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Bajaj Corp. Ltd. 

  No. of shares (m) 147.5 

Mkt cap (Rscrs/$m) 5738/859.9 

Current price (Rs/$) 389/5.8 
 

Price target (Rs/$) 468/7.0 

52 W H/L (Rs.) 522/356 

Book Value (Rs/$) 29.7/0.4 

Beta 0.5 

Daily volume (avg. monthly) 156070 

   

P/BV  (FY17e/18e) 12.5/11.0 
 

EV/EBITDA  (FY17e/18e) 16.7/15.1 
 

P/E  (FY17e/18e) 22.9/20.8 

EPS growth (FY16/17e/18e) 11.2/7.3/10.3 

OPM (FY16/17e/18e) 31.2/30.0/29.5 

ROE (FY16/17e/18e) 52.8/55.7/56.1 

ROCE(FY16/17e/18e) 52.3/54.6/55.1 

D/E ratio (FY16/17e/18e) -/-/- 

  BSE Code 533229 

NSE Code BAJAJCORP 

Bloomberg BJCOR IN 

Reuters BACO.BO 

  

Shareholding pattern% 

Promoters  66.9 

MFs / Banks / FIs 2.8 

Foreign 24.0 

Govt. Holding 0.0 

Total Public 6.3 

Total 100.0 

As on March 31, 2016  

Recommendation 

BUY 

Phone: + 91 (33) 4488 0011 

E- mail: ruchi.agarwal@cdequi.com 

Consolidated (Rs crs) 

Income from operations 

Other Income 

EBITDA (other income included) 

PAT after MI and EO 
 EPS(Rs) 

EPS growth (%) 
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FY14 
 

FY15 
 

FY16 

671.73 825.62 876.41 

40.13 31.55 28.60 

226.10 270.79 302.28 

171.53 209.79 233.30 

11.63 14.22 15.82 

3.4 22.3 11.2 

Company Brief 
Bajaj Corp Limited is one of India’s leading FMC

brands in hair care category such as Almond Drops, Brahmi Amla

Sheekakai, and Kailash Parbat. The group has been in the business

eight decades and the company is part of one of the oldest busine

of the country, the Shishir Bajaj Group of companies. 

care products under the brand name Bajaj Kala Dant Manjan
 

 

Highlights 
• The Indian FMCG sector has grown at 11%

last decade. With a 7% contribution to the 

care industry is bound to avail of the growth opportunities presented

the overall FMCG segment. The hair oil industry had continued to do 

well when compared to the overall FMCG segment with a CAGR of 

13.04% (FY08-FY16) in terms of value. As far as volumes are concerned, 

the market has remained almost flat post FY13

• The company markets its products through it

distribution network that includes 7392 distributors and 15122 

wholesalers that sell to more than 3.7 million retail outlets located 

throughout India. It has started van operations (currently operating 102 

vans covering 7765 towns) in FY13 with an objective of increasing rural 

sales. 

• Bajaj Corp’s key product Bajaj Almond Drops

approximately 91.2% of its net sales last fiscal. The product commands 

over 60% market share (in volume terms) of the light hair oil market. It is 

the second largest brand in the overall hair oils segment after Marico’s 

Advanced Parachute.  

• The stock currently trades at 22.9x FY17e EPS of Rs 

FY18e EPS of Rs 18.72. Notwithstanding recent slowdown in the FMCG 

sector, Bajaj Corp’s envious grip on light hair oil indus

signs of let up. Its strong pricing power –

doubled in last six years – reflects its economic moat in a largely volume 

driven industry. Plans are afoot to further boost market share to 65% by 

leveraging their existing distribution network. Yet flu

material prices and growing competition pose no little risks. 

we recommend buying the stock with a target

25x FY18e earnings (three years average), over a period of 9
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FY17e 
 

FY18e 

968.66 1081.32 

34.24 39.00 

324.84 357.99 

250.24 276.08 

16.97 18.72 

7.3 10.3 

is one of India’s leading FMCG companies with major 

Almond Drops, Brahmi Amla, Amla 

he group has been in the business for over 

eight decades and the company is part of one of the oldest business houses 

shir Bajaj Group of companies. BCL also produces oral 

Kala Dant Manjan. 

