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Market
Overview

Investors around the world were already involved 
in a scathing debate over the ‘transitory’ phase of 
inflation and more importantly for how long. 

Thus, the world was clearly 
gripped with inflationary 
fears (even if it happens in 
short run) accompanied by 

aggressive withdrawal of monetary 
stimulus by global central banks. 
Thus, clearly, further upsides to 
valuation (apart from corporate 
led earnings revival) led purely 
by liquidity was expected get a 
reverse effect. These two concerns 
were primarily on investors’ mind, 
albeit Europe was still struggling 
badly with the highly transmissible 
delta strain of the virus and US was 
anticipating fifth wave. However, 
economists & policymakers were 
happy with broad recovery in 
economic indicators particularly for 
services sector, led by rapid easing 
of erstwhile restrictions even if it 
comes at controllable risk in fresh 
infections. These developed countries 
also run successful vaccination 
programmes with significant part of 
the population inoculated and hence 
lower risks of mass transmission. 
However, the whole economics could 
go for a toss if the newer variants 

of the virus is vaccine resistant 
with more mutations in the spike 
protein region. The detection of 
new COVID-19 variant, B.1.1.529 
or variant of concern (VOC) alias 
‘Omicron’, in South Africa aggravated 
further risk-off sentiment across 
global markets. However, domestic 
markets probably were searching 
for a trigger to correct as valuation 
concerns were clearly highlighted 
by foreign investment bankers 
ahead of global tightening. Besides, 
higher commodity prices also had 
an impact on the corporate margins 
as was evident from the recently 
concluded Q2FY22 earning season for 
consumer facing industries as well 
as for some of the chemical names. 
Margins are not expected to improve 
until Q4FY22 and while earnings 
estimates were not downgraded, 
they were not upgraded either and 
lacked immediate upside triggers. 
Besides, to combat margin erosion 
and brokerage downgrades, some of 
the consumer facing corporate from 
FMCG, paints have resorted to price 
hikes. The outcome for such a move 

could be costly as well given muted 
demand revival particularly from 
the battered unorganized sector. 
World Health Organization (WHO) 
on Monday (November 29) warned 
that Omicron poses a “very high” 
risk across the globe. Earlier, WHO 
acknowledged that nobody knows for 
sure whether it would cause another 
surge in transmissions at global 
level and thus advised countries 
against imposition of international 
bans and travel restrictions. Indeed, 
that is what the financial markets 
are bothered, about imposition of 
fresh restrictions of all kinds. For 
India it was contemplating to ease 
restrictions on international travel 
from 15th December (barring graded 
restrictions), but now the decision 
will be reviewed in line with the 
evolving global scenario. The Union 
Health Ministry revised guidelines 
(comes into effect from December 
1) mandating that all international 
passengers entering India have to 
submit 14-day travel details and 
upload a negative RT-PCR test report 
on the Air Suvidha portal before the 
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journey. So far, the Govt. has put 
travelers from the U.K., South Africa, 
Brazil, Bangladesh, Botswana, China, 
Mauritius, New Zealand, Zimbabwe, 
Singapore, Hong Kong and Israel as 
“countries at-risk”. These travelers 
need to take COVID test post-arrival 
and wait for results at the airport, if 
tested negative, they have to undergo 
home quarantine for seven days 
followed by a re-test on the eighth 
day while positive ones would have to 
be isolated. 

After Friday’s (Nov 26th 2021) scare, 
financial markets all around seemed 
to have digested the bad news, after 
all, financial markets have withered, 
‘alpha’ and the more deadly ‘delta’ 
variants and that as few scientists 
say, there will be more variants on 
the way. The fact that few Israeli 
scientists and chairwoman of the 
South African Medical Association 
have witnessed the new variant 
to result in “mild disease without 
prominent symptoms” also soothed 
nerves. However, the South African 
Medical Association has even said 
that these are early days and they 
are looking into it and its just 2 
weeks since discovered. Besides, the 
patients admitted are younger (40 
years of less). A graphical comparison 
of the preliminary infections between 
‘alpha’, ‘delta’ and ‘Omicron’ suggests 
that the latest one has a steeper curve 
than the others, albeit these are early 
days. The WHO in its technical brief 
to 194 member states has reported 
that “Given mutations that may 
confer immune escape potential and 
possibly transmissibility advantage, 
the likelihood of potential further 
spread of Omicron at the global level 

is high,” Moreover, WHO further 
stated that future covid-19 surges 
could have severe consequences 
depending on a number of factors 
including where surges take place. 
A Financial Times article states that 
VOC is spreading rapidly in South 
Africa than previous variants. This 
is where the warning of WHO is to 
be remembered since all countries 
may not see the same kind of surge 
depending on the level of population 
inoculation. For South Africa 

only ~24% of 
population was 
vaccinated with 
two doses and 
hence the spread 
could be rapid. 
Even India, 
the numbers 
aren’t great 
with ~31% of the 
population being 
fully vaccinated 
with two doses. 
Besides, there 
is uncertainty 
over how well 
vaccines protect 

against infection, transmission and 
clinical disease of different degrees 
of severity, and death over the new 
variant. AIIMs director, Dr. Randeep 
Guleria believes that Omicron with 
30 mutations in the spike protein 
region has the potential to develop 
an immunoescape mechanism, and 
thus the efficacy of vaccines against 
it needs to be evaluated critically. 
The presence of spike protein 
facilitates a virus’ entry into the host 
cell and is responsible for making it 
transmissible and causing infection. 
“The new variant of coronavirus 
reportedly has got more than 30 
mutations at the spike protein region 
and therefore has the potential 
of developing immunoescape 
mechanisms. As most vaccines (work 
by) forming antibodies against the 
spike protein, so many mutations at 
the spike protein region may lead 
to a decreased efficacy of COVID-
19 vaccines,” AIIMS Director Dr 
Randeep Guleria told PTI.

No wonder there are risks from 
unknowns and most importantly 
this has the potential to lead to 
aggravating supply chain disruptions 

and surge in global shipping costs 
even further. India Inc have been 
already struggling to cope with high 
raw material prices and global freight 
costs which have affected margins 
both directly and indirectly. For the 
just concluded quarter, while India 
Inc was able to sustain momentum 
in revenue and profit amid a gradual 
recovery in economic activities (and 
on lower base), profitability was 
at a five-quarter low amid rising 
commodity inflation and a low base 
in the year-ago quarter, which was 
impacted by the first wave of the 
pandemic. Q2FY22 earnings season 
saw an overall strong performance 
with divergences across sectors 
and companies. Among the sectors, 
strong growth was seen in consumer 
discretionary, insurance & capital 
markets, energy, real estate and 
large banks while autos & consumer 
staples disappointed. IT continued 
its strong momentum led by bulging 
order flows. The quarterly earnings 

Source: Financial Times

The new variant 
of coronavirus 
reportedly has 
got more than 30 
mutations at the 
spike protein region 
and therefore 
has the potential 
of developing 
immunoescape 
mechanisms. As 
most vaccines 
(work by) forming 
antibodies against 
the spike protein, 
so many mutations 
at the spike protein 
region may lead 
to a decreased 
efficacy of COVID-
19 vaccines,” 
AIIMS Director Dr 
Randeep Guleria 
told PTI.
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reflect two noticeable trends: demand 
environment is conducive after 
gradual unlocking of the economy 
and rising energy & commodity 
prices are denting operating 
profitability. However, management 
commentaries continue to be bullish 
with various conducive factors like 
low real interest rates, abundant 
availability of financial resources 
with corporates, strong tax buoyancy, 
strong exports market as global 
demand remains robust, strong 
investment demand from the digital 
economy and core sectors such as 
commodities, among others. Among 
the concerns going forward are high 
energy and raw material prices. The 
biggest concerns are a continued 
rise in inflation and a demand 
slowdown. More importantly, 
while consensus earnings were 
not downgraded, they were not 
upgraded too, hence the valuations 
looked stretched for the time being. 
No wonder, foreign brokerages 
and investment banks have raised 
relative valuation concerns for 
India and even highlighted relative 
attractiveness for China. Even RBI 
in its monthly bulletin has opined 
that ‘The spectacular gains have 
raised concerns over overstretched 
valuations with a number of global 

financial service firms turning 
cautious on Indian equities,”. The 
report further added “While domestic 
economic indicators are improving, 
concerns over uneven global growth, 
elevated commodity prices, supply 
disruptions and fears of withdrawal 
of monetary support in major 
AEs (advanced economies) over 
inflationary concerns have imparted 
volatility in portfolio flows,” 

Indeed, the valuation support for the 
Indian equity markets is fast losing 
support and soon would turn bane 
from boon when interest rates are 
raised. In fact, few MPC members 
of US Federal Reserve were more 
hawkish with regards to withdrawal 
of stimulus. Although, Phillips Curve 
doesn’t hold good in the long run for 
US economy, it does in the short run 
between key variables: wage growth 
(inflation) and unemployment. 
Unemployment scenario is much 
better in the US although yet to 
achieve pre-pandemic levels and 
labor participation is still low. 
However, inflation has heated up 
led by wage growth as well as global 
freight costs. While US central 
bank considers some of them to be 
transitory, not all of them believe 
it to be same. Besides, the core 
inflation also remains firm in US (just 
like India) which is largely demand 
driven. Inflationary expectations 
are reflected in short term US 
rates while long term bond yields 
still remains flat. This could be the 
explained from the behavior of the 
Phillips Curve in US economy which 
only holds in short run while in 
long term the relation doesn’t hold 
and even reversed in 1970s when 
economies witnessed stagflation. 
Mr. Ruchir Sharma, Morgan Stanley 
Investment Management’s chief 
global strategist, believes that the 
world is entering in one such eras 
like 1970s and that inflation is hardly 
transitory. Besides, with global debt 
to GDP at 350%, asset prices are 
inflated and cost of servicing debt 
are more sensitive to interest rate 

hikes than ever before. Aggressive 
rate hike would deflate asset prices 
and would be deflationary for the 
economy as well particularly for 
ones with debt to GDP ratio above 
300%. Thus, they would be eventually 
forced to back down from the move 
pushing rates back down. Thus, the 
world is stuck in a debt trap and the 
same complacency is reflected in 
stable long term bond yields which 
has hardly budged. For the time 
being, the new Covid-19 variant 
could further pose challenges for 
aggressive MPC members and Fed 
could trim down rate hike forecasts 
for next year. The same could be 
supportive for the global equity 
markets as well. For India, while the 
Phillips curve do work, RBI would 
also be in dilemma whether to adopt 
an aggressive stance, much depends 
on the new variant ‘Omicron’ though.

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

The quarterly 
earnings reflect 
two noticeable 
trends: demand 
environment is 
conducive after 
gradual unlocking 
of the economy 
and rising energy 
& commodity 
prices are 
denting operating 
profitability.

Besides, with global 
debt to GDP at 
350%, asset prices 
are inflated and cost 
of servicing debt are 
more sensitive to 
interest rate hikes 
than ever before. 
Aggressive rate hike 
would deflate asset 
prices and would 
be deflationary for 
the economy as well 
particularly for ones 
with debt to GDP 
ratio above 300%. 
Thus, they would be 
eventually forced to 
back down from the 
move pushing rates 
back down.
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W
e have 80 

crore people 

who are 

connected with the 

internet but there are 40 

crore people who are 

still unconnected. Our 

target is to connect these 

40 crore people with the 

internet in the next three 

years…RAJEEV CHAN-

DRASEKHAR MoS, 

Electronics and IT

I
ndia will grow at 10% 

plus in the current 

fiscal. And going 

forward, once we are 

out of the pandemic, we 

will grow at 8% plus in 

FY 2022-23. Things are 

changing and people are 

ready to invest in India…

RAJIV KUMAR, Vice 

Chairman, Niti Aayog

T
he outlook 

remains bright 

for companies 

that can pass on price 

increases and see their 

top line grow faster than 

their cost base…KARo-

LINA NoCULAK, Invest-

ment director, ABRDN

G
rowth will 

continue to 

outperform 

value long-term as I don’t 

see the profit spread 

narrowing soon unless 

commodity prices and 

interest rates come way 

up from current levels..

PETER GARNRY, Head 

of Equity Strategy, Saxo 

Bank

T
his is the perfect 

time to gravitate 

toward defensive 

plays, to take profit, and 

to be in sectors that are 

strategically positioned 

toward this volatile 

market that presents a lot 

of challenges…KATER-

INA SIMoNETTI, Senior 

vice-president, Morgan 

Stanley Private Wealth 

Management

I
nflation numbers will 

remain high in the 

next few months and 

the key question is how 

will central banks react 

as tapering should move 

forward…RICARDo GIL, 

head, asset allocation, 

Trea Asset Mgmt

C
entral banks 

were less hawk-

ish than markets 

were expecting them to 

be last week so we are 

seeing real yields going 

further down…LALE 

AKoNER, Senior market 

strategist, BNY Mellon

I
nvestors are valuing 

new age internet 

companies not for 

what we are today 

but for what we could 

become. It’s our job to 

take our companies 

to that future… YASH-

ISH DAHIYA CEO, 

Policybazaar

I
ndia is better posi-

tioned currently, as 

its macroeconomic 

fundamentals have 

improved significantly, 

and external sector 

indicators point to the 

availability of enough 

cushions to manage 

external shocks.. 

MICHAEL DEBABRATA 

PATRA, Deputy Gover-

nor, RBI

Prominent 
headlines 
NOVEMbEr 2021
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W
e are on a path 

to achieve our 

forecast of 9.5% 

growth this year, but there 

are global headwinds that 

are very visible….. SHAK-

TIKANTA DAS, Governor, 

Reserve Bank of India 

W
e believe that 

earnings should 

remain the key 

driver of equity returns in 

the year ahead, enabling 

equities to deliver sound, 

though somewhat lower, 

single-digit returns….

MICHAEL STRoBAEK, 

Global CIO, Credit Suisse

S
harply high-

er-than-expected 

inflation readings in 

the US and China will play 

havoc with the narrative 

that inflation pressures 

are transitory. This bodes 

badly for EM carry trades 

in the near term…MITUL 

KoTECHA, Chief emerging 

markets Asia and Europe 

strategist, TD Securities

T
he next big dilemma 

the Federal Reserve 

faces is how to 

normalise monetary policy 

without upsetting markets…

RoBERT SCHEIN, CIO, 

Blanke Schein Wealth 

Management

I
ndia remains 

entrenched in a long-

term bull market …the 

positives outweigh the risks 

for those willing to take a 

slightly longer-term view..

RIDHAM DESAI, MD & India 

Equity Strategist, Morgan 

Stanley

R
eal yields are likely 

to normalize if 

inflation starts to 

decline, which is typically 

accompanied by positive 

returns for equities…SARAH 

MCCARTHY, Equity Strate-

gist, Bernstein

W
e’ve kind of 

exhausted 

the engines 

of super-strong growth. 

Growth will still be positive, 

it will still be pretty strong, 

but it’s definitely decelerat-

ing…HANI REDHA, Port-

folio manager, PineBridge 

Investments

B
usinesses that act 

on the need to limit 

global warming will 

secure the largest oppor-

tunities. Balancing growth 

while limiting emissions 

is an incredible global 

opportunity for businesses 

that are prepared to adapt…  

GAUTAM ADANI, Chair-

man, Adani Group

When you place an 
order on India, you 
can trust that high 
quality products will 
be delivered on time 
at competitive prices…  
PIYUSH GoYAL, Union 
Trade Minister

Scrapping is important 
for the economy. We 
will get all raw mate-
rials at lower cost by 
which we can lower 
production cost… 
NITIN GADKARI,  
Union Minister
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1) US Fed will lower the liquidity 
support from here on and even 
RBI is now slowly squeezing out 
liquidity. However, the European 
Central Bank & Japan Central 
bank would still continue to keep 
the liquidity tap open. How critical 
would these central bank decisions 
be over equity markets in the short 
to medium term?

Last year, global central banks were 
on the same page be it on rates, 
asset (bonds) purchases or inflation 
trajectory. Currently, a real disparity 
prevails with the way central banks 
across the board tackle monetary 
policy with some initiating tapering, 
some increasing policy rates at an 
unusual clip, while still others hold 
on to both accommodative stance 
and asset purchases. It is too early in 
the day to contemplate which policy 
stance will bear fruit. 

Closer home, we definitely see 
the Reserve Bank of India (RBI) 
begin mopping up excess liquidity 

from the system. This will have a 
significant impact on risk premium 
and risk-free rate. Any distraction 
in the two parameters will require 
an adjustment in equity valuations. 
In the short-term, we could witness 
some turbulence as far as equity 
returns are concerned. Having said 
that, the most important driver of 
equity valuation from a medium 
-long-term perspective is going to 
be earnings growth backed by cash 
flows.

2) The single biggest risk for global 
equity markets is probably inflation, 
however global central bankers 
maintain inflation to be ‘transitory’. 
Surely some base effect would kick 
in, however supply side pressures & 
freight costs have hardly eased. Your 
view on the same?

As far as the global market is 
concerned, inflation worries have 
superseded the deflation concerns 
that were prevalent at the start of 
the pandemic. Add to that the rising 

commodity prices, spiking freight 
costs and disrupted supply-chains, 
which make the global economic 
environment convoluted. All these 
factors result in a sustained upward 
pressure on consumer prices. 
Understandably, the narrative of 
the central bank with regards to 
inflation has moved from “transitory” 
to “somewhat stubborn”. At present, 
we believe that the central banks 
will pursue a slow and gradual 
normalization of monetary policies. 
There is a need to keep a close 
watch on central banks’ stance and 
commentary in the coming months. 
Businesses that have a significant 
moat and command pricing power 
will do well in this scenario.

3) For India, there’s a stark contrast 
between WPI and CPI, however 
the favorable base effect for CPI 
is waning and more importantly 
sticky core inflation highlights 
more than supply side concerns. 
Moreover, depressed real interest 
rates for long are also against the 
theory of boosting savings and 
investment. In that context, what’s 
your expectations over future course 
of actions by RBI?

We believe RBI will do what is best 
for driving growth, mobilizing 
investment into the economy and 
balance inflation along the way. 
However its widely believed that 
interest rates have more or less 
bottomed out. In that context 
investors need to be nimble footed 
and keep a watch on the data for 

Mr. Mrinal Singh - CIO & CEO, InCred 
Asset Management

Q&A with CiO & CEO

As far as the 
global market is 
concerned, inflation 
worries have 
superseded the 
deflation concerns 
that were prevalent 
at the start of the 
pandemic.
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making their decisions. WPI being 
elevated is a concern and hopefully 
will taper down going ahead.

4) How do you read the present 
batch of corporate earnings? What’s 
your expectations for earnings 
growth for FY22 and FY23?

Corporate India had shown a good 
resilience in the quarter gone by.  
Most of the earnings were in-line 
with our estimates. In general , the 
earnings indicated an improving 
demand environment coupled with 
margin pressures due to rising input 
costs. This trend is likely to sustain in 
the December quarter as well, given 
the early high-frequency indicators 
like WPI, manufacturing and services 
PMI, GST collections, etc.

5) Economic recovery as well as 
business resumption has scaled 
higher for recent months. However, 
consumer facing corporate have now 

resorted to price hikes to protect 
margins. However, there could be 
demand impact amid inadequate 
income recovery, especially in 
unorganized segments. Your views 
on the same?

There are imminent pressures from 
rising commodity prices on the 
consumer sector. In the short-term, 
we might see fissures in the demand 
given the price hikes companies 
will have to take to maintain 
profitability.  We expect this phase 
to be just transitory as companies 
have put in place multifold plans 
to mitigate this impact through 
price hikes, grammage cuts, RM 
substitution, advance procurement, 
and cost savings in other expenses. 
From a macro perspective, if we see 
real rates in the negative territory, 
we can see strong growth in the 
sector. Long-term fundamentals 
remain intact and the growth will be 
underpinned by rising prices.

6) There are expectations of sector 
rotation ahead. Which all sectors do 
you think could do well in the next 
one year?

Going ahead, we believe the next 
spurt of growth will be driven by the 
following sectors-

1. Capex driven businesses

2. Building material 

3. Health care 

4. Mortgage finance 

7) Do you see the capex cycle 
picking up ahead led by China+ 
strategy together with PLI scheme 
by Government? Which are all the 
sectors which have been blessed 
with higher demand?

India seems poised to benefit 
from the China + strategy given its 

competitive advantage in various 
industries, favourable factors of 
production, conducive business 
environment, and incentivising 
government policies.The government 
took advantage of this opportunity by 
introducing PLI schemes for multiple 
sectors like textiles, electronics, 
raising import duties on some 
products, and so on. In the long-run, 
we will definitely see a significant 
boost to India’s manufacturing 
prowess and export capabilities. We 
expect to see recovery in the capex 
cycle and PLI scheme, tax incentives, 
etc could be catalysts to the 
momentum. This would be beneficial 
for sectors like textiles, speciality 
chemicals, and pharmaceuticals. 

8) The IPO market has been red hot 
which suggests investor optimism 
propelled by new breed of retail 
investors. However, there are 
apprehensions from few regarding 
these new age businesses. How 
would a retail investor assess 
such businesses or is it more of a 
euphoria?

The new age businesses need to 
be analysed and weighedbased on 
different metrics as compared to 
their more traditional listed peers. 
Retail investors, especially those new 
to the markets, should invest in these 
businesses based-off their qualitative 
and quantitative parameters, and not 
be fazed by the hype surrounding 
them. I wouldn’t say all the start-ups 
are euphoria, but there are some 
not-so-valuable businesses that tend 
to hoodwink investors into buying 
into the hype, which may not last 
one bear-cycle.  So, investors need to 
be careful and be selective in terms 
of the new-age businesses that they 
want to bet on. 

Corporate India 
had shown a good 
resilience in the 
quarter gone by. 
Most of the earnings 
were in-line with 
our estimates. 
In general , 
the earnings 
indicated an 
improving demand 
environment 
coupled with 
margin pressures 
due to rising input 
costs.

Disclaimer: Stocks conveyed by Fund manager are just for illustration and these are not recommendations
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Investment Objective
The investment objective of the Scheme is to generate 
Capital Appreciation by investing predominantly in a 
well-diversified portfolio of Equity Shares with growth 
potential. The secondary objective is to give dividend and 
other income.

Tax Implications
  Short-term Capital Gain Tax - STCG is not applicable 

on ELSS schemes since these have a lock-in period of 3 
years.
  Investment into ELSS schemes qualify for tax deduction 

under Section 80C of the Indian Income Tax Act.
  Gains of more than Rs. 1 lakh after completion of 3 years 

will be taxed at a rate of 10% (Long-term Capital Gain 
Tax - LTCG).
  For Dividend Distribution Tax, the dividend income 

from this fund will get added to the income of an investor 
and taxed according to his/her respective tax slabs.
  Also, for dividend income in excess of Rs 5,000 in a 

financial year; the fund house shall deduct a TDS of 10% 
on such income.

Investment Style 
  They have defined themselves as part of the VLRT 

framework. They look at valuation analytics, which 
is one-third of the work. The other two-thirds of the 
component is known as liquidity analytics and risk 
appetite analytics, and ‘T’ is obviously for time.

Investment Principles
Measurable is reliable
The fund houses battle-tested suite of proprietary 
valuation, liquidity and risk indicators along with 
extensive financial modelling ensure that they 
consistently deliver superior results.

Quantamental investing
The Fund house believes that the economy and markets 
cannot be captured completely by models and indicators. 
Human judgement that comes from years of trading and 
investing experience has immense value hence seeks to 
harmonize between objectivity and subjectivity.  

Multi-asset, multi-manager
Apart from reducing risk by investing across asset classes, 
the fund takes diversification to another dimension by 
ensuring every investment decision comes from a focused 
discussion between investment managers with a diverse 
set of capabilities and experience.

Money flows from one asset class to another.
Money is a form of economic energy - the quantification 
of human effort. As the world evolves, a dynamic set of 
ideas continuously lead the change. Money flows and 
grows with these pioneering ideas. Identifying them and 
the specific assets that benefit is the surest and most 
consistent method for generating wealth.

Timing is everything
In the framework, time is a critical aspect of investing 
as the three dimensions of Valuation, Liquidity and Risk 
interact and move together in cycles across different 
periods. Alpha generation is optimised only by sanguine 
identification of the extremes.

