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Beyond the Machine: India’s Components,
Accessories and Spares Market Enters a

New Growth Phase

The Indian construction equipment industry is entering a phase where the opportunity is no longer
limited to the sale of new machines. As equipment fleets expand, projects become more demanding
and customers place greater emphasis on uptime and lifecycle costs, the market for components,
accessories and spares is emerging as a critical growth engine for the entire construction equipment
ecosystem, reports Equipment Times.

rom hydraulic systems and
F undercarriage components to

filters, bearings, electrical systems,
attachments, tyres, wear parts and
electronic controls, the supporting
ecosystem is becoming increasingly
important to the performance and
profitability of construction equipment.
For India's component manufacturers,
distributors and aftermarket players, this is
creating an opportunity that extends well
beyond supplying parts to OEM production
lines.

The opportunity is being reinforced

by the expansion of India’s construction
equipment industry itself. ICEMA estimates
that the Indian CE industry has already
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achieved significant localisation, averaging
around 60%, with some products such

as backhoe loaders and pick-and-carry
cranes exceeding 90%. At the same time,
the industry has set an ambition to raise
indigenisation to 70-80% by 2030.

This combination of growing equipment
demand, localisation, technology adoption
and an expanding installed base is
reshaping the components and aftermarket
landscape.

THE INSTALLED BASE BECOMES THE
OPPORTUNITY

Every new excavator, loader, crane,
compactor, paver, concrete machine or
material-handling system entering the
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market creates a future requirement for
maintenance and replacement parts. As
machines remain productive for several
years, the demand generated during their
operating life can be substantial.

This is particularly relevant in India,
where construction equipment operates
in demanding environments. Dust, heat,
abrasive materials, uneven terrain, long
operating cycles and challenging site
conditions place considerable stress on
components. Wear and tear are therefore
natural parts of equipment ownership.

The result is a recurring demand cycle
covering filters, lubricants, hoses, seals,
bearings, belts, electrical components,
hydraulic parts, undercarriage components,
cutting edges, buckets, teeth, pins and
bushes, tyres and other wear parts.

The aftermarket is also becoming more
sophisticated. Fleet owners increasingly
understand that an inexpensive
replacement part is not necessarily the
most economical choice if it results in
premature failure or machine downtime.
Consequently, purchasing decisions are
gradually moving towards total cost of
ownership rather than simply the initial
price of a component.

LOCALISATION TAKES CENTRE STAGE

Perhaps the biggest structural
opportunity for Indian component
manufacturers is localisation.

ICEMA identifies hydraulic systems,
undercarriage systems, electrical and
electronic parts and telematics among the
critical component categories where India
continues to depend on imports.

This creates a clear opportunity for
domestic suppliers capable of offering
globally competitive quality, reliability and
cost.

The localisation drive is not simply
about replacing imported components
with domestically manufactured
alternatives. It is about developing a
deeper supplier ecosystem capable of
meeting the engineering, quality, testing
and consistency requirements of modern
construction equipment.

For Tier-1 suppliers, this means
greater collaboration with OEMs during
product development. For Tier-Il and
Tier-1ll suppliers, it opens opportunities
to move from conventional machining
and fabrication towards higher-value
engineering.

The direction is already visible across the
industry. ICEMA's construction equipment
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catalogue includes OEMs, component
suppliers and technology providers,
reflecting the increasingly integrated
nature of the Indian CE ecosystem.

HYDRAULICS: A HIGH-VALUE
OPPORTUNITY

Hydraulic systems remain one of the
most important areas for localisation.

Excavators, loaders, cranes, concrete
equipment and many other machines
depend on hydraulic pumyps, motors,
valves, cylinders, hoses, fittings and
filtration systems. The performance of these
components directly affects productivity,
fuel efficiency, precision and machine
reliability.

As equipment becomes more
sophisticated, hydraulic systems are also
becoming more efficient and electronically
controlled. This increases the technical
requirements for Indian suppliers.

The opportunity, therefore, is moving
beyond supplying replacement hydraulic
parts. Component manufacturers capable
of developing complete systems, improving
efficiency and integrating electronic
controls can potentially move higher up the
value chain.

UNDERCARRIAGE AND WEAR PARTS
REMAIN AFTERMARKET FAVOURITES

For crawler excavators and other tracked
equipment, undercarriage components
represent a significant recurring
opportunity.

Track chains, track shoes, rollers, idlers,
sprockets and related parts operate under
severe loads and abrasive conditions.

Their replacement is unavoidable over the
machine's operating life.

