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	PREFACE





	Fans are one of the largest domestic appliances industry in India. Over the years a


	number of players have entered the fan industry and stayed. The notable entrants 	in the past few decades are USHA(70’s), KHAITAN & POLAR( 80’s). 	However 50% of the market is still unorganized. Such a characteristic has made 	the industry quite unique and an interesting area of study. 





	Interesting features of the fan industry:





	50% of the fan industry unorganized.





	No single market leader.





	Fakes & Trademark violations are rampant.





	Second hand market is very big.





	Very low product differentiation between competing brands.





	No major international company has entered into this sector even after 	





	liberalization.





	Rural market constitutes major part of sales.


	
































	INTRODUCTION:








	In a hot country like India fans are a relief. Over the years it has come from being  





	hand held banana leaves to remote controlled multicolor designer fans fitted with 





	exotic lights. The technology involved in the product  is low. this has led to wide 





	proliferation of the industry by many small scale manufacturers. The competition 





	from small scale manufacturers is fierce and a continual worrying factor for the 





	organized sector. Added to this is the necessary trends in the industry whose 





	fortunes lie a lot with the level of housing construction in the country. Some 





	major 	companies like CROMPTON GREAVES & RALLIFAN no longer 





	generate the interest they did a few years ago in their product structure. In fact 





	GEC Alsthom 	stopped producing fans from 1995 onwards.








		On the financial front, fans industry has suffered from a number of product





	problems. Shortage of working capital and high interest rate have constrained 





	their resources. Rising input costs have hit profit margins. The seasonal as well as 





	the cyclical nature of the industry also had an impact. No wonder the production 





	had been erratic. In 1991-92 the organized sector produced 44.01 lakhs electrical 





	fans. 52.22 lakhs in the previous year a decline of 15.7%.1992-93 was the year of 





	slow down and sales did not grow. there was a increase of 5.4% in sales .1993-94 





	was recessionary but 1994-95  had about 7-8% growth rate. Next year turned out 





	to be the same. 1996-97 was a year of slow down and the sales of organized sector 





	did not exceed 50% of the total industry. The export market had a marginal 





	growth (5%) in the year 1996-97. 1995-96  however was much better at 33% 





	growth rate (source: PHDCCI). The industry is quite prone to cyclical changes 





	and is presently passing through a bad year. 











	THE PRODUCT





	The fan industry in India can be broadly divided on the basis of products offered.





	The major products offered are





	CEILING FANS





	TABLE FANS





	PEDESTAL FANS





	WALL FANS





	EXHAUST FANS





	OTHERS( include car fans, miniature ventilation fans etc.).





	All the above categories combined had an annual turnover of Rs. 1000 crore in the 	


	year 1996-97, registering a 6-7% growth over the previous year. However this  	





	year (97) is supposed to be static and no increase from 10 million units has taken 





	place. Out of these 10 million, about 50% are made by the unorganized sector. 





























THE PLAYERS





	The main players along with their market shares are listed below:





	USHA					25%





	ORIENT				25%





	CROMPTON GREAVES		20%





	POLAR				7%





	KHAITAN				5%





	RALLIFAN				1%





	PADMINI				5%





	OTHERS ( Bajaj, Ortem, Ravi, T-Series, Singer and some regional brands) : 10%








	The other 50% i.e.; the organized sector contributes the fakes and other sales. As 	





	per the KOMPASS (1995-96) there are 28 manufacturers of ceiling fans and 61 





	manufacturers of  table fans in India. All of these manufacturers are mainly small 	





	scale operators. Interestingly the manufacturers are concentrated mostly in 





	Faridabad, Haryana or Hyderabad, Andhra Pradesh. In fact the small scale 





	sector are the suppliers to the organized sector.	






































THE ORGANIZED SECTOR





	Our study would mostly be focused on the organised sector as the other half is not 	


	documented. The profiles of the main brands and the companies is given below:





COMPANY PROFILES:








USHA INTERNATIONAL:








	USHA international is a prominent player in Fans industry contributing about 





	25% of the organized market. The company does not have manufacturing 





	facilities and sources its products from ‘Jay Engineering Limited’ based in 





	Hyderabad. USHA brand name is a household name in India( in fact rated as the 





	second most popular after BATA by the AM survey). The company also makes 





	other domestic appliances like Sewing machines, Electric irons. The main source 





	of distribution  for USHA are its company showrooms, Franchises and even  





	indirect  retailers in various cities. In fact the company is quite bullish on fans and 





	has come up with major advertising campaigns and new launches in the past 2-3 





	years. Some of the major launches this year are:





	April 97:


			


	USHA introduced a new range of mix and match ceiling fans under the name 	





	FANTASY, WINDSOR, VECTOR & SPECTRA. The fans were launched  with 	





	great fanfare. On this occasion along with other USHA products USHA opened 





	its new showroom at Green park, a posh locality in New Delhi. The showroom 	





	sported a new USHA look and was an exclusive Usha products showroom.





	August 97:





	The company came up with special advertisements celebrating 50 years of Indian 





	independence. It unleashed a new range of designer fans under 'FREEDOM 





	SERIES'. This new range of fans had motifs in the Indian tricolors and was 





	priced between Rs. 1200-1350. The company has also launched light weight 





	ceiling fans made of ABS plastic. It also introduced EBONY series of wall, 





	pedestal and table fans. All this shows an  expected shift in the consumer 





	preference for light weight fans. Already fans are being regarded as a showpiece 





	in the drawing rooms besides being a facility. The market was however static last 





	year and the major campaigns by USHA were not successful.








ORIENT FANS:








	ORIENT is a another player in the Indian fan industry which is more than three 





	decades old. The brand enjoys a good reputation and is probably the most 'Faked-





	after' product. This is also clubbed with limited distribution it has in some parts in 





	India. The company has also undergone major advertising binge with its new 





	range ORIENT-PSPO( Peak speed performance output). This has enhanced the 





	company's stand in the market as it is a provider of latest technology in fans. The 





	product of the company is priced slightly higher than other companies like 





	KHAITAN & POLAR but has not lost on market share. An orient -PSPO-56mm, 





	4 blades is priced at about Rs.1200.








CROMPTON GREAVES:





	CROMPTON GREAVES is the third largest player in the fan industry. It is 





	manufactured at their Goa unit, the fans division has been in and out of red over 





	the last decade. The year 1995-96 saw CROMPTON GREAVES make a loss 





	despite a 7-8% growth in the industry. However the company is hopeful of 





	making profits. In fact CROMPTON GREAVES has been a pioneer in launching 





	designer fans in India like fans fitted with decorative lamps and unique starting 





	devices( string ). These fans are generally available at a premium price of Rs. 





	4200 - 4500. The company focuses on Direct marketing for this range.








KHAITAN TIBREWALA INDUSTRIES LTD:





	KHAITAN,  though a long standing brand, came with a bang in the late eighties 





	and jerked the whole market. Its promotional advertising featuring famous 





	personalities like Hema Malini put the fan in the top league with USHA & 





	ORIENT. Though the company has not come anywhere near them in terms of 





	market share, it is the market leader in the exhaust fan category. Khaitan sold 4.17 	


	lakh units in 1991-92 and 3.54 lakh in 1992-93. Threre after the sales have been 	





	growing 7-8% per annum but with hiccups in 1993-94 and 1997. The company





	plans to raise the exhaust fans capacity from 15000 to 20000 units per annum. 





	The southern part of India contributes about 30% of its sales followed by northern 





	and western sector. The product range of thge company are  Jewel, Ratan, 





	Rainbow and Baron for ceiling fans, Sona for pedestal, and Rupa premium for  





	table fans. The variations are mainly the sweep- 1050mm, 1200mm,1400mm ( 





	400mm for table fans), designs- stars, patches, epoxy coated, powder coated, etc.





	The company is also a large exporter of fans and it plans to increase its exports 





	two fold to 1.5 lakh pieces. It exports mainly to West Asia, Africa and 





	Bangladesh.