Important Information
NAV (G) (Rs.) 220.49
IDCW (Rs.) 30.57
Inception Date Apr 01, 2000
Fund size(Rs.Cr.) 487
Fund Manager Ankit Pande, Vasav Sahgal
Entry load Nil
Exit Load -
Benchmark NIFTY 50 TRI
Min Investment (Rs.) 500
Min SIP Investment (Rs.) 500

Key Ratios
Beta (x) 1.22
Standard deviation (%) 23.91
Sharpe Ratio 1.27
Alpha (%) 13.04
R Squared 0.73
Expense ratio (%) 2.62
Portfolio Turnover ratio (1 Year) 2.84 times
Avg Market cap (Rs. Cr.) 79423.3

Mutual Fund Overview 
QUANT TAx PLAN
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Performance of the Fund alongwith Benchmark (as on Nov 26, 2021)
1 month 3 months 6 months 1 year 3 Years 5 Years Since Inception

Fund (%) -0.53 11.68 19.65 83.01 36.98 27.08 22.35
Benchmark (%) -2.96 4.30 13.54 39.43 19.53 17.66

Asset Allocation

Equity Cash

98.77% 1.23%

19.0 

9.8 

9.5 

9.4 

8.9 

8.6 

6.2 

4.1 

3.5 

2.8 

Banks 

Construction Project 

Construction 

Transportation 

Petroleum Products 

Consumer Non Durables 

Non-Ferrous Metals 

Textile Products 

Software 

Finance 

% SECTOR ALLOCATION Portfolioas on Oct 31, 2021
Stocks % of Net assets
Larsen & Toubro Limited 9.5
State Bank of India 8.3
Reliance Industries Limited 8.2
ITC Limited 6.3
Vedanta Limited 6.2
Adani Ports & Special Economic Zone 4.9
Indiabulls Real Estate 4.6
HDFC Bank 4.4
ICICI Bank 4.2
Oracle Financial 3.5

Note: All data are as on Oct 31, 2021; NAV are as on Nov 26, 2021
Source: Factsheet, Value Research

Ashika Mutual Fund Recommendation Alpha Generation

Month of 
Recom

Fund Name Benchmark NAV as on 
26.11.2021

1 Year 
Return 

(%)

3 Year 
Return  

(%)

5 Year 
Return 

(%)

Dec-20 Mirae Asset Large Cap Fund Reg (G) NSE - NIFTY 100 TRI 77.1 33.6 17.5 17.2

Jan-21 Quant Active Fund (G) NSE - Nifty 500 TRI 415.2 73.2 33.3 25.9

Feb-21 Kotak Tax Saver Scheme (G) S&P BSE Sensex TRI 70.7 39.2 20.3 16.7

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

128.9 97.7 36.2 21.4

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

23.8 37.7 19.4 16.6

May-21 IDFC Sterling Value Fund Reg (G) S&P BSE 500 TRI 84.0 63.4 19.2 17.9

Jun-21 ICICI Pru Large & Mid Cap Fund Reg (G) NSE - NIFTY Large Midcap 
250 TRI

523.9 51.3 19.7 15.0

Jul-21 Edelweiss Balanced Advantage Fund (G) CRISIL Hybrid 50+50 Moder-
ate Index

35.5 23.5 16.3 14.2

Aug-21 Nippon India Flexi Cap Fund Reg (G) NSE - Nifty 500 TRI 10.5 0.0 0.0 0.0

Sep-21 SBI Balanced Advantage Fund Reg (G) CRISIL Hybrid 50+50 Moder-
ate Index

10.1 0.0 0.0 0.0

Oct-21 HDFC Dividend Yield Fund Reg (G) NSE - Nifty Dividend Opp 50 
TRI

13.8 0.0 0.0 0.0

Nov-21 PGIM India Flexi Cap Fund (G) S&P BSE 200 TRI 26.1 48.8 28.0 20.8
Note: All data are as on Oct 31, 2021; NAV are as on Nov 26, 2021
Source: Factsheet, Value Research
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All Data Belongs To November 26, 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) 359.0 5368 6.4 13.6 46.0 19.9 17.2 14.4 0.8 2.0 

Mirae Asset Emerging Bluechip Fund Reg 
(G)

96.0 21635 3.7 13.8 44.4 25.2 21.6 21.7 1.1 1.7 

ICICI Pru Large & Mid Cap Fund Reg (G) 523.9 3671 10.6 19.6 51.3 19.7 15.0 18.4 0.8 2.0 

LIC Large & Mid Cap Fund Reg (G) 23.8 1500 4.9 17.0 37.7 19.4 16.6 13.7 0.9 2.4 

Kotak Emerging Equity (G) 70.5 16485 4.7 15.3 49.5 25.4 18.8 14.3 1.0 1.8 

Large & Mid Cap Fund

Value Fund

SBI Contra Fund Reg (G) 197.6 3106 9.9 17.4 63.5 24.4 17.0 17.4 0.9 2.1 

IDFC Sterling Value Fund Reg (G) 84.0 4207 6.2 15.8 63.4 19.2 17.9 16.6 0.7 2.0 

Nippon India Value Fund (G) 119.6 4368 4.7 15.3 46.9 20.0 17.4 16.2 0.8 2.0 

Kotak India EQ Contra Fund (G) 80.4 1189 1.4 10.3 35.5 17.8 17.4 13.6 0.8 2.3 

Invesco India Contra Fund (G) 75.7 8458 3.7 12.1 36.3 18.6 18.2 14.8 0.8 1.7 

Focus Fund

Axis Focused 25 Fund Reg (G) 45.8 20404 2.8 15.2 32.9 20.9 20.0 17.5 0.9 1.6 

Mirae Asset Focused Fund Reg (G) 19.6 7953 6.6 19.2 44.8 0.0 0.0 29.6 0.0 1.7 

SBI Focused Equity Fund Reg (G) 253.0 21677 12.6 26.7 51.8 25.9 20.5 20.6 1.0 1.8 

DSP Focus Fund Reg Fund (G) 33.6 2134 (1.4) 8.6 27.8 16.0 13.2 11.0 0.7 2.1 

Sundaram Select Focus Reg (G) 265.3 1403 0.6 11.6 33.2 16.8 17.0 18.4 0.8 2.2 

ELSS Fund

Quant Tax Plan (G) 220.5 487 10.1 17.8 78.0 34.9 25.4 16.0 1.2 2.3 

Kotak Tax Saver Scheme (G) 70.7 2323 4.4 13.5 39.2 20.3 16.7 13.0 0.9 2.0 

Mirae Asset Tax Saver Fund Reg (G) 30.6 10146 3.5 12.8 40.8 23.2 21.5 20.8 1.0 1.7 

Axis Long Term Equity Fund (G) 73.4 34235 2.0 14.9 32.6 20.7 18.9 18.2 1.0 1.5 

SBI Long Term Equity Fund Reg (G) 220.8 11094 5.0 13.5 40.3 17.8 14.2 14.6 0.8 1.8 

Flexi Cap Fund

Quant Active Fund (G) 415.2 1304 9.3 17.4 73.2 33.3 25.9 19.7 1.2 2.3 

SBI Flexi Cap Fund Reg (G) 74.5 15462 2.9 11.4 37.2 18.4 15.7 13.3 0.8 1.8 

Kotak Flexi Cap Fund Reg (G) 51.0 38521 0.4 8.0 29.0 16.0 15.3 14.1 0.8 1.6 

Motilal Oswal Flexi Cap Fund Reg (G) 33.7 11505 (4.2) 4.0 19.4 11.1 11.8 17.4 0.6 1.8 

Parag Parikh Flexi Cap Fund Reg (G) 50.4 17220 8.4 21.6 49.0 29.6 23.0 20.8 1.4 1.8 

Small Cap Fund

Quant Small Cap Fund (G) 128.9 1241 8.3 22.3 97.7 36.2 21.4 15.3 1.0 2.3 

SBI Small Cap Fund Reg (G) 103.0 10626 10.4 16.4 54.0 28.0 23.3 21.0 1.0 1.8 

Axis Small Cap Fund Reg (G) 59.3 7362 7.4 20.6 58.8 31.7 22.7 24.9 1.2 2.0 

Invesco India Smallcap Fund Reg (G) 21.0 1227 6.6 21.7 69.4 27.8 0.0 26.8 0.0 2.2 

Kotak Smallcap Fund (G) 164.4 6180 9.6 23.1 77.9 34.5 22.5 18.2 1.1 2.0 
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Balanced Advantage Fund

IDFC Balanced Advantage Fund Reg (G) 18.1 2743 1.8 8.6 18.0 12.4 10.7 8.6 0.7 2.1 

Sundaram Balanced Advantage Fund Reg 
(G)

14.5 1225 2.0 7.5 18.4 0.0 0.0 24.1 0.0 2.4 

Edelweiss Balanced Advantage Fund (G) 35.5 6331 2.0 8.7 23.5 16.3 14.2 10.9 1.1 1.8 

Kotak Balanced Advantage Fund Reg (G) 14.3 11813 1.7 6.2 15.8 13.0 0.0 11.2 0.8 1.8 

Aditya Birla SL Balanced Advantage Fund 
(G)

72.4 6124 1.1 5.9 16.8 12.5 10.5 9.6 0.7 1.9 

Equity Savings Fund

Aditya Birla SL Equity Savings Fund Reg (G) 17.4 536 1.7 6.4 15.4 10.7 8.9 8.2 0.8 2.5 

DSP Equity Saving Fund Reg (G) 15.7 382 (0.9) 4.0 14.3 9.2 7.9 8.3 0.6 2.4 

Kotak Equity Savings Fund Reg (G) 18.2 1626 3.5 6.4 13.1 9.9 9.4 8.7 0.8 2.2 

Nippon India Equity Savings Fund Reg (G) 12.2 239 0.8 4.7 14.5 (0.6) 2.7 3.1 (0.2) 2.5 

SBI Equity Savings Fund Reg (G) 17.2 1950 2.2 5.7 16.7 11.5 9.4 8.6 0.8 1.2 

Arbitrage Fund

Aditya Birla SL Arbitrage Fund Reg (G) 21.4 8942 0.8 2.0 4.2 4.8 5.2 6.4 1.1 1.0 

ICICI Pru Equity Arbitrage Fund Reg (G) 27.6 14821 0.9 2.1 4.1 4.8 5.2 7.0 1.0 0.9 

Kotak Equity Arbitrage Fund (G) 29.9 24430 1.0 2.1 4.2 4.9 5.4 7.0 1.2 1.0 

Nippon India Arbitrage Fund (G) 21.4 12136 0.9 2.1 4.1 4.8 5.4 7.1 1.1 1.0 

SBI Arbitrage Opp Fund Reg (G) 27.0 5013 1.2 2.4 4.2 4.6 5.1 6.8 0.8 0.9 

Thematic/Sectoral Fund

All Data Belongs To November 26, 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) 64.3 1132 9.3 17.1 60.5 18.9 15.5 16.2 0.7 2.3 

ICICI Pru Banking and Financial Services 
Fund Reg (G)

82.3 5242 0.1 3.5 32.3 12.5 14.0 17.2 0.5 2.0 

Nippon India Pharma Fund (G) 306.0 5210 (0.5) 4.9 28.7 26.9 16.3 21.6 1.0 2.7 

Sundaram Rural and Consumption Fund 
Reg (G)

56.8 1289 2.7 11.0 25.3 12.8 12.1 11.9 0.6 2.2 

Aditya Birla SL Digital India Fund Reg (G) 137.4 2658 7.0 30.3 76.5 39.7 32.1 10.6 1.5 2.2 

Index Fund

HDFC Index Fund-NIFTY 50 Plan (G) 156.9 4085 2.0 11.0 32.2 17.3 16.8 15.0 0.8 0.4 

ICICI Pru Nifty Next 50 Index Fund Reg (G) 37.1 1656 4.6 13.0 38.7 15.5 14.1 12.1 0.7 0.8 

HDFC Index Fund Sensex Plan 512.6 2754 1.8 11.6 30.1 17.6 17.5 15.4 0.8 0.4 

Motilal Oswal Nasdaq 100 FOF (G) 25.1 3998 5.5 20.4 32.2 35.3 0.0 35.3 0.0 0.5 

Motilal Oswal S&P 500 Index Fund Reg (G) 15.8 2398 6.8 15.2 30.1 0.0 0.0 32.6 0.0 1.1 
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Multi Assets

HDFC Multi Asset Fund (G) 47.7 1257 0.9 37.8 
(01/12/2020)

3.4 10.4 26.8 20.1 0.8 2.4 

SBI Multi Asset Allocation Fund Reg 
(G)

37.1 479 1.3 31.7082 
(01/12/2020)

3.0 6.4 17.6 13.5 1.0 1.9 

ICICI Pru Multi Asset Fund (G) 410.3 12509 0.9 285.0386 
(01/12/2020)

8.9 15.0 46.2 22.2 0.8 1.8 

Axis Triple Advantage Fund (G) 30.8 1613 1.1 24.2098 
(01/12/2020)

4.1 13.7 27.7 20.3 1.0 2.1 

Nippon India Multi-Asset Fund Reg (G) 13.0 1202 0.0 10.5642 
(01/12/2020)

2.4 9.7 23.4 0.0 0.0 1.9 

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

Solutions

All Data Belongs To November 26, 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)

12.4 312 0.0 11.92 
(16/03/2021)

1.2 1.9 3.3 6.8 0.0 2.1 

Aditya Birla SL Retirement Fund 30s 
Plan (G)

13.3 232 0.0 11.058 
(02/12/2020)

2.9 6.8 21.0 13.4 0.0 2.5 

HDFC Retirement Savings Fund Hybrid 
Equity Reg (G)

25.1 732 0.9 18.977 
(02/12/2020)

2.6 10.2 32.8 21.0 0.8 2.5 

Aditya Birla SL Bal Bhavishya Yojna Reg 
(G)

13.8 514 0.0 11.46 
(02/12/2020)

2.8 6.7 20.6 13.0 0.0 2.6 

ICICI Pru Child Care Gift Plan Reg 193.1 859 0.6 149.38 
(01/12/2020)

3.9 12.2 30.8 15.7 0.6 2.4 

SBI Magnum Children Benefit Fund 
Investment Plan Reg (G)

22.9 322 0.0 11.3306 
(01/12/2020)

17.2 44.6 103.9 0.0 0.0 2.6 
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StOCK PiCKS

iCiCi Bank Ltd.

Investment Rationale
Focus towards retail franchise 
aided to higher profitability
ICICI Bank has successfully trans-
formed itself from a corporate 
focused bank to a retail bank in the 
last 5 years. Bank’s management 
is continuously taking initiatives 
to de-risk its portfolio by adding 
granularity & by moving asset 
composition in favour of the retail 
segment (share of retail loans has 
increased to 62% in Q2FY22 from < 
40% a few years ago). This has led to 
loan growth of 17% yoy in Q2FY22 yoy 
(retail loans grew 20% yoy in Q2FY22) 
led by increase in economic activity, 
disbursements across all retail 
products, besides, shift towards retail 
also led to better fee income growth. 
Along with expansion of the physical 
presence, the bank has also leveraged 
technology to expand its customer 

base and improve services. The bank 
implemented a number of initiatives 
focused on increasing its retail 
clientele to deepen the penetration of 
products and services, thus further 
strengthening its franchise. This has 
led to a significant moderation in 
gross slippages and helped company 
in improving CASA Ratio and NIMs 
and thus improved to scale profitabil-
ity. CASA ratio indeed stood strong 
at 44% and cost of funds at 3.76% in 
H1FY22, one of the lowest in industry 
thus enabling the bank to earn NIMs 
of 3.9% to 4%. ICICI bank’s net profit 
hence grew 48% yoy in H1FY22 (after 
104% yoy in FY21) and more impor-
tantly, its core operating profit grew 
23% yoy in H1FY22 (17% yoy in FY21), 
which is impressive. Under the retail 
segment, business banking, credit 
cards and personal loans will grow at 
a higher pace due to their lower base, 

while home loans would continue to 
be the largest part of the portfolio. 
Given the pandemic and uncertainty, 
ICICI bank has pushed for secured 
loans – home loans and LAP in FY21 
so much so that mortgages now form 
more than half of retail loans. Some 
of the factors like the cut in stamp 
duty in key states, benign interest 
rates as well as work from home 
also helped apart from the fact that 
affordability is best in a decade. 

Asset quality managed, ade-
quate provisions to tide over 
uncertainties
It’s apparent that ICICI Bank has 
learnt lessons from the crises it faced 
in the past — retail asset quality trou-
bles in 2008 and the corporate bad 
loan cycle in 2014. Earlier mistakes 
of leveraging on unsecured products 
like personal loans and credit cards 
in FY09 led to asset quality troubles 

Company Information
BSE Code 532174
NSE Code ICICIBANK
Bloomberg Code ICICIBC IN
ISIN INE090A01021
Market Cap (Rs. Cr) 495280
Outstanding shares(Cr) 693.4
52-wk Hi/Lo (Rs.) 867.0/465.8
Avg. daily volume (1yr. on NSE) 19,302,190
Face Value(Rs.) 2
Book Value (Rs) 216

CMP: Rs 712 Rating: BUY Target: Rs 825

Promoters, 0.0%

DIIs, 42.49%
FIIs, 47.31%

Share holding pattern as on September 2021

Others, 10.2%
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in global financial crisis. This time 
bank has leant towards secured 
portfolio- mortgages forming 55% 
of retail loans, although home loans 
form 71% of mortgages. The bank 
also built significant war chest of 
Covid-19 provisions of Rs 6425 cr 
(~0.8% of advances) to meet with 
future challenges and has strong 
capital base (with CRAR of 18.33%) 
to fuel growth. Strong capital base 
together with low cost of funds 
enabled ICICI bank to earn one of 
the best NIMs of 3.94% in H1FY22 
(up from 3.7% in FY21). Management 
said they would target protecting 
NIM at 1HFY22 levels of 3.94% as 
excess liquidity would get unwound, 
loan pricing would not be overly 
aggressive and pace of unsecured 
consumer finance would normalize 
higher. Besides, focus on secured 
retail loans, cost savings through 
digital initiatives has resulted in 
strong core operating profit and 
ICICI Bank is expected to report 
>15% pre-provision profit in next 2-3 
years. During Q2FY22, asset quality 
as stated by GNPA/NNPA improved 
by 33bps/17bps qoq at 4.82%/0.99% 
respectively. The gross slippage ratio 
was higher at 3.15% but the strong 
upgrades & recoveries (3.1%) during 
the quarter resulted in lower net 
slippage ratio at 0.1% of the loans. 
The restructured loan book albeit 
increased to 1.3% of loans (vs 0.7% 
in Q1FY22) but 95% of it is secured 

and carrying provision of 20% (vs. 
regulatory requirement of 10%) thus 
providing comfort. The CV segment 
reported higher slippages and strong 
recoveries were seen from the gold 
loan segment (which had slipped in 
Q1FY22). Provision coverage remains 
robust at 80.1% in H1FY22 (77.7% in 
FY21) and more importantly, BB& 
below rated book now stands at 2.7% 
of net advances (vs 3.6% in FY21). The 
incremental restructuring pipeline is 
just Rs10bn/0.13%. The bank expects 
limited relapse from the restructured 
pool and believes that any deviations 
from expectations could be managed 
by utilizing Covid-19 provisions. 

Strong deposit franchise will 
position for growth
ICICI Bank should be among the 
prime beneficiaries of focus towards 
retail as well as commercial deposits 
to larger banks. Besides, a lower 
share of shorter-term unsecured 
retail loans (which run-down fast and 
where banks have made norms very 
stringent) will also reduce the drag 
from risk realignment.  ICICI bank’s 
domestic credit growth at 16% CAGR 
(FY14-H1FY22) has been well sup-
ported by strong liability franchise as 
deposits grew at 16% CAGR (FY14-
H1FY22). Deposit growth was lower 
than industry in FY12-15; however 
FY16 onwards deposit growth has 
outpaced the industry growth by 
more than 500bps each year led by 

digital initiatives along with branch 
expansion and focus on retail term 
deposits. CASA deposit grew by 17% 
CAGR (FY14-H1FY22) while term 
deposits grew by 15% CAGR (FY14-
H1FY22). CASA ratio has constantly 
improved from low of 43% in FY14 to 
52% in FY18 however in last 2 years 
focus has shifted towards retail term 
deposits which resulted in CASA 
share declining to 46% as of FY21 and 
further to 44% in Q2FY22. Driven by 
strong CASA franchise, the bank has 
managed to keep their cost of depos-
its low (one of the lowest in financial 
space), which help the bank in a 
current tight liquidity environment. 
Going forward, in order to maintain 
stable CASA ratio, the bank will invest 
further in strengthening its franchise 
and will leverage technology to 
improve customer experience and 
operating efficiency. For ICICI Bank, 
56% of fixed deposits in FY21 was 
sourced via digital channels. Strong 
digital push has lowered operational 
costs thus boosting operating profit. 
Asset-liability mismatch or ALM for 
less than one year is also undergoing 
a correction over the years, reflecting 
better balance sheet management. 
Mortgage forms a dominating share 
of its loan book, as a result average 
contracted maturity of its assets is 
bound to be on higher side. 

Management change driving the 
growth
ICICI Bank in FY19 went through 
a leadership change almost after a 
decade, Mr. Sanjay Bakshi the new 
MD & CEO and had laid down the 
clear focus mainly on achieving 
superior RoAs and RoEs through 
strong core operating performance. 
RoAs and RoEs dipped from highs 
of 1.8% and 14.6% in FY16 to lows of 
0.36% and 3.24% respectively in FY19 
as the bank went through a difficult 
period. However, under the able 
leadership of Mr. Bakshi and clear 
laid down objectives, RoAs and RoEs 
quickly revived to 1.39% and 12.6% in 
FY21 and further improved to 1.67% 
and 13.1% respectively in H1FY22 
(annualized). Internal and external 
feedbacks suggest improved credit 
culture, organizational stability 
and alignment under the new 

ICICI Bank 3 yr price chart
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CEO. Effective utilization of strong 
customer franchise, deepening 
penetration, and digital technology 
are envisaged to drive retail asset 
growth. Granularity to the loan book 
has been driven by strong growth in 
diversified retail loan book. Net retail 
advances to the Bank’s total advances 
have risen to 62.1% as of Q2FY22 from 
53.3% in Q1FY18. The bank offers wide 
spectrum of products across depos-
its, lending, payments, investment 
products and wealth management 
services. The corporate portfolio has 
also undergone sustained de-risking, 
as evidenced by a change in the 
bank’s rating profile. The share of 
overall loans rated A-and above rose 
from 56.2% in FY17 to 70.7% in Q2FY22. 
Further, ~90% of corporate disburs-
als, both domestic and international 
have been towards entities rated 
A- and above. Also, concentration of 
large loans (Top-20 exposure) has 
also been declining from about 14.3% 
in FY16 to 12% in FY21 and further 
declined to 10.5% in H1FY22. Con-
sequently, a large part of the stress 
pool being identified and crystallized, 
management is looking to increase 
coverage of the same. More impor-
tantly, the recent rules by the RBI 
with regards to capping on CEO term 
at 12 years (from 10 earlier)/15 years 
for promoter/non-promoter CEOs, 
has no impact on ICICI Bank and thus 
provides greater confidence on poli-
cymaking with view on long-term.

Key Risks
  Any disruption in retail portfolio 

resulting in lower balance sheet 
growth and higher than estimated 
slippages

  Asset quality could come under 
pressure with pandemic aggravating

Valuation
ICICI Bank has strategically trans-
formed itself into a full-fledged retail 
bank and such that share of retail 
loans has increased to 62% in Q2FY22 
from < 40% a few years ago. ICICI 
bank’s domestic credit growth at 16% 
CAGR (FY14-H1FY22) has been well 
supported by strong liability fran-
chise as deposits grew at 16% CAGR 
(FY14-H1FY22). Along with expansion 
of the physical presence, the bank has 
also leveraged technology to expand 
its customer base and improve 
services. The bank implemented 
a number of initiatives focused on 
increasing its retail clientele to 
deepen the penetration of products 
and services, thus further strength-
ening its franchise. This has led to 
a significant moderation in gross 
slippages and helped company in 
improving CASA Ratio and NIMs and 

thus improved to scale profitability. 
As of FY21, 90% of personal loans are 
sourced through insta channels, 75% 
of credit cards are sourced digitally 
and 56% of fixed deposits are sourced 
through digital channels. The man-
agement change in FY19 has worked 
wonders and has thus enabled the 
bank to have a long term vision and 
thus challenge leading retail bank 
and edge higher. While there are 
arguments on too much dependence 
on retail loans, the management has 
taken a leaf from its own shortcom-
ings back in 2008 when it scaled 
higher on the back of unsecured 
portfolio. This time, the credit growth 
has come on the back of secured book 
such that mortgages account for 55% 
of retail book and out of which 71% is 
from home loans which is the sought 
after by private banks. Asset quality 
has been pristine and the bank holds 
sufficient provisions and more than 
adequately capitalized for growth. 
Overall, the management has ticked 
most of the boxes and is closing FY22 
as probably the strongest bank in pri-
vate space. With strong loan growth 
of 14%-15% and pre-provision profit 
growth of 17% -20%, it has highest 
chances of riding this uncertain and 
torrid moment without much scare 
on balance sheet backed by cost 
advantages and superior digital capa-
bilities. The management stated that 
loan enquiries are strong and thereby 
the implied growth outlook is quite 
positive. Strong provisioning buffers 
for the bank should help the bank 
to chase growth without impairing 
profitability. At the CMP, the scrip 
is trading at 2.65x FY23E BVPS and 
investors are advised to ‘BUY’ For a 
target of Rs 825.

Particulars (in Rs Cr) FY20 FY21 FY22E FY23E
Net interest Income              33,266              38,989              47,040              54,546 
NIM (%) 3.6% 3.6% 3.7% 3.8%
Operating Profit              28,100              36,397              39,921              46,346 
PAT                7,930              16,195              21,364              26,046 
EPS (Rs) 12.08 23.67                30.81                37.56 
BV (Rs)                    175                    215                    238                    269 
GNPA (%) 6.0% 5.3% 4.6% 3.9%

Source: Ashika Research

The share of overall 
loans rated A-and 
above rose from 
56.2% in FY17 to 
70.7% in Q2FY22. 
Further, ~90% 
of corporate 
disbursals, both 
domestic and 
international have 
been towards 
entities rated A- and 
above.
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Company overview
Fortis Healthcare Ltd. (FHL) – an 
IHH Healthcare Berhad company 
– is a leading integrated healthcare 
services provider having Pan India 
presence with 27 healthcare facilities, 
4100 operational beds (including 
O&M model). The company’s 
diagnostics business i.e. SRL Limited 
has a presence in over 600 cities and 
towns, with an established strength 
of 425 laboratories, 20+ radiology / 

imaging centers; 48+ Accreditations 
(NABL/NABH/CAP) and a footprint 
spanning 2250+ customer touch 
points. FHL has a long and estab-
lished track record having favourable 
hospital maturity mix profile with 
large network of healthcare facilities. 
It has presence across various health-
care verticals, including secondary, 
tertiary care and diagnostics. Fortis 
has operations in India, United Arab 
Emirates (UAE) & Sri Lanka. With its 
corporate governance issues behind 

it, the association of FHL with IHH 
has provided an opportunity to gain 
from international experience and 
world class standards in patient care.

Investment Rationale
Hospital business well 
positioned
Healthcare spend has strong tailwind 
to grow at 14-15% annually due to 
increase in spending power and 
rising lifestyles related diseases. 
Fortis’ Hospital business is well 

Fortis Healthcare Ltd.
Company Information
BSE Code 532843
NSE Code FORTIS
Bloomberg Code FORH IN
ISIN INE061F01013
Market Cap (Rs. Cr) 21158
Outstanding shares(Cr) 75.5
52-wk Hi/Lo (Rs.) 303.8 / 141.1
Avg. daily volume (1yr. on NSE) 4047743
Face Value(Rs.) 10
Book Value 81.0

CMP: Rs 280 Rating: BUY Target: Rs 325

Promoters, 31.2%

DIIs, 15.8%
FIIs, 29.3%
Others, 23.7%

Share holding pattern as on September 2021
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positioned and has demonstrated 
healthy operational efficiency with 
industry leading Average Length of 
Stay (ALOS), Average Revenue Per 
Occupied Bed (ARPOB) and capacity 
utilisation. The company plans to add 
1,200–1,300 beds in a phased manner 
over the next two-four years will fuel 
growth. The company undertook a 
comprehensive strategic review and 
prioritized key areas to drive reve-
nues and operational performance. 
The Company is progressing speedily 
to expand and further invest in its 
medical infrastructure and technolo-
gies. State of the art advanced equip-
ment such as MR LINAC, Gamma 
Knife, Cath Labs, PET CTs and Bone 
Marrow Transplant Units are in 
the process of being commissioned 
in select facilities such as FMRI, 
Mohali. Mulund, Shalimar Bagh, 
Noida and Jaipur. The clinical talent 
pool of the Company was further 
augmented with eminent clinicians 
in specialties of cardiology, oncology, 
neurosciences, gastroenterology 
and orthopedics across key facilities. 
The Company continues to leverage 
digital and technology enablers to 
increase its patient footfalls. Fortis 
is looking at few smaller acquisition 
targets in the hospital space, but 
these should be right assets at the 
right price. It may also investigate 
large acquisition targets if the price 
is right and the opportunity is 

large. The focus is on increasing the 
profitability of the business which led 
to consolidation of its geographical 
presence by investing in, transform-
ing and scaling up high potential 
units and evaluating the divestments 
of low potential units.

Initiatives to fuel further growth
Fortis has embarked on an expansion 
journey along with turning around 
the lagging facilities, which are 
low-occupancy and low-EBITDA. 
During the earnings call manage-
ment guided towards an increasing 
occupancy rate in coming quarters. 
Fortis plans to add about 200 new 
beds by the end of this fiscal year 
and another 200-300 beds each year 
thereafter. The company plans to 

add 1,200–1,300 beds in a phased 
manner over the next two-four 
years will fuel growth. Fortis said its 
existing facilities in Gurgaon have 
already crossed the 70% occupancy 
level. Management plans to achieve 
previous best-in-class occupancy of 
73-75% by adding new specialties like 
interventional radiology and oncol-
ogy, upgrading existing infrastruc-
ture and improving market share in 
the cash market. Further, disciplined 
cost control adds to positives. In 
diagnostics, increased specialty test 
mix and focused B2C penetration, 
improved home collection services 
and expansion of collection centers 
are likely to set SRL on growth path. 
It is expected that hospital profitabil-
ity to sustain as higher occupancy 
brings operational leverage benefits.

Diagnostic business growth 
supported by strong industry 
tailwind
SRL has a presence in over 600 
cities and towns, providing a wide 
bandwidth and reach. Continuing 
to leverage the B2C model, SRL 
has added 498 customer touch 
points (in FY21) across key urban 
and semi-urban cities of India with 
focused action on building presence 
in all tier cities. Management expects 
to double collection points from 
2,000 in next 2-3 years. Increased 
specialty test mix and focused 
B2C penetration, improved home 
collection services and expansion 
of collection centers are likely to 
set SRL on growth path. In order to 
optimally utilize its collection center 
(CC) and lab infrastructure, SRL has 
significantly improved its collection 
center (CC) to lab ratio. Calibrated 
network expansion in both B2B & 
B2C segment coupled with tailoring 
product portfolio towards value 
accretive specialised test is likely to 
improve topline growth, better than 
industry growth. Faster shift from 
unorganized business to organized 
players, potential consolidation, 
likely increase in preventive check-
ups and sizeable scale would benefit 
the organized players. As per the 

Fortis Healthcare 3Yr. Price Chart
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The company plans 
to add 1,200–1,300 
beds in a phased 
manner over the 
next two-four years 
will fuel growth. 
Management plans 
to achieve previous 
best-in-class 
occupancy of 73-75% 
by adding new 
specialties.
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management, SRL would strive to 
maintain EBITDA margins in the 
range of 23-25% going forward.

