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Market
Overview

We are at an interesting crossroad for the Indian 
equity markets where there is cautious optimism 
for some while people may be sitting at the 
sidelines waiting for correction as there are a few 
imponderables ahead. 

Headlines in leading financial 
dailies highlight that over 90% of 
the stocks in the NSE 500 universe 
are currently trading above their 
200-day moving average (DMA). 
Experts could be cueing in for signs 
of overheating equity markets thus 
leading to intermittent correction 
or sideways movement for a long 
period. Retail investors who have 
been upbeat about the markets might 
be in cautious mode taking cues from 
foreign institutional investors who 
have trimmed positions in the month 

of June and even on derivatives 
market. However, others are still 
positive on the market outlook and 
expect the bullish trend to continue 
citing fundamental factors like strong 
Q4FY21 results and reopening of 
economy and ramp up in vaccination. 
Besides, the global economy is in 
its best shape which is reflected 
in surge in commodity prices and 
crude oil prices. However, one of 
the key global factors to look out 
for would be tapering by US Federal 
Reserve followed by European 

Central Bank. Rise in inflation is 
developed economies is more of a 
concern for the emerging economies 
as funds flows back to the developed 
countries led by USD appreciation. 
So far, the US Fed Chair calmed 
markets by reiterating that inflation 
pressures will be transitory in nature 
and stressed that the Fed will do 
everything to support the economy 
for as long as it takes to complete the 
recovery. Although, US Fed would 
continue to pump in $120 bn for the 
time being, however developments 



2July 2021 INSIGHT

in the labour market would be the 
key to watch out for indication of 
tapering which eventually is expected 
to be announced sooner rather 
than later. U.S. President Joe Biden 
recently embraced a USD 1.2 trillion 
bipartisan Senate deal to improve 
infrastructure from roads, bridges 
and highways. This added optimism 
for an even higher economic growth 
in US in the coming days after the 
economy grew by a strong 6.4% 
annualized rate in first quarter 2021 
higher than 4.3% rate clocked in last 
quarter. Thus, prima facie, the rise 
in interest rates is a reality, however 
there are few who believe that the 
withdrawal of stimulus would be 
a pleasant one. They believe that 
companies in US are witnessing 
rising wages and higher tax outgo 
and have piled on debt. Thus, the 
US Fed has limited capacity to raise 
rates vigorously without shattering 
confidence and series of downgrades 
for leveraged companies. This higher 
debt burden together with increased 
government borrowing could be the 
reason why longer dated yields have 
not risen in US.

Nevertheless, price to earnings (PE) 
multiple rerating for the Indian 
markets is over and there are 
higher chances of de-rating unless 
earnings pick up substantially. 
The prime reason here again is the 
slow unwinding of excess liquidity 
globally and also in India. This 
warrants higher risk premium 
for equity as an asset class as well 
for India. The only silver lining 
has been strong set of corporate 
earnings in Q4FY21 thus continuing 
its momentum from preceding two 
quarters, although aided by low base 
yoy but also supported by healthy 
demand recovery. Revenue for Nifty 
50 companies grew 16% yoy while 
EBITDA/PBT/PAT growth stood 
at 32%/85%/76% YoY. Even when 
comparing against Q4FY19, earnings 
have recorded strong CAGR growth 
driven by upliftment in metals, 
consumer durables, cement and oil 
& gas. Unfortunately, since March 
2021, lockdown across several states 
in April and May 2021 have jolted 
brakes on demand recovery and 
there are apprehensions on the FY22/
FY23 EPS estimates. Management 
commentaries from consumer facing 
industries suggest strong recovery 
in H2FY22 space and normalcy from 
Q2FY22 onwards while cement, 
steel and real estate remains in a 
comfortable zone and have been able 
to pass on the input cost pressure. 
Raw material inflation is expected to 
continue in FY22 too and plans would 
be chalked out for price hikes without 
severely affecting demand. Majority 
of the consumer facing industries 
like Auto, FMCG, Consumer 
Durables would be boosted by a 
normal monsoon as the prediction 
by IMD and Skymet suggests. So far, 
the monsoon has been 20% above 
normal. Thus, bumper harvest this 
season on the back of two harvest 
seasons for last two years have 
resulted in strong income. Although, 
rural India have been hit in second 

wave unlike first wave. However, the 
vaccination pace has picked up and 
recent media articles suggest that 
rural areas which account for 65% of 
population got 51% of vaccine doses 
between May 1 and June 23. While 
few may take the data with a pinch 
of salt, others could be optimistic 
of improving vaccinations across 
the nation. However, media articles 
have also highlighted that there is a 
stark divergence in covid-19 vaccine 
coverage between state capitals and 
other districts in their respective 
states. Kolkata, the capital of West 
Bengal, has given 68.5 vaccine doses 
per 100 people, the highest among 
all districts in India and more than 
five times the coverage in the state’s 
remaining districts. Similarly, 
Chennai district has administered 
44.2 vaccine doses per 100 people, 
while the figure for the rest of Tamil 
Nadu languishes at 9.5. However, 
the vaccination pace after dipping 
in May have picked up and Govt. has 
been vaccinating 4mn people a day. 
Besides, the Govt. has also given 
orders for procurement of vaccine 
not only with Serum Institute, Bharat 
Biotech and Dr. Reddy’s (for Sputnik) 
but also expects Zydus Cadila and 
Biological E’s vaccine to be available 
by December. 

One of the other factors which have 

Revenue for Nifty 
50 companies 
grew 16% yoy while 
EBITDA/PBT/
PAT growth stood 
at 32%/85%/76% 
YoY. Even when 
comparing against 
Q4FY19, earnings 
have recorded 
strong CAGR 
growth driven 
by upliftment in 
metals, consumer 
durables, cement 
and oil & gas.

Majority of the 
consumer facing 
industries like Auto, 
FMCG, Consumer 
Durables would 
be boosted by a 
normal monsoon 
as the prediction by 
IMD and Skymet 
suggests. So far, the 
monsoon has been 
20% above normal.
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supported corporate earnings in 
FY21 (other than cost reduction) has 
been the massive deleveraging of 
the corporate. An analysis of the top 
15 sectors, representing more than 
1,000 publicly traded firms, by the 
research arm of State Bank of India 
(SBI), showed companies reduced 
debt of more than Rs 1.7 trillion in 
FY21. For perspective, this amounted 
to a fifth of their debt at the end of 
FY20, states a Live Mint article. Thus, 
the excess liquidity has worked as 
a double boon for corporate as PE 
valuations were rerated and thus 
corporate was able to raise funds 
from equity market and retire debt. 
Besides, some also raise funds 
through primary issuance of bonds 
and repaid their high-cost bank 
loans. Some are of the opinion that 
since there was no point in doing 
capital expenditure, funds were 
used to retire debt as well. Besides, 
given uncertainty with demand 
environment, inventory levels were 
also low for many corporate thus 
saving on working capital. Data from 

CMIE suggests that new investments 
witnessed some recovery in March 
2021 but have been low when 

compared to pre-pandemic levels 
and there’s not much optimism 
with regards to June quarter as well. 
Media articles suggest that majority 
of the private capex has been led 
by steel and cement companies, 
which were relatively unscathed by 
second wave. While a recovery in 
Govt. capex will boost capital goods 
sector and infrastructure players. 
However, the easy liquidity window 
would be coming to an end and in 
India as well, the excess liquidity in 
the reverse repo market and RBI’s 
management of bond yields might 
ease in second half of calendar year 
2021. Bond Yield-Earnings Yield for 
the Indian markets are however close 
to historical averages and not much 
of concern there from a valuation 
perspective. Besides, corporate 
earnings revival is a function of 
demand which is again a function 
of vaccination drive, income and 
unemployment levels and Govt. 
policies, among others. Thankfully, 
majority of the things are looking up 
in the right direction.

Research Desk
Email - research@ashikagroup.com
Phone: +91 33 4010 2500

Bond Yield-
Earnings Yield for 
the Indian markets 
are however close to 
historical averages 
and not much of 
concern there 
from a valuation 
perspective. 
Besides, corporate 
earnings revival 
is a function of 
demand which is 
again a function 
of vaccination 
drive, income and 
unemployment 
levels and Govt. 
policies, among 
others.

Value of new investment announcements (Rs. trillion)

Source: LiveMint, CMIE
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If the hybrid model 
has to work, let’s 
not think of it as 

only office and home. 
There’s going to be 
a concept of a third 
place. I call it a ‘third 
place,’ you may want 
to call it a satellite 
office….  NATARAJAN 
CHANDRASEKARAN, 
Chairman, Tata Sons

All bull markets 
cannot be lin-
ear, there have 

to be corrections. That 
shouldn’t make one 
fearful of market as a 
whole merely because 
of small corrections….. 
RAKESH JHUNJHUN-
WALA, Partner, Rare 
Enterprises

Year after year, 
if you’re doing 
the same thing 

with your biz, chances 
for sustained success 
are slim. Entrepreneurs 
must evolve their roles 
constantly. Move from 
doing things to getting 
things done. Then, 
focus on innovating 
the biz….  HARSH 
MARiWALA, Chair-
man, Marico

RBI can (print 
money) but it 
should avoid 

doing so unless 
there is absolutely no 
alternative. The gov-
ernment can consider 
covid bonds as an 
option to raise borrow-
ing….. D. SUBBARAO, 
Former RBI Governor

While there 
are wel-
come signs 

of global recovery, the 
pandemic continues 
to inflict poverty and 
inequality on people in 
developing countries 
around the world…. 
DAViD MALPASS, 
World Bank President

With OPEC 
remaining 
cautious 

and little chance of 
Iranian oil hitting the 
market soon, the oil 
market looks likely 
to remain fairly tight 
in next few months…
DANiEL HYNES, 
Senior commodities 
strategist, ANZ Banking 
Group 

The government 
is open to 
all possible 

responses that may 
be required. At NITI 
Aayog, we believe it 
is the fiscal stimulus 
to activities that will 
generate sustainable 
employment…. RAJiV 
KUMAR, Vice Chair-
man, Niti Aayog

Is technology 
becomes a driving 
force in all busi-

nesses and facets of 
life, the future belongs 
to organizations that 
can lead and leverage 
the digital revolution…. 
MUKESH AMBANi, 
Chairman, Reliance 
Industries

Don’t expect 
impact on 
FY22 GDP 

to be significant; 
however, can’t say if 
growth this year will 
be in double digits as 
scientists are expect-
ing a third wave… K.V. 
SUBRAMANiAN, Chief 
Economic Adviser

Prominent 
headlines 
JUNE 2021
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The economy’s 
revival should 
be the “most 

desirable policy option” 
to mitigate the impact 
of Covid on the econ-
omy while of course 
remaining watchful of 
the inflation trajectory… 
SHAKTiKANTA DAS, RBI 
Governor

If we are right about 
the coming new earn-
ings cycle, fundamen-

tals bear considerable 
upside. Interestingly, 
thus far, this is lowest 
interest rate regime we 
have had in a bull mar-
ket… … RiDHAM DESAi, 
India equity strategist, 
Morgan Stanley

Investors will ulti-
mately favor those 
countries in which 

central banks are able 
to get ahead of inflation. 
It’s essential that central 
banks react pro-ac-
tively…JON HARRiSON, 
Managing Director 
Emerging-Market Macro 
Strategy, TS Lombard

I often see entre-
preneurs chasing 
overcrowded or hot 

sectors that everyone 
wants to disrupt. It’s 
better to be a key player 
in a small but rapidly 
growing market vs 
being a small player in a 
large market…..  RiTESH 
AGARWAL, Founder & 
CEO, OYO

India is on the cusp of 
multidecadal strong 
growth. Capex had 

started to pick up prior 
to the second wave of 
COVID-19. The second 
wave is an episodic 
setback but the medium 
or long-term outlook 
remains strong… KUMAR 
MANGALAM BiRLA, 
Chairman of Aditya Birla 
Group

We are already 
down to 2.5 
operators 

from 12 earlier, and if 
India goes down to just 
two operators, that will 
be tragic as the country 
being a very large one 
deserves to have three 
private sector players, 
and I hope we end up 
with that situation… 
SUNiL BHARTi MiTTAL, 
Founder and Chairper-
son of Bharti Enterprises

Oil price is most 
likely to be 
the catalyst to 

escalate the inflation 
scare – just as oil was the 
trigger for the stagflation 
scares of 1974 and 1979. 
Investors need to be 
prepared for the biggest 
inflation scare since the 
early 1980s… CHRiSTO-
PHER WOOD, Global 
Head of Equity Strategy, 
Jefferies

America’s back in the 
business of leading 
the world alongside 
nations who share 
our most deeply held 
values... We’ve made 
progress in re-es-
tablishing American 
credibility among our 
closest friends….  JOE 
BiDEN, US President

The government is 
studying sectoral 
impact due to covid. 
We have to track 
impact of measures 
announced in the bud-
get. We are seeing a 
V-shaped recovery in 
the macro indicators….  
K.V. SUBRAMANiAN, 
Chief Economic Adviser
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The US Fed in a recent policy 
meeting has guided for an earlier 
than expected rate hike in 2023 and 
few MPC members are hawkish and 
voted for rate hike as early as 2022. 
How challenging could this be for 
Indian economy and stock markets 
in eventuality of the same?

Fed has signaled on a possible rate 
hike earlier than expected, but 
have also reinforced that its focus 
remains on reducing unemployment 
and maintaining GDP growth. It 
reiterated that it would continue 
asset purchases at a $120 billion 
monthly pace until “substantial 
further progress” had been made on 
employment and inflation. Hence, 
we expect that there may not be 
much impact on the liquidity front. 
One also need to understand that 
strong US economy is also good for 

our economy too. As the US demand 
improves, Indian exporters like 
IT are likely to see higher growth 
and acceleration in revenues and 
earnings. As far as, Indian stock 
market is concerned, the liquidity is 
likely to remain strong if US does not 
get into aggressive tapering. 

Inflation has been off the tracker 
as far as RBI’s comfort zone goes, 
core prices remained firm and now 
food and fuel prices contributed. 
How long do you think the RBI 
would continue to maintain it’s 
‘accommodative’ stance?

RBI in its MPC meeting made it very 
clear that it will be supporting growth 
and economic recovery. Hence, will 
continue to have accommodative 
stance as long as necessary. The 
recent spike in inflation for the 

month of May which came after the 
MPC meeting and is driven by supply 
side restrictions and not demand-
driven. Having said that, this year 
monsoon is likely to be normal, 
the Met department has forecast, 
brightening prospects of bumper 
crops and economic recovery. The 
RBI will closely watch the inflation 
numbers going forward which will 
decide the future course of action. 

Demand revival is a function of large 
scale inoculation else there would 
be risks of intermittent restrictions/
lockdowns. How do see demand 
reviving steadily across both urban 
& rural or there are further risks 
lurking for a third wave?

The daily vaccination doses have 
picked up in June. With both 
Bharat biotech and Serum institute 
ramping up supply central govt 
aims to vaccinate all of its adult 
population by the year-end. India’s 
cumulative Covid-19 vaccination 
coverage crosses 30.72-crore mark. 
Rural India is also keeping up with 
the movement. With this pace, we 
believe the impact of the 3rd wave 
would be less than expected. The 2nd 
wave though, had a rapid spread, 
the impact over the economy was 
minimized by partial lockdown. 
Hence, we believe the impact of 
3rd wave would be minimum and 
recovery will be seen both in rural 
and urban India.

RBI in its MPC 
meeting made it 
very clear that it 
will be supporting 
growth and 
economic recovery. 
Hence, will 
continue to have 
accommodative 
stance as long as 
necessary.

Mr. Bhavesh Jain - Fund Manager, Edelweiss 
Asset Management Ltd.

Q&A with Fund MAnAger
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The risk premium for Indian 
equities has come down. Do you 
perceive the situation to be normal?

Given resilience shown by the Indian 
economy, equity risk premium has 
turned lower in last 1 year. The 
situation is not unusual as investors 
are expecting sharp recovery in next 
few quarters and earnings may also 
see sharp revival. But one should be 
cautious when risk premia falls and 
equity valuations are high and be 
ready for volatility. 

The organized sector has benefited 
immensely from the localized 
lockdowns at the cost of unorganized 
players which were already battling 
post demonetization & GST. What 
kind of impact would this structural 
change have on Indian GDP growth?

Official data released by the 
government shows that the GDP has 
contracted by 7.3% in the financial 
year 2020-21. In the fourth quarter of 
FY21, however, a GDP growth of 1.6 
% was recorded. The lockdown did 
impact unorganized sector during the 
lockdown. Organized sector was able 
to gain market share which resulted 
in positive earnings. But with the 

gradual opening up of the economy 
and resumption of economic activity, 
there will be growth in demand 
overall for both the players. Event led 
disruption had impacted unorganized 
sector strongly, but we believe the 
high growth potential will stimulate 
the unorganized sector to come 
together, collaborate and formalized 
their business. Having said that the 
improvement in credit supply and 
ease of business will be of interest to 
MSMEs.

How do you read the Q4FY21 
corporate earnings season?

The earnings momentum continued 
in Q4 led by cyclical, combination of 
low base, strong demand revival as 
economic activity improved. There 
were strong earnings from IT, Private 
banks, Metals, Healthcare, Cement. 
The market has been strong and 
largely looked through the second 
COVID wave on the back of strong 
liquidity and healthy participation 
from non-institutional investors.

There has been a stark divergence 
between producer prices and 
consumer prices, with raw material 
price increase partly absorbed 
by consumer facing corporate so 
far. How do you see the corporate 
earnings season panning out in 
H1FY22 and for full FY22?

Margins may come under pressure 
as input cost increases. Corporate 
India margins were at their best 
pre-pandemic and some moderation 
is expected. However, strong top line 
growth is expected to drive earnings 
in coming quarters. We expect strong 
earnings growth in FY 22. 

Which are all the sectors which 
would lead corporate profitability 
and market movement?

Sectors leveraged to economic 

revival and global cyclicals shall post 
relatively good earnings. 

What’s your view on the PSU 
banking space. Is there a re-rating 
on the cards given lower corporate 
slippages and NARCL to commence 
operations?

There is a decent rerating in PSBs 
since privatisation plans were 
announced. They are probably out 
of big NPA cycle and are expected to 
do well once credit growth improves. 
However, private banks will continue 
to do better than PSBs given their 
strong capitalisation and ability 
to raise more equity when growth 
comes back. 

The steel sector as well have seen 
surprise moves from China while 
demand is expected to remain steady 
in the developed world. Your views 
on the same?

The steel demand globally was 
gradually regaining its position as 
economic activities have resumed, 
in turn, pushing the prices of steel 
higher. Global crude steel production 
shot up in May on a spike in 
production from China. Metals have 
had a big run in last 1 year and some 
consolidation is expected. Demand 
will remain strong in line with global 
recovery.

There is a decent 
rerating in PSBs 
since privatisation 
plans were 
announced. They 
are probably out of 
big NPA cycle and 
are expected to do 
well once credit 
growth improves.

Organized sector 
was able to gain 
market share which 
resulted in positive 
earnings. But with 
the gradual opening 
up of the economy 
and resumption of 
economic activity, 
there will be growth 
in demand overall 
for both the players.

Disclaimer: Stocks conveyed by Fund manager are just for illustration and these are not recommendations
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Investment Objective
The primary objective of the Scheme is to generate capital 
appreciation with relatively lower volatility over a longer 
tenure of time. The Scheme will accordingly invest in 
equities, arbitrage opportunities and derivative strategies 
on the one hand and debt and money market instruments 
on the other. The Scheme may also invest in Infrastruc-
ture Investment Trusts and Real Estate Investment 
Trusts. 

Scheme Characteristics
  Process driven approach to shift the portfolio between 

equity and debt depending on market conditions

  Maintains equity exposure between 30% to 80%.

  Invests more in equity when markets are moving up and 
switch to debt when markets are moving down

  Invests in strong businesses - mostly large-cap 
companies on the equity side

  Invests in high quality AAA rated bonds and similar 
securities on the debt side

Investment Strategy
  EQUITY:

o  Quality: Quality Management, High Free Cash Flow, 
Consistency.

o  Growth: Strong Earnings Growth, Sector Growth, 
Competitive Advantage 

o  Value: Attractive Valuations, Margin of Safety

  FIXED INCOME: 
o Objective: Generate Accrual Income, Provide Stability, 

Exposure 0-35%

o  Duration: Active Duration Management, 1 to 5 Year 
Range

o  Credit Quality: Relatively higher quality, Corporate 
bonds(AAA Only)

Edelweiss Equity Health Indicator (EEHI)  
A Pro-cyclical asset allocation model based on 
quantitative factors coupled with fundamentals, aims to 

have higher equity exposure during the bull market and 
lower in the bear market

Important Information
NAV (G) (Rs.) 33.39
IDCW Monthly (Rs.) 20.55
IDCW Quarterly (Rs.) 16.35
Inception Date Aug 20, 2009
Fund size(Rs.Cr.) 3881
Fund Manager Bhavesh Jain, Bharat Lahoti, Gautam 

Kaul (Debt)
Entry load Nil
Exit Load Units in excess of 10% of the 

investment,1% will be charged for 
redemption within 365 days

Benchmark CRISIL Hybrid 50 +50 Moderate Index
Min Investment (Rs.) 5000
Min SIP Investment (Rs.) 500

Key Ratios
Beta (x) 0.64
Standard deviation (%) 12.26
Sharpe Ratio 0.70
Alpha (%) 2.14
R Squared 0.92
Expense ratio (%) 1.92
Portfolio Turnover ratio (%) 149
Avg Market cap (Rs. Cr.) --

Mutual Fund Overview 
EDELWEISS BALANCED ADVANTAGE FUND
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Performance of the Fund alongwith Benchmark (as on June 25, 2021)
1 month 3 months 6 months 1 year 3 Years 5 Years Since Inception

Fund (%) 2.83 7.81 11.63 34.91 13.53 12.80 10.71
Benchmark (%) 3.70 7.86 13.39 45.49 13.60 14.24

Asset Allocation

Equity Debt Cash

67.0% 19.2% 13.8%
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% SECTOR ALLOCATION Portfolio as on May 31, 2021
Stocks % of Net assets
ICICI Bank Ltd. 5.52
Reliance Industries Ltd. 4.65
Tata Steel Ltd. 4.61
HDFC Bank Ltd. 3.77
Infosys Ltd. 3.75
Bharti Airtel Ltd. 3.11
State Bank of India 2.84
Axis Bank Ltd. 2.44
Kotak Mahindra Bank Ltd. 2.00
Vedanta Ltd. 1.80

Note: All data are as on May 31, 2021; NAV are as on June 25, 2021
Source: Factsheet, Value Research

Ashika Mutual Fund Recommendation Alpha Generation

Month of 
Recom

Fund Name Benchmark NAV as on 
25.06.2021

1 Year 
Return 

(%)

3 Year 
Return  

(%)

5 Year 
Return 

(%)

Jul-20 SBI - Small Cap Fund Reg (G) S&P BSE Small Cap TRI 91.1 86.2 20.6 22.7

Aug-20 Aditya Birla SL - Focused Equity Fund 
Reg (G)

NSE - Nifty 50 TRI 83.1 53.0 13.8 13.9

Sep-20 Sundaram - Services Fund (G) S&P BSE 200 TRI 17.7 62.6 0.0 0.0

Oct-20 Invesco - India Contra Fund (G) S&P BSE 500 TRI 70.0 56.2 14.7 17.7

Nov-20 Mirae - Asset Tax Saver Fund Reg (G) S&P BSE 200 TRI 28.3 68.9 20.4 21.8

Dec-20 Mirae - Asset Large Cap Fund Reg (G) NSE - NIFTY 100 TRI 71.7 54.9 15.3 16.7

Jan-21 Quant - Active Fund (G) NSE - Nifty 500 TRI 360.5 93.9 27.2 22.9

Feb-21 Kotak - Tax Saver Scheme (G) S&P BSE Sensex TRI 65.2 59.2 17.2 16.5

Mar-21 Quant - Small Cap Fund (G) NSE - NIFTY SMALLCAP 250 
TRI

113.8 174.7 30.8 20.0

Apr-21 LIC - Large & Mid Cap Fund - Reg (G) NSE - NIFTY Large Midcap 
250 TRI

21.3 54.0 14.2 17.0

May-21 IDFC - Sterling Value Fund Reg (G) S&P BSE 500 TRI 75.4 97.8 11.8 16.8

Jun-21 ICICI Pru - Large & Mid Cap Fund Reg 
(G)

NSE - NIFTY Large Midcap 
250 TRI

456.6 63.7 13.7 14.0

Note: All data are as on May 31, 2021; NAV are as on June 25, 2021
Source: Factsheet, Value Research
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All Data Belongs To June 25, 2021

NAV AUM  
(Rs Cr)

3 M 6 M 1 Yr 3 Yr 5 Yr Since 
Inception 

Return

Sharpe 
Ratio

Exp. 
Ratio

SBI - Large & Midcap Fund Reg (G) 329.8 4083 17.5 26.8 67.4 16.4 15.9 14.2 0.5 2.1 

Mirae - Asset Emerging Bluechip Fund Reg 
(G)

87.8 17892 15.1 26.6 69.5 22.1 21.9 21.6 0.7 1.7 

ICICI Pru - Large & Mid Cap Fund Reg (G) 456.6 3959 14.3 24.3 63.7 13.7 14.0 18.1 0.4 2.0 

LIC - Large & Mid Cap Fund - Reg (G) 21.3 1134 13.2 17.1 54.0 14.2 17.0 12.7 0.4 2.5 

Kotak - Emerging Equity (G) 64.5 12463 16.1 32.8 80.2 18.8 18.3 14.0 0.5 1.9 

Large & Mid Cap Fund

Value Fund

SBI - Contra Fund Reg (G) 172.2 2248 15.7 29.3 87.6 16.0 14.5 17.0 0.5 2.2 

IDFC - Sterling Value Fund Reg (G) 75.4 3601 20.9 39.7 97.8 11.8 16.8 16.2 0.3 2.0 

Nippon India - Value Fund (G) 108.4 3808 15.7 26.3 69.6 15.1 16.0 16.0 0.5 2.1 

Kotak - India EQ Contra Fund (G) 75.9 1014 11.9 21.6 60.5 14.8 17.1 13.6 0.5 2.4 

Invesco - India Contra Fund (G) 70.0 7033 13.7 19.7 56.2 14.7 17.7 14.7 0.5 1.9 

Focus Fund

Axis - Focused 25 Fund Reg (G) 41.2 16540 12.2 12.7 52.6 14.3 18.2 17.0 0.5 1.8 

Mirae - Asset Focused Fund Reg (G) 17.4 6177 13.6 23.8 67.4 0.0 0.0 29.1 0.0 1.8 

SBI - Focused Equity Fund Reg (G) 209.7 15879 15.1 20.4 51.7 16.4 17.4 19.8 0.5 1.9 

DSP - Focus Fund Reg Fund (G) 32.5 2054 13.7 17.8 53.3 13.4 13.3 11.1 0.4 2.1 

Sundaram - Select Focus Reg (G) 246.5 1273 10.6 15.8 47.5 13.4 15.2 18.4 0.5 2.3 

ELSS Fund

Quant - Tax Plan (G) 194.8 204 27.2 43.4 109.8 29.6 23.8 15.7 1.0 2.5 

Kotak - Tax Saver Scheme (G) 65.2 1988 14.1 22.8 59.2 17.2 16.5 12.8 0.6 2.1 

Mirae - Asset Tax Saver Fund Reg (G) 28.3 7940 14.2 24.5 68.9 20.4 21.8 20.8 0.7 1.7 

