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Shifting gears. Rane group
looks for a resurgence

Shaking off multiple challenges, the
Rane group focuses on reducing debt,
and stepping up margins and growth

By 
Updated - January 19, 2026 at 06:39 AM.

Harish Lakshman, Chairman, Rane Group

Exactly 35 years ago, in the January 1990
issue of a business magazine, this writer’s
article had focused on the Chennai-based
(then Madras) Rane group. Featuring vice
chairman L Lakshman and his younger
brother L Ganesh, later to be Chairman of
the group, the article said: “The Madras-
based Rane group wears its conservatism
on its sleeve and wholeheartedly swears by
its virtues, but that has not stopped it from
approaching the ₹100 crore turnover
mark!”

If that was the extent of ambition then,
today the Rane group — still admittedly
conservative, and spearheaded by Laksh-
man’s son, Harish, the current Chairman,
who took over from Ganesh — has seen
revenues burgeon to ₹7,413 crore in FY24-25
(21 per cent from international markets),
serving customers in over 30 countries,
with eight business units and 31 manufac-
turing plants.

Over 80 years old, Rane is among the older
business groups in Chennai, catering to
the automotive sector with a variety of
components ranging from steering sys-
tems and brake to engine components
and light metal castings; over 67 per
cent goes to passenger vehicles, 23 per cent
to commercial vehicles, and the rest to
tractors and two-wheelers.

Harish Lakshman is sanguine that, despite
the global uncertainty, the automotive sec-
tor will find the going good. “I believe it
should sustain because GST 2.0 is a signifi-
cant step that’s going to spur demand. I
have had conversations with senior execu-
tives of our customers like Maruti, Tatas
and Mahindra — they’re all quite opti-
mistic that the footfall at dealerships is
going up considerably. In fact, the Maruti
MD was saying that the number of hel-
mets inside the dealerships are going up,
which means two-wheeler buyers are com-
ing into showrooms to look at the lower-
end cars!”

Rane’s total exports stand at 21 per cent, of
which 45 per cent goes to North America
and Mexico, so the uncertainty over US
tariffs is unsettling. To diffuse the risks,
Rane is increasing exposure to European
markets and Southeast Asia, which, he
says, is a difficult market to crack because
of the strong Japanese influence.

Rane had established a manufacturing
plant in the US in 2016 for light metal
castings but sold it in 2023. Asked if the
company would again establish a beach-
head in the US, Lakshman is cautious. “In
hindsight, if you are not making a very
high-technology product, where the differ-
entiation is based on manufacturing effi-
ciency, that’s not going to happen. Some
high-tech manufacturing can potentially
move back to the US, but I don’t see us
making an engine valve or casting in the
US,” he explains.

Deming honours

Lakshman is unfazed by the shifting trend
to EVs, saying 92 per cent of the group rev-
enue is agnostic to what the power train is
— whether an IC engine or an EV. “So, even
if the whole world flips to electric tomor-
row, Rane will lose 7-8 per cent of our sales.
But I’m personally convinced that the pace
of growth in EVs will continue to increase
in the next 15-20 years. There are new op-
portunities for Rane because EV brings its
own new set of technologies. So, we keep
looking and evaluating opportunities and,
at the appropriate time, we will place some
bets,” he elaborates.

The Rane group, like other business groups
in Chennai such as TVS and Ashok Ley-
land, has received three Deming Grand and
five Deming awards for its units for the
sustained quality of its components. A
walkabout at the Rane Madras factory at
Varanavasi, near the Oragadam industrial
estate on the outskirts of Chennai, shows
an orderly plant with high levels of effi-
ciency and discipline. Surrounded by land-
scaped gardens and a Miyawaki forest with
fruit-bearing trees and a huge pond for rain
harvesting, this spic-and-span plant
makes several engine components such as
rack and pinion steering gears, tie rods,
ball joints, et al, which go into PVs and
CVs.

Seated on benches in an open hut on a
green lawn, sipping tender coconut water, a
gentle breeze wafting in from the trees
around, you may forget you are in a factory
space!

The Demings, Lakshman says, are the cul-
mination of the total quality management
(TQM) journey Rane embarked on in the
early 2000s. “It was a very important ini-
tiative for the group to fix our quality
mindset, standardisation of processes
across the organisation, and planning.
These were all essential skills. I joined the
group in 1999 and we started the TQM jour-
ney in 2001,” he explains.

As Lakshman says, earlier there were no
systems and processes as everything was
person dependent, like in many traditional
family-run companies. “The biggest benefit
that TQM brought us is systems across
functions — from finance to manufactur-
ing and engineering to purchasing.”   

