was contacted and they wanted to take part of the information available 
about ESSS. After studying this, Elga agreed to work out a Collaboration Proposal.

C O LLABO R ATIO N  PROPOSAL

The Collaboration Proposal is attached (subannex 14:5) and contains the following 
framework for future collaboration:

o Elga will supply technology for the manufacturing of precision nozzles 
and the upgrading of the present products.

o ESSS will be the agent for Elga's complete product programme in Egypt 
and the neighbour countries.

Elga also rose some questions about ESSS and wanted to get these satisfactorily 
answered before going further. The questions dealt with:

o Marketing organization of ESSS and its market.

o Present collaboration agreement on the gas project.

PRESENT STATUS

A few months after the completion of the Collaboration Proposal, Elga suddenly 
pulled out of the project due to lack of managerial and technical capacity for 
this project.
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Egyptian Society for Hr. Said Iskandar
Soldering supplies Farag
P.B. 101 Cairo Director
Tel 47065 /

EGYPTIAN SOCIETY FOR SOLDERING SUPPLIES
This firm are specialists in making equipment for gas welding.
The machinery is of a high standard and the firm has good 
production facilities. They want to expand into similar products. 
There are about 25 people in the firm. The quality of their 
products is good.

P ro p o s a ls :  Send b ro c h u re s  f ro m  th e  S w e d ish  AGA on  gas w e ld in g  
e q u ip m e n t. Then th e  f i r m  ca n  e i t h e r  c o l la b o r a t e  w i t h  th e  S w ed ish  . 
company o r  t r y  t o  c o p y  t h e i r  p r o d u c ts  i f  th e y  a re  n o t  p a te n te d . : ^

I

(

I(
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RECIPIENT ENTERPRISE

EC7 Egyptian Society for Sol d e r i n g  Supplies 

CANDIDATE PARTNER ENTERPRISE

Name: A G A  W e l d i n g  AB

Address: Box 21044, S-200 21 MALMO

Phone: 040-188100 Telex: 32252 agamalm s

Managing director: M ats F r i d l u n d

Contact person: Roland A d g a r d

Turnover: 200 M  SEK Employees: 500
Product mix: Equ i p m e n t  for cutting, welding, soldering and 

systems for gasregulation and distribution

1982-05-06 Phone to Mr. Roland Adgard

Mr. Adgârd is very i n terested in discussing this project further.
The company has delivered draining-centres for weld e r s  to Hungary 
and the Soviet Union- a mong ot h e r s  and has just finished a q u o t a ­
tion for a similar t r a i n i n g - c e n t r e  to an African country through 
SIDA. They are also i n terested in licencing.
Mr. Adgârd will submit some information on the company.
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RECIPIENT ENTERPRISE

EC7 Egyptian Society for S o l d e r i n g  Supplies

CANDIDATE PARTNER ENTERPRISE

Name:
Address:
Phone:
Managing director: 
Contact person: 
Turnover:
Product mix:

E l g a s v e t s  A B

Box 306, S-443 01 LERUM

0302-1 1600 Telex: 2427 elgaler s

A n d e r s  A l f r e d s o n

Employees: 120

E q u i p m e n t  for gas weding and cutting.
F i l l e r  m e t a l  for welding and soldering

1982-05-06 Phone c a l l  to Mr. Anders Al f r e d s o n

Mr. Alfredson will c o n s i d e r  a UNIDO-project engagement.. 
He will forward some in f o r m a t i o n  on his company and looks 
forward to further i n f o r mation from the recipient e n t e r ­
prise.
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1. GENERAL