The same logic applies to buckets,
bucket teeth, cutting edges, wear plates
and other ground-engaging tools. As
excavation, quarrying, mining and road
projects become increasingly productivity-
driven, equipment owners are looking
for wear parts that provide longer service
life without compromising machine
performance.

This is encouraging manufacturers to
invest in better metallurgy, heat treatment,
design optimisation and wear-resistant
mMaterials.

ACCESSORIES ARE BECOMING
PRODUCTIVITY TOOLS
The accessories market is also
undergoing a transformation.
Attachments that were once considered
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optional additions are increasingly
becoming productivity-enhancing tools.
Hydraulic breakers, augers, grapples, quick
couplers, compactors, crushers, milling
attachments and specialised buckets
allow a single carrier machine to perform
multiple tasks.

For equipment owners, this improves
asset utilisation. Instead of purchasing
separate machines for every application,

a suitable carrier combined with
interchangeable attachments can serve
several project requirements.

The growing acceptance of attachment-
based equipment utilisation is therefore
creating opportunities for manufacturers to
develop application-specific solutions.

Quick couplers are another example.
By reducing the time required to change
attachments, they can increase machine
utilisation and improve operational
flexibility. As contractors become more
focused on productivity, such accessories
are increasingly viewed as part of the
machine's operating system rather than
merely an add-on.

ELECTRONICS AND TELEMATICS OPEN A
NEW FRONTIER

The next major opportunity lies in
electronics.

Construction equipment is steadily
becoming connected, intelligent and
data-driven. Sensors, electronic control
units, displays, telematics devices, cameras,
positioning systems and connectivity
solutions are increasingly integrated into
modern machines.

These technologies support predictive
maintenance, remote diagnostics, fleet
monitoring, fuel management and operator
performance analysis.

However, this is also an area where
India remains dependent on imported
technology in several categories. ICEMA
specifically identifies high-tech electronics
and telematics among areas where
domestic manufacturing has significant
room to grow.

The opportunity for component
suppliers is therefore shifting from
mechanical replacement parts towards
smart components.

The supplier of tomorrow may not
simply sell a sensor or control unit; it may
provide a complete condition-monitoring
solution that tells a fleet operator when a
component is likely to fail.

AFTERMARKET GETS MORE ORGANISED

224

The construction equipment
aftermarket in India has traditionally
been fragmented, with OEM channels,
authorised dealers, independent
distributors, local traders, specialised
repair shops and unorganised suppliers all
competing for customers.

That structure is gradually changing.

Large fleet operators increasingly
demand predictable parts availability,
documented quality, technical support and
faster delivery. Digital procurement is also
making it easier for customers to compare
products and source components from
multiple suppliers.

The growing emphasis on preventive
maintenance is another important
change. Instead of waiting for a machine
to fail, fleet owners are increasingly
planning maintenance around operating
hours, component condition and service
schedules.

This shift benefits organised aftermarket
companies that can combine parts
availability with technical expertise.

The broader Indian auto-component
industry offers a useful indication of how
aftermarket formalisation can evolve.
ACMA reported that India’'s automotive
component aftermarket grew by 6% in
FY2025, supported by a larger used-vehicle
parc, greater e-commerce penetration
and increasing formalisation of repair and
maintenance.

Although construction equipment is a
distinct market, similar structural forces—
larger installed fleets, professionalisation,
digital procurement and lifecycle
maintenance—can influence its aftermarket
evolution.

EXPORT POTENTIAL

Localisation also creates an export
opportunity.

India is increasingly being viewed
as a manufacturing base for global
supply chains. Construction equipment
component manufacturers that achieve
international quality standards can serve
not only domestic OEMs but also overseas
equipment manufacturers and aftermarket
distributors.

The transition to higher emission
and technology standards is further
pushing Indian suppliers towards global
specifications.

The Indian CE industry itself is already
demonstrating export potential. ICEMA’s
FY2025 assessment highlighted strong
non-OEM export growth despite subdued
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domestic market conditions.

For component manufacturers, this
creates a two-way opportunity: supplying
Indian OEMs producing for export markets
and directly entering international
aftermarket chains.

QUALITY WILL DECIDE THE WINNERS

The growth opportunity, however, comes
with a major qualification: quality.

Construction equipment operates
under conditions that can quickly expose
weaknesses in components. A low-cost
bearing, seal, hydraulic hose or filter that
fails prematurely can cause expensive
equipment downtime.

Consequently, the aftermarket is likely
to become increasingly divided between
suppliers competing primarily on price and
those competing on performance, reliability
and lifecycle value.

