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       e had posi�ve feedback for the first issue of           
          Ind-Sight and I would like to thank all the 
members for their support. It will be a constant 
endeavour of the editorial team to make the newsle�er 
useful and relevant for SMEs. In the growth story of 
India, SMEs will play a crucial role. As entrepreneurs, 
we need to decide how to be a part of this growth story. 
India became the world's fi�h largest economy, 
crossing the USD 3.5 trillion mark and the target of 5 
trillion economy looks realis�c. Around 6.3 Crore SMEs 
contribute over 30% to the GDP with a tremendous 
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poten�al for growth. 30% of GDP means that SMEs 
contribute INR 75 lakh crore to the GDP. With support 
from the MSME and DIC office in Mangalore, we can 
take benefit from the government schemes to be a 
part of this growth story. Marke�ng and finance are a 

pain point for SMEs in the highly 
compe��ve market. Government 
M a r k e t p l a c e  ( G E M )  i s  a 
government portal which can be 
used by SMEs to par�cipate in 
government tenders. Government has 14 Export 
Promo�on council which assist SMEs in exports. KIA 
strives to assist its members by sharing knowledge 
about the latest government schemes, no�fica�ons 
along with knowledge sharing. Members can contact 
KIA office for any kind of assistance. We will be looking 

for more contribu�ons from our members for the 
Newsle�er.
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OSHIMA – THREE DECADES OF TRUST

Although from an agricultural 
background, Mr. Ramachandra Bhat had 
a strong vision to contribute to the 
I n d i a n  e c o n o m y  a n d  g e n e r a t e 
employment opportuni�es to fellow 
country-men, rather than work for an 
established company. This vigor, 
combined with a strong parental 
backing led him to establish a welding 
electrode manufacturing Industry.  
Welding electrode is an industrial 
consumable product.

Oshima Systems Private Limited was 
established in 1994, as a small-scale 
industry in Baikampady, Mangalore, 
earlier known as Classic Fusion Metals, 
by Shri K Ramachandra Bhat, an 
extremely  pass ionate  e lectr ica l 
Engineer.

The first few years was a challenge to 
establish the market. “Century”, the 
earlier brand had passed all the required 
quality criteria, but was not accepted in 
the market. When push came to shove, 
Mr. Ramachandra Bhat conducted a 
field survey to be�er understand the 
market requirements and then came up 
with a more customer friendly product 

The marke�ng criteria for Oshima was a 
combina�on of improved aesthe�cs, 
quality and price, with the tag “Best Quality 
Best Price”. Since then, it has been widely 
accepted by the customers and is now 
considered to be the welder's choice. The 
company has grown since and now has its 
presence in more than 5 states. It holds 
more than 70% market share in many parts 
of Karnataka.

“Oshima”. 
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Baikampady, Mangaluru

The company has also diversified by 
t a k i n g  o v e r  a  l e a d  a c i d  b a � e r y 
manufacturing unit in 2017 and now 
manufactures ba�eries under the same 
brand name. The company was further 
incorporated as a Private Limited firm in 
2019 with four ac�ve directors as “Oshima 
Systems Private Limited (OSPL)”. As a part of 
the succession plan, a policy decision was 
made to induct Mr. Sharath Ravi (M.Tech, 
Chemical Eng.),  a young genera�on 
member into the Board. The current 
Execu�ve Director, Mrs. Nirmala Kunder, 

has been a part of the company since its 
incep�on and has been an instrumental part 
of its success story. She was recently 
recognised by Union Bank of India and 
bestowed with “Enterprising Woman 
Entrepreneur” award.

Apart from industrial growth, the 
company has also contributed to the society 
and environment, show-cased by its solar 
power installa�on and rain water harves�ng 
systems. Owing to this, OSPL has won the 
pres�gious “Environment award”. The 
company is also a two �me “Kar Sanman” 
awardee ins�tuted by the Department of 
Central Excise for complying towards 
s t a t u t o r y  r e q u i r e m e n t s  w h i c h 
demonstrates its ethical business prac�ces. 

This story is a great example that if you 
really believe in a cause, have a posi�ve 
outlook and provide your complete 
dedica�on, success will follow.

The company always believes that it has 
been a blessing to have a dedicated team 
who work �relessly to make the visions 
come true.
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DIGITAL MARKETING FOR SMEs

To provide further insights on this hot 
topic, a session was organised by KIA on 
digital marke�ng and based on this, we 
have highlighted a few-points that should 
be considered by SMEs for marke�ng:

Marke�ng is an important factor in 
today's scenario. Digital marke�ng, also 
called online marke�ng, is the promo�on 
of brands to connect with poten�al 
customers using the internet and other 
forms of digital communica�on. This 
includes not only email, social media, and 
web-based adver�sing, but also text and 
mul�media messages as a marke�ng 
channel. In today's genera�on, digital and 
online marke�ng has made a tremendous 
impact to its customers. There are more 
than 5 billion users of internet on the 
planet and due to this reason, the 
expected reach and brand awareness 
created by digital marke�ng has expanded 
mul�-folds. 

v  Brand awareness: Do you want more 
people to know about your brand (or your 
products and services)?
v  Acquisi�on or lead genera�on: Do 

you want to reach people who've never 
bought from you before, and bring them 

1. Define the objec�ve of doing the 
marke�ng?
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v Growth from exis�ng customers: I 
want my X% of customers to upgrade to 
next level of services or repeat purchases in 
Y no. of months

3. Define your audience
v Think about who your customers are 

and group them into 3 or 4 buckets.

v Growth from exis�ng customers: Do 
you want people who've already bought 
from you before to buy more frequently or 
buy a different kind of product?

