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Abstract: - 

Kirloskar Pneumatics Company Limited 

(KPCL) is one the well-known brand in 

manufacturing and providing industrial 

goods to various industries and is a brand 

which holds a legacy of over 130 years. The 

brand KPCL is pioneer in its transmission 

division and is a great manufacturer of high 

precision gearboxes. KPCL one of the 

leading and best product in industrial range is 

Apron feeder gearbox. The purpose of this 

research is to identify the need and demand 

of apron feeder gearbox by OEMs (Original 

Equipment Manufacturers) and by the 

customers who are already using Apron 

feeder for their operational use. Moreover, 

this research will focus on the applications of 

apron feeder in various industries and will 

help in identifying recent scenario of current 

market. 

The source of data to be collected for this 

research will be both primary data which will 

be identified through Prospecting, enquiry 

generation & introductory letters and 

secondary data which is available over the 

internet and other platforms. 

Based on the study, we will be able to find 

out the capable competitors of KPCL in 

current market who are providing Apron 

feeder gearboxes. Moreover, we can see how 

KPCL can improve its sales for current 

product i.e., Apron feeder gearbox and we 

can suggest some prospects of business to 

KPCL. 

Title of Study: - 

A Study of Apron feeder manufacturers and 

the application in Indian market and 

suggested future prospects for business 

Development to KPCL. 
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Objective of Study: - 

The objective of the study is to find and 

suggest the future prospects for business 

development to KPCL. Moreover, this study 

will also focus on 

1. To find the number of apron feeder 

manufacturers in Indian Market. 

2. To ascertain market size for apron 

feeder gearbox in Indian Market. 

3. To map the competition for apron 

feeder gearboxes in current market. 

Introduction: - 

An apron feeder (also known as a pan feeder) 

is a mechanical type of feeder used in 

material handing operations to transfer (feed) 

material to other equipment or extract 

material (ore/rock) from storage stockpiles, 

bins or hoppers at a controlled rate of speed. 

These feeders can be used in a variety of 

applications in primary, secondary and 

tertiary (reclaiming) operations. 

Apron feeders are the preferred feeder for 

several reasons, but there are a few that are 

commonly seen throughout the industry. 

Aprons provide better feed control to prevent 

material feeding in   

downstream equipment from choking. They 

have the ability to absorb the shock of loading 

material directly on the feeder with a shallow 

bed (the impact coming down on the feeder 

when the material is dumped is great). Lastly, 

apron feeders can reclaim a variety of dry or 

wet materials of various sizes at a uniform 

rate. This flexibility can be applied in many 

applications. 

Review of the Literature: -  

1. Current trends to improve the mechanical 

drive for mining and metallurgical equipment 

are examined on the example of three 

generations of the apron feeder drives. It is 

shown that the development processes of 

tooth carburization and grinding, together 

with the optimization of geometrical 

parameters allows decreasing the factor of 

specific material capacity of cylindrical-

bevel reducers fourfold compared with 

standard gearboxes of the eighties. (By 

Chirkov S.G., Klochkov A.V., Lagutin 

S.A. in 2011).  

2. Apron feeders are used to transport large, 

lumpy, abrasive and heavy ores under 

severe impact conditions - including wet, 

sticky or frozen operations. Recent 

design innovations have made these 

machines longer lasting and safer for 

operators. (By Thomas in 2019) 
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3. In traditional B2B (Business to Business) 

company sales and sales results play an 

important role and according to them an 

organization cannot exists without sales 

and there cannot be a long-term future 

too. Numerous B2B companies’ sales is 

functioned by the sales people by 

working in with customers and 

colleagues and aim to produce available 

product to meet customer needs. (By 

Kaario et al. in 2003). 

4. Kurt Sima, on May 5, 2020 in his 

article New Normal Tweaks on a 

Proven Sales Process states that  

A Proven Sales Process is a step-by-step 

process. This includes  

Identify: find, select, and qualify high 

potential prospects 

Connect: use business insights to 

develop a valid business reason to make a 

connection Discover: lead with insights 

and discover desired business results 

(customer needs) Advise: recommend 

the best solutions or solutions to deliver 

the desired business results  

Close: gain final approval with a 

proposal that minimizes surprises (a 

nosurprise proposal) 

Grow: keep promises, deliver results, sell 

success and grow the account. This 

process works because it’s intuitive, and 

it allows the seller and the customer or 

prospect to form a partnership built on 

transparency, honesty, and results. 