Axis - Long Term Equity Fund (G) 66.6 29575 12.1 14.3 53.5 15.5 16.8 17.9 0.5 1.7 

SBI - Long Term Equity Fund Reg (G) 202.6 9901 14.7 20.8 58.7 14.0 13.0 14.5 0.4 1.9 

Flexi Cap Fund

Quant - Active Fund (G) 360.5 595 23.0 37.7 93.9 27.2 22.9 19.4 0.9 2.5 

SBI - Flexi Cap Fund Reg (G) 69.0 13367 13.2 21.2 60.1 14.0 14.9 13.1 0.5 1.9 

Kotak - Flexi Cap Fund Reg (G) 48.8 35955 11.6 18.5 51.4 13.9 15.5 14.2 0.5 1.6 

Motilal Oswal - Flexi Cap Fund Reg (G) 33.6 11888 9.0 14.4 46.3 8.4 13.5 18.4 0.2 1.8 

Parag Parikh - Flexi Cap Fund Reg (G) 42.7 10276 14.2 22.6 58.7 20.6 20.0 19.6 0.9 2.1 

Small Cap Fund

Quant - Small Cap Fund (G) 113.8 504 41.0 65.3 174.7 30.8 20.0 14.9 0.8 2.4 

SBI - Small Cap Fund Reg (G) 91.1 8664 17.9 30.6 86.2 20.6 22.7 20.6 0.6 2.1 

Axis - Small Cap Fund Reg (G) 50.6 5435 19.8 30.7 80.7 23.9 20.3 23.9 0.7 2.0 

Invesco - India Smallcap Fund Reg (G) 18.2 1022 22.0 37.9 83.9 0.0 0.0 24.8 0.0 2.3 

Kotak - Smallcap Fund (G) 139.3 4294 21.0 45.1 115.1 23.0 20.3 17.5 0.6 2.0 
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Thematic/Sectoral Fund

All Data Belongs To June 25, 2021

NAV AUM  
(Rs 
Cr)

3 M 6 M 1 Yr 3 Yr 5 Yr Since 
Inception 

Return

Sharpe 
Ratio

Exp. 
Ratio

Franklin - Build India Fund (G) 57.2 932 17.3 33.0 71.4 13.5 14.3 15.7 0.4 2.3 

ICICI Pru - Banking and Financial Services 
Fund Reg (G)

80.8 4265 13.6 25.1 69.2 11.1 15.8 17.7 0.3 2.0 

Nippon India - Pharma Fund (G) 301.0 5238 24.2 19.1 56.9 27.4 18.5 22.1 1.2 2.7 

Sundaram - Rural and Consumption Fund 
Reg (G)

53.6 1307 11.4 13.7 43.1 8.7 12.4 11.8 0.2 2.3 

Aditya Birla SL - Digital India Fund Reg (G) 113.1 1413 19.5 31.8 113.7 31.7 25.0 9.8 1.1 2.4 

Blance/BAF Fund

SBI - Equity Hybrid Fund Reg (G) 185.5 39977 9.4 14.1 39.7 13.8 13.5 13.2 0.6 1.7 

Sundaram - Equity Hybrid Fund Reg (G) 122.3 1750 11.2 16.9 40.3 12.5 13.2 12.9 0.5 2.2 

ICICI Pru - Balanced Advantage Fund Reg 
(G)

46.4 32188 6.0 10.0 31.2 11.5 11.5 11.1 0.5 1.7 

Kotak - Balanced Advantage Fund Reg (G) 13.7 8754 5.3 8.4 27.2 0.0 0.0 11.3 0.0 1.8 

Aditya Birla SL - Balanced Advantage Fund 
(G)

69.8 3601 8.0 9.7 32.2 11.8 11.8 9.6 0.5 2.1 

Equity Savings Fund

Aditya Birla SL - Equity Savings Fund Reg 
(G)

16.7 499 5.0 8.0 24.6 8.5 8.9 8.1 0.4 2.5 

DSP - Equity Saving Fund Reg (G) 15.5 369 5.9 10.1 25.4 8.0 8.6 8.6 0.3 2.4 

Kotak - Equity Savings Fund Reg (G) 17.3 1463 4.3 5.7 18.3 8.5 9.0 8.5 0.5 2.2 

Nippon India - Equity Savings Fund Reg (G) 11.9 294 5.3 9.2 21.1 (1.7) 2.9 3.0 (0.4) 2.5 

SBI - Equity Savings Fund Reg (G) 16.5 1411 6.3 9.2 27.1 9.7 9.0 8.6 0.5 1.7 

Arbitrage Fund

Aditya Birla SL - Arbitrage Fund Reg (G) 21.1 6250 1.3 2.2 3.7 5.2 5.5 6.4 1.0 0.9 

ICICI Pru - Equity Arbitrage Fund Reg (G) 27.1 11319 1.3 2.2 3.7 5.2 5.5 7.1 0.9 1.0 

Kotak - Equity Arbitrage Fund (G) 29.4 20291 1.3 2.3 3.9 5.3 5.6 7.1 1.1 1.0 

Nippon India - Arbitrage Fund (G) 21.1 11792 1.3 2.1 3.6 5.3 5.7 7.2 1.0 1.0 

SBI - Arbitrage Opp Fund Reg (G) 26.5 3317 1.3 2.0 3.2 4.8 5.3 6.9 0.5 0.9 

Index Fund

HDFC - Index Fund-NIFTY 50 Plan - (G) 145.8 3210 11.0 15.8 55.3 14.5 15.2 14.9 0.5 0.4 

ICICI Pru - Nifty Next 50 Index Fund Reg 
(G)

33.9 1230 14.8 19.9 48.1 10.5 14.5 11.7 0.3 0.9 

HDFC - Index Fund - Sensex Plan 474.0 2210 9.6 13.1 53.2 14.9 15.7 15.3 0.5 0.4 

Motilal Oswal - Nasdaq 100 FOF (G) 22.4 2602 14.1 13.8 39.9 0.0 0.0 35.8 0.0 0.5 

Motilal Oswal - S&P 500 Index Fund Reg (G) 14.2 1385 11.9 16.2 35.9 0.0 0.0 34.3 0.0 1.2 
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Dynamic/Multi Assets

Invesco - India Dynamic Equity Fund 
(G)

35.2 670 0.3 28.09 
(30/06/2020)

7.2 9.1 25.3 9.6 0.2 2.4 

ICICI Pru - Asset Allocator Fund (FOF) 
(G)

74.0 11441 0.7 55.582 
(30/06/2020)

7.7 11.7 33.1 14.8 0.7 1.5 

ICICI Pru - Multi Asset Fund (G) 364.0 11730 0.6 247.7336 
(24/09/2020)

12.0 20.1 44.8 15.6 0.5 1.8 

SBI - Dynamic Asset Allocation Fund 
(G)

16.0 655 0.3 12.531 
(30/06/2020)

5.5 7.6 27.6 9.1 0.3 2.1 

DSP - Dynamic Asset Allocation Reg 
(G)

19.3 3562 0.6 15.985 
(29/06/2020)

5.2 6.4 20.6 12.4 0.5 2.0 

Disclaimer: Mutual Fund investments are subject to market risks, read all scheme related documents carefully.

Solutions

All Data Belongs To June 25, 2021

NAV AUM Mod 
Dura-
tion  

(in Yrs)

AMP  
(IN Yrs )

3 M 6 M 1 Yr 2 Yr Sharpe 
Ratio

Exp. 
Ratio

ICICI Pru - Retirement Fund Pure Debt 
Plan (G)

12.2 415 0.0 11.5415 
(26/06/2020)

1.5 1.4 5.5 8.2 0.0 2.1 

Aditya Birla SL - Retirement Fund 30s 
Plan (G)

12.8 205 0.0 9.477 
(30/06/2020)

6.4 9.1 33.4 13.4 0.0 2.6 

HDFC - Retirement Savings Fund 
Hybrid Equity Reg (G)

23.5 632 0.6 15.747 
(30/06/2020)

11.8 17.8 49.2 17.7 0.5 2.5 

Aditya Birla SL - Bal Bhavishya Yojna 
Reg (G)

13.2 434 0.0 9.85 
(30/06/2020)

6.5 8.9 32.7 13.1 0.0 2.7 

ICICI Pru - Child Care Gift Plan Reg 177.4 776 0.3 126.71 
(30/06/2020)

9.1 13.7 40.1 11.5 0.4 2.5 
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StOCK PiCKS

Investment Rationale
5G business acceleration
In 5G space, Tech Mahindra Ltd’s. 
(TechM) range of solutions for Com-
munications Service Providers(CSPs), 
telecommunications equipment man-
ufacturers (TEMs), and independent 
software manufacturers (ISVs) make 
it a preferred partner for leading 
telecommunications providers. 
TechM is expected to be the biggest 
beneficiary with the implementation 
of 5G. TechM’s strong play in network 
infrastructure services differentiates 
it from other Indian IT. TechM has 
capabilities in radio frequency plan-
ning, design, engineering services, 
network rollout and post implemen-
tation network optimization and 

support. TechM is busy in conver-
sations with Telcos regarding legacy 
modernization, which will involve 
building a cloud native architecture 
so that it starts giving them flexibility 
and hyper scalability that is needed 
for 5G. The 5G opportunity on the 
Teleco is not just about network 
modernization, it is also about system 
and back-end process moderniza-
tion for getting ready for serving 
customers in the 5G world. TechM 
is also adding deals on the network 
side - it won a deal from a greenfield 
5G US operator to help it integrate 
and test its 5G Open RAN network 
(an area with a lot of likely potential). 
Management mentioned that deal 
pipeline is strong with numerous 

cloud transformation opportunities 
and they are working closely with all 
4 hyper-scalars. 5G pipeline is also 
strong with deals centered around 
network and infrastructure modern-
ization to prepare for 5G. They are 
currently in talks with large operator 
on 5G infra modernization deal and 
small deals won in Q4 such as testing 
5G network for a greenfield operator 
will also pave way for larger share of 
client spend on 5G. It is expected that 
TechM is well-positioned to capture 
a fair share of 5G network services 
spends.

Robust deal intake to drive 
growth in FY22
TechM signed net new deals worth 
~USD 1.04 bn in Q4FY21, highest since 

Tech Mahindra Ltd.
Company Information
BSE Code 532755
NSE Code TECHM
Bloomberg Code TECHM IN
ISIN INE669C01036
Market Cap (Rs. Cr) 106250
Outstanding shares(Cr) 96.8
52-wk Hi/Lo (Rs.) 1103.2 / 536.05
Avg. daily volume (1yr. on NSE) 4731071
Face Value(Rs.) 5
Book Value 257.1

CMP: Rs 1,096 Rating: BUY Target: Rs 1,270

Promoters, 35.8%

DII, 14.4%
FII, 38.3%
Others, 11.5%

Share holding pattern as on March 2021
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Q3FY20. Deal wins were broad based 
across verticals and geographies. Net 
new deal wins are well distributed 
across Communication at USD 518 mn 
(vs Q3FY21: USD 104 mn) and Enter-
prise at USD 525 mn (Q3FY21: USD 352 
mn). Net TCV was powered by the 
Telefonica large deal (~USD 300mn). 
Vertical wise large deal composition: 
1 Technology, 3 Communication, 
2 Retail, 2 Manufacturing, 1 Public 
Sector. Management expects Q1FY22 
to be a good quarter despite adverse 
seasonality and expects a similar 
level of deal wins TCV (~USD1bn) in 
Q1FY22. Despite healthy deal closures 
in Q4, the deal pipeline remains 
strong entering into FY22, which 
augurs well for growth visibility and 
revenue acceleration. Also, the com-
pany expects better deal conversion 
from Q3 onwards, given the season-
ality in Retail vertical declines. The 
company witnessed significant deal 
closures across all geographies and 
Management expects deal conver-
sions to improve further in the com-
ing quarters. Management is working 
on large deals around customer care 
and transformation using AI machine 
learning. The company is also looking 
for deals around network space.

Acquisitions 
Recently, TechM has acquired 100% 
of US based Brainscale Inc for USD 
28.8 million in cash (including earn 
outs). The acquisition will bolster 

Tech Mahindra’s consulting capa-
bilities in the Cloud transformation 
space and will enable Tech Mahindra 
to drive growth of Cloud related 
IT services in the North American 
market. In April 2021, TechM has 
acquired 100% of Eventus Solutions 
Group, a US-based consulting and 
technology services company for 
US$44mn in cash (including earn 
outs). The acquisition will enable 
the company to build its consulting 
capabilities in customer experience 
and customer management space 
and move up the value chain in the 
BPS business. In April 2021, TechM 
also acquired DigitalOnUs, Inc. of 

California, USA. Total consideration 
paid out would be US$120mn, includ-
ing retention bonus and earnouts. 
The acquisition of DigitalOnUs will 
enhance TechM’s capability in cloud 
native engineering and position it to 
develop cutting-edge digital solutions 
for its customers. In March 2021, 
TechM has acquired 70% stake in Ire-
land-based Perigord Asset Holdings 
(Perigord), a digital workflow and 
artwork, labelling and BPO services 
firm, for a cash consideration of EUR 
21mn and will acquire the remaining 
30% stake in the next four years 
at valuation linked to the financial 
performance of Perigord. Healthcare 
& Life sciences (HLS) is a key vertical 
for TechM and this acquisition will 
expand its footprint globally in these 
domains. 

Management guidance
Management continues to see 
traction in the areas of cloud, AI, 
cyber security and data services. 
The deal pipeline is robust despite 
healthy conversions in Q4 and 
contains a good mix of legacy 
modernization, digital and cloud 
transformation deals. The company 
is working closely with the hyper-
scalers to capitalize on the multi-year 
cloud opportunity. Based on the 
solid deal intake and healthy deal 
pipeline, management guided for a 
double-digit topline growth in FY22. 
In Q1FY22, the company will grow 
even with the seasonality factor due 
to current robust deal wins. TechM 
has rolled out a salary hike for FY22 
effective 1st April for all the bands. 
There are no plans for a second 
salary hike in FY22 as of now and will 
be reevaluated depending on compa-
ny’s operating performance over next 
few quarters. TechM expects hiring 
to pick up in coming quarters. Also, 
the company anticipates increase in 
travel costs, especially in H1FY22 due 
to the increased vaccination exercise 
across the globe. However, man-
agement is confident of achieving 
margins of more than 15% for FY22, 
on back of strong revenue growth, 
cost optimization measures and 

Tech Mahindra 3Yr. Price Chart
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Management 
expects Q1FY22 to 
be a good quarter 
despite adverse 
seasonality. Despite 
healthy deal 
closures in Q4, 
the deal pipeline 
remains strong 
entering into FY22, 
which augurs well 
for growth visibility 
and revenue 
acceleration.
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initiatives around delivery transfor-
mation. Management remains fairly 
confident of delivering double-digit 
revenue growth in FY22, considering 
broad-based demand across verticals 
in Enterprise, recovery in Commu-
nications, robust deal wins and deal 
pipeline. The Enterprise business 
is likely to grow in double digits in 
FY22, while Communications may 
grow in a high single digit.

Mixed Q4FY21 performance
TechM reported a mixed operating 
performance in Q4FY21, with revenue 
slightly below expectations, while 
margins resilience surprising posi-
tively. TechM’s Q4FY21 revenues grew 
1.6% QoQ to $1,329.6 million (0.7% 
CC). The growth was led by BFSI 
(4.9% QoQ), Manufacturing (1.9%) and 
Communications (1.4%). Technology, 
Media and Entertainment recorded 
another flat quarter, while Retail, 
Transport and Logistic declined 3.2% 
QoQ. Geographically, growth was led 
by Europe (2% QoQ) and RoW (6.2%). 
North America reported another 
quarter of muted performance (-1.3% 
QoQ). Q4FY21 was a stellar quarter 
in terms of deal intake, with net new 
TCV of deal at USD 1.04bn (USD518mn 
in Communications and USD525mn in 
Enterprise; ~USD2.2bn in FY21). EBIT 
Margins further improved to 16.5%, 
highest in last six years as higher 
SG&A costs (-40bps) due to strong 
hiring and one-off impairment costs 
(-50bps) were negated by higher 
utilization and other operational 
efficiencies. Net profit declined by 
17.4% QoQ on the back of lower other 
income, higher ETR and one-time 
expense.

Key risks
  Delay in 5G related telecom spend 

can impact company’s performance 

  High exposure to Europe may 
impact growth 

  Low growth in the communication 
business

Valuation
TechM is well-positioned to capture 
a fair share of 5G network services 
spends. TechM is expected to be the 
biggest beneficiary with the imple-
mentation of 5G. TechM’s strong play 
in network infrastructure services 
differentiates it from other Indian IT. 
TechM has capabilities in radio fre-
quency planning, design, engineering 
services, network rollout and post 
implementation network optimiza-
tion and support. Net new deal wins 
remained robust in Q4, spread evenly 
across Communications and Enter-
prise. Despite strong deal closures in 

Q4, management indicates a healthy 
deal pipeline and expects to sustain 
deal win momentum in coming quar-
ters, which augurs well for growth 
visibility and revenue acceleration. 
Also, the company expects better 
deal conversion from Q3 onwards, 
given the seasonality in Retail vertical 
declines. There will be no seasonality 
impact in Q1FY22 from Comviva as 
Comviva revenues were lower in this 
quarter & ramp up of deal wins will 
help in revenue tailwinds. The recent 
acquisition by the company like 
Eventus Solutions Group, DigitalO-
nUs and Perigord Asset Holdings will 
also help in improving performance 
of the company. Management 
remains confident of delivering 
double-digit revenue growth with at 
least 15% EBITM in FY22 (double-digit 
growth in Enterprise; high sin-
gle-digit growth in communications) 
on the back of broad-based demand, 
healthy deal intake and strong deal 
pipeline. Improving deal pipeline, 
focus on large deal wins, traction 
in 5G spend (on communication & 
enterprise side), revival of growth 
in manufacturing, acceleration in 
Europe and cloud is expected to drive 
revenues. This coupled with improv-
ing margin trajectory and attractive 
valuation prompt us to be positive 
on the stock.  Thus, we recommend 
our investors to BUY the scrip with 
target of Rs. 1270 from 12 months 
investment perspective. At the CMP, 
the scrip is valued at P/E multiple of 
18.2x on FY23E Bloomberg consensus 
EPS of Rs. 60.3.

Particulars (in Rs Cr) FY20 FY21 FY22E FY23E

Net Sales 36867.7 37855.1 42170.6 46725.0

Growth (%) 6.1 2.7 11.4 10.8

EBITDA 5508.6 6796.3 7928.1 8690.9

EBITDA Margin (%) 14.9 18.0 18.8 18.6

Net profit 3902.9 4428.0 5313.5 5840.6

Net Profit Margin (%) 10.6 11.7 12.6 12.5

EPS (Rs) 46.3 50.2 54.9 60.3
Consensus Estimate: Bloomberg, Ashika Research

Improving deal 
pipeline, focus on 
large deal wins, 
traction in 5G spend 
(on communication 
& enterprise side), 
revival of growth 
in manufacturing, 
acceleration in 
Europe and cloud 
is expected to drive 
revenues.
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StOCK PiCKS

Hero Motocorp Ltd.

Investment Rationale
Monsoon crucial for 2W demand 
recovery
Both urban and rural demand has 
been hit due to ravaging effects of 
2nd wave and thus corporate India 
is relying heavily on monsoon for a 
revival in demand and consumption. 

The season has begun well, with rain-
fall since June 1 to June 26 being 20% 
above normal. The India Meteoro-
logical Department (IMD) and private 
forecaster Skymet have forecast 
normal rainfall this year, which bodes 
well for the rural economy. Demand 
for consumer goods, two wheelers 
and tractors are expected to get a 

fillip from rural income post success-
ful harvest. Federation of Automobile 
Dealers Association (FADA) said in 
a statement ‘If Met predictions are 
to be believed, normal and evenly 
spread rains may bring an early 
respite for the rural economy thus 
pushing demand for vehicles faster 
than expected,’ However, FADA has 

Company Information
BSE Code 500182
NSE Code HEROMOTOCO
Bloomberg Code HMCL IN
ISIN INE158A01026
Market Cap (Rs. Cr) 58059
Outstanding shares (Cr) 19.98
52-wk Hi/Lo (Rs.) 3,629.05/2,439.75 
Avg. daily volume (1yr. on NSE)                   1,317,960 
Face Value (Rs.) 2
Book Value (Rs) 144.41

CMP: Rs 2,905 Rating: BUY Target: Rs 3,390

Promoters, 34.76%

DII, 18.68%
FII, 37.19%
Others, 9.37%

Share holding pattern as on  March 2021
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also cautioned that that India may 
not witness a ‘V’ shaped recovery 
unlike last time. Nevertheless, for 
two-wheeler sector, rural market 
plays a critical role and accounts for 
more than half of domestic sales. Two 
wheeler sales suffered in the months 
of April and May and Hero MotoCorp 
had shut their factories to either cut 
back on production or due to labour 
unrest during May. June has seen 
some states such as Maharashtra 
and Gujarat start the process of a 
gradual unlocking allowing sales 
of non-essential items including 
automobiles however the initial level 
of enquiries and sales have been 
below expectation. Experts are of the 
view that the first half of the financial 
year could be muted due to second 
covid wave however second half is 
expected to see a demand recovery 
on the back of customer preference 
towards personal mobility, positive 
rural sentiment and new products, 
especially in the premium segment. 
Management is of the view that the 
inherent demand drivers remain 
strong in the rural economy and 
footfalls and conversions have 
increased in last few weeks and thus 
sees normalization from Q2FY22 
onwards. Besides, the preference for 
two wheelers as cheapest personal 
vehicle will continue as people would 
prefer to avoid public transport post 
Covid-19.

Price hikes to maintain mar-
gin, market share gains augur 
confidence
Total sales volume for Q4FY21 was 
up 18% yoy but down 15% qoq at 
15.68 lakh units while revenue grew 
39% yoy and 11% qoq at Rs 8,686 cr. 
Volumes grew led by low base yoy 
which was impacted by lockdown 
while sequential decline suggests 
demand pressure. However, blended 
realizations reported at Rs 55,395/
unit increased by 17% yoy and 5% 
qoq due to price hikes on account 
of transition to BS VI regime as well 
pass through of raw material costs. 
EBITDA grew 83.5% yoy but was 
under pressure qoq with decline of 

14% at Rs 1,211 cr. EBITDA margins 
expanded 337 bps yoy but was lower 
47 bps qoq at 13.9%; management was 
able to maintain margins despite 
input cost inflation courtesy of 
price hikes. Net profit was higher 
39% yoy but lower 20% qoq at Rs 
865 cr. Commodity cost inflation 
is expected to rise by ~5% to 6% in 
FY22 and the company is expected 
to manage EBITDA margin through 
cost reduction under LEAP-2 
programme and price hikes. In 
fact, company recently announced 
increase in prices of its motorcycles 
and scooters by up to Rs 3000 with 
effect from July 1, 2021. While price 
hikes are expected to turn demand 
even softer in a muted environment, 
it is nevertheless an industry trend. 
In fact, the company gained market 
share across key segments, with 
overall market share improving 140 
bps in FY21. The scooter segment 
witnessed 270 bps market share gains 
to ~10% market share in FY21, aided 
by its strong portfolio of Pleasure, 
Destini and Mastero. In the premium 
bike segment, Hero’s market share 
moved up to 4%. The gain in market 
share and volume growth was driven 
by its micro market strategy. In the 
125cc+ market segment, the company 
witnessed sequential gain in market 
shares. The Super Splendor continues 
to do well, while the Glamour took hit 
in some markets.

Expansion in product offerings, 
exports to provide balanced 
growth
Hero Motocorp has increased pre-
miumization of its product offerings 
and management is focused to roll 
out a complete range of premium 
motorcycles and thus gained market 
share of 220 bps in FY21. To augment 
its position in premium segment, the 
company entered licensing agree-
ment with premium bike maker Har-
ley Davidson and are working jointly 
on Hero-Harley brand. The distribu-
tion business has already launched 
with 14-15 dealerships. This devel-
opment alone has the potential to 
re-rate the stock. Besides, the tie-up, 

Hero Motocorp 3 yr price chart (Rs)
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Management is of 
the view that the 
inherent demand 
drivers remain 
strong in the 
rural economy 
and footfalls and 
conversions have 
increased in last few 
weeks and thus sees 
normalization from 
Q2FY22 onwards.
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Hero Moto has aggressively launched 
products in last two years in the 
premium segment- XPulse 200T, 
Xtreme 200S, and Xtreme 160R and 
plans to launch at least one product 
every year over the next four years. 
Hero has also expanded its portfolio 
in scooters with the launch of Destini 
125, Pleasure+ 110, and Maestro Edge 
125, which is reflected in its market 
share expansion. Post BS VI transi-
tion, the pricing gap has decreased 
between internal combustion engines 
(ICE) and electric vehicles (EV) and 
particularly expressed in the scooter 
segment. Realizing the opportunity, 
the company has taken initiatives to 
have a presence in EV segment. Hero 
Motocorp has (a) made investment 
in Ather Energy (b) set up R&D 
center in Germany & Jaipur on fixed 
charging system (c) entered in JV with 
Taiwan start-up Gogoro on a battery 
swapping system. Management 
expects action on this front from 
CY22 onwards. Hero Motocorp has 
also increased its focus on exports 
and aims to reach 40 countries from 
~4 in FY12. Company is exploring 
opportunities in few export destina-
tions such as Colombia, Bangladesh, 
Nepal, Sri Lanka, Africa and Mexico 
and reinvigorated its strategy for the 
Nigeria market with appointment 
of Kewalram Chanrai Group is the 
exclusive distributor. However, 
export volumes account for ~3% of 
total volumes and scale up would be 
a challenge in few geographies given 
strong presence of Indian competi-
tors. Nevertheless, it would provide 
much needed diversification and 
lower dependence on the domestic 
markets. Thus, the management has 

a holistic approach for driving the 
growth forward.

Key risks
  Delay in demand recovery, further 

demand destruction in 3rd wave

  Unable to pass on prices due to 
increase in competition

Valuation
Hero Motocorp is the leading 
domestic two-wheeler player with 
a market share of ~38% by virtue of 
its mammoth share in economy and 
executive motorcycle segment. The 
company has a strong rural presence 
driven by largest distribution net-
work and thus a key beneficiary of a 

revival in rural demand on account of 
strong harvest season last year. The 
monsoon this year is also expected to 
be normal and would provide fillip to 
rural income and demand. Although, 
second wave has hit hard rural India 
which was absent in 1st wave, the 
management believes that recovery 
would be seen from Q2FY22 and 
inherent demand drives are holding 
firm. Although, commodity inflation 
is a challenge and would be there, 
Hero has planned price hikes and 
cost management through LEAP-2 
programme to maintain EBITDA 
margins. Besides, the company has 
stepped foot on pedal on premium-
ization with the tie up with Harley 
Davidson apart from increasing 
market share of its own premium 
models as well as scooters. Post BS VI 
transition, pricing gap has decreased 
between ICE and EVs and scoter 
segment is expected to be the most 
affected segment due to this disrup-
tion. Realizing the future potential, 
Hero has made investments and 
set up R&D and JVs to have holistic 
presence in both fixed charging and 
battery swapping system and the 
coming years could be interesting as 
management expects action on this 
front from CY22 onwards. Although 
export volumes account for ~3% of 
total volumes, Hero has strategized 
to increase its key markets to 40. 
Considering that key Indian competi-
tor already have substantial presence, 
the road ahead would not be easy. 
Nevertheless, diversification would 
provide much needed stability to 
earnings. At the CMP, the scrip trades 
at 14.5x FY23E EPS and investors are 
advised to ‘BUY’. 

