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STOCK PICKS

Company Overview
Established in 1979, Mirza Interna-
tional ltd. (MIL) is one of the leading 
leather footwear manufacturer with 
annual manufacturing capacity of 54 
million pairs of shoes. It also markets 
and exports its shoes to overseas 
markets. It has integrated business 
model from processing leather to 

designing shoes to manufacturing 
and selling shoes in exports and 
domestic markets. MIL is the owner 
of the brands namely, REDTAPE, 
MODE, BONDSTREET, Oaktrak,Yezdi. 
The integrated setup enables it to 
optimize concept-to-market lead 
time, ensure product quality, deliver 
a superior experience and be in-step 

with evolving consumer trends.

Investment Rationale
Integrated business model 
MIL operates through 6 fully 
integrated manufacturing units, 
equipped with advanced machin-
ery and technology, which enable 
production of high-quality leather 
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footwear. Its manufacturing facilities 
are supported by more than 25 dedi-
cated ancillary units. MIL has robust 
ecosystem which enables it to secure 
uninterrupted raw material supply 
and achieve economies of scale and 
seamless operations. The company 
has 38 mn sqft of tannery manufac-
turing capacity, which is sufficient 
enough to double its revenue in the 
shoe business. As the company has 
captive tannery, it consumed nearly 
50-60% of tannery production and 
rest, company sells in the markets. In 
the tannery business, the company 
follows stringent environmental 
norms and thus set up a dedicated 
effluent treatment plant of 1.65 MLD 
(Minimal Liquid Discharge) capacity 
which helps in meeting environment 
norms. The backward integration 
helps MIL to ensure uninterrupted 
supply of raw materials in this chal-
lenging environment.  Company also 
follows asset light model in which 
MIL has entered into a strategic 
outsourcing agreement with reputed 
vendors for manufacturing footwear, 
apparels and accessories production. 
Company sets stringent quality stan-
dards & specifications and vendors 
need to follow that rigidly. Thus, it 
helps the company to scale up its 
business in an asset-light manner 
while maintaining its brand equity.

Follows Omni channel model
MIL has presence in diverse formats 

include EBOs (Exclusive Brand 
Outlets) and e-commerce platforms. 
It has total 348 EBOs in India across 
188 cities with a combined 8,15,818 
sq. ft. area, including 111 Company 
owned Company-operated (COCO). 
It also has presence in 245 shops in 
shop and 8 online portals in India. 
Further, the company is targeting to 
grow its domestic brand business by 
expanding in new locations through 
EBOs and modern retail outlets. 
The company management believes 
that EBOs and modern retail outlets 
would be the future for marketing 
and retailing branded products. The 
company aims to expand its presence 
through EBOs in tier-2 and tier-3 
cities largely through franchisees. 
In FY22, the companyadded 72 new 
offline/online EBOs primarily in 

Tier 2 & 3 cities where there are 
tremendous opportunities. MIL has 
also established its presence on 10 
online e-commerce platforms given 
the rapid growth of consumers 
buying online led by accelerated 
digital adoption. Moreover, to drive 
the e-commerce strategy and growth, 
the company has set up warehouse 
in Noida, UP. As of FY22, e-com-
merce accounts for nearly 26% of 
domestic branded sales while EBOs 
accounts for the rest 74%. Hence, MIL 
is strengthening its Omni channel 
presence in order to penetrate more 
and gain market share.

Strong focus on export market
Over the years, MIL has earned the 
reputation of admired footwear 
exporter in the international arena. 
Company has long standing relations 
with top retail chains in the UK, US, 
France, Germany, Australia and 
UAE. In the international market, 
the company has positioned itself 
as a preferred supplier, thus show-
casing its solid reputation of trendy 
and quality products, supply chain 
agility and sustainable operations. 
Over the period, MIL has established 
premium footwear brands in the UK, 
US, France, Germany and UAE. MIL, 
through 1,000 MBO (Multi Brand 
Outlets) in UK sells Thomas Crick and 
REDTAPE brands. It has 8 exclusive 
showrooms in Dubai, Sharjah, 
Nepal and Sri Lanka. Further, it has 
presence in 6 global online portals, 
thus strengthening its omni channel 
presence globally. The company has 
built a global network that spans in 37 
countries throughout the UK, Europe, 
USA, Canada, Australia, and New 
Zealand. Currently, exports account 
for nearly 30% of the revenue, which 
the companyaims to increase further.