Decent Q2FY22 performance
Fortis Healthcare reported Q2FY22 
performance better than estimates 
mainly on profitability front sup-
ported by highest ever ARPOB. Both 
segments hospitals & diagnostics 
have reported healthy recovery. 
Covid contributed to approximately 
3% of Hospitals revenue and 18% 
of Diagnostics revenue in Q2FY22 
compared to 29% and 28% of revenue 
respectively in Q2FY21. Non Covid 
occupancy was 62% in Q2FY22 for 
Hospitals and the highest ever 
ARPOB of Rs 18.7 mn was achieved 
during the quarter. There was 
a pent-up demand for surgical 
procedures which should taper off 
in the forthcoming quarters. OPD 
footfalls in hospitals through digital 
channels doubled during the quarter 
compared to Q2FY21. Digital channels 
contributed to 13% of overall OPD 
footfalls. Revenue grew 47.0% YoY 
to Rs. 14625 crore with hospitals and 
SRL (diagnostics) both growing ~47% 
YoY. EBITDA margin remained flat 
sequentially at 19.4% with costs slowly 
normalising. Management continues 
to implement measures to keep costs 
in check.

Key Risks
  Ongoing regulatory concerns with 

any adverse ruling in Supreme Court 
case.

  Business recalibration and cost 
savings taking longer than expected 
time. 

  Mature hospitals unable to sustain 
profitability.

Valuation
Fortis Healthcare is well positioned 
to capitalise on the growing oppor-
tunities in healthcare services. Better 
affordability, widening medical 
insurance coverage, growing health-
care awareness and government 
boost are the future growth drivers 
for Indian healthcare sector. Fortis 

Healthcare, under the new manage-
ment undertook a comprehensive 
strategic review and prioritized key 
areas that would drive revenues and 
operational performance. Fortis has 
embarked on expansion journey 
along with turning around lagging 
facilities. Addition of 1,200–1,300 
beds in a phased manner over the 
next two-four years will fuel growth. 
Management plans to achieve 
previous best-in-class occupancy 
of 73-75% by adding new specialties 
like interventional radiology and 
oncology, upgrading the existing 
infrastructure and improving market 
share. Further, sustained focus on 
cost optimisation and productivity 
add to positives. In diagnostics, 
increased specialty test mix and 
focused B2C penetration, improved 
home collection services and expan-
sion of collection centers are likely to 
set SRL on growth path. We remain 
optimistic on the future outlook 
considering strong growth in the 
hospitals with increasing occupancy 
& ARPOB, inherent traction in the 
diagnostic industry for SRL and the 
cost control initiatives employed 
by the current management and 
additional upside from the vaccine 
opportunity. Thus, we recommend 
our investors to BUY the scrip with 
target of Rs. 325 from 12 months 
investment perspective. At the CMP, 
the scrip is valued at EV/EBITDA 
multiple of 17.4x on FY23E EBITDA.

Particulars (in Rs Cr) FY20 FY21 FY22E FY23E

Net Sales 4632.3 4030.1 5904.1 6553.6

Growth (%) 3.6 -13.0 46.5 11.0

EBITDA 609.5 404.5 1127.7 1277.9

EBITDA Margin (%) 13.2 10.0 19.1 19.5

Net profit 79.3 -103.7 395.6 530.8

Net Profit Margin (%) 1.7 -2.6 6.7 8.1

EPS (Rs) 0.8 -1.5 5.2 7.0
Consensus Estimate: Bloomberg, Ashika Research

Fortis Healthcare 
is well positioned 
to capitalise on 
the growing 
opportunities in 
healthcare services. 
Better affordability, 
widening medical 
insurance coverage, 
growing healthcare 
awareness and 
government boost 
are the future 
growth drivers for 
Indian healthcare 
sector.
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StOCK PiCKS

Affle India Ltd

Company overview
Affle India ltd. is a pure play adver-
tisement technology company 
that helps enterprises drive user 
acquisitions and improve consumer 
engagement through mobile adver-
tising. Affle’s end-to-end integrated 
mobile marketing platform with deep 
learning AI (artificial intelligence) 
powered algorithms transform ads 
into consumer recommendations 
delivering conversions. This powers 
it’s performance based pricing model 
(CPCU) thus driving higher ROI for 
brands globally. Company now has 
around 2.2 billion connected devices 
and its converted users have grown 

at 38% CAGR over FY19-21 to ~105 
million. Affle has a long-term vision 
to reach 10 billion+ next set of mobile 
first connected devices through Affle 
2.0 strategy for in the decade ahead.

Investment Rationale
Pandemic has accelerated the 
digitalization
The outbreak of COVID-19 pandemic 
has accelerated the shift to digital 
with mobile as preferred channel 
in emerging markets. It is expected 
that the accelerated growth in digital 
adoption will continue in India & 
emerging markets given declining 
cost of smartphone and very low 

data costs. On an average Indians 
consume 14.6 GB data per smart-
phone per month, second highest 
globally, and this is expected to triple 
over next five years, according to 
Ericsson mobility report 2021. As the 
smart phone is more affordable than 
PCs, nearly 73% of internet users 
will access the web solely via their 
smartphones by 2025 as per World 
Advertising Research Center. India 
emerged as a fastest growing country 
in app downloading in CY20, though 
China is the largest in app down-
loading in the World. Further, due to 
COVID, the screen time has tre-
mendously increased, consequently 

Company Information
BSE Code 542752
NSE Code AFFLE
Bloomberg Code AFFLE IN
ISIN INE00WC01027
Market Cap (Rs. Cr) 15390
Outstanding shares(Cr) 2.66
52-wk Hi/Lo (Rs.) 1,260/628
Avg. daily volume (1yr. on NSE) 120,800
Face Value(Rs.) 2.0
Book Value (Rs) 61.13

CMP: Rs 1,152 Rating: BUY Target: Rs 1,380

Promoters, 59.89%

DIIs, 6.41%
FIIs, 16.14%
Others, 17.57%

Shareholding Pattern as on 30th Sept. 2021
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creating a lot more internet traffic 
and lot more impressions and clicks. 
In India the time spent in front on 
mobile devices rose by 39.4% from 3.3 
hours per day in CY19 to 4.6 hours in 
CY20. In India, almost 51% of online 
sales volume is transacted through 
mobile devices as compared to aver-
age 39% globally. Hence, Affle India is 
rightly focused on mobile advertising 
given the huge share of mobile in 
India’s digital media spends.

Rise in e-commerce sales to 
drive digital ad spends
The pandemic has disrupted con-
sumers’ purchase behavior and that 
led higher e-commerce sales. The 
online sales have also getting prom-
inence in Tier 2, Tier 3 cities and 
beyond. Indian e-commerce sector’s 
digital advertising spends were at 
USD 656 million in FY21. With e-com-
merce shoppers estimated to grow at 
13.8% CAGR over FY21-25, digital ad 
spends by e-commerce businesses 
is expected to grow at 33.7% CAGR 
over same period. As consumers have 
opened up to digital buying, E-com-
merce platforms have also emerged 
as serious avenue for advertising 
during the pandemic. As per Criteo’s 
report that 55% of markets are likely 
to increase their advertising budgets 
on retail websites/apps in 2021. 
Hence, rising digital spends will 
boost Affle’s earnings growth going 
ahead.

Consumer platform enables high 
ROI driven CPCU pricing
Affle operates in two business plat-
forms including consumer platforms 
and enterprise platform. Consumer 
Platform primarily provides new 
consumer conversions, retargets 
existing consumers and offers online 
to offline (“O2O”) platform that con-
verts online consumer engagement 
into measurable in-store walk-ins. 
The enterprise platform provides 
end-to-end solutions to enterprises 
for enhancing their engagement with 
mobile users, such as developing 
Apps, enabling offline to online 
commerce for offline businesses with 

e-commerce aspirations and provid-
ing enterprise grade data analytics 
for online and offline companies. 
Affle operates on ‘Cost per Con-
verted User’ (CPCU) based pricing. 
It is a outcome based pricing model 
wherein conversions are linked to the 
deep funnel matrix which are post 
click and post install events (pur-
chase, add to cart etc.) done by the 
consumers on their smart-devices. 
This means Affle receives revenue 
only when a user performs these 
events. This offers much better value 
proposition to clients compared with 
other advertising solutions that rely 
largely on number of clicks or visits 
per web page. In the industry, CPCU 
model provides superior ROI (Return 
on Investment) for clients, lowers 
ad-fraud rate, improves ad-quality 
and user experience. Thus, Affle’s 
consumer platform enables high ROI 
(Return on Investment), driven by 
CPCU pricing.

Company 2.0 strategy to drive 
growth
Company 2.0 strategy aims to reach 
more than 10 billion connected 
devices including mobile smart 
phones, connected TV, smart 
wearables and out-of-home screens 
to enable integrated omni-channel 
online and offline consumer jour-
neys. The company aspires to drive 
sustainable, innovation led profitable 
growth through this strategy. Affle 
2.0 strategy is anchored on OEM 
partnership. Partnership with mobile 
OEMs, operators and publishers 
enables Affle to do holistic advertise-
ment on the OEM device as compared 
to only in-app adds earlier. Vernacu-
lar focus enables hyper personalized 
consumer recommendations and 
targeting next set of users coming 
from Indian rural areas and South 
East Asian countries where native/
regional languages are predominant. 
Verticalization focus on top 10 high 
growth, resilient internet sector ver-
ticals such as E-commerce, Fintech, 
Foodtech, Edtech, Gaming etc. will 

Affle India Price Chart
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Company 2.0 
strategy aims to 
reach more than 10 
billion connected 
devices including 
mobile smart 
phones, connected 
TV, smart wearables 
and out-of-home 
screens to enable 
integrated omni-
channel online and 
offline consumer 
journeys.
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enable Affle to drive deeper insights 
in these verticals leading to greater 
ROI for the company. Affle partners 
with mobile OEMs, operators and 
publishers, to enable exclusive 
access to on-device touch points 
and augment holistic advertise-
ment across consumer’s connected 
journey. Acquisition of Appnext 
(device app-discovery company) has 
given Affle exclusive access to few 
of the largest mobile OEM’s devices 
for app recommendations. Currently 
Appnext serves Samsung, xiaomi 
and Oppo. This gives it a dominant 
market share and it is also their 
single largest partner in India and 
South East Asia. These strategies will 
drive company’s revenue growth 
going forward.

Key risks
  Customers can reduce their 

marketing spends due to economic 
uncertainties in key markets like 
India, South East Asia, Middle East 
Africa and Latin America and that 
could hurt its business growth.

  Amazon, one of Affle’s top client, 
has entered into ad-tech business in 
India and that could impact Affle’s 
market share

Valuation
Affle India is well placed to to capture 
opportunities from favourable 
industry tailwinds given its compe-
tencies in both in-app and on-device 
ecosystems, end-to-end offerings in 
the CPCU business model and a first-
mover advantage in emerging mar-
kets. Affle is proxy to India’s growing 
digital ad spends and it aims to reach 
more than 10 billion connected 
devices in future. The outbreak of 
COVID pandemic has accelerated the 
pace of digitization and e-commerce 
sales and these are the structural 
growth drivers for Affle going ahead. 
Hence, we have a positive view on 
Affle India given its strong balance 
sheet, greater adoption of its plat-
form, strengthening relationships 
with advertisers directly and a 
long runway for growth. Hence, we 
recommend our investors to BUY 
the scrip with target of Rs 1380 from 
12 months investment perspective. 
At, CMP, the scrip is valued at P/E 
multiple of 63.3x on FY23E Bloomberg 
consensus EPS of Rs 18.2.

Particulars (in Rs Cr) FY20 FY21 FY22E FY23E

Revenue        333.8     516.8          977.0         1,376.8 

Growth (%) 33.8% 54.8% 89.1% 40.9%

EBITDA 87.9          129.7          192.5            300.3 

EBITDA Margin (%) 26.3% 25.1% 19.7% 21.8%

Net profit 65.5          134.8          166.3            241.2 

Net Profit Margin (%) 19.6% 26.1% 17.0% 17.5%

EPS (Rs) 5.2            10.6            12.4              18.2 
Source: Bloomberg consensus

Affle is proxy to 
India’s growing 
digital ad spends 
and it aims to reach 
more than 10 billion 
connected devices in 
future. The outbreak 
of COVID pandemic 
has accelerated the 
pace of digitization 
and e-commerce 
sales and these 
are the structural 
growth drivers for 
Affle going ahead.
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Monthly Insight
Performance
Since Jan-2019... return @CAGr 27.1%
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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 

30-Jun-21 2426006 4576540 266976 4843516 

31-Jul-21 3924461 4576540 397901 4974441 

31-Aug-21 1920864 5080743 (120808) 4959935 

30-Sep-21 (97678) 5531501 137699 5669200 

31-Oct-21 (1282290) 5785074 (23817) 5761257 

26-Nov-21 (2236970) 6236551 (475411) 5761140 

*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 November 26, 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
 ICICI Bank  01-Dec-21 702 712.0 499824 825 15.9%        
 Fortis Healthcare  01-Dec-21 1786 280.0 500080 325 16.1%        
 Affle India  01-Dec-21 434 1152.0 499968 1380 19.8%        
Container Corp 01-Nov-21 761 657.0 499977 830 26.3%        
Sobha 01-Nov-21 649 770.0 499730 890 15.6% 03-Nov-21 932 604868 105138 21.0% 2 3840%
Johnson Cont - Hitachi AC 01-Nov-21 241 2076.0 500316 2550 22.8%        
Aptus Value Hsg. Fin. 01-Oct-21 1577 317.0 499909 450 42.0%        
Birlasoft 01-Oct-21 1220 410.0 500200 485 18.3% 18-Nov-21 492 600118 99918 20.0% 48 152%
Himatsingka Seide 01-Oct-21 1838 272.0 499936 340 25.0%        
HCL Tech 01-Sep-21 424 1180.0 500320 1390 17.8%        
Whirlpool of India 01-Sep-21 234 2135.0 499590 2480 16.2% 12-Oct-21 2480 580320 80730 16.2% 41 144%
Zydus Wellness 01-Sep-21 217 2304.0 499968 2680 16.3%        
Jubilant Foodworks 02-Aug-21 133 3770.0 501403 4340 15.1% 12-Oct-21 4340 577220 75817 15.1% 71 78%
Can Fin Homes 02-Aug-21 920 543.8 500333 650 19.5% 08-Sep-21 650 598000 97667 19.5% 37 193%
Arvind 02-Aug-21 4750 105.1 499225 135 28.4% 19-Oct-21 135 641250 142025 28.4% 78 133%
Tech Mahindra 01-Jul-21 455 1096.0 498680 1270 15.9% 06-Aug-21 1270 577850 79170 15.9% 36 161%
Hero Motocorp 01-Jul-21 172 2905.0 499660 3390 16.7%        
Zee Entertainment 01-Jul-21 2310 216.5 500115 250 15.5% 14-Sep-21 250 577500 77385 15.5% 75 75%
Infosys 01-Jun-21 358 1400 501200 1610 15.0% 26-Jul-21 1610 576380 75180 15.0% 55 100%
HDFC Ltd. 01-Jun-21 195 2567 500565 2940 14.5% 27-Oct-21 2940 573300 72735 14.5% 148 36%
Natco Pharma 01-Jun-21 472 1059 499612 1230 16.2%        
ICICI Bank 03-May-21 845 593 499800 720 21.4% 31-Aug-21 717 605696 105896 20.8% 120 63%
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-21 551 619976 120136 23.9% 50 175%

Vardhman Textiles 01-Apr-21 375 1330 498785 1550 16.5% 12-Jul-21 1550 581250 82465 16.5% 102 59%
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% 17-Sep-21 2350 564000 67701 13.6% 200 25%
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% 09-Aug-21 340 615400 115071 23.0% 188 45%
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% 30-Sep-21 191 457200 -45046 -9.0% 394 -8%

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
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%
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% 20-Aug-21 19500 546000 54013 11% 445 9%
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% 02-Aug-21 19464 583920 74545 14.6% 427 13%
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% 28-Jun-21 5600 571200 67896 13.5% 420 12%
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 17-Nov-21 240 708000 205637 40.9% 595 25%
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% 18-Oct-21 820 503480 4866 1.0% 870 0%
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% 13-Sep-21 215 387000 -113089 -23% 927 -9%
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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retAiL SeCtOr: 
ROAD TO NORMALCY

SECtOR OUtLOOK

Retail is one of the sectors, 
which hit severely in the 
COVID-19 pandemic. 
The contribution of 

retail sector in Indian economy is 
enormous in terms of employment 
generation and economic benefits. 
The advent of the COVID-19 pandemic 
interrupted the growth trajectory of 
the retail sector. The lockdown in 
1st wave and 2nd wave had a severe 
impact on those retailers, which 
were solely dependent on physical 
stores. However, the e-commerce 
industry saw robust growth due 
to the inclusion of many first-time 
buyers and is likely to touch ~USD 
100 billion by FY24, outpacing an 
earlier estimate of USD 80 billion by 
FY25. Thus, the front line retailers 
have leveraged their digital channel 
and emphasize on online sales. A 
structural change happened in retail 
sector with most of the retailers are 
now focusing on Omni channel sales, 
thus strengthening their presence 
both offline and online sales. In 

current dynamic environment, 
retailers should adopt the digital 
disruption quickly in order to sustain 
their business momentum otherwise; 
the existence of the business might be 
difficult in coming time. The Indian 
retail market in Asia is third largest 
and the world’s fourth largest after 
the US, China and Japan. The market 
size is pegged at ~USD 845 billion 
with organized retail accounting for 
USD 101 billion, which is 12% of the 
overall retail market as of FY20 as per 
Technopak. The overall retail market 
is expected to grow at a CAGR of 6% 
to reach a size of USD 1.1 trillion by 
FY25. The share of organized retail is 
likely to increase at 15% CAGR till FY25 
from 12% in FY20. This growth will 
be driven by increased consumption 
with the growing working-age 
population, rapid urbanization, 
higher per capita disposable incomes, 
increasing number of households and 
rural growth. Retail which was one of 
the most affected sector during the 
pandemic witnessed some normalcy 

The lockdown in 1st 
wave and 2nd wave 
had a severe impact 
on those retailers, 
which were solely 
dependent on 
physical stores. 
However, the 
e-commerce 
industry saw robust 
growth due to the 
inclusion of many 
first-time buyers 
and is likely to touch 
~USD 100 billion by 
FY24, outpacing an 
earlier estimate of 
USD 80 billion by 
FY25
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in Q2FY22 post relaxation of COVID restrictions. Though 
the recovery trends across the categories remain 
divergent, but the common theme has been significant 
pick-up in revenues recovery on QoQ basis. However, 
the key monitarable will be the sustenance of demand 
post the festive season. Overall, most categories are close 
to normalization (pre-covid sales trajectory) and focus 
will again shift to business fundamentals, with higher 
ecommerce/ online presence which being one of the main 
growth driver for the retailers. In Q2FY22, most of the 
retail companies managed to report EBITDA breakeven 
and outlook on all categories remains encouraging. As 
the growth outlook improves on account of receding 
COVID cases, retailers are considering to expand their 
physical stores in order to recover their lost sales during 
the pandemic time. There has also been consolidation in 
India’s retail sector as due to severe financial impact in 
the pandemic, many retailers closed down their stores 
due to financial distress and that resulted in organized 
and strong players gained the market share in the 
expense of unorganized retail players. Hence, post the 
pandemic the organized retail market share has improved 
and the sector has been witnessing steady recovery since 
the beginning of festive season.

Increasing urbanization the key growth 
driver
India’s economy is largely driven by consumption and 
over the years, the share of domestic private consumption 
in GDP has increased from 55% in FY15 to 60% in FY20. 
With a median age of 28 years, India is a country with a 
young working-age population that will drive growth in 
incomes and consumption. Another factor that will drive 
the growth of retail sector is increasing urbanization 
in India. According to United Nations estimates, nearly 
40% of Indians will be residing in urban areas by 2030, 
up from 34% in 2018. It also stated that the top 9 metros 
and 31 boom towns will likely be significantly richer than 
other cities. There will also be more than 5,000 small 
urban towns (50,000-100,000 persons each) and more 
than 50,000 developed rural towns (5,000-10,000 persons 
each) that already have very similar income profiles. 
The rural per capita consumption is likely to grow faster 
than urban areas over the next decade. Rural per capita 
consumption will grow to 4.3x by 2030, compared to 3.5x 
for urban. The income levels in developed rural towns 
are now similar to those in small towns and there has 
been greater internet penetration in small rural towns 
which fuel the demand for retail. India’s 40 top cities 
will add 25% to the country’s total consumption by 2030, 
while other urban towns will add another 20%. The 
rural markets will still contribute to over 50% of the 
consumption. The developed rural section will provide a 
large opportunity to unlock consumption by improving 
the infrastructure and providing access to organized and 
online retail. Hence, the increasing urbanization and 

rising internet penetration will drive the demand for both 
offline and online retail sales.

Impact of COVID pandemic on the sector 
and its consequences
Pre pandemic, Indian retail sector was expected to triple 
by 2030 on the back of steady consumption growth. 
However, the outbreak of COVID 19 infection from the 
beginning of 2020 has interrupted the growth trajectory, 
leading to 1-2 year delay in achieving the estimates. 
Since March to June, India had gone through stringent 
lockdown in order to curb the spread of Covid which hurt 
the consumption demand for retail sector. Growth drivers 
like the increasing share of affluent/elite households, 
nuclearisation and urbanization came under pressure, 
resulting in a contraction in the retail sector in 2020 
after several years of double-digit growth. Restriction 
on movement of people, mainly affected the business 
of physical retail stores, resulted in huge losses for the 
retailers. However, the scenario has started to change 
after the vaccination program started and restrictions 
have lifted up. Going forward, a faster vaccination rate 
should help control the spread of the virus, leading to the 
revival of the sector. During the pandemic time, there has 
been changed in buying pattern of consumers. During 
COVID-19, many consumers adopted online shopping 
for the first time, given more safety and better product 
availability. Several new online buyers started with 

Increasing Urbanization

Source: Industry report
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social media apps like WhatsApp and Facebook instead 
of traditional e-commerce websites. The pandemic has 
also led to improved online spends by existing users. 
There has been a 1.4x times increase in the average 
number of categories bought online per existing shopper. 
Growth in e-commerce channels has accelerated with 
the acquisition of new users and increased spending. Due 
to rising uncertainty of income during the pandemic, 
the product pricing become an important determinant 
of purchase. During the pandemic, the focus has shifted 
to availability from brand; although, the significance 
of brand continues for food items due to increased 
incidence of health and hygiene. Another change that 
happened was the online media has overtaken traditional 
channels like print, television and radio as an influencing 
source. Consumers believe they can make more informed 
decisions based on user reviews available on online 
platforms. Hence, the online sales got the importance 
during the pandemic and become a new channel of sales 
for retailers.

Increasing importance of e-commerce
Indian e-commerce market has gone up significantly 
from FY12 on the back of rising smartphone and internet 
penetration. India has seen massive growth in 4G mobile 
and internet penetration over the last five years, driven 
by a steep decline in the prices of data and handsets. 
Over the next 10 years, voice-based user interaction, 
vernacular and video content and easier access to the 
internet will open a large user base for consumption on 
digital platforms. India is likely to have 1.1bn internet 
users by 2030 and over 90% of Indians above the age 
of 15 years will be online. Over 80% of internet users 
in India access the internet on mobile phones; this is 
expected to increase to over 90% in the coming years. 
Rapid e-commerce growth has led to a rise in the scale 
of operations. Retailers are therefore seeking different 
viable operating models. Currently e-commerce retail 
players are using 3 operating models namely, market 
place model, Inventory led model and fulfilled by 
e-retailers. Despite of significant growth in e-commerce 
in India, it is still in a nascent stage compared to other 
countries. The global e-retail growth had been passed 
through 3 phases of transition like shopper penetration 
below 10%, steep increase in penetration driven by 
lower data prices and investments and a surge in annual 
transactions per customer. The Indian e-retail market 
is mimicking the global trend and is currently at a point 
of inflexion with a steep drop in data prices in the past 
few years. E-retailers in India are investing in creating 
brands to attract millennial who form the majority of 
online shoppers. New operating models like omni-
channel retailing and delivery through local retailers 
are expected to gain significance in the coming years. 
E-retailers are establishing fulfilments centers closer to 
end users to increase the speed to market. The COVID-19 

pandemic has further fuelled e-commerce growth and 
transformed the way brands function and how consumers 
choose to shop and pay. As per Nielsen, there was a rapid 
increase in the average spend of online shoppers across 
categories. As per Worldpay FIS, the Indian e-commerce 
industry is poised to grow ~84% to USD 111 billion by 2024, 
benefiting from a huge demand created by the pandemic. 
Online platforms will allow consumers from different 
geographies and income groups easy and quick access to 
a wide range of products. This will help in servicing the 
unmet aspirational demands of consumers from tier-3/4 
towns and rural markets. This large untapped pool of 
consumers will therefore boost online consumption and 
fuel economic growth. Hence, it is expected that the 
Indian e-commerce market to grow at a robust pace on 
account of an enhanced consumer base and a wide range 
of products for the customers.

Indian e-commerce market (USD billion)

Source: Industry report
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Most retailers focusing on Omni channels
With the changing dynamics, it is imperative for the 
corporate to adopt the changes and go with the secular 
trend. Increased adoption of technology and digitization 
along with fierce competitive intensity makes it necessary 
for retailers to connect with consumers at the right 
time and place. Therefore, it becomes important for 
retailers to know who their consumers are and then 
connect all touch-points through proper supply chain. 
The integration of all the channels in order to provide 
the customers a seamless and glitch free experience of 
shopping across platforms and channels is known as 
Omni channel. Omni channel means that the retailers 
provide both offline and online services to customers. 
Servicing customer orders at various points like stores 
& homes, and fulfilling returns are crucial for omni-
channels. Therefore, the integration of supply chain 
networks becomes important to drive forward and 
backward operations. Further, online and physical 
operations must be in complete sync allowing retailers 
to service customer demands anywhere and anytime. 
Customers are also shifting away from carrying cash 
and are adopting mobile wallets and other payment 
applications. Therefore, it becomes important for omni-
channel retailers to offer electronic payment options to 
facilitate a smooth checkout process. Smartphones are 
expected to be the most important tool for the growth of 
omni-channel retailing. A well-executed omni-channel 
framework that ensures easy management of orders 
resulting in accurate, timely and quick delivery of items 
is beneficial for both retailers and consumers. Omni-
channel implementation and deliveries from stores 
result in the reduction of overhead costs like warehouse 
maintenance, staff salary and pick and pack charges. This 
improves profitability for retailers selling through their 
own portals. Thus, the adoption of omni-channel across 
retail players will help them to gain the market share and 
consumer trust.

Retailers using digital platform to 
influence consumer purchase
Digitalization becomes important in today’s world. 
The traditional modes of marketing, advertisement, 
supply chain, distribution and retailing are changing 

rapidly with the growth in digitization and connectivity. 
Digital channels bring opportunities for more precision 
marketing, deeper engagement and stronger connections 
between brands and consumers. The implementation of 
digitalization, analytics across the value chain enable the 
companies to engage closely with their consumers and 
serve them in the most cost efficient way. The brands 
are using digital and traditional media platforms to 
create awareness. AI (artificial intelligence) and Machine 
Learning (ML) will be used extensively to provide 
marketers with a better understanding of consumers’ 
purchase patterns. Marketers will adopt a data-backed 
approach to reduce customer acquisition costs, resulting 
in better conversions and higher margins. Consumers are 
increasingly engaging with brands on a range of media 
platforms, notably digital media which is consumed on 
the go and mostly on mobile phones. The advancements 
in technology and the Internet of Things have made 
a transformative impact on the supply chain process 
from assessing market demand using digital analytical 
forecasting to an integrated operations strategy. Hence, 
adoption of digitalization is going to influence the 
consumer purchase and also at same time aid the retailers 
to integrate its supply chain.

