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SHAPINGUP

In the face of rising competition from international
players in Oman’s industrial and consumer durables
manufacturing space, local firms bank on product
innovations, serviceability and new markets to
sustain themselves. Ramya Dilipkumar reports

When Oman Cables Industries (OCI) began
operations in 1984, it was the first venture in
the sultanate to conceptualise manufactur-
ing of electric wires and cables. Today, while
an analyst pegs its domestic market share at
around 74 per cent, the company faces stiff
competition from international players such
as Dubai Cables, which entered the market
about a decade ago.

Similarly, International Poly Industries,
which is known for its Sleep-Ezee foam mat-
tresses admits to have registered a ten per
cent decline in orders after 2008 on account
of recession and the entry of imported goods
in the mattress segment.

This has been the case for several indus-
trial and consumer durables products
manufacturers in Oman. As a buoyant econ-
omy amidst several other troubled markets
abroad and an increasing government spend
in infrastructure prompted players from
other regions to enter the sultanate, compe-
tition beefed up considerably for the local
companies.

Even as analysts and company executives
continue to maintain a rosy outlook on the
opportunities and growth prospects for
industrial and consumer durable manufac-
turers, Omani firms are looking towards
product innovations and improving opera-
tional efficiencies. They are also scouting out
newer markets to sustain revenue and build
on customer base.
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The downturn effect :

The 2008 global financial crisis and the debt
fall-out in the UAE last year resulted in a large
number of international players who were
exporting their products to traditional mar-
kets such as the UAE to scout for stable
economies like Oman. Those from the UAE,
who lost out in that market which saw a large
number of infrastructure and residential
projects on hold, began entering Oman,
point out analysts.

Talal al Assaad, CEO, manufacturing &
trading, Al Hassan Group, agrees that they
have seen an increase in the number of com-
petitors entering the domestic market as
Oman’s economy remained stable, thus
becoming attractive to international compa-
nies. Satyamurthy V, director, International
Poly Industries points out that Oman is also
a consumer-driven market, prompting some
non-FMCG product manufacturers who lost
the residential market in the UAE to enter.

“The challenge that we face is from global
competitors, especially from the Asian and
European manufacturers, who are coming
into the sultanate due to opportunities aris-
ing out of infrastructure development in
Oman,” says Hans Meiring, CEO, Oman
Cables. Samidh Mukhopadhyay, chief finan-
cial officer of Salalah-based Raysut Cement,
admits that their business volume in 2009
contracted by about 20 percent from the
2008 levels in the northern parts of Oman

The price prefere lél:claﬁse is
implementedonly in major tenders
says Gopalan of Reem Batteries
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due to the entry of at least six cement
exporters from the UAE. Al Assaad of al
Hassan also admits that their profit margins
are under pressure due to increased compe-
tition. While executives at many firms say
they have seen a decline in businesses in the
domestic market, analysts point out that
some of them have actually performed well.
Sameer Kattiparambil, financial analyst, Al
Madina Financial and Investment Services,
says those involved more in infrastructure
projects across the country in areas such
construction related materials were able to
perform well so far this year and sustain
themselves despite the rise in competition.
“Firms such as Al Hassan Group and Oman
Cables have done well, with regards to this,”
says Joice Matthew,
research, United Securities.

senior manager,

Pricing and raw materials challenge

The entry of international players into the
domestic market has also resulted in a price
war for the local players, with new entrants
stealing market share from them on low
price points. Mukhopadyay says, “The fluc-
tuations in commodity prices and entry of
new players into the market, especially from
Dubai, prompted us to reduce the price of
one bag of cement from RO30 to RO27. But

Investment in infrastructure projec
augurs well for th{ domestic ..
industrial manufacturers, saysal
Assaad of Al Hassan ;

new international players who come in are
in fact selling it at a much lower price than
even this, which means going forward we
will be forced to reduce it further.” Meiring
says they have seen lower prices and inferior
products being quoted even on major gov-
ernment projects.

As per a price preferential clause, Omani
manufacturers get a ten per cent price pref-
erence in government contracts. S Gopalan
CEO, Reem Batteries, says, “It is implemen-
ted in major tenders but in local purchases
by the government departments, they don't
give any price preference for Omani prod-
ucts most of the times.” Meiring says while
the clause has worked well for Oman Cables
so far, in certain cases this rule had to be
invoked by the company itself by taking it up
to the ministerial level. “The preferred pro-
curement policies by the government
departments should be adhered to for local
suppliers,” he adds.

The recent upheaval and fluctuations in
the commodities markets affected the cost of
production for industrial and consumer
durables manufacturers. “It has been very
difficult to commit to long-term contracts
without price variation factors,” says Meiring.
Analysts say that this still poses a risk for the
players in both domestic and international
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