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AN OUTCOME OF THE GROWING ASPIRATIONAL MIDDLE CLASS AND VAST 
POPULATION MIGRATION FROM RURAL AND SEMI-URBAN AREAS TO CITIES HAS 

BEEN AN UNPRECEDENTED GROWTH IN THE SALE OF AUTOMOBILES, THUS 
LEADING TO ACUTE SHORTAGE OF PARKING SPACE. WITH HOUSING SOCIETIES 
AND COMMERCIAL COMPLEXES CHARGING A HEFTY AMOUNT TO SELL PARKING 

SPOTS, SPACE HAS BECOME A BARGAINING POINT AND A VALUABLE ASSET.
NECESSITY, THOUGH, IS THE MOTHER OF INVENTION. AND, INNOVATIVE PARKING 

SOLUTIONS ARE EMERGING AS ALTERNATES TO ADDRESS THE ISSUE. TEDRA 
AUTOMOTIVE SOLUTIONS PVT. LTD., IS ONE OF THE LEADING COMPANIES 

DEDICATED TO PROVIDE SUCH SOLUTIONS. THE COMPANY WORKS CLOSELY WITH 
CUSTOMERS FROM THE CONCEPTION STAGE CONSIDERING VARIABLE INVOLVED 
IN REAL ESTATE DEVELOPMENT, TO CREATE SPACE FROM LESS FOOTAGE, USING 

HEIGHT, WIDTH, AND DEPTH INTELLIGENTLY TO PROVIDE MECHANICAL AND 
AUTOMATED PARKING SYSTEMS CUSTOMISED TO THEIR CLIENT’S NEEDS.

AJAY RAINA, CHIEF EXECUTIVE OFFICER, TEDRA AUTOMOTIVE SOLUTIONS PVT. LTD., 
SPEAKS TO SHASHIDHAR V ABOUT THE VARIOUS SOLUTIONS THAT THEY OFFER, 

AND THEIR ASPIRATION TO BECOME THE THIRD LARGEST PLAYER IN THIS 
SEGMENT, AS THEY MAKE THEIR TRANSITION FROM A CONTRACT MANUFACTURER 

TO A BRAND IN THEIR OWN RIGHT.

“WE ARE PARKING 
ADVISORS, NOT JUST 

SUPPLIERS OF CAR 
PARKING SYSTEMS”

FOCUS-PARKING SYSTEMS

After manufacturing for other lead-
ing brands, you have only now 
entered the market under your own 
brand name. What was the thought 
process behind this?
The opportunity is large and we have 
been working hard and contributing 
for the segment for many years only 
for others. Just watching it grow being 
on the sidelines, this was not where we 
thought we should be. So, we finally 
decided that it was time to take the 
plunge and enter the market with our 
own brand.

Look at it this way, in a city like 
Mumbai; parking spaces are being 
sold at around `15-`20-lakhs each. 
Car ownership and vehicular traffic is 
increasing rapidly by the day and 
parking vehicles is becoming a key 
concern for anyone owning one. Pro-
vision for adequate car parking facili-
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ties is mandatory as per laws for any 
construction approvals in many met-
ros now. This country, therefore, 
needs viable parking solutions to 
decongest roads, residential and com-
mercial complexes and we want to be 
an active participant in achieving this.

So, if you were to estimate, what is 
the potential for the growth of the 
industry?
That would be about `2000-cr by 
2022. It is a recessionary industry at 
the moment, so the pie is huge, and 
only a fraction of it has been targeted 
as of now. The industry is growing at a 
good 25-30 per cent per annum. Pres-
ently, I would estimate the industry to 
be close to `900-cr. And, these are 
official figures.

There is no centralised data. Most 
of the players in these industries are 
closely held companies. There is no 
published data available and, nobody 
shares data. So, my estimation today 
is that Klaus, Wohr, are doing a turn-
o v e r  o f  a p p r o x i m a t e l y  ` 1 2 0 - 
`130-crores each. RR Parkon is doing 
about `100-cr, again estimating. 
There are also other manufacturers 
who are doing about `70-`80-crores 
per annum. So, overall, the size of the 
i n d u s t r y  i s  r o u g h l y  a b o u t 
`900-crores.