Consolidation in retail sector post COVID
Spoiled by store closures and several lockdown 
restrictions, the retail sector was among the worst hit 
in COVID-19 pandemic. However, the sector strive to 
recover post the first wave, the outbreak of second wave 
further toll on retailers that are struggling to survive. 
During the pandemic, the movement of people had been 
restricted to curb the spread of virus and that affected 
the business of physical stores most severely. As the 
mobility has been restricted for long time, many retailers 
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came under financial pressure owing to liquidity crisis, 
resulted in store closures. A steep decline in discretionary 
spending have resulted in temporary/permanent 
shutdowns of stores and lay off and hence many small 
retail players either closed their business or merge with 
larger retailers. Cash rich retailers with strong capital 
base have survived the shock and gained the market share 
over the expense of small retailers. Mainly, the share of 
organized retail is expected to improve going forward 
due to the consolidation in the industry. Hence, the 
consolidation in the market, will help the organized retail 
players to increase their market share and strengthen 
their future earnings visibility.

Expanding stores on back of recovery
Leading retail players such as Reliance Retail, Trent, 
Aditya Birla Fashion & Retail and Shoppers Stop plan to 
accelerate store expansion, launch newer formats and 
add newer categories as their sales reached or surpassed 
pre COVID levels in the festive season. All the major 
retailers are planning to add new 
stores in this fiscal and next fiscal 
year. Other landmark stores like 
Nike, Puma, Levis, etc are looking to 
expand as footfalls touched to 90-95% 
of pre-pandemic level with all time 
high conversion rate across chains. 
The demand has been buoyant and it 
has come back in big way across the 
country. As the vaccination across the 
country has improved, so the people 
got the confidence of going out for 
shopping. Most established retailers 
have reduced their debt with cash 
flows improving and expect debt to 
come down further, thus aiding their 
growth plans. Both two prominent 
retail players Aditya Birla Fashion 
and Retail and Shoppers Stop have 
reduced their debt in Q2FY22 due 
to sharp business recovery. It is 

expected that in Q3FY22, the retailers will able to reduce 
debt further from incremental cash flows on account 
of healthy festive season sales. Hence, as the economic 
activities are getting back to normal, the organized 
retailers are on the way to normalcy.

Companies New store to add in FY22 
& FY23 (no. of stores)

Reliance Retail ltd. 1,200 

Shoppers Stop 20 

Aditya Birla Fashion Retail ltd. 100 

Retail sector is witnessing steady recovery post the 
second wave of pandemic and most of the retailers have 
reached to 95% of the pre COVID sales in festive season. 
Given the bouyant demand across the country, retailers 
are planning to open new stores in next 2 years. The 
outbreak of COVID-19 pandemic has accelerated the 
growth of e-commerce sales and now e-commerce sales 

contribution of overall sales for most 
retailers have gone up significantly 
in last 1 and half years. But now, as 
the economic activities are getting 
back to normal, and people start 
visiting to physical stores, retailers 
are focusing to develop a strong 
omni channel through which they 
can cater both offline and online 
consumers. Despite near-term 
demand headwinds stemming from 
COVID-19, the country’s mid-to-
long-term consumption growth story 
remains intact driven by personal 
income growth, steady and dispersed 
urbanization, favorable demographics, 
rising internet penetration and 
evolving consumer attitudes. Hence, 
there has been strong growth potential 
for efficient retail players with healthy 
balance sheet and cash flows.

Peer Set
Company Name Mcap  

(Rs 
crs)

Reve-
nue  
(Rs 
crs)

EBITDA 
(Rs crs)

PAT  
(Rs 
crs)

EBITDA 
Margin 

(%)

PAT 
Mar-
gin 
(%)

ROE 
(%)

ROCE 
(%)

D/E 
ratio 

(x)

Interest 
cov-

erage 
ratio (x)

1 Yr For-
ward 
EV/

EBITDA 
(x)

1 Yr 
For-
ward 

P/Bvps 
(x)

Aditya Birla Fashion and 
Retail Ltd.

25,701 6,113 656 (736) 10.7% -12.0% -40.7 -8.1 0.4 -0.6 19.2 8.7 

Monte Carlo Fashions 
Ltd.

1,173 686 136 66 19.8% 9.7% 11.5 16.6 0.1 7.5  NA  NA 

S.P. Apparels Ltd. 976 652 106 43 16.2% 6.6% 8.0 9.8 0.4 5.1 9.3 1.4 
Shoppers Stop Ltd. 3,739 1,749 280 (267) 16.0% -15.3% -289.6 -42.6 1.6 -0.5 9.4 21.3 
TCNS Clothing Co. Ltd. 5,396 686 51 (56) 7.5% -8.2% -9.8 -6.3 0.0 -1.1  NA  NA 
Trent Ltd. 38,905 2,832 386 (110) 13.6% -3.9% -4.7 4.8 0.1 0.5 47.2 14.0 
V-Mart Retail Ltd. 7,824 1,075 156  (6) 14.5% -0.6% -1.0 8.3 0.0 0.9  NA 8.0 

Source: Ace Equity & Bloomberg

Retail sector is 
witnessing steady 
recovery post the 
second wave of 
pandemic and most 
of the retailers have 
reached to 95% of 
the pre COVID sales 
in festive season. 
Given the buyount 
demand across the 
country, retailers 
are planning to open 
new stores in next 2 
years.
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Q2FY22 Management 
earning Concall

MAnAgEMEnt COnCALL

Pidilite Industries Ltd.
•  Strong sales volume and value 
growth witnessed during the quarter. 
Growth was broad based on Con-
sumer & Bazzar and B2B segment.
•  In C&B segment growth was across 
the products and also in B2B the 
growth was across the segments.
•  Consumer demand is coming 
back as the COVID cases has started 
receded.
•  Domestic subsidiaries in C&B 
business returned to double digit 
growth led by higher sales in pre-
mium products. Subsidiaries in B2B 
business have improved sequentially 
on account of recovery in real estate 
and construction related activities, 
however margin recovery will take 
long due to unabated commodity 
inflation.
•  In International subsidiaries , 
modest revenue growth in Asia on 
the back of lockdown restrictions in 
many countries. Margins impacted on 
account of input cost inflation. Amer-
icas decline on a higher previous year 
base. During the previous year, sales 
were higher on account of pent-up 
demand as well as benefits passed 
by the Governments to consumers 
during Covid.
•  VAM prices has increased from 
USD 930/tonne in Q2FY21 to USD 
2000/tonne in Q2FY22. In April VAM 

prices came to USD 1500-1750/tonne. 
During Q2FY22, VAM average cost 
was USD 2042/tonne vs USD 840/
tonne in Q2FY21 and USD 1600/tonne. 
•  Gross Margins have contracted on 
account of sharp escalation in input 
costs.
•  Material cost as a % to net sales is 
higher by 1,027 Bps vs same quarter 
last year and 375 Bps vs sequential 
quarter
•  Calibrated pricing actions and 
a focus on costs and operational 

efficiencies have led us to have main-
tained EBITDA margins in company’s 
historic range.
•  It is an unprecedented situation 
from cost perspective and company 
is taking calibrated approach in 
increasing the price.
•  Input cost increased across the 
raw materials. Freight cost has also 
increased significantly.
•  Company is intent to cover around 
70% of the cost inflation. Company 
will be conservative on price increase 
as the passing on all the increase cost 
is determinant of the demand.
•  It will take 6-9 months such high 
inflation situation to normalize as 
this inflation is due to supply chain 
problem.
•  Company is gaining market share 
as the sharp increase in raw materials 
put the organized player in trouble 
situation.
•  In other expenses there are some 
components like travel etc which is 
not variable with volumes.
•  Company’s 2/3rd of demand 
coming from repainting and not from 
new painting.
•  Organized real estate has picked up 
in last 6 months and also individual 
housing has also picked up. Consum-
ers are preferring more in decorating 
their home from pre Covid level.

Pidilite: VAM prices 
has increased from 
USD 930/tonne 
in Q2FY21 to USD 
2000/tonne in 
Q2FY22. In April 
VAM prices came 
to USD 1500-1750/
tonne. During 
Q2FY22, VAM 
average cost was 
USD 2042/tonne vs 
USD 840/ tonne in 
Q2FY21 and USD 
1600/tonne.
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•  There are also fair amount of pent 
up demand as the economy is open-
ing up like hotels, malls and tourism. 
So it need to watch in next 6 months 
whether this is secular demand trend 
or not.
•  Company’s focus is on profitable 
volume led growth.
•  In water proofing business there is 
large runway of growth.
•  Company’s investment in digital 
and rural areas will benefit the 
company in long run. Company has 
created digital ecosystem for its 
customers. Nearly 1000 dealers are 
ordering products through digital 
app. 
•  Company is covering around 70% of 
inflation through pricing.
•  Last year company spent Rs 400 cr 
towards and same kind of number is 
expected to spend in FY22 also.
•  Company has created a sales force 
call emerging India which is educat-
ing the consumer and increase the 
distribution penetration.

Himatsingka Seide Ltd.
•  The demand for home textiles 
across the geographies remained 
buoyant across the categories.
•  Capacity utilization Sheeting at 81% 
vs 80% in previous year, terry towels 
at 71% vs 66%, spinning at 101.5% vs 
101.5% during previous year.
•  During the quarter, revenue 
streams from brands stood at Rs 574 
cr vs Rs 535 cr during Q2 FY21 and Rs 
582 cr during Q1 FY22. 
•  Inflation on the raw material, 
energy and logistics fronts have had 
an adverse impact on the operating 
profitability for the quarter. While 
company has partially mitigated 
the impact with revenue growth 
and price increases, we continue to 
focus on price balancing to address 
inflationary impacts.
•  Company expects the inflationary 
headwinds to continue during H2 
FY22.
•  The de-bottlenecking at the 
Sheeting and Terry Towel plants are 
been undertaken and expect to be 
commissioned during H2 FY23.

•  Gross debt at the end of September 
2021 at Rs 2681 cr with term loan at Rs 
1064 cr and working capital loan at Rs 
1037 cr. Company has cash and cash 
equivalent of Rs 154 cr resulted in net 
debt of Rs 2527 cr.
•  Industries have been facing 
unprecedented inflation and it will 
take couple of quarters to pass on the 
higher input costs.
•  Company is little bit cautious 
on inflationary front and expects 
inflation to stay on the 2HFY22 and 
can be mitigated by better pricing to 
the clients.
•  Company expects to hold the 
EBITDA margin on the 2HFY22. 
Company will continue to pass on the 
cost increase and to hold the EBITDA 
margin.
•  Fundamentally, there is no wrong 
in the demand environment. The 
inflationary pressure will be largely 
short lived and it will be mitigated by 
price increase.
•  Company will look to enhance 
the utilization rate going ahead. 
Company is on track to expand its 
capacity on sheeting and other fronts.
•  Company is confident of handling 
the supply constraint efficiently.
•  With the increase in the utilization 
level, company expects good volume 
growth in H2FY22.
•  Company expects EBITDA margin 
will be range bound in H2FY22 from 
current level and company will focus 
on price increases and utilization to 
mitigate the inflationary pressure.
•  Company’s focus on deleveraging 
plan will continue. In 1HFY22, there 

has been increase in net debt due 
to congestion of export incentive 
front. The working capital debt 
has increased in 1HFY22 due to the 
congestion of export incentive.
•  De bottlenecking will enhance the 
capacity utilization in Sheeting to 108 
million meters and terry towel by 
45,000 tonne per annum.
•  Company is looking capacity 
expansion because of increase in 
demand in home textile division. 
Company sees there are adequate 
demand both international and 
demand to absorb the increased 
capacity.
•  EBITDA margin was impacted due 
to high Raw material cost and energy 
costs. Company has forgone only 3% 
of revenue during the quarter.
•  Company requires Organic capex 
of Rs 62-80 cr per year.
•  Company sees lot of congestion will 
ease on 2HFY22 which will improve 
the cash flows.
•  Cash flows will be utilized for 
organic capex, interest and principal 
repayments.
•  Company’s order book in 2HFY22 
remained buoyant and company is 
efficiently addressing the inflationary 
pressure and will be able to hold the 
margins.
•  Spinning capacity caters to around 
25% of its yarn requirement and bal-
ance company sourced from outside.
•  Apart from China+1 strategy, if 
government is able to sign FTA with 
Europe and UK, it will provide a fillip 
to the textile industry.
•  Government is not dispensing the 
export incentives since January 2021. 
•  Company is progressively ramping 
up the terry towel plant as it started 
the plant before COVID and it shut 
down during the COVID period. 
Company is confident of progres-
sively ramping up the capacity in 
terry towels division. Company has 
headroom of 18-19% in sheeting 
division.
•  Company operates in broad 
division of home textile space and is 
broadest among the peers.

Himatsingka 
Seide: Apart from 
China+1 strategy, 
if government is 
able to sign FTA 
with Europe and 
UK, it will provide 
a fillip to the textile 
industry.
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Easytrip Planners Ltd.
•  Company witnessed strong recov-
ery on the back of pent up demand 
due to stringent lockdown in last 
year.
•  Mass vaccination drive also help in 
recovery.
•  Company witnessed huge demand 
for travel and tourism in Q2 and it 
is increasing MoM. Even people are 
planning for international tour also. 
Company is very optimistic about the 
growth outlook of the sector.
•  Air segment grew by 2.2x on YoY 
basis. Company sold nearly 18.63 lakh 
tickets in air segment.
•  Hotel nights booking in Q2FY22 
& H1FY22 were up by 961% & 1176% 
respectively.
•  Company is extremely bullish on 
tour and travel sector in India.
•  Train, Buses & Other segment in 
H1FY22 together have seen a booking 
of 2.31 Lacs up by 267%.
•  Company continue to focus on 
increasing the market share and 
revenue.
•  Company is doing multiple tie up to 
increase its brand awareness.
•  Despite of negative cash flow com-
pany’s cash and bank balance stood 
at Rs 179 cr as of September 2021, thus 
showcasing the strong balance sheet.
•  Company sold more rooms com-
pared to last year. Company is giving 
slightly more discount to the custom-
ers and thus it is now loss making 
business for the time being. Company 
is trying to run the business in break 
even pace.
•  However, the growth in Hotel 
business is tremendous fast.
•  Company has entered into no 
bidding agreement with the Traviate 
to acquire the company. 
•  Company has disrupted the Indian 
travel OTA market by keeping the 
cost low and cutting the convenience 
fees.
•  Company has made additional 
rotational deposit to airlines in order 
to get better commission.
•  Company is looking such company 
which is like Easytrip just 5 years 
back and that should be in non air 

segment. Because company is already 
leader in Indian Air segment.
•  Interglobe is giving advance USD 
10 million and all the international 
tickets booking will be done through 
interglobe platform. As of now USD 
10 million will be reflect as liability 
in balance sheet and then it will turn 
into revenue over the time.
•  Company’s 92.3% of the business is 
B2C which come through travel agent 
or corporate business.
•  Company has 370 employees out 
of which nearly 72 are in technology 
and their salary are highest. Average 
salary for tech employee is nearly Rs 
10-11 lakh per annum. 
•  Company has been facing com-
petition for last 13 years though the 
competition has gone down. The 
market opportunity is very large.
•  OTA industry will strengthen when 
the more airline players will come. 
Company is the frontline between 
airline and customers and now cus-
tomers are depending more on OTA. 
Thus, more the airline will come the 
take rate will go up.
•  Previously take rate was 13% which 
now come down to 11%. However, 
the GBR (gross booking revenue) has 
gone up from earlier.
•  The discount has been high both in 
Q1 & Q2 compared to previous year. 
The entire industry is passing on the 
benefit to the customers and it is now 

the trend of the industry. Company 
expects the discount to taper off 
going ahead as the competition will 
go down. 
•  Discount is depended on the 
industry and commission is depend 
on the relationship.
•  Company currently doesn’t need to 
borrow as there are sufficient cash in 
the balance sheet. Company will look 
for the profitable business and asset 
light business.
•  In last couple of years, company’s 
marketing spend didn’t change as % 
of GBR.
•  The entire negative working capital 
is due to additional advance of Rs 
72 cr company has given to airline 
for better commission and it is like 
deposits.
•  Company’s business is nearly 
90-100% of pre covid level.
•  Market share of Easytrip in airline 
is in line with market share of airline.
•  Company earned gross margin of 
11.3% which it earn from commission, 
incentives from Integlobe, cancella-
tion fees, incentives from Credit card 
& debit card and convenience fees.
•  Ad spend is always a % of GBR. 95% 
of marketing spend is on perfor-
mance marketing which also increase 
the brand value for the company. Ad 
spend % of GBR will remain under 
1.5% in coming quarters. 
•  GBR for Q2FY22 was at Rs 895 
cr and company expects Q3 and 
Q4 much stronger than previous 
quarters.
•  As the business grows, the 
employee expenses % of GBR started 
to go down. Historically, company 
is very bottomline driven company 
and in future company will follow the 
same strategy.
•  Company is increasing the wallet 
share from existing customers by 
offering the hotels and buses services 
and also adding new customers.

L&T Infotech Ltd.
•  Company is following calibrated 
approach of returning back to 
office and will follow hybrid model. 
Employees are happy with the work 
model.

Easytrip Planners: 
Company witnessed 
huge demand 
for travel and 
tourism in Q2 and 
it is increasing 
MoM. Even people 
are planning for 
international tour 
also. Company is 
very optimistic 
about the growth 
outlook of the 
sector.
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•  Company has recorded best every 
sequential growth in Q2FY22, by 
reporting 8.9% on CC basis.
•  With revenue of USD 509 million 
company cross the USD 2 billion 
annual revenue run rate. Company 
has crossed first USD 1 billion reve-
nue in 2018 and last 4 years company 
has added another USD 1 billion 
revenue.
•  During the quarter all geographies 
have grown strongly and all the 
services lines grew strongly during 
the quarter.
•  Company added 25 new logos 
during the quarters. Company has 
opened a new logo in Europe with 
TCV of USD 30 million for 5 year deal.
•  Company has added 1 client in USD 
50 million bucket, 3 clients in USD 20 
million and 5 each at USD 10 million 
and USD 5 million bucket.
•  The superior performance was 
on the back of broad based demand 
across the verticals.
•  Clinets are working on new 
business model and want co partners 
to work on the model and deliver 
at pace. Demand is coming from 
primarily discretionary spends from 
these projects.
•  Today, automotive companies are 
not only thinking of new cars, new 
plants, they are also thinking of new 
eco system partners like battery 
manufacturers, supporting infra-
structure, new sales and marketing 
and distribution channel. This is 
required because OEMs are needed 
to re-imagine supply chain and chan-
nel to offset the high cost of battery 
that make Electric vehicle expansion. 
Such transformation is happening in 
every industry.
•  Company witnessed emergence 
of new area of spend. ESG become a 
new area of investment for the cor-
porate and also the cloud security is 
also witnessing lot of opportunities.
•  There has been fundamental shift 
that the company has been experi-
encing on supply side as well. It is not 
only that tech companies hiring the 
tech talent, but the companies across 
sector including NGOs hiring the tech 
talent. There are 10.5 million jobs 

opening are in US but there are only 
7.5 million unemployed people in US. 
•  The sharp increase in wages, 
severe talent crunch across the globe 
and higher attrition rate across the 
industry impacted the margins.
•  Company has invested on select 
focus vertical and appointed right 
domain person with capabilities and 
right execution skills.
•  On net basis, company has added 
2000 employees in Q4FY21, 2300 in 
Q1FY22 and 4000+ in Q2FY22. To 
support the robust demand company 
will hire net 5500 employees in FY22.
•  The industry witnessed sharp 
attrition rate and most of the attrition 
is in 3-6 years bracket.
•  BFSI continue to deliver strong 
growth on QoQ basis. Insurance 
also witness some recovery since 
Q1FY22. In manufacturing company 
has strong deal pipeline. Energy & 
Utilities, company witnessed good 
traction during the quarter.
•  Despite of challenges, company 
delivered strong 1HFY22 and in FY22 
company will achieve USD 2 billion 
revenue mark.
•  During the quarter, utilization 
excluding trainees at 83.7% vs 84.1% 
in Q1FY22
•  LTM Attrition rate 19.6% vs 15.2% in 
last quarter.
•  The effective tax rate during the 
quarter was 25.6%.
•  Company is seeing growth from 
all manufacturing sectors mainly in 
automotive sector that is ERP system. 
Manufacturing sectors are now 
implementing ERP across the chain, 

thus there has been broad based 
growth in manufacturing vertical.
•  Europe grew by 25.7% YoY and 
5.1% QoQ. There has been traction in 
Europe, company won large deal in 
Europe, and it will continue to grow 
strong.
•  Company doesn’t expect onshore 
to offshore ratio will change as the 
transport are now again to resume.
•  3 quarters ago, company did not 
expect such high demand growth for 
which company need to hire nearly 
4000 per quarter.
•  There have been large deals in Q2 
and there has been enough in the 
pipeline it will come in coming quar-
ters. This has been the best demand 
environment that company has been 
witnessing currently.
•  The demand has been strong across 
geographies and across verticals. The 
huge demand has been on the back of 
great restructuring as everyone need 
to operate in new normal and make 
changes because if they don’t do they 
will never exists.  Then new spend 
areas are ESG and Cyber security.
•  Large deals require consolidation 
and transition and thus company is 
seeing lot of small size and mid size 
deals.
•  Company will continue to add same 
pace of hiring in coming quarters and 
will continue to maintain Operating 
profit margin guidance in between 
14-15%.
•  The demand will continue to be 
strong in next 3 years for entire 
industry. In US, the total job opening 
is 10.5 million but only 7.5 million 
are unemployed so there are huge 
requirement of automation is there
•  CPG, Retail & Pharma segment 
growth is expected to pick up from 
the 2nd half of FY22.
•  The transformation journey is all 
across the industry and it will drive 
the demand for at least next 3 years.

Krishna Institute of Medi-
cal Sciences Ltd.
•  KIMS is the largest corporate 
hospitals in Telegu areas.
•  First Time Kidney Transplant was 
performed at KIMS, Kurnool.

L&T Infotech Ltd. 
Company added 25 
new logos during the 
quarters. Company 
has opened a new 
logo in Europe with 
TCV of USD 30 
million for 5 year 
deal.
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•  Q2FY21 most of beds were occupied 
by COVID patients.
•  Q2FY22 there was insignificant 
COVID cases, hence Q2FY22 was not 
comparable to Q2FY21 due to lower 
bed capacity as COVID cases recedes.
•  Company has repaid term loan of 
Rs 150 cr.
•  Q2 FY 22 occupancy stood at 59.8% 
against 60.1% in Q4 FY 21 and in Q1 FY 
22 was 62.2% (based on beds capacity).
•  IP discharged volume has increased 
to 36k+ in Q2 FY 22 against 32k+ in 
Q4 FY 21 translating to a growth 
of 11% and it has increased from 
31K+ in Q1 FY 22 as volume of major 
specialty has increased on account of 
normalization.
•  OP Consultation volume has 
increased to 2.80 Lakhs in Q2 FY 22 
from 2.62 Lakhs in Q4 FY 21, and also 
increased from Q1 FY 22 from 1.82 
Lakhs.
•  ALOS (average length of stay in 
hospitals) has improved from 5.06 
days in Q4 FY 21 and 5.47 days in Q1 
FY 22 to 4.61 days in Q2 FY 22.
•  ARPP (average revenue per patient) 
has increased from Rs. 1.09 Lakhs in 
Q4 FY 21 to Rs. 1.15 Lakhs in Q2 FY 22, 
which is a growth of 5%, and decrease 
from Q1 FY 22 from Rs. 1.49 Lakhs.
•  ARPOB (average revenue per oper-
ating bed) for Q2 FY 22 has improved 
at Rs. 24,877 against Rs. 21,591 in Q4 FY 
21, this is driven by better pay or mix 
and increase in complex surgeries 
and procedures also ARPOB has 
decreased from Q1 FY 22 from Rs. 
27,289.
•  The results are encouraging and 
growth trajectory is improving.
•  KIMS Hospitals has embarked on 
a journey of digital transformation 
across financial, clinical, operational 
and patient engagement.
•  By doing the digital initiatives, 
company is cutting down the time for 
patients waiting time, investigation 
and discharges.
•  Company’s expansion plan are on 
track and will come on schedule time.
•  During the quarter, company has 
acquired Sunshine Hospital. Together 
KIMS and Sunshine will have 1725 
beds.

•  In Q2FY22 Covid revenue is around 
5-7% across all the hospitals. 2246
•  Q4FY21 was pre COVID level and 
Q3FY22 will be the similar.
•  In Chennai, company has already 
procured the land and cost of bed 
will be higher and over the time it 
will come down. In Chennai, it takes 
25-30 months for construction. 
In Bangalore, company will try to 
complete within 36 months.
•  These 2 Greenfield hospitals will 
start contributing to financials from 
FY25.
•  Company is holding both partly 
paid and fully paid up shares and by 
March 2022 the partly paid up will 
convert into fully paid and slowly 
company will hold more than 50% in 
Sunshine hospitals. It will take nearly 
24-36 months to fully reflect on the 
company’s numbers.
•  Average occupancy for Sunshine 
hospital is around 40%. Sunshine 
is completely sitting on operating 
leverage.
•  Sunshine has a loss making unit in 
Bhubaneswar which drag of Rs 5-7 cr 
in FY20, however, Sunshine sold the 
unit. Sunshine operates from rented 
facilities.
•  Company sees capital outlay of 
Rs 1100 cr in next 36 months in 
constructing the Greenfield projects 
in Chennai, Bangalore and western 
India. 
•  Company will take nearly Rs 200 cr 
of debt in initial time of construction 

but the debt equity ratio will not 
cross 1x and company is comfortable 
with the debt level.
•  Company is financially sound to 
complete the 3 projects.
•  Employee expenses will increase by 
15-20% but the revenue will increase 
at much higher and there will be also 
operating leverage.
•  Current operational beds are 20% 
lower from total capacity. Most of 
the beds are non-operational in the 
acquired assets. The operational beds 
is at 60% of acquired assets.
•  Company is adding cancer in Visag 
in specialty division and the expan-
sion is largely on oncology front.
•  Q2FY22 has been normal quar-
ter for KIMS only 5-8% of COVID 
revenue.
•  Company current EBITDA margin 
of around 30% in Q2FY22 will sustain 
in coming quarters also.
•  Currently, the matured hospitals 
occupancy at 75% and company is 
working to improve the occupancy to 
80-85% going ahead.
•  Some acquired hospitals have 
turned around and that positively 
impacted the margins. In acquired 
assets, the occupancy rate of 60% 
and margin of around 20-22% is very 
much sustainable.
•  The current revenue from tele-
medicine is very low.
•  In last 3 quarters, the heart, lung, 
kidney & liver transplant account 
4-5% of revenue and going forward it 
will sustain. The upside of transplant 
revenue is depend on the availability 
of donor.

Aarti Drugs Ltd.
•  Company has reported resilience 
performance despite of high input 
costs.
•  The YoY numbers are not compara-
ble because of higher API prices and 
lockdown in FY21 due to pandemic
•  Of total revenue in Q2FY22, 63% of 
revenue come from domestic and 37% 
export market.
•  Within API, antibiotic account 46%, 
anitinflamatiory 13%, anti diabetic 
11%. 

KIMS: Some 
acquired hospitals 
have turned 
around and that 
positively impacted 
the margins. In 
acquired assets, 
the occupancy 
rate of 60% and 
margin of around 
20-22% is very much 
sustainable.