Reported healthy 2QFY23 
numbers
MIL reported healthy growth during 
2QFY23 on all fronts. Revenue during 
the quarter grew by 23% YoY, while 
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MIL has also 
established its 
presence on 10 
online e-commerce 
platforms given 
the rapid growth 
of consumers 
buying online led by 
accelerated digital 
adoption.
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sequentially the growth has been 
flat. EBITDA in absolute terms 
grew by 32%, though sequentially 
it declined by 16% due to pressure 
on raw material costs, which is 
expected to ease in coming quarters. 
Despite high commodity inflation, the 
company witnessed an improvement 
in EBITDA margin by 97 bps YoY at 
13.3%. Sequentially, EBITDA margin 
declined by 240 bps. Higher revenue 
and EBITDA growth led the higher 
PAT growth which grew by 22% YoY, 
though it declined by 20% QoQ. PAT 
margin during the quarter remained 
flat at 6.8%. Increasing brand con-
scious and expanding reach will drive 
its earnings growth going forward.

Key Risks
  As nearly 85% of the Indian foot-

wear industry comprises of unorga-
nized players, hence competition is 
the key risk to the company’s growth.

  The company’s 30% revenue comes 
from developed markets, hence any 
slowdown in global economy could 
impede overseas revenue growth. 

Valuation
As the COVID cases started waning, 
mobility has increased since March 
of 2022 and that has increased 
the use of footwear. Offices and 
schools have opened, which creates 
an incremental demand for shoes 
and that benefits the shoe manu-
factures. MIL, being the integrated 

shoe manufacturers having captive 
tannery has capitalized the oppor-
tunity efficiently. Having captive 
tannery, the company was insulted 
from higher input price inflation to 
large extent. After growing in metro 
cities, management has now shifted 
its focus to tier 2 & 3 cities where 
management sensed larger growth 
opportunities. MIL has strengthened 
its omni channel presence through 
mix of adding EBOs and online por-
tals. Further, in footwear category, its 
flagship Redtape brand is priced at 
the highest end of its peers in India, 
hence it enjoys strong brand equity. 
MIL also has a strong export market 
which contributes around 30% of the 
topline and management intends to 
increase it further. Hence, we hold 
our Positive view on MIL given the 
strong brand equity, expanding its 
reach, presence in both offline and 
online and strong export market. We, 
recommend our investors to BUY 
the scrip with target of Rs 370 from 
12 months investment perspective. 
Currently, the scrip is valued at P/E 
multiple of 24.1X on FY24E EPS.

Having captive 
tannery, the 
company was 
insulted from higher 
input price inflation 
to large extent. After 
growing in metro 
cities, management 
has now shifted 
its focus to tier 2 
& 3 cities where 
management sensed 
larger growth 
opportunities.

Particulars (in Rs Cr) FY21 FY22 FY23E FY24E

Revenue 1,048.9 1,678.7           1,913.7           2,219.9 

Growth (%) -16.8% 60.0% 14.0% 16.0%

EBITDA 118.29 235.04 267.92 321.88

EBITDA Margin (%) 11.3% 14.0% 14.0% 14.5%

Net profit 8.4              112.9              126.3              155.4 

Net Profit Margin (%) 0.8% 6.7% 6.6% 7.0%

EPS (Rs) 0.7                  9.4                10.5                12.9 
Source: Ashika Research & Ace Equity
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Ashika Stock Broking Ltd.
Ashika Stock Broking Limited (“ASBL”) 
started its journey in the year 1994 and 
is presently offering a wide bouquet of 
services to its valued clients including 
broking services, depository services 
and distributorship of financial prod-
ucts (Mutual funds, IPO & Bonds). It 
became a “Research Entity” under 
SEBI (Research Analyst) Regulations 
2014 in the year of 2015 (Reg No. 
INH000000206).