1.1 Name and address of enterprise
Egyptian Society for Soldering Supplies EC7
PB 101-Cairo
Phone: 769065, 972065

1.2 Contact person
Mr. Saied Iskandar Farag, Director

1.3 Form of ownership -

1.4 Invested capital -

1.5 Annual turnover -

1.6 Year established -

2. PERSONNEL

2.1 Managerial and engineering staff 2

2.2 Clerical staff (2-4)

2.3 Workers 25

3. PRODUCTION

3.1 Products
Gas welding and soldering equipment.
High pressure gas welding equipment.

3.2 Main production processes -
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3.3 Main machinery
1 pantograph, 2 automatic turret lathes 35 mm, 2 semiauto­
matic turret lathes 50 mm, 2 do 25 mm, 2 centerlathes 1 m 
one of them equipped for tapered threads, 2 semiautomatic 
drilling machines 16 mm, 2 drilling machines 16 mm, 1 drill­
ing machine for fine holes 0.1 mm 28,000 rpm, 1 excentric 
press 63 tons, 1 friction press 30G tons, 1 air compressor,
1 testing machine, grinding and polishing equipment.

3.4 Factory premises -

3.5 Production volume 
Nozzles 2,000 units/year.
The production at present is only 50 Z of capacity due to 
labour shortage. They try to increase the salary to get 
the labour needed.

3.6 Current collaboration agreements
A new factory for oxygen, argon, nitrogen etc. is under 
construction with German collaboration, Linde.
Import of precision nozzles from Harris, England.

3.7 Quality control 
Pressure test.

3.8 Input materials
Bars and tubes of steel and brass. No problems with the supply.

3.9 Utilities
No problems with the supply.

4. MARKETING

4.1 Main market
Public sector more than the private.

4.2 Distribution -



SCANDIACONSULT ENTERPRISE
DESCRIPTION

4.3 Competitors
Import 60 Z of the demand.
An old partner is the only competitor in Egypt.

4.4 Market demand -

4.5 «irket share
Approx. 25 Z.

4.6 Market surveys -

4.7 Future plans -

5. PROBLEMS - DEVELOPING PROJECTS

5.1 Upgrading present products 
Improve finish.

5.2 New products in present product line
Precision nozzles.
Date up technology for welding and gas cutting.

5.3 New products outside present product line
New factory for oxygen, argon, nitrogen etc. is going to 
start up this summer.

5.4 Projected market demand
There is a possibility to increase the market share.

5.5 Projected plant capacity
Expansion over present plant capacity is the aim.

Annex 6:2
Page 7
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6. COMMENTS
The owner has great experience in the field. 
The financing capability seems good.
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Recipient enterprise

Egyptian Society for Soldering Supplies
P.B. 101
Cairo
Egypt

Contact person: Mr. Saied Ishandar Farag, Director

Technological requirement*^ of the recipient enterprise 

o Improve finish of the present products, 

o Update gas welding and cutting technology, 

o The manufacturing technology for precision nozzles.

Partner enterprise

Elgasvets AB 
Box 306
S-443 01 Lerum 
Sweden

Contact person: Mr. Anders Alfredson, Managing Director

Available technology of the partner enterprise

Elgasvets AB is a well known Swedish manufacturer of welding equipment with 
a wide range of high quality products. For further information please refer to 
the attached catalogue.

Proposed framework for future collaboration

During several phone calls in September 1982 Mr. Anders Alfredson has shown 
interest in the project after taking part of the information available on Egyptian 
Society for Soldering Supplies. The following sketch on future collaboration 
has been discussed:

o Elgasvets AB will supply technology for the manufacturing of precision 
nozzles and the upgrading of the present products.

o Egyptian Society for Soldering Supplies will be the agent for the product 
programme of Elgasvets AB within Egypt and the neighbour countries.
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Further information requested by the partner enterprise

o Which is the potential market situation in Egypt and the neighbour countries 
at present?

o Please describe the marketing organization for the welding equipment 
and the welding gases.

o Does the gas plant collaboration with Lindhe include welding technology 
and equipment?