38December 2021 INSIGHT

•  Formulation business grew by 4% 
on YoY basis with 26% revenue came 
from export.
•  Elevated freight cost, inability of 
shipping lines and high input costs 
put pressure on EBITDA margin.
•  In order to mitigate higher input 
costs, company has taken price hike 
across the therapeutic products.
•  However, the price hike is not 
at par with the cost inflation, thus 
impacted the margin. There has been 
lag in passing the high cost to end 
users.
•  EBITDA margin is expected to 
come to normal level at 18% in 
next couple of quarters when the 
high freight charges will normalize 
along with cool of in prices of input 
materials.
•  Balance sheet remain strong 
with net debt to equity at 0.5x as of 
September 2021.
•  On formulation business, company 
has robust pipeline and that will drive 
the growth.
•  Power outage in China and high 
freight cost are the 2 factors which 
pushed the raw material cost. 
However, company has the option to 
source the raw materials from other 
countries, but there also the prices 
were high. Nearly 17 out of 20 raw 
material products company procured 
were all the prices were high.
•  Capacity utilization for the com-
pany if fairly fine though not fully uti-
lized. Taking the order in bulk is also 
a challenge as there are uncertainty 
over the RM costs and availability.
•  Company went slow in taking 
orders. There are few antibiotic drug 
where the demand is very high. 
•  Company’s antibiotic are mostly 
related to anti respiratory, anti 
stomach and these drugs demand are 
generally high when people are going 
out.
•  Company expects Q3 will be 
choppy, however from Q4 the gross 
margin will start improving. Com-
pany will target gross margin of 30%.
•  In last 5 quarters, in company’s top 
10 products, 80% of products have 
seen price increase. However, the 

input material cost is much higher 
thus impacted the margin.
•  Company is worried more on 
shortage of the raw materials.
•  In formulation business, company 
is depended on tender order and in 
Q2 there has been slow tender order 
and also the container availability 
during the quarter also low.
•  API the capacity utilization 70% and 
in formulation the capacity utilization 
was around 70-75%.
•  Company imports nearly 55% of 
raw material and nearly 80% of 
imports from China.
•  Power shortage happened in 
August in China and due to this the 
local companies have started to 
increase their prices as well. Thus, 
the spot purchases has gone up.
•  In September 2020, RM prices were 
high, but again in March and June 
quarter it gone down and now again 
it has started to rise.
•  In API, 65% business from domestic 
and 35% from export. In export 
market the price contract is for 2.5 to 
3 months and in domestic market the 
contract is for 3 months.
•  Due to high RM costs, all the prod-
ucts margins are got impacted.

•  The current situation is not 
structural in nature and when the 
company in future will see there is 
an urgent need for backward inte-
gration, then company will definitely 
consider that.
•  Company is getting better realiza-
tion because of price hike but the RM 
cost increase was much higher and 
that impacted the margin.
•  RM inventory around 45-50 days 
and normally its done on FIFO basis.
•  Antibiotic and antiprotozoal 
products were most impacted on Half 
yearly basis, however other products 
were not much impacted on half 
yearly basis.
•  Company is targeting EBITDA 
margin at 17-18% in short term that 
is in Q4 and it will improve once the 
green field projects will start com-
mercializing and capacity utilization 
increase. 

Info Edge (India) Ltd.
•  Witnessed remarkable billing 
growth across platforms which 
started from Q4FY21
•  Sep 2021 job speak growth index 
witnessed 60% yoy led by IT & 
ITES as well banking and retail and 
hospitality sectors
•  Tech talent market remains 
competitive and remains a challenge 
to hiring which resulted in personnel 
costs in P&L. Also witnessing revival 
in real estate and sizable loan book 
growth for banks
•  Country is witnessing highest 
affordability in real estate 
•  In Jeevansathi, continue to increase 
share in Hindi belt and leverage 
brand
•  Q2FY22, Recruitment segment bill-
ings at Rs 291.1 cr, up 79% yoy and 39% 
from Q2FY20. Revenue up by 40.5% 
from Q2FY21 and 135 from Q2FY20 at 
Rs 256.5 cr
•  Margins peaked at 59.6% vs 55% last 
year
•  Cash EBITDA for recruitment 
business at Rs 192.8 cr vs Rs 85.4 cr 
from Q2FY21
•  IIM jobs witnessed 110% growth yoy 
in billing numbers at 10.9 cr vs 5.2 cr

Aarti Drugs: Power 
outage in China and 
high freight cost 
are the 2 factors 
which pushed the 
raw material cost. 
However, company 
has the option to 
source the raw 
materials from other 
countries, but there 
also the prices were 
high. Nearly 17 out 
of 20 raw material 
products company 
procured were all 
the prices were high.
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•  Zoyam witnessed growth of 40% 
during the quarter
•  Expect continued investment in 
data science
•  Cash balance of Info edge at Rs 
3880 cr
•  Naukri India corporate business 
witnessed 60% growth over Q2FY20, 
82% yoy. Uptick sales of usage-based 
products in business verticals 
•  Added average 19,000+ cvs every 
day, growth of 20% over Q2FY20
•  99 acre: billings grew by 45.9% yoy 
to Rs 68.1 cr; business saw strong 
recovery across all business segment. 
99 acres billings grew 204% over 
Q1FY22 and had strong run rate 
exiting Q2 as well. Daily listings grew 
29% qoq and renewal rates are strong 
(bounced back to pre-covid levels) 
and few customers are focusing 
on higher value segment on the 
platform. Expect the momentum to 
continue at least in the residential 
segment led. Expect affordability to 
continue for sometime albeit increase 
in prices may offset the same
•  Jeevasathi: billings declined 1.6% 
yoy to Rs 24.3 cr. Company has 
invested in technology so that people 
can’t hide IDs. 55% daily actives veri-
fied with ID number as well for NRIs
•  Education business: Billings grew 
74.7% toy to Rs 18.9 cr. Shiksha 
enabled deepening relation with 
universities
•  One-off items: (a) unrealized mark 
to market gain of Rs 8941.2 Cr on 
investment in Zomato, which has 
ceased to be a Joint Venture upon 
its listing and is treated as Financial 
Investment required to be carried at 
fair value and (b) realized gain of Rs 
357.1 Cr arising from sale of shares of 
Zomato under ‘Offered for Sale’ route 
at the time of its listing. In addition, 
unrealized mark to market gain on 
such investment, subsequent to date 
of listing till quarter end amounting 
to Rs 7,239.8 Cr has been included 
in ‘Other Comprehensive income’ 
in accordance with option provided 
under IND AS.
•  70% of revenue comes from data-
base products in Naukri 
•  Competition: Not much has 

changed and there are a couple 
of start-ups and company is also 
focusing and trying out new things 
however competitive scenario hasn’t 
changed in the broad sense
•  Apna is targeting blue collar mar-
ket while Naukri targets white collar. 
It is still early days for Apna and don’t 
see competition from them
•  Company has a strong product 
development team inhouse and 
continue to experiment and acquired 
some start-ups- recruitment 
assessment business, Zoyam, IIM Jobs 
(some time back). Test marketing 
with Job Hai (blue collar) and results 
are encouraging in NCR . No start up 
is even 5% of company’s size, outside 
competition is from LinkedIn and 
other larger players
•  AIF book: no announcements 
for time being but committed to 
investing. While it can be seen from 
Zomato, that start-ups does create 
value and thus will evaluate newer 
options when once fully invested
•  Last year Q2 was muted, billing 
was down 13-14% and growth this 
Q2FY22 is strong, Q3FY21 was flattish. 
Extrapolating them, growth will slow 
down in Q3FY22 somewhat. However, 
Q2 growth was primarily driven by IT 
but other verticals are now contrib-
uting as well. Thus, QoQ, Q3 billing 
might be a little muted but revenue 

growth could be higher though as 
revenue is booked with a lag
•  Real estate market is competitive 
and market is likely to grow faster 
and there are many players and 
money is flowing in. It’s not one 
segment anymore and even for 99 
acres there are various sub-segments 
like new homes, rental, PG, resale, 
commercial. Company would like to 
invest in more & more marketing 
going ahead
•  If the market continues to remain 
red hot, margins would improve and 
vice versa. It depends much on the 
revenue growth and investments 
in product development. Company 
doesn’t target any margin since when 
there is revenue growth, wage costs 
for company also goes higher
•  Long term gain in internet business 
is all about maintaining leadership 
and company would rather like to 
maintain the same
•  In the short term, 9 acres will con-
tinue to be market place model and 
wouldn’t change the same at least not 
for next 2 quarters. However, the sit-
uation is dynamic and can’t comment 
what will happen a year from now
•  Money raised from Zomato OFS is 
Rs 350 cr isn’t much and there is no 
specific plans and will use it as part of 
the boarder plans 
•  Next few quarters would focus on 
monetising Naukri products. Com-
pany also trying to scale up IIM jobs 
platform and also recently acquired 
Zoyam and DoSelect and in a couple 
of years, would push sale team for 
selling these products to existing 
customers
•  Attrition rates going up means 
higher revenue for Naukri while at 
the same time Infoedge will also have 
to spend higher to retain employees, 
thus higher costs in P&L
•  Going solo in investing in start-
ups is prone with risks and enough 
follow-on investment from external 
investors is eventual outcome (like 
for Zomato) is happening in some of 
the start-ups
•  Merger of IIM jobs with standalone 
numbers from this upcoming quarter
•  Zoyam and DoSelect merger: Is 

Next few quarters 
would focus on 
monetising Naukri 
products. Company 
also trying to scale 
up IIM jobs platform 
and also recently 
acquired Zoyam 
and DoSelect and 
in a couple of years, 
would push sale 
team for selling 
these products to 
existing customers…
Info Edge (India) Ltd
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subject to board approval however as 
far as model, IIM jobs model works 
very well with Infoedge and will 
follow for a while. Legal integration 
may take a while but already started 
leveraging Infoedge’s sales and 
distribution muscle to help Zoyam 
and DoSelect 
•  Investment in Ship rocket (both 
Infoedge and Zomato has invest-
ments in it). Shipsy is a B2B SAAS 
company for shipping companies 
globally (although chunk is from 
India). Company has been tracking 
Shiprocket from 2012 but invested 
late and is a logistics play there and 
lot of companies will need logistical 
support. Shiprocket is invested 
from AIF and is purely as a financial 
investment and look to exit at some 
point
•  Zomato and Infoedge have different 
business approach and Zomato is 
more risk taking while Infoedge is 
conservative. 
•  Impact of privacy bill: don’t see 
impact from company’s business 
since jobseekers are more than happy 
to share personal data. Similarly with 
real estate and Jeevan Sathi as well 
and company is transparent with 
what they do the data. However, one 
has to study the bill in detail to assess 
the real impact
•  The core product is online but 
support and sales might sometimes 
be offline, however company doesn’t 
plan to expand offline rather improve 
the experience of jobseekers on 
online platform

Balkrishna Industries Ltd.
•  Clocked highest ever quarterly 
sales volume and reported 72,748 MT 
for Q2FY22, growth of 19% yoy
•  Demand continues to be robust 
across segments and geographies and 
expect this momentum to continue 
and therefore revised guidance for 
FY22 stands at 275,000 – 285,000 MT 
•  Some logistical costs have been 
passed to customers expressed in 
EBITDA margins
•  The demand scenario is extremely 
robust & hence the Board of 
Directors have decided to continue 
operations of the OLD Waluj plant

•  To achieve this, there will be 
a capex of Rs. 350cr in form of 
installation of latest machineries, 
replacement of certain machineries, 
upgradation of certain systems and 
some portion of civil work
•  The advantage of this capex will 
be to get the much-needed capacity 
enhancement in a short period of 
time. The OLD Waluj Plant post this 
capex will be able to produce 25,000 
MT p.a. This capex will be incurred 
over a period of next 6-9 months. 
This capacity be available from 
Q3FY23
•  The current achievable capacity is 
285,000 MT p.a. including the NEW 
Waluj plant that commenced
•  operations in September 2021 
•  The Brownfield capex at Bhuj will 
add 50,000 MT p.a
•  The OLD Waluj revamped plant will 
add 25,000 MT p.a
•  The achievable capacity by end of 
FY23 will be 360,000 MT p.a
•  During October 2021, the company 
raised long term finance of Rs. 500cr 
in form of Rated, Listed, Unsecured, 
Redeemable, Non-Convertible 
Debentures having a face value of Rs. 
10 Lakh per debenture. In order to, 
leverage the interest rate scenario 
and Euro receivables the company 
swapped the Debentures liability to 
Euro fixed liability thereby effective 
interest cost will be 0.055% p.a. The 

repayment of this Debenture would 
be in 3.5 years
•  Volume profile for H1FY22: 54% 
from Europe, 17% from India and 17% 
America and rest and rest of world
•  Volume profile for H1FY22: 
Replacement: 70%, OEM: 27% and 
Others: rest
•  Volume profile for H1FY22: Agricul-
ture contributed 66%, OTR 31% and 
Others: rest
•  Q1FY22 tax assessment has 
been included (Rs 35.7 cr) in Q2 
and remaining liability also been 
accounted as income tax for previous 
years
•  For H1FY22, capex was Rs 838 
cr, ~Rs 700 cr spent on new capex 
programme of Rs 1900 cr
•  Company has been able to pass 
on shipping costs hence showing in 
lower raw material costs
•  Waluj plant: certain equipment 
was shifted to new plant and civil 
work was old and pipes were old and 
needed to be repaired before starting 
production and take 6-9 months
•  Realisations has gone up from Rs 
266 cr to Rs 286 cr now, passed on 
2-3% of price hikes and majority has 
been on account of shipping costs
•  Next quarter there will be an 
impact of 2-3% increase in raw 
materials
•  In July company took 2-3% price 
hike and propose to take another 
price hike in January
•  Capex FY22: guidance Rs 850-900 
cr have now been revamped to Rs 
1100 cr and same Rs 1100 for next 
year plus maintenance capex
•  H1FY22 Capex: Rs 838 cr, Rs 700 cr 
on new capex programme, ~Rs 400 
cr will be balance to be spent in FY22
•  Have seen stability in freight rates 
but not seeing them going down
•  Capacity will stay at existing levels 
till Q3 of next financial year
•  Volume growth guidance of 25% for 
FY22
•  Market has grown by 4% to 5%
•  Market share is ~5.5% to 6% and 
vision is to go to 10%

Demand continues 
to be robust 
across segments 
and geographies 
and expect this 
momentum to 
continue and 
therefore revised 
guidance for 
FY22 stands at 
275,000 – 285,000 
MT…Balkrishna 
Industries Ltd
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•  Endeavour has always been to 
maintain EBITDA margin 28% to 30%, 
although qoq very difficult to main-
tain but expect to be very close to 28%
•  Started projects a year back and by 
the time company hits full capacity 
(by Q3FY23) company will commis-
sion new capacities
•  Other expenses jumped qoq (~70 
bps) due to shipping costs which 
were not passed
•  50% of the shipping costs has been 
passed on, total shipping costs at 
6%-7% at current rates earlier at 
2%-2.5%
•  Company will meet demand across 
highway tyres only (same product 
line)
•  H1 performance has been strong 
enough and thus gives confidence of 
achieving higher demand
•  US demand has been strong and 
company gaining market share
•  From a product basket OTR-min-
ing gone up from 8% to 13%, OTR 
(industrial) at 31%, 66% is from 
agriculture 
•  Natural rubber costs at Rs 136/kg, 
synthetic rubber costs at Rs 152/kg
•  Staff costs etc are down, RM 
and shipping costs has gone up so 
significantly that these improvements 
have been overshadowed
•  European replacement market: 
company has seen good demand and 
expect to continue. All blending and 
marketing efforts have been coming 
off and channel partners have also 
stepped efforts
•  Waluj plant product profile will be 
agriculture and industrial for India 
and overseas
•  Brownfield expansion: have 
sufficient space for brownfield before 
searching for greenfield. Easily can 
do another brownfield capex, takes 
~12 months and by the time this 
capex is finished, company will be 
ready for another capex
•  RM costs increase of 2.5% (which 
has been passed on) but shipping 
costs have been partially covered. 
for Q2 company took 2-3% price 
hike, raw material costs have been 
covered, only shipping costs needs to 

be covered fully for which there will 
be a price hike ahead
•  Raw material costs: continuously 
have been buying inventory and price 
increase gets reflected with a lag of 2 
months
•  Shipping costs are passed on a 
gradual approach in accordance 
with long term visibility of customer 
friendly approach rather than being 
aggressive
•  India revenue share has come 
down to 17% from 23% last year: most 
of India was under lockdown in Q1 
and hit by 2nd wave and Q2 being 
monsoon season, there was less 
agriculture activities. Company is 
looking into replacement rates where 
there is demand
•  Rs 130-140 cr annual budget for 
advertising and promotion costs at 
global level
•  Payback period for brownfield is 4 
years, greenfield between 5 to 6 years
•  Inventory at dealer level at 1.5 to 2 
months 
•  India volumes: Agri:OTR 40:60. 

Somany Home Innovation 
Ltd.
•  Strong performance for both 
Consumer Appliances Business and 
Building Products Business 
•  Financials have been adjusted for 
water heater business which was 
transferred
•  To mitigate raw material prices, 
company resorted to price hikes, full 
impact to be seen in coming quarters
•  Taking a note of commodity prices 
and freight rates
•  Steady pick up in modern sales but 

faced challenge to rising input prices
•  Launched several new products 
and new marketing campaigns which 
was well received by the markets
•  Continue to expand online pres-
ence and franchise stores
•  With increasing demand, confident 
of improving financials with input 
costs stabilizing
•  Building products witnessed higher 
realisations driven by demand from 
real estate players
•  Plastic pipes and fittings grew 74% 
yoy/82% qoq, demand remains strong 
and contributed to bottom-line
•  Growth came on the back of 
distribution channel, healthy uptick 
in institutional business
•  Connected with 20,000 plumbers 
with company’s plumber programme
•  Real estate and building demand 
will result in higher demand for 
plastic and pipes and fittings business
•  Pipes division sales: 158 cr, EBIT 
margins for pipes are in range of 7.5% 
to 9%
•  Still have lot of operating lever-
age and have separate sales team 
and supply chain. This is a 3-year 
business and the success has been 
tremendous
•  Building materials: company is not 
manufacturing for Brilloca and is not 
comparable with other players since 
it is sourcing products. EBIT margins 
of 9.2%. In a couple of quarters, 
company will be able to iron out mar-
gins given price hikes. Normalized 
margins will be more than 9%
•  Consumer business: kitchen 
appliances contribute to ~45% of 
consumer business. Q2 growth was 
driven by kitchen appliances and in 
top 3 players in kitchen chimneys, 
kitchen hobs. Growth driven by tech-
nological innovation driven by IOT 
applied chimneys and is one of the 
bestselling products in the market. 
Continuous focus on research and 
innovation has enabled to produce 
most silent chimneys. Air cooling 
business suffered massively due to 
lockdowns and since covid is largely 
behind, expect to see improvement 
ahead.

To mitigate raw 
material prices, 
company resorted 
to price hikes, full 
impact to be seen in 
coming quarters…
Somany Home 
Innovation Ltd
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•  Margins have shrunk vs Q4, due to 
input price costs particularly, brass. 
In next quarter or 2, will be able to 
bring back margins
•  Company has reduced working 
capital on building products side by 
~20 days. Company is still working 
on improving ROCE and Q2 ROCE at 
35%
•  Water heater business witnessed 
price hikes due to input price costs 
and became no. 2 brand in Q2. As an 
industry water heater has suffered 
in 6 months and witnessed minor 
de-growth. Company has also intro-
duced heating products and bolster 
sales in coming quarters
•  Market share gains in kitchen 
hoods based on internal assessments 
from 17% to 18.5% and kitchen hobs 
also among top 5 players. Air coolers 
growth of 7% in Q2 despite industry 
de-growth. E-commerce market 
share to 16.7% by value by Gfk. Water 
heater market share to 12.3% in 
e-commerce and overall, at 7.3%. 
•  Consumer products portfolio: 
Kitchen appliances is ~45-48%, 15% to 
20% is air coolers and another 15% to 
20% is water heaters
•  Pipes: H1FY22 vs H1 FY21 overall 
growth is 85% 
•  Kitchen appliances and SHIL 
standalone, company doesn’t procure 
anything from group companies but 
3rd parties
•  For Brilloca Ltd: 65% of sanitary 
ware & faucets is bought from group 
company SHIL
•  Pipes: 98% is resourced from SHIL
•  Effective tax rate on a weighted 
average basis at 30% for next 2 years
•  Building products: On a 6 monthly 
basis, Sanitaryware: Faucet sales: 
32%:68%
•  Building products: Retail & Institu-
tional sales: 74%: 26%
•  Adjusted for pipes, sanitary ware 
62-65% growth yoy pipes 72-74% yoy
•  Company is fastest growing in 
sanitary ware segment; half-yearly 
growth 69%
•  Market share gain driven by 
expectation to beat market growth by 
1.5 to 2 times

•  Have taken 2 price hikes (~16%) in 
sanitary ware and 1 price hikes in 
faucets (~10%). Will take 1 more price 
hike in sanitary ware, future price 
hikes will depend on future input 
costs. In next 1 to 2 quarters expected 
to iron out the margins. Substantial 
price hike in brass, gas and PP. Ocean 
fright has gone higher by 5x
•  Lowered dependence on China on 
import side which used to 20-25% by 
developing local vendors
•  Metros constitute ~30% of sales 
and rest of country ~70%

Vijaya Diagnostics Centre 
Ltd.
•  Strong growth in footfalls yoy due 
to low base
•  B2C share at 93%
•  Rs 84 cr cashflow from operations 
in H1FY22
•  Capex of Rs 46 cr which includes Rs 
35 cr for acquirement of land. To built 
a center which would be company 
owned. 
•  Focus on expanding presence in 
home markets (Andhra and Telen-
gana) through more spokes than hubs
•  Also have focus in East India, 
already have presence in Kolkata 
through a hub centre (Medinova 
diagnostics) and want to leverage the 
brand and goodwill and believes that 
it would be key area
•  10 centres to be opened in H2FY22
•  RT-PCR and covid antibody tests as 
covid tests. 

•  Covid allied tests and radiology are 
part of non-covid tests
•  Gross margins are higher on 
radiology vs pathology, but difficult to 
bifurcate on bass of EBITDA margins
•  Company’s B2C share is higher 
than industry and profitability is 
higher in B2C than B2B
•  Historically growing at 15-16% p.a 
and expect to continue to do the 
same
•  Capex for combination of hub and 
spoke and expect to open 16 stores 
next year
•  Average revenue for non-covid 
tests is Rs 470 and would be in this 
range
•  Lease liabilities relates to lease 
accounting for branches (5 new cen-
tres in last six months and another 
few upcoming) have increased from 
Rs 136 cr to Rs 165 cr between March 
to Sep’21. On Day 1, 15 years of lease is 
accounted and hence it comes down 
as years pass by
•  In East, company has started to 
identify own centres (organic) apart 
from 15 new centres in home market 
and open for growth via inorganic 
route too
•  Company has a strong brand in 
home market. In new geographies, 
when there is a strong brand, this 
is easy for entering in new markets 
through acquisition. For industry, 
18%-19% business is through orga-
nized majorly is unorganized and 
hence there are limited names for 
acquisition which have built good 
business and due to this scarcity 
valuations for organized players for 
acquisition doesn’t make sense
•  Getting in new geographies takes 
time to build brand. Company hence 
wants to build strong presence in 
regions present in
•  Non-covid recovery rate at 85% 
to 90%, further room for non-covid 
business to fully recover
•  Capex spent for last six months 
Rs 70 cr plus. Actual capex was Rs 
46 cr and balance Rs 25 cr was CWIP 
and capital advances to Philips and 
Siemens for equipment for upcoming 
branches. Out of Rs 45 cr, Rs 35 cr was 

Company has a 
strong brand in 
home market. In 
new geographies, 
when there is a 
strong brand, 
this is easy for 
entering in new 
markets through 
acquisition… Vijaya 
Diagnostics Centre 
Ltd
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for land and balance Rs 11 cr spent for 
5 centres and upgradation
•  Centres added were not utilized 
to full potential and hence there’s a 
drop in tests/center
•  Gurgaon center more into corpo-
rate packages, wellness and health. 
0.5% of revenues from that center
•  Last year Q1 and Q2 were unique, 
got permission for conduction covid 
tests in Q1 end and hence Q2FY21 was 
lumpy and hence these 2 quarters are 
not comparable. H1FY21 vs H1FY22 is 
a better comparison

GE Power India Ltd.
•  Aim to improve the profit and 
margin in mid to long term and 
to focus on ordering profile and 
moving towards rapid transformation 
towards service and majority of order 
booking from solar projects
•  Focusing on non-EPC rather than 
EPC and be selective on EPC projects
•  Moving more towards private and 
industrial customers rather utility 
based customers and seen pick up in 
ordering from private customers
•  This is the general strategic direc-
tion for next 3-5 years
•  In Q2, significant revenue contri-
bution from flue-gas desulphuriza-
tion (FGD) projects
•  Ordering has been slow in FFGD 
due to market factors primarily on 
de-classification of zones by Govt. 
and potential extension of timeline 
from 2022 to 2024 from Govt of India 
•  Demand for huge demand for coal 
fired power plant and hence custom-
ers continued operate plants instead 
of outage and hence dip in ordering 
for critical equipment and services 
and postponement of decisions from 
service customers. Market is relying 
heavily on existing plants and need 
for coal fired power plants has been 
re-insured. 
•  Services affected by slow customer 
disposition rate and delayed outages. 
Besides, key upgrade orders have 
been deferred
•  Apart from slow ordering, reve-
nue was also affected due to heavy 
monsoon and water logging on sites 
and outbreak of dengue. Operations 

are stabilizing and moving in the 
right direction
•  Profit has witnessed change in 
product mix 
•  Gross Margins of 26% are in line 
with the margins of 2021. Have taken 
care of inflation in the projections 
and doesn’t see any major change 
ahead
•  Projection of clean energy is 12-15% 
and hydro is ~35%+. Company has 
good backlog and inflation and com-
modity prices challenges has been 
factored in by the company
•  Net working capital affected due 
to increase in receivables to Rs 2.8 
bn due to increase in retention and 
will be in much better shape by 2022. 
Since some of the milestones could 
not be achieved hence retention pay-
ments could not be achieved which 
increased working capital. There 
will be some delay on retentions and 
delay in cash recovery. 
•  Other income is forex gain and 
reversals of some provisions 9some 
on tax and bad debt)
•  Growth will be driven by FGD and 
services. Services has an opportunity 
of USD 900 mn, currently at 3-5% 
market share and target is 10-15% 
share. Strongly positioned in FGD 
market and there are good opportu-
nities for next 3-5 years
•  There has been a delay in FGD 
space for last two years but expect 
ramp up ahead

•  Also trying to focus on industry 
segments apart from power
•  Company is ramping up on the 
manpower and there is a still a gap 
of 10-15% and close to manpower 
needed for execution. From Q1 to 
Q2, have seen good recovery on the 
workforce however flooding on sites 
have affected work areas due to 
inaccessibility to deliver productivity. 
•  Revenue Mix-70% basic FGD (steam 
boiler) and 16%-20% in steam services 
and 10% in hydro. 