Particulars (in Rs Cr) FY20 FY21 FY22E FY23E

Revenue 28813 30959 35469 39918

Growth (%) -13.8% 7.5% 14.6% 12.5%

EBITDA 4070 3648 4452 5116

EBITDA Margin (%) 14.1% 11.8% 12.6% 12.8%

Net profit 3393 2602 3560 4005

Net Profit Margin (%) 11.8% 8.4% 10.0% 10.0%

EPS (Rs) 169.9 130.2 176.8 199.9
Consensus Estimate: Bloomberg, Ashika Research

Hero has planned 
price hikes and 
cost management 
through LEAP-2 
programme to 
maintain EBITDA 
margins. Besides, 
the company 
has stepped 
foot on pedal on 
premiumization 
with the tie up with 
Harley Davidson 
apart from 
increasing market 
share of its own 
premium models as 
well as scooters.
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StOCK PiCKS

Zee entertainment enterprises Ltd.

Investment Rationale
Focusing on content creation
Zee Entertainment Enterprises ltd. 
(ZEEL) has decided to undertake 
investments to create more original 
content on one hand and on the 
other ramp up its movie production 
business to enable it to monetize 
movies across its various channels 
and reduce pressure of bidding wars 

for movie rights. This will help the 
company gain significant market 
share in its broadcasting business 
and gain traction for its ZEE5 busi-
ness. It has allotted two years for this 
drive and management has guided 
to keep  margin at 25% level for this 
period, after which it estimates it to 
revert to 30% level. ZEE5 will con-
tinue to premier movies going ahead 

apart from originals. The company is 
also working on improving the tech-
nology base for ZEE5. Further, ZEE5 
is gaining traction in international 
markets gradually.

Domestic advertisement reve-
nues is recovering
2021 started with renewed optimism 
among advertisers. Advertisers went 
aggressive on advertisement volumes 

Company Information
BSE Code 505537
NSE Code ZEEL
Bloomberg Code Z IN
ISIN INE256A01028
Market Cap (Rs. Cr) 20603
Outstanding shares(Cr) 96.05
52-wk Hi/Lo (Rs.) 261/134.6
Avg. daily volume (1yr. on NSE) 24,426390
Face Value(Rs.) 1
Book Value (Rs) 91.07

CMP: Rs 214 Rating: BUY Target: Rs 250

Promoters, 3.99%

DIIs, 12.55%
FIIs, 64.15%
Others, 19.33%

Share holding pattern as on 31 March 2021
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with expectation of sustained 
recovery post signs of recovery from 
first wave in the first two months of 
2021, before the advent of the second 
wave. Volumes were also driven by 
the need to promote a number of 
new launches and general recovery 
in advertisement spends by FMCG 
companies, as they adapted swiftly 
to the pandemic with learning from 
the previous year and came up with 
innovations to cater to the changed 
market demand. Domestic advertise-
ment revenue of ZEEL has increased 
by 8.9% YoY at Rs 1,070 crore while 
the domestic subscription revenues 
increased 13.2% YoY to Rs 748.1 crore. 
Other sales & services revenue was 
down by 76.9% YoY due to continued 
impact of pandemic on theatrical 
business and reclassification of 
music label revenues to subscription 
segment. The network’s viewership 
share stood at 18.9% in 4QFY21.The 
strong advertisement revival to play 
out in favor of ZEE Entertainment 
ltd given its good viewership across 
markets and strong underlying 
advertisement demand. Further, 
company’s plan to focus across 
platforms is likely to deliver strong 
growth. It is expected that adver-
tisement revenue growth can be in 
double-digits in FY22 (over the base 
of FY20), if the current localized 

lockdowns do not prevail beyond 
1QFY22.

Merger could be a game changer
Zee Entertainment Enterprises is in 
earlier talks with Viacom18 Media Pvt. 
Ltd, the owner of the Colors general 
entertainment channel for a potential 
merger that could create a large 
media firm with interests spanning 
broadcast, OTT, live entertainment 
and movie production. Viacom18 is a 
joint venture between TV18 Broadcast 
Ltd (51%) and US-based ViacomCBS 
Inc. (49%). TV18 is a unit of Net-
work18 Media and Investments Ltd, 
majority-owned by Mukesh Ambani’s 
Reliance Industries Ltd (RIL). If a 
merger takes place, the combined 
entity will own and manage the 
largest number of TV channels and 

have the largest market capitalization 
in India from the industry. If the 
deal goes through, the promoters of 
Viacom18 could become among the 
largest shareholders of the combined 
entity as more than 65% of ZEEL is 
owned by foreign institutional inves-
tors. Hence, if merger initiate then it 
could be a game changer for ZEEL as 
it would bring professional manage-
ment on the board reducing the risk 
of any further corporate governance 
issue and will become largest media 
entertainment company in India. 

Q4FY21 numbers came in line 
with consensus estimates
ZEEL Q4FY21 numbers came largely 
in line with the consensus estimates. 
Consolidated revenues came in flat 
YoY at Rs 1,965 crore, driven by an 
8% rise in advertisement revenues. 
Domestic advertisement revenues 
recorded 8.9% growth YoY. Though 
subscription revenue grew 8.4% YoY, 
it was impacted by a 31.5% decline 
in international subscription reve-
nues due to a change in accounting 
policy. Company reported Operating 
profit as compared to operating 
loss reported in Q4FY20. Better 
operating efficiencies and lower cost 
led EBITDA margin improvement 
on QoQ basis at 28.5%. Company 
reported PAT of Rs 272 crore as 
against net loss of Rs 762 crore in 
Q4FY20. ZEE network share improves 
to 18.9% and it continues to be India’s 
No.2 TV entertainment network. The 
receding pandemic impact will start 
reflecting on its performance from 
2QFY22 and management expects 
better advertisement growth in FY22.

Key Risks
  If the pain of the pandemic 

continues beyond 1QFY22, then it 
could have negative implications on 
advertisement revenue.

  Competition from digital video 
streaming platforms could hurt the 
revenue growth

ZEEL 3 year Price Chart
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It is expected that 
advertisement 
revenue growth can 
be in double-digits 
in FY22 (over the 
base of FY20), if the 
current localized 
lockdowns do not 
prevail beyond 
1QFY22.
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Valuation
ZEEL has taken proactive measures 
to bring back the business on growth 
track. The company has decided to 
significantly scale down investments 
in SugarBox, which has been a 
key area of concern for investors. 
Management expects double-digit 
ad growth for the industry in FY22 
over FY20, provided the second Covid 
wave is contained in Q1FY22. With 
easing of lockdowns and upcoming 
big events, TV advertising is expected 
to remain strong in FY22. Advertising 
on GEC and movie continued to grow 
as per BARC India’s latest TV Ad 
Volumes Report. Further company 
is focusing on creating content and 

it has been aggressive in creating a 
strong library of shows and movies 
most suitable for the Indian audience. 
ZEE has been quick to deploy its OTT 

platform and content with a large 
number of consumers spending 
increasingly greater time on OTT. 
The management has been agile in 
responding to changing trends is a 
positive sign. Moreover, if there any 
merger with Viacom18 Media Pvt. Ltd, 
it will re-rate the ZEEL in coming 
time. Hence, we have a positive view 
on ZEEL given the recovery in adver-
tisement revenue and company’s 
strong focus on OTT. We recommend 
our investors to BUY the scrip with 
target of Rs 250 from 12 months 
investment perspective. The scrip is 
currently valued at P/E multiple of 
12x on FY23E Bloomberg consensus 
EPS of Rs 17.8.

Company is 
focusing on creating 
content and it has 
been aggressive in 
creating a strong 
library of shows 
and movies most 
suitable for the 
Indian audience.

Particulars (in Rs Cr) FY20 FY21 FY22E FY23E
Revenue 7,984.7 7,729.9       8,676.7         9,560.8 
Growth (%) 3.4% -3.2% 12.2% 10.2%
EBITDA 1,634.6       1,808.9       2,193.0         2,496.6 
EBITDA Margin (%) 20.5% 23.4% 25.3% 26.1%
Net profit 857.0          969.9       1,478.8         1,712.7 
Net Profit Margin (%) 10.7% 12.5% 17.0% 17.9%
EPS (Rs) 8.9            10.1            15.4              17.8 

Source: Bloomberg consensus
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Monthly Insight
Performance
Since Jan-2019... return @CAGr 25.7%
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Ashika Insight Reco CAGR: 25.7%
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* All Figures quoted in Rs.
Calculated as on June 25, 2021
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Monthly Profit & Loss Fact Sheet (Rs.) 
Date Invested Capital Booked Profit M2M Net Profit

31-Jan-19 1496513 0 (15549) (15549)

28-Feb-19 2500555 0 (12120) (12120)

31-Mar-19 3499100 0 87058 87058 

30-Apr-19 4423753 77386 (8924) 68462 

31-May-19 4843373 149734 (192232) (42498)

30-Jun-19 5780649 212997 (312556) (99559)

31-Jul-19 7280745 212997 (523193) (310197)

31-Aug-19 6252245 237315 (318110) (80795)

30-Sep-19 5638553 351653 (183965) 167688 

31-Oct-19 3805452 689902 (279263) 410639 

30-Nov-19 5300467 689902 (286815) 403087 

31-Dec-19 6799062 689902 (159580) 530321 

31-Jan-20 6506557 981148 (270658) 710490 

29-Feb-20 5711903 1272382 (733289) 539092 

31-Mar-20 7207537 1272382 (2755943) (1483561)

30-Apr-20 7623497 356948 (1030982) (674034)

31-May-20 6149806 833936 (1351330) (517394)

30-Jun-20 7651620 833936 (956088) (122152)

31-Jul-20 9152079 833936 (463266) 370670 

31-Aug-20 8360481 1124891 (241678) 883213 

30-Sep-20 7410397 1581629 (634208) 947421 

31-Oct-20 6589893 1902621 (554750) 1347871 

30-Nov-20 4415962 2580822 (272418) 2308404 

31-Dec-20 4744368 2757455 (224457) 2532998 

31-Jan-21 4512183 2992911 (360195) 2632716 

28-Feb-21 4855257 3147357 (126852) 3020505 

31-Mar-21 5103512 3388344 (151565) 3236779 

30-Apr-21 4908741 3581795 (17805) 3563990 

31-May-21 4608003 3892602 463903 4356505 

25-Jun-21 3030866 4474984 344685 4819669 

*Booked Profit = Profit booked after target achieved

**M2M = Open position marked to market as on date

***Net profit = Booked Profit + M2M P/L

****Invested Capital = Stock investment as recommended (minus) Stock sold on target 

*****Calculation based on Rs. 5 lac invested on each stock recommended in our monthly insight on release date

******All Figures quoted in Rs.

****** Calculated as on June 25, 2021
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Script Buying 
Date

QTY Bought
Rate

Value Target
Price

Target
Return

Booked
Date

Booked
Price

Value Profit Return Holding 
Days

Annu-
alised 

Return

 Tech Mahindra  01-Jul-21 456 1096 499776 1270 15.9%        

 Hero Motocorp  01-Jul-21 172 2905 499660  3390 16.7%        

 Zee Entertainment  01-Jul-21 2336 214  499904 250  16.8%        

Infosys 01-Jun-21 358 1400 501200 1610 15.0%        

HDFC Ltd. 01-Jun-21 195 2567 500565 2940 14.5%        

Natco Pharma 01-Jun-21 472 1059 499612 1230 16.2%        

ICICI Bank 03-May-21 845 593 499800 720 21.4%        

DCM Shriram 03-May-21 700 716 499833 840 17.3% 22-Jun-21 840 588000 88167 17.3% 50 126%

Indian Metals & Ferro 
Alloys

03-May-21 1125 445 499840 570 28.2% 22-Jun-21 570 641250 141410 28.2% 50 206%

Vardhman Textiles 01-Apr-21 375 1330 498785 1550 16.5%        

Kirloskar Oil Engines 01-Apr-21 2960 170 502879 208 22.4% 11-May-21 203 600051 97172 19.3% 40 176%

Amrutanjan Health Care 01-Apr-21 870 575 499864 670 16.6% 11-May-21 669 581900 82035 16.4% 40 150%

Divis Lab 01-Mar-21 147 3407 500807 3900 14.5% 27-Apr-21 3893 572315 71508 14.3% 57 91%

Supreme Industries 01-Mar-21 240 2068 496299 2350 13.6%        

Somany Home Innov. 01-Mar-21 1700 290 493763 370 27.4% 08-Jun-21 370 629000 135237 27.4% 99 101%

Infosys 02-Feb-21 390 1276 497754 1457 14.2% 12-Apr-21 1471 573869 76116 15.3% 69 81%

Kajaria Ceramics 02-Feb-21 595 839 499295 980 16.8% 16-Feb-21 972 578102 78807 15.8% 14 412%

Borosil Renewables 02-Feb-21 1810 276 500329 340 23.0%        

BPCL 01-Jan-21 1312 383 502046 480 25.4% 02-Mar-21 469 615577 113531 22.6% 60 138%

Welspun India 01-Jan-21 7353 69 508230 84 21.5% 12-Mar-21 84 616623 108393 21.3% 70 111%

Kaveri Seed 01-Jan-21 962 525 504955 650 23.8% 10-May-21 649 624223 119268 23.6% 129 67%

Bosch 01-Dec-20 39 12842 500840 15200 18.4% 19-Jan-21 15174 591781 90941 18.2% 49 135%

Sumitomo Chemical 01-Dec-20 1750 286 501133 340 18.7% 02-Jun-21 340 595000 93867 18.7% 183 37%

Prestige Estate 01-Dec-20 1850 271 500563 312 15.3% 18-Feb-21 311 576201 75638 15.1% 79 70%

MRF 02-Nov-20 7 66042 462295 76588 16.0% 19-Nov-20 76456 535194 72899 15.8% 17 339%

Dixon 02-Nov-20 52 9586 498474 11268 17.5% 26-Nov-20 11249 584928 86455 17.3% 24 264%

Privi Speciality Chem. 02-Nov-20 910 549 499328 640 16.6% 21-Jan-21 639 581399 82071 16.4% 80 75%

Ultratech Cement 01-Oct-20 122 4095 499594 4543 10.9% 19-Oct-20 4535 553293 53699 10.7% 18 218%

Essel Propack 01-Oct-20 2025 248 501522 290 17.1% 11-Jan-21 290 586238 84715 16.9% 102 60%

Valiant Organics 01-Oct-20 168 2970 498946 3350 12.8% 09-Oct-20 3344 561832 62886 12.6% 8 575%

Mishra Dhatu Nigam 01-Sep-20 2400 209 502246 260 24.2%        

Hawkins Cooker 01-Sep-20 103 4852 499740 5890 21.4% 29-Dec-20 5671 584118 84379 16.9% 119 52%

Phillips Carbon Black 01-Sep-20 4275 117 501035 151 28.8% 25-Oct-20 148 630563 129527 25.9% 54 175%

Wipro 03-Aug-20 1770 282 499999 325 15.1% 05-Oct-20 325 574878 74880 15.0% 63 87%

Divis Lab 03-Aug-20 190 2644 502371 3050 15.4% 10-Aug-20 3058 581026 78654 15.7% 7 816%

Fine Organics 03-Aug-20 230 2177 500822 2470 13.4% 24-Aug-20 2466 567123 66300 13.2% 21 230%

ICICI Securities 01-Jul-20 1050 476 499818 620 30.2% 03-Jun-21 601 631050 131232 26% 337 28%

Apollo Tyres 01-Jul-20 4600 109 501341 130 19.3% 10-Aug-20 127 582498 81157 16.2% 40 148%

Monthly Insight 
recommendation 
Performance Sheet
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Script Buying 
Date

QTY Bought
Rate

Value Target
Price

Target
Return

Booked
Date

Booked
Price

Value Profit Return Holding 
Days

Annu-
alised 

Return

Galaxy Surfactants 01-Jul-20 335 1490 499300 1680 12.7% 04-Aug-20 1684 564130 64829 13.0% 34 139%

Nestle India 01-Jun-20 28 17571 491987 19500 11.0%        

Tech Mahindra 01-Jun-20 925 541 500453 ADD 29-Sep-20 774 715691 215238 43.0% 120 131%

Abbott India 01-Jun-20 30 16979 509375 19464 14.6%        

Bharti Airtel 04-May-20 985 508 500232 610 20.1% 20-May-20 606 597058 96826 19.4% 16 442%

Pfizer 04-May-20 102 4934 503304 5800 17.5%        

Bayer Cropscience 04-May-20 116 4287 497334 5425 26.5% 27-May-20 5281 612584 115251 23.2% 23 368%

ITC 01-Apr-20 2950 170 502363 ADD        

Britannia Industries 01-Apr-20 184 2719 500320 ADD 29-May-20 3384 622704 122384 24.5% 58 154%

TCS 01-Apr-20 274 1827 500508 ADD 14-Sep-20 2480 679520 179012 35.8% 166 79%

HDFC Bank 01-Apr-20 586 852 499290 ADD 10-Nov-20 1361 797739 298450 59.8% 223 98%

Britannia Industries 02-Mar-20 164 3048 499888 3400 11.5% 29-May-20 3384 555019 55130 11.0% 88 46%

Aarti Industries 02-Mar-20 505 990 499799 1177 18.9% 05-May-20 1139 575018 75220 15.1% 64 86%

Metropolis Healthcare 02-Mar-20 263 1886 495946 2200 16.7% 23-Nov-20 2187 575165 79219 16.0% 266 22%

Bajaj Finance 03-Feb-20 115 4306 495178 5000 16.1% 01-Dec-20 4894 562761 67583 13.6% 302 16%

Gujarat State Petronet 03-Feb-20 2040 246 501493 300 22.0% 01-Apr-20 169 344168 -157325 -31.4% 58 -197%

Granules India 03-Feb-20 3600 140 502632 170 21.8% 07-Feb-20 164 591156 88524 17.6% 4 1607%

Concor 01-Jan-20 870 575 500239 665 15.7% 25-May-21 665 578550 78311 15.7% 510 11%

Mahanagar Gas 01-Jan-20 470 1066 501095 1164 9.2% 23-Jan-20 1162 546140 45045 9.0% 22 149%

SIS 01-Jan-20 1020 490 500147 568 15.8% 07-Feb-20 559 570119 69972 14.0% 37 138%

HDFC Life 02-Dec-19 875 571 499608 680 19.1% 17-Nov-20 671 586740 87133 17.4% 351 18%

Dr. Reddy’s Lab 02-Dec-19 171 2923 499818 3503 19.8% 07-Apr-20 3554 607713 107896 21.6% 127 62%

Just Dial 02-Dec-19 875 570 499170 750 31.5% 01-Apr-20 288 251615 -247555 -49.6% 121 -150%

IRCTC 01-Nov-19 561 893 500709 1170 31.1% 30-Jan-20 1158 649638 148929 29.7% 90 121%

PI Industries 01-Nov-19 350 1432 501323 1613 12.6% 07-Feb-20 1612 564109 62787 12.5% 98 47%

Procter & Gamble Hygiene 01-Nov-19 40 12325 492982 14078 14.2% 16-Apr-21 14026 561034 68052 13.8% 532 9%

HDFC Bank 01-Oct-19 405 1235 500212 1395 12.9% 10-Nov-20 1361 551339 51127 10.2% 406 9%

Indian Hotels 01-Oct-19 3130 160 500595 179 11.9% 01-Apr-20 74 230525 -270071 -53.9% 183 -108%

Siemens 01-Oct-19 330 1549 511213 1680 8.4% 23-Oct-19 1689 557420 46207 9.0% 22 150%

Gujarat Gas 01-Sep-19 2800 179 501501 200 11.7% 30-Oct-19 200 559048 57547 11.5% 59 71%

Hindustan Unilever 01-Sep-19 265 1888 500371 1975 4.6% 20-Sep-19 1957 518507 18136 3.6% 19 70%

Divi’s Lab 01-Aug-19 305 1636 498882 1750 7.0% 22-Oct-19 1757 535885 37003 7.4% 82 33%

ICICI Bank 01-Aug-19 1175 426 500234 473 11.1% 25-Oct-19 468 550206 49972 10.0% 85 43%

City Union Bank 01-Jul-19 2410 208 500935 254 22.2% 16-Jan-20 248 597005 96070 19.2% 199 35%

Reliance Nippon Life 01-Jul-19 2250 222 499773 265 19.3% 27-Aug-19 258 579510 79737 16.0% 57 102%

Sanofi India 01-Jul-19 87 5740 499387 6775 18.0% 29-Oct-19 6678 581029 81641 16.3% 120 50%

Asian Paints 01-Jun-19 346 1445 499797 1560 8.0% 02-Aug-19 1549 535985 36188 7.2% 62 43%

Axis Bank 01-Jun-19 614 812 498614 905 11.4%        

Honeywell Automation 01-Jun-19 19 26087 495655 30195 15.7% 25-Oct-19 29105 552999 57344 11.6% 146 29%

MCX 01-May-19 575 868 499354 1005 15.7% 30-Aug-19 971 558147 58793 11.8% 121 36%

TCS 01-May-19 220 2259 496953 2490 10.2% 14-Sep-20 2480 545600 48647 9.8% 502 7%

Crompton Greaves Cons. 01-Apr-19 2138 234 501153 256 9.2% 20-Sep-19 251 536681 35528 7.1% 172 15%

Equitas Holdings 01-Apr-19 3637 138 500875 191 38.7% 01-Apr-20 42 152499 -348375 -69.6% 366 -69%

Page Industries 01-Apr-19 20 25219 504373 29080 15.3% 14-Aug-19 17525 350506 -153867 -30.5% 135 -82%

ITC 01-Mar-19 1800 278 500089 319 14.8%        

Tech Mahindra 01-Mar-19 605 824 498456 960 16.5% 29-Sep-20 774 468101 -30356 -6.1% 578 -4%

HDFC Bank 01-Feb-19 240 2101 504338 1204 -42.7% 20-May-19 2403 576686 72348 14.3% 108 48%

Pfizer 01-Feb-19 163 3066 499703 3490 13.8% 20-Sep-19 3389 552433 52730 10.6% 231 17%

Abbott India 01-Jan-19 65 7593 493527 8580 13.0% 11-Jun-19 8566 556790 63263 12.8% 161 29%

Indraprastha Gas 01-Jan-19 1850 273 504362 315 15.5% 08-Apr-19 314 581748 77386 15.3% 97 58%

United Spirits 01-Jan-19 800 623 498624 735 17.9% 14-Feb-20 711 568576 69952 14.0% 409 13%
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reAL eSTATe: 
CYCLE TURNING UP

SeCtOr OutLOOK

India’s Real Estate sector had seen its golden days 
in back 2004-2008 till the economic meltdown 
caused by US subprime crisis. Between 2004-2008, 
it had been dream run for Indian real estate sector 

and all the real estate players witnessed stupendous 
growth both in volume and in price realization. However, 
post economic downturn in 2009, Indian real estate 
performance remained muted for a prolonged time. 
Sluggish demand and high interest rates resulted in 
higher inventory pile up in most of the metro cities 
which kept the real estate price muted for long period. 
Mounting debt in balance sheet and higher inventory took 
a toll on the financial performance of most of Indian real 
estate players. Several disruptions happened in the real 
estate sector such as demonetization in 2016, rollout of 
Real Estate Regulatory Act (RERA) in 2017 and the credit 
crunch of 2018-19 which impacted the 
sector negatively. In the last few years, 
the real estate sector has battled a 
number of headwinds from disruptive 
policy reforms (though good for the 
long term), margin compression, 
tight liquidity, and Covid-19. This 
has caused a massive consolidation, 
driving many developers out of 
business, while rewarding the 
survivors with higher market share. 
However, things started to turn in 
favor of real estate demand since the 
beginning of COVID-19 pandemic. 
With the outbreak of COVID-19 
in India, government announced 
nationwide lockdown started from 
24th March, 2020 which brought the 

whole country in grinding halt. After nearly 2 months 
of stringent lockdown, government started to unlock 
the economy on phase wise manner. The pandemic hit 
hard to every single sector barring some sectors such 
as Pharma, IT, Banking & Financials & Real estate. The 
pandemic is a blessing in disguise for Indian real estate 
sector. Amidst the pandemic, work from home (wfh) and 
online study a new normal has emerged which primarily 
drove the demand for residential housing demand. A 
host of factors like reduced home loan interest rates, 
reduction in stamp duty, and discounts and deals offered 
by developers have made home buying an attractive 
proposition in the country. For residential real estate, 
the change in buyer preferences such as need for 
additional space, demand for amenities, and the sudden 
realization of owning a house in troubled times cemented 

the demand for housing. Various 
confidence-building measures by the 
Central government such as liquidity 
infusion in stressed projects through 
the SWAMIH fund (Special Window for 
Affordable & Mid-Income Housing) 
and RERA extensions have supported 
the sector when most needed. In fact, 
more than 150 projects under SWAMIH 
have been approved till now and the 
delivery of undertaken projects is 
expected to start from 2021 itself. 
Such demand revival has also led the 
developers to launch new projects 
across the country. Thus, it is believed 
that in near term the demand for 
residential property to remain firm 
on the back of improving macros. 

A host of factors 
like reduced home 
loan interest rates, 
reduction in stamp 
duty, and discounts 
and deals offered 
by developers 
have made home 
buying an attractive 
proposition in the 
country.
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However, the picture was totally opposite for commercial 
real estate. In commercial space, the demand has been 
disrupted due to the pandemic which as corporate was 
forced to work from home, resulted in sharp fall in rental 
income. The shopping mall operators also faced the 
similar kind of challenges due to lockdown announced by 
the government in both 1st and 2nd wave of COVID. Thus, 
there has been uncertainty on commercial and retail 
space given the headwinds relating to the 2nd wave and 
threat of 3rd wave of COVID. 

Residential property demand to remain 
firm
The covid-19 crisis had battered the realty market in the 
first half of CY20, but the pace of recovery seen in the 
second half of the year, and more so in the last quarter, 
makes believe that the gradual improvement will continue 
into CY21. Aided by decadal-low interest rates, Centre 
& state government incentives such as stamp duty rate 
cuts, increase in safe harbor limit, extension of tax 
incentives for affordable housing  and covid-induced 
factors like need for a larger home in WFH set up will 
keep the growth momentum in CY21 as well. The recovery 
has strengthened as evidenced by an improvement in 
property sales of listed developers and uptick in property 
registration resulting in higher growth in transactions 
on YoY basis. Housing affordability has been improving 
for the last 7+ years, reached among best in cycle levels 
in 2020. The post-COVID volume recovery has happened 
with only limited 5-10% price-cuts, which demonstrates 
improved affordability and customers’ belief that prices 
are attractive. Since 2013, property prices have grown at 
CAGR of 1-2% which is significantly below inflation (5% 
CAGR), and below the growth in income levels (around 
8% per capita). Moreover, home-loan rates are currently 
at all-time lows at 6.75-7.0%. Rates are currently 400bps 
lower than peak levels of ~11%. With rates expected to be 
range-bound in 2021 at current low levels, and property 
price increases to be back ended, it is expected that the 
affordability to remain fairly attractive which should 
support end-user demand from the bulk segment, 
i.e. salaried / mid-income. Further, it is expected that 
residential property sales in 2021 could exceed the 2019 
levels by ~10%, nearly doubling YoY, as the property cycle 
has entered into upcycle and could be long lasting.