2. Set a goal/target you want to achieve

into your buyer's journey?

v Brand awareness: I want to get XXX 
no. of people in my website during Y no. of 
months to create awareness about my 
brand & services we offer.
v Acquisi�on or lead genera�on: I want 

to get XXX nos. of leads from my core target 
audience in next Y no. of months to sample 
our product or services

v Give him or her a name, photo, 
personality, and few favourite hobbies.

4. Define your brand

v  Create a character from each of those 
buckets

v What problem do you solve?
v What do you stand for?

v What are your dis�nc�ve benefits?

v Growth from exis�ng customers: X% 
of customers upgraded to
v next level of services or repeated 

purchases in Y no. of months

v Acquisi�on or lead genera�on: XXX 
nos. of leads from my core target audience 
in next Y no. of months

Source: Vintegra Phygital Marke�ng 
Solu�ons Pvt. Ltd., KIA hall on 30-11-2022, 
2 PM - 4 PM

v Brand awareness: XXX no. of people 
visited my website during Y no. of months

v What will you always do for your 
customers?

v Direct compe�tors - those brands that 
offer the same products or services as you.

v Comparators - these might have a 
similar look and feel like your brand or be 
other brands that your target customers 
use frequently too.

6. Measure against your goal/target you 
want to achieve

v Indirect compe�tors - brands that may 
offer different products but compete for 
the same

v What are your strongest character 
traits?

5. Know your compe��on

space or budget
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A: I heard about the ZED 
cer�fica�on though DIC and 
applied for it myself. ZED has 
recently gained a�en�on due to 
the awareness created by local 
bodies.

Q: There are three levels of 
ZED cer�fica�on. Bronze, Silver 
and Gold. Which one did you 
apply for?

A: I have applied for and 
o b t a i n e d  t h e  Z E D  B r o n ze 
cer�fica�on. The cer�fica�on 
cost was INR 10000 which was 
reimbursed as subsidy and hence 
was effec�vely free of cost.

Q: Was it easy to apply?

Q: How did you hear about the 
ZED cer�fica�on and who applied 
for it?

ND Sons Engineers Pvt Ltd; 
was Established in the year 2003, 
they are well known in the field of 
Manufacture and supply of 
Industrial Chimney, high pressure 
Steam & u�lity piping, taking 
turnkey projects on Boilers & 
related works under the Indian 
Boiler Regula�ons 1950. The 
interac�on was carried out 
between Sharath Ravi, Co-editor 
and the owner Mr. M.D Poojary.

A: Yes. Earlier, the process was 
complex, however, the current 
online process is very simple, 
straigh�orward and I was able to 
apply by spending just a couple of 
hours of my �me.

Q: Did you communicate with 
any ZED officials? If yes, what was 

A: I know that ZED supports 
with product cer�fica�on, cost 
reduc�on in logis�cs, providing 
MSME's loans at a lower interest 

A: The immediate benefit was 
improvement and re-valida�on of 
the management processes and 
systems, like manufacturing, 
q u a l i t y  c o n t ro l ,  c u sto m e r 
complaint redressals, handling 
rejec�ons, health and safety 
processes etc. Similar to ISO 
9001, but much easier in terms of 
the applica�on process.

A: Oh yes, the communica�on 
with the officials  was very 
smooth. I received an email with 
necessary contact informa�on as 
soon as I registered into the 
portal. My queries on answered 
on �me and their availability was 
not an issue.

the experience like?

Q:  What are the various 
benefits that you have obtained 
from ZED?

Q: Are you expec�ng any 
further benefits?

A: We have been provided 
with a report on the current 
status and also steps on where we 
can improve ourselves. There are 
also guidelines provided with 
clear steps on how to proceed 
further and obtain the silver 
cer�fica�on.  So,  yes ,  I  am 
mo�vated to follow their advice.

Q: Do you wish to upgrade 
your cer�fica�on to “Silver” 
level?

A: ZED should be made into an 
interna�onally recognized body. 
This will improve ease of doing 
business between India and other 
countries.

Q: Do you have any further 
Comments?

A: I suggest that all my fellow 
industrialists apply and get the 
ZED cer�fica�on and imbibe its 
learnings onto the day to day 
ac�vi�es. I think ZED greatly 
b e n e fi t s  m a n u f a c t u r i n g 
industries in par�cular. I believe 
that systems are very important 
and is key to leading a peaceful 
life for an owner. So, let us all join 
ZED's mo�o of “ZERO EFFECT, 
ZERO DEFECT”.

cost, etc. I am yet to explore these 
possibili�es and see how my 
company can benefit from this.

Q: Lastly, do you suggest 
others get the cer�fica�on? If so, 
why?

ND Sons Engineers Pvt Ltd.
ZED SUCCESS STORY