Tatva Chintan Pharma 
Chem Ltd.
•  Most of the growth is attributable 
to a strong growth in sales of struc-
tured directing agent (SDA) segment 
where margins are higher vs other 
products. In Q2, SDA contributed 
62% of the top line which resulted in 
better margins as well.
•  With the recent developments of 
having stringent emission control 
and also increasing focus on contin-
uous flow chemistry globally, there 
is a continuously increasing demand 
for SDA
•  During Q2 FY22 phase transfer 
catalysts contributed 17% to the top 
line, pharma and agro intermediates 
and other specialty chemical segment 
contributed 21%. These products are 
used in various industry applications 
including pharmaceutical, agro 
chemicals, paints and coatings, dyes 
and pigments, personal care, flavors 
and fragrance industry
•  Since major part of SDA application 
is in auto emission control, company 
may witness some impact on the 
demands of SDA over next two to 
three months due to semi-conductor 
shortage. Hence, in Q3, SDA sales will 
be lower but unsure of Q4
•  On longer term basis, with the 
global focus on Clean Environment 
and Green Chemistries, the demand 
for SDAs should continue to see good 
growth
•  Most customers run their produc-
tions on campaign basis, resulting 
in gyrating demand of SDAs, hence 
better to evaluate on yoy basis than 
qoq. 

Aim to improve the 
profit and margin in 
mid to long term and 
to focus on ordering 
profile and moving 
towards rapid 
transformation 
towards service and 
majority of order 
booking from solar 
projects…GE Power 
India Ltd
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•  Sustainable EBITDA margins on a 
yearly basis should be around 24% to 
27%.
•  China crisis impact: focus on devel-
oping new products by deploying 
Green and Sustainable chemistry and 
across various segments including 
pharmaceutical and agro chemicals 
among others
•  Capex: in the process of capacity 
expansion by setting up additional 
capacities at Dahej SEZ plant and 
R&D capabilities at Vadodara from 
the IPO proceeds. The CAPEx plans 
are already in action and both proj-
ects are on schedule and expected to 
be commissioned by Nov’22
•  Tax rate: This is last year in terms 
of 100% tax waiver from the Dahej 
facility and will be charged at 50% of 
the applicable taxes from next finan-
cial year. Ankleshwar facility already 
has normal tax rate, on a blended 
basis it should be sub 20%
•  During Q2, exports constituted 
around 81% of our total revenue vs 
71% in FY21
•  Strong demand for SDAs: phase 
transfer catalyst (PTC) is prepared 
first and then it is a forward integra-
tion of other processes to convert 
the phase transfer catalyst to an SDA. 
Lower PTC sales in Q2 since due 
to fixed plant capacity and higher 
demand of SDAs, PTC sales compro-
mised. Ideally, SDA sales at 50% to 
55% of sales
•  EBITDA margin range of 24% to 27% 
based on SDA concentration at 50% to 
55% of sales. In Q2, EBITDA margins 
at 31% + which is unsustainable due 
to 62% revenue contribution of SDA.
•  On Freight rates: A challenge for 
last 4-5 months, however have been 
successful in passing on the freight 
increase to the customer.
•  Impact of higher electricity cost: 
Although the company uses electro-
lytic process, there wouldn’t be much 
of an impact of higher electricity 
costs even for 100% change. Power 
costs account for 4% to 5%

•  Near-term growth plans: devel-
oping three key products using 
continuous flow chemistries in agro 
and pharmaceutical intermediates. 
These are now almost through the 
R&D processes and going for piloting 
of these products. Growth in SDA 
together with pharma and agro 
intermediates area
•  Growth in SDA: 25% growth in SDA. 
Growth will be aided by transforma-
tion of BSVII from BSVI
•  EBITDA to cash conversion: Com-
pany is having shorter payment cycle 
to creditors to avail better prices
•  from the suppliers and negotiat-
ing for better terms due to strong 
liquidity of company
•  Capacity utilization: on Books at 
70% but in reality, after including 
recoveries, ~90%. Hence, till October 
next year, production will remain the 
same. However, would try to move 
towards high margin/high value 
products but that would not result in 
significant move
•  Capacity: Total capacity between 
Ankleshwar and Dahej at ~280,000 
liters of reaction capacity now and 
expansion by 200,000 liters. At the 
time of IPO, company had 17 assembly 
lines for the SDAs and was talking of 
increasing that by about 10 assembly 
lines further, but instead they have 

already commissioned 12 assembly 
lines. Today, there are 29 assembly 
lines and post expansion, there will 
be addition of another 10 taking total 
to 39 in terms of SDA production. 
By Q4FY22, company will be able to 
utilize the full expanded capacities 
and ~ two years from there to fully 
saturate that capacity
•  Management doesn’t expect gross 
margin pressure in Q3 despite 
inferior product mix and depletion of 
low-cost buffer inventory. Company 
is renegotiating the pricing with the 
suppliers with lower payment days. 
Working capital days will remain 
steady.
•  Electrolyte salts and glyme: In 
terms of electrolyte salts, this is still a 
very new technology area where real 
commercialization of the technolo-
gies is just beginning phase. So, we 
may see a larger commercialization 
in terms of our opportunities for 
selling the super capacitor batteries, 
is probably two or three years down 
the line. Secondly, in terms of glymes 
today we are making it using a con-
ventional chemistry so that is where 
we are feeling restricted in terms of 
increasing the productivity because 
of limited capacities in the plan and 
to overcome this, to go on a mass 
scale, we are actually quite successful 
in developing this using a continuous 
flow chemistry at R&D scale and 
now we are into detail engineering 
mode to take it to the pilot scale. So, 
probably two years down the line we 
will see Tatva Chintan getting into 
a continuous flow chemistry-based 
line. This is where we can actually 
start pitching in for larger demand. 
So, the opportunities can increase 
multifold, once we are in that area 
of continuous flow chemistry. There 
are two major applications, one the 
glyme is used as a solvent in a lot 
of APR production processes and 
second application is as a solvent 
for dissolving the lithium salts in 
the Li battery. So, these are the two 
key applications to set glyme free 
dominantly.

EBITDA margin 
range of 24% to 
27% based on SDA 
concentration at 50% 
to 55% of sales. In 
Q2, EBITDA margins 
at 31% + which is 
unsustainable due 
to 62% revenue 
contribution of 
SDA… Tatva Chintan 
Pharma Chem Ltd
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The central focus or talk point for investors, economists 
and policymakers have been inflation. However, this is 
just not only for India but from the global perspective. 
The CPI Inflation in India has been slowly inching higher 
and the October print stood at 
4.48% vs 4.35% in September, albeit 
there has been month on month 
(MoM) increase. Besides, the spike 
in inflation is despite favorable base 
which is expected to wear out soon. 
However, the inflation numbers are 
still not way out of RBI’s comfort zone 
of 4%. The main driver of inflation has 
been food inflation followed by ‘fuel 
and light’ and housing. We all know 
the era of 2012-2016 when inflation 
was primarily driven by food prices 
which can be only tamed by supply 
side measures and Govt. policies and 
RBI’s monetary policies hardly work. 
According to CRISIL, in October, 
cereal prices were slightly up by 
~1% on year while prices for other 
food groups like pulses and oilseeds 
were heading north significantly by 

17% and 30% respectively. The Govt. has also acted and 
lowered excise duty and VAT to tame fuel prices and also 
lowered import duties on crude palm oil from 36% to 8% 
and duties on crude soybean oil was reduced from 39% 

to 5.5%. These interventions by Govt. 
together with record food production 
(buoyed by normal rains), ample 
ground water (supporting rabi crop) 
and high buffer stocks of cereals 
will help lower food prices ahead. In 
August, the government also launched 
a national mission on oil palm with a 
budget of Rs 11,000 crore, to boost the 
production of oils. Although, the same 
will take at least 5-7 years, it would 
hardly change the food economics 
and India would continue to be 
import dependent from Malaysia and 
Indonesia, as stated by an article by 
live Mint. The article further states 
that India’s edible oil import bill 
touched a staggering Rs 1.17 trillion 
between November 2020 and October 
2021 (oil year 2020-21), a jump of 63% 
purely led by international prices 

economy review

ECOnOMy REviEw

The CPI Inflation 
in India has been 
slowly inching 
higher and the 
October print stood 
at 4.48% vs 4.35% in 
September, albeit 
there has been 
month on month 
(MoM) increase. 
Besides, the spike in 
inflation is despite 
favorable base 
which is expected to 
wear out soon.
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of palm and soy oil while volumes remained largely 
unchanged at ~13 million tonnes. Although, how India 
could lower dependence on imports is a long-drawn 
strategy, the present steps taken by Govt will help to tame 
food inflation. However, when it comes to core inflation 
(inflation ex-food and fuel) the same has been sticky at 
5.9% and according to economists this is majorly demand 
driven. Hence, inflationary risks as it stands out is not all 
from supply side measures and transitory as highlighted 
by global central banks. There lies the debate since core 
inflation has been sticky for US too like India and that 
is where it has brought debates over the inflationary 
scenario and interest scenario ahead and the withdrawal 
of monetary stimulus and thereby raising interest rates 
in probable next year. For US, the inflationary risks are 
captured with the rising short-term rates while the long 
term yields still linger lower. 

For India, RBI is slowly squeezing the liquidity of the 
system and probably soon change the accommodative 
stance. However, taming the core inflation will pose 
major challenges if economic growth picks up. The same 
is captured by Phillips curve which was named after 
economist A.W. Phillips who in a research paper in 1958 
titled ‘The relation between unemployment and the rate 
of change of money wage rates in the United Kingdom 
1861-1957’ found out an inverse relationship between 
inflation (money wage growth) and unemployment rate 
in its original form. Same relation was found out by other 
economists by applying data for US economy, but was 
later refuted by Friedman (1968), Phelps (1973) and Lucas 
(1976) who argued that there is no trade-off relationship 
between the variables. In 1970s, the relationship turned 
out to be positive with output remaining sluggish and 
rise in unemployment together with inflation. Although, 
Lucas found out that the inverse relationship holds in 
short run, if workers failed to anticipate policymakers 
creating artificial situation with high inflation and low 
unemployment. Research works have carried on and 
raged debates over the relationship, although much 
matters with the time period chosen as with the country. 
The November 2021 edition of RBI’s bulletin includes a 

paper titled ‘Is the Phillips Curve in India Dead, Inert and 
Stirring to Life or Alive and Well?’ by Michael Debabrata 
Patra, Harendra Behera and Joice John of RBI. The Phillips 
curve postulates that unemployment can be lowered 
(output can be increased) but only at the cost of higher 
wages (inflation) or conversely, wage growth (inflation) 
can be lowered only at the cost of higher unemployment 
(lower output). Thus, monetary policy would try to work 
based on this relationship and based on the same, the 
authors have found that the relationship is indeed alive 
in India. In fact, other economists like Preeti Sharma 
& Deepmala Jasuja of Amity University have recently 
found the validity of the relation on long term basis. 
Similarly, Tariq 
Ahmad Bhat, 
Towseef Mohi 
Ud Din Et al. 
have also found 
the relationship 
to exist in 
India. More 
importantly, all 
of them found 
that the path of 
causality runs 
from inflation to 
unemployment 
and not the other 
way round. 

The RBI 
paper states 
that ‘Phillips 
postulated that 
this negative 
relationship 
should be highly 
non-linear due 
to downward 
wage rigidity – 
workers would be 
reluctant ‘to offer 
their services 
at less than 
the prevailing 
rates when the 
demand for 
labour is low and 
unemployment 
is high’ (Phillips, 
1958). This 
implies that 
the policy 
maker’s ability 
to generate 
employment 

Sticky core inflation

Source: RBI, Ashika Research
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For India, RBI is 
slowly squeezing 
the liquidity of the 
system and probably 
soon change the 
accommodative 
stance. However, 
taming the core 
inflation will pose 
major challenges if 
economic growth 
picks up. The 
same is captured 
by Phillips curve 
which was named 
after economist 
A.W. Phillips who 
in a research paper 
in 1958 titled ‘The 
relation between 
unemployment and 
the rate of change 
of money wage 
rates in the United 
Kingdom 1861-
1957’ found out an 
inverse relationship 
between inflation 
(money wage 
growth) and 
unemployment rate 
in its original form.
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by lowering the wage rate slows after a point and then 
stops.’ From late 1990s to global financial crisis (GFC) 
of 2007-08, global economic activity expanded without 
any parallel acceleration in inflation. Besides, the GFC 
also didn’t produce any sharp disinflation which was 
expected by many. Moreover, there was a case of missing 
re-inflation widely expected post 2010s. The paper thus 
states that the relative insensitivity of inflation to changes 
in employment or output growth led to flattening of 
the Phillips curve. Thus, economists suggested that the 
Phillips curve could have either disappeared during this 
period or could be hibernating. A 2017 research paper by 
Michael Dotsey, Shigeru Fujita and Tom Stark published 
by the Federal Reserve Bank of Philadelphia titled “Do 
Phillips curves conditionally help to forecast inflation?” 
again argues that central bankers may be using the wrong 
economic model to frame policy. The authors argue 
that there is no real trade-off between inflation and 
unemployment, as assumed by generations of economists, 
as models based on the Phillips curve have a poor 
forecasting record. This should not be surprising since 
the Phillips curve proved wrong during the stagflation of 
the 1970s while have diminished during 2000s. Besides, 
one of the basic assumptions by Phillips was that wages 
are rigid which may not be case as many economists 
assume, which means that they could adjust downward 
quite comfortably in many cases. Lastly, loose monetary 
policy, apart from ramping up inflation, often also causes 
structural distortions in the economy which lead to 
higher unemployment. 

For India though, the RBI paper states that the Phillips 
Curve has stood the test of time, right up to early 2020 
before the pandemic struck. The paper suggests that 
between 2012-16, inflation averaged 7.5% while output also 
remained strong. Similarly, during the cyclical downturn 
between 2017-2020 inflation also eased and averaged 3.9%. 
On account of Covid-19 supply & logistics disruptions 
resulted in demand-supply imbalances, margins were 
increased and so were taxes on fuel to recoup lost 
income. The RBI paper stated that while food and fuel 
prices suffered one-off spikes, core inflation (which is 
largely perceived to be demand driven) was largely firm 
and was not in sync with the contraction of the economy. 
Thus, the traditional trade-off between aggregate demand 
and core inflation broke down, questioning the very 
existence of the Phillips curve and difficult for the RBI to 
counter with monetary policy. “Is there sizeable slack in 
the economy induced by the pandemic, as high frequency 
indicators suggest? Or has the pandemic changed all that, 
pushing down potential output along with actual output, 
begging the question – what is the state of the output gap? 
Has the relationship between slack and inflation broken 
down?” asks the RBI paper. It is important to note that 
the output talked about by RBI throughout is potential 
output such that if actual output is lower than potential 
output, inflation should be under control and vice versa. 
However, if the potential output growth has slowed then 
slack in the economy or spare capacity (due to insufficient 
demand relative to what the economy is capable of 
producing) also narrows, thus raising fears of inflation 
spike and thus RBI will be forced to tighten policy sooner 
than expected. Based on forecasts by economists of 
large investment bankers, the potential growth rate for 
India has indeed slowed down to 5.5% from 6% before 
pandemic and India could achieve pre-pandemic level 
output only by FY22. In an attempt to answering these 
questions, the paper notes that the output gap in India 
is still negative but is closing fast. Besides, while the 
Phillips curve in India is alive, its recovering from a 
period of flattening that has lasted more than six years 
since 2014. This phenomenon has been attributed to 
inflation targeting in India which helped anchor inflation 
expectations. Inflation expectations can feed into actual 

Output Gap and Potential Output

Source: RBI Bulletin, Nov’21

Time-varying Slope of the Phillips Curve

Source: RBI Bulletin, Nov’21

Estimated Convex Phillips Curve

Source: RBI Bulletin, Nov’21
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wage and price increases and lead to 
inflation. The paper also found that 
as the output gap becomes positive, 
inflation tends to rise faster. Besides, 
while the output gap in India is still 
negative, it is closing quickly. The 
RBI paper is of the view that at the 
current macroeconomic conditions, 
the Phillips curve is flattening due to 
weak demand conditions. Thus, this 
also provides opportunity for RBI to 
maneuver with the monetary policy so 
as to support recovery without being 
tied up by demand-driven inflation 
concerns. However, as advised RBI 
needs to be vigilant though since the 
slope of the curve steepens as output 
gap closes and moves into positive 
territory thereby causing upside risks 
to inflation. If the forecasts of foreign 
investment banks are to be believed, 
some forecast output gap to remain 
negative in FY24 too amidst the global 
growth engine slowing down. 

Thus, despite its checkered past, 
Phillips curve serves as a yardstick 
when maintaining the balance of 
inflation and unemployment. Central 
bank chiefs try to maintain the level 
of unemployment at the non-accelerating inflation rate 
of unemployment, which is the unemployment rate at 
which inflation too is just under control. Central banks 
maintain loose monetary policy whenever inflation 
is too low and unemployment too high to encourage 
greater employment. The converse is also true when 
inflation runs high. It is noteworthy to state that inflation 
and unemployment are the key parameters for the US 
economy to dictate their monetary policy. Albeit the 
long-term trend is where the debate lies, the short-
term relation holds. Rightly so, the short-term rates 
have spiked as the future rate hikes are anticipated and 
reflected. US Fed chair, Powell acknowledged recently 
that the risks to inflation are “clearly” to the upside 
but stuck with his base case that price pressures will 
eventually ebb as supply-chain kinks are worked out. 
“We can be patient” in raising interest rates and “allow 
the labor market to heal,” Powell told a virtual panel 
discussion on Oct. 22. Despite the unemployment rate 
coming down drastically to 4.8% in September (and 

further to 4.6% in October), he 
believes that a lot of slack remains, 
pointing in particular to a 5 million 
shortfall in payrolls from the pre-
pandemic level or unemployment rate 
well above Feb’20 rate of 3.5% with 
lower labor force participation. The 
world could very well be entering 
into an era like 1970s which was 
troubled with stagflation, states 
Ruchir Sharma, Morgan Stanley 
Investment Management’s chief global 
strategist. He believes that inflation 
is hardly transitory particularly core 
inflation led by higher wages. That is 
largely reflected in short term rates 
in US while long term rates have 
hardly budged which he believes is 
due to indebtedness of world (with 
total debt at 350% of global GDP). 
Given the inflated asset prices and 
the sensitiveness to slight changes 
in interest rates, economic growth 
will slow down resulting in central 
banks to eventually push back rates 
down again. Similar views were 
expressed by a SBI research report 
which highlighted the perils of high 
debt-debt ratio post 2008 crisis led 

by low interest rate scenario. “ This in turn makes it 
very difficult to raise them in future lest markets could 
disorient” the report said. “ In other words, low rates 
beget lower rates. This is a big risk that even RBI is 
currently facing as low rates in the system are fueling 
inadequate risk recognition with irrational pricing of 
credit risk.”  For India however, as RBI has found inflation 
is sensitive to the output gap but as again the negative 
gap is closing fast. Besides, the slope becomes steep when 
output gap is positive which will make RBI to take rate 
hikes drastically to catch up. Hence, RBI would rather 
be proactive and doesn’t want to fall behind the graph, 
and would rather take steps to unwind monetary policy 
accommodation together with increase in the reverse 
repo rate in upcoming policies, although the situation 
is challenging nonetheless. SBI research report believes 
that “The main challenge is intellectual challenge. Certain 
ingrained economic beliefs at the core of the prevailing 
analytical paradigms may have facilitated the loss of 
policy headroom and may complicate the quest to regain 
it to the extent that they influence policy” 

Thus, despite its 
checkered past, 
Phillips curve serves 
as a yardstick when 
maintaining the 
balance of inflation 
and unemployment. 
Central bank chiefs 
try to maintain 
the level of 
unemployment at 
the non-accelerating 
inflation rate of 
unemployment, 
which is the 
unemployment rate 
at which inflation 
too is just under 
control.
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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 stepping 
stone 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

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.

Human Edge
Human Edge is a startup that is on a path to end workplace stress. It is founded by Dr. 
Marcus Ranney, who has optimized health, wellbeing & performance of astronauts (Nasa); 
fighter pilots; CEOs & led health expeditions to Mt. Everest, the Artic Circle etc. Today, 

workplace stress costs the global economy over a Trillion dollars & 120K+ lives are lost each year in the US alone. 
Existing solutions are unable to treat workplace stress due to use of templatized solutions which aren’t rooted in 
biology
To solve these challenges, Human Edge has built a mobile based platform, which uses digital biomarkers, to create a 
personalized scalable product which provides behavioural “biohacks” for employees to learn, be coached & engage 
in an online community to enhance their performance at the workplace. With 20 years of domain expertise, they are 
taking a unique approach of using biology to treat the root causes of stress at the individual level.
Having launched in Jan’21, with a highly scalable model they have quickly secured global client accounts (c. 30 across 15 
countries); got revenues (~$350k); have loyal marque customers (>55% retention) & have deeply impacted employees in 
a positive way (20% reduction in stress levels). They are now looking to raise a $1.5 mn seed round. 

Mr. Mihir Mehta

Recur
Recur is one of India’s most innovative & exciting FinTech. It is started by Founders who have an 
exceptional background (IIM-C, Kotak, BAML etc.). They are backed by India’s premier leading 
VC fund with a history of strong exits. It provides finance to today’s fastest growing companies 
which are in the $100bn+ Subscription Economy (SaaS, OTT etc.). Not only are these businesses 
pandemic proof, but have faster sales conversion ratios & predictable revenues. But as you would 

have seen, these innovative companies have deferred cashflows. Hence, they have to raise excess equity (dilution); high 
cost debt (squeeze margins) or provide large discounts (reduce revenues).
To solve this, Recur has created India’s first marketplace for trading Recurring Revenue Contracts. With strong 
online+offline underwriting models they have created a platform that can offer NBFCs an IRR in the high teens with 
minimal risk.
Having launched recently, the company already has a $300K AUM & a strong pipeline of $20 mn which includes 
marquee SaaS platforms of India as well as the US. They are looking to raise a line of $2 mn as a lending line. 

Farmex
Farmex is an Agrit-Tech startup that is working for small-holder farmers. Farmex has 
created a platform through which it engages with farmers to provide them with knowledge 
& data. They employ agro-entrepreneurs to collect soil, crop & other inputs through 

which their proprietary platform assesses the risk of the farm. Based on this data, the platform also recommends the 
risk-mitigation steps that are required to be taken by the farmers which include recommendations on planning the 
farming process, type of seeds & fertilizers to be bought etc.
Started by Founders who have spent decades on ground working with farmers & having their work covered by World 
Bank, Bill & Melinda Gates Foundation etc, this start-up is creating large scale impact for 510 mn smallholder farmers 
globally by reducing their risks & increasing their revenues. 
Since inception, they have been working with farmers not only in India but also in Africa & have entered into strategic 
partnerships with multiple stakeholders in India & Africa to create strong value for these small scale farmers. They are 
looking to raise $1 mn in a seed round



50December 2021 INSIGHT

Q2FY22  
report Card
India Inc managed to sustain the momentum in revenue 
and profit for the September quarter amid a gradual 
recovery in economic activities. However, profitability was 
at a five-quarter low amid rising commodity inflation and a 
low cost base in the year-ago quarter, which was impacted 
by the first wave of the pandemic. Q2FY22 earnings season 
saw an overall strong performance with divergences across 
sectors and companies. Among the sector, strong growth 
was seen in consumer discretionary, insurance & capital 
markets, energy, real estate and large 
banks while autos & consumer staples 
disappointed. IT continued its strong 
momentum. The quarterly earnings 
reflect two noticeable trends: demand 
environment is conducive after 
gradual unlocking of the economy and 
rising energy & commodity prices 
are denting operating profitability. 
Further, management commentary 
continues to be bullish with various 
conducive factors like low real 
interest rates, abundant availability of 
financial resources with corporates, 
strong tax buoyancy, strong exports 
market as global demand remains 
robust, strong investment demand 
from the digital economy and core 
sectors such as commodities, among 
others. Among the concerns going 

forward are high energy and raw material prices. The 
biggest concerns are a continued rise in inflation and a 
demand slowdown. Nonetheless, it is expected that global 
and domestic bond yields to rise further over the next few 
months and provide headwinds to equities. On the other 
hand, there is a strong short-term narrative of economic 
and earnings recovery and a powerful long-term narrative 
of the multi-year investment cycle in favour of India. Going 
forward, it is expected that sectors like BFSI, IT, consumer, 

metals, cement, and capital goods will 
outperform. However, auto, telecom 
and healthcare may post muted growth 
and energy and utilities can be under 
pressure due to higher input costs.

The revenue and profit of Nifty 50 
companies rose in Q2FY22 as the 
Indian economy grew, aided by easing 
Covid-19 restrictions, domestic 
demand, lower interest rates, ample 
liquidity from the banking sector 
and rising exports. The aggregate net 
profit of index constituents rose 23.5% 
sequentially, the fastest pace since 
the quarter ended September 2020, 
according to Bloomberg data. The 
aggregate revenue of 39 companies—
excluding banks, financials and 
insurance companies— rose at 10.7% 
while operating profit rose at 7.2%. The 

The revenue and 
profit of Nifty 50 
companies rose 
in Q2FY22 as the 
Indian economy 
grew, aided by 
easing Covid-
19 restrictions, 
domestic demand, 
lower interest rates, 
ample liquidity from 
the banking sector 
and rising exports.
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pace of growth was impacted by commodity inflation as 
not all companies were able to pass on rising input costs to 
customers despite improved domestic demand. For Nifty, 
Oil & gas, Metals & mining and Banks contributed most to 
earnings, while Industrials dragged the earnings. Earnings 
beat was mostly recorded in Financials, IT, Oil & gas and 
Metals & mining; Missed for Automobiles and FMCG. Top-
line miss was seen mostly in Automobile and Financials; 
beat was mostly recorded in Oil & gas. Banks, Pharma and 
Metals & mining were common earnings driver for Nifty.

Sector highlights
Urban demand rebounded strongly while rural 
consumption remained steady. Housing and house 
improvement was a strong theme that was seen in real 
estate presales rebound and sustained growth in pipes, 
tiles, and household appliances sector. Most large banks 
demonstrated steady recovery in loan growth, led by 
retail and SME segments. Asset quality and credit growth 
outlook are improving sequentially. Small banks and NBFCs 

are still struggling to recover from COVID-related asset 
quality issues. In the consumer segment, discretionary 
consumption showed a strong recovery during the quarter 
while most companies posted double-digit sales growth but 
margins were affected by higher raw material prices. Large 
pent-up demand was seen in consumer discretionary, 
viz., apparel retail, outdoor dining, jewellery, and paints. 
Auto & related sectors’ performance remained subdued 
due to semi-conductor shortage. Power generation and 
auto sectors seem to be converging on “green strategy” 
as reflected in their focus on renewable energy and EVs 
respectively. Cement companies’ revenue was affected on 
account of monsoons and margins due to high energy costs. 
Capital good and infrastructure companies posted strong 
growth. IT companies continue to report robust growth 
with Tier-2 companies growing at almost double of Tier-1 
companies on organic basis. The metal and mining sector 
reported a strong Q2FY22 primarily on account of healthy 
realisations. Oil & gas companies reported decent numbers 
in Q2FY22.

