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“Yes Sir! I shall once again have a word with Harendra & see to it
that the problems are resolved” said Manish, the Head - Supply
chain Management SBU.

It was already 8:30 pm 8 he was still in the office. Manish had no

desire to talk to Harendra, Head-Marketing SBU, but he had no
choice. Reluctantly he dialed Harendra's blackberry. After a few
seconds Harendra was on line, "Hi Manish! What's up? What
makes you call me that too at 9'o clock at night?”

“C'mon Harendra, you very well know why I have called up. We
discussed this today morning & still you made a complaint to the
CEQ”...Manish was clearly annoyed.

“So what do you expect me to tell the CEQ when he wants to know
the status? I just told him that with current delivery status there is
no way I can complete the sales target. In fact there is every
chance that we might have to pay delay penaltes. I didn't
complain about you. I have my own problems to worry about. I too
got quite a dressing down for the outstanding receivables”..said
Harendra

*Whatever it is! Can we meet tomorrow say at 11 am, only two of
us to sort out these delivery problems?”...Manish wanted to end
the conversation as soon as possible.

"Fine with me. See you tomorrow at 11:30 then.
Goodnight!”....Harendra ended the call.

Manish leaned backwards in his chair & closed his eyes. He was
thinking about his previous job. He was so happy there. It was a
medium sized consumer durables company manufacturing air
conditioners, refrigerators, television sets etc. As head of SCM
there, he was instrumental in improving cycle time, reducing the
inventories & substantially improving the bottom line. He even
bagged the 'Most valuable Employee' award for 2 successive
years. But that was past. Just 9 months ago he joined his current
employer, 'StarWind' as Head-SCM. Starting from sourcing of
materials, manufacturing the finished turbines & delivering it to
the customer's site were the responsibility of Supply Chain
Management. Marketing took care of erection & commissioning of
the turbines. Strawind was a amongst the top 10 renewable
energy companies in the world. It was a leading wind turbine
manufacturer. The wind turbine industry had grown at a
phenomenal rate (45% CAGR) during last 5 years & so had
Starwind. From a medium size company having annual turnover of
INR 500 Cr, Starwind had grown to become a big company & last
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year did a turnover of about INR 4000 Cr, The company had set the
target minimum 50% increase in top line for the current year
Much of this growth was expected to come from export volumes.
In fact over the last five years company had gradually shifted its
focus from domestic market to international market. The figure 1
represents marketwise sales break up for Starwind over a period
of last 5 years. Most of the exports were to USA & Europe.

About Wind Turbine product:

A commercial wind turbine usually consists of 4 major
components,

1. Rotor

2. Nacelle

3. Tower

4, Transformer

Major component of rotor is blades which were manufactured in
house in Indian facilities. Blades are the most technologically
sensitive component 8 performance of turbine depended to a
large extent on profile of blades. Standard assembly time for rotor
was 48 hours

Nacelle consisted of the entire drive train i.e. shaft, gearbox &
generator. The drive train is the most failure prone component of
the turbine. Starwind was sourcing gearboxes from Europe
whereas shaft, generator, various castings were sourced from
China / India. Standard assembly time for nacelle was 24 hours.

Raw material for towers was mostly sourced from China. A typical
wind turbine tower of MW series has a height of 60m to 70m.
Transformers were also sourced locally mostly by the customer
themselves. Many industrial customers also preferred to source
their own towers. The technical specification for towers was
however responsibility of StarWind. Standard assembly time for
tower was 96 hours.

A turbine usually consisted of 9000 odd components. Erection &
commissioning of these turbines was a spedalised task involving
huge cranes which often needed to be booked well in advance

About Starwind Business Model:

Amongst all the players in wind industry, Starwind had a unique
business model. It had its R&D centres in Europe where the
turbines were designed. All the turbines were designed to
European specifications. Only the R&D office had authority to
issue specification changes. Due to nature of product & industry,
change in spedifications was a norm rather than an exception. The
assembling / manufacturing was done in India. In order to
capitalize on the low cost manufacturing base of China, Starwind
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Figurs 1 : Marketwine Ssles Breakup

Sales Braakup: 2002
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had entered In to joint venture with 2 Chinese companies which
used to manufachure the components required for the turbines.
Simlarky It aln had a IV with & US company In India o
ranwufacture the genenstors (SarWind-Bush). This Generator IV
ExvnparTy was riok & levwed o sl b outtide market & had StarWind
B its wode cient. One of the Chinese IV compary manufachared
vatlols forgings (Wind-StarWind) A the other manufached
varlous cestinges (Shandong-StarWind]. Thus the Indlan
Essamibling feciBties usad to get thalr matarials from Europs, Inda
&5 wall 85 China {both IV companies &5 well 83 non TV supplars),
Ini fact cwver the periad of last 5 years the soundng mbx had akso
gradually changed. From tolally Europe dominated soundng
{dose to 80% by value), S=rwind currentty sourced 35% (by
valus) of components from Europe, 35% from China & balance
from India.

