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A promising 
future lies ahead. 



01 Introduction.



3

Motherson.
•Motherson started in 1975 in 
Delhi as a partnership between 
my mother the Late Shrimati 
Swaran Lata Sehgal and me. 

•Our name signifies a 
relationship of trust with all 
stakeholders.



Over  
175,000 
people 
worldwide.

Operating  
over 300 
facilities in  
41 countries.

$10.5 bn*  
in yearly 
revenues as a 
group.

Engineering 
focused 
company, strong 
Tier 1 OEM  
supplier.

Working 
with 28 joint 
venture 
partners. 

Motherson  
Group today.
Motherson is one of the 
world’s leading specialised 
manufacturing companies 
for OEMs.

4 • Revenues represents consolidated revenue from operations including 100% revenues from operations of JVs and associate entities which is consolidated under equity method. 
• Conversion from INR to US$ (wherever used) has been done @ INR 70.89/US$ as defined in our Vision 2025 plan.



Diversified group portfolio.
Transformation from an Indian wiring harness manufacturer 
to a global, diversified group that is engine agnostic.
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01 
Wiring 

Harness

02 
Vision 

Systems

03 
Modules & 

Polymer Product

04 
Others

Lighting &  
Electronics

Precision Metals 
& Modules

Technology &  
Industrial SolutionsElastomers

Logistics 
Solutions

Health &  
Medical

ServicesAerospace
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To be a 
globally 
preferred 
sustainable  
solutions 
provider.

Be part of 
the success 
of our 
customers.
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02 Growth at Motherson.



We have reorganised  
Motherson successfully.
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One Motherson. 
Two strong companies…

• Well diversified. 

• Aligned with industry 
changes. 

• Shareholders gain from 
full synergies.  

• Platform for future 
growth.

SAMIL MSWIL

• Focused on the Indian 
wiring harnesses 
segment. 

• Strong parentage. 

• Backward integration.  

• Aligned with India’s 
growth story with rising 
content per car.

33.4%

1. MSWIL was listed on BSE and National Stock Exchange India Limited (“NSE”) on March 28, 2022 
2. Name change of SAMIL (Formerly MSSL) was effective from May 18, 20229



The start of a  
new chapter.
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We have an 
amazing 
history of  
5-Year Plans 
behind us.

1. Revenues shown here are for SAMIL (formerly MSSL) on consolidated basis as reported in respective periods.

5YP01 5YP02 5YP03 5YP04 5YP05 5YP06Listed

CAGR of 
32% since 

1993.



02 
To grow as a 

company and 
offer perspective 
and opportunity 
for everyone at 

Motherson.

01 
To create value 

for all our 
stakeholders.

03 
To do something 

special and 
amazing in our 

lives that we are 
all proud to be 

part of.

12

So why do we 
always set 
such ambitious 
targets like 
Vision 2025?



13 Revenue targets based on reported revenues of SAMIL + 100% revenues of joint ventures consolidated under equity method. 
Conversion to US$ done at the average exchange rate for FY20 as Vision 2025 target done on a constant currency basis.

Vision 2025: 
Our current  
5 Year Plan. 5

04  
Up to 40% of 
consolidated profit 
as dividend.

04

2
01  
US$ 36 billion 
revenues in 
2024-25 with 40% 
ROCE 
(consolidated).

01

02  
3CX10 
No country, 
customer or 
component should 
contribute more than 
10% of our revenues.

002

03  
75% of  
revenue from 
automotive 
industry, 25% from 
new divisions.

203
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The Vision 
2025 targets 
are linked.

b

40% 
ROCE

c

40% 
Dividend 
Payout

Discipline

a

• US$ 36bn 
• 3CX10 
• 75/25

Revenue 
growth.

a



COVID-19 + 
lockdowns

Rising 
labour 
costs

Rising 
commodity 

prices Geopolitical 
situation in 

Europe

Record 
energy 
prices

InflationChip 
Shortage

We are faced with 
crisis after crisis.

Dec-20 Today

15



The most challenging start 
ever to a 5-Year Plan.