You call it a recessionary industry, 
and yet you put the present growth 
at around `900-crores. How would 
you justify that?
I say that because projects are not tak-
ing off as they should at the moment. 
Parking solution is the last priority for 
any developer in a given project. Park-
ing comes in only once you have ten-
ants moving in, or the owners moving 
in. Only then there is a need to provide 
parking. Or else, you need an Occupa-
tion Certificate (OC), and parking is 
part of that OC. Think about it, parking 
solutions come even below the consid-
eration for an elevator.

If the project is on hold or delayed 
for some reason, the developer will 
keep your order for a parking solution 
on hold. It is only when the developer 
of a project is sure about beginning of 
the sale of the project, that he initiates 
placing order for the manufacturing of 
parking solutions.

So, the direct marketing of parking 
solutions started off just 3 months 
back.
Yes, a little over 3 months.

Is the raw material used for the 
parking solutions procured locally?
Yes, all of it is procured locally. Even 
the critical core components are man-
ufactured locally by global giants, and 
we procure these from them. We use 
the best brands available as quality 
remains a top priority for us. For 
instance, we procure the PLC from 
Mitsubishi, a leading worldwide man-
ufacturer. However, we only deal with 
Mitsubishi in India, nothing is 
imported. Similarly, steel is procured 
from major Indian manufacturing 
companies like Jindal, Tata and Essar.

Do you think it would make a differ-
ence if you imported these solutions 
and marketed them locally?
There are many who do that. They 
import these systems from China, 
assemble them locally and sell them to 

customers. But, we didn’t want to do 
that. The primary reason is that we are 
not sure that we will get the right 
product, and the right quality that we 
are looking for. 

In our industry, a lot of your suc-
cess depends on the life of a product. 
We, here, strive to engage a customer 
for the next 25 years. Unless we know 
what we have done, we cannot guar-
antee a life of 25 years for our product, 
as we do at Tedra.

It is important to know what one 
has actually done with ones product. 
The technology that has gone into it, 
the quality of steel that has been pro-
cured, the thickness of steel being 
used, safety equipment like sensors, 
bearings, controllers, motors, etc., and 
whether it will last the customer five 
years, 10 years or 25, considering local 
conditions in India. 

On the other hand, when one 
imports from China, one gets a CKD 
and one is selling what has been import-
ed. You will be surprised to know that 
we have been contacted by quite a few 
users who have imported these solu-
tions from countries like Korea and 
China, who are now asking for our assis-
tance to repair them. They are regret-
ting their decision because they cannot 
find any suitable service outfits locally. 
We are trying to change the software, 
hardware, even both in some cases, to 
re-integrate their systems.

Some companies and their repre-
sentatives in India have no long-term 
arrangement or commitments to the 
Indian market as they just want to 
sell. What we have come to realise is 
that there are many Chinese manufac-
turers coming into the Indian market, 
and suddenly, after 3-4 years, a major-
ity of them close shop, or just vanish 
after selling their systems. Then, one 
finds 10 more players have entered the 
market. 

So, clearly, these fly-by-night oper-
ators do not maintain an association 
with the project. There is no relation-
ship between the manufacturer/sup-
plier and the customer. And, unless 
such a commitment exists, there will 
be no customer confidence and mar-
ket cannot grow.

That is why whatever we do, we do 
it in-house. We source our products 
locally, we learn the new technologies 

In our industry, a lot of 
your success depends on 
the life of a product. We, 
here, strive to engage a 
customer for the next  
25 years.
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that are being offered globally, get the 
ideas and put them down, tweak them 
to suit the Indian market. Then, after 
thoroughly testing them at our plant, 
we offer these to the Indian market. 

If, in our search for new technolo-
gies, we find an interesting design, we 
negotiate with the manufacturer or 
owners, pay for the design and bring it 
to India. We also visit exhibitions and 
attend seminars on global trends in 
parking. All our learning is put into a 
practical shape in our plant through 
extensive R & D efforts.