POLAR FANS:





	POLAR industries is one of the recent success stories in ‘fans’ industry. they 





	started in late eighties with a single minded approach - ‘what KHAITAN does we 





	do it better’. POLAR introduced as many advertisements as KHAITAN did. 





	POLAR reached the distributors eerier than KHAITAN could. POLAR products 





	were cheaper than KHAITAN and offered the same range. POLAR also brought





	in double ball bearings in fans which shook up the existing market and all other 	





	manufacturers had to follow suit. POLAR got the pioneer advantage. the second 





	time(early nineties) POLAR went against industry trends was when it came it up 





	the ‘COOL CAT’ series of fan targeted at children. the fans had the the 





	photographs of cartoons, cars, animals etc.(see brochure). soon POLAR surpassed 





	KHAITAN in terms of market share excluding exhaust fans.





	today POLAR 7% of the market share(organized sector) and it sold around 7 lakh 





	fans in 1995-96. the last year, of course, had been dull. POLAR is also a major 





	exporter and sells about 7 crore worth of fans every year. in 1993-94 the export 





	shipments were mainly to USA, UK, Holland, Taiwan, Germany, Sweden 





	& Middle East.








SUJANA INDUSTRIES LTD:





	PADMINI is a brand of Sujana industries limited -Hyderabad. though the 





	company catered to the regional market it has been immensely successful. in 





	1990-91 the company sold 1.3 lakh fans. by 1994-95 the company’s sales grew 





	four fold to 5.59 lakh units. the company hopes to reach a level of 10 lakh units by 





	2000 AD the PADMINI ceiling fan range is called the ZEPHYR collection.








RALLIFAN





	RALLIFAN was the erstwhile leader of fan industry( 60’s- 70’s). currently the 	





	company has a market share of only 1% primarily due to its shift in focus to 





	manufacture other products. 








BAJAJ ELECTRICALS:





	BAJAJ is a another notable but small player in the fans sector. The company 





	manufactures a whole range of household appliances. The company is a 





	significant player in the regional market. It recorded a sales of 86.88 crore during 





	the year 1995-96 and has been improving its production standards. The old 





	company advertisement featuring Parikshit sahini and Rajendra Nath is still a pull 





	for the companies product.











ORTEM





	ORTEM is the latest entrant in this industry & has indulged in heavy advertising 





	in the last three years. despite being so visible, no data is traceable regarding 





	company’s performance or market share.














THE MARKETING PERSPECTIVE





RURAL MARKETS:





	Rural markets are large and are growing. People are graduating from lower to 





	higher income groups. Today, 50-60% of the  sales of table fans come from 





	 rural market. Also, 40-50% of ceiling fans & 20-30% of pedestal 





	fans are also sold in rural markets.





Total no. of products owned (‘000) 1994-95





PRODUCT		URBAN		RURAL		TOTAL





Ceiling fans		32501			17099			49600





Table fans		11596			12307			24264





	Evidently, the number of fans owned by the rural sector is not in proportion to their population/ market size. Thus, there is a trmendous potential to increase sales in rural areas where unorganized sector abounds now. In fact, table fans are being asked for by brand name in the rural markets, thanks to the publicity measures like mobile vans being used by some leading fan makers.





ADVERTISING:





		‘Main Khaitan  fan hoon’- Hema Malini





		‘Ortem fans.......(Manisha Koirala)......Ortem’


	


		‘wah! BAJAJ’- Rajendra nath & Parikshit Sawhney





		‘shayad main kuch bhool gaya’- Crompton Greaves





		‘Hawain taazi thandi - tassali jeevan bhar ki, orient, orient, orient fans





		‘Check Check Check - new revolution’- Polar fans





	All the above mentioned advertisements used to overwhelm the TV in the last 





	decade and got  registered in the customer’s mind. being a seasonal industry the 





	summers are the hot selling season. Most of the companies offer their 





	advertising to professional agencies. USHA & KHAITAN are considered 





	prestigious accounts. Even the companies are going into major agency selection 





	to project their products/brands as the best. e.g.,





	


	 ORIENT FANS - 	MUDRA





	 KHAITAN -	McKANN ERICCSON(shifted from HTA after 15 yrs.)








