
How Ennore Coke drove Operational Effectiveness 
by empowering middle management

Promoted by Shriram EPC Limited, Ennore Coke 
manufactures and markets low ash metallurgical coke. It’s 
1,30,000 TPA coke oven plant in Haldia is fed mainly with 
Australian coal. 

Ennore Coke has revenues over INR 600 crores with total 
assets of about $2.0 billion. The coke they produce is sold 
primarily to steel mills and other industrial units that need 
to feed large furnaces. 

The company wanted to empower it’s managers to 
improve operational effectiveness while dealing with 
problems like inventory costs, wastage, seasonal quality 
concerns, and workforce allocation – which are typical to 
the coal industry. 

COMPANY
Ennore Coke Limited

INDUSTRY
Coal to coke

ENPARADIGM INTERVENTIONS
Operations Simulation WorkshopTM, October 2013

PARTICIPANT FUNCTIONS / LEVEL
Middle managers across functions, mainly at plant-level

BUSINESS CHALLENGE

Ennore Coke has seen impressive 
growth (including 4 plants) over 
the last 4 years, to become one of 
the major players in its industry. 
However, their managers needed 
support with the business acumen 
required to handle a large 
business. 

Even daily issues used to get 
escalated to the company’s 
top management. 

M Natarajan, the CEO, and J 
Rajaraman, the VP of Operations, 
wanted their managers to take 
these decisions themselves, with 
confidence. 

INTERVENTION

J Rajaraman, VP of Operations, 
attended an open workshop in 
July 2013. He and Dr. Natarajan, 
the CEO, wanted their 

– Daily coal wastage: 95% reduction from 20-30 kg to 2 kg per day
– New, high-value variants: Margins increase by INR 3,000 / ton
– Machine parts inventory reduced by 66% from INR 6L to 2L
– Emphasis on optimal loading saves INR 1,000 per truck of coke

Business 
Results
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Ennore Coke drove Operational 
Effectiveness by empowering 
middle management

managers to acquire business 
acumen, experience decision-
making and see what impact 
their decisions had on other 
departments and the company. 
The result was an Operations 
Simulation Workshop in 
October 2013. These are results 
from a 6-month and 9-month 
post-intervention study of 
participants from the workshop.

RESULT

Ennore Coke’s middle managers 
got to experience running a 
large business, saw the impact 
of their decisions and equipped 
themselves with the tools to 
take these decisions effectively.

“Only after the 
workshop did we 
understand the impact of 
our decisions on the 
finances of the company.“ 

- R Ananda Kumar
Senior Manager, Operations

BUSINESS IMPACT

Significant wastage 
reduction: Although daily coal

wastage numbers are small, 
they add up to a significant cost 
– which has been reduced by up 
to 95%.

Higher value variants: An 
acute awareness of both their 
product and their customers’ 
needs has let them create new, 
higher-value product variants, 
which increase margins up to 
100%.

Reduced inventory:  Effective 
planning and forecasting 
techniques have helped reduce 
inventory, a major cost driver, 
by up to 66% in some areas.

Cost-aware maintenance:
Maintenance managers, now 
aware of other departments’ 
concerns, take inclusive 
decisions like scheduling 
preventive maintenance in 
times of peak electricity cost.

Forecasting for reliability: 
Accurate forecasting has led to 
reliable supply despite a long 
procurement/transport cycle 
(from Australia) – which has 
been effectively utilized as a 
differentiator

“Every day we used to lose 20-30 
kg in coal wastage. Now we lose 
only 2 kg.

- A Chandra Shekar
Deputy Manager, Production

“We have reduced inventory of 
machine parts: Earlier we used to 
keep INR 6 lakhs of inventory, 
now we maintain 1.5 to 2 lakhs.

- G Poornachandran
Manager, Operations
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“We used to sell only one size of 
coke. Now we added 2 high-value 
sizes, and make INR 3,000 extra 
profit per ton sold.

- Ajay Kumar Jha
Regional Dy. Manager, Mktg.

“From 5pm to 11pm, the 
electricity rate is the highest – so 
we utilize this time for preventive 
maintenance.”

- V Naren
Dy. Manager, Electrical Power

“This workshop changed my 
mind. Before this, we never used 
to see the commercial aspects, 
but now, we do it in all decisions 
and all departments.“

- Sujoy Chowdhury, Senior 
Manager, HR and Admin 
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