ASBL is a wholly owned subsidiary of 
Ashika Global Securities (P) Ltd., a RBI 
registered non-deposit taking NBFC 
Company. ASHIKA GROUP (details 
enumerated on our website www.
ashikagroup.com) is an integrated 
financial service provider inter alia 
engaged in the business of Investment 
Banking, Corporate Lending, Com-
modity Broking, Debt Syndication & 
Other Advisory Services.

There were no significant and mate-
rial disciplinary actions against ASBL 
taken by any regulatory authority 
during last three years except routine 
matters.

DISCLOSURE
Research reports are being prepared 
and distributed by ASBL in the sole 
capacity of being a Research Analyst 
under SEBI (Research Analyst) Regu-
lations 2014. The following disclosures 
and disclaimer are an essential part 
of any Research Report so being 
distributed.

1) ASBL or its associates, its Research 

Analysts (including their relatives) 
may have financial interest in the 
subject company(ies). And, the said 
financial interest is not limited to 
having an open stock market position 
in /acting as advisor to /having a loan 
transaction with the subject com-
pany(ies) apart from registration as 
clients.

2) ASBL or its Research Analysts 
(including their relatives) do not have 
any actual / beneficial ownership of 
1% or more of securities of the subject 
company(ies) at the end of the month 
immediately preceding the date of 
publication of the source research 
report or date of the concerned 
public appearance. However, ASBL’s 
associates may have actual / beneficial 
ownership of 1% or more of securities 
of the subject company(ies).

3) ASBL or its Research Analysts 
(including their relatives) do not 
have any other material conflict of 
interest at the time of publication of 
the source research report or date 
of the concerned public appearance. 
However, ASBL’s associates might 
have an actual / potential conflict of 
interest (other than ownership).

4) ASBL or its associates may have 
received compensation for investment 
banking, merchant banking, broker-
age services and for other products 
and services from the subject compa-
nies during the preceding 12 months. 
However, ASBL or its associates or its 

Research analysts (forming part of 
Research Desk) have not received any 
compensation or other benefits from 
the subject companies or third parties 
in connection with the research 
report/ research recommendation. 
Moreover, Research Analysts have not 
received any compensation from the 
companies mentioned in the research 
report/ recommendation in the past 
twelve months.

5) The subject companies in the 
research report/ recommendation 
may be a client of or may have been 
a client of ASBL during the twelve 
months preceding the date of con-
cerned public appearance for invest-
ment banking/ merchant banking / 
brokerage services.

6) ASBL or their Research Analysts 
have not managed or co–managed 
public offering of securities for the 
subject company(ies) in the past 
twelve months. However, ASBL’s 
associates may have managed or co–
managed public offering of securities 
for the subject company(ies) in the 
past twelve months.

7) Research Analysts have not served 
as an officer, director or employee 
of the companies mentioned in the 
report/ recommendation.

8) Neither ASBL nor its Research 
Analysts have been engaged in 
market making activity for the 
companies mentioned in the report / 
recommendation.

DISCLAIMER
The research recommendations and information are solely for the personal information of the authorized recipient and does not con-
strue to be an offer document or any investment, legal or taxation advice or solicitation of any action based upon it. This report is not 
for public distribution or use by any person or entity, where such distribution, publication, availability or use would be contrary to law, 
regulation or subject to any registration or licensing requirement. We will not treat recipients as customer by virtue of their receiving 
this report. The report is based upon the information obtained from public sources that we consider reliable, but we do not guarantee 
its accuracy or completeness. ASBL shall not be in anyways responsible for any loss or damage that may arise to any such person from 
any inadvertent error in the information contained in this report. The recipients of this report should rely on their own investigations.