CNX 500 (Excluding Banks, NBFC & Oil Companies)
(In Rs. Cr.) Q2FY20 Q3FY20 Q4FY20 Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22

Net Sales 1115470 1123490 1118151 821743 1140099 1212596 1358111 1203210 1335478

Growth (YoY) 2% 0% -6% -25% 2% 8% 21% 46% 17%

Growth (QoQ) 1% 1% 0% -27% 39% 6% 12% -11% 11%

Operating Expenses 919560 919055 925510 676086 920984 954034 1077755 953266 1064409

Growth (YoY) 1% -1% -6% -24% 0% 4% 16% 41% 16%

Growth (QoQ) 3% 0% 1% -27% 36% 4% 13% -12% 12%

% of Sales 82% 82% 83% 82% 81% 79% 79% 79% 80%

Operating Profit 195910 204435 192641 145657 219115 258562 280356 249944 271069

Growth (YoY) 3% 3% -9% -29% 12% 26% 46% 72% 24%

Growth (QoQ) -5% 4% -6% -24% 50% 18% 8% -11% 8%

OPM 18% 18% 17% 18% 19% 21% 21% 21% 20%

Depreciation 23537 21832 26084 23023 22048 23815 24410 19248 22907

Growth (YoY) 11% -1% -3% 5% -6% 9% -6% -16% 4%

Growth (QoQ) 7% -7% 19% -12% -4% 8% 2% -21% 19%

Interest 66898 67224 70250 67447 69456 71668 74654 72749 74756

Growth (YoY) 25% 17% 18% 4% 4% 7% 6% 8% 8%

Growth (QoQ) 3% 0% 5% -4% 3% 3% 4% -3% 3%

Other Income 46345 45974 48458 46469 45595 45655 44486 45058 43224

Growth (YoY) 17% 12% 15% 1% -2% -1% -8% -3% -5%

Growth (QoQ) 1% -1% 5% -4% -2% 0% -3% 1% -4%

Adj Profit 21494 80543 36714 -18539 91304 121165 116607 104997 136425

Growth (YoY) -73% 32% -64% PL 325% 50% 218% LP 49%

Growth (QoQ) -72% 275% -54% PL LP 33% -4% -10% 30%

NPM 2% 7% 3% -2% 8% 10% 9% 9% 10%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit
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Sectoral performance review
Auto & Auto ancillary Sector
In Q2FY22, demand momentum remained strong for 
passenger vehicles (PVs) on the back of customers’ 
preferences for personal mobility and improving 
sentiments. However, the industry was plagued by 
multiple headwinds in Q2 − Covid impact on volumes, 
higher input costs and semi-conductor shortage. This 
resulted in weak revenue, gross margin pressure and 
negative operating leverage. In the domestic market, 
OEMs have reported demand weakness in the rural 
markets due to untimely rainfall, while the demand 
has rebounded to pre-pandemic levels in the urban 
markets. However, the production of PV and premium 
motorcycles in India was severely impacted because 
of the semi-conductor shortages globally. Commercial 
vehicles (CVs) fleet utilization levels have improved with 
economy opening up. 2W sales over the quarter remained 
sluggish. Tractors witnessed YoY decline on the back of 
higher base. Replacement market for auto components 
continued to remain strong with high single digit growth 
for tyres and batteries. Across the board there has been 
2-4% price hikes in Q2 the full effect of which will be 
seen in next quarter. For OEMs, there has been a steep 
rise in ASPs due to the price increases taken to counter 

commodity inflation since Jan’21. Overall, auto companies 
reported a contraction in EBITDA margin, given gross 
margin contraction and production disruption due to 
supply constraints. For Q2FY22, total industry sales were 
at 65 lakh units (up 41.4% QoQ), with domestic dispatches 
jumping ~60% QoQ to 50.9 lakh units and exports flattish 
at 14.1 lakh units. Domestic PV volumes rose 14.7% QoQ to 
~7.4 lakh units (UV up 28.4% QoQ); 2-W volumes rose 71.2% 
QoQ to 41.1 lakh units (motorcycles up 50%, scooters up 
125%). Domestic CV volumes increased 57.1% QoQ to 1.66 
lakh units (M&HCV up 83.4%, LCV up 47.1%) while 3-W 
volumes grew 191% to 70,899 units (albeit on a low base). 

Almost all OEMs and Auto Component players indicated 
that the worst of the semiconductor shortage is over, 
with a gradual improvement expected from Q3FY22 
onwards. The semiconductor shortage as well as the 
intensity of commodity cost inflation is expected to 
improve from 2HFY22. Recently concluded festive season 
(Dussehra- Diwali) was muted for the industry at the 
retail level. However, with gradual easing of supply side 
issues, upcoming marriage season as well as pick-up 
in economic activity, it is expected that sales volume to 
improve, going forward. Margin pressure, however, may 
still persist for a few more quarters as companies were 
cautious on input costs led further price hikes.

Trend in Volumes (Units)
Company Q2FY22 YoY (%) QoQ (%)
Maruti Suzuki 379,541 -3.5 7.3
M&M 190,600 2.9 2.0
Tata Motors (SL) 171,823 55.7 49.7
Ashok Leyland 27,543 42.2 53.1
Escorts 22,147 -12.3 -14.6
Hero MotoCorp 1,438,553 -20.7 40.4
Bajaj Auto 1,144,407 8.6 13.8
TVS Motor 916,705 5.6 39.4
Royal Enfield 123,515 -17.2 -0.1

Source: Company, Ashika Research

Aggregate EBITDA Margin (%)

Source: Company, Industry Report
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Auto & Auto ancillary Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

Tata Motors Ltd. 61379 15% -8% 4050 -29% -23% 7% -4442 Loss Loss -7%

Mahindra & Mahindra Ltd. 21470 12% 12% 4892 18% 395% 23% 1929 NM 355% 9%

Maruti Suzuki India Ltd. 20551 10% 16% 857 -56% 5% 4% 487 -66% 3% 2%

Motherson Sumi Systems Ltd. 14076 -6% -13% 944 -32% -23% 7% 217 -36% -25% 2%

Bajaj Auto Ltd. 8762 22% 19% 1400 11% 25% 16% 2040 71% 74% 23%

Hero MotoCorp Ltd. 8539 -10% 55% 1086 -17% 109% 13% 746 -24% 498% 9%

TVS Motor Company Ltd. 6483 23% 38% 740 17% 78% 11% 242 35% LP 4%

Ashok Leyland Ltd. 5562 44% 36% 576 -1% 71% 10% -103 Loss Loss -2%

MRF Ltd. 4908 16% 17% 521 -40% 5% 11% 189 -54% 14% 4%

Exide Industries Ltd. 4758 19% 34% 425 -6% 105% 9% 196 -24% 498% 4%

Tube Investments of India Ltd. 3263 173% 34% 377 116% 34% 12% 168 70% 40% 5%

Bosch Ltd. 2918 18% 19% 358 24% 17% 12% 372 LP 43% 13%

Bharat Forge Ltd. 2386 73% 13% 510 207% 13% 21% 271 NM 77% 11%

Amara Raja Batteries Ltd. 2264 17% 20% 269 -21% 8% 12% 144 -28% 16% 6%

Eicher Motors Ltd. 2250 5% 14% 470 0% 29% 21% 373 9% 57% 17%

Balkrishna Industries Ltd. 2072 31% 15% 538 0% 5% 26% 391 15% 18% 19%

Cummins India Ltd. 1730 48% 45% 259 54% 75% 15% 221 28% -10% 13%

Escorts Ltd. 1674 1% -2% 210 -29% -11% 13% 173 -24% -3% 10%

Total 175045 14% 6% 18480 -11% 33% 11% 3615 -37% LP 2%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit

Banking Sector
Q2FY22 performance was largely in line with expectations 
as banks witnessed increased business activity with 
unlocking compared to the previous quarter, which, 
in turn, resulted in better operating performance and 
profitability. Most banks witnessed steady recovery in 
loan growth, led by the Retail and SME and Business 
Banking portfolios. On the other hand, the Corporate 
book was largely muted as the capex cycle would still 
take time to revive. Deposit growth remained healthy, 
with growth in CASA deposits coming in marginally 
higher, resulting in an improvement in the CASA ratio. 
Margins exhibited mixed trends, impacted by excess 
liquidity, although lower cost of funds provided support. 
Fee income picked up sharply, supported by improved 
business activity, while Core PPoP growth witnessed 
a wide diversion. Overall, earnings remained buoyant, 
supported by lower provisions. Net slippages declined 
sharply QoQ led by less NPL formation and supported by 
better recoveries/upgrades. Incremental restructuring 
was <1% of loans and cumulative pool stands at 
manageable levels.

Overall performance for private banks in Q2FY22 was 
positive, characterised by continued market-share 

gain and growth pick-up in higher-yielding segments, 
stable margins, healthy growth in core fee income 
and higher costs on the operating front. Asset quality 
performance too improved, with lower slippages and 
higher recoveries/upgrades driving NPA ratios lower and 
restructuring being well contained, especially by large 
private banks. It is expected that core revenue growth to 
improve with margin stability/expansion, higher volumes 
and better fee income opportunities. Healthier revenues 
and lower credit cost will lead to higher investment in 
tech and franchise, thus pushing up cost-to-income ratio. 
Credit costs for the top-5 private banks, in aggregate, 
declined ~60bps YoY/45bps QoQ. For PSU banks, 
operating performance remained relatively muted, with 
low loan growth and weaker fee income traction. PPOP 
was also impacted by the higher operating expenses, due 
to the provisions made on account of family pension. 
Asset quality performance, however, improved in line 
with private banks’. Therefore, profit growth was strong, 
driven by the moderation in credit costs.

Management commentaries have suggested improved 
outlook in terms of business growth as well as asset 
quality in coming quarters amid further unlocking and 
economic recovery, festive season, normal monsoons. 
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With the asset quality pain largely behind, banking 
stocks would hereon largely track growth. Rising 
inflationary pressures may raise prospects for a rate 
hike, but it is expected that the policy response will 
be measured as economic growth also needs to be 
anchored to a comfortable zone. Going ahead, it is 
expected that improving underlying consumption 

demand and asset-quality normalization should support 
growth. Moreover, profitability should see a boost in 
coming quarters with better top-line growth and lower 
provisions. Loan growth is to be largely driven by retail & 
MSME segment while corporate segment should witness 
gradual pick up in working capital utilisation.

Trend in deposit growth (% YoY)

Source: Company. AceEquity, News Article, Industry Report
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Banks
Company (Rs Cr) NII YoY QoQ Net 

Profit
YoY QoQ NIM 

(%)
GNPA 

(%)
NNPA 

(%)
CAR 
(%)

State Bank Of India 31184 11% 13% 7627 67% 17% 3.2 4.9 1.5 13.4

HDFC Bank Ltd. 17684 12% 4% 8834 18% 14% 4.1 1.4 0.4 20.0

ICICI Bank Ltd. 11690 25% 7% 5511 30% 19% 4.0 5.1 1.1 18.3

Axis Bank Ltd. 7900 8% 2% 3133 86% 45% 3.4 3.5 1.1 19.2

Bank Of Baroda 7566 2% -4% 2088 24% 73% 2.9 8.1 2.8 15.6

Union Bank Of India 6829 9% -3% 1526 195% 29% 3.0 12.6 4.6 13.6

Punjab National Bank 6353 -25% -12% 1105 78% 8% 2.4 13.6 5.5 15.2

Canara Bank 6274 0% 2% 1333 200% 13% 2.7 8.4 3.2 14.4

Indian Bank 4083 -1% 2% 1089 164% -8% 2.9 9.6 3.3 15.9

Kotak Mahindra Bank Ltd. 4021 3% 2% 2032 -7% 24% 4.5 3.2 1.1 21.8

IndusInd Bank Ltd. 3658 12% 3% 1114 72% 14% 4.1 2.8 0.8 17.4

Bank Of India 3523 -14% 12% 1051 100% 46% 2.4 12.0 2.8 17.1

Central Bank Of India 2495 6% 17% 250 55% 22% 3.4 15.5 4.5 15.4

IDFC First Bank Ltd. 2272 27% 4% 152 50% LP 5.8 4.3 2.1 15.6

Bandhan Bank Ltd. 1935 1% -8% -3009 PL PL 7.6 10.8 3.0 20.4

IDBI Bank Ltd. 1854 9% -26% 567 75% -6% 3.0 20.9 1.6 16.6

Indian Overseas Bank 1633 5% 9% 376 154% 15% 2.4 10.7 2.8 15.4

UCO Bank 1598 15% 9% 205 582% 102% 2.8 9.0 3.4 14.3

Yes Bank Ltd. 1512 -23% 8% 226 74% 9% 2.2 15.0 5.6 17.4

The Federal Bank Ltd. 1479 7% 4% 460 50% 25% 3.2 3.2 1.1 15.0

RBL Bank Ltd. 915 -2% -6% 31 -79% LP 4.1 5.4 2.1 16.3

AU Small Finance Bank Ltd. 753 34% 4% 279 -13% 37% 5.6 3.2 1.7 22.0

Punjab & Sind Bank 617 1% 7% 218 LP 26% 3.3 5.6 1.7 14.7

Equitas Small Finance Bank Ltd. 484 5% 5% 41 -60% 245% 8.1 4.8 2.5 22.2

City Union Bank Ltd. 478 1% 7% 182 15% 5% 4.0 5.6 3.5 19.2

CSB Bank Ltd. 278 21% 4% 119 72% 94% 5.2 4.1 2.6 20.1

Total 130570 6% 4% 36804 33% 15%
Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit

Cement Sector
Cement industry volumes were up 6% YoY and flat 
QoQ in a seasonally weak quarter as delayed monsoon 
supported overall volume growth. Although blended 
EBITDA per tonne for the industry contracted sharply 
by ~Rs. 250/T QoQ and Rs.175/T YoY as cost increase 
was much higher than the price increases. Pet coke, 
imported coal and diesel prices (~55% of costs) saw a 
sharp uptick from Q1FY22 onwards with 2.8x, 2.1x and 
20% increase on YoY basis. On a QoQ basis also, prices 
of pet coke, international coal, diesel prices were higher 
by ~15%, 58%, 9% QoQ respectively. Sharp increase in 
fuel costs – petcoke, imported coal, diesel prices were 
up meaningfully during the quarter, also increase in 
other expenses due to higher discretionary spends 
(advertisements) and maintenance costs weighed on 
margins. Although companies have increased prices 

in October, continuous rise in fuel prices (petcoke) is a 
key risk. Per industry data, cement prices are up Rs. 15/
bag or 4.5% in Q3 till date vs. Q2 average at an all-India 
level (except eastern region where prices have further 
corrected). In terms of regions, demand in the Eastern 
region remained soft due to flooding in some parts as well 
as sand availability issue on account of restrictions on 
mining during monsoon while south region saw a better 
volume traction mainly due to base impact. All remaining 
regions witnessed performances on expected lines. In 
terms of prices, as against the general price decline trend 
during Q2, cement prices this time were higher YoY, QoQ 
as companies took major price hikes during March 2021 
and Q1FY22 to combat rising input costs. However, the 
increase was not enough to pass on the cost pressure 
owing to softer demand due to monsoon. Overall, cement 
prices were up 6.1% YoY, 0.9% QoQ
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Going into 2H, cement volumes are expected to witness 
strong traction from the rural and infrastructure 
segment. Most managements were hopeful of an uptick 
in demand in 2HFY22 and expect a volume growth of 
6-8% YoY over this period. Demand started to improve 
after the monsoon season, and further improvement is 
expected after the festive season. Improvement in sand 
availability in the East India and East Uttar Pradesh will 
aid volume growth in these markets. Higher energy costs 

(imported coal and petcoke prices) remain a challenge 
for all companies. In a bid to pass on the cost increase, 
industry witnessed a (7-8%) price hike in Oct’21. Prices are 
expected to rise further in the subsequent months as the 
players try to maintain profitability. Few managements 
cautioned that the demand momentum could get 
impacted as there is an inflationary trend in Construction 
cost. Buoyed by the strong demand sentiments, expansion 
announcements continued in Q2.

Operating parameters
Company Volume (mn ton) Realization (Rs. /ton) EBITDA (Rs. /ton)

Q2FY22 YoY (%) QoQ (%) Q2FY22 YoY (%) QoQ (%) Q2FY22 YoY (%) QoQ (%)
UltraTech 21.6 12.6% 0.5% 5553 3.0% 1.1% 1254 -10.6% -18.3%
ACC 6.6 1.1% -3.9% 5706 7.0% 2.4% 1084 5.0% -14.7%
Shree Cement 6.3 -3.2% -7.6% 5338 7.2% 0.4% 1457 -4.8% -2.6%
Ambuja Cement 6.2 9.3% -3.4% 5150 2.4% -1.9% 1134 -5.5% -24.1%
Dalmia Bharat 5.1 6.3% 4.3% 5053 0.6% -4.6% 1218 -16.7% -14.9%
J K Cements 3.3 18.5% 88.1% 5691 -2.1% 4.4% 990 -35.5% -18.6%
Ramco Cement 2.7 22.5% 26.6% 5547 0.9% -1.5% 1475 -27.0% -13.8%
JK Lakshmi Cem. 2.3 -3.8% -13.5% 5256 11.0% 5.5% 844 -10.2% -13.1%
India Cement 2.2 3.3% 11.9% 5672 9.7% 5.5% 653 -43.4% -22.9%
Orient Cement 1.3 25.5% -5.9% 4790 2.3% -5.7% 1047 -5.7% -23.6%

Source: Company, Ashika Research

Aggregate Volume

Source: Company, Ashika Research
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Cement Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

Ultratech Cement Ltd. 12017 16% 2% 2715 1% -18% 23% 1314 0% -23% 11%
Ambuja Cements Ltd. 6647 8% -5% 1416 5% -22% 21% 666 7% -24% 10%
ACC Ltd. 3749 6% -3% 712 6% -18% 19% 450 24% -21% 12%
Shree Cement Ltd. 3373 3% -7% 921 -10% -10% 27% 563 7% -11% 17%
Dalmia Bharat Ltd. 2577 11% 0% 621 -11% -11% 24% 204 -12% -10% 8%
Nuvoco Vistas Corporation Ltd. 2020 13% -8% 331 -9% -36% 16% -26 Loss PL -1%
JK Cement Ltd. 1895 16% 11% 330 -24% -18% 17% 151 -32% -21% 8%
The Ramco Cements Ltd. 1503 19% 22% 400 -11% 9% 27% 516 112% 201% 34%
The India Cements Ltd. 1235 13% 18% 142 -41% -14% 12% 30 -57% -31% 2%
JK Lakshmi Cement Ltd. 1209 7% -9% 194 -14% -25% 16% 84 -6% -36% 7%
Orient Cement Ltd. 613 28% -11% 134 18% -28% 22% 57 63% -36% 9%
Heidelberg Cement India Ltd. 576 12% 4% 116 -8% -11% 20% 60 -5% -13% 10%
Star Cement Ltd. 407 1% -20% 72 -9% -23% 18% 47 -23% -32% 11%
Sagar Cements Ltd. 369 13% -6% 61 -42% -43% 16% 21 -58% -59% 6%
Ramco Industries Ltd. 311 19% -26% 56 29% -31% 18% 144 82% 90% 46%
Total 38501 11% -1% 8220 -5% -18% 21% 4279 8% -15% 11%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit

FMCG Sector
The Consumer sector closed Q2FY21 with healthy growth 
and strong demand across categories. Discretionary/
retail outperformed, albeit on lower base. Urban markets 
saw QoQ recovery to near normalcy. Rural markets 
saw resilient growth, driven by harvest economy and 
government interventions. During the quarter, rural 
markets continue to grow ahead of urban markets, 
however there was sequential moderation in August and 
September. However, most companies were optimistic 
of recovery in demand in rural markets with the onset of 
the festive season. With improved vaccination, consumer 
mobility improved, resulting in higher demand for OOH 
consumption categories; yet, health/immunity-building 
products saw sharp decline. Discretionary products, 
paints/retail and jewelry outpaced growth led by pent-up 
demand; hair oils/skin creams/shampoo were ahead of 
expectations. In terms of profitability, 
all companies witnessed margin 
(both gross and EBITDA margin) 
contraction due to multi-year high 
raw material prices and lower than 
required price hikes. The commodity 
prices remain at elevated levels which 
should continue to impact margins in 
Q3. However, calibrated price hikes, 
cost saving initiatives and operating 
scale coupled with stabilisation of 
raw material prices should help in 
operating margin expansion from 
Q4FY22. 

Q2FY22 continued to see a steep 
increase in raw material prices like 
crude, palm oil, rice bran & milk. 

Raw material prices were up 30-70% on a YoY basis. 
Barley prices increased 48.5% YoY. SMP prices were up 
7.3% YoY, while Palm oil prices were up 59.5% YoY (4.5% 
QoQ). Mentha prices softened down 2.1% YoY. Gold prices 
were lower by 8% YoY and 0.7% QoQ. However crude 
based inputs like VAM, Packaging, LLP, LAB, Pigments 
remain at record levels. Further, Palm oil (up by 63%), 
Tio2 (up by 60%), LLP (up by 31%) and hDPE (up by 23%) 
had significant impact on the gross margins of the 
companies. Raw material inflation was much higher than 
anticipated and with calibrated pricing strategy impact on 
OPM was higher compared to what the street anticipated 
for the quarter. However, the dip in OPM was lesser 
than the reduction in the gross margins for most as the 
companies stringently managed their advertisement and 
discretionary cost elements.

Global supply disruption has maintained the surge in 
the global commodity prices. Thus, 
raw material inflation is expected 
to remain in the coming quarters. 
Calibrated price hikes in the product 
portfolio and stringent cost-saving 
measures will reduce the stress on 
the margins but will not fully cover 
the significant inflation. On the 
other hand, the increased level of 
vaccinations resulted in improved out 
of home activity. This would continue 
to drive growth in beleaguered 
discretionary categories sales. It is 
expected that FMCG companies are 
likely to maintain mid-single digit 
volume growth and 8-10% pricing 
growth in next few quarters.

Calibrated price 
hikes, cost saving 
initiatives and 
operating scale 
coupled with 
stabilisation of raw 
material prices 
should help in 
operating margin 
expansion from 
Q4FY22.
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FMCG Players Quarterly Volume Growth (%)
Companies Q2FY20 Q3FY20 Q4FY20 Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22
Asian Paints 16.0 11.0 2.5 (35.0) 11.0 33.0 48.0 106.0 34.0 
Bajaj Consumer 1.3 (8.6) (30.0) (23.0) 5.0 15.0 39.0 16.0 (1.0)
Berger Paints 13.0 10.0 (7.0) (46.0) 13.0 32.0 53.0 92.0 21.0 
Britannia 3.0 3.0 0.0 21.0 9.0 3.0 8.0 1.0 2.0 
Colgate 4.0 2.3 (8.0) (2.0) 4.0 5.0 16.0 8.0 2.0 
Dabur 4.8 5.6 (14.6) (9.7) 16.8 18.1 25.4 34.4 10.0 
Emami (Domestic) 1.0 (2.0) (19.0) (28.0) 10.0 13.0 39.0 38.0 6.2 
Godrej Consumer (Domestic) 7.0 7.0 (15.0) 3.0 5.0 7.0 29.0 15.0 4.0 
Hindustan Unilever 5.0 5.0 (7.0) 4.0 14.0 17.0 31.0 9.0 4.0 
ITC (Cigarettes) 2.5 2.0 (11.0) (37.0) (12.0) (7.5) 6.5 30.0 10.0 
Jubilant (Dominos) 4.9 5.9 (3.4) (61.4) (20.0) (1.7) 11.8 114.2 24.0 
Jyothy Labs 8.3 (5.6) (22.0) 6.1 8.5 15.0 24.0 17.0 11.4 
Marico - Domestic 1.0 (1.0) (3.0) (14.0) 11.0 15.0 25.0 21.0 8.0 
Marico - Parachute (1.0) (2.0) (8.0) (11.0) 10.0 8.0 29.0 12.0 7.0 
Marico - Saffola 1.0 11.0 25.0 16.0 20.0 17.0 17.0 24.0 NA
Marico - Value added hair oils 0.0 (7.0) (11.0) (30.0) 4.0 21.0 22.0 34.0 16.0 
Nestle India 9.0 5.5 9.0 2.0 9.0 10.0 7.0 12.0 7.0 
Pidilite 0.6 3.0 (3.1) (58.6) 7.4 22.0 45.3 103.0 24.5 
United Breweries 6.0 (7.0) (21.0) (77.0) (48.0) (15.0) 9.0 115.0 49.0 
United Spirits 1.0 (1.8) (13.5) (49.2) (3.9) (0.8) 8.1 61.0 6.0 

Source: Company, News Article, Ashika Research

FMCG Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

ITC Ltd. 14844 13% 4% 5018 14% 13% 34% 3714 10% 13% 25%
Hindustan Unilever Ltd. 13046 12% 7% 3226 10% 10% 25% 2181 10% 4% 17%
United Spirits Ltd. 8209 9% 33% 469 61% 149% 6% 292 126% 426% 4%
E.I.D. - Parry (India) Ltd. 6978 20% 60% 746 -15% 72% 11% 244 -23% 84% 3%
Ruchi Soya Industries Ltd. 5995 51% 14% 330 38% 0% 5% 164 30% -5% 3%
Nestle India Ltd. 3883 10% 12% 948 7% 12% 24% 617 5% 15% 16%
Britannia Industries Ltd. 3607 6% 6% 558 -17% 1% 15% 384 -23% -1% 11%
United Breweries Ltd. 3295 47% 24% 165 311% 73% 5% 80 NM 160% 2%
Godrej Consumer Products Ltd. 3164 9% 9% 660 -2% 10% 21% 479 5% 16% 15%
Radico Khaitan Ltd. 3077 12% 8% 111 4% 21% 4% 73 -2% 20% 2%
Tata Consumer Products Ltd. 3033 9% 1% 413 3% 3% 14% 268 4% 45% 9%
Dabur India Ltd. 2818 12% 8% 621 9% 12% 22% 504 5% 15% 18%
Varun Beverages Ltd. 2440 33% -2% 495 30% -13% 20% 240 57% -22% 10%
Marico Ltd. 2419 22% -4% 423 9% -12% 17% 309 17% -13% 13%
Godrej Agrovet Ltd. 2154 25% 8% 190 10% 12% 9% 109 2% 3% 5%
Hatsun Agro Product Ltd. 1635 23% 6% 209 8% 18% 13% 82 25% 41% 5%
Colgate-Palmolive (India) Ltd. 1352 5% 16% 401 -2% 13% 30% 269 -2% 15% 20%
Avanti Feeds Ltd. 1226 8% -13% 43 -72% -55% 3% 24 -78% -67% 2%
Jubilant FoodWorks Ltd. 1116 37% 25% 288 33% 35% 26% 120 58% 73% 11%
Procter & Gamble Hygiene and Health 
Care Ltd.

1058 5% 35% 301 -11% 302% 28% 218 -14% 346% 21%

Emami Ltd. 789 7% 19% 277 8% 63% 35% 185 56% 138% 23%
Gillette India Ltd. 573 11% 31% 125 -6% 139% 22% 82 -14% 198% 14%
Zydus Wellness Ltd. 384 12% -36% 31 13% -78% 8% 21 LP -84% 6%
Total 87096 16% 12% 16048 9% 15% 18% 10662 10% 15% 12%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit
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Quarterly Revenue of Tier-1 Companies (USD Mn.)
Company Q2FY21 Q3FY21 Q4FY21 Q1FY22 Q2FY22
Infosys 3,312.0 3,516.0 3,613.0 3,782.0 3,998.00
QoQ (%) 6.1 6.2 2.8 4.7 5.7
TCS 5,424.0 5,702.0 5,989.0 6,154.0 6,333.00
QoQ (%) 7.2 5.1 5.0 2.8 2.9
Wipro 1,992.4 2,071.0 2,152.4 2,414.5 2,580.00
QoQ (%) 3.7 3.9 3.9 12.2 6.9
HCL Tech 2,506.6 2,616.6 2,695.9 2,719.6 2,790.70
QoQ (%) 6.4 4.4 3.0 0.9 2.6
Tech M 1,265.4 1,308.7 1,329.6 1,383.6 1,472.60
QoQ (%) 4.8 3.4 1.6 4.1 6.4
Total 14,500.4 15,214.3 15,779.9 16,453.7 17,174.30
QoQ (%) 6.1 4.9 3.7 4.3 4.4

Source: Company, News Article, Industry Report, Ashika Research

Deal Wins (USD Mn.)
Company Q1FY21 Q2FY21 Q3FY21 Q4FY21 Q1FY22
TCS 8600 6800 9200 8100 7600
Infosys 3145 7129 2100 2600 2150
Tech M 421 456 1040 815 750

Source: Company, News Article, Industry Report, Ashika Research

Information Technology Sector
Tier-I IT services companies continued to report strong 
double-digit revenue growth for second consecutive 
quarter, led by higher spending on digital and cloud 
initiatives, broad-based demand across verticals, strong 
discretionary spending and excellent execution. IT 
companies continue to report robust growth with Tier -2 
companies growing at almost double of Tier-1 companies 
on an organic basis. In the quarter, Tier-I companies grew 
4.6% QoQ (4% on organic basis) and Tier-II companies 
grew 8.5% QoQ (7.9% on organic basis). TCS/ Infosys/ 
HCLT/ Wipro reported constant currency revenue growth 
of 4.0%/6.3%/3.5%/8.1% QoQ and operating margin of 
25.6%/ 23.6%/19.0%/17.8%, respectively. Margin was down 
10/60/120bps on sequential basis for Infosys/HCLT/
Wipro while remain flat for TCS. However, some risks are 
emerging on wage inflation front, but it is expected that 
this is temporary and strong growth along with offshoring 
trend should offset margins concerns. In addition, one 
of the key themes that was observed in Q2 was that 
there is continued strong visibility of revenues based on 
strong deal wins and hiring trends (net hiring of Tier 1 & 
Tier 2 IT companies has increased 11% QoQ). In Q2FY22, 
growth was led by BFSI, retail, hi-tech, communication & 
healthcare. Even verticals that were laggards like travel 
and energy & utilities are seeing healthy traction. In 
terms of geographies, growth was led by North America 
and European region. 