5. Amanda Meade, in his article on 

February 4, 2020 in The Best Sales 

Negotiation Tactics states that, 

“There are world class 6 Sales 

Negotiation Rules: Negotiate in 

Person, With the Right Person, Watch 

Body Language, Establish Goals in 

Advance, Listen More Than You 

Speak, Understand Their Objectives, 

Be Prepared to Walk Away.” 

6. Bruce McDuffee August 28, 2018 in 

his article 4 Ways to Increase Sales 

for Manufacturing Companies states 

that, “There are 4 ways to increase 

sales for manufacturing companies 

align marketing with sales, focus 

efforts on existing accounts, target 

new accounts instead of new markets, 

nurture and create consumer fans.” 

7. Teresa Weirich on December 7, 

2018 in his article An Interview With 

Shane Araujo: Sales Process in the 

Manufacturing Industry states that,  

“Since manufacturing is such a slow-

moving industry, people still like 

doing business with individuals they 

trust. So many people today rely on 

their personality to move them 
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forward through a sales cycle, but it 

has to be more than that. Salespeople 

need to build trusting relationships 

with customers.”. 

Methodology in brief:  

Firstly, I have identified the end users and 

original equipment manufacturers which fits 

in the product range of transmission division 

and further I have listed down all the potential 

manufacturers of apron feeder then I have 

listed down all the major industries that may 

be using apron feeder. After all the data is 

collected, I have approach through 

introductory letters to all the OEMs (original 

equipment manufacturers) and end user’s 

manufacturers. 

Method of research 

1. First, I have listed down the prospects. 

2. Then I have approached them with an 

intro letter. 

3. Then I have done a follow up with them a 

phone call. 

4. Then generation of interest / presentation 

of products by virtual means. 

Limitation:  

There were few limitations and hurdles while 

completing my work few of them are 

 Accessibility - Through virtual terms 

the learning is restricted and so does 

the guidance from the company 

guide. Moreover, shop floor 

Acquaintance and physical Presence 

during processes could not be ensured 

due to travel restrictions and 

Pandemic. 

 Time – The time was the major 

constraint during my internship as I 

have completed things on time but the 

work went in a faster phase than 

normal and I have to focus more on 

the enquiry generation part as it is the 

only factor to generate interest in 

client for our products. Due to which 

I didn’t get much time to focus on the 

other objectives of my research that is 

to focus on the demand and 

competition in current market. 

 Access to data – The data regarding 

the customers and research is not 

available easily so it’s a challenging 

task to extract more data from the 

available sources. Moreover, to find 

the exact person to contact in 

industries was also a challenging task. 

 Identifying the clients – This is also 

one of the challenging tasks as we 

have to look over the overall profile 

of company and identify if they can 
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be our customers or not. It consumes 

a lot of time and the information is 

also not available easily and 

completely. 

Analysis / Research outcome 

I have suggested around 100 business 

prospects to KPCL which will be used for 

business development. 

I have done the prospecting part moreover I 

was able to approach the prospects along with 

the intro letters. I have mentioned the names 

of the prospects which I have suggested to 

KPCL for their business development 

purpose but due to NDA I can’t share the 

extra details which I have attached along with 

the sheet while sending to the company 

which includes the concerned person to 

contact and their contact numbers and many 

other things. 

Manufacturers and end users of Apron feeder 

S. No. Manufacturers and end users of Apron feeder Place 

 
Manufacturers 

 

1 Prime Apron feeders from  Prime Precisions Coimbatore, Tamil Nadu 

2 Techno power apron feeder from Techno Power 
Engineering 

Ahmedabad, Gujarat 

3 Kehkashan Apron feeder from Kehkashan 
Automation Private Limited 

Hyderabad, Telangana 

4 Sayaji Apron feeder from Mcnally Sayaji 
Engineering Limited 

Vadodara 

5 Trimech Engineers Pvt. Ltd. Ahmedabad 

6 Amarshiva Engineering Company Kompally, Hyderabad 

7 Simtech Projects & Engineers Anna Nagar, Chennai 

8 F R Engimech Pvt Ltd Narol Sarkhej, Ahmedabad 

9 Zeus Engitech Private Limited Ahmedabad 

10 Shree Deep Enterprise Makarpura, Vadodara 

11 Frigate Teknologies Pvt. Ltd. Sector 21C, Faridabad 
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12 Basu Industrial Engineering Consultancy Private 
Limited 