2nd Wave damage has limited impact on 
housing sales vs 1st Wave
The second wave of COVID and subsequent lockdowns 
across the country impacted housing sales, but the 
market continued to demonstrate resilience with healthy 
growth in activity over last year. Housing sales across 
the top seven property markets in India rose 93% YoY 
to over 24,570 units during the April-June quarter when 
the first lockdown was announced and the real estate 
market plummeted. Though the low base effect indicates 
almost doubling of sales, it declined 58% sequentially as 
per the report of Anarock Research. Despite of localized 
lockdowns and restrictions due to 2nd wave of pandemic, 
developers continued to launch new projects mostly 
through digital medium. In the 2nd wave of COVID, the 
localized lockdowns and restrictions did not dent activity 
as much as the complete nationwide lockdown last year. 
MMR (Mumbai Metropolitan Region) and Pune continued 
to drive a massive share of housing sales during Q1FY22 
holding nearly 46% share of total sales. MMR, Bangalore 
and Pune together accounted for 74% of the sales in 
Q1FY22. The spillover effect of stamp duty reduction 
benefit offered by the Maharashtra government helped 
in sustaining the sales momentum. Hyderabad was the 
frontrunner in overall housing launches with around 
8,850 units launched during Q1FY22, followed by MMR 
with 6,880 and Bengaluru with 6,690 units. The factor 
including low interest rates, demand and deal sweeteners 
from developers that led to robust growth in the second 
half of FY21. MMR continued to be the front runner with 
104% YoY rise in housing sales, while Pune saw 75% rise in 
sales during Q1FY22. Though sales have declined by 64% 

Residential unit sales in top-7 cities (Indexed to 2008)

Source: Industry report

Quarterly Residential property sales

Source: Industry report

Affordability (home loan payment to income) ratio

Source: Industry report
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sequentially in both the markets as the stamp duty waiver 
was not extended after March 2021. With the impact of the 
second wave gradually reducing across India, residential 
sales have also seen a pickup from the second half of June 
2021 onwards and are at around 50% of pre-Covid levels, 
similar to levels seen in September 2020. While FY21 saw 
the April-August 2020 period seeing a virtual washout for 
residential sales, the rebound is expected to be quicker 
in FY22 and volumes may recover to pre-Covid levels 
from Q3FY22 onwards, along similar lines of FY21. Low 
mortgage rates and muted price hikes will continue to 
support demand along with availability of ready to move 
inventory.

Large developers gaining market share 
due to market consolidation amid the 
pandemic
Even prior to the onset of the pandemic, home-buyers 
had been leaning towards developers with an established 
track record of on-time and quality project completion, 
which had resulted in large, listed players reporting 
healthy sales and collections in recent years, despite the 
prevailing liquidity crisis and unfavorable supply-demand 
dynamics. The implementation of RERA and GST further 
supported the market position of these larger players, 
with their market share increasing substantially. Now, 
in the aftermath of Covid-19, these players have further 
strengthened their market share. As per Anarock, the pan-
India residential market share of large, organized listed and 
unlisted developers has grown to around 40% in FY21 from 
17% in FY17 as a number of events such as demonetization, 
RERA/GST, NBFC funding crisis and Covid has led to 
home buyers shying away from projects of unorganized 
players. In terms of launches as well, their market share has 
increased to a 5-year high of 22%. Better demand prospects, 
strong balance sheets and adequate liquidity have enabled 
them to weather the storm better than smaller players, who 
have been finding it difficult to cope with the prevailing 
market conditions. This consolidation is expected to 
accelerate further and organized players market share to 
touch 60% by FY23. Buyers continue to prefer ready-to-
move homes only from leading developers. Prices in select 
projects are seeing a marginal price increase depending on 
demand.

Housing Price index increased during 
Q4FY21
In Indian real estate sector, the build-up of inventory has 
been a concern over the years. However, since 2016, due 
to waves of disruptions, the supply begun tapering off. 
Already, inventory is ~20% lower than peak levels seen ~5 
years back. In 2021, it is expected there will be doubling 
of both sales and new launches; though launches would 
likely trail sales as supply function is usually slower and 
impact of consolidation plays out. As per RBI, all India 
Housing Price Index (HPI) increased by 2.7% YoY in March 
quarter 2020-21. All-India HPI increased by 2.7% YoY 
in Q4FY21 compared to 3.9% growth a year ago. Though 
sequentially, all-India HPI growth rate moderated to 0.2% 
in Q4FY21. As per RBI data, Delhi, Bengaluru, Kolkata 
and Jaipur recorded a sequential decline in HPI, whereas 
it increased for other six cities. Due to COVID-19 and 
high rate of migration, the non-metro cities witnessed 
relatively higher increases in prices with Ahmedabad, 
Lucknow, Kanpur and Kochi witnessing an increase of 
above 8%. Prices have grown at a lower rate than GDP 
during this period. Developers have taken price hikes of 
6-7% in FY21 in select ready-to-move projects which is a 
function of available inventory in the project and micro-
market. With rising input costs of materials, new launches 
by developers are expected to factor in higher selling 
prices of 4-5%. However, robust demand at these higher 
prices may only be seen in projects of larger, organized 
developers with a strong track record of timely delivery. 
It is expected that in 2021, housing sales to pick up on 
the back of decreasing inventory to the level of around 
25 months. Historically, inventory levels of 20-25 months 
and lower had seen price rise faster than inflation. 

Movement of house price index

Source: RBI

Residential Inventory in Top 7 cities

Source: Industry report

New housing launches (in units) in top metro cities which account 
maximum share  in overall housing sales

Source: Anarock Research report
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Pain to remain in Commercial real estate 
in near term
The pandemic took toll on the demand for commercial 
real estate. COVID had a significant impact on the office 
space with net absorptions coming to a halt in the middle 
of the year. This resulted in office absorption declining 
by 50-60% YoY and being ~35% below average levels. 
The extension of COVID-19 restrictions has resulted in 
most of the local workforce working in technology, BFSI, 
and consulting sectors to continue to work from home 
for more than a year. Due to the rising WFH trend as a 
result of the pandemic, organizations are increasingly 
evaluating hybrid work strategies that will involve some 
time of the week working from home, thus reducing the 
need for office space. WFH will allow corporate to not 
only reduce rents, save on maintenance cost but also 
show case flexibility and improve their carbon footprint. 
However, for developing economies like India which has 
a young workforce and lacks adequate infrastructure, 
such as having separate space and air conditioning, 
work from office should still retain its relevance. Many 
organizations are moving towards Hybrid work model in 
which more days employees will be working from home 
and employees are also in favor of opting hybrid model. A 
strong demand for office spaces in 2018 and 2019 and the 
expectation of a similar demand in 2020 (pre-COVID-19) 
have led developers to plan around 119 million sq ft of new 
supply across the top 7 markets in India. With demand 
now looking weak, there is a risk that a large part of 
this supply may remain unabsorbed and impact rentals 
negatively. Projects set for completion in 2021 and 2022 
are certainly the ones that will pose a risk of oversupply. 
However, a significant part of these projects are already 
pre-leased by global multinational occupiers and lease 
commitments are likely to be honoured. COVID-19 also 
hit the retail malls sector hard, both globally and locally as 
the lockdown imposed by the government forced the mall 
owners to shut their shops, affecting the rental income. 
Further, hit by the pandemic, consumers have got used 
to or developed the habit of shopping online. Some of the 
hardcore mall crowd has also shifted to online shopping 
and that would impact the business of the shop owners in 
the mall. As the most of the organizations have shifted to 
WFH, many individuals have moved to Tier 2 cities or go 
back to their hometowns. This move may have a negative 
impact on the urban population and consumption. 
However, learning from the mistake in 2nd wave, India 
has accelerated the pace of vaccination and targeted 
to vaccinate nearly 60% of population by September 
2021 in order to opening up the economy as soon as 
possible. Most of the developed countries have already 
vaccinated nearly 50% of their population and started to 
unlock the economy on phase wise manner. Even, India’s 
Finance Minister accepted that the vaccination is the 
only way to revive the economy from the down trend. 

So, the commercial real estate sector is pining hopes on 
economic recovery lead by massive vaccination drive.

Government lending support to reduce 
the stress 
The government stance towards real estate sector has 
turned supportive over 2020, as both the centre and 
state recognize its employment potential and stress in 
the system. These have helped in improving inventory 
liquidation pressures. The central government’s steps to 
boost liquidity by making real estate loans eligible under 
the ‘stressed category’ for credit guarantee and allowing a 
one-time restructuring of developer loans are significant 
positives which help in to reduce the immediate stress. 
Government has also lent its support to home buyers by 
providing 6 months loan moratorium during the 1st wave 
of COVID. MMR the largest residential property market 
in India witnessed double whammy in 2020 when the 

Annual office supply and net absorption trend

Source: Industry report

Work from home Freequency

Source: JLL Report
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Maharashtra government announced the reduction in 
stamp duty and development premium. In August 2020, 
Maharashtra government announced the reduction 
in stamp duty on property registrations to 2% for 
transactions between September 1 and December 31 from 
5% earlier. The stamp duty will be 3% for agreements to be 
registered between January 1 and March end. Maharashtra 
government also reduced the development premium 
charged to developers by 50% but this benefit can be 
availed only by those developers who pay stamp duty for 
homebuyers. Lower premiums can help developers avoid 
project delays due to funding issues. The real estate sector 
in Maharashtra and more specifically in Mumbai, was 
thriving on the back of the stamp duty rebate announced 
by the state government in August. The stamp duty cut 
by the government of Maharashtra has seen a strong 
response with Mumbai property registrations are +94% 
YoY over Sep-Dec’20 quarter. The government’s revenues 
from property registrations during the last seven months 
of lower stamp duty window until March 2021 were 
66% higher than those collected during the preceding 
8 months of 2020 until August 2020, indicating that 
reduction in stamp duty rates had been compensated by 
a sharp rise in sales velocity, thereby leading to higher 
revenue generation for the government. However, post 
the roll back of stamp duty reduction on March 2021, 
Mumbai witnessed declined in property registration. As 
per the data from Inspector General of Registration (IGR), 
Maharashtra, in May 2021, Mumbai witnessed registration 
of over 5,360 property deals as against 17,728 in March 
2020 and 19,581 in December 2020. However, realty 
developers have urged to the government to reduce the 

stamp duty to 2% in Maharashtra until the end of FY22 in 
the backdrop of slowdown in housing sales. Developers 
have also suggested that stamp duty in other cities of the 
state be brought down to 3% from existing 6%. Further, 
Central government anchored Rs 135 billion (~US$ 1.8bn) 
stressed project fund has also seen traction with funding 
being made available for completing nearly 90,000 units. 
Government has also taken over operations of three 
developers in NCR with around 80,000 units stuck units. 
Further, any broad -based tax relief such as GST cut or 
Income tax exemption would be additional positives for 
the real estate sector going ahead.

The covid-19 crisis had battered the realty market in the 
first half of CY20, but the pace of recovery seen in the 
second half of the year and same momentum is expected 
to continue in CY21. The host of factors such as decadal-
low interest rates, Centre & state government incentives, 
extension of tax incentives for affordable housing and 
need for larger home in WFH set up will keep the demand 
momentum for residential property firm post limited 
disruption happened in the 2nd wave. The consolidation 
in real estate market has gone in favor of organized 
developers and they witnessed increase in market share. 
The consolidation story in favor of larger, organized 
players is expected to accelerate further and pan-India 
market share for these developers is expected to increase 
to over 60% in FY23E from 40% in FY21. Increase in market 
share will result in higher growth in operating cash flows, 
low leveraged balance sheets and adequate liquidity. 
However, the pain for commercial real estate to stay in 
next few months until India vaccinate nearly 60% of its 
population which will stimulate the economic growth.

Real Estate Peers
Company Name Mcap 

(Rs crs)
Reve-

nue (Rs 
crs)

EBITDA 
(Rs crs)

PAT  
(Rs crs)

EBITDA 
Margin 

(%)

PAT 
Margin 

(%)

D/E (x) Inter-
est 

cover-
age (x)

TTM 
P/E (x)

TTM P/
Bvps 

(x)

TTM 
EV/

EBITDA 
(x)

Brigade Enterprises Ltd. 6,126.3 1,950.0 471.9  (99.0) 24.2% -5.1% 2.0 1.5 22.6 2.3 9.4 

DLF Ltd. 72,551.4 5,414.1 1,417.8 477.3 26.2% 8.8% 0.2 1.5 34.6 1.9 35.8 

Godrej Properties Ltd. 39,062.2 764.9 (333.4)  (73.4) -43.6% -9.6% 0.8 3.6 59.0 4.1 79.9 

Indiabulls Real Estate Ltd. 5,296.8 1,521.4 179.7 4.7 11.8% 0.3% 0.8 1.8  N/A  N/A  N/A 

Mahindra Lifespace Developers 
Ltd.

3,055.4 166.3  (93.5)  (83.6) -56.2% -50.3% 0.1 -21.5 24.5 1.8 69.4 

Oberoi Realty Ltd. 22,341.5 849.7 495.0 416.6 58.3% 49.0% 0.1 49.3 17.8 1.9 14.4 

Phoenix Mills Ltd. 14,046.1 1,073.3 494.2 33.9 46.0% 3.2% 1.2 2.4 28.7 2.5 15.2 

Prestige Estates Projects Ltd. 11,468.7 7,264.4 1,972.2 1,577.1 27.1% 21.7% 1.7 1.8 17.1 1.5 7.1 

Sobha Ltd. 4,579.6 2,109.8 675.2 62.3 32.0% 3.0% 1.3 1.6 11.8 1.5 7.1 

Sunteck Realty Ltd. 4,372.1 607.8 161.9 100.7 26.6% 16.6%      0.3 4.2 21.1 1.3 12.8 

Source: Ace Equity & Bloomberg
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Management Commentary

MAnAgeMent COMMentAry

Bharat Petroleum Corporation Ltd.
• Company is supplying around 50 tonne of oxygen per 
day to Mumbai. Also supplying liquid oxygen in Kerala. 
Company is also providing cold chain supply in UP and 
MP.

• Mobility has curtailed because of lockdown which has 
impacted the transportation.

• The second wave of Covid has impacted the demand for 
products in April and especially in May.

• Company expects India to grow at 10% in FY22 on low 
base of FY21.

• Refinery capacity utilization has 
improved from 75% to 103%.

• During Q4 company has divested its 
61.5% stake in Numaligarh Refinery in 
Assam to a consortium of Oil India Ltd 
and Engineers India and Government 
of Assam for Rs 9,876 crore.

• BPCL has the second highest num-
ber of retail outlets in India.

• Standalone Borrowings as of date is 
Rs 26,000 cr which reduced substan-
tially from Rs 40,000 cr. Debt equity 
ratio at 0.4x.

• Staff cost was higher in FY21 as the 
company has captured the VRS cost of 

Rs 350 cr. Company has reduced number of employees by 
121 in FY21.

• Consolidated debt is around Rs 42,000 cr and stand-
alone debt of around Rs 26,000 cr.

• Company has successfully divested its treasury stocks.

• In Petrochemical projects 2 units have commercialized 
and stabilized. In the 2nd FY22 the production will start 
and expect GRM of USD 1 contribution.

• NRL (Numaligarh Refinery Ltd) GRM is at USD 45/barrel

• BORL (Bharat Oman Refineries ltd) GRM is at USD 8/
barrel

• As per policy, standalone refinery 
will bear the transportation costs i.e. 
from refinery to marketing.

• FY22 capex will be around Rs 12000 
cr. Break up of capex is Refinery Rs 
3,000 cr Petrochem Rs 1000 cr Mar-
keting Rs 4000 cr, Gas is around Rs 
300 cr and other projects Rs 1300 cr.

• Company has already commissioned 
629 CNG stations and planned to open 
another 800 CNG station.

• Company has opened data room in 
10th of April for Privatization process.

• Company has no intention to sell 
stake in IGL and Petronet LNG.

During Q4 company 
has divested its 61.5% 
stake in Numaligarh 
Refinery in Assam 
to a consortium of 
Oil India Ltd and 
Engineers India 
and Government 
of Assam for Rs 
9,876 crore… 
Bharat Petroleum 
Corporation Ltd.
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• Mozambique project cost was around USD 20 billion 
and so far company has invested USD 1.2 billion. USD 20 
billion cost including exploration cost and development 
of wells.

• Company’s share in Mozambique is 10% so company 
need to invest around USD 2.4 billion (USD 20 billion x 
10% stake).

• Company has already set up 40 EV charging stations and 
7 battery swapping stations.

• FY21 Capex was around Rs 11,000 cr with Rs 3000 cr in 
Refinery, Rs 1000 in Petchem, Rs 5000 cr in Marketing 
and Rs 1100 cr in other projects.

• As the company reported record profit in FY21, thus the 
dividend distribution is high during the year. Again the 
profit in divesting NRL has been distributed as dividend. 
Company will continue the dividend policy depending on 
the profitability of the company.

• Company has not divested in any assets except NRL 
which has been decided by the government.

• Company has commissioned around 2400 outlets in 
FY21 taking total outlets of around 18,000 outlets.

• CNG is used in certain parts of India so it is not viable to 
open CNG stations in all existing fuel outlets.

• Refinery utilization in Q4FY21 was around 112% and in 
Q3 utilization was around 96%. Currently, company is 
operating at 86% due to COVID second wave.

• During Q4, BPCL has the market share is around 24% in 
fuel retailing market.

• Subsidy for LPG has already disappeared now. So the 
LPG subsidy should not bother the potential buyer who 
will to buy BPCL.

• Divestment will wrap up by December 2021 it might 
delay by one quarter.

Divis Laboratories Ltd.
• Company has put several measures 
to ensure operational efficiency. 
Company is very highly committed 
towards the health and welfare of the 
employees and their families.

• Company has taken rigorous safety 
measures in all plants for the safety of 
the employees.

• Support has been provided to 
hospitals, community hall in the form 
of oxygen cylinders.

• During the year Rs 1183 cr has 
been capitalized as the part of capex 
program taken 2 years back.

• The new brownfield DC and DCV SEZ Units and the 
debottlenecking / backward integration programs taken 
up by the company during the last year, have become fully 
operational during the year. Modernization and upgrada-
tion of waste water treatment plants at the manufacturing 
sites has been implemented.

• New generic molecules with sales worth OF USD 2 
billion is under progress.

• Company is operating at 86% utilization rate.

• Company is anticipating the COVID challenges will 
continue.

• Rupee has been volatile during the quarter and company 
has forex gain of Rs 4 cr.

• Constant currency growth was 34% for the quarter.

• Company has paid Rs 34 cr as one month additional 
salary to employees as incentives.

• Currently the Generic API to Custom synthesis ratio is 
60:40. Company is aiming to make the ratio 50:50.

• In generic company has the choice to manufacture their 
desire quantity but in custom synthesis the clients use to 
dictate the production.

• Company did not leave any products which it entered 
25 years ago. Company is adding the products in the 
portfolio.

• As the company is backward integrated so the company 
has cost competitiveness.

• Capex of Rs 2500 cr incurred since 2018. Still Rs 700 cr 
to go to operational. Currently company is utilizing 86% of 
its capacity.

• On Capex outlook, the immediate investment will be 
around Rs 600 cr.

• The products in which company has expanded capacity 
are not new so for that don’t need 
further regulatory approval.

• The opportunity in some of APIs 
which company is involved is 2-3x.

• In Nutraceutical division capacity 
has increased by 100%. Amid the pan-
demic the use of Nutraceutical surged 
as it is used for immunity power and 
company expects good business from 
this division.

• In Traditional generics, company 
has reached to 65-85% market share. 
This division is growing at 5-15% 
annually.

• Company is backward integrated 
and best cost effective company.

In Nutraceutical 
division capacity 
has increased by 
100%. Amid the 
pandemic the use of 
Nutraceutical surged 
as it is used for 
immunity power and 
company expects 
good business from 
this division… Divis 
Laboratories Ltd.
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• There have been logistic challenges and as well as 
challenges on raw material and solvent in near term.

• Company is in good position to expand its prod-
ucts, introduce new products and to grab the new 
opportunities.

• In API industry the most important is raw material cost. 
In API industry the raw material cost is 50-60% of revenue 
in comparison to 30-40% of pharma companies.

• Company has introduced automation in the plants 
which helping the company to have better yields.

• Most important is human resource and most of the 
employees are here since last 25 years and very dedicated. 
The employees are very dedicated and don’t absent 
despite of pandemic, thus given one month salary as 
bonus to employees.

• Company has high margin products, low margin 
products and medium margin products both in API and 
Custom synthesis.

• In custom synthesis the margins are high in comparison 
to API.

• In the 1st wave of pandemic when there is shortage of 
Hydroxychloroquine, every country jump on it now the 
demand is not there.

• The payout use to be around 27%. Company has never 
borrowed money in life time because the discipline com-
pany followed. Payout could be around 39% but company 
use to conserve the cash for future opportunity.

Sumitomo Chemical India Ltd. 
• Agro chemical market is witnessing higher demand for 
good crop. 

• Average consumption of agro chemical in India is one 
tenth of US and lower than China and Japan.

• Government focus on increasing 
farmer income is one of the main 
drivers for agrochemical industry.

• The agro chemical industry capacity 
utilization improves on the back of 
demand and good export demand.

• FY21 started with low inventory 
impacted by supply disruptions. 
Overall COVID impact on company’s 
operation was minimal.

• COVID has spread into rural and 
semi rural areas affected the sales in 
current quarter (Q1FY22).

• Impact of Virus spread in rural areas 
and semi-rural areas close to upcom-
ing monsoon season and related 

challenges may need to be monitored.

• Due to favorable weather conditions there has improve-
ment in demand resulted in growth in volume and higher 
realization.

• Herbicides and PGR are high growth contribution 
segments which witnessed strong growth and margins 
during the quarter.

• Latin America market growth was extraordinary (sales 
contribution increased from 2% in FY20 to 4% in FY21).

• Increasing in inventory days was offset by higher 
payable days.

• Working capital days has reduced to 103 days in FY21 
from 115 days in FY21.

• Company is working on multiple projects & strategies 
for growth and improvement in margins.

• Regular capex requirements is around Rs 70-75 cr. Com-
pany has shortlisted and approved 5 proprietary products 
from SCC Japan and that will incur capex of Rs 100-110 cr 
over 1-2 years.

• Company’s R&D is also working in off-patent products 
which have demand in domestic market and as well as in 
export markets.

• Company has signed and registered agreements to buy 
2 additional land parcels and transfer process is expected 
to be completed soon. 

• ~20 acre privately owned land parcel adjoining to 
existing Bhavnagar site and ~50 acre privately owned land 
parcel at a prime location at Dahej within PCPIR Zone.

• Company is doing digital transformation and imple-
mented SAP.

• Company has significant growth opportunities.

• Company is expected to launch 4-5 
products in next 3-12 months in dif-
ferent segments in domestic market.

• Company is evaluating digital tech-
nologies and implementing wherever 
is requiring.

• The new land acquisitions are not 
for the new 5 products. The new 
5 products will manufacture from 
existing capacities.

• Company’s R&D facilities is one of 
the best formulation R&D.

• Company’s aim to have the revenue 
in the excess of 2x from the new 
5 products. Company needs to be 
competitive to sale the new products 
and company will strive to maintain 

Regular capex 
requirements is 
around Rs 70-75 
cr. Company 
has shortlisted 
and approved 
5 proprietary 
products from SCC 
Japan and that will 
incur capex of Rs 
100-110 cr over 1-2 
years… Sumitomo 
Chemical India Ltd.
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the gross margins and aim is to improve the margins.

• In order to maintain safety of the employees company 
incur expenses which many company doesn’t incur.

• Capex of Rs 70-75 crs for existing products and Rs 100-
110 crs for 5 new products. So, total Capex will be around 
Rs 175 cr.

• Company has enough capacity for formulation to cater 
the domestic demand.

• Company is putting up 350 tonne per annum capacity. 
Company is planning to double its existing capacity in the 
new land parcel.

• Export registration is required for new 5 products which 
require nearly 6 months.

• Company will supply the proprietary products to SCC 
Japan customers in Japan. 1 molecule company is planning 
in early 2022 and remaining 4 molecules at the end of 
2022. The remaining 4 molecules will launch at a time as 
these products will manufacture in same plant.

• Company is not facing any issue in procuring the raw 
materials. Raw material prices are on upswing. Company 
is not facing any problems of getting the raw materials 
even for fresh orders.

• There is not much difference in export margins and 
domestic margins. Company doesn’t do contract manu-
facturing for SCC Japan.

• There are lot of guidance and technology know how 
share by the parent SCC Japan. Parent company has given 
enough freedom to grow and don’t interfere on day to day 
operations of the company. 

• In next 4-5 years company has lot of plans and goes for 
acquisition which can fill up the gap and enhance the 
performance.

• Product mix change, focus on high growth and high 
margin products like herbicides and 
unique way of marketing are the 
initiatives to improve the margins 
going ahead.

• Company has unique products 
which help the company to grow and 
improve the margins going forward.

• Company doesn’t want to set a 
target between export & domestic 
revenue mix. Company will focus 
on registration process in different 
markets. Company wants to grow as 
a whole.

Dixon Technologies Ltd.
• Revenue grew by 146% YoY during 
Q4 with EBITDA growth of 43% and 

PAT growth of 60% on YoY basis.

• Gross margin contraction and EBITDA margin dip was 
primarily driven by substantial mix of products during 
the quarter i.e. LED TVs which is a OEM business and has 
lower margins. Also the steep rise in import materials due 
to higher commodity inflation impacted the margins.

• Company has incurred ESOP expense of Rs 8 cr for new 
ESOP plan also impacted the EBITDA margin during the 
quarter. 

• Rapid and large increase of commodity prices since 
November 2020 continue to impact the EBITDA margins 
adversely.

• In ODM business, where company offers lighting and 
washing machine there is a lag in passing the increase in 
commodity price. So in short term there is an impact on 
margin till the time company been able to fully pass on 
the increase commodity price.

• In lighting business the majority of cost increase has 
been passed on to principals in last quarter largely but 
in home appliances business the same has been already 
passed on in Q1FY22.

• Company is monitoring the situation closely and 
confident of addressing the issue through calibrated price 
increase, inventory management and value engineering.

• FY21 has ended with strong note and team has worked 
efficiently amid the COVID challenges.

• Company is cautiously believe that at MAY end in some 
parts of India will resume the function normally.

• Company is well positioned with robust balance sheet 
with cash balance of Rs 1064 cr and net debt of –Rs 8 cr as 
on March 2021.

• Company will continue to invest in R&D.

• Company has delivered strong return ratios in FY21 with 
RoE of 25% and RoCE of 31.4%.

• Consumer electrons segment 
growth was driven by both volume 
and pricing.

• Company has installed capacity of 
4.4 million of TV sets which is largest 
in India. Company is expanding 
capacity to 5.5 million TV sets in 
couple of months into fully automated 
65 inches LED Tv. 

• Company is also investing in 
backward integration by setting up an 
injection molding unit which will be 
the most backward integrated plant 
in India.