For organised manufacturers,
investment in testing, traceability, quality
systems and engineering capability will
become increasingly important.

Digital technologies can further
strengthen this proposition. QR-based
traceability, digital service records,
inventory-management systems and online
parts identification can help suppliers
improve customer confidence while
reducing counterfeit risks.

THE ROAD AHEAD

The long-term outlook for India’s
components, accessories and spares
market is closely linked to the country’s
infrastructure ambitions.

ICEMA’s industry outlook envisages the
Indian construction equipment market
becoming the world’'s second-largest
by 2030, with a projected market size of
around US$25 billion.

As the machine population grows, so
will the demand for parts that keep those
machines working.

More importantly, the composition
of that demand will change. Mechanical
components will continue to form the
backbone of the market, but hydraulics,
electronics, telematics, advanced filtration,
intelligent attachments and specialised
wear solutions will gain increasing
importance.

For component manufacturers, the
message is clear: the future market is not
simply about producing more parts. It is
about producing better parts, localising
critical technologies, supporting equipment
uptime and becoming a strategic partner
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to OEMs and fleet owners.

India's construction equipment story is
therefore evolving from a machine-centric
market to a lifecycle-centric ecosystem.
The companies that understand this
transition—and invest in technology,
localisation, quality and aftermarket
capability—will be best positioned to
capture the next wave of growth.

The machine may remain the visible
face of construction equipment, but the
components, accessories and spares
behind it are increasingly becoming the
real enablers of productivity, uptime and
profitability.

LEADERSHIP TALK

Farrokh Nariman Cooper, Chairman &
Managing Director, Cooper Corporation,
said, ‘I see strong and sustained potential
for high-performance
components and spares
in India's construction
eguipment sector.

As infrastructure
development, urbanisation,
road construction,
mining and large-scale
industrial projects continue to expand,
the demand for reliable equipment and
components that can perform under
demanding operating conditions will
increase significantly. Equipment owners
are increasingly looking beyond the

initial purchase cost and focusing on

total cost of ownership, fuel efficiency,
reliability, maintenance requirements and
equipment uptime. Leading up to 2030,
several factors will shape this market.

The government’s continued focus on
infrastructure development, greater
mechanisation of construction activities,
growth in mining and the increasing
localisation of manufacturing will create
significant opportunities for component
manufacturers. At the same time, emission
regulations and evolving customer
expectations will require components to
deliver higher performance with greater
efficiency and durability.”

Ravi Chawla, MD & CEO, Gulf Qil
Lubricants India, said, “The relationship
between lubricant
companies and OEMs
has become much
more collaborative as
machines become more
sophisticated. Lubricants
are increasingly being
considered as part of the
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equipment design and operating equation,
because the right formulation can influence
reliability, efficiency, emissions performance
and maintenance intervals. At Gulf, we
have built this approach over several years
and currently have partnerships with more
than 50 OEMSs across automotive, industrial
and construction equipment segments.
Our Chennai global R&D centre develops
formulations based on specific engine,
transmission and equipment requirements,
and these products are tested under
Indian operating conditions before being
taken to market. We also have co-branded
solutions with OEMs and work with leading
construction equipment manufacturers to
address application specific requirements.
There is a growing preference for synthetic
and semi synthetic products particularly in
high-performance and application-specific
use cases because they provide better
thermal and oxidative stability, stronger
wear protection and the potential for longer
service intervals. In some applications,
fully synthetic products can deliver drain
intervals two to three times longer than
conventional mineral oils, subject to OEM
specifications and operating conditions.”
Niranjan Kirloskar, Managing Director,
Fleetguard Filters, said, “We see strong
long-term demand
for high-performance
components in India. The
construction equipment
market is evolving from a
predominantly purchase-
price-driven market to
one increasingly focused
on lifecycle value, uptime,
fuel efficiency and total cost of ownership.
India is already the world's third-largest
construction equipment market and
is projected to become the second-
largest globally by 2030. Infrastructure
development, mining activity, urbanisation,
mechanisation, stricter emission
requirements and increasing equipment
utilisation will continue to drive demand.
At the same time, new-generation
engines and hydraulic systems operate
at tighter tolerances, making
contamination control increasingly
critical. Customers therefore expect
components to deliver longer service
intervals, consistent performance and
reliable protection under severe
operating conditions. This creates a
significant opportunity for technologically
advanced, locally engineered filtration
solutions.”
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Vijay Savant, MD & CEO, GS Caltex
India, said, “The lubricant industry is
entering a period of
f".\ significant transformation.
Equipment is becoming
smarter, industries are
becoming more data-
driven and customers are
increasingly demanding
higher efficiency, reliability
and sustainability. For GS Caltex, this
evolution represents an opportunity to
rethink not only what we produce, but also
how we operate and serve our customers.
Globally, GS Caltex is progressing its
Digital & Al Transformation (DAX) journey,
moving beyond conventional digitalisation
towards Al-enabled decision-making
and intelligent operations. This includes
applications across market intelligence,
sales, operational optimisation, safety
and customer experience. For India,
the opportunity is to translate these
capabilities into meaningful customer
value. Digital tools can help us understand
market and customer requirements faster,
improve decision-making and create
more responsive business processes.
In the longer term, the combination of
data, Al and lubrication expertise can also
open new possibilities around predictive
maintenance, condition monitoring and
smarter equipment management. At the
same time, digital transformation cannot
be separated from sustainability. GS Caltex's
global Green Transformation agenda
focuses on carbon reduction, resource
circularity and developing lower-carbon
businesses. India will play an important role
in this transformation. Our objective is to
combine GS Caltex’s global technology and
capabilities with a strong understanding of
the Indian market. The future of lubrication
will be increasingly connected, intelligent
and sustainable—and GS Caltex India
intends to be an active participant in
shaping that future.”