Photo by Pearl Pirie.16
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2.75

5.5

8.25

11

FY19 FY20 FY21 FY22 FY23 (H1)

US$5.8

US$10.1

US$9.1US$9.4US$9.4

Revenue (in US$ Billion)

• Revenues represents consolidated revenue from operations including 100% revenues from operations of JVs and associate entities which is consolidated under equity method. 
• Conversion from INR to US$ (wherever used) has been done @ INR 70.89/US$ as defined in our Vision 2025 plan. 
• Revenue numbers depicted for FY23 are shown on an annualised basis based on H1 FY23 results. These are just to show the trends and are not in any manner indicative of the expected performance of the business for the rest of FY 23. 
• Global production volumes for light vehicles based on data from S&P Global Mobility for Oct, 2022. 
• Erstwhile SAMIL (along with its JVs and Subsidiaries) was merged in SAMIL (formerly MSSL) w.e.f. Q4 FY22. Full year impact of the merger on revenues is a part of FY23 numbers.

Strong organic growth despite 
industry-wide challenges.

8-9% 
growth 

over 
industry.

~$ 12 
 Billion

CAGR 
of 6%

CAGR 
of -3%

76.5
77.4

83.8

92.8

Global LV production (Million units)

82.5

40.2



We are strong  
and resilient.  

Photo by Andy.18
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03 How will we achieve 
our Vision 2025 goals? 



20 *Quality, Cost, Development, Delivery, Management, Safety, Environment 
and Sustainability.

To be a 
globally 

preferred 
sustainable 

solutions 
provider.

Consistent 
outstanding 

performance on 
QCDDMSES.* 

Customer     
trust. Asked to 

do more. 

Increasing 
content and 

value per 
OEM. 

Return  
on trust

Motherson value 
creation wheel.

• Organic growth 
• Joint ventures 
• Inorganic growth



01 Revenue Growth.

Favourable 
industry 

dynamics.

Our revenues would grow when Global 
Light Vehicle production bounces back.

21

FY 16 FY 17 FY 18 FY 19 FY 20 FY 21 FY 22 FY 23 E FY24 FY25

82.5

76.577.4

83.8

92.8
95.194.4

89.1

COVID and other Macro Economic challenges 

-11%

-18%-17%

-10%

Start 
of 

COVID

“Breathing with the market.”



01.2 Electrification brings 
new opportunities…
Motherson is already a 
key supplier to leading EV 
makers globally.

22

Hybrid
25%

Electric
20%

ICE
55%

Hybrid
31%

Electric
38%

ICE
31%

Hybrid
7%

ICE
91%

FY 24-25 FY 28-29

Fuel Cell - 0.04%
Fuel Cell - 0.08%

FY 19-20

Fuel Cell - 0.01%Electric - 2%

Photo by dcbel.



01.3 Inorganic Growth: we 
acquired 7 companies in the 
past 2.5 years.

2020

01 
Wisetime Ltd.  
Finland (ERP Systems) 
Share purchase

2022

07  
Ichikoh* 
Rear view mirror business 
Japan 
Share Purchase 

06 
Frame Manufacturing 
and Assembly Business* 
of DICV Pvt. Ltd. 
India Asset Purchase

* Under regulatory approval process

02 
Plast Met 
Turkey (plastic moulded 
parts & tooling) 
Share Purchase

03 
Bombardier (EWIS) 
Mexico (Wiring harness 
unit)

04 
Nanchang JMCG Mekra 
Lang Vehicle Mirror Co., 
Ltd. (JMCG) 
China (Rear View Mirrors) 
Stake purchase

05 
CIM Tools Pvt. Ltd. 
India (Aerospace) 
Stake purchase

2021

23

** Announced recently 

2023

08 
Saddles** 
India (automotive 
upholstery business) 
Stake purchase



01.4 We have a robust M&A 
evaluation framework…

*Strategic relevance of adding a new customer, new geography, a new product or technology, or more vertical integration. 
Illustration of funds available for Inorganic growth based on market estimates

Our guiding 
principles. 

For better fitment of 
any potential M&A.

Customer driven. 
Achieve Multi-fold 

growth

Strategic 
relevance* to 

Motherson and 
path to 40% 

ROCE.

X= Employee 
engagement.X

Even more 
discipline is 
needed, as 
acquisitions 

could be debt-
heavy. 

24
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01.5 Sowing seeds for non-
automotive businesses.

01  
Aerospace

02 
Logistics 
Solutions

03 
Health &  
Medical

04 
Technology &  

Industrial Solutions

Our new divisions 
leverage existing 
Motherson knowledge 
and capabilities into  
new industries. 

We call it the “power to 
do more”.



02 Key drivers to 
40% ROCE.

8.2%

Lower capex 
due to 

completion of 
capex cycle. 