The Demings were the icing on the cake
and gave Rane a powerful calling card. “I
don’t think Rane would have been compet-
itive but for the TQM initiative. It has also
helped build our brand image and trust
and confidence, especially with overseas
customers. When they come for audits,
they can see that this company has sys-
tems and processes capable of supplying
parts that can be fitted in Western mar-
kets. India has come a long way, and some
companies like us used the Deming award
as a platform to build those capabilities,”
elaborates Lakshman.

As a group, Rane has been open to overseas
tie-ups, as well as M&As. “We have had a
lot of successful M&As. We’ve also had a
few bad ones. But we are convinced that
M&A as a growth strategy is an important
initiative,” adds Lakshman. A successful
one is with the German company ZF Rane
Automotive, for steering gear systems, safe-
ty belts and airbags. “We are growing
steadily. We were a very small player, say
five years ago, now we have become a sub-
stantial player and have a significant share
of business with some customers in India;
and we also have a good export portfolio,”
he says. It competes against Swedish com-
pany Autoliv, the global No. 1 in safety sys-
tems.

In February two years ago, Rane merged
two listed entities, Rane Brake Linings and
Rane Engine Valves, with Rane Madras to
create a larger entity. In FY24-25, revenues
were ₹3,406 crore with a net of ₹49.6 crore.
“The merger, to be frank, was long overdue.
Because, for a group of our size, having four
listed companies for ₹7,500 crore of rev-
enue — and that too in the same auto in-
dustry — didn’t make sense. All our list-
ings happened in the late ’50s, early ’60s
and, after that, we had never accessed the
capital markets. The markets and cus-
tomers are the same, so it was inevitable.
There are a lot of synergies we have from a
management perspective,” he explains.

Speeding up growth

Ask Lakshman if Rane, being an old group,
could have grown faster and what are its
challenges, he becomes thoughtful. “I’ll put
it into two buckets — short- and long-term.
The short-term challenges are that our
margins need to improve further. Even to-
day we are doing okay and, given our con-
servative style of management, we are com-
fortable. But our financial performance has
dropped vis-a-vis some of the best-in-class
in the industry, when it comes to profit
performance and growth. So, there is a lot
of work going on to fix some of those
things. Try to grow faster, improve our mar-
gins, and continue our debt reduction,” he
explains.

Rane’s debts, he says, have come down in
the last 2-3 years. It had gone up for specif-
ic reasons: Rane Engine Valves went
through a difficult time and had to shut
down two plants due to high labour costs;
the US acquisition that it got out of; and a
warranty issue with one of its customers in
earlier years has played out now. “So, there
were assignable reasons why debt went up
in the group and sucked up resources... And
I’m sure we will see progress... in the next
3-4 quarters.” Rane Madras has set a debt
reduction target of ₹250-300 crore over the
next 18 months.

In the longer term, Lakshman says, Rane
has to get more aspirational and show even
higher growth rates. “Because one of the
things — when I look at ourselves in the
last 15 years — is that we have not kept
pace with the industry in terms of growth.
We could have grown faster. If we have 10-
11 per cent CAGR in the last 10 years, can
we grow at 13-14 per cent? How much
should come from our existing product
lines while improving margins? How much
should come from new product lines with
higher margins? So those are some of the
things that we are working on,” he elabo-
rates.

An analyst tracking Rane says Rane
Madras has shown good growth in the
past, with a revenue CAGR of 14 per cent
between FY19 and FY25. Operating mar-
gins, too, have recovered well from the
trough of 2 per cent in FY21 to about 8 per
cent in FY25 and in the trailing 12 months.
Margins were at similar levels in the fiscals
before the pandemic.

However, debt has been on the rise over the
past few years, and the debt-to-equity ratio
now stands at 1.2 times (as of September
2025). This meant higher borrowing cost
chipping away at any improvement in op-
erating margin. Net margin stood at 1.3 per
cent in the trailing 12 months, which is
lower compared to Rane’s peers. As interest
cost itself accounts for about 25 per cent of
EBITDA and about 2 per cent of revenue,
any meaningful reduction in debt could
elevate net margin and drive shareholder
returns, says this analyst.

Lakshman says the issues that bogged
down the group’s growth are behind it now;
businesses are poised to grow because of
its strong brand, reputation, and good cus-
tomer connects. “We are market leaders in
most of our product lines. So just building
on that will automatically give us growth.
Over and above, there are new opportuni-
ties that are continuously coming up, not
only in India, but also with exports,” he
adds. A resurgent Rane is what he’s looking
forward to.

     Companies / Markets / Portfolio / Opinion / Budget 2026

CORPORATE FILE

Vinay Kamath

19/01/26, 9:52 AM
Page 1 of 1


