CASE
STUDY

THE
BEGINNING
OF TIES
Leading the manufacturing industry in
India with its state-of-the-art ‘rubberized
cork’ and ‘molded rubber’ products, NuCork has established a name in the
sealing industry since 1992.

The team at Nu-Cork works tirelessly and
diligently with one purpose in mind;
providing our clients with the seamless
product experience they deserve.

When the day arrived and the prospect of
joining hands with the Indian Railway (I.R.)
arose in 2020, we knew that sometime in
the future, we would remember this day
as the promising beginning of ties with
the
exceptional
Indian
Railway.
Therefore, we were more than delighted
to deliver the solutions to all of Indian
Railway’s queries.

KEY
CONCERNS
At Nu-Cork, we have memorized a single motto by heart; prioritize our
customer’s needs. It is always important to know all the crucial details about
your clients so that you can aid them in the best possible way. Our policy is to
serve our customers, and thus we took out our pens and paper and began
investing our time and effort in studying just what our client needed.
The prospective client required certain conditions to be met regarding the
market climate. To begin with, Indian Railway had a considerably shortlist of
suppliers for the individual item. Indian Railway had acquainted itself with
four particular suppliers in terms of said business, with one supplier
transacting from Germany while the rest operate from within India.
It must be noted that the product at hand is an essential safety requirement.
Consequently, the urgency and substantial value of the product raises its
market demand considerably.
Furthermore, raw materials are imported from trusted sources to ensure the
superior quality of the said product. Hindrances related to trade matters
and the like can cause gaps in the supply chain.
The product’s perishable nature also accelerates fluctuations in the supply
of the product. Short shelf life means that vendors cannot store the product
for extended periods, leading to a shortage in inventory. Combined, these
factors push down the supply of the product.

KEY
CONCERNS
Additionally, as Indian Railway performs strictly through a ‘tender’ driven
process, it must meet its demand following a timely bid. However, the
restricted supply causes problems in delivering the product timely.

Indian Railway proposed its plan to stimulate the ‘Make in India’ initiative
presented by the honorable prime minister and encourage micro, small
and medium enterprises (MSMEs).
The ‘Make in India’ proposal aims to ease supply shortages by reducing
foreign sources’ dependency by increasing local production. By focusing
on the acquisition of materials from MSMEs, the intended purpose is to
drive down the monopoly influence of the limited number of suppliers by
raising the product’s supply.

When Indian Railway conveyed the abovementioned concerns and
expectations, one would call this an intimidating case. Indian Railway
required assistance, and they needed it quickly. We knew we had to
construct a fool-proof plan to minimize the risks involved in this case. Our
brilliant marketing minds began listing an abundance of ideas, all
theoretically and statistically tested by our expert team. As every involved
member of our team strived to develop the best product strategy, our
workplace was as productive as ever. One could describe it as the ‘race to
excellence.’
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To construct the optimum course of
action, we considered every problem and
began our research and trial on how to
serve them best. This served as an
opportunity for Manager Director, Mr.
Ashwani Aggarwal, to take on such a huge
project and deliver an optimum result on
his part. Thus, Nu-Cork devised a strategy
to address the significant concerns of the
Indian Railway.
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The first milestone we achieved was
undoubtedly managing a local production
process. The company is pleased to
announce that the product has been
developed entirely under the ‘Make it
India’ initiative, upon receiving approval
from the National Accreditation Board for
Testing and Calibration Laboratories
(NABL),
following
the
specifications
provided by Indian Railway.
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More had yet to be done, and our team
wasted no time seeking the CCA approval
from relevant authorities in RDSO,
Lucknow. The application process was
completed via RDSO’s Unified Vendor
Approval Module (UVAM) portal.

PROPOSED
SOLUTION
TO INDIAN
RAILWAY

OBSTACLES TO

SOLUTION - 1

We are all well-versed with the phrase, “there is no straight path to success,” and this project
proved to be no exception. While analyzing our proposed solution, we came across a few
hurdles.
Given the urgency of the matter, the emergence of such obstacles seemed daunting. However,
our team was sure not to panic and dealt with the situation calmly. Every day at Nu-Cork is a day
well spent; our team effortlessly transforms challenges into success through hard work and
dedication.
Therefore, we brainstormed precisely how to go about these minor setbacks and before we knew
it, we were back on track.
The respective specifications advised by Indian Railway instilled certain conditions to be met
along the way. We were required to consult RDSO concerning the technical aspects of the
production process.
In addition to that, further discussions regarding the possible range of solutions to the problem
at hand were also to be set in order. Thus, we set out to put those requirements into effect.
Such an arrangement turned out to be a significant success for the company. RDSO agreed to
participate in the CCA activity, a noteworthy milestone. RDSO also paid us the pleasure of
physically assessing Nu-Cork’s machinery and plant, laboratory space, and production area. The
authority also analyzed the annual capacity of the product; the gesture corroborated our
production process. RDSO offered its provisional approval for the respective product within
quantity constraints.

OBSTACLES TO

SOLUTION - 2
Our obstacles didn’t end here, though, and soon we faced yet another cumbersome challenge.
According to the obligations set for us by RDSO, we were initially required to produce a limited
quantity of the said item. The obligations also consisted of a six-month field trial period. We
acknowledged and supported this requirement for quality assurance and expected the
conclusion of our initial restriction on supply upon this trial’s completion.

In due course, we expect to be in a position to provide the complete quantity through the tender
process.

However, it is worth mentioning that we were recently able to provide the total supply of ‘elastic
rings’ to the agencies nominated for the field trial. The items were delivered as prototypes to test
the market.

However, as with the initial journeys, our attempt to supply the prototypes was not optimum due
to the strong influence of established vendors over the market.

THE
BREAKTHROUGH
The entire back and forth process finally paid off, and we were ready to reap
the benefits. Despite what may have seemed like significant hurdles in our
early-stage of this endeavor, we remained persistent in our efforts.

After meeting up with leading officers at shed- Patiala, we could drive up our
marketing position. Soon we succeeded with our results and secured the R
note copy of the complete supply. We completed our mission with flying
colors, and we achieved our one true motive; client satisfaction.
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