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EISS SEES INDIA AS A
EY GROWTH MARKET

in automation, has been making

significant strides in India since
establishing its presence in 2017. In this
conversation, Uwe Weiss, CEO of WEISS
Group, speaks with Subhajit Roy about
the company's journey in India and their
ambitious plans ahead. The discussion
also features the appointment of Praveen
Hosur as the new CEO of WEISS India,
who is set to play a crucial role in driving
the company’s continued expansion.
Edited excerpts:

T he WEISS Group, a global leader

It has been a few years since you
entered the Indian market. How has
the journey been so far?

It has been an exciting journey. We first
ventured into India in 2017, and by 2020,
we established our WEISS campus,
which allowed us to set up a solutions
company that brings us closer and more
flexible to our customers. We've gained
valuable insights from the market while
sharing our 50 years of factory automa-
tion experience. It’s been a rewarding
experience, and with the market
expanding, the excitement continues to
grow. Many believe this will be India's
decade, and I am looking forward to
being a part of that with our company
here.

How has your experience heen in
the Indian business environment?
What challenges or opportunities
have you encountered?

The journey has certainly had its chal-
lenges, especially due to COVID-19 and

Many companies are seeking
new supply chains and
alternatives, and the Indian
government has fostered a
stable environment for foreign
investment. This makes it a
perfect time for India and for
us to invest here.

— Uwe Weiss, CEO, WEISS
Group

supply chain disruptions. However, the
geopolitical landscape has changed, plac-
ing India in an intriguing position. Many
companies are seeking new supply
chains and alternatives, and the Indian
government has fostered a stable envi-
ronment for foreign investment. This
makes it a perfect time for India and for
us to invest here.

What key milestones has WEISS
GmbH achieved since entering the
Indian market?

The first milestone was setting up a
strong local team that understands the
Indian industry while also maintaining a
strong connection to our headquarters.
We've brought over 50 years of factory
automation experience to add value to
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our customers through engineering and
education. Establishing an education
center was crucial, and acquiring
Ecotech IT Solutions in Pune—a compa-
ny with over 20 years in the IT sector—
was another significant achievement.
Ecotech is now fully integrated into our
global operations, facilitating a valuable
exchange of technology and expertise
between India and WEISS headquarters.

How is the acquisition of Ecotech
strengthening your globhal presence
and diversifying your market?
Ecotech enhances our capabilities in
technology projects, including enterprise
IT, product IT, and engineering IT.
Simultaneously, Ecotech is gaining
insights from us regarding factory
automation and robotics, creating a win-
win situation. We aim to offer holistic
solutions to our customers, not just
mechanical or software solutions, but
also data-driven ones. As Al becomes
more critical, we aspire to provide fully
integrated solutions.

You mentioned setting up an
Ecotech in Germany. How do you
see this contributing to your bhusi-
ness?

We’re very enthusiastic about this initia-
tive. As a typical German Mittelstand
company, we take pride in our products
and technology, and we’re witnessing a
rising demand for software and IT solu-
tions. With Ecotech’s talented workforce
from India, we aim to bring these ser-
vices to the German market, particularly
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to companies that share our size and cul-
ture. There’s a significant opportunity
here, especially as German firms are
seeking partners that align with their
expertise and values.

As you look to the future of the
Indian manufacturing sector, what
role do you see WEISS playing?

We aim to be a value-added partner,
leveraging our expertise and experience
from other markets to facilitate the
transformation of India’s manufacturing
industry. Collaboration and cooperation
will be crucial, and we want to remain
adaptable and flexible in providing our
products and services to meet the unique
needs of the Indian market.

With Praveen Hosur now leading
WEISS India, what are your expec-
tations for this new leadership?
With the integration of IT and
Operational Technology, we have a
unique opportunity to create something
extraordinary with our two companies
in India. I am excited to see WEISS
expand, not only in our core business but
also through our IT operations, and
Praveen will play a critical role in driving
this next phase of growth.

Read the news here:
https://bit.ly/mojo-
weiss

Testo revolutionizes Automation with
smart T&M solutions

esto India is a prominent leader in
I the field of measuring instruments,

making significant strides in sec-
tors like HVAC, food safety, manufactur-
ing, and beyond. Their solutions are tai-
lored to address the essential needs of
these industries, prioritizing accuracy,
efficiency, and adherence to internation-
al standards. In this interview, Kalidas
Bhangare, Managing Director of Testo
India, shares insights about the compa-
ny's offerings and their vision for the
future.

How do industrial automation and
test & measurement complement
each other? What solutions does
Testo offer for the industrial
automation segment?

Test and measurement are at the heart of
Testo's business, with over 64 years of
expertise in the industry. For the automa-
tion sector, we provide a wide range of
solutions, including temperature instru-
ments, humidity instruments, and veloci-
ty instruments. All our products are
equipped with smart technology, allow-
ing seamless connectivity to smartphones
via our app, making data access and
monitoring more convenient and effi-
cient.

Testo is a pioneer in smart test and
measurement solutions. What smart
solutions are you offering now?

In our smart solutions portfolio, we cur-
rently offer products tailored for the
refrigeration, air conditioning, and elec-
trical industries. One of our standout
offerings is thermal imaging, which plays
a critical role in predictive and preven-
tive maintenance by helping customers
identify potential issues before they esca-
late. Additionally, our refrigeration solu-
tions are a key offering, particularly valu-
able for industries like air conditioning
and ventilation.

How do test & measurement
solutions play a vital role in
achieving Industry 4.0 goals?

You can't act without measuring. Testo
provides precise measurement tools that
allow businesses to collect accurate data.
Once you have this data, you can analyze
it, identify issues, and implement correc-
tive actions using Testo’s solutions.

