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1. Compelling growth dynamics



2. Strong historical growth



3. Robust growth expectation
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7. Timeline & Select Milestones
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8. Suzlon goes abroad

Three key drivers to go beyond India:
1. Access to technology
2. Access to people
3. Access to new markets/customers

PHASE I (1995 - 2004):
• Technical collaboration with Südwind (1995)  internalizing R&D by 1997/8
• Formation of AE Rotors in the Netherlands• Formation of AE Rotors in the Netherlands
• Product and process engineering in India
• Alliances: e.g. joint venture with Elin Generators
• Maiden venture into the US market (2002/3)  major barriers detected

 European technology platform
 Experienced European wind energy professionals (engineers, researchers,

technicians) as the core to drive Suzlon’s R&D
 Compete in India



9. Suzlon goes abroad

PHASE II (2004/5 -):
• Established International HQ in Århus, Denmark (2004/5)

– Experienced professionals in e.g. international sales, project management, service
management etc. with existing and tested relationships comprising the core team

• Follow the demand – North America, Europe, Australia, China etc.
– Creation of Business Units (local organisations, local manufacturing etc.)

• Follow shift in customer trends (consolidating and becoming bigger more complex • Follow shift in customer trends (consolidating and becoming bigger more complex 
higher demands for technology, services, Industrial plans etc.

• Acquisitions: Repower / Hansen Transmissions

 enter new markets and access new customers
 build up experienced and international (but localized) managerial/specialist base
 local manufacturing to lower transportation costs
 expand product portfolio
 access state-of-the-art technology



10. Investment in Repower



11. Acquisition of Hansen Transmission



12. Integrated R&D capabilities



13. Suzlon group – global presence

Pipestone

Daman

Dhulia

Tianjin

Baroda

Lommel

Bremerhaven

Husum

Trampe

Baotou

Edegem

TBD

TBD

Pune

Pondi

Bhuj

Tianjin

Coimbatore

Udupi

Suzlon existing facilities

Suzlon facilities in progress/planned

REpower production facilities

REpower facilities in progress/planned

Hansen production facilities

Hansen facilities in progress/planned

Coimbatore

R&D facilities

TBD



Q&A

Contact Details:

Ali Mushtaq
Suzlon Wind Energy A/S
ali.mushtaq@suzlon.com