Girish Hanchate, Director — Industrial
Market, India, SKF India (Industrial), said,
“India’s core industrial
sectors are entering a
sustained investment
cycle, driven by strong
momentum across
mining, cement, railways,
infrastructure and
renewable energy. Beyond
capacity creation, we are seeing a growing
emphasis on improving productivity,
operational efficiency and asset reliability.

d
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What is particularly notable is the shift
in customer priorities. Companies are
increasingly evaluating equipment and
solutions based on lifecycle performance,
uptime and total cost of ownership rather
than upfront acquisition costs alone.
Industries such as mining, cement and
metals are modernising equipment and
maintenance practices to maximise asset
utilisation, reduce downtime and improve
energy efficiency. As a result, reliability
is evolving from a maintenance metric
to a business imperative. We are also
seeing increased adoption of predictive
maintenance and condition-based
monitoring as organisations seek more
predictable and efficient operations.”
Dyutiman Chattopadhyay, Chief
Technology Officer, Yokohama-ATG, said,
“The demand for high-
performance components m
in the Indian construction .;,n
equipment sector is
increasingly being driven
by the need for higher
productivity, longer
equipment life and lower
total cost of ownership.
From an Off-Highway Tire perspective,
customers today are operating
equipment for longer hours, across more
demanding applications and varied terrains.
This is creating a growing
need for tires that can offer better
durability, load-carrying capacity, traction,
cut and chip resistance and longer service
life. At the same time, fleet operators are
becoming more conscious of the cost of
downtime and are looking beyond the
initial price of a tire towards its overall
operating value. This is driving greater
interest in application-specific solutions,
where the tire is selected based on the
severity of the operation rather than a
one-size-fits-all approach. The increasing
adoption of advanced equipment, greater
focus on fuel and energy efficiency, and
the need for data-driven maintenance
are also shaping customer expectations.
At Yokohama-ATG, we believe the next
phase of the market will be defined by
products that can deliver consistent
performance under demanding operating
conditions while helping customers
improve productivity and reduce operating
costs. Our field service model also plays
an important role in understanding the
latent needs of customers and translating
these requirements into application-fit tire
solutions.”
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S. Sakthi Kumar, Director, GS-KOR,
said, “The industry faces high demand for
heavy machinery and
durable undercarriage
4 components, driven by
@ and manufacturing
: expansion. Undercarriage
‘r parts represent a
major share of lifecycle
maintenance costs and it pushes heavily
and original components. We perceive,
accelerated federal outlays on roads,
railways, and urban transit networks,
expand active equipment fleets, urban
migration which needs millions of new
will be the key market drivers leading in to
2030. Undercarriage manufacturers and
OEMS both co-design parts from start
to handle new heavy loads, fit electric or
hybrid weight needs, and add smart wear
build digital sensors directly into track links
and rollers for real time tracking. Advanced
material composition helps reducing the
weight of parts. Technologists test custom
track shoes and tensioners for extreme or
Nilesh Somani, COO, GS Caltex
India, said, “The past few years have
demonstrated that
supply-chain resilience
is no longer simply
consideration—it is
[ a strategic business
' v requirement. Geopolitical
conflicts, shipping
disruptions, raw-material availability and
markets can have a direct impact on the
lubricant industry. The recent disruptions
in the Middle East have once again
highlighted the vulnerability of global
base-oil and energy supply chains. High-
experienced significant supply pressure
because of geopolitical and logistics
disruptions. For GS Caltex, resilience
starts with the strength of our global
supply network. GS Caltex has historically
across multiple regions, and this approach
has become even more relevant in the
current environment. This requires close
integration between business planning and
supply-chain execution—better demand

robust domestic output
on durable, locally supported replacement
housing units and municipal upgrades,
sensors wherever possible to monitor. OEMs
niche jobs before rolling out.”