You mentioned, "if you can’t
measure, you can’t act." What new
solutions has Testo introduced to
help industries measure and
respond more effectively?

For the automation sector, we've
launched innovative solutions for mea-
suring humidity and temperature. These
systems can be wireless, Wi-Fi-enabled,
or connected via Ethernet, delivering

real-time data directly to the customer’s
fingertips. This is especially beneficial for
industries like pharma and food, where
precise environmental monitoring is cru-
cial for maintaining quality and compli-
ance.

What does the future hold for Testo
in India, and what are your growth
targets?

Testo has been consistently growing year
after year, and were proud to have com-
pleted 18 successful years in India. I'm
pleased to share that were experiencing
double-digit growth across all sectors.
Looking ahead, our focus is on continu-
ing to invest in new applications tailored
to the needs of Indian customers, ensur-
ing we stay at the forefront of innovation
and industry demand.

How is your team equipped to
support Testo’s growth, and what is
your commitment to the Indian
market?

Our team is dedicated to offering solu-
tions that address customer challenges.
Every year, we send our team to
Germany for comprehensive training—
not only in product knowledge but also
in areas like applications, sales,
entrepreneurship, and leadership. This
ensures they are well-prepared to meet
the evolving needs of our customers.

Watch the video here:
https://bit.ly/mojo-testo
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IEEMA Appoints
New Presidium
for 2024-25

your link to

he Indian Electrical & Electronics
I Manufacturers’ Association

(IEEMA), the apex association
representing the Indian electrical and
allied electronic manufacturing indus-
try, announced the appointment of Sunil
Singhvi, CEO (Energy), Secure Meters,
as its new President for the year 2024-
25. Mr. Singhvi succeeds Hamza
Arsiwala, CMD of Stelmec Ltd, during
the association’s 77th AGM and Annual
Convention 2024.

Vikram Gandotra, Head of Utility
Sales & Strategy at Siemens Ltd, has
taken over as the President-Elect.
Siddharth Bhutoria, Wholetime
Director, RTS Power Corporation Ltd.
has been elected as the Vice-President.

Mr. Singhvi, the incoming President,
shared his vision, “This year, our focus
will be on expanding IEEMA's strategic
leadership, enhancing our global pres-
ence, focusing on QSR (quality, safety
and reliability) and driving innovations
in the electrical sector. We aim to foster
growth in new areas such as green
hydrogen, energy storage, and e-mobili-
ty, and position IEEMA as a leader in
transitioning to new energies.”

Vikram Gandotra, the new President-
Elect and Chairman, ELECRAMA 2025,
emphasized the association's commit-
ment to ELECRAMA 2025, policy advo-
cacy and industry development. “Our
focus for this year will be to make ELE-
CRAMA 2025 grow, enhance policy

We aim to foster growth in
new areas such as green
hydrogen, energy storage, and
e-mobility...

— Sunil Singhvi

frameworks, improve business condi-
tions, and support innovation. We will
also strengthen our engagement with
industry to prepare for new opportuni-
ties emerging from the energy transi-
tion and digitalisation,” he said.

Newly elected Vice-President,
Siddharth Bhutoria has been spearhead-
ing special initiatives of Young@IEEMA
and earlier headed the Eastern region
for IEEMA. He is also the Vice-
Chairman for ELECRAMA 2025. While
being elected, he expressed, “Today
IEEMA presents a huge opportunity for
our sector. It feels great to be elected.
Our goal is to work closely with the
industry and the government to grow
the sector in a sustain-
able, efficient way.”

Read the news here:
https://bit.ly/ieema-
agm

Kumbhoijkar Plastic
Moulders: Journey &
future aspirations

nand Kumbhojkar, Partner at
AKumbhojkar Plastic Moulders,

discusses the company’s journey
from its establishment in Pune in 1980
to its emergence as a leader in plastic
injection moulding. In this interview, he
shares insights into the milestones,
challenges, and successes that have
shaped the company’s growth and rep-
utation in the industry.

Can you briefly share the history of
Kumbhojkar Plastic Moulders?

The company was established in 1980 in
Pune, specializing in plastic injection
moulding. We initially focused on cus-
tomized mouldings for industries
around Pune, and in 1980, we began
offering our products.

How do Kumbhojkar Plastic
Moulders stay ahead in terms of
innovation and technology in
manufacturing?

Our team constantly stays in sync with
the latest market developments.
Whenever necessary, we upgrade our
infrastructure with the latest technolo-
gy. For product assembly, we have
developed Special Purpose Machines
(SPMs), and for injection moulding, we
use the latest PLC machines of various
tonnages to meet our requirements.

How does cable management fit
into your overall product portfolio?
Cable management at Kumbhojkar
Plastic is linked to panel accessories.
We introduced Cable Drag Chains, used
in NC and CNC machines and cranes
for guiding cables in motion. We were
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the first to introduce this in India in
1998. Before that, in 1989, we intro-
duced the Festoon Systems Cable
Carrier assembly, which was also a first
for India. This is how we contribute to
the cable management sector.

What strategies have you
employed to expand your market
presence hoth in India and
internationally?

We focus on several strategies simulta-
neously. The most important is gather-
ing customer feedback and making
product adjustments based on that. We
are also exploring strategic partner-
ships to enhance our market presence.

What are the biggest challenges
currently facing the plastic
moulding industry, and how is your
company addressing them?

The plastic industry has a bad reputa-
tion due to improper use and disposal. I
believe that as a community, we are
responsible for this. There must be a
shift in how plastic products are used
and disposed of. Since plastic is a part of
everyday life, proper disposal and recy-
cling are essential. Through our associa-
tion with various forums, we conduct
training programs to educate the com-
munity about the proper use, disposal,
and recycling of plastics.

Watch the video here:

https://bit.ly/
kumbhojkar




