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Disclaimer 

Certain statements in this communication may be ΨŦƻǊǿŀǊŘ looking ǎǘŀǘŜƳŜƴǘǎΩ 
within the meaning of applicable laws and regulations. These forward-looking 
statements involve a number of risks, uncertainties and other factors that could 
cause actual results to differ materially from those suggested by the forward-
looking statements. Important developments that could affect the /ƻƳǇŀƴȅΩǎ 
operations include changes in the industry structure, significant changes in political 
and economic environment in India and overseas, tax laws, import duties, litigation 
and labour relations. 

 

Hindusthan National Glass & Industries Limited will not be in any way responsible 
for any action taken based on such statements and undertakes no obligation to 
publicly update these forward-looking statements to reflect subsequent events or 
circumstances. 
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Company overview 

 

 

Market share of ~ 55% in the container glass segment 
Installed TPD capacity in India  (2,925 MT) and Germany (320  MT); Planned capacity 
expansion to ~6,765 TPD at Global level by FY17   

 

 

Manufacturing facilities in 6 locations across India, 7th facility will start by April, 2012 
Additionally, international manufacturing footprint through its 100% subsidiary HNG Global 
GmbH, Germany  

 

 
Diversified end user segment including Liquor, Beer, Beverages, Food, Pharmaceuticals and 
others 
 

 

 
Strong management with vast experience and domain knowledge 
Successful history of acquiring loss-making units and turning them around 

 

 
Six decades of presence in the industry has enabled the Company to develop long standing 
customer relations  
 

 

 
In a capital intensive industry, the Company has been able to maintain a comfortable long 
term debt/ equity ratio 

Dominant position 

Pan India Presence  

Consumption 
Ancillary  

Competent 
management 

Well established 
customer relations  

Strong Balance 
Sheet  
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