• Company has tied up with 2 largest 

Company has 
installed capacity of 
4.4 million of TV sets 
which is largest in 
India. Company is 
expanding capacity 
to 5.5 million TV sets 
in couple of months 
into fully automated 
65 inches LED Tv… 
Dixon Technologies 
Ltd.
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global brands for manufacturing LED monitors and 
production will start from Q3FY22. Company is creating 
a capacity of 1 million LED monitors which will start pro-
duction from Q3FY22. The expected volume in 1st year will 
be in the range of 0.5 million LED monitors and expect 
the order book to increase significantly from 2nd year.

• Margins in Lightning business has contracted due to 
increase in input costs, however most of the cost increase 
has already passed on in last quarter. All the lightning 
business of the company is on ODM basis.

• In lightning business company is the largest ODM in 
India and has largest capacity. In LED bulbs company 
has the capacity of 300 million which is around 45-50% of 
India’s requirement.

• Company is working on exports and global contracts. 
Expect good result will come in July-August period.

• Company has applied for PLI scheme for LED lighting as 
company is backward integrated.

• In washing machine company has 140 models ranging 
from 6 kg to 12 kg in semi automatic.

• The plant at Tirupati for top loaded fully automated 
washing machine is already ready and company has 
signed agreement with Bosch for supply.

• In mobile division company has launched model for 
Nokia and Motorolla. Company has planned to increase 
capacity to 15 million sets from current capacity of 3-4 
million sets annually. 

• Company has taken 5 acres land at Nodia and will set up 
integrated mobile manufacturing plant.

• Company is going on refrigerator products, start doing 
market research and tie up with technology partner. 
Initial capacity will be 6 million to 175 liter to 220 liter. 
Commercial of production will be Q3FY23.

• Company is also working on manu-
facturing laptops and pursuing MoU 
with global brands for manufacturing 
laptops.

• Company is also working in manu-
facturing telecom products. Company 
has also entered agreement to manu-
facture telecom modem and will start 
commercialization from Q3FY22.

• Company has large tie-up with 
Nokia and Motorola. Company is 
also talking with brands to export 
5G phones to US market from 
August-September and that will be 
large opportunity.

• In set up box company’s largest 
customers are JIO, DEN Networks, 

Hathway cable, SITI Cable and order book is nearly 
0.5 million units per month and has large business 
opportunity.

• Capex for FY21 was Rs 167 cr and capex for FY22 will be 
nearly Rs 200 cr. Company has strong balance sheet and 
low working capital which will fund the capex. So, funding 
will be in mix of internal accruals and controlled debt.

• In FY22, how the market will perform amid the pan-
demic is very hard to predict.

• Shortage of chip sets and displays have an impact on 
mobile manufacturing and it will continue to impact the 
mobile segment.

• Company is confident that tie-ups that company has will 
full fill the threshold limit of government’s PLI scheme.

• BOSCH has very complex and long approval process of 
7-8 months. Company will supply the washing machines 
to BOSCH to October 2021. Initial company will supply 6 
Kg washing machine.

• Company has strong expertise in electronics manufac-
turing segment. In last 3 years company has tripled its 
revenue. Company expects in next 3-4 years revenue will 
grow 3x from current levels.

• Company has put significant efforts for building up mid-
dle management and consulting with global consultancies 
to build robust middle management team.

• The average size of TV sold has gone up thus the realiza-
tion per unit has also gone up.

• In all the verticals the main growth is coming from 
domestic front. The export revenue will come from Smart 
phones and LED lightings. On export side company is very 
confident as the global markets are performing well. On 
domestic front in some segment company is very cautious 
as this time COVID impact is different from previous year.

• The EBITDA margin will be in the 
range of 4-4.5%.

• For Motorola, company supply only 
the smart phones and large part is 5G 
phones. Dixon is the first company 
to manufacture 5G phone for US 
markets.

• On the laptop the MOU has signed 
with global brands and factory has 
also been approved by the clients.

• On laptop segment, company will 
only cater to the domestic markets. 
Due to PLI scheme by government, 
company will be more competitive in 
comparison to Chinese players.

• All the investments are fungible that 

Company is 
also working in 
manufacturing 
telecom products. 
Company has also 
entered agreement 
to manufacture 
telecom modem 
and will start 
commercialization 
from Q3FY22… 
Dixon Technologies 
Ltd.
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company has made.

• PLI scheme is the replacement of MEIS scheme and to 
incentivize the exports. 

Berger Paints Ltd. 
• Decorative business recorded another quarter of robust 
growth over corresponding quarter last year.

• General industrial and automotive businesses continued 
its improved performance for the quarter.

• Protective and infrastructure coatings business also 
maintained its good growth trajectory in this quarter.

• Company has addressed Raw material costs by rene-
gotiating contracts, raw material substitute and strategic 
purchase.

• Raw material consumption as a percentage of sales 
improved over corresponding quarter last year on 
account of special discount and strategic purchases nego-
tiated during lockdown period which impacted inventory 
and consumption in Q4, and a pick-up in supply apply 
projects in the quarter. However, raw materials prices 
have are firmed up during the quarter

• Gross Margins improved by percentage point on YoY 
basis but remained flat sequentially.

• Despite of higher RM, gross margin has been maintained 
due to inventory stock which purchased earlier at lower 
price and strategic purchase.

• Strong performance from newer products during the 
quarter.  Construction chemicals also witnessed strong 
growth as constructions in many regions has started 
recovering.

• Another price increase is necessary 
to mitigate the commodity inflation. 
Company is looking for another price 
increase in next couple of months.

• Demand is coming back from metro 
cities so the volume value gap is 
narrowing. In Decorative business the 
volume and value gap is same.

• The beginning of FY22 was good but 
can’t predict much as the pandemic 
has disrupted the scenario. The pent 
up demand is over for the company 
and it will not play out further.

• Bolix S.A has improved its structure 
quite well. Bolix is the top performer 
in terms of topline and bottomline in 
whole of Berger paints group com-
panies. Poland has performed well 
during the quarter. 

• In terms of plans and commitments 

there will be no change going forward until and unless 
there are havoc disruption.

• For new projects company will incur cost of Rs 1800 cr. 
Company is expected to complete the project by March 
2022. Decorative, protective coatings, industrial paints all 
are including in these projects.

• Company has actually increased the network by more 
than 10% compared to previous year.

• Company does what industry follows. Company is 
rewarding the distributors may be the physical tour is not 
happening but definitely it is rewarding the customers.

• UP is a strong market and it is advantage of having 
plants near to the markets.

• Company has not taken any price hike in FY21. In FY22, 
company has taken price hike of around 2.2-2.5% in May 
2021.

• Price hike should be done in such way that company 
doesn’t loose market share and simultaneously also 
sustain or improve the margins.

• Industrial paint demand is better than pre COVID levels.

• Most companies would have the scheme of matching 
the revenue with the cost. For larger paint companies the 
tinting machine given to dealers on consideration.

• There are 5-6 products in water proofing segment and it 
has delivered excellent growth in FY21.

• In Q1 & Q2 of FY21 company has cut back its advertise-
ment expenditure and came strongly in Q3 & Q4 of FY21.

• The pandemic has put everybody to wait and watch 
mode. There has been pressure on incentives for whole 

FY21.

• Water proofing is an untapped 
market for every paint players and in 
terms of technology it is not so much 
difference from paints. Company is 
trying to bring some structure on 
water proofing business and hope to 
scale up the business going forward.

• Bolix and Nepal subsidiary are the 
largest subsidiaries for Berger paints. 
For Bolix the UK business has lower 
margins. So when the UK business will 
grow the margins will be in pressure. 
Moreover, the company is witnessing 
margin pressure in Nepal subsidiary 
as well. However in terms of topline 
growth both the subsidiaries are 
performing well.

Cera Sanitaryware Ltd 
• Demand from retail and projects 

Water proofing 
is an untapped 
market for every 
paint players and in 
terms of technology 
it is not so much 
difference from 
paints. Company is 
trying to bring some 
structure on water 
proofing business 
and hope to scale up 
the business going 
forward… Berger 
Paints Ltd.
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remain robust. The demand for products across the 
markets remained firm.

• Stamp duty reduction in certain regions resulted in 
higher home demand supported by lower interest rates.

• Sanitaryware and faucets both continue in positive 
growth trajectory in Q4FY21.

• Company is not seeing any issue going forward and 
demand to outpace supply going forward.

• In Q1FY22 the plants are operating normally.

• Sanitaryware plant operated at 75% in 1st half of Q4 and 
balance half utilization was 95%.

• Faucets utilization was high at 92% during Q4.

• Company has been able to meet the increasing demand.

• Company continues to witness increasing demand for 
its new products.

• Q4 also witnessed the increase in raw material prices 
like stainless steel and others. 

• Company initiate price hike around 5-7% in February 
2021 to mitigate the impact of increased raw material 
costs

• Working capital days during Q4FY21 at 52.9 days reduced 
from 74 days in Q4FY20.

• Company has adapted the disruption in FY21 and has 
managed capital efficiently with adequate liquidity buffer. 
Currently company has strong cash position.

• Capex Rs 10 cr for FY21 vs Rs 20 cr 
estimated earlier. For FY22 company 
estimated capex of around Rs 26 cr.

• Healthy demand, strong position in 
the industry will drive the growth of 
the company in future.

• There were 3 factors which impacted 
gross margin including sharp increase 
in raw material like brass which is 
required for faucets and for mold 
making process factory was closed for 
nearly 45 days, resulted in production 
loss. 

• Gross margin at 14.5-15% is good 
level as per management.

• As the markets are opening up the 
demand will again recover and by 
August the demand will stabilized.

• For FY21 revenue mix sanitaryware 
was  48.9%, faucets 28.28% and tiles 
20.18%.

• Company increased price in 

Sanitaryware by 5-7% and faucets by around 8-9%. 

• In August 2021, company might increase the price to 
mitigate the higher raw material price.

• Ad expenses curtailed during the lockdown period and 
rent of around Rs 10 cr has been reduced thus fixed cost 
has reduced. Ad & promotion expenses is generally 4% of 
net sales. For FY21, ad expensed remained 1.5% and not 
intention to increase it further.

• Share of outsourcing will increase with the increase in 
revenue and margin profile will maintain.

• Company is 2nd largest player in faucets in India.

• In Sanitaryware segment, the unorganized to organized 
has already played out and now 60-70% is now organized 
market.

• The demand is continue to be strong only the issue is 
supply. Plants are operating at 95% utilization rate which 
is absorbing the inventory easily.

• Dividend policy has taken based on cash flow generation 
and capex requirement and guidance is around 14-18% 
payout of net profit.

• Metro towns like Mumbai and Delhi are very appealing 
for Sanitaryware and faucets and every player want to 
enter these markets. Thus the competitive intensity in 
Tier 1 Cities is high. Company is more focused on Tier 2 & 
3 cities with much higher presence. Tier 1 cities account 
30 % of company’s topline.

• Retail customers are staggering their purchase so there 
is no pent up demand.

• Company is very careful about 
capex. Company will focus on more 
value added products rather than vol-
ume. For FY22 the budgeted capex is 
around Rs 26 cr and no major capacity 
expansion is on line.

• FY22 Capex break up, around Rs 6 cr 
for sanitaryware, Rs 4 cr for faucets, 
around Rs 8 cr for customers touch 
points and Rs 5 cr for logistics. 

• There are plenty of opportunities in 
Sanitaryware and faucets. Company 
launched 75 products in  Sanitaryware 
in FY21 and 11 products in faucets.

• Company doesn’t have good market 
share in tiles segment and it is 50% 
cash and carry and there is no inven-
tory day. In tiles segment, company’s 
2/3rd  business from third party. 
Company doesn’t incur any capex in 
tiles segment.

Metro towns like 
Mumbai and Delhi 
are very appealing 
for Sanitaryware 
and faucets and 
every player want to 
enter these markets. 
Thus the competitive 
intensity in Tier 
1 Cities is high. 
Company is more 
focused on Tier 2 & 
3 cities with much 
higher presence. 
Tier 1 cities account 
30 % of company’s 
topline… Cera 
Sanitaryware Ltd.
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• In sanitaryware company has achieved 12 year sales in 
just 6 months which was Rs 581 cr and all time highest 
sales number is Rs 603 cr. Company is 2nd player in 
faucets segment.

• Company has cash balance of Rs 479 cr which helped to 
reduce the working capital as company used the cash to 
fund the working capital.

• Even in downturn in real estate from 2015-2020, 
company has grown its topline in double digit. Hence 
the healthy double digit growth, company will be able to 
deliver in next 5 years.

• Company has presence in 10 large formats (customer 
touch points) in large metro cities.

• Company will adopt hybrid model in which company 
will incur Rs 1.5 cr in dealer which is equal to Rs 3.5 cr 
amount spend in company owned store.

Jubilant FoodWorks Ltd 
• Strong growth in delivery channels

• Opened 53 new stores in the quarter: Dominos 50 new 
stores (out of which 3 in Sri Lanka & 1 in Bangladesh) 
and 3 new stores each for Hong’s Kitchen, Ekdum! and 
Dunkin’ Donuts

• Announced acquisition of 32.81% equity stake in DP 
Eurasia N.V., an exclusive master franchisee of Domino’s 
Pizza in Turkey, Russia, Azerbaijan and Georgia

• Announced a landmark agreement to bring Popeyes® to 
India, Bangladesh, Nepal and Bhutan

• Took steps and various initiatives and vaccination drives 
for protecting employees, more than 14,000 vaccinated 
with 1st dose

• Sales recovery in April and May remained strong across 
delivery channels

• Average OLO contribution to delivery sales at 98.2%

• Liquid funds at Rs 602 million in the form of cash & 
bank deposits

• Enters FY22 with lager and opti-
mized store network

• Smaller towns growing faster than 
larger towns in case of delivery

• International business posted 
strong performance; turned areound 
business in Sri Lanka 

• Sales recovery of 94.4% and 87.7% in 
April and May

• The data leak incident in March 
which led to leak of 18 cr accounts. 
Company moved in quickly and 
arrested and was able to mitigate. 

On boarded foreign cyber cell and working with leading 
security companies to come up with world class security 
systems. There was no impact on business or operations 
like app deletions or customer moving away from deliv-
ery. Haven’t taken the incident lightly and will implement 
stringent process

• DP Eurasia is one the largest master franchise and have 
been working to assimilate the business cultures and 
practices of corresponding businesses in both countries. 
Co. has a board position in that company however it is too 
early to comment on any synergies

• Popeye, the way to look at the chicken opportunity 
in the country and chicken consumption of Rs 4,000cr 
segment in India and growing very strongly and looking 
at the consumer data points there is opportunity to grow. 
Partnership with Popeye will help build a large business 
franchise in India

• Using a gig talent pool remains an opportunity to value 
and leverage, however majority of riders are company’s 
own. Potentially can work with gig workforce and there is 
opportunity to grow. However, company doesn’t wish to 
dilute the employee culture for the time being. 

• In FY22 Co. is ready to open as many no. of stores in last 
year for Dominos. Room for entering new markets and 
expand network channels in educational institutions and 
travel and stations. 

• In Bangladesh, the digital ecosystem is just growing and 
intent to open more stores however expansion has been 
halted by covid

• Ekdum!- biryani is a large segment and growing rapidly 
and co. wants to grow in this segment. This brand is just 
6 months old out of which 4 months was impacted by 
covid. Co. would use learning from Dominos and Dunkin 
expansion and apply accordingly

• Popeye being a strong brand and also allows the 
company to play across different channels and be an 

omni channel business driven by 
delivery buys. Intent to open first 
store this year and have commitment 
for opening this no. of stores. Will be 
building the network for Popeye apply 
experience from Dominos

• Q4 had slight impact of food costs 
and edible oil, mitigated partly by 
lower wastages. Do not expect food 
cost inflation to impact margins ahead

• Aggressive expansion of network. 
Margins held for last three 3 years 
despite not increasing prices of arti-
cles and grew by virtue of expansion

• Focused on driving network 

Q4 had slight impact 
of food costs and 
edible oil, mitigated 
partly by lower 
wastages. Do not 
expect food cost 
inflation to impact 
margins ahead… 
Jubilant FoodWorks 
Ltd.
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expansion both on Dominos and other brands. Post 
covid there will be opportunities and delivery will be 
larger player in smaller towns and through omni channel 
presence. Won’t be able to specify on the no. of stores but 
would like to open as many stores as last year

• No changes in delivery charges or price hikes in last 
quarter

• The company is in exciting part of business, there is 
headroom for growth for all brands whether be Dominos 
or Ekdum or Popeye or even international markets and 
the company would continue to invest in a calibrated 
manner. It would be difficult to provide figures for non-
Pizza revenue share ahead

• Structurally all new brands would have lower margin 
profile than dominos. Unfair to make comparison with 
Dominos

• Pizza market share is 70%; no pricing taken in last 
3 years, growth is fuelled by order count and new 
customers

Kajaria Ceramics Ltd 
• Given second covid wave, the management refrained for 
sharing revised guidance as of now. In 3QFY21 conference 
call, the management had guided for 20-25% volume 
growth. Management said they expect to grow ahead of 
competition

• Management shared that in April 2021 and May 2021, 
the company did 75% and 35% of their targeted sales. For 
June 2021, the management expects to achieve 75% of its 
targeted sales and they expect July 2021 sales to be near 
normal

• Management indicated that export opportunities for 
Morbi players remain strong. Management believes that 
tiles export from India grew from 
Rs9,000 cr in FY20 to 11,000 cr in 
FY21E and expects the same to grow 
further in FY22E.

• Gas prices has increased in recent 
quarters and continue to stay at 
higher levels. Gas prices increased 
from 28.46/scm in 4QFY21 to 32/scm 
in 1QFY22 for North India plants. For 
Morbi, gas prices increased from 33.6/
scm in 4QFY21 to 36.13/scm in 1QFY22. 
In order to compensate for rise in gas 
prices, the company took price hike of 
2.5-3% in the tiles segment.

• Further, the management indicated 
that they will increase product prices 
to compensate for further rise in gas 
price.

• In the bathware division, the company aims to increase 
its revenue from Rs 209 crs in FY21 to Rs500 crs over the 
next three years. In the faucet division, the company ran 
at 100% capacity utilization in 4QFY21. Company indicated 
that they are monitoring the situation and will take a call 
soon on enhancing capacity in faucet segment. The com-
pany said that they can significantly increase the capacity 
in 3-4 months with minimal capex (Rs10-15 cr). Due to rise 
in brass prices, the company took 10% price hike in the 
bathware division on 1st May 2021.

• In the plywood division, the company aims at increasing 
its revenue from Rs39 cr in FY21 to Rs80-90 cr in FY22. In 
this division, the company is adding laminates in its port-
folio through outsourcing model. Management expects 
that losses in this division will come down in FY22 and it 
will achieve break-even or make small profits in FY23

• Company announced a capex of ~Rs250-275 cr for FY22. 
Major capex includes – 1. capacity addition of 42 lakh sqm 
of floor tiles capacity at Gailpur plant, expected to be 
completed by March 2022 with estimated capex of ~Rs60 
cr 2. capacity addition of 38 lakh sqm of tiles capacity 
(large sized tiles) at Andhra Pradesh plant, expected to be 
completed by Dec 2021 with estimated capex of ~Rs110crs 
and 3. capacity addition of 44 lakh sqm capacity at Jaxx 
plant (Morbi), expected to be completed by Jan 2022 with 
estimated capex of ~Rs80 cr

• Kajaria have 1700 dealers (~1500 operational dealers) 
and the company made a net addition of 50 dealers in 
FY21. In FY22, the company plans to add 150 dealers. 
Company also has plans to take the count of exclusive 
showrooms from current 300-350 to 600 over the next 
three years

PTC India Financial Services Ltd.
• Employees have not been affected to 
a major extent

• Sanctions of Rs 4098 cr in FY21 vs Rs 
3,041 cr last year, 30% yoy increase. 
H1: Rs 350 cr, there were different 
problems of lower projects, lower 
linkages and the process of sanctions 
slowed down. Additional Rs 4000+ cr 
in H2, 2300 cr alone in Q4FY21

• Disbursements from Rs 2590 in FY20 
to Rs 2647 cr in FY21, 1313 cr in Q4 
alone, Rs 435 cr in H1FY21 and H2FY21 
Rs 2200cr+. This indicates as soon 
as situation improved, focused our 
energy in action to disburse

• Remain bullish and growth will be 
reflected in this financial year, few 
orders have spilled to next quarter

Management shared 
that in April 2021 
and May 2021, the 
company did 75% 
and 35% of their 
targeted sales. 
For June 2021, the 
management expects 
to achieve 75% of 
its targeted sales 
and they expect July 
2021 sales to be near 
normal…Kajaria 
Ceramics Ltd.
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• Have tried to present as a green sustainable infra 
financing company and new additional projects like waste 
management, urban sanitation, sewage treatment plants, 
water infra, electrical mobility, decentralized power 
generation, 3rd party PPA group captive renewal energy. 
Lot of regulatory clarity available in this space now

• PPP opportunities in water management, urban sanita-
tion, e-mobility

• Renewables continues to be significant portion of loan 
book 

• Road HAM projects and e-mobility constituted of 10% of 
sanctions & distribution in FY21

• This quarter we have done Rs 1400 cr sanctions and 
there is a board meeting soon and we remain upbeat

• NII improved from Rs 91.87 cr in Q3FY21 to Rs 96.48 cr in 
Q4FY21, Q4FY20 Rs 77 cr

• Yield improved to 11.13% 

• Spread close to 3%, NIM ~4.24%

• GNPA at 7.64% vs 8.44% qoq

• NNPA from 4.46% previous quarter to 3.04% in Q4FY21

• PCR at 62% 

• Net NPAs Rs 313 cr, 3 large accounts in NNPA of Rs 159 cr 
NRSS, Meenakshi Rs 90 cr, have gone through the bidding 
process and board would give approvals

• Meenakshi has gone through NCLT route and this 
month would be taken as NCLT process starts soon 

• Towards the end of provisioning cycle

• Normally NII close to Rs 100 cr, but technical provi-
sioning of Rs 88 cr for NSL Nagapatnam which affected 
performance and affected net profit, 
else would have been profit. There 
is already offer of Rs 90 cr for the 
same, hence this is largely technical in 
nature as a matter of prudence

• Additional Rs 10 cr provision for 
land for new separate office

• Growth which has been hampered in 
last year, will be reflected this year

• Liquidity is now very comfortable 
and have overbought position and 
close to Rs 1800 cr, long term to short 
term ratio of over 91%

• Going forward will be able to reduce 
cost of capital further

• Future provisioning will be neg-
ligible and we have come out of the 
tunnel

• Sanctions of Rs 86 cr in sewage treatment plants, Rs 400 
cr for 3 e-mobility projects

• Foraying in new segments like railway wagon, desalina-
tion plants, charging infra

• Total outstanding Rs 10752 cr, constitutes generation 
52%, transmission 6%, road 8%, port 1.4%, water infra 3%, 
e-mobility 2.2%, corporate 32% (state discoms, private 
sector projects)

• Projects which have been sanctioned doesn’t see major 
challenges where projects have been commissioned, road 
projects have been supported by concerned authorities

• AP & Telengana discoms have been challenging but AP 
discoms have released some payments 

• Early warning signal system has been well established 
and helps identify loan accounts in initial stages and many 
projects have been saved from slipping into NPAs. EWS 
have significantly lowered to 6.2% and hope of further 
decline

• Risk rating process is a rigorous process undertaken 
every year

• Disbursements FY21-22 budget: Renewables 30-32%, 
transmission 7-10%, road 9-10%, corporate loans 40-42% 
(discoms 20%, power: 5-6%, infra: 7%)

• FY22 Disbursements Rs 5000 cr+

• Capital adequacy @23.95%

• Net NPA Rs 313 cr; main asset is NRSS transmission of 
Rs 159 cr and have received 3 bids which is substantially 
closer to the amount written, hopefully aiming to recover 
close to 80% of the assets, Meenakshi Rs 66.25 cr, Rs 15 
cr transferred to impairment reserve, resolution close 
to NNPA value. These 2 assets close to 70% of NNPAs. 

Others are SK Mineral Rs 21 cr, Athena 
Chhattisgarh Rs 15 cr. Rs 125 cr GNPA 
for NSL Nagapatnam for which an 
offer of Rs 90 cr is available and is 
largely a technical provision

• Credit costs will be close to 0.3% 
after accounting for recoveries

• No new slippages for covid hence no 
provisions have been made for covid-
19 and after moratorium, borrowers 
are making payments

Galaxy Surfactants Ltd.
• Co. faced multiple supply chain 
challenges during the year, witnessed 
excess demand for performance 
surfactants and cut down in demand 
for specialty products

Early warning signal 
system has been 
well established and 
helps identify loan 
accounts in initial 
stages and many 
projects have been 
saved from slipping 
into NPAs. EWS have 
significantly lowered 
to 6.2% and hope of 
further decline…
PTC India Financial 
Services Ltd.
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• FY21 Volume growth of 5.3%, EBITDA growth 22.6% PAT 
31%; ROCE @ 25.2%

• Performance surfactants registered 8.8% volume growth 
despite demand disruption in H1FY21, specialty chemical 
decline with volume de-growth of just 1%

• In H2 demand for performance products remained 
strong while specialty products registered 15.7% volume 
growth vs H1FY21, thus arresting the decline

• India volumes grew 11.2% yoy, ROW (driven by specialty 
products) registered 16% decline in H1, recovered in H2 
with growth of more than 4%

• The next decade will be decade of innovation, sustain-
ability and digitization

• The co. has adopted to WFH culture and digital market-
ing and presence would increase further next year as well 
driven by new product launches

• Building on sustainability and innovation 

• Launched Ecosafe new product to comply with regula-
tions in US

• Remain cautious in immediate short term

• Gross profit margin of Rs 40,000-42,000/ton last year 
(Rs 45000/ton last quarter), one-time export incentives 
received for Egypt unit. Managed situation well and 
hopeful of maintaining the contribution level ahead 

• Margins per ton will start tempering, moving to upcycle 
in commodity prices, also depends on the product mix; 
expenses would also start going up

• Fatty alcohol prices have gone up to $2200-2300, this a 
challenge but Co. is managing 

• EBITDA will be Rs16-18000/ton and would like to main-
tain that, difficult to maintain gross 
margins and variability is obvious

• Demand situation is critical after 
2nd wave and there is no steady state 
direction, Co. is trying to pass on the 
raw material costs and if the con-
sumer demand doesn’t get impacted 
then would be able to raise prices

• Overall, India volumes growth at 
11.2%, much ahead of previous year 
growth. Q4 volume growth 5.2%, 

• Q4FY21 seen impact of global supply 
chain, shipping and logistics industry 
going 

• Lockdown in Suez Canal also 
impacted shipments

• No further headwinds at this 

moment but Co. is managing well, hopefully see that 
getting better in next quarter

• Due to uncertainty in the logistics situation, ideally 
would like to build up inventory to cater to global market. 
Lower inventory level is not ideal and uable to build 
inventory last quarter

• Capex FY22: got impacted, almost done before 2nd wave 
hit. Further delay of 5-6 months and hopefully complete 
all which were begun. Desire to incur Rs 150 cr p.a. this 
year if everything goes well, this year could be close to Rs 
150 cr. Availability of project manpower is getting difficult. 
Introductions get affected with capex getting impacted 
volume and introduction would be better when capex 
goes through. 