11% (annual average) over the 

contribution to the total FMCG segment, the hair 

f the growth opportunities presented by 

the overall FMCG segment. The hair oil industry had continued to do 

FMCG segment with a CAGR of 

FY16) in terms of value. As far as volumes are concerned, 

the market has remained almost flat post FY13. 

The company markets its products through its sales team. It manages a 

distribution network that includes 7392 distributors and 15122 

rs that sell to more than 3.7 million retail outlets located 

It has started van operations (currently operating 102 

vans covering 7765 towns) in FY13 with an objective of increasing rural 

Bajaj Corp’s key product Bajaj Almond Drops, accounted for 

last fiscal. The product commands 

of the light hair oil market. It is 

n the overall hair oils segment after Marico’s 

FY17e EPS of Rs 16.97 and 18.7x 

Notwithstanding recent slowdown in the FMCG 

sector, Bajaj Corp’s envious grip on light hair oil industry showed no 

– price of almond drop nearly 

its economic moat in a largely volume 

Plans are afoot to further boost market share to 65% by 

network. Yet fluctuation in raw 

pose no little risks. On balance, 

target price of Rs 468 based on 

, over a period of 9-12 months. 
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Industry Outlook 
Fast Moving Consumer Goods (FMCG), comprises of products that are sold speedily and generally consumed at a regular 

basis such as soap, cosmetics, toothpaste, shaving products an

bulbs, batteries, paper products, and plastic goods. FMCG industry has now ceased to be urban centric. No doubt that the 

metropolitans and tier-I cities have been driving this industry; however th

towns coming in focus.   

The FMCG sector has grown at an annual average of about 11%

to increase at CAGR of 14.7% to touch US$ 110.4 billion during 

increase at a CAGR of 17.7% to reach US$ 100 billion during 2012

for 43% of the overall market. Personal care (22%) and fabric care (12%

Rising consciousness, easier access, and changing lifestyles have been the key growth drivers for the consumer market. The 

Government of India's policies and regulatory frameworks such as easing of license 

investment (FDI) in multi-brand and 100% in single

market. The execution of the Goods and Services Tax (GST), which aims to replace a large number of 

single rate, is anticipated to benefit the sector a lot by reducing the overall incidence of taxation. Furthermore, FMCG 

companies will be able to optimize logistics and delivery costs in the GST age. The resultant cost savings by the compa

can be passed on to the final consumer thereby boosting demand.

monsoons which is a key factor governing the demand of the FMCG sector. As a result FMCG companies are expected to 

renew their focus on rural markets after a slump experienced last year due to less than expected monsoons. 
 

 Source: livemint                                                                                     

 

The hair care market is considered an established market in India. Due to increased

hair care products like regular and expert shampoos, conditioners, hair colors and hair oils are increasing rapidly, thereby 

providing high impetus to the Indian hair care market.

oil, hair shampoo, hair colors and hair styling products. Hair oil dominates the market followed by hair shampoo along with 

its various variants. Due to climatic aggression

hair volume, dandruff, and graying hair at 

growing income rate of middle class, the hair care market i

the Indian markets with varieties of oil like perfume oil, light oil and many more, hair oil is expected to lead the sector i

future as well. 
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Fast Moving Consumer Goods (FMCG), comprises of products that are sold speedily and generally consumed at a regular 

basis such as soap, cosmetics, toothpaste, shaving products and detergents, as well as other non

bulbs, batteries, paper products, and plastic goods. FMCG industry has now ceased to be urban centric. No doubt that the 

I cities have been driving this industry; however their contribution stands reduced with the smaller 

nual average of about 11% over the last decade.  The overall FMCG market is expected 

to touch US$ 110.4 billion during 2012-2020, with the rural FMCG market anticipated to 

to reach US$ 100 billion during 2012-2025. Food products are the leading

l market. Personal care (22%) and fabric care (12%) come next in terms of market share. (Source: IBEF)