»

»

»

»
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Stockholm H Sandlund/er 1983-06-14 58.0648-01

AN N EX NO. 15

COORDINATING AGENCIES

EG YP T

Eng. <3c Ind. Design Develop. Center -  EIDDC 
P.O. Box 2267 -  CAIRO (mail address)
203 Pyramids Road -  Giza (visiting address)
Phone: 85 35 44, 85 25 50, 84 68 83, 84 53 38
Telex: 389 TA N FIZ  UN

Dr. Eng. Yusef K. Mazhar, Director General 
Eng. Ezz El-Sharkawy, Mgr of Gen. Dep. of S.S.I. and Training 
Eng. Nabil H. soliman Mgr of S.S.I. & Extension Services Dep. 
Mr. Otto P. John, S.S.I. Extension Services Adviser

KENYA

Ministry of Industry
P.O. Box 30418 NAIROBI (mail address)
Kenya House, Koinange/Monrovia Street (visiting address) 
Phone: 33 28 11

Mr. S.S. Gill 
Mr. Kenany 
Mr. Odera

INDIA

Ministry of Industrial Development 
Nirman Bhavan (South Wing), 7th floor 
Maulana Azad Road 
NEW DEHLI 110011 
Phone: 38 49 11

Mr. Kamal K. Kapoor, Deputy Director



INDIA -  ANDHRA PRADESH

Andhra Pradesh S.S. Industrial Development Corpn. Ltd.
5-9-58/B, Fateh Maidan Road
Parisrama Bhavanam. Basheer Bagh
HYDERABAD -  500029
Phone: 353 11
Telex: 155-683

Mr. Umepathy, Managing Director 
Mr. R.K. Celly, General Manager

INDIA -  K A R N A TA K A

Karantaka State S.S. Industries Development Corpn. Ltd.
Industrial Estate Rajajinagar
BANGALORE -  560044
Phone: 800 37
Telex: 0845-8182 KSIC IN

Mr. S.R. Vijay, Managing Director

INDIA -  TAMIL NADU

Directorate of Industries 
Government of Tamil Nadu 
MADRAS - 6000005 
Phone: 84 81 73, 887 53

Mr. N. Alnimooiam, Director 
Mr. G. Narayanan, Joint Director

SRI LANKA

Industrial Development Board 
615, Galle Road 
MORATUWA
Phone: 072-490, 072-326

Mr. P. Gunawardena, Chief Engineer

SWEDEN

Scandiaconsult AÛ 
P.O. Box 4560 
S-102 65 STOCKHOLM  
Phone: 08-714 70 00
Telex: 17496 CONSULT S

Mr. Thomas Grahn 
Mr. Hâkan Sandlund
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UNIDO
U N ITE D  NATIO NS INDUSTRIAL, D E V E LO PM E N T  ORGANIZATION

V IE N N A  IN T E R N A T IO N A !. CENTRE 

PO . BOX 300. A-1AOO V IE N N A . AUSTRIA

TE LE PH O NE : 20 310 TE LE G R A PH IC  ADDRESS: UNIDO V IE N N A  T E L E X : 130012

REFERENCE: 452/34 February 1983

A I D E - M E M O I R E

MEETING ON PLANT L E V E L CO-OPERATION FOR 
SMALL AND MEDIUM SCLAE ENTERPRISES

Malmo', Sweden, 5 - 8  April 1983

A. Background Información i

The development of small-scale industry in developing countries 
is generally acknowledged as an effective tool for

a) achieving a well balanced economic growth among urban and rural 
areas, e.g. increasing the employment opportunities for local 
population in non-metropolitan areas,

b) strengthening indigenous technologies and managerial capabilities 
for more self reliance.

It is also recognized that the small-scale industry sector in 
developed countries constitutes a sound base of the industrial structure 
in those countries. In most cases small industries in developed 
countries are suppliers of various industrial products and components 
which encer into the production of larger enterprises. While the 
capacity for innovative and competitive industrial technologies has 
been a decisive factor in the survival of small enterprises in 
developed countries, their relatively limited resources, however, have 
reduced their capabilities to operate beyond a limited geographical 
area.