an operational
sudden changes in freight and commodity
quality base oils, particularly Group Ill, have
maintained diversified crude sourcing
forecasting, disciplined inventory planning,
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alternate sourcing considerations, close
coordination with global teams and,
importantly, a clear understanding of
customer priorities. The objective is not
simply to ensure product availability, but
to balance availability, cost, working capital
and service levels while continuing to
support business growth.”

Anup Patil, CEO & Co-Founder,
Intangles Lab, said, “The
market is increasingly
moving towards
telematics, artificial
intelligence (Al), and
software-defined vehicles
(SDV) to improve fleet
efficiency, uptime and
operational decision-making. The focus is
shifting from traditional vehicle tracking to
using real-time data to understand vehicle
health, fuel consumption, and driving
behaviour, and to predict maintenance
needs. For instance, in May 2026, nearly 20%
of truck operators were idle due to a diesel
shortage, showing that in disruptive times,
predictive analysis, route optimisation, and
fuel optimisation can help fleet operators
manage operational challenges. In addition,
reducing Total Cost of Ownership (TCO)
remains a fundamental consideration for
fleet operators. The focus is shifting from
simply monitoring fuel consumption to
using real-time data to identify gaps,
optimise routes, and evaluate driver
behaviour.”

Madhu Mohan, VP - Marketing, GS
Caltex India, said, “The
lubricant market is
evolving rapidly, and
brands need to evolve with
it. At GS Caltex India, we
have taken an important
step in this direction with
the rebranding of KIXX,
reflecting our ambition to
build a stronger, more contemporary and
technology-led brand in India. The new
KIXX brand positioning, “Lubricating the
Future,” captures our belief that lubrication
is no longer simply about protecting
machinery. It is about enabling better
performance, supporting efficiency and
preparing customers for the technologies
and operating requirements of tomorrow.
Our portfolio continues to evolve alongside
this positioning, with solutions spanning
automotive and industrial applications.
Products such as Kixx Grease PD2 Super,
Kixx Grease CM2 Ultra and Kixx Therm
Oil SB 22 reflect our focus on addressing
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specific application requirements. We

are also placing greater emphasis on

how we communicate technology to
customers. Instead of focusing only on
product specifications, our objective is to
communicate the application benefits,
technology behind the product and the
value it can create for customers. BAUMA
CONEXPO INDIA 2026 will be an important
platform for us to bring this renewed brand
identity to the industry and showcase our
expanding capabilities. "

Jayanta Ray, VP- Industrial, OEM &
ESG, GS Caltex India, said, “Industrial
customers today are
increasingly evaluating
lubricants through the
lens of total operating
value. The conversation is
moving from price per litre
towards oil life, equipment
protection, maintenance
frequency, energy efficiency and overall
reliability. One of our strongest recent
developments is the new high-performance
hydraulic oil for mining applications with
a drain interval of up to 6,000 hours.

For suitable applications and operating
conditions, extended drain capability
can help customers reduce oil-change
frequency, maintenance interventions
and lubricant consumption. Our support
to key customers is also becoming more
comprehensive. We are expanding oil
condition monitoring and sample testing
to help customers understand
contamination, viscosity changes, oxidation
and wear trends. In selected applications,
we are also supporting customers with
oil filtration machines, enabling better
oil cleanliness and potentially extending
lubricant and equipment life. Another
significant area is our expansion into
new industrial segments. We are actively
strengthening our presence in marine,
cement, power and steel, in addition to
our established industrial markets. These
industries present highly demanding
applications and require specialised
lubrication solutions. We have new product
additions lined up to address emerging
requirements in these segments. ESG is
also increasingly becoming part of our
customer conversations. As part of the
this, we have started implementing PCR
packs for Kixx and OEM customer packs.
RRBO products are already planned to
launch in BAUMA 2026. That too without
compromising is product performance and
quality.” ®
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