The brbines were assemided In the Indlan fadiibes {StariWind had
5 manufacturing faclldes acoss India} where they wers also
et f then dispatrtied to customes all over the world. Usually
all the fabrkatan work was camed out locally under the purview
of respective plant memager. Special wehides were needed to
tremeprort these huge parts Booutbound logistics played & lasy nol,
figure 2 gives & diagrammatic representation of manufacturing
Tootpiint of StarWind,

"Mandsh, this Is the plant wise imsantory naport that vou had asked
for In the moming. OfY course this dees not Indude our TV plants
both In Indla & China® ... Sald Rajeey, who was standing in front of
Manish. Rajeev continued, “All our plants are full with rew
material Imentoefes. There 15 materdal saliable st Bonded
warehousss also which we need o dear 25 soon as pessible, In
aviid addiional charges. All tha plant manapers have told me that
they won't be sble tn talee sy further maberial 25 they do not have
any storape space left. There s good news also, we have achieved
o Brgeshed oot reducton of 3% well abesd of s-hedule®™ Rigjaens
wat working with StarWind for last 5 years. He hed joined as
Asst. Manager & within a gpen of 5 yesrs had risen o become Head
of Purchesa, He was an Enginesr by qualification, Manksh admined
Rajeev's tachnical ety & prompimass but was of tha opinlon thet
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Rajeev lacked the 'management bangdwiith'. Manish alwarys used
to sy, "Rajesv you need to think beyond your domain {l.e
Purchase) In order to Incease your effectiveness, Most of the
Hrne, I e you chasng suppllers, sfther for debedes or for
changes in specfcations. I am aware about these fequestt
spozification changeas thet we have bo adapt to, But stil you need
b put your fioat down whan neaded, A hollstc approach need not
be at the oost of sacrificing our own efficlency™

"Thanks Rajesvi Let me go through . In casa I eed any othar
Information I will get back to you™, Rajesy wished him Good night
A left the office. Manish glanced 2t the reports.(Table 1)

He dkin't need Inveninry reports for the IV companies. He had a
meeting with the Group CFQ In the moming whersin the Group
CR0 had made him avwere about moes fAnshed goods Inventaordes
#t all the IV compenies. In fack the Indian IV comparny had o
resart o single sift production (from planned doublie Shift) & they
were abeut 1o run out of their working capital fnendny opbons.
Tha siuation et the Chinese Tvs was alo becoming critical. The
FO wanted Manksh to Instiuct his people & start Wdng the
material from the J¥ compankas. The foralgn IV partmens wara not
happy with the situation. The CFO also pointad out that over the
lest 2 years working capial needs of Strwind hava qrown &t 8
messiva proportion. It even outstripped thelr rate of topline
growth, According ta him this was a big conoerm & he eqected
Manish to have a corrod over Inventories.

Manish shxlied the reports for some time. 0 was almost 10 pm &
he was toinlly exhmsted. He st down his bptop, packed his
brisftass, switched off the lights & ame cut of his csbin. He =w
his core tearn stll working on something. The: team mnsisted of
three bright young Manaement gradustes & thelr leeder Meyank
directly reportad to Menish.

Mayank noticed hs boss, Manish walking towards edt doon. Haran
towards Manish, “Si;, can I have minube please? S, we did the
antire analysls of the cument dalivery scenario B also got some
Inside Informaton about prepanedness of Markelng & typical
cushormer complaimts, They are only telling the half truth.” Mayank
then explained his Boss the team's findings. After Mayank had
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Figure 2 : Manufacturing Footprint of StarWind
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Table 1
Particulars Plants ( All figures in Crores )
Inventory Break up | Pantnagar Silvassa Pondicherry Daman Nasik-JV
Raw Material 300 651 291 288 45
Work In Process 33 60 30 45 15
Semi finished Goods | 165 250 135 100 6
Finished Goods 66 33 45 30 109
Total 564 994 501 463 175

finished, Manish smiled at him & said “That sounds promising. But
don't forget we have orders in hand, there was no major
breakdown in any plant & we are still not able to deliver.
Unfortunately that's what matters! Anyway, dig for some more
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data & do further analysis. Unless we have any concrete
information with supporting data, we might have to face music.
Let's discuss it tomorrow morning at 9: 30 sharp, as I have meeting
with Harendra at 11:00. Good night”.
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