Rising consciousness, easier access, and changing lifestyles have been the key growth drivers for the consumer market. The 

Government of India's policies and regulatory frameworks such as easing of license rules and approval of 51%

in single-brand retail are some of the major growth drivers for the consumer 

market. The execution of the Goods and Services Tax (GST), which aims to replace a large number of 

rate, is anticipated to benefit the sector a lot by reducing the overall incidence of taxation. Furthermore, FMCG 

companies will be able to optimize logistics and delivery costs in the GST age. The resultant cost savings by the compa

can be passed on to the final consumer thereby boosting demand. The current fiscal year is expected to have normal 

monsoons which is a key factor governing the demand of the FMCG sector. As a result FMCG companies are expected to 

rural markets after a slump experienced last year due to less than expected monsoons. 

                         Source: Bajaj Corp. 

established market in India. Due to increased importance of hair care

hair care products like regular and expert shampoos, conditioners, hair colors and hair oils are increasing rapidly, thereby 

are market. India's hair care market is segmented into four categories such as hair 

oil, hair shampoo, hair colors and hair styling products. Hair oil dominates the market followed by hair shampoo along with 

Due to climatic aggression in India, people are coming up with hair problems like thinning hair, loss of 

hair volume, dandruff, and graying hair at an early age. Stress and work pressure also leads to hair problems. With a 

growing income rate of middle class, the hair care market in India is going through a major paradigm shift.

the Indian markets with varieties of oil like perfume oil, light oil and many more, hair oil is expected to lead the sector i
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Fast Moving Consumer Goods (FMCG), comprises of products that are sold speedily and generally consumed at a regular 

d detergents, as well as other non-durables like glassware, 

bulbs, batteries, paper products, and plastic goods. FMCG industry has now ceased to be urban centric. No doubt that the 

eir contribution stands reduced with the smaller 

The overall FMCG market is expected 

2020, with the rural FMCG market anticipated to 

Food products are the leading segment, accounting 

in terms of market share. (Source: IBEF) 

Rising consciousness, easier access, and changing lifestyles have been the key growth drivers for the consumer market. The 

d approval of 51% foreign direct 

brand retail are some of the major growth drivers for the consumer 

market. The execution of the Goods and Services Tax (GST), which aims to replace a large number of indirect taxes with a 

rate, is anticipated to benefit the sector a lot by reducing the overall incidence of taxation. Furthermore, FMCG 

companies will be able to optimize logistics and delivery costs in the GST age. The resultant cost savings by the companies 

The current fiscal year is expected to have normal 

monsoons which is a key factor governing the demand of the FMCG sector. As a result FMCG companies are expected to 

rural markets after a slump experienced last year due to less than expected monsoons.  

 

importance of hair care, the demand for 

hair care products like regular and expert shampoos, conditioners, hair colors and hair oils are increasing rapidly, thereby 

India's hair care market is segmented into four categories such as hair 

oil, hair shampoo, hair colors and hair styling products. Hair oil dominates the market followed by hair shampoo along with 

hair problems like thinning hair, loss of 

also leads to hair problems. With a 

n India is going through a major paradigm shift. With a surge in 

the Indian markets with varieties of oil like perfume oil, light oil and many more, hair oil is expected to lead the sector in 
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Company Profile 

The company is a part of Shishir Bajaj group, founded more than 80 years ago in 1931 by Jamnalal Bajaj and has business 

interests in varied industries including sugar and growing infrastructure sector including power, coal mining and real 

estate, FMCG and ethanol. The group has cross

business. Over the past 84 years, the Bajaj Group has grown with India, e

progress. 

The Bajaj Corp. Ltd. which was commenced in the year 2008, c

Bajaj Almond Drops being the second largest hair oil brand in India. It gets its brand license from Bajaj Resources Ltd 

formerly known as BCCL. Other well-known products incl

Bajaj Jasmine Hair Oil and Bajaj Kala Dant Manjan (black tooth powder)
 

 

          
        Source: Bajaj Corp.                                                          
 

 

The products are manufactured at three-company opera

facilities are located in tax-free zones. In addition third party manufacturers are also engaged at Parwanoo, Himachal 

Pradesh for hair oils and Udaipur, Rajasthan to produce oral care products.