Rourkela, Odisha 

13 Macdev Engineering Solutions Pune 

14 Super Tech Industries Bawal, Rewari 

15 Mahindra Tsubaki Conveyor Systems Pvt Ltd Pune 

16 Rullitech Anand, Gujarat 

17 Uma engineers Ahmedabad 

18 NDI India international Gurgaon 

19 Ecoman Vadodara 

20 Sandvik Asia private limited Tamil Nadu 

21 Tenova metals India Pvt ltd Mumbai 

22 Teknik Plant & Machinery Manufacturing Pune 

23 Vamech seals Valsad 

24 India International company Mumbai 

25 Srikar and associates chennai 

26 Flsmidth Chennai 

27 Takraf tenova Chennai 

28 Transway Engineering Not available 

29 Mc Nally Sayaji Kolkata 

 
End users 

 

30 Grasim Industries Nagda, MP 

31 Grasim Industries Harihar, Karnataka 

32 Grasim Industries Vilayat, Gujarat 



PHRONIMOS : THE KIAMS JOURNAL                                                                                                                                     VOL-02 ISSUE-02 

 

7 
APRIL- 2022 

33 Bajaj Hindusthan Sugar Ltd. Golagokarannath, 
Shahjanpur, Lucknow 

34 Bajaj Hindusthan Sugar Ltd. Maqsudpur, Shahjahanpur, 
UP 

35 Bajaj Hindusthan Sugar Ltd. Rudauli, Basti district, UP 

36 Dalmia Bharat Sugar & Industries Ltd. Jawaharpur 

37 Dalmia Bharat Sugar & Industries Ltd. Kolhapur 

38 Dalmia Bharat Sugar & Industries Ltd. Ninaidevi 

39 Indreshwar Sugar Mills Ltd. Solapur, Maharashtra 

40 Dhampur Sugar Mills Ltd. Dhampur, Bijnor, UP 

41 Dhampur Sugar Mills Ltd. Meerganj, Bareilly, UP 

42 Dhampur Sugar Mills Ltd. Asmoli, Moradabad, UP 

43 Bannari Amman Sugars Ltd.  Sathyamangalam, Erode, 
Tamil Nadu 

44 Bannari Amman Sugars Ltd.  Nanjangud, Mysore, 
Karnataka 

45 Bannari Amman Sugars Ltd.  Kolundampattu, 
Tiruvannamalai 

46 UltraTech Cement. Aditya Cement works, 
Rajasthan 

47 UltraTech Cement. Awarpur Cement works, 
Maharashtra 

48 UltraTech Cement. Sewagram cement works, 
kutch, gujarat 

49 Ambuja Cement. Ambujanagar, Taluka 
Kodinar, District Gir 
Somnath, Gujarat. 

50 Ambuja Cement. Darlaghat, District Solan, 
Himachal Pradesh. 

51 Ambuja Cement. Rabriyawas, Dist. Pali, 
Rajasthan. 

52 ACC Cement. Lakheri, Rajasthan 

53 ACC Cement. Chanda, Maharashtra 
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54 ACC Cement. Wadi, Karnataka 

55 Birla Cement. Satna, MP 

56 Birla Cement. Durgapur, WB 

57 Birla Cement. Maihar, MP 

58 JK Cement. Nimbahera, Chittorgarh 

59 JK Cement. Mangrol, Chittorgarh, 
Rajashtan 

60 JK Cement. Gotan, Rajasthan 

61 Binani Cement. Ahmedabad 

62 Binani Cement. Udaipur 

63 Binani Cement. Jaipur 

64 National Mineral Development Corporation. Arki Limestone Project, 
Himachal pradesh 

65 National Mineral Development Corporation. Donimalai Iron ore Mines, 
Karnataka 

66 National Mineral Development Corporation. Lalapur Silica Sand project, 
Allahbad 

67 Vedanta. Jharsuguda, Odisha 

68 Hindustan Zinc. Debari, Rajashtan 

69 Hindustan Copper. Gujarat Copper project, 
Bharuch 

70 Hindustan Copper. Malanjkhand Copper project, 
MP 

71 Hindustan Copper. Khetri Copper Complex, 
Rajasthan 

72 Hindalco Industries. Dahej 

73 Hindalco Industries. Nagpur 

74 Hindalco Industries. Vadodara 

75 Hindalco Industries. Belgaum 
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76 Indian Steel Corporation Ltd. Gujarat 