So, the designs that you presently 
offer have all be developed in-house.
Yes. All these designs are in-house. All 
of these designs have been conceived 
by my core team of engineers and 
designers with more than 20 years of 
experience in the car parking busi-
nesses. Our company has an incredi-
bly knowledgeable team working on 
the development of products.

As some components are vended 
out, we have developed a very good 
vendor base supplying us quality 
materials. They are aware that we 
don’t compromise on the material that 
we use on our solutions for manufac-
turing and we take great interest in 
their technical and quality processes.

But, then, you do find similar 
designs with similar technology in 
many parts of the world. So, are 

these copies of the original designs?
I won’t say that these are copies. By 
that logic, all cars would be copies of 
each other. It requires a huge amount 
of innovation, technical expertise and 
knowledge of local conditions and reg-
ulations to develop a product that 
would run successfully here in India, a 
product that stands out among others 
and makes a difference.

Do you offer customised parking 
solutions for each project, or do you 

offer generalised but intelligent 
solutions which developers can 
choose from that best suits their 
project needs?
Yes, that is how we want to evolve this 
company. I would like to say that we 
are parking consultants and advisors 
first and parking solution manufactur-
ers later. Our core strategy is to get 
involved with the customer at the ini-
tial stage itself so that the developer 
can plan the parking along with the 
rest of the project, rather than consid-
er parking as an afterthought when he 
encounters a problem. 

We would like to work as advisors 
of car parking systems, and not just as 
suppliers of car parking systems. We 
will provide apt solutions, for sure.

Considering that the market is cur-
rently in a recessionary trend, as 
you say, would existing constructed 
buildings such as hospitals, or office 
complexes, or even affordable hous-
ing, which is doing good, which have 
not planned for such high volume of 
vehicular traffic in the complex be 
your main market, rather than 
planned and upcoming projects?
One can do little with existing spaces. 
Say, for instance, there is a hospital 
which has already come up. And, let 
us assume they have a basement 
which is of only 3.0 metres high. That 
is what the developer thought would 
suffice when he planned the project 
and constructed accordingly. So, in 
three metres, I cannot accommodate 
two cars. I need a minimum of 3.8 
metres to accommodate two cars so 
that I can at least double his parking 
capacity.

Typically, if you were to think of 
construction, between 3 metres and 
3.8 metres, the cost of construction 
wouldn’t go up at all. It would hardly 
matter to the developer. But, you are 
providing space for two cars. 

If, on the other hand, he has not 
planned anything, I cannot provide 
him with a viable solution. I will prob-
ably look out for some space available 
somewhere in the compound and sug-
gest some solution to him. In such a 
situation, I am not customising my 
solutions to his needs, I am giving him 
a product from the lot that we have.

For large parking, for planned 
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parking, you have to sit with the devel-
oper, understand his project and give 
him a suitable solution. 

But, that is for large parking. I am 
looking at it differently. It is obvious 
that your market is pan-India. And, 
one city vastly differs from the 
other, be it in terms of the volume of 
vehicles, or the way the city itself if 
planned.
I realise what you are getting at. Let 
me give you an example. In a city like 
Mumbai, I have a customer in South 
Mumbai who has requested for Tower 
Parking for his office complex. I would 
not get such an order from New 
Mumbai. Orders for Stack Parking 
will come from New Mumbai, while 
South Mumbai doesn’t have space; 
they have to invariable settle for tower 
parking. 

We have inquiries for 20-25 tow-
ers for this South Mumbai office 
space, which we are currently discuss-
ing and, none for New Mumbai. Delhi, 
for instance, despite its dense popula-
tion, would opt for stack parking. And, 
that is because land is still available.

What are your initiatives for Smart 
Cities, considering that you have the 
option for planning for parking at 
the concept stage itself?
There have been quite a few tenders 
that have been floated, since the gov-
ernment, as part of their smart city 
agenda, has become a large buyer for 
such solutions now. We have bid for 
Nasik, which is coming up as a smart 
city. We have also bid for Belgavi.

My personal experience is that the 
government has still not understood 
the parking issue. They typically want 
us to go under the BOT model. This 
cannot operate on a BOT model 
because we are seeking revenues from 
the public and, nobody is going to pay 
us enough money to park his car in the 
mechanised parking system. 