• Lapsa and fatty alcohol prices are higher and would 
continue for another 9-12 months unless decoupling 
happens. Increase in hygienic and cleaning habits is s 
structural change which happened around ethe world

• Utilization for surfactants at 60-65%

• Specialty business India at 15%

• All specialty products will be led by growth in developed 
countries

• Performance surfactants sales are always near to 
geographies close to manufacturing facilities and majority 
of sales happens in the geographies like India and Egypt 
and this is not the case for specialty products

• Oleo based surfactants (we only make oleo based) they 
are fully used in large product basket in developed world, 
fabric wash uses both oleo and synthetic, manufacturers 
are increasing trend towards oleo-based surfactants

• Secular growth rate of the personal care industry at 
2-2.5%, however growth has been impacted due to covid. 

Once this period is over, growth 
is expected to come back with 
vengeance

• We would aspire to growth at higher 
end of 6-8%

• US and Egypt operations were not 
affected but India for the full year was 
for 9.5-10 months

• Customer profile: 53% Tier1, 13% Tier 
2, 34% Tier 3

• Remain optimistic to complete 2 
projects in Tarapur and Jhagadia 
in Q2fy22 and would be important 
contributors over future growth

• Capital turnover ratio at 3-3.5x, 
would see progressive increase in 
turnover over the next few years.

Demand situation 
is critical after 2nd 
wave and there 
is no steady state 
direction, Co. is 
trying to pass on the 
raw material costs 
and if the consumer 
demand doesn’t 
get impacted then 
would be able to 
raise prices… Galaxy 
Surfactants Ltd.
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economy review
Covid-19 led crisis has opened the divide between 
advanced economies and the developing & emerging 
ones like never before. World Bank estimates global 
economic recovery to be 5.6% in 2021, strongest post-
recession in about 80 years. However, the growth 
recovery is majorly dependent on recovery in United 
States owing to its colossal fiscal support and large-scale 
vaccination programme to inoculate its population. In 
contrast, most emerging market 
and developing economies (EMDEs), 
are still witnessing elevated 
COVID-19 caseloads, obstacles to 
vaccination, and a partial withdrawal 
of macroeconomic support are 
offsetting some of the benefits of 
strengthening external demand and 
elevated commodity prices. These 
are precisely the recommendations 
in the World Bank flagship report 
‘Global Economic Prospects (GEP)’ 
which stated that despite economic 
recovery led by developed nations, by 
2022, global output will remain about 
2% below pre-pandemic projections, 
and per capita income losses incurred 
last year will not be fully unwound 
in about two-thirds of EMDEs. This 
is particularly true considering that 
the vaccinations have not stretched 

far and wide in EMDE and thus there are going to bouts 
of infections with new variants of Covid-19 thus causing 
newer waves apart from the financial stress on account 
of high debt levels across few EMDEs. Incidentally, there 
have been new delta plus variants in India which has 
been doing rounds for the last 2 months and it won’t be 
long before third wave strikes. The pace of vaccination 
has picked up; however, the vaccination has been led 

by urban centers as stated by media 
articles. In India, only 3.8% of total 
population has been fully vaccinated 
till now against 42% each in the 
US and the UK. The GEP report 
also prescribed for more equitable 
vaccine distribution, especially for 
low-income countries in order to 
control the pandemic at the global 
level. The G-7 meeting has promised 
to donate one billion doses of anti-
Covid vaccine to the developing 
countries. The US has promised 500 
million doses, Britain 100 million 
doses; the other G-7 countries, 
Italy, Japan, France, Germany and 
Canada are supposed to make up the 
rest. However, Economist Prabhat 
Patnaik in an article ‘A Crumb from 
the G-7 Table’ has highlighted that 
the announcement by G-7 is nothing 

eCOnOMy review

In India, only 3.8% 
of total population 
has been fully 
vaccinated till now 
against 42% each 
in the US and the 
UK. The GEP report 
also prescribed 
for more equitable 
vaccine distribution, 
especially for low-
income countries 
in order to control 
the pandemic at the 
global level.
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Mr. Patnaik argues that for United Kingdom alone, for 
a population of 68 million or 136 million doses, it has 
stacked up 500 million doses, thus left with surplus of 364 
million doses, out of which it is proposing to donate 100 
million. The author questions the reasons for retaining 
the remaining vaccines since it is more than sufficient to 
vaccinate its entire population twice over, considering 
that it would not make any further purchase of vaccines 
or these vaccines would be proving 
their efficacies against newer strains 
to come. The same goes for United 
States or the developed capitalist 
countries. Besides, these vaccines 
would not be made available to 
the rest of the world at one go but 
rather in tranches which could 
spread over the middle of next year. 
Unfortunately, by that time many 
people who are facing the worst 
effects of the second round of the 
pandemic would have died. Even 
in monetary terms and further 
considering a costlier vaccine like 
that of Pfizer donated at $20 per dose 
would still imply donation of ~$10 
billion or 0.05% of GDP for a country 
like USA. Thus, which ever way it 

could be looked at (i.e volume or in value) the vaccine 
donation accountments wouldn’t be of much help to the 
nations intended for. However, what these EMDEs have 
been hinging on is the temporary patent waiver on these 
vaccines for which majority of the G-7 pack is not ready 
to discuss or dilute the terms except for USA and France. 
Mr. Patnaik believes that if the G-7 had discussed and 
approved such a waiver, then that would have greatly 

increased the output of the vaccines, 
and been far more useful to the poor 
countries than the donation by it 
of a billion doses. Mr. Patnaik even 
made his point clear highlighting a 
study from Oxfam which shows the 
magnitude of profiteering. According 
to Oxfam, the entire population of 
“low- and middle-income countries” 
could be vaccinated for a total sum of 
$6.5 billion if there is a patent waiver. 
On the other hand, in the absence of 
a patent waiver, the cost would be 
$80 billion. The difference of almost 
$74 billion out of $80 billion is what 
would go into the pockets of the 
vaccine producing companies if the 
entire population of these countries 
was to be vaccinated. The case is true 

According to 
Oxfam, the entire 
population of “low- 
and middle-income 
countries” could be 
vaccinated for a total 
sum of $6.5 billion 
if there is a patent 
waiver. On the other 
hand, in the absence 
of a patent waiver, 
the cost would be 
$80 billion.

but a public relations gimmick. The reason is pretty 
straightforward, according to him, the unvaccinated 
population in the world stood at close to 6.8 billion and 
thus the vaccine requirement is at 13.6 billion (considering 
two doses). Thus, one billion doses as promised is 

mere 7.4% of the requirement of world. When looked 
at the perspective of the stock of vaccines hoarded 
by the developed nations, the equation further looks 
disproportionate. 

Source: Our World in Data
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for companies like Moderna which received $6 billion 
from US Govt. towards R&D for the covid vaccine and in 
return charges US Govt. $15 per dose while others have to 
bargain with the company for securing vaccines between 
$25 and $37 (depending on the size of the order). This 
sheer profiteering by Moderna is reflected in the surge in 
its share prices in last one year. 

The GEP report further states that “the pace of vaccine 
rollout varies across countries, with low-income 
countries lagging considerably. The recovery is expected 
to be strongest in East Asia and the Pacific, primarily due 
to strength in China. In South Asia, India’s recovery is 
being hampered by the largest outbreak of any country 
since the beginning of the pandemic. In the Middle East 
and North Africa and Latin America and the Caribbean, 
the pace of growth in 2021 is expected to be less than the 
magnitude of the contraction in 2020, while the tepid 
recovery in Sub-Saharan Africa will make little progress 
in reversing the increase in extreme poverty caused 
by the pandemic.” It’s not new and there have been 
studies in the past which showed rise in inequality post 
pandemic. A LiveMint article has highlighted research 
by Branko Milanovic, one of the foremost experts on 
global inequality, who states that roughly eight in ten 
Indians lie below the global median income level while all 
Americans lie above it. Thus, essentially even if someone 
is among the top 10 percent urban Indians in terms of 
income, the individual is still only at the 69th percentile 
globally. While if someone is among the top 10 percent 
rural Indians, he/she is just above the global median 
(50th percentile). Thus, essentially the article conveys 
that how you live your life is dependent on where you 
live. The argument is further amplified given the vast 
divergence in vaccination programmes and hence the 
way back to normality. GEP report states that the poorest 
countries will experience the biggest drops in average 
(per capita) incomes in the next couple of years. Post 
industrial revolution, the West has grown at a faster 
pace than most of the developing world, widening the 
gap between the rich and poor nations. But since the 
mid-1990s, developing countries started growing faster, 
closing some of the gap with richer countries, a new 
research paper by the economists Arvind Subramanian, 
Dev Patel, and Justin Sandefur show. The pandemic 
however threatens to undo those gains and developing 
economies are projected to grow much slower than 
advanced economies in coming years, thus widening 
the gap between rich and poor nations again. Within the 
developing economies, China is however an outlier which 
has bounced back strongly led by mass inoculation of its 
population. More importantly, the pandemic has been a 
big setback for India and thus widened the India-China 
gap while China has been closing the gap with other 
G-20 nations (such as Brazil and Turkey). Widening of 
income gap between India and China would translate into 

power gap between the nations as well and it would be 
challenge for India in tackling the border issues as well as 
maintaining balance in Indo-Pacific region. The pandemic 
has had a devastating effect on the poor and the middle-
income earners in India in last year as research from Pew 
Research Center showed. However, the research was 
largely limited to the first wave and didn’t consider the 
second wave which is expected to have dented the income 
levels further. Pew Research noted that India accounted 
60% of both the global retreat of the middle class as well 
as global increase in poverty.

There has been lot of criticisms with the way the vaccines 
have been administered with divide between states and 
even among districts within a particular state. In general, 

Per capita income growth relative to advanced economies (%)

Source: World Bank
Note: EMDEs = emerging market and developing economies; LICs = low-in-
come countries; Fragile LICs = fragile and conflict-affected LICs. Relative 
per capita income growth is computed as a difference in per capita GDP 
growth between respective EMDE groups and advanced economies.
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India in the past have executed national immunization 
campaigns with relative success albeit vaccinating 1.3 
billion in a short span of time is a herculean task. The 
challenge is with regards to the availability of vaccines 
and right now, India have stopped gifting/exporting 
vaccines. The first phase of India’s COVID-19 mass 
inoculation programme was launched on 16 January 2021, 
covering an estimated 30 million healthcare and front-
line workers. On the first of March, the country initiated 
the second phase, aiming to cover people above-45 
with co-morbidities and the cohort above 60. This was 
expanded on 1 April to cover everyone above 45 years, 
bringing the total to over 300 million people. While this 
number accounted for only 22% of the population, they 
were also the high-risk and most vulnerable, accounting 
for 80% of recorded Covid mortality in the country. 
The expected timeframe for completing the vaccination 
drive was six months from the launch. The Government 
had targeted ~600 million doses by July end and had 
administrated ~124 million doses by April end. However, 
it was by that time that the country was gripped by 
massive second wave. India registered 96,000 daily new 
cases in the first wave and by the peak in mid-September 
2020. In contrast, it recorded daily new cases of 4 lakh 
plus in May 2021. However, since then new daily cases 
have come down but is still higher of 50,000 plus. The 
second wave witnessed massive impact on both urban 
and rural India with situations far aggravated in rural 
areas than urban, as suggested by media articles and 
researchers alike. In first wave, rural India was unscathed 
and hence the economic recovery was first led by rural 
and then followed by urban. Given the length and breadth 
of infections in second wave, the government had to 
announce the third phase of its vaccination strategy in 
April—to include those above 18 years 
beginning on 1 May, adding another 
600 million people to the list. In the 
new phase of the universalisation 
of the COVID-19 vaccination drive, 
the Union government will procure 
and supply (free of cost) 75% of the 
vaccines being produced by vaccine 
manufacturers in the country to 
states/UTs. 

The pace of vaccination has aroused 
debates and is a product which has 
been due to demand and supply of 
vaccines and which resulted in dip in 
daily vaccination, particularly in the 
month of May 2021. At the run rate of 
vaccination of 10.8 million per week, it 
would have taken India till December 
2024 to complete two billion doses, 
opined an article in Business 
Standard. While at the run rate of 

3 million doses per day, India would have achieved to 
administer 600 million doses by August, but to vaccinate 
the entire population by December is indeed a distant 
dream. The vaccination rate per day has picked up now 
and for the week ending 25th June, the vaccination rate is 
truly expected to be above 4 million/day, a target set to be 
achieved in June. However, there are again apprehensions 
on that given that the spike could be on account of 
mammoth 9.1 million doses administered on International 
Yoga Day on 21 June since India’s new vaccination policy, 
allowing states to administer free vaccines that were 
earlier reserved for those above 45 years of age, came 
into force for those between 18 to 44 years. However, it 
would be interesting to see the pace since on 22 June, 
the doses administered declined to 5.4 million, although 
still remarkably better than 3 million/day. However, the 
devil lies in the pace of vaccination and procurement. 
Union Health Minister Harsh Vardhan told reporters 
recently that the government will be able to administer 
516 million doses till the end of July, 14% lower than the 
original target. Economists Rakesh Sood and Kriti Kapur 
at Observer Research Foundation wrote “According to 
a statement by Finance Secretary T.V. Somanathan, the 
April 2021 procurement was 55 million doses from Bharat 
Biotech, which is 5 million doses more than what was 
announced by the Ministry of Health; it is presumed 
that this difference may have been for forward deployed 
troops. Since central government procurement has been 
restricted to 50 percent since May, it can be assumed 
that 110 million doses of Covishield and 50 million doses 
of Covaxin can be purchased by the states and private 
hospitals directly between May and July, bringing the 
total availability till end-July to 516 million doses—i.e., 
356 million with the Centre, and 160 million with states 

and private hospitals. However, it is 
unlikely that BB will have 50 million 
doses to spare after fulfilling supply 
commitments to the Centre, given 
its current manufacturing capacity.” 
So far, 301.6 million doses have been 
administered as of 24th June, and 
if supplies of vaccines are secured 
and if the balance of 214.4 million 
doses are delivered on time, the daily 
vaccination rate over the next one 
month would have to be at the run 
rate of 6.3 million jabs, assuming zero 
exports. Even at the current weekly 
pace, it looks a difficult proposition, 
however not impossible. There is 
confusion with regards to orders 
for procurement of vaccines and the 
scale up of domestic players and the 
influx of new vaccines. Till April, the 
Government had given orders for 
356 million jabs (276 million doses 

So far, 301.6 million 
doses have been 
administered as of 
24th June, and if 
supplies of vaccines 
are secured and if 
the balance of 214.4 
million doses are 
delivered on time, 
the daily vaccination 
rate over the next 
one month would 
have to be at the run 
rate of 6.3 million 
jabs, assuming zero 
exports.
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of Covishield, the Astrazeneca vaccine manufactured 
by Pune-based Serum Institute of India, and 80 million 
shots of Covaxin, the indigenous vaccine developed by 
Hyderabad-based Bharat Biotech). Additionally, the 
Govt. has given orders of 440 million jabs (250 million of 
Covishield and 190 million of Covaxin) to be delivered by 
December 2021 and for which the Govt has already paid 
30% as advance. However, it is still unclear with regards 
to the procurement status of the Govt. and the vaccines 
in hand which is a function of production capacity of the 
vaccine manufacturers. The other factor has been the 
kind of wastage for the vaccines due to skepticism and 
particularly in rural parts of the country as well as factors 
related to transportation, storage and at vaccination 
centres. A vial of COVID-19 vaccine has to be used within 
a fixed time period (about 4 hours) after opening it. If 10 
people are not available to get inoculated during the time 
period, then the left-over doses will be wasted. This is a 
big issue when the vaccine hesitancy is high or in remote 
areas which are not densely populated. Although, it is a 
well-accepted fact that vaccine wastage is a routine part 
of any immunization programme and wastage rates are a 

key input in planning and forecasting of doses required. 
According to an article in Scroll, the national average of 
vaccine wastage was 6.5%, as per data released by the 
health ministry on March 17. Five states – Telangana, 
Andhra Pradesh, Uttar Pradesh, Karnataka and Jammu 
and Kashmir – reported higher proportions of vaccine 
wastage than the national average. 

weekly vaccine run rate (in mn)

Source: cowin dashboard
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Doses administered as % of population

Source: Cowin Dashboard, Census 2011, Ashika Research calculation

Doses administered (mn)

Source: cowin dashboard, the quint
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Vaccine Procurement by Govt. of India
Procurement 
period

Source of Payment SII-Covishield doses BB-Covaxin Doses Total Procurement Order 
and Status

1 Jan-Feb PM CARES Fund 56 mn @ Rs 200/dose 10 mn of which 1.65 mn was 
free and balance 8.35 mn @ 
Rs 295/dose

66 mn doses for Rs 1485 cr 
(incl 5% GST)- Delivered

2 Feb COVAX (WHO) 10 mn  10 mn Delivered

3 Mid-March Min of Health 100 mn @ Rs 150/
dose

20 mn @ Rs 150/dose 120 mn doses at Rs 18,800 
mn (including 5% GST) 

4 28 April Min of Health 110 mn @Rs 150/dose 50 mn @Rs 150/dose 160 mn doses for Rs 
25,200 mn (including 5% 
GST) for delivery through 
May to end July

5 Total Central Govt. 276 mn doses 80 mn doses 356 mn doses till July end 
for Rs 59,745 mn

6 8 June Min of Health 250 mn doses 190 mn doses 440 mn doses till Dec'21. 
30% advance payment

Source: Observer Research Foundation, PIB
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In fact, the Supreme Court has asked the central 
government to produce “complete” data on its purchase 
history of three Covid-19 vaccines, which are being used 
in the nationwide inoculation drive, as it continued its 
suo-moto hearing on the Covid-19 crisis management in 
the country. Additionally, the bench directed the Union 
government to outline how it plans to vaccinate the 
remainder of the population from phases 1, 2 and 3. It also 
directed the Centre to list steps being taken to ensure 
availability of the drug to treat mucormycosis, also known 
as black fungus, which has been seen in several patients 
who have recovered from Covid-19. An affidavit with all 
these details should be filed by the Union of India within 
two weeks, the bench said, listing June 30 as the next date 
of hearing. Asserting that India is on track to vaccinate its 
entire adult population by December, top Govt. officials 
said a blueprint is in place to ensure a total supply of 
187.2 crore doses by the year-end that would be enough 
for the country’s 94 crore 18-plus population. Refuting 
questions raised by some critics about the government’s 
vaccination strategy, the sources said while India will 
have 53.6 crore doses between January 
and July, the supply will zoom to 133.6 
crore doses in the August-December 
period with more firms joining the 
supply chain and the existing ones 
ramping up their production. Serum 
Institute & Bharat Biotech are slated 
to increase their capacity while 
India is also in talks with foreign 
companies like Pfizer, Moderna and 
Johnson & Johnson, and if it enters 
into procurement deals with them 
then the vaccine supply will be 
further boosted, while work on more 
domestic vaccines is also underway, 
they said. Based on the media 
reports, Serum Institute of India 
(SII) would ramp up its Covishield 
production facility from 65 million 
doses per month to 100 million by 
July and 110 million thereafter while 
Bharat Biotech (BB) is ramping up 
its production of Covaxin facilities 
gradually to 80 million from August 
and 120 million from somewhere 
October onwards. In the third week 
of April, the Centre finally agreed 
to provide much needed financial 
support to SII and BB to enable them 
to ramp up production. Advances 
of Rs 30,000 million and Rs 15,000 
million respectively, were announced 

for the two companies. Apart from Covishield, Covaxin 
and Sputnik, SII produced vaccine, Covovax, is expected 
to be launched in September. The central government has 
placed advance orders for 300 million doses of Biological 
E’s vaccine candidate Corbevax likely to be available 
from September 2021. Zydus Cadila, the manufacturer 
of three dose Zycov-D is seeking emergency approvals 
while Gennova Biopharmaceuticals, which is working on 
India’s first mRNA Covid-19 vaccine, is in the midst of 
Phase-I trials of its Covid-19 vaccine (HGC019). The Govt 
expects cumulative 2166 doses to be available between 
August-December.

Vaccine supply projections (mn) between 
Aug-Dec

SII BB Biolog-
ical E

Dr. 
Red-
dy's

Zydus 
Cadila

Gennova 
(HGC019)

Total

950 650 300 156 50 60 2166

Source: Govt. of India, BBC

A LiveMint article highlights that there has been a stark 
divergence in covid-19 vaccine coverage between state 
capitals and other districts in their respective states. 
Among the 15 most populous states, this gap is the most 
pronounced in West Bengal and Tamil Nadu, shows 
an analysis of district-wise data. The article further 
highlighted that Kolkata, the capital of West Bengal, 
has given 68.5 vaccine doses per 100 people, the highest 
among all districts in India and more than five times the 
coverage in the state’s remaining districts. Similarly, 
Chennai district has administered 44.2 vaccine doses per 

100 people, while the figure for the 
rest of Tamil Nadu languishes at 9.5. 
As many as 21 out of 32 districts in 
Tamil Nadu are yet to touch 10 doses 
per 100 people. The analysis is based 
on the assumption that the coverage 
in each capital city to be the same as 
that in the district in which the city 
is located since city-wise data is not 
available. The LiveMint article further 
highlighted that in eight of the 15 
states analysed, the gap between the 
districts hosting the capital cities and 
other districts exceeds 10 percentage 
points. Usually, most state capital-
districts have also borne a greater 
brunt of covid-19. In 12 of these 15 
states, the capital-district’s share in 
the state’s covid-19 cases in the past 
month has been disproportionate to 
its population share. Thus, it makes 
sense to allocate a larger share of 
vaccine allotments for those capitals. 
But in seven states, the share of 
vaccines given was disproportionate 
to their covid-19 case share. This 
is especially stark for Mumbai in 
Maharashtra (25.6% vaccine share 
versus 5.5% case share) and Bengaluru 
in Karnataka (39.7% vaccine share 
versus 24.4% case share).

Vaccine wastage across states

Source: Scroll
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The article further 
highlighted that 
Kolkata, the capital 
of West Bengal, has 
given 68.5 vaccine 
doses per 100 
people, the highest 
among all districts 
in India and more 
than five times the 
coverage in the 
state’s remaining 
districts. Similarly, 
Chennai district has 
administered 44.2 
vaccine doses per 
100 people, while 
the figure for the 
rest of Tamil Nadu 
languishes at 9.5.
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Mumbai and Bangaluru have given the lion’s share  
of the state vaccines doses

Source: LiveMint

Doses per 100 population

* District hosting the summer capital city. Data for 15 most-populous 
states, arranged in descending order of vaccine coverage in district host-
ing the capital city.

Source: LiveMint
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The pandemic has thrown enormous challenges for the 
Governments of EMDEs as they have to contain with 
lower revenues while must keep the expenditure to 
continue particularly in growth inhibitive areas as well as 
towards health and share the burden of inoculating the 
population. Indian Government has been trying to play 
a balancing act and while the fiscal 
deficit target of 6.8% has been fixed 
by Govt. for FY22, rating agencies are 
apprehensive and expect the final 
value to be close to 8.5%. However, 
the vaccination drive shouldn’t 
overburden the Govt. considering that 
it has already allocated Rs 35,000 cr 
in Budget towards the same. Based 
on a response to an RTI query (dated 
May 26) submitted by journalist and 
transparency activist Saurav Das, 
it came to notice that the Union 
government has so far used Rs 4,488.75 
crore of the total Rs 35,000 crore. 
Taking into account the amount of Rs 

6600 cr that the Govt. would spend on giving orders of 
additional 440 million doses to SII & BB @ Rs 150/jab, the 
total amount would be Rs 11,089 cr (4,489 + 6,600). This 
amount would be for procuring 796 million jabs and thus 
the Govt. would be able to successfully vaccinate the full 
population with the remaining funds. The Supreme Court 

also came down heavily on the Centre 
for its ‘arbitrary vaccination policy’, 
the Supreme Court has asked the 
government to clarify how the sum of 
Rs 35,000 crore marked in the Union 
Budget for procuring vaccines has 
been spent so far. It also asked why 
these funds cannot be used for giving 
free shots to those between 18 and 44. 
The Govt. should have implemented 
the vaccination drive with a lot more 
intent since loss of economic activity 
would be similar to what would have 
to spend on vaccination drive, not to 
take into account the loss of precious 
lives.

Indian Government 
has been trying to 
play a balancing act 
and while the fiscal 
deficit target of 
6.8% has been fixed 
by Govt. for FY22, 
rating agencies are 
apprehensive and 
expect the final value 
to be close to 8.5%.
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At Ashika Capital, we are extremely passionate about fostering symbiotic 
relationships that are aimed at building and sustaining high-growth 
founder led businesses. We strongly believe that financial capital is the 
first steppingstone to build a scalable, sustainable and impactful business. 
Therefore, our endeavour is to identify great entrepreneurs in pursuit of 
building businesses that carry magnanimous investment potential. Here is an 
INSIGHT into businesses that we have worked/working with –

Start-up Corner

Sporjo
Sporjo is India’s leading tech-backed, sports only and one of its kind platform which assesses, guides, 
trains and matches the right people to the right jobs to help kick off a career in sports management. 
This is done by using Sporjo’s proprietary tools and modules. Founded by an extremely passionate and 

experienced founder, G Srinivvasan, who held the position of Group Head of Marketing and Strategy at Reliance Sports and multiple 
positions in ESPN, Nike, IPL and ISL. The company aims to create a one-stop solution for hiring in the Sports industry in India which 
later can be implemented globally. 
The company will offer the following services to job seekers:
• SPORSCORR, The Proprietary Test (Based on Passion, Proficiency and Personality) which will serve as an alternative to resume 
of the candidates. A detailed report is provided which can generate self-awareness for the candidates and help in job mapping and 
reducing lead times for the companies
• SPORCONSLT, Sports Counselling by renowned personalities who understand the sports industry and will help candidates in 
choosing the right career path by creating a clear action plan for development
• SPORRPREP, Online Masterclasses designed to increase proficiency in the area of interests (includes Operations, Sales, Marketing, 
Digital, Athlete representation etc.)
• SPORRPREP, Live Projects with partnered companies to provide real-time experience to the candidates. The projects will be 2 
months long in multiple streams. KPIs will be set and assessed by the partnered company.

These are the top three business opportunities that interested stakeholders can pursue from an investment standpoint. 
If you are interested to know more about these companies from the perspective of business operations, investment 
thesis, exit opportunities and more, please drop in a line to us at ib@ashikagroup.com.

Naagin Sauce
An opportunity in the ‘very hot’ hot sauce segment - A challenger brand within the Sauces & Condiments 
space.
In a country pioneering spices and condiments, be something better than ketchup  - With a vision to put 
Indian chilies on the world map as the spice authority of India, Naagin Sauce, is created using specially curated recipes and is craft in 
every sense. 
With a highly differentiated offering, the true-to-label indigenous brand has built an extremely versatile hero product, already 
demonstrating good export traction.
Led by a robust set of co-founders with “fire in their belly” and complementary skill sets, the business is looking to raise capital for its 
next phase of expansion.