The company markets its products through its sales team. 

available throughout India. It manages a distribution network

wholesalers that sell to more than 3.7 million retail outlets located throughout India.

size of stock points and sales team, particularly in the rural areas where it expects growth to be more significant. Its 

distribution network is supported by a comprehensive management information system (MIS) whereby sales reports are 

generated by on-the-ground sales force. It is in the process of linking its distributors to its ERP which should take roughly 

around 6 months. 

Bajaj Corp. is well positioned in the market to maintain its status as one of the leaders in the hair oil market as well as exploit 

significant growth opportunities. Almond Drops, its leading product, contributed 91.2% of the total sales 

In addition, Brahmi Amla, its key product in traditional hair oil segment has developed a loyal customer base since it began 

production in 1953. 
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shir Bajaj group, founded more than 80 years ago in 1931 by Jamnalal Bajaj and has business 

in varied industries including sugar and growing infrastructure sector including power, coal mining and real 

estate, FMCG and ethanol. The group has crossed many milestones which have led to its prominence in the world of 

Over the past 84 years, the Bajaj Group has grown with India, enduring periods of uncertainty, 

The Bajaj Corp. Ltd. which was commenced in the year 2008, categorically rules the FMCG market with its popular brand 

Bajaj Almond Drops being the second largest hair oil brand in India. It gets its brand license from Bajaj Resources Ltd 

known products include Bajaj Brahmi Amla Hair oil, Bajaj Amla

Kala Dant Manjan (black tooth powder). 

 
          Source: Bajaj Corp. 

company operated facilities in Parwanoo, Dehradun and Ponta Sahib. All the 

free zones. In addition third party manufacturers are also engaged at Parwanoo, Himachal 

Pradesh for hair oils and Udaipur, Rajasthan to produce oral care products.  

s its products through its sales team. These sales personnel are responsible for making its

a distribution network that includes 7392 distributors, or "stockis

million retail outlets located throughout India. Bajaj Corp. 

size of stock points and sales team, particularly in the rural areas where it expects growth to be more significant. Its 

s supported by a comprehensive management information system (MIS) whereby sales reports are 

It is in the process of linking its distributors to its ERP which should take roughly 

positioned in the market to maintain its status as one of the leaders in the hair oil market as well as exploit 

significant growth opportunities. Almond Drops, its leading product, contributed 91.2% of the total sales 

mi Amla, its key product in traditional hair oil segment has developed a loyal customer base since it began 
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shir Bajaj group, founded more than 80 years ago in 1931 by Jamnalal Bajaj and has business 

in varied industries including sugar and growing infrastructure sector including power, coal mining and real 

ed many milestones which have led to its prominence in the world of 

nduring periods of uncertainty, hardship and 

ategorically rules the FMCG market with its popular brand 

Bajaj Almond Drops being the second largest hair oil brand in India. It gets its brand license from Bajaj Resources Ltd 

Bajaj Amla Shikakai Hair Oil, 

ted facilities in Parwanoo, Dehradun and Ponta Sahib. All the 

free zones. In addition third party manufacturers are also engaged at Parwanoo, Himachal 

l are responsible for making its brands 

distributors, or "stockists" and 15122 

j Corp. will continue to increase the 

size of stock points and sales team, particularly in the rural areas where it expects growth to be more significant. Its 

s supported by a comprehensive management information system (MIS) whereby sales reports are 

It is in the process of linking its distributors to its ERP which should take roughly 

positioned in the market to maintain its status as one of the leaders in the hair oil market as well as exploit 

significant growth opportunities. Almond Drops, its leading product, contributed 91.2% of the total sales (value) last fiscal. 

mi Amla, its key product in traditional hair oil segment has developed a loyal customer base since it began 
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           Source: Bajaj Corp., CD Equisearch                                