At the cost structure that the gov-
ernment is planning, it would proba-
bly take at least another 100 years to 
recover the cost. So, I think that model 
is failing, and the government too is 
realising that it is not working.

We did manufacture parking sys-
tems for a project at Nagpur, Nagpur 

Improvement Trust: a corporation for 
development of Nagpur City. They 
had a better idea. They leased out a 
piece of land to a builder who con-
structed a hotel and, in turn, he was 
asked to provide a public parking 
space by the authorities as in a tower 
parking system to facilitate public 
parking in the area. This builder 
sourced the tower parking and we 
manufactured the same for NIT for 70 
plus cars. The parking was provided to 
facilitate public, and that man makes 
his money developing his commercial 
space and running that hotel for the 
next however many years that he does.

So, you think that providing com-
mercial parking solutions in this 
manner is the way forward for 
urban centres.
This is the only way that it would 
become viable. Otherwise, people 
won’t be interested in running busi-
ness for public parking.

Are there more smart cities that you 
have bid for?
We had offers from Ahmadabad, but 
that is on a BOT model. And, we are 
not interested in that. Actually, we are 
not interested in handling govern-
ment business to a very large extent. 
That is not our forte. So, consciously 
we have decided to maintain that 
portfolio to 15 per cent of the total 
business.

Conducting business with govern-
ment agencies is not a cake walk, in 
terms of payments, getting stuck as 
prioritise keep shifting, projects get-
ting delayed for approval and multi 
agency involvements, the local poli-
tics, etc. So, we decided that as we are 
growing, it would augur well if we 
confined the business to about 15 per 
cent of our total exposure.

As I said before, we bid for Belaga-
vi, Nasik, a few projects in Delhi. We 
are very choosy about the projects that 
we pick.

You say you are yet growing your 
business. And, you have to pit your-
self against already established 
names. So, how would you carve a 
niche for yourselves in this competi-
tive market considering that they 

too offer very similar solutions?
As I said before, I am not projecting 
myself as a parking systems manufac-
turer. I am projecting myself as a 
parking consultant and advisor, advis-
ing on solutions that can help opti-
mise parking in limited space. When I 
discuss with my customer, at the initi-
ation of the project, I advise him, 
without charging any fee.

That means, every month, we are 
visiting almost 80-90 customers who 
have projects in their inception stage, 
some even in conception stage. We tell 
them what exactly needs to be done in 
terms of parking solutions. And, our 
experience has been that out of these 
80-90 customers that we visit, at least 
40 are going to come back to us. And, 
out of those 40, at least 25-30 will end 
up buying our solutions.

That is your projection.
That is our experience as well. We are 
building on the relationship right 
from the inception. That is the prima-
ry differentiating factor while dealing 
with customers. 

Secondly, our systems, as I men-
tioned before, are totally made in 
India. We give you a technology that is 
global, available in India, made at the 
Pune plant. We guarantee that this 
product will function without any 
trouble whatsoever for the next 25 
years. I have a service team fully 
backed up and a commitment to pro-
vide you a life-long hassle free parking 
service. Today, we are covering Ben-
galuru, Mumbai, and Pune. And, in 
the next couple of months, we will be 
moving into Delhi as well. 

The infrastructure starts with 
appointing a sales team. We follow 
this up immediately by appointing a 
service team, so that I have at least 4-5 
experienced personnel at a given loca-
tion who know what is to be done if 
anything were to go wrong with the 
equipment.

If an order comes within 15 days, I 
have the capabilities of executing it 
immediately. And, that is how we dif-
ferentiate ourselves from others.

How many service touch points do 
you already have presently?
We have about 10 people in Mumbai, 
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out of which three are in marketing 
and the rest are distributed into ser-
vice and installations. We have bench-
marks. There are categories of break-
downs. If the breakdown is minor, we 
will sort it out within an hour or two. 
If it is a major breakdown, our service 
engineers have been instructed to sort 
it out within six hours. And, if there is 
a shutdown, total breakdown of the 
system, then we inform the client that 
we will service it anywhere between 
24 to 48 hours.