Mr. Mihir Mehta

Bathla Ladders 
Bathla Ladders - An interesting opportunity ladders and homeware space, Bathla Ladders.
• A branded player in the non-branded space- Bathla ladders has been successful in creating its own brand 
and scaling in the home ancillaries’ market with a category leadership in the ladders business. Today, Bathla 
manufactures one of the best (Top 3) aluminum ladders in the world.
• With the mission to become the top-performing brand, Bathla has garnered great product reviews and 4+ ratings 

for its products across all the e-commerce platforms, the likes of Amazon and Flipkart. In fact, Bathla is currently categorized as the 
best ladder brand on Amazon holding 55% market share and is experiencing 50% YoY growth.
• Backed by a credible team with more than 70+ years of work experience in this space, Bathla ladders is on its way to creating 
a legacy brand out of a basic homeware product.
• With its strong SOPs and operational efficiency, Bathla has grown at a CAGR of approximately 20% over the past 3 years 
in terms of revenue, enjoying an EBITDA margin of ~9%. Not just that, over the years with the introduction of new products, these 
margins are further expected to improve!
• Along with profitability and Pan India presence (through online channels), Bathla is now planning to leverage its brand and 
add new products in the homeware category which is a $1.5Bn market in India.
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Nifty 50 Company Performance for FY21 (Rs. Cr.)
Company Name Net  

Revenue 
FY21

Vs. 
FY20

Vs. 
FY19

EBITDA 
FY 21

Vs. 
FY20

Vs. 
FY19

Net 
Profit 
FY21

Vs. 
FY20

Vs. 
FY19

Automobile & Ancillaries 461707 -3.8% -18.5% 60309 21.3% -5.6% 1918 -56.4% LP

Bajaj Auto Ltd. 27741 -7.3% -8.6% 4925 -3.4% -5.1% 4857 -6.8% -1.4%

Eicher Motors Ltd. 8720 -4.7% -11.0% 1781 -18.3% -38.6% 1347 -26.3% -38.9%

Hero MotoCorp Ltd. 30801 6.8% -8.5% 4019 1.5% -18.5% 2964 -18.4% -12.4%

Mahindra & Mahindra Ltd. 74278 -1.5% -29.1% 13677 3.7% -10.1% 1812 1326.7% -65.9%

Maruti Suzuki India Ltd. 70372 -7.0% -18.2% 5352 -26.8% -51.4% 4389 -22.7% -42.6%

Tata Motors Ltd. 249795 -4.3% -17.3% 30555 69.9% 23.9% -13451 Loss Loss

Bank 622347 3.2% 15.5%    92645 29.7% 108.5%

Axis Bank Ltd. 64696 1.5% 15.4%    7196 288.3% 42.8%

HDFC Bank Ltd. 128552 5.2% 22.2%    31833 16.8% 42.5%

ICICI Bank Ltd. 89163 5.1% 23.9%    18384 92.2% 332.1%

IndusInd Bank Ltd. 29000 0.8% 30.3%    2836 -35.8% -14.1%

Kotak Mahindra Bank Ltd. 32820 -2.0% 10.0%    9990 16.3% 38.7%

State Bank Of India 278115 3.1% 9.8%    22405 13.3% 874.3%

Cement 57314 5.5% 7.5% 15523 20.1% 55.2% 7775 6.1% 131.8%

Shree Cement Ltd. 12588 5.7% 7.4% 3955 7.6% 49.1% 2312 47.2% 143.1%

Ultratech Cement Ltd. 44726 5.4% 7.5% 11568 25.1% 57.5% 5463 -5.1% 127.3%

Chemicals 60407 7.9% 47.0% 13208 20.8% 74.3% 6010 34.1% 64.8%

Asian Paints Ltd. 21713 7.4% 12.8% 4856 16.7% 28.9% 3139 16.0% 45.6%

UPL Ltd. 38694 8.2% 77.2% 8352 23.3% 119.0% 2871 61.7% 92.6%

Consumer Goods 159915 9.7% 15.4% 37607 -0.1% 9.3% 26932 -1.7% 16.0%

Tata Consumer Products Ltd. 11602 20.4% 60.0% 1544 19.5% 96.4% 857 86.3% 109.9%

Titan Company Ltd. 21644 2.8% 9.4% 1724 -30.1% -13.4% 973 -35.2% -30.7%

Britannia Industries Ltd. 13136 13.2% 18.8% 2509 36.1% 44.8% 1864 32.9% 60.8%

Hindustan Unilever Ltd. 47028 18.2% 19.6% 11626 17.9% 30.9% 7995 18.5% 32.1%

ITC Ltd. 53155 3.4% 6.6% 17003 -11.7% -7.6% 13161 -14.0% 4.5%

Nestle India Ltd. 13350 7.9% 18.2% 3202 9.4% 22.3% 2082 5.8% 29.6%

Finance 223157 24.0% 43.1%    27166 -8.5% 16.4%

Bajaj Finance Ltd. 23532 -1.2% 35.4%    3956 -19.0% 1.7%

Bajaj Finserv Ltd. 60591 11.5% 42.2%    4470 32.7% 38.9%

Housing Development Finance 
Corporation Ltd.

139034 36.7% 45.0%    18740 -12.6% 15.5%

Annual Financial 
Performance
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Company Name Net  
Revenue 

FY21

Vs. 
FY20

Vs. 
FY19

EBITDA 
FY 21

Vs. 
FY20

Vs. 
FY19

Net 
Profit 
FY21

Vs. 
FY20

Vs. 
FY19

Healthcare 78675 7.9% 19.5% 19450 34.4% 34.6% 9245 6.1% 23.3%

Cipla Ltd. 19160 11.8% 17.1% 4252 32.6% 37.3% 2405 55.5% 57.4%

Divi's Laboratories Ltd. 6969 29.2% 40.9% 2860 57.0% 52.8% 1984 44.2% 46.7%

Dr. Reddys Laboratories Ltd. 19048 8.7% 23.3% 3870 56.7% 21.8% 1952 -3.7% 0.1%

Sun Pharmaceutical Industries 
Ltd.

33498 2.0% 15.2% 8468 21.4% 34.2% 2904 -22.9% 8.9%

Insurance 87891 21.1% 42.2%    2816 3.6% 8.2%

HDFC Life Insurance Co Ltd. 38122 18.3% 31.8%    1360 5.0% 6.5%

SBI Life Insurance Company Ltd. 49768 23.4% 51.3%    1456 2.4% 9.7%

IT 439818 5.6% 14.7% 116051 16.6% 26.8% 78150 6.0% 11.2%

HCL Technologies Ltd. 75379 6.7% 24.7% 20048 15.8% 44.0% 11145 0.8% 10.1%

Infosys Ltd. 100472 10.7% 21.5% 27889 25.2% 38.3% 19351 16.6% 25.6%

Tata Consultancy Services Ltd. 164177 4.6% 12.1% 46546 10.5% 17.8% 32430 0.3% 3.0%

Tech Mahindra Ltd. 37855 2.7% 9.0% 6796 23.4% 7.2% 4428 9.8% 3.0%

Wipro Ltd. 61935 1.3% 4.9% 14771 19.7% 27.2% 10796 11.0% 19.9%

Metal & Mining 458144 5.0% -3.0% 86755 32.3% -2.4% 31584 21.2% -22.6%

JSW Steel Ltd. 79839 8.9% -5.8% 20141 69.6% 6.3% 7911 96.3% 3.6%

Tata Steel Ltd. 156294 4.9% -0.9% 30504 71.1% 3.8% 7490 381.2% -26.7%

Coal India Ltd. 90026 -6.3% -9.6% 18573 -13.9% -25.7% 12700 -24.0% -27.3%

Hindalco Industries Ltd. 131985 11.7% 1.1% 17536 22.6% 13.1% 3483 -7.5% -36.6%

Oil & Gas 1671401 -14.0% -16.2% 192084 15.1% -8.2% 103180 97.2% 8.3%

Bharat Petroleum Corporation 
Ltd.

304266 -7.7% -10.7% 21296 138.5% 40.9% 16165 429.1% 107.2%

Indian Oil Corporation Ltd. 520237 -9.7% -15.7% 40585 141.0% 15.2% 21638 LP 24.5%

Oil & Natural Gas Corporation 
Ltd.

360572 -15.2% -20.5% 49466 -5.1% -33.9% 16249 50.4% -46.8%

Reliance Industries Ltd. 486326 -20.6% -16.6% 80737 -9.3% -4.1% 49128 24.8% 24.1%

Power 149197 2.4% 11.0% 67030 6.5% 19.8% 26570 18.6% 12.2%

NTPC Ltd. 111531 1.9% 11.2% 33974 7.7% 27.3% 14635 26.2% 6.5%

Power Grid Corporation Of India 
Ltd.

37666 4.1% 10.4% 33056 5.3% 12.9% 11936 10.4% 20.1%

Others 325542 2.6% 7.0% 96014 17.3% 34.3% 5799 LP -61.3%

Grasim Industries Ltd. 76398 1.7% -1.0% 18629 7.9% 12.0% 4305 -2.4% 154.3%

Larsen & Toubro Ltd. 135979 -6.5% 0.6% 23315 -4.3% 2.6% 11583 21.3% 30.1%

Adani Ports and Special Economic 
Zone Ltd.

12550 5.7% 14.9% 8699 46.5% 32.0% 4994 32.7% 25.2%

Bharti Airtel Ltd. 100616 18.8% 24.6% 45372 32.5% 77.4% -15084 Loss PL

Nifty 50 4795515 -2.6% -2.4% 704030 16.9% 8.7% 419791 32.7% 20.7%
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Nifty 50 Annual Performance for last 10 years (Ex. Bank)
Rs. Cr. FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19 FY20 FY21

Net Sales 2275690 2549092 2839898 2840319 2752772 3170970 3482580 4154640 4067955 3862120

Growth 27% 12% 11% 0% -3% 15% 10% 19% -2% -5%

Operating Expenses 1954333 2208829 2437956 2434601 2309300 2666033 2924258 3507095 3465473 3158090

Growth 30% 13% 10% 0% -5% 15% 10% 20% -1% -9%

% of Sales 86% 87% 86% 86% 84% 84% 84% 84% 85% 82%

Operating Profit 321356 340264 401943 405718 443472 504937 558323 647544 602482 704030

Growth 13% 6% 18% 1% 9% 14% 11% 16% -7% 17%

OPM 14% 13% 14% 14% 16% 16% 16% 16% 15% 18%

Other Income 40434 46129 50329 52067 51246 61891 63567 65689 77952 79011

Growth 29% 14% 9% 3% -2% 21% 3% 3% 19% 1%

Depreciation 83367 89144 104858 114248 121886 137712 156157 176716 200080 217111

Growth 13% 7% 18% 9% 7% 13% 13% 13% 13% 9%

Interest 35252 41571 48051 52599 60226 66248 78618 102887 127878 121291

Growth 35% 18% 16% 9% 14% 10% 19% 31% 24% -5%

Tax 62422 73113 83578 85261 84052 102165 115345 118041 66365 118025

Growth 13% 17% 14% 2% -1% 22% 13% 2% -44% 78%

Net Profit 176514 177713 210651 201596 223526 252663 285730 277475 212397 297164

Growth 9% 1% 19% -4% 11% 13% 13% -3% -23% 40%

NPM 8% 7% 7% 7% 8% 8% 8% 7% 5% 8%

Market Cap 2664599 2890559 3499014 4348849 4153382 4808050 5314077 5952856 4878669 8218537

Growth -4% 8% 21% 24% -4% 16% 11% 12% -18% 68%

PE Ratio 15.1 16.3 16.6 21.6 18.6 19.0 18.6 21.5 23.0 27.7

Nifty 50 Sectoral Performance (Rs. Cr.)
Segment No. of

Companies
Sales EBITDA PAT Market Cap

FY16 FY19 FY21 FY16 FY19 FY21 FY16 FY19 FY21 FY16 FY19 FY21

Automobile & 
Ancillaries

6 484783 566533 461707 66587 63897 60309 28783 -5346 1918 479617 526946 641873

Bank 6 416771 538601 622347    49301 44430 92645 847467 1737812 2186031

Cement 2 34582 53331 57314 6308 10000 15523 3621 3355 7775 131877 174845 300807

Chemicals 2 30186 41085 60407 5083 7579 13208 2685 3647 6010 103771 192018 292426

Consumer Goods 6 124425 138549 159915 24829 34415 37607 15540 23225 26932 577803 1027934 1290261

Finance 3 81050 155905 223157 43641 71068 79314 13332 23341 27166 239199 625642 914831

Healthcare 4 61650 65823 78675 15641 14455 19450 9162 7496 9245 316472 248888 380443

Insurance 2  61814 87891    1679 2604 2816  134698 228789

IT 5 279961 383326 439818 69476 91556 116051 55262 70297 78150 1076639 1452670 2347958

Metal & Mining 4 335931 472554 458144 41805 88852 86755 13812 40816 31584 264637 325897 364755

Oil & Gas 4 1063010 1994907 1671401 117219 209321 192084 62236 95313 103180 682810 1304641 1662320

Others 4 244151 304126 325542 60290 71508 96014 15675 14998 5799 340743 462205 721558

Power 2 94092 134406 149197 36235 55963 67030 16750 23675 26570 179014 236813 216137

              

Nifty 50 50 3250593 4910960 4795515 487114 718612 783344 287839 347850 419791 5240047 8451009 11548188

Nifty Ex BFSI 39 2752772 4154640 3862120 443472 647544 704030 223526 277475 297164 4153382 5952856 8218537

Nifty Ex BFSI & Oil 
& Gas

35 1689762 2159732 2190719 326254 438224 511946 161290 182162 193984 3470572 4648216 6556217



55 July 2021INSIGHT

Nifty 50 Sectoral Performance (Rs. Cr.)
Segment No. of

Companies
EBITDA margin (%) PAT margin (%) Market Cap (%) P/E Ratio

FY20 FY19 5 yr Avg. FY20 FY19 5 yr Avg. FY19 5 yr Avg. FY16 FY19 FY21

Automobile & 
Ancillaries

6 13.1 11.3 12.0 0.4 -0.9 2.5 21.8 6.0 16.7 -98.6 334.6

Bank 6    14.9 8.2 10.0 25.8 20.9 17.2 39.1 23.6

Cement 2 27.1 18.8 22.1 13.6 6.3 10.5 72.0 17.9 36.4 52.1 38.7

Chemicals 2 21.9 18.4 19.3 9.9 8.9 9.9 52.3 23.0 38.6 52.7 48.7

Consumer Goods 6 23.5 24.8 23.6 16.8 16.8 16.3 25.5 17.4 37.2 44.3 47.9

Finance 3 35.5 45.6 44.9 12.2 15.0 14.6 46.2 30.8 17.9 26.8 33.7

Healthcare 4 24.7 22.0 22.4 11.8 11.4 12.0 52.9 3.8 34.5 33.2 41.2

Insurance 2    3.2 4.2 4.9 69.9   51.7 81.2

IT 5 26.4 23.9 24.4 17.8 18.3 18.4 61.6 16.9 19.5 20.7 30.0

Metal & Mining 4 18.9 18.8 16.5 6.9 8.6 6.5 11.9 6.6 19.2 8.0 11.5

Oil & Gas 4 11.5 10.5 10.6 6.2 4.8 5.1 27.4 19.5 11.0 13.7 16.1

Others 4 29.5 23.5 25.9 1.8 4.9 2.9 56.1 16.2 21.7 30.8 124.4

Power 2 44.9 41.6 42.3 17.8 17.6 16.7 -8.7 3.8 10.7 10.0 8.1

             

Nifty 50 50 22.0 20.2 18.2 8.8 7.1 7.7 36.6 17.1 18.2 24.3 27.5

Nifty Ex BFSI 39 18.2 15.6 16.1 7.7 6.7 7.2 38.1 14.6 18.6 21.5 27.7

Nifty Ex BFSI & Oil 
& Gas

35 23.4 20.3 20.7 8.9 8.4 8.9 41.0 13.6 21.5 25.5 33.8

Segment No. of
Companies

Sales growth (%) EBITDA growth (%) PAT growth (%)

FY20 FY19 5 yr 
CAGR

FY20 FY19 5 yr 
CAGR

FY20 FY19 5 yr 
CAGR

Automobile & Ancillaries 6 -3.8 -18.5 -1.0 21.3 -5.6 -2.0 -56.4 135.9 -41.8

Bank 6 3.2 15.5 8.3    29.7 108.5 13.4

Cement 2 5.5 7.5 10.6 20.1 55.2 19.7 6.1 131.8 16.5

Chemicals 2 7.9 47.0 14.9 20.8 74.3 21.0 34.1 64.8 17.5

Consumer Goods 6 9.7 15.4 5.1 -0.1 9.3 8.7 -1.7 16.0 11.6

Finance 3 24.0 43.1 22.5 -7.5 11.6 12.7 -8.5 16.4 15.3

Healthcare 4 7.9 19.5 5.0 34.4 34.6 4.5 6.1 23.3 0.2

Insurance 2 21.1 42.2     3.6 8.2 10.9

IT 5 5.6 14.7 9.5 16.6 26.8 10.8 6.0 11.2 7.2

Metal & Mining 4 5.0 -3.0 6.4 32.3 -2.4 15.7 21.2 -22.6 18.0

Oil & Gas 4 -14.0 -16.2 9.5 15.1 -8.2 10.4 97.2 8.3 10.6

Others 4 2.6 7.0 5.9 17.3 34.3 9.8 140.1 -61.3 -18.0

Power 2 2.4 11.0 9.7 6.5 19.8 13.1 18.6 12.2 9.7

  

Nifty 50 50 -2.6 -2.4 8.1 4.6 6.8 16.5 32.7 20.7 7.8

Nifty Ex BFSI 39 -5.1 -7.0 7.0 16.9 8.7 9.7 39.9 7.1 5.9

Nifty Ex BFSI & Oil & Gas 35 3.1 1.4 5.3 17.5 16.8 9.4 21.2 6.5 3.8
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Nifty 500 Sectoral Performance (Rs. Cr.)
Segment No. of

Companies
Sales EBITDA PAT Market Cap

FY16 FY19 FY21 FY16 FY19 FY21 FY16 FY19 FY21 FY16 FY19 FY21

Agri 8 26612 33679 42116 3276 4533 6568 1425 2915 4302 20763 39162 84701

Auto & Ancillaries 35 691149 858567 718403 92916 98664 90887 41256 10353 13599 790119 940617 1132484

Bank 24 795065 944761 1154707    29141 -369 113252 1044016 2149751 2564253

Capital Goods 20 86180 108276 89024 5390 16310 6648 5196 10330 3854 194565 256769 318675

Cement 13 121951 207726 208659 19330 37914 48858 9253 12310 21877 259426 357845 572838

Chemicals 36 162946 204784 226254 20027 29317 38610 10545 15723 21746 268217 506448 821125

Construction 23 188636 244242 232605 34963 45105 41599 7111 13891 7907 221554 395822 464809

Consumer 
Durables

10 27065 39223 36960 2210 3695 3728 1426 2464 2674 49079 115592 178837

Consumer Goods 39 276827 341175 357472 39479 56592 59492 23617 37028 38056 906581 1681347 2221992

Finance 34 246530 400273 519795 161294 256237 284225 37075 64442 73727 490949 1104793 1415514

Healthcare 43 178324 218251 256002 40389 47456 62987 25492 22730 33281 744768 743039 1087100

Hospitality 3 7286 8562 3802 1160 1402 -422 46 441 -1023 19182 33391 21806

Insurance 4 18496 93332 120989    1875 4097 5494 0 186843 242668

IT 25 330763 450678 518067 78870 103718 132105 62327 80147 90586 1191609 1644752 2722047

Logistics 10 44454 67206 52143 13837 11676 14868 8430 6374 2553 140859 199410 288677

Media & Ent 6 13749 26553 20495 3843 6594 4984 2011 3358 2496 68838 88428 57453

Metal & Mining 15 519883 750197 735494 69681 152657 166758 1615 63534 74170 440595 601693 710928

Oil & Gas 15 1416917 2513553 2119527 140356 246161 232424 73023 112514 136801 843037 1553328 1906527

Plastic Products 7 15802 20903 22854 1967 2944 4369 673 1584 2586 22840 39512 78079

Power 7 156061 197917 215880 53646 74709 86981 21614 35291 30539 244425 327556 401832

Services 7 46119 64222 76720 1886 2720 2396 1101 1822 1306 32529 71074 81962

Telecom 6 126577 115625 143281 39403 32874 58223 7654 3789 -18650 229710 228844 402082

Textile 13 57439 52497 49757 4523 7917 7255 -1193 6091 -2025 60667 91204 133132

Nifty 500 403 5554831 7962201 7921007 828447 1239193 1353541 370713 510859 659108 8284328 13357219 17909521

Nifty Ex BFSI 341 4494741 6523836 6125515 667153 982956 1069317 302622 442689 466635 6749364 9915832 13687086

Segment No. of
Companies

Sales growth (%) EBITDA growth (%) PAT growth (%)
FY20 FY19 5 yr CAGR FY20 FY19 5 yr CAGR FY20 FY19 5 yr CAGR

Agri 8 12.8 25.1 9.6 35.9 44.9 14.9 49.8 47.6 24.7
Auto & Ancillaries 35 -3.2 -16.3 0.8 14.5 -7.9 -0.4 -25.7 31.4 -19.9
Bank 24 9.6 22.2 7.7    516.0 LP 31.2
Capital Goods 20 -7.8 -17.8 0.7 -28.0 -59.2 4.3 -25.0 -62.7 -5.8
Cement 13 -0.2 0.4 11.3 12.4 28.9 20.4 10.9 77.7 18.8
Chemicals 36 1.9 10.5 6.8 15.1 31.7 14.0 20.0 38.3 15.6
Construction 23 -8.0 -4.8 4.3 -12.3 -7.8 3.5 -38.9 -43.1 2.1
Consumer Durables 10 -5.2 -5.8 6.4 -1.4 0.9 11.0 0.4 8.5 13.4
Consumer Goods 39 -1.2 4.8 5.2 -5.2 5.1 8.5 -6.6 2.8 10.0
Finance 34 16.6 29.9 16.1 3.7 10.9 12.0 17.8 14.4 14.7
Healthcare 43 5.9 17.3 7.5 22.5 32.7 9.3 43.6 46.4 5.5
Hospitality 3 -54.9 -55.6 -12.2 PL PL PL PL PL PL
Insurance 4 14.0 29.6 45.6    7.7 34.1 24.0
IT 25 5.7 15.0 9.4 17.2 27.4 10.9 9.4 13.0 7.8
Logistics 10 -32.9 -22.4 3.2 -7.0 27.3 1.4 -53.9 -59.9 -21.2
Media & Ent 6 -25.5 -22.8 8.3 -25.0 -24.4 5.3 2.3 -25.7 4.4
Metal & Mining 15 7.0 -2.0 7.2 35.8 9.2 19.1 117.1 16.7 115.0
Oil & Gas 15 -13.3 -15.7 8.4 19.5 -5.6 10.6 99.9 21.6 13.4
Plastic Products 7 10.3 9.3 7.7 33.7 48.4 17.3 50.0 63.3 30.9
Power 7 2.1 9.1 6.7 4.2 16.4 10.1 33.1 -13.5 7.2
Services 7 6.2 19.5 10.7 -10.7 -11.9 4.9 21.7 -28.3 3.5
Telecom 6 19.9 23.9 2.5 36.0 77.1 8.1 Loss PL PL
Textile 13 -2.4 -5.2 -2.8 2.4 -8.4 9.9 PL PL Loss
Nifty 500 403 -1.2 -0.5 7.4 6.5 9.5 18.2 55.3 29.0 12.2
Nifty Ex BFSI 341 -4.5 -6.1 6.4 15.0 8.8 9.9 37.9 5.4 9.0
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Segment No. of
Companies

EBITDA margin (%) PAT margin (%) Market Cap (%) P/E Ratio

FY20 FY19 5 yr Avg. FY20 FY19 5 yr Avg. FY19 5 yr Avg. FY16 FY19 FY21

Agri 8 15.6 13.5 14.0 10.2 8.7 8.8 16.7 15.1 14.6 13.4 19.7

Auto & Ancillaries 35 12.7 11.5 11.9 1.9 1.2 3.4 3.8 3.7 19.2 90.9 83.3

Bank 24    9.8 0.0 2.9 3.6 9.4 35.8 NA 22.6

Capital Goods 20 7.5 15.1 10.7 4.3 9.5 7.1 4.4 5.1 37.4 24.9 82.7

Cement 13 23.4 18.3 19.5 10.5 5.9 8.2 9.9 8.2 28.0 29.1 26.2

Chemicals 36 17.1 14.3 15.1 9.6 7.7 8.5 10.1 11.8 25.4 32.2 37.8

Construction 23 17.9 18.5 18.7 3.4 5.7 5.8 3.3 7.7 31.2 28.5 58.8

Consumer Durables 10 10.1 9.4 9.7 7.2 6.3 6.7 9.1 13.8 34.4 46.9 66.9

Consumer Goods 39 16.6 16.6 16.3 10.6 10.9 10.4 5.7 9.4 38.4 45.4 58.4

Finance 34 54.7 64.0 60.9 14.2 16.1 14.7 5.1 11.2 13.2 17.1 19.2

Healthcare 43 24.6 21.7 22.2 13.0 10.4 11.5 7.9 3.9 29.2 32.7 32.7

Hospitality 3 -11.1 16.4 11.2 -26.9 5.1 -1.6 -8.2 1.3 418.3 75.8 -21.3

Insurance 4    4.5 4.4 5.8 5.4   45.6 44.2

IT 25 25.5 23.0 23.4 17.5 17.8 17.7 10.6 8.6 19.1 20.5 30.0

Logistics 10 28.5 17.4 23.4 4.9 9.5 10.4 7.7 7.4 16.7 31.3 113.1

Media & Ent 6 24.3 24.8 25.3 12.2 12.6 13.9 -8.3 -1.8 34.2 26.3 23.0

Metal & Mining 15 22.7 20.3 19.2 10.1 8.5 7.8 3.4 4.9 272.8 9.5 9.6

Oil & Gas 15 11.0 9.8 9.9 6.5 4.5 5.0 4.2 8.5 11.5 13.8 13.9

Plastic Products 7 19.1 14.1 15.3 11.3 7.6 8.1 14.6 13.1 33.9 24.9 30.2

Power 7 40.3 37.7 38.0 14.1 17.8 13.4 4.2 5.1 11.3 9.3 13.2

Services 7 3.1 4.2 3.9 1.7 2.8 2.3 2.9 9.7 29.5 39.0 62.8

Telecom 6 40.6 28.4 34.0 -13.0 3.3 -5.8 11.9 5.8 30.0 60.4 -21.6

Textile 13 14.6 15.1 8.3 -4.1 11.6 -2.4 7.9 8.2 -50.8 15.0 -65.7

             

Nifty 500 403 25.1 22.8 20.3 8.3 6.4 6.9 6.0 8.0 22.3 26.1 27.2

Nifty Ex BFSI 341 17.5 15.1 15.5 7.6 6.8 7.0 6.7 7.3 22.3 22.4 29.3

Note: In our calculation we have excluded companies which haven’t gave its FY21 result (41 companies) and companies which don’t have 10 years of financial data 

(56 companies).
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Technical view 
India equity market consolidated in the month of June 
amid stock specific action. During the month Equity 
benchmarks snapped their four week winning streak 
amid subdued global cues, Nifty touched 15450 mark but 
bulls took the corrective move as a buying opportunity 
and started pulling the index higher. Buying interest 
was visible from lower levels and recouped most of 
the losses, the correction was to the tune of a mere 3% 
which does not meet any kind of bearish characteristics. 
On the contrary it depicts the unshakable nature of the 
market.  World equity markets were 
jolted after Federal Reserve officials 
projected hikes in interest rates by 
2023, a year earlier than expected, 
citing an improved health situation 
amid the vaccine rollout. Needless to 
say, rate hikes and taper on monthly 
asset purchases would eventually 
raise dollar and flow of foreign 
funds from emerging countries back 
towards developed economies. It 
seems that domestic market was 
barely impacted and ended the month 
with Sensex gaining 3.1% and Nifty by 
2.95%. Market Breadth also remained 

strongly in favour of the advancing counters as Mid-cap 
and Small-cap stocks witnessed tremendous strength 
last month. Buying interest was seen across the street 
as almost all the major sectoral indices ended the June 
month in positive territory. Among them, IT, Realty, 
FMCG, Energy were major gainers while Bank Nifty and 
Pharma ended on a marginal negative note. Trading data 
shows that FIIs were net buyers to the tune of Rs.3842 cr 
while DIIs were net buyers to the tune of Rs.603cr. 