Given the opportunity, small enterprises in developed countries 
may prove to be exemplary partners for co-operation with equivalent 
enterprises in developing countries whereby they can provide appropriate 
technologies required for accelerating the industrialization process 
of those countries.

It is within this frame of understanding chat a project for co­
operación at plant was launched with the aim of establishing industrial 
and economic co-operation between small enterprises in Sweden and similar 
enterprises in selected developing councries on the basis of equitable 
and mucually beneficial terms.



These selected developing countries are Egypt, India, Kenya and 
Sri Lanka.

The development of project has reached a stage that some 1^ col­
laboration proposals have been identified. The meeting is therefore 
called to elaborate in detail on these proposals and to negotiate on 
tarms and conditions for their implementation.

B- Objectives of the Meeting

1. The creation of an appropriate environment in which entre­
preneurs from India, Sri Lanka, Egypt and Kenya can negotiate 
with entrepreneurs from Sweden on the appropriate transfer of 
technology on the basis of preidentified project opportunities

2. The identification of UNIDO inputs for those project proposals 
which will receive technology adaptation prior to its appli­
cation by the recipient enterprise as well as ocher necessary 
inputs to be provided by ocher sources-

C. Parc icipants
I

- Representatives of enterprises from India, Egypc, Kenya and 
Sri Lanka, whose project proposals have been accepced by UNIDO 
for' promotion;

- Representatives of enterprises from Sweden, who have expressed 
inceresc to negotiate their future co-operacion towards 
implementation of the project proposals accepted for promotion;

- Senior representatives of the co-ordinating agencies in Sweden, 
India, Egypc, Sri Lanka and Kenya;

- Representatives of investment and financing institutions in 
Sweden ;

Representatives of the Swedish International Development 
Authority (SIDA).

D. Language

All macerial and documencacion for the meeting will be English
only.

E. Financial Arrangements

UNIDO will provide one representative of the selected enterprises 
and one representative of the co-ordinating agencies from India, Egypt, 
Kenya and Sri Lanka, either with a roundtrip economy air ticket from 
their home city to Malmo, or with per diem for the duración of the 
meecing in accordance with the UN race prevailing ac presenc ($60).



- 3 -

Participants are requested to bear the following costs:
- all expenses in the respective country related to attending 

the meeting; visas, vaccinations, etc.;
- salary and related allowances for participants during the 

period of the meeting;
roundtrip tickec of per diem allowances.

UNIDO will not assume any responsibility for the following 
expenditures :
a) costs incurred by participants with regard to any insurance, 

medical bills or hospitalization fees in connection with 
attending the meeting;

b) compensation in the event of death, disability or illness 
of participants in connection with attending the meeting;

c) any additional costs incurred due to travel other than by 
direct route and authorized mode;

d) loss of or damage to personal property of participants 
while attending the meeting;

e) purchase of personal belongings and compensation for damage 
caused to them by climatic or other conditions;

f) travel or any other costs incurred by dependants who might 
accompany the participants.

F. Place of Meeting
The meeting will take place in the Skyline Hotel, Stadiongatan, 

Malmo, Sweden. Tel.Int. 46/40SO 300 Telex: 33370
A block reservation for participants of the meeting has been 

secured in the same hotel. Participants are requested to communicate 
the dace of arrival and room requirement directly to the meeting 
co-ordinator in Sweden:

Thomas Grahn 
Scandiaconsult 
Box 17040
20010 Malmo, Sweden 
Tel. 040 10 00 80

G. Organization
A formal introduction is scheduled to cake place at 10.00 hours 

on 5 April 1983. Individual negotiations will commence from the after­
noon of 5 April onwards.
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H. Miscellaneous
Annexed is a guide Cor che convenience of the participants with 

respect to communications, visa requirements and currency. Also 
annexed to this aide-memoire is:

1. Malmo tourist map,
2. Schedule Cor buses Kascrup Airport - Malmo Central Scacion,
3. Schedule Cor buses and hydrofoils Kascrup Airport - Malmo,
4. Schedule Cor buses Scurup Airport - Malmo Central Station,
5. Information about the Swedish customs regulation,
6. Information about Hotel Skyline, Malmo.
For all additional information please refer to:
1. Mr- Thomas Grahn 