The acceleration in order book and deal pipeline (for 

tier 1 & tier 2 companies) continues to be strong led by 
traction in large deals, increase in deal sizes and increase 
in spending by enterprises on cloud migration & digital 
technologies. This has given companies confidence 
on achieving double digit growth in FY22E. It has also 
encouraged many companies to revise guidance upwards. 
Large cap players like Infosys have revised revenue 
guidance upwards from 14- 16% to 16.5-17.5% while 
midcaps like Coforge revised organic growth guidance 
upwards from 19% YoY to 22% YoY. However, growth 
and deal traction continued to indicate an upside in 
performance v/s the guidance. 

The IT industry is seeing a big change, with technology 
emerging as the cornerstone for large enterprises. 
Managements remain confident of achieving double-digit 
revenue growth in FY22 on the back of a strong deal 
pipeline around cloud, data analytics, cyber security, 
automation, and AI. Management commentaries continue 
to highlight very strong pipelines and tech spending 
environment, led by cloud migration. Companies 
continue to see acceleration in cloud migration work. 
Managements expect the same to continue over the next 
3–5 years. Cloud migration, cybersecurity, and IoT are 
frequently coming up in client discussions. Indian IT 
companies expect native cloud applications to continue 
to be major growth drivers over the long term. Record 
hiring for the second straight quarter reinforces the 
strong expectations of a robust demand environment and 
continued momentum in deal wins.



60December 2021 INSIGHT

Revenue Growth (%)

Source: Company, shika Research
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Information Technology Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

Tata Consultancy Services Ltd. 46867 17% 3% 13116 14% 4% 28% 9624 29% 7% 21%

Infosys Ltd. 29602 20% 6% 7831 11% 5% 26% 5421 12% 4% 18%

HCL Technologies Ltd. 20655 11% 3% 5022 -2% -1% 24% 3259 4% 2% 16%

Wipro Ltd. 19669 30% 7% 4170 21% -1% 21% 2931 19% -10% 15%

Tech Mahindra Ltd. 10881 16% 7% 1995 17% 6% 18% 1339 26% -1% 12%

Larsen & Toubro Infotech Ltd. 3767 26% 9% 733 7% 13% 19% 552 21% 11% 15%

Mphasis Ltd. 2869 18% 7% 498 10% 2% 17% 341 14% 1% 12%

Mindtree Ltd. 2586 34% 13% 531 36% 14% 21% 399 57% 16% 15%

L&T Technology Services Ltd. 1608 22% 6% 349 50% 10% 22% 230 39% 6% 14%

Coforge Ltd. 1569 36% 7% 275 38% 30% 18% 147 22% 19% 9%

Firstsource Solutions Ltd. 1429 20% -4% 239 27% 0% 17% 135 28% 0% 9%

Persistent Systems Ltd. 1351 34% 10% 224 35% 11% 17% 162 59% 7% 12%

Oracle Financial Services Software Ltd. 1281 7% -8% 630 12% -14% 49% 448 14% -15% 35%

Cyient Ltd. 1112 11% 5% 207 39% 11% 19% 121 45% 5% 11%

Brightcom Group Ltd. 1104 73% 69% 349 77% 71% 32% 212 106% 101% 19%

Zensar Technologies Ltd. 1051 7% 12% 161 -12% -7% 15% 94 NM -7% 9%

Birlasoft Ltd. 1012 18% 7% 152 27% 0% 15% 103 49% -9% 10%

Tanla Platforms Ltd. 842 44% 34% 179 83% 33% 21% 136 67% 30% 16%

Tata Elxsi Ltd. 595 38% 7% 184 56% 22% 31% 125 59% 11% 21%

KPIT Technologies Ltd. 591 22% 4% 104 49% 6% 18% 65 133% 8% 11%

Intellect Design Arena Ltd. 452 22% 11% 118 37% 18% 26% 79 34% 7% 18%

Route Mobile Ltd. 436 25% 15% 56 34% 23% 13% 42 28% 25% 10%

Happiest Minds Technologies Ltd. 265 45% 8% 61 37% 6% 23% 44 30% 24% 17%

Indiamart Intermesh Ltd. 182 12% 0% 83 2% -6% 46% 82 18% -6% 45%

Total 151775 19% 5% 37267 13% 4% 25% 26092 21% 3% 17%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit
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Base metal price movement on LME (USD/
tonne)
 Q2FY22 YoY % QoQ %

Aluminum 2646.2 55.0% 10.5%

Copper 9382.7 43.8% -3.1%

Zinc 2990.5 27.7% 2.7%

Nickel 19110.7 34.0% 10.1%

Lead 2333.9 24.5% 9.8%
Source: Bloomberg, Ashika Research

Volume trend (MT)
Company Q2FY22 YoY (%) QoQ (%)

Tata Steel 4.4 23.1% 54.0%

JSW Steel 3.8 -8.0% 5.0%

JSPL 2.1 10.4% 32.3%

SAIL 4.3 2.4% 30.3%
Source: Company, News Article, Industry Report, Ashika Research

EBITDA/ton trend (Rs.)
Company Q2FY22 YoY (%) QoQ (%)

Tata Steel 30,385 130.4% -12.3%

JSW Steel 22,884 125.8% -13.0%

JSPL 21,216 68.2% -24.5%

SAIL 16,395 262.9% -16.9%

Source: Company, News Article, Industry Report, Ashika Research

Realisation (Rs / tonne)
Company Q2FY22 YoY (%) QoQ (%)

Tata Steel 73,716 61.7% 1.7%

JSW Steel 73,879 81.2% 2.7%

JSPL 62,259 52.9% -3.5%

SAIL 62,231 55.5% 1.0%

Source: Company, News Article, Industry Report, Ashika Research

Metal & Mining Sector
The metal and mining sector reported a strong Q2FY22 
performance primarily on account of healthy realisations 
due to a refined product mix and higher export sales, 
aluminium EBITDA for non-ferrous companies shot 
up QoQ, mainly due to higher LME aluminium price 
and exports rose for all due to tepid domestic demand. 
EBITDA/t for companies was at a peak at an aggregate 
level aided by strong realizations partly offset by higher 
input and other costs. Blended steel realizations improved 
sequentially benefiting from the firm price environment 
and favorable product/geographic mix. Spreads of major 
steel players declined QoQ with higher realizations 
offset by higher cost. Managements expect commodity 
prices to remain strong over the near term, supported 
by structural changes such as focus on de-carbonization, 
limited capacity additions, and China’s focus on lowering 
exports.

Net sales realisation was at a peak for most producers, 
while RM inflation is occurring with a lag. Hence, 2H 
profitability for metal producers is likely to take a hit 
broadly, with a few exceptions. In terms of deleveraging, 
higher working capital needs amid rising commodity 
prices limited the reduction in 1H. Spreads are expected 
to continue to decline QoQ with firmer steel prices offset 
by higher coking coal costs. Domestic demand is expected 
to recover gradually post monsoon driven by the impetus 
on infrastructure. Assuming stable commodity prices 
going forward, this trend will reverse and aid cash flow 
generation in 2H. The key inclusive factor that would 
boost demand for metals would be comfort on Chinese 
support to the ailing real-estate sector. Chinese economy 
slowing down and tapering of quantitative easing by the 
US Federal Reserve could impact the sentiment toward 
metal prices.
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Metal & Mining Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

Tata Steel Ltd. 60283 55% 13% 16456 165% 2% 27% 11918 661% 34% 20%
Hindalco Industries Ltd. 47665 53% 15% 7555 59% 22% 16% 3417 783% 23% 7%
JSW Steel Ltd. 32503 69% 12% 10417 136% 1% 32% 7170 350% 21% 22%
Vedanta Ltd. 30401 44% 7% 10363 59% 5% 34% 4615 451% 9% 15%
Steel Authority Of India Ltd. 26828 59% 30% 7034 270% 7% 26% 4339 894% 11% 16%
Coal India Ltd. 23291 10% -8% 3942 -1% -19% 17% 2937 0% -7% 13%
Jindal Steel & Power Ltd. 13612 67% 28% 4594 92% 1% 34% 2584 LP NM 19%
Adani Enterprises Ltd. 13218 45% 5% 883 17% 11% 7% 212 -41% -22% 2%
NMDC Ltd. 6794 205% 4% 3113 203% -25% 46% 2326 209% -27% 34%
Hindustan Zinc Ltd. 6122 8% -6% 3335 13% -6% 54% 2017 4% 2% 33%
National Aluminium Company Ltd. 3592 51% 45% 1127 309% 94% 31% 748 597% 115% 21%
APL Apollo Tubes Ltd. 3084 40% 22% 222 31% -13% 7% 131 43% -11% 4%
Welspun Corp Ltd. 1306 13% 1% 143 -16% -13% 11% 85 -43% -13% 7%
Ratnamani Metals & Tubes Ltd. 712 23% 35% 111 33% 31% 16% 72 26% 42% 10%
MOIL Ltd. 312 1% 6% 81 NM -3% 26% 60 NM -3% 19%
Total 269722 50% 12% 69376 95% 2% 26% 42631 307% 22% 16%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit

Pharmaceuticals Sector
Q2FY22 was a mixed quarter for pharmaceutical 
companies. Most Pharma companies faced margin 
pressures in Q2, owing to continued price erosion in the 
US market and elevated raw-material & logistics costs. 
The revenues growth was driven by a strong growth in the 
India business while the US performance was adversely 
impacted. Substantial growth in domestic branded 
formulations was driven by rebound in non-Covid 
products (both acute and chronic), near-normalisation 
of patient visits and restoration of promotional and 
marketing activity back to pre-Covid levels. Domestic 
momentum was offset by decline in the US amid 
continued price erosion, lack of meaningful launches, 
logistics disruptions and regulatory challenges. Similarly, 
API was under pressure due to disruption in supply for 
KSMs on back of issues in china, steep increase in input 
cost and prolonged channel destocking in some APIs. 
As per the common thread from various management 
comments, US base business price erosion seems to 

be a continued ongoing challenge which, coupled with 
resurfacing of regulatory issues (USFDA has resumed 
plant inspections) makes US generics a challenging 
market in short to medium term. On the margins front, 
with the marketing costs reviving in Q2FY22 as markets 
across the globe opened up coupled with higher raw 
material costs attributable to issues in China while higher 
crude and non-availability of containers inflated the 
overall costs leading to margin contraction. 

Indian pharmaceutical companies are better-placed to 
harness opportunities and post healthy growth going 
ahead. Going ahead, improving growth prospects in key 
regulated markets including US, increasing preference for 
specialty / complex generics and injectables, revival in the 
IPM which is expected to stage a double-digit growth in 
FY22 and emerging opportunities in the API space would 
be key growth drivers. Margin expansion will largely 
depend on better revenue mixes, internal cost efficiencies 
and companies’ ability to backward integrate.

US and Domestic sales growth trend (%)

Source: Company, Industry Report
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US Business Growth (%)

Source: Company, Ashika Research
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Pharmaceuticals Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

Sun Pharmaceutical Industries Ltd. 9626 13% -1% 2630 20% -4% 27% 2047 13% 42% 21%

Aurobindo Pharma Ltd. 5942 -8% 4% 1187 -17% -2% 20% 697 -14% -9% 12%

Dr. Reddy's Laboratories Ltd. 5787 18% 17% 1360 18% 85% 23% 996 29% 162% 17%

Cipla Ltd. 5520 10% 0% 1226 4% -9% 22% 711 7% 0% 13%

Lupin Ltd. 4091 7% -4% -1324 PL PL -32% -2098 PL PL -51%

Cadila Healthcare Ltd. 3785 3% -6% 861 6% -8% 23% 3002 534% 411% 79%

Glenmark Pharmaceuticals Ltd. 3147 7% 6% 590 7% 3% 19% 258 10% -16% 8%

Alkem Laboratories Ltd. 2800 19% 3% 624 4% 5% 22% 544 15% 16% 19%

Torrent Pharmaceuticals Ltd. 2137 6% 0% 660 4% -3% 31% 316 2% -4% 15%

Divi's Laboratories Ltd. 1988 14% 1% 818 10% -4% 41% 606 17% 9% 31%

Biocon Ltd. 1840 5% 5% 446 14% 15% 24% 138 -18% 64% 8%

Ipca Laboratories Ltd. 1544 13% -1% 366 1% -12% 24% 250 -6% -18% 16%

Alembic Pharmaceuticals Ltd. 1292 -11% -3% 257 -42% 9% 20% 169 -49% 3% 13%

Abbott India Ltd. 1222 16% 0% 260 8% -2% 21% 192 6% -2% 16%

Laurus Labs Ltd. 1203 6% -6% 345 -8% -13% 29% 202 -17% -16% 17%

Gland Pharma Ltd. 1080 30% -6% 377 27% -14% 35% 302 38% -14% 28%

Glaxosmithkline Pharmaceuticals Ltd. 1010 15% 28% 277 35% 82% 27% 204 167% 69% 20%

Ajanta Pharma Ltd. 885 24% 18% 263 -4% 19% 30% 196 15% 13% 22%

Sanofi India Ltd. 755 10% -4% 199 3% -20% 26% 530 299% 197% 70%

Pfizer Ltd. 636 7% -15% 189 -7% -34% 30% 143 9% -28% 22%

JB Chemicals & Pharmaceuticals Ltd. 593 34% -2% 127 15% -23% 21% 98 32% -18% 16%

Natco Pharma Ltd. 377 -53% -8% 71 -74% -36% 19% 65 -68% -13% 17%

Suven Pharmaceuticals Ltd. 301 27% 14% 122 24% 6% 40% 97 31% -8% 32%

Total 57562 8% 2% 11929 -11% -15% 21% 9667 13% 15% 17%

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit
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Telecom Sector
The Indian Telecom market is witnessing a gradual 
recovery post lifting of the lockdown. But the SIM 
consolidation and cleanup of inactive subscribers has 
tilted the benefit in favor of ARPUs. Vodafone Idea (VIL) 
saw a decline in subscribers, but the same was much 
lower than Q1FY22. Bharti was the only player, which saw 
subscriber additions, though it was slower due to the 
tariff increase. Bharti Airtel’s overall subscriber (sub) base 
was at 323.3 mn, up by 2.2 mn, while VIL subscriber base 
decline was controlled at ~2.4 million (mn) to 253 mn, with 
churn rate reducing to 2.9% (vs. 3.4% in Q1). Jio overall 
subscriber base (including Fibre and enterprise) was at 
429.5 mn, down 11.1 mn QoQ. For Airtel, ARPU growth 
came in at Rs. 153, up 5% QoQ, driven by tariff hike taken 
in 2G and post-paid. On the other hand, for VIL, ARPU 
grew ~5% QoQ to Rs. 109, as the company had increased 
the entry level prepaid pricing plan from Rs. 49 to Rs. 79, 

in a phased manner, as well as increased the tariffs in 
some post-paid plans. Jio’s ARPU saw growth of 3.8% QoQ 
at Rs. 143.6. Sequential data-traffic growth moderated 
for both, as people returned to offices in Q2, post the 
relaxation of lockdowns. JIO bucked the industry trend as 
strong data traffic growth endured.

After almost two years, the much-needed across the 
board telecom tariff hikes in November. Bharti Airtel 
and Vodafone Idea have raised by around 20-25% tariffs 
for their prepaid plans. The hike will help in improving 
revenues and the average revenue per user (ARPUs) of 
both companies. Moreover, all telcos saw steady capex 
trends on the back of deepening 4G coverage, fiber 
rollout, deployment of 4G spectrum, and 5G trials. VIL’s 
capex remains much below its peers, given its weak 
liquidity situation. In 1HFY22, RJio undertook a capex of 
Rs. 158b. Capex for Bharti/VIL stood at Rs. 70.4/ Rs. 13b in 
Q2 v/s Rs. 65.9b/ Rs. 9.4b in Q1FY22.

Total subscribers (crore)
Jul-
21

Mar-
ket 

Share 
(%)

Aug-
21

Mar-
ket 

Share 
(%)

Sep-
21

Mar-
ket 

Share 
(%)

Bharti 35.4 29.8% 35.4 29.8% 35.5 30.4%

Vodafone 
Idea

27.2 22.9% 27.1 22.8% 27.0 23.1%

Reliance Jio 44.3 37.3% 44.4 37.4% 42.5 36.4%

Industry 118.7 118.7 116.6

Source: TRAI

Operator-wise ARPU (Rs.)

Source: Company, News Article, Ashika Research
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Telecom Companies
Company (Rs Cr) Net 

Sales
YoY
%

QoQ
%

Operating
Profit

YoY
%

QoQ
%

OPM
%

Net 
Profit

YoY
%

QoQ
%

NPM
%

Bharti Airtel Ltd. 28326 13% 5% 13811 25% 6% 49% 1134 LP 300% 4%

Vodafone Idea Ltd. 9406 -13% 3% 3863 -7% 4% 41% -7132 Loss Loss -76%

Tata Communications Ltd. 4174 -5% 2% 1113 -4% 13% 27% 425 11% 44% 10%

Tata Teleservices (Maharashtra) Ltd. 269 5% 0% 114 -4% -3% 42% -314 Loss Loss -117%

Total 42176 4% 4% 18900 15% 6% 45% -5887 Loss Loss Loss

Source: AceEquity,     PL-Profit to Loss and LP=Loss to Profit
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technical view 
Equity benchmarks snapped its previous months 

gain amid broader market correction. The 
Nifty settled 1.8% down at 17536.25 while midcap 
and small cap indices gained 1.4% and 2.5%, 

respectively. Banks bore sharp cut of over 5% followed 
by Pharma and Auto for the month. Faster pace of 
retracement signifies negative structural buildup. The 
market breadth stayed negative with A/D ratio of 1:2.1. 
Trading data for FIIs and DIIs showed that during the 
month FIIs were net sellers to the tune of Rs.25338 Cr and 
DIIs were net buyers to the tune of Rs. 18304 Cr.

Technical Observation
On the technical parlance Nifty formed a bearish 
‘Marubozu’ candle in weekly time frame, such pattern 
has a bearish implication as it paired most of the gains of 
the previous month. Marubozu Pattern means that bears 
have completely reverse the gains hence more bearish 
movement is still. Volume too were stronger to term that 
the downtrend has began. The Selling pressure in the 
Index intensified at the breach of the 1.5 year old rising 
trendline since Mar’20 onward, now the elevated support 
turn resistance for the Index is at 17600 which would act 
as trend deciding level for the market in the medium 
term, scaling of which would change the outlook from 
negative to positive. To add further worry emergence 
of Bearish Head & Shoulder pattern in daily time frame 
further reinstates of an upcoming selling pressure in the 

market with neckline of the said pattern seen around 
the level of 17600, below this, selling pressure may get 
momentum towards 16400-16500 zone however 16800-
16900 will be intermediate support zone. 

On the Oscillator front MACD histogram is in the negative 
zone on a weekly chart and oversold territory on a daily 
chart, indicating a possible positive move if Index is able 
to clear the resistance zone of 17800. Daily 13 period ADx 
also indicates of a further trended downmove in Nifty as 
ADx is placed at 21 levels, the weekly stochastic oscillator 
has found support at key support area of its intermediate 
correction around the 20 mark. On the RSI front the 
indicator has taken historical support near the 40 zone 
and a bounce back above the 60-65 zone is needed to 
negate the bearish implication of current downtrend and 
resume its sharp trended movement. 

Technically the index has given a breakdown of the 
rising trend line and given closing below 50 DMA, which 
suggests weakness for the next trading sessions. For 
the last 7-8 trading sessions, the index has been trading 
with lower highs and lower lows, which points out some 
corrections is still due. To add further woes lower band 
of Bollinger is also breached which points towards 
further downside. Nifty since Oct onward had been 
showing signs of weakness after a long consolidation and 
presently it seems that there is a risk that weakness may 
get an extension. Nifty was consolidating between its 20 
and 50-DMA but now it has witnessed closing below its 
50-DMA that may lead to further selling pressure. On the 
upside, 20-DMA that is currently placed at the 17700 mark 
will act as a strong resistance; followed by 50-DMA placed 
at 17850 would prove as intermittent resistance; above 
this, we can expect a short-covering rally.

Presently close to 25% of the Nifty constituent stocks 
are trading below its 200dma indicating that Nifty has 
not witnessed a major correction and broader market 
continues to be supportive. Last extreme pessimism was 
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witnessed in March 2020 followed by February 2016. On 
the oscillator front too a mere 25% of the Nifty constituent 
trading below the 30 RSI reinstates of a milder correction 
and  hence current correction should not be viewed 
negatively rather utilize to accumulate quality large and 
midcap companies as we expect Nifty to find strong 
buying demand in 16800-16900 zone.

Significant correction % of Stocks 
below 200dma

% of Nifty 50 
Stocks below 30 

RSI

Feb-08 91 80

Mar-11 65 45

Feb-16 93 64

Mar-20 95 72

Nov-21 (current date) 24 6

Key observation over past 20 months of bull market, 
there have been three major corrections (May’20, Sept’20, 
Apr’21) with an average decline of 9%. Currently, Nifty has 
already corrected 7% from life highs of 18600. Buying in 
each of these corrections provided handsome returns for 
investors as index eventually scaled back to new highs 
post such corrections. Nifty is expected to maintain the 
similar rhythm and hence current correction should not 
be viewed negatively rather utilise to accumulate quality 
large and midcap companies as we expect Nifty to find 
strong buying demand in 16800-16900 zone.

Nifty Elliot Wave count since March 2020 unfolds into 
a 5-wave impulse pattern and 
currently it seems that the last leg of 
the impulse wave ended with wave 5 
topping out at 18600. Wave 5 had been 
unshackling into an equality principle 
of wave 1 which on the said principle 
projected an upside potential till 
18500-18600 level. Post completion of 
the 5 impulse wave now might have 
triggered correction towards 16800-
16900 in the next 2-3 months and a 
move below 16900 would confirm the 
start of wave A correction of a larger 
degree.

The volatility index (India VIx) increased 
by 16.1% from 17.91 to 16.66 levels in Nov 
series. With VIx closing above the 18 
level mark bears in all probability will 
dominate the market for some time. 
History too has been the witnessed the 
same during the top of 2014 where VIx 
has broken out of the range and closed 
above the 18 level mark on a closing 
basis. Hence with a VIx close above the 
18 mark would be a red flag. An uptick 
would be the first sign of caution for 
the market and would depict of an 
upcoming volatile days.

Other correlated markets
Other correlated markets like Gold prices fell around 
1% to a near three week low as the re-nomination of 
U.S. Federal Reserve Chair Jerome Powell fuelled bets 
of faster interest rate hikes, bolstering the dollar and 
Treasury yields. Heaping further pressure, the dollar 
index steadied after hitting a 16-month peak and U.S. 
Treasury yields firmed as news of Powell staying on as 
Fed chair increased expectations of a rate hike next year. 
Investors are betting Powell will step up the pace at which 
the central bank is normalizing monetary policy to better 
grapple with surging consumer prices

Oil prices fell as the U.S.-led coordinated release of stocks 
from strategic reserves eased concerns over tightness in 
global supply, the coordinated efforts by oil consuming 
countries to lower crude prices prompted fresh selling. 
The United States stated it would release millions of 
barrels of oil from strategic reserves in coordination with 
China, India, South Korea, Japan and Britain, to try to cool 
prices after OPEC+ producers repeatedly ignored calls 
for more crude. The coordinated release may add about 
70 million to 80 million barrels of crude supply, which the 
market seems to have priced in.

Dollar index hit 16 months high after latest economic data 
supported dollar in anticipation that U.S. Federal Reserve 
may go opt for to raise interest rates sooner. After upbeat 
U.S. retail sales and industrial output data hence it is 
expected that U.S. central bank could speed up the taper 
to $30 billion a month from the current $15 billion amid 
inflation risks. Indian rupee is expected to depreciate 
on a strong dollar, FII outflows and rise in crude oil 
prices. Further, the rupee may slip on risk aversion in the 

domestic markets. Investors fear that 
rise in interest rates in major counties 
across globe to tackle elevated 
inflation may lead to outflows of 
overseas investments. 

To sum up, extended correction 
from hereon should not be construed 
as negative instead dips should be 
capitalised on as buying opportunity 
as it seems that Index is unlikely to 
breach the key support threshold of 
16800-16900 zone as it coincides with 
the 38.2% retracement of the rally 
since May 2020. On the higher side 
50-day moving average placed at 17800 
would act as an immediate hurdle 
in the current pull backs. Therefore, 
ongoing correction should be used as 
an incremental buying opportunity to 
ride structural uptrend. Though rising 
inflationary pressure will continue 
to haunt global markets as fears of 
rate hikes will pump out liquidity 
from emerging markets like India. 
Sectorally, Capital goods, telecom, 
auto are expected to outperform while 
BFSI provide favourable risk-reward 
setup. Pull backs in metal space are 
expected to be short lived.

In past 20 months of 
bull market, there 
have been three 
major corrections 
(May’20, Sept’20, 
Apr’21) with an 
average decline 
of 9%. Currently, 
Nifty has already 
corrected 7% from 
life highs of 18600. 
Buying in each of 
these corrections 
provided handsome 
returns for investors 
as index eventually 
scaled back to new 
highs post such 
corrections.
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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

• Dhanush (Mobile App & Web 
base) 
• Online Equity, Derivative, 

Currency and Commodity 
Trading Facility

• DhanushMF (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. Nand Kishore Jajoo  
(Head - DP & KYC) 
Mobile: +91 90070 66028
Email: nkjajoo@ashikagroup.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.



70December 2021 INSIGHT

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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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). 

Updates on the Binary Story In-School program
We are excited to share we will finally working in one our school. We have 
tested our devices and Ramji Assar Vidyalaya is setting up 30 low cost 
Raspberry Pi for the students to learn computer functionally. Hopefully the 
systems will be in schools by early December.

Meanwhile let us share some of our updates for the month: 

• Schools have opened for grade VIII, Ix and x. We have started conducting 
offline sessions for the students of grade IX and X. 

• Computer education as a discipline has grown into a vast  and holistic 
subject, as a result of our continuous interaction with our clients (children 
and school), we have added three more components to the program – Safety, 
Sustainability and Opportunity. 

• Our online sessions are on as is for grades 1 to 8 

• We are writing a paper on why Inclusion of sustainability is essential when we are learning computer in school   

• Teachers require consistent on ground support to deliver the subject hands-on

• If computer education can be reimagined at school then we can move towards being technologically conscious and 
developed country  

Inviting edu-enthusiast be part of our learning experience at our classrooms.  
We are inviting more tech enthusiasts to come and experience our leaning sessions.  covering a wide range of topics 
according to the level of understanding, as per the age of the students.

If you are interested to join one of the sessions to experience our way of learning, feel free to reach out to our founder, Rinsa at 
+91 8451856662 or write to us at info@gyanada.org

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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