Normalisation of 
working capital 
due to easing 
supply chain 

issues.

Improvement 
in red and 

yellow units.

40%

Operating 
leverage as 

volumes ramp up 
to pre-COVID 

level.

Information presented here is purely an illustration and 
potential drivers of the improvements. This should not in any 
manner be taken as an indication of our expected return on 
capital employed going forward.26
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03 3CX10.

India

USA

Germany

China

Hungary

Spain 

Mexico

France

Brazil

South Korea

Poland

Others 7%

3%

3%

3%

4%

4%

5%

6%

10%

13%

19%

24%

H1 2022

COUNTRY

Wiring Harness

Vision Systems

Bumpers*

Door Panels*

Instrument  
Panel*

Engineering*

Other Polymer 
 products*

Non- 
Automotive

Others 7%

2%

12%

3%

6%

11%

13%

17%

29%

H1 2022

COMPONENT

Achieved Work in 
progress

Mercedes  
Benz

Audi

Volkswagen

Suzuki/ 
Maruti

BMW

Porsche

Daimler  
trucks

Hyundai

Renault

Paccar

PSA Group

Ford

Scania

John Deere

Volvo Trucks 1%

2%

2%

2%

2%

3%

3%

3%

4%

4%

5%

6%

7%

9%

10%

H1 2022

CUSTOMER



04 Dividend Payout is on target.
(In million INR)

2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 2021 2022

Dividend Payout Ratio
Dividend Payout

4,7234,737

5,7115,7115,711

5,068

3,980

3,184
2,580

1,376
1,0341,239

786562562412308268

52%

46%
49%

35%36%
33%

31%

37%
34%

31%

40%

32%32%32%32%32%
29%

32%

52%

46%
49%

35%36%
33%

31%

37%
34%

31%

40%

32%32%32%32%32%
29%

32%

40%

24% 32% 12%CAGR Overall CAGR 
of 18%

Vision 2010 Vision 2015 Vision 2020

Dividend for FY 22 includes dividends given by both the listed entities i.e. SAMIL and MSWIL. 
Inter-se dividends have been eliminated for this computation.28



05. Our Vision: To be a globally 
preferred sustainable solutions 
provider. 
Three areas of 
Sustainability.

At Motherson, Sustainability 
means being a company 
that we can pass on to our 
grandchildren and that 
helps to create a world we 
are all proud to be part of.

Proud to be part of planet 
earth.

Planet

Governance People
Ensure 
wellbeing and 
opportunity for 
all.

Foster long-term 
growth in an 
ethical way.

Help to preserve the 
planet.

29



NEW AMBITION.

We have set 
the goal of 
being 
Carbon Net 
Zero across 
our current 
global 
operations 
by 2040.

30



06. We are simply 
following what 
nature guides us.

• Revenue Growth: Just like 
with nature, everything is 
about growth, we can either 
grow or perish.

• ROCE: Targets are like the 
fruits that provide the seeds 
which kickstart the life cycle 
again.

• 3CX10: Similar to diversity in 
nature, it's about nurturing 
biodiversity.

31
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Ekla 
chalo.
To go beyond unchartered 
territory, you have to walk 
alone. 

When a collective lot of 
people start dreaming 
together, that is Ekla Chalo. 
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The best  
is yet  

to come.
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Thank you.

Safe harbour The contents of this presentation are for informational purposes only and for the reader’s personal non-commercial use. The contents are intended, but not guaranteed, to be correct, complete, or absolutely accurate. This presentation 
also contains forward-looking statements based on the currently held beliefs and assumptions of the management of the Company, which are expressed in good faith and, in their opinion, are reasonable. Forward-looking statements involve known 

and unknown risks, contingencies, uncertainties, market conditions and other factors, which may cause the actual results, financial condition, performance, or achievements of the Company or industry results, to differ materially from the results, 
financial condition, performance or achievements expressed or implied by such forward-looking statements. The Company disclaims any obligation or liability to any person for any loss or damage caused by errors or omissions, whether arising from 
negligence, accident or any other cause. Recipients of this presentation are not to construe its contents, or any prior or subsequent communications from or with the Company or its representatives as investment, legal or tax advice. In addition, this 
presentation does not purport to be allinclusive or to contain all of the information that may be required to make a full analysis of the Company, target entitles or the proposed transaction. Recipients of this presentation should each make their own 

evaluation of the Company and of the relevance and adequacy of the information and should make such other investigations as they deem necessary