77 Mittal Corp Limited Indore 

78 SAMAR STEEL INDUSTRIES Jalgaon, Maharashtra 

79 Tata Steel Limited Jamshedpur 

80 Tata Steel Limited Sahibabad, UP 

81 Tata Steel Limited Odisha 

82 Jindal Steel & Power Ltd Chattisgarh 

83 Jindal Steel & Power Ltd Angul, Odisha 

84 Jindal Steel & Power Ltd Patratu, Jharkhand 

85 Tamilnadu Newsprint & Papers Ltd. Chennai 

86 International Paper APPM Ltd. Rajahmundry, AP 

87 Seshasayee Paper & Boards Ltd. Tamil Nadu 

88 Ballarpur Industries Ltd (Avantha) Ashti, Maharashtra 

89 Ballarpur Industries Ltd (Avantha) Ballarpur, Maharashtra 

90 Ballarpur Industries Ltd (Avantha) Sewa, Odisha 

91 JK Paper Ltd. Rayagada, odisha 

92 JK Paper Ltd. Songadh, Gujarat 

93 JK Paper Ltd. Telangana 

94 Jyoti sugar engineering Pvt Ltd Pune 

95 Dewan sugars UP 
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Fig : Numbers of prospects identified as an end user and OEMs 

 

SWOT ANALYSIS on KPCL 

Strength 

 Major strength of KPCL is its brand 

name Kirloskar as it needs no 

introduction in the competitive 

market every buyer is somehow 

known to the brand with a positive 

perception about it. 

Strong design and engineering strength of the 
products that KPCL 

 manufacturers is also one of the core 
strengths. 

 KPCL’s ability to provide the product 
on the available design. 

Manufacturers
31%

End Users
69%

PROSPECTS

Manufacturers

End Users
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 It is the 1st Indian company to give a 

high-speed gearbox which is fully 

indigenous. 

 When it comes to their product range 

KPCL is the only and first company 

in India which has high speed 

technology and reliable products. 

 It is the only company in the country 

which is capable of giving all three 

types of turbines driven gearboxes 

which is wind, steam and water. 

 Increasing Revenue every quarter for 

the past 3 quarters 

 Increasing profits every quarter for 

the past 3 quarters 

Weakness 

 Product line is project dependent - 

which means companies which have 

catalogue standard products they 

don't have to wait for new demand as 

their demand is constant which leads 

to constant manufacturing and 

product cycle. But those who don't 

have catalogue standard products like 

KPCL they make custom build 

products their everything 

(Production, Sales etc.) is dependent 

on the market demand. 

 Its higher dependency is on custom 

build products and hence project risk 

is there. 

 Its products are high capital-

intensive.  

 Price conscious market which means 

people are not ready to pay higher 

price even though quality is good. 

 Poor cash generated from core 

business - Declining Cash Flow from 

Operations for last 2 years. 

Opportunities 

 The industries like wind, cement and 

power will be buoyance taking up so 

the demand for the custom build 

products will pull up and there will be 
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more demand in market which will 

lead to more investment in this 

market that is why more custom build 

products will be required hence there 

will be an opportunity for KPCL. 

 As the market is gradually opening 

after the hit of pandemic. So, in 

railway segment there will be an 

opportunity as the new loco engines 

will be manufactured which will lead 

to more opportunities for KPCL as it 

is already a leader in railway gear 

manufacturing. 

Threats 

 Augmentation of capital, new product 

line and more technology will require 

much more cash flow in this process.  

 New capex investment is difficult to 

increase the capabilities in today's 

condition as the market is already 

suffering a huge loss. 

 Low-cost gear manufacturers giving 

the products in low prices and cutting 

the segment which badly affects the 

genuine product manufacturers like 

KPCL. 

Findings 

I have found around 100 OEMs and End 

users of apron feeder gearboxes which will be 

used as future prospects for business 

development by KPCL. I also have generated 

few enquiries which was related to the 

KPCL’s transmission division products. 

Conclusion 

The conclusion of my research is that I have 

identified around 100 OEMs and end users of 

apron feeder gearbox and the same was 

suggested as the prospects to my company for 

their future references. Moreover, I was 

capable in generating few enquiries related to 

our company products. Hence due to 

pandemic and travelling restrictions the in-
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person meetings with the company officials 

was not in a situation to take place. 
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