Technical Observation
Market ended the month with modest 
gain as the recovery from the lows 
helped the Index recover a substantial 
portion of the losses during the 
month. Hence the intermediate 
uptrend remains intact. It continues 
to make higher tops and higher 
bottoms over the last several months 
as a trendline continues to support it. 
Market was able to snap their three 
losing streak despite weak global 
cues and managed to hold the panic 
low of 15450. The elevated buying 
demand emerged from the said level 

Rate hikes and taper 
on monthly asset 
purchases would 
eventually raise 
dollar and flow 
of foreign funds 
from emerging 
countries back 
towards developed 
economies.
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as it happens to be the lower band of rising channel. 
The 5 leg of the pattern is likely to head higher towards 
16400 in near term. As per the classical technical analysis 
a 14-week period cup and handle formation can also be 
seen with break out point initiated around the level of 
15400 and a depth of around 8%. Hence the pattern too 
projects an upside potential for Nifty at almost 16500. 
Generally, a cup follows a handle with a retracement 
anywhere between 23.6-50% and the month of July 
provided the necessary corrective retracement exactly to 
the tune of 23.6% and hence reestablish the authenticity 
of the said pattern. Hence the twin pattern unfolding 
predicts room for further upside for the Index. 

Intermittent falls witnessed during the month did created 
some hopes for bears like the ones in 14th & 18th June 
but the sharp fall was recouped intraday depicts the 
mood of the market participants which is buying at the 
dip has been the preferred theme. Succeeding recovery 
in the market was characterized by increasing fervor. 
Rally in key heavyweight financial stocks (carrying 38% 
weightage in Nifty), signifies rejuvenation in up move that 
would provide impetus for next leg of up move. However 
volatility would be dominant going forward as global 
uncertainty remains the center stage. Broader market 
indices too staged a strong bounce after a short sniff. 
Over past four weeks, Nifty midcap, small cap indices 
have rallied ~12% pulling weekly stochastic oscillator in 
overbought territory, indicating extended breather from 
here on would make broader market 
healthy and pave the way for next leg 
of up move widespread.  

The broader positive structure 
remain intact and we believe the 
current breather should be used as 
an incremental buying opportunity 
in quality stocks for up move towards 
our target of 16200-16400 as it is the 
confluence of the 150% and 161.8% 
extended retracement of the entire 
last six months corrective decline 
(14151-15432) and the price parity with 
wave 1 (14151-15044) as projected from 
the recent trough of 15450 i.e. start of 

wave 5 signaling upside towards 16350 levels. Index in the 
recent period has witnessed a shallow retracement as it 
has retraced just 23.6% of its preceding 2 months up move 
(14151-15901). A shallow retracement highlights a robust 
price structure and a higher base formation. Nifty has 
rebounded from the crucial support level of area of 15400, 
which we expect to hold on a closing basis. Elevated 
support for the market is around 15200, as it is confluence 
of 38.6% retracement of the preceding 2 months up move 
(14151-15901) and the rising 50EMA placed at 15250.

On the oscillator front the recent development on the 
Nifty charts had been indicating of a likely breakout from 
the consolidation phase for quite some time as Indicators 
and oscillators like ADX and RSI have shown some early 
sign of reversal in the momentum. Daily ADX Indicator 
reached below 15, the lowest reading since May 2020, 
which indicates that Nifty has spent enough time being in 
momentum-less phase and was awaiting of a big upmove. 
Presently RSI too formed an inverted head and shoulder 
pattern formation and also moved out of the rising 
channel followed by scaling the prior swing high like 
Index, hence sustenance above 55 would be a big positive, 
on the weekly time frame however close below the 50 
zone would be quite damaging for the market technically. 
MACD has turned bullish as it is trading above the signal 
line. On the other side, the trend strength indicator ADX, 
declined during the period and indicated the weakening 
of the bearish strength. The ADX flattened at the 12 level 
mark . The –DMI is below the +DMI with divergence. The 
positive directional indicator, +DMI is almost near the Feb 
16 high further validating that the momentum to further 
accelerate in the present uptrend. 

The volatility index (India VIX) decreased by 9.5% from 17.4 
to 15.30 levels in June series. Volatility has been gradually 
declining for most part of the month which provided the 
necessary comfort for the Bulls to lead the index higher. 
However, one need to be cautious as when low volatility 
stays for a longer time indicates that higher volatility 

might follow due to the cyclical nature 
of volatility. Low volatility depicts 
neglected behavior of the market 
participants and option premiums too 
are not attractive which ultimately 
forms the market top.

Nifty Index closed the June series 
with the gains of 3% on expiry to 
expiry basis. Put Call Ratio based on 
Open Interest of Nifty started the 
series at 1.30, however it moved in 
a range between 0.96 to 1.51 during 
the series due to heavy Put writing 
at lower strike price and settled the 

Elevated support 
for the market is 
around 15200, as 
it is confluence of 
38.6% retracement 
of the preceding 2 
months up move 
(14151-15901) and the 
rising 50EMA placed 
at 15250.
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series near to 1.10 levels reflecting 
return of volatility . On option front, 
Maximum Put OI is at 15500 followed 
by 15000 strike while maximum Call 
OI is at 16000 followed by 16500 
strikes. Option data hence suggests 
a trading range in between 15200 
to 16200 zones. Considering overall 
derivatives activity, it can be expected 
that Nifty to move towards 15900 - 
16000 zone in coming weeks while on 
the downside major support is now 
placed at 15400 and 15200 zone.

Nifty futures has witnessed a strong 
rollover of 80 per cent, higher than 
its quarterly average of 75.40%. Open 
interest of Nifty future was 97.22 lakh shares against one 
crore shares on the expiry day of the May series. The 
total open positions in Nifty continued to remain low 

going into the July series. Nifty closed 
the June series with a gain of 3%. 
Rollovers for Bank Nifty in the June 
series are significantly higher in terms 
of the total number of open interest 
vis-à-vis last 3-month average, while 
the cost of carry is lower tracking 
the same time frame, indicating a 
rollover of short positions. Hence the 
trend indicates that Bank Nifty might 
continue to underperform the Nifty 
going forward. To conclude looking 
at the options set-up for the July 
series, the upward momentum could 
continue. The Major Call build-up 
was seen at 16000 and 16500 strike in 

the weekly as well as monthly series. With the start of the 
July series, the data evolved demonstrations 15500 Put is 
becoming support with combined (weekly + monthly) OI 
of over 45 lakh shares.

To sum up Structurally, Nifty has formed a strong higher 
base at 15200 which seems unlikely to be breached. The 
key support of 15200 is based on 38.2% retracement of past 
two months rally (14151-15901), at 15233. However prolonged 
time consolidation in the range of 15200-15900, amid stock 

specific action is likely hence, dips should be capitalised 
on to accumulate quality large cap and midcaps to ride 
next leg of up move for Nifty entering uncharted territory 
of 16200-16400.
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15500 Put is 
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with combined 
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OI of over 45 lakh 
shares.
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HDFC BANK 2.0
From Dawn to Digital - By Tamal Bandyopadhyay

BOOK REVIEW

The most successful Bank which has 
given a CAGR return of almost 27% since 
the inception. HDFC Bank hit the capital 
market with its maiden equity issue in May 
1995 and is now the largest bank by market 
capitalization and the biggest wealth creator 
in the banking space, speaks volume of its 
unflinching success in the financial world 
and a massive and consistent wealth creator 
for the shareholders.

The writer has meticulously written about 
the HDFC Bank, from the time of its birth, 
up till now and the journey it traversed ever 
since with its business acumen & utmost 
integrity. The book highlights the digital 
journey and the Silicon Valley trip in 2014 
by Aditya Puri to just have a closer look at 
the disruption, where it is envisaged that 
“the banks will be reduced to pipes, people 
won’t need banks but banking”. On a closer 
look, the disruption which is being talked 
about at length in years to come was not 
about reinventing a bank but riding on the 
platform of the banks with sophisticated 
APIs, software applications. The disruption 
is similar to what WhatsApp did by getting 
on top of the telecom companies and 
disrupted the ecosystem of messaging in 
one stroke, and also commanding huge 
valuation for creating an application with 
least capex and redefining the concept of 
communication to a large extent. Others 
like Netflix, Amazon, Google, ApplePay 
etc continues to thrive riding the wave of 
disruption.

When Aditya Puri went to California, he 
realized that the disruption which the world 

was looking at could be real. “The fintech’s 
of the world were not in the process of 
transforming into financial institutions; 
they were riding on top of the banks, 
disrupting their business. Why don’t we 
disrupt ourselves instead of waiting to be 
disrupted by fintech companies? Why can’t 
we give a loan in 10 seconds? Why can’t we 
invent something to transfer money in just 
a click? Why can’t we reduce the friction in 
the banking system? Why can’t we reduce 
the cost to revenue ratio by 5% - 7% over 
five-six years?” In nutshell why can’t HDFC 
Bank disrupt itself, as the bank has always 
been a tech savvy bank with digital adoption 
was at its core and it was well equipped to 
understand the nuances of the digital wave 
and ride that wave on its own. And hence the 
transformation begins with less turnaround 
time, change the credit risk management 
process for greater efficiency, frictionless 
experience for customers and apply AI, 
internet of things, blockchain, experience-
led interaction, hyper personalization etc. 
with the huge amount of data at the bank’s 
disposal. The bank over the years invested 
heavily on digital banking which is all about 
omni channel banking: connecting all 
channels of communication- call center, 
contact center, mobile app, smart phones, 
sms missed call, ATM, PoS and branches. 

The after affects of these all were to first 
increase the efficiency and convenicence 
for the customer to do business with banks 
and reduce the cost to revenue ratio by 5% 
points. Incremental sales productivity is 
increased from existing human resource 
by improving the turnaround time and 

getting end-to-end process through Straight 
through Processing (STP). The business 
continues to grow at the traditional rate, 
the addition to headcount has not kept pace 
and thereby reducing in cost to revenue. 
The trend of digital wave is clearly visible 
with addition to branches being slowed 
down at a measured pace and the per 
branch per square feet has also gone down 
from 2000-3000 sq ft to 800-1200 sq ft and 
hence the breakeven per branch also is even 
faster. The virtual relationship management 
program was born in 2015 and going forward 
the VRM is going to be the future and it can 
be among the largest revenue generating 
businesses for the retail banking. The focus 
is on conversation; not just selling.

10 second loan push, risk management 
based on data analytics and other new 
innovative ideas/products implemented by 
bank as  digital push, financial marketplace, 
loan against shares, Zapp Up, bringing more 
automation to newer areas of banking- all 
revolving around the key theme of customer 
centricity. The focus is razor sharp to be “ 
Banking at the edge”

From lifecycle to lifestyle bank
The new age of digital banking will be on 
the foundation of SMAC- social media, 
mobile, analytics and cloud. With the launch 
of HDFC Bank 2.0 it is willing to transform 
itself into an infinite scale to move up from 
1.5 billion monthly transactions at the rate 
of 5000 transactions per second to 3 billion 
transactions a month in 18-24 months and 
probably 6 billion in next 36-48 months. 
At the core of it will be the cyber security 
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framework, resting on four pillars- protect, 
detect, respond and recover (PDR2). 
Lifestyle banking will not only be about 
opening accounts, loans, credit cards, car 
loan and home loan as the primary banking 
goes. But it will be about getting involved 
in day-to-day activities of customers and 
HDFC Bank being the default option. It 
wants to be not only a bank anymore but a 
financial experience to live with. 

Flashback:
It goes back to 1994 when Deepak Parekh 
envisaged to open up a bank, promoted by 
HDFC Ltd. And applied for banking license.  
At that time he was handling affairs of 
HDFC Ltd. He was pretty clear in his mind 
that the bank would be a professionally run 
bank with best of class management team. 
Before getting the license, he approached 
Aditya Puri, who was heading CITI Bank at 
that time and his expertise was in corporate 
banking. He was one of the blue-eyed 
among the chosen 50 top global team by 
CITI Bank’s global head with handsome 
salary. Also during that time the 13 selected 
top managerial team was also formed. 
Though all of them were mostly from 
either CITI Bank & Bank of America with 
their domain knowledge of their respective 
profile. The formation of the team was 
driven on intense passion and dream to 
create a start-up bank with a difference. 
And Deepak Parekh was meticulous enough 
to convince them to accept a pay which was 
either at par or in some cases lower than the 
existing salary. Assurance was that money 
would come their way as the bank and the 
stock (stock options offered) did well as time 
progresses. 

Since the inception Aditya was clear to 
steer the bank with a blend of products 
and services of foreign banks with the 
relationships, funding and distribution 
networks of state-run banks, to succeed. 
At that time, he could sense that technology 
and telecommunications were on the cusp 
of an unbelievable change and outsourcing 
had become a possibility. A disruption was 
emerging worldwide. And his lucky-13 also 
shared the same vision. Initial three years 
HDFC Bank, though a Retail Bank, but was 
doing corporate banking. This was not out 
of choice but out of necessity to survive and 
make money initially for future progress. 
Moreover, corporate banking was less 
expensive to start with initially. HDFC Bank 
was the first bank to have a centralized 
system and they could foresee the benefits 
arising out of it. The banks culture was to 
spend less and spend smart. Initially they 
started with corporate banking, with AAA 
rate companies, transactional banking, 
settlement business, focusing on NIM & 
CASA and branch expansion

HDFC Bank was the first private lender to 

go public and sold at par, Rs 10/-. The issue 
opened on 14th March 1995, was subscribed 
55 times. On 26th May that year it opened at 
Rs 39.95, almost at 300% premium.

Though HDFC Bank wanted to be a 
corporate bank. Its business plan submitted 
to the regulator said so. Within the first 
couple of years, it was pretty clear that the 
business plan needed to be tweaked as 
public sector banks have more resources. 
They have vast branch networks and hence 
can lend to companies at a lower price. 
Three years after it was born, HDFC Bank 
decided to go the whole hog in retail lending 
and look beyond AAA & AA rated borrowers. 
At that time there were no such bank who 
carved a niche in the retail banking space 
and many simply did not succeed. At the 
helm of HDFC Bank, Aditya Puri could 
sense the opportunity in retail banking 
and now when they had the systems, the 
products, the brand, success depends 
on efficiency of execution and skills. The 
burgeoning Indian middle class and its 
rising disposable income were the potential 
triggers. Moreover, risk in retail banking is 
always well spread out and hence can never 
sink. Aditya’s style of management was 
more of giving freedom to his entrusted key 
managerial person and empowering them 
to take business calls themselves under the 
broader vision of his business principles. 
They built team in retail, shifting gears from 
corporate banking and started entering into 
retail loans, loan against shares, loans for 
cars, two wheelers, commercial vehicles and 
credit cards.

Once they started growing, they realized the 
economies of scale needs to be achieved by 
fast tracking the retail banking franchise. 
The bank has always functioned on the 
philosophy of growth in context of margins 
as rewards and risk one has taken to achieve 
the growth. Profitability, growth, stability 
with a critical component of trust are the 
key ingredients.

About NPAs, HDFC Banks corporate credit 
risk management explains that bad assets 
remain low with the bank because of credit 
filters set high. There is exposure limit 
per account, and they have a diversified 
portfolio. 12% of advances to be given to 
one industry, but in practice the threshold 
is much lower between 6%-8%. Limited 
exposure to airlines, power and real estate 
and some reservations to NBFC too by 2012. 
The risk team generally are proactive in 
picking up early signals and with the first 
sign of trouble, they review their exposure, 
strategy and collaterals. And then decide to 
either hold, cut the loan exposure or even 
completely exit in a calibrated manner. 
They also work on their exit list of troubled 
companies.

Over the years they had two mergers, one 
with Times Bank in 1999, which gave them 
quantum jump in branch expansion and 
other with Centurion BoP in 2008, which 
was a bit expensive deal but eventually got 
integrated and synergies flown through a 
little latter.

The legacy of Aditya Puri who steered the 
bank from zero to a mammoth retail bank 
and also is tech enabled digitally equipped 
for next quantum leap is an enviable track 
record of almost 25 years, is no mean feat 
to achieve. The core team of lucky 13 has 
departed from HDFC Bank with the last one 
being the Deputy MD, Paresh Sukthankar, 
who was with the bank since inception and 
a highly competent person, exiting in August 
2018 for personal reasons, who was a strong 
contender, though not the only contender 
for replacement of Aditya Puri (completing 
his tenure in 2020)

The Puri legacy is all about creating the 
next batch of lucky 13 who can take the 
organization to the next level. Whether the 
next CEO will be from inside or outside, but 
Aditya Puri envisages that the institution will 
continue to grow even he is not there. His 
passion is to the leave the organization in 
such a state, were the hunger, the passion, 
the value, the ethos, the culture, the growth 
consistency continues.

The key highlight of the book and in the 
making of one of the finest Bank in India 
is the vision of Deepak Parekh in realizing 
an opportunity in the banking space 
post liberalization in 1991. The blend of 
professionalism, products and culture of 
the MNC Banks and the infrastructure & 
network like a domestic bank(in terms of 
branches, funding & CASA) were the right 
mix for a great successful bank. Asking 
Aditya Puri from CITI Bank, to join HDFC 
Bank and giving complete freedom to lead 
with his flare were the key foundation on 
which a Bank like HDFC was formed with 
exemplary track record of governance and 
integrity. Without the entreprenrial skill of 
Aditya Puri and his team of lucky 13, it might 
not have been possible. Under the leadership 
of a sharp and talented business man like 
Aditya Puri, with common sensical thinking 
and simplicity in executing ordinary 
things in an extraordinary ways, while also 
keeping a distinction between real risk and 
perceived risk is what makes HDFC Bank 
different from the rest. Identifying the niche, 
learning from others mistake, keeping 
control over risk and intense passion 
and focus in succeeding by achievening 
excellence in doing ordinary things in an 
extraordinary way is what defines HDFC 
Bank. How the bank embraces and reinvent 
in the fast changing digital space is the next 
evolution we are witnessing at the moment.
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For institution business please contact
Mr. Dilip Minny (Co-founder- Institution); Mobile: +91 90070 66096; Email: dilipminny@ashikagroup.com

Products Products Contact

• TradeX (Mobile App & Web 
base) 
• Online Equity, Derivative, 

Currency and Commodity 
Trading Facility

• InvestX (Mobile App & Web 
base)
• A One Stop Solution to all 

your Mutual Funds needs 
online.

• Back Office Reports on 
WhatsApp. Ashika BOT on 
Whatsapp / Telegram.

• Ask ACIRA - 
• Online Customer service for 

clients on our website.

• Margin Trading Facility 
(MTF)
• With this MTF facility client 

can trade inspite of debits 
beyond T+7.

• EKYC 
• It now takes just 30 mins to open an 

Account.

• ReKYC 
• Hassle-free & paperless modification 

without stepping out.

• Research Services
• A galaxy of potential research team 

to provide the best equity research 
reports, ideas, solving queries and 
many more.

• Online Fund Transfer Facility

• Securities Lending and Borrowing (SLB) 
• Provide securities lending and 

borrowing at a market competitive rate

• Depository Services (CDSL/NSDL) 
• Provide one roof solution wherein 

seamless trading could be ensured 
through DP maintained with Ashika

For Business Opportunity please 
contact 

Mr. Amit Jain (Executive Director)
Mobile: +91 90070 66000
E-mail: amitjain@ashikagroup.
com

Mr. Niraj Sarawgi (CEO - PCG) 
Mobile: +91 91676 16989
Email: nirajs@ashikagroup.com

For Services please contact 
Mr. Ashwini Kumar Gautam (COO) 
Mobile: +91 90070 66097
Email: ashwinikumar@ashika-
group.com

Services at Ashika Stock Broking Limited

For start-up investing please contact
Mr. Chirag Jain (CEO); Contact: +91 22 66111700; E-mail: chiragjain@ashikagroup.com

Capital Markets Fund Raising Advisory Contact

• Issue Management 
• IPO / FPO
• Right Issue
• Qualified 

Institutional 
Placement

• Open Offer 
• Takeover 
• Buyback 
• Delisting 

• Overseaslisting 

• Underwriting 

•  Private Equity
•  Venture / Growth 

Capital
•  Pipe

• Debt Syndication
•  Project Finance
•  Team Loan
•  Working Capital 

Loan
•  Acquisition 

Funding
•  Construction 

Finance

•  M&A
•  Merger / Acquisition / 

Disposal
•  Management buy-outs / 

buy-ins
•  Leveraged buy-outs
•  Joint Ventures
•  Strategic Partnership
•  Spin-Offs
•  Divestment

•  Corporate restructuring
•  Capital Restructuring 
•  Finance Restructuring

•  Business Valuation
•  ESOP Valuation 
•  Fairness Opinion

For Debt Fund Raising / 
Mergers & Acquisition / 
Business Opportunity  
please contact

Mr. Mihir Mehta  
Contact: +91 22 6611 1770
Email: ib@ashikagroup.com

Mr. Yogesh Shetye
Contact: + 91 22 6611 1770
E-mail: yogeshs@ashika-
group.com

Services at Ashika Capital Limited
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Ashika Global Securities Pvt. Ltd is the holding company of Ashika Group, a RBI-registered non-deposit taking 
NBFC engaged in providing long term and short-term loans & advances to individual & body corporate and 
Investment in shares and securities. It has 6 subsidiaries and 1 associate company i.e. Ashika Credit Capital Ltd.

Ashika Global Securities Pvt. Ltd.

It is the Flagship company of the group and incorporated in the year 1994. RBI registered Non-banking Financial 
Company carrying on NBFI Activities i.e. investment in shares & securities and providing Loan to Individuals, 
corporates HNI etc. The company floated its shares to public in 2000 and got listed with CSE. Thereafter, in 2011, the 
shares were traded on BSE under permitted category and in 2014 got listed with MSEI. It has a registered FII as one 
of its investors.

Ashika Credit Capital Ltd.

Ashika Investment Managers Private Limited, a private limited company incorporated on July 13, 2017, is a wholly 
owned subsidiary of Ashika Global Securities Private Limited. It is acting as the Investment Manager to Ashika 
Alternative Investments, a Trust being registered as a Category III Alternative Investment Fund (Registration 
Number: IN/AIF3/20-21/0811) with the Securities and Exchange Board of India (“SEBI”) under the SEBI (Alternative 
Investments Funds) Regulations, 2012 (“AIF Regulations”).

Ashika Investment Managers Pvt. Ltd.
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AWARDS

Helping Clients Reach for Better Via SIP – National 
from Franklin Templeton Investments, 2018NSDL STAR PERFORMANCE AWARD 2018

NSE Market Achievers Award 2018
REGEIONAL RETAIL MEMBER OF THE YEAR 2018 -  

EASTERN INDIA

NSE Market Achievers Award 2017
REGEIONAL RETAIL MEMBER OF THE YEAR 2017 -  

EASTERN INDIA

NSDL Stock Performer Awards 
of the Year 2019

BTVI Emerging Company  
of the Year 2019

CDSL Excellent Performer in 
Depository Services

BTVI Young Business Leader  
of the Year 2019
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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.
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Pocket Codes!
Due to the ongoing pandemic, not all children have access to computers. But 
in India, the use of smartphones is fairly common now. So, we decided to 
utilize this opportunity and teach children to code on a mobile. As exciting 
as it sounds, children were really enthusiastic about this initiative- Pocket 
coding! Enjoy some of the creations by our children using pocket codes by, 
Harshal from Vidyadhiraja High School 

Gyanada e-learning initiative 
launching soon!
Ashika Group supports charitable foundation 
to fuel the aspirations of young girls in India.
With our vision to develop essential 21st century capacities, computational thinking and working 
with computer-based systems, we will be launching our e-learning module by September,2020.
It has been designed as two sub-initiatives: Every Child Can Code (ECCC) and Makers in the 
making (MIM). 

Gyanada Foundation is being incubated by Teach 
for India-X (TFIX)
Gyanada Foundation excited to share is one of the selected non-
profits among 12 non-profits in India. who will be incubated by TFIx 
for a period of one year starting June 2021 to build a robust model to 
revamp the existing computer education system in India. This will be 
done by supporting us to build a fellowship model for our program 
Binary Story. Teach for India is one of the largest educational non-
profit in India that envision that all children will get quality education 
in India. TFIX is incubation program that supports and guides 
educational entrepreneurs through personalised coaching, Learning 
Circles (residential training), site visits, webinars, peer-learning, 
access to mentors and experts to develop relevant knowledge, skills 
and mindsets. This enables them to launch a contextualised, high 
impact and sustainable Teaching Fellowship Model.

Help us with the Survey!
We are conducting a short survey to understand the current status of computer education in schools. The findings 
of this survey will help us to better design our interventions to improve computer education in schools and build the 
foundation in technology for children and schools.

Kindly Note: This survey form is to be filled by the school principal, administrator, or Head /in-charge of the computer 
department only.

Link for the google form: https://forms.gle/pYpWUTuWAFq3EaX98

We, at Gyanada Foundation, engage students in practical learning. For this we provide kids with Gyanada Lab Kits. To 
help us fund these kits, visit: https://gyanada.org/donate.html. You can also write to us at rinsa@gyanada.org or connect 
with us at 9819044922. Our bank details are:
GYANADA FOUNDATION HDFC Bank, Stephen House Branch, Current A/c No. 50200002885400 
IFSC CODE: HDFC0000008
MICR CODE: 700240002 
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Registered Office
Trinity
226/1, A.J.C. Bose Road
7th Floor, Kolkata-700020
Phone: 033-4010 2500
Fax No: 033-4010 2543

Toll Free No.: 1800 212 2525
For any research related query: insight@ashikagroup.com

Corporate Office
1008, Raheja Centre,
214, Nariman Point, 10th Floor
Mumbai-400021
Phone: 022-6611 1700
Fax No: 022-6611 1710

Group Companies
Ashika Stock Broking Ltd.

(Member: NSE, BSE, MSEI, MCX, NCDEX, ICEX Depository par-
ticipant of CDSL / NSDL, Research Analyst, AMFI- Registered 

Mutual Fund Distributor) 

CIN No. U65921WB1994PL217071
SEBI Registration No: INZ000169130

SEBI Registration No: INH00000006 (RA)

Ashika Credit Capital Ltd.
(RBI Registered NBFC)

CIN No. L67120WB1994PLC062159

Ashika Capital Ltd.
(SEBI Authorised Merchant Banker)
CIN No. U30009WB2000PLC091674
SEBI Registration No: INM000010536

Ashika Investment Managers Pvt. Ltd.
(Investment Manger to Ashika Alternative Investments, a 
Category III AIF registered with SEBI)
CIN number – U65929MH2017PTC297291
SEBI Registration No: IN/AIF3/20-21/0811

Ashika Global Securities Pvt. Ltd.
(RBI Registered NBFC)
CIN No. U65929WB1995PTC069046

www.ashikagroup.com
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