	All the fan advertisements highlight durability. the main theme of various 





	advertisements is to establish their products as a branded product. Since in the 





	market any branded product is deemed to be durable establishing your equity on 	





	media is quite attractive.


	


	Sales promotion are a major mode of  selling for these companies. Every year lots 	


	of ads announcing Discounts abound in the print media, especially during off-





	season. Khaitan came with a free silver coin with each product bought. USHA 





	also came with similar offers. In fact an interesting situation arose in 1986 





	regarding 	USHA’s sales promotion:


	





		USHA INTERNATIONAL launched a scheme in 1986 offering cars, 





	scooters & tape recorders as prizes on purchase of USHA fans. according to the 





	scheme the dealer from whom the fan is purchased would give the customer a 





	sealed envelope carrying the name of the gift. the scheme was declared as ‘unfair 





	trade practice’ by MRTP act under sect 36A(3)(a),(b). after inspecting the records 





	the investigation wing of the commision noted that the prices of various 





	categories of fan had been increased simultaneously from the commemcement of 





	the advertised scheme. in particular the cost was being covered by the increasing 





	prices. 








CUSTOMER PERSPECTIVE





	Majority of the customers have the following perceptions in their mind while 	





	purchasing a fan:





		1) Product should be low in unit price.	





		2) It must be able to perform the essential function. (The hype attached to                   		


	sell products at premium price is not popular).





		3) Product should not be bulky.





		4) It must be able to withstand rough handling and poor housing conditions.





	Basically the product fall on LOW INVOLVEMENT category. Secondly a ceiling 





	fan once goes up; seldom comes down.








LATEST DEVELOPMENTS IN DOMESTIC FANS SECTOR:








	1) REMOTE CONTROL:





		It is one feature which is now available with all premium fans. PHILLIPS 





	has introduced ‘PHILEASY’-  a remote control for fans & lights.





		Modernover plastics has also come up with remote control priced at Rs. 





	1830 	having a range of 300 feet.








	2) MINIATURE FANS:





		These are small fans meant for air freshness in small bathrooms or 





	industrial sheds. Basically these are meant for ventilation ( exhaust type). They 





	have been launched by GTEX as VENT-AXIA. GTEX provides two products 





	‘roommate’ & ‘zoomate’ priced at Rs. 450  and Rs. 395 respectively. VENT-





	AXIA also has similar range and these fans range from 12 volt to 220 volt 





	operators.





	3) EVENT MANAGEMENT:





		This has become a major role for pure dealers. USHA recently held a 





	dealers meet Kapil Dev as the chief guest. Gifts were given and a FREEDOM 





	series of fans were launched.





















































CONCLUSION:








		The fan industry undergoes major seasonal and cyclical changes. A year of 





	growth is generally followed by a year of slump. However, since the product is 





	generic to every home the fundamentals of industry are strong. Essentially being a 





	low technology industry, unorganized sector occupies the same position as 





	organized sector  in terms of sales. Thus the organized sector has constantly been 





	on their toes to advertise their products better at the same time keep the prices 





	low.








		There is also a major effort to corner the rural markets which on an 





	average contributes about 30-40% of the total fan sales  in the country. Since, any 





	branded product is taken for granted as trustworthy( source:A&M) the companies 





	are trying hard to reach the rural customer.





	


	The future of the industry seems bright as new horizons are added in India every 





	year( Any boom year in housing construction will still be beneficial). However 





	there is not enough room for players in organized sector unless they penetrate 





	some of the unorganized sector’s market share. Designer fans are here to stay. 





	More product innovations and devices must bring synergy with growth  and 





	eating into the market of AC’s would be beneficial. The introduction of remote 





	control shows that technology follows consumer preference. Given this condition 





	the industry is poised for better returns in long run.
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