You have 10 people in Mumbai. 
What about Bengaluru and Pune?
In Bengaluru, we have six people pres-
ently. In Pune, we have four people 
with sales and service, but then, you 
have the entire manufacturing unit 
here in Pune. Delhi, for us, is the next 
big market. We don’t yet have much 
experience in the north of the country. 
We are a bit cautious at the moment 
about how do we approach the market.

Looking at the growth that you plan 
going ahead, do you think that you 
need to have another manufactur-
ing set up to cater to the northern 
market?
At present, this is the place that I 
would like to operate from. We can 
manufacture around 4500 to 5000 
pallets in a year. If you multiply 5000 
pallets by an average of `2.0-lakhs, 
that would be a good turnover per 
annum. That is the projection we are 
looking at for in the initial two years.

If we have to expand, we will. My 
first priority will always be to bring 
things under control. We don’t want 
quality to be monitored somewhere 
else, procurement to be done from 
elsewhere.

For a manufacturing set up, cen-
tralisation is very important. Unless 
the volumes in the north market and 
other parts would justify a new manu-
facturing set up, we don’t plan on 
moving. We are totally focussed on 
manufacturing these systems central-
ly, closely monitored.  We can then 
ensure that the quality of our systems 
is best in the industry. Competing 
with the big players and matching up 
to them is a challenge.

Our goal is to be the third biggest 
player in this market by 2022. We are 

Amongst the various parking solu-
tions that you offer, where do you 
see a high demand coming from?
We think the maximum demand is 
going to come from Stacks. Stacks, 
going ahead, will be akin to a consum-
er product. It will be the one that will 
be sold in large volumes. Then, also, it 
is the most competitive. 

But, the higher we go, the better it 
gets. If I am selling Rotary, or Tower, 
or Cart systems, the technology gets 
better. My focus would be confined to 
the high-end solutions. That should 
ideally be of about 70 per cent of our 
business.

What is the justification for that, 
considering that the volumes are 
rather low in high-end systems com-
pared to Stacks, as you just said?
As I mentioned to you earlier, I have 
around 20 prospective parking towers 
in South Mumbai. Volumes are not 
really low. Comparatively, Stack vol-
umes are high, because somebody who 
is doing an office complex will demand 
700 stacks because he wants to park 
1500 cars. Someone who is doing an 
export-oriented business will need 
3000 stacks or some figure like that.

The volumes are really large there, 
but it is highly competitive and the 
margins are very low. Stack is not that 
exciting. Anybody can make it. It is 
not a technologically challenging solu-
tion. In short, it is not a challenge.

In my opinion, around 40 per cent 

confident of achieving our goals. We 
made a business plan of achieving 
`90-cr for the current Financial Year, 
and we have already achieved `10-cr 
in April this year.

How many shifts are you currently 
working on?
That would depend on the kind of 
work pressure and delivery schedules 
that one has. If volume increases, we 
work on two shifts. Normally, we work 
in a single shift.

Focus.indd   72 24/05/2018   1:18:47 AM



MAY 2018|EPC&I|73

of the business will go to the low-end 
systems while 60 per cent of the busi-
ness will come from the high-end 
Towers, Rotary, Carts, etc. And, I fore-
see Tedra being a leader in the Rotary 
parking system category. By the end of 
the year, we will have the largest num-
ber of Rotary’s in the country.

Do you say that because you have 
lesser competition in the market in 
that product?
Yes. The bigger players haven’t gone in 
that direction. We have taken up that 
challenge, with a perfect product to 
offer.

How do you maintain the quality of 
your final product that comes out of 
your factory?
There are three stages to that. Once 
the procured material comes in, we 
have an inspection team that thor-
oughly checks for any inconsistencies 
in terms of thickness, paint quality, 
hardness of the material, etc. Our sup-
pliers have to submit test reports for 
the material supplied. 

Then, there is an online check. 
Whatever material goes online, it is 
continuously monitored.  

Finally, before we send the system 
out into the market, we conduct a thor-
ough check once again. And, if at any 
stage, it doesn’t meet our quality stand-
ards, it will be torn apart. There is 
absolutely no compromise on quality.