Scandiaconsulc 
Box 17040
20010 Malmo, Sweden 
Tel: 040 10 00 80

2. Mr. Wafa Kamel
Industrial Development Officer 
UNIDO
P.0. 3ox 300, A-1400 
Vienna International Centre 
Austria
Tel: 2631 00
Telex: 135612



Annex j./

Malmo 1983-04-05

SCANDI ACONSUL T PARTICIPANTS

UNIDO CO N FER EN CE 

MALMO, SWEDEN, 1983-04-05

PARTICIPAN TS

Andersson, Goran 
Export Manager

AB Somas 
Saffle, Sweden

Bjork, Gôsta 
Managing Director

Skandinaviska Chuckfabriks AB 
Tyringe, Sweden

Blom, O .T. 
Managing Partner

Alpex Engineering & Trading Co 
Maharagama, Sri Lanka

Cramwinckel, Joppe UNIDO
Vienna, Austria

Desai, Harsh C. 
Director

Elmeca Works 
Karnataka, India

Ehrenborg, Stellan Swedfund
Stockholm, Sweden

Elfberg, Mats 
Managing Director

Westlings SSgbladsfabrik AB 
Vansbro, Sweden

Fransson, Per-Gunnar 
Marketing Director

Torsten Ullman AB 
Moheda, Sweden

Grahn, Thomas Scandiaconsult 
Malmo, Sweden

Gunawardene, P. Ind. Dev. Board 
Moratuwa, Sri Lanka

Ivarsson, Roy 
Managing Director

Storebro Bruks AB 
Storebro, Sweden

Kamel, Wafa UNIDO
Vienna, Austria

Kittur, A. Elmeca Works 
Karnataka, India

Ladha, S.K. 
Executive Director

BDK Valves P. Ltd. 
Karnataka, India

Lavestam, U. Swedish Trade Council 
Stockholm, Sweden
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S C A N D I A C O N S U L T P A R T I C I P A N T S P a g e  2

(

L in d b la d ,  L . S I D A
S t o c k h o lm ,  S w e d e n

M a in i ,  S u d a rs h a n  K .  
C h a ir m a n

M a in i  P r e c is io n  P r o d u c t s  P .  L t d .  

B a n g a lo r e ,  In d ia

M u n is w a m y ,  C .  
M a n a g in g  D i r e c t o r

K S S I D C
B a n g a lo r e ,  In d ia

M u r e liu s ,  0 S I D A
S t o c k h o lm ,  S w e d e n

N e h r u ,  A s h o k S w e d f u n d  
N e w  D e l h i ,  In d ia

O h ls s o n , B e n g t  
M a n a g in g  D i r e c t o r

L o f a b  S q u a re  A B  
M a lm o ,  S w e d e n

O ls s o n , H a s s e S k a n d in a v is k a  C h u c k f a b r ik s  A B  
T y r i n g e ,  S w e d e n

P a n d u r a n g a m , J .  
G e n e r a l  M a n a g e r

A P S S I D C  
H y d e r a b a d ,  In d ia

R a o ,  V .P .
M a n a g in g  D i r e c t o r

In d o  H a c k s  L t d  
H y d e r a b a d ,  In d ia

R a y ,  D . E m b a s s y  o f  In d ia  
S t o c k h o lm , S w e d e n

S a n d lu n d , H S k a n S c a n d ia c o n s u lt  
S t o c k h o lm , S w e d e n

S h iv a s h a n k a r , B . R .  
M a n a g in g  P a r t n e r

T o o l c r a f t  
B a n g a lo r e ,  In d ia

S o n a lk a r , R a v i  C .  
C h i e f  E x e c u t i v e

S o n a lk a r  T o o l  W o rk s  
K a r n a t a k a ,  In d ia