One of your sister companies is into 
robotics. Are you utilising their 
expertise in the manufacture of your 
parking solutions?
Yes, we are. As I said, we are into con-
veyers and industrial lifts, and our con-
cept of designs for car parking has come 
from the Robotics set up. There are lot 
of other things which we use, especially 
on the programming front. For 
instance, how we want to programme 
and control our parking systems comes 
from our robotics experience.

Telematics is the new buzz word. Is 
that something that can be incorpo-
rated in parking solutions as well?
Telematics is not rocket science. What 
is telematics? You are interacting with 
a system. You are interacting with a 
card. The concept is very clear. It can 

be implemented. Today, you can have 
an access card. If you want, you can 
call your car from your Smartphone. It 
is not high technology.

Access cards are something that 
we already offer, if a customer wants. 
So, if somebody has a designated 
parking slot, the person can just swipe 
the card and his/her car will come. 

On diagnostics, when you see the 
pattern of behaviour in your controller, 
which is the brain of your parking sys-
tem, you can read the system errors.

Here, many parts are mechanical. 
If there is a tear in the rope, it has to 
be physically seen. You cannot do it 
online. If the bearing of the motor is 
gone or the motor is noisy, you have to 
physically see it. You cannot do it 
online. So, physical observation and 
inspection is necessary.

What are the pitfalls that you fore-
see in your race to the third posi-
tion?
One, my competitors are very strong 
in terms of financial strength, pres-
ence and backgrounds. Comparative-
ly, we are still babies but, we are deter-
mined. We are confident that we will 
make it to the top. The market is big, 
and that offers us a huge opportunity 
to grow.

Then, you also have the prices of 
steel that keep fluctuating and tech-
nology that needs a constant upgrade.

What are the disruptions that you 
see in your industry?
I think the biggest disruptor is the gov-
ernment. Policies keep changing. Luck-
ily, in the last few years, policies have 
been very encouraging for the parking 
solutions segment. Now, for any pro-
ject that you do, you have to first plan 
for the parking as well. I think the gov-
ernment has to include parking as part 
of FSI across all major metros. Then, 
developers will be forced to provide 
proper parking for the tenants.

Public parking also has to undergo 
a sea change and this will happen only 
when automated parking solutions are 
made available.

Considering the competition in your 
product segment, to what extent 
does discounting by your competi-
tors impact your business?

There are certain products which 
almost anybody can manufacture. And, 
there are many run-of-the-mill players 
who will provide cheaper parking solu-
tions. We have to compete with them. 
There are quite a few players in the 
unorganised sector who make Stacks. 
And, we are competing against them. It 
does impact our margins. 

That is the reason why I said earli-
er that I would go in for a high-end 
product rather than be married to a 
low-end product. If you have a good 
customer, he will never buy it from 
these fly-by-night manufacturers. At 
the end of the day, it is the quality and 
the brand that triumph.

You have been manufacturing park-
ing solutions for other leading 
brands in the industry for well over 
eight years. And, you have only now 
decided to launch your own brand. 
Do you still continue to service that 
equipment? Do you still ghost man-
ufacture for the others?
As I said earlier, we took a conscious 
decision to honour whatever old con-
tracts that we still have. But, we will 
not take any more fresh business from 
them. We will neither lend our designs 
nor borrow theirs.

Are there any new verticals that you 
plan to enter going ahead?
We have a vision to be a total integrat-
ed parking solutions company. That is 
the thought process. Right from tick-
eting process, boom barriers, comput-
erisation/GPS tracking of parking lots, 
CCTVs, to fully automated high vol-
ume parking lots. We want to be there 
in all known and recognised as a com-
pany that facilities and makes the 
parking process a pleasure.

Would such a parking solution also 
work for 2-wheelers?
Yes, it does. We are already working 
on a product for 2-wheelers.

What is your current order book 
position?
I have `10.5-cr worth of orders in 
hand currently and we are in the first 
month of financial year. We have 
around `25-cr worth of orders which 
are in process, which I hope we close 
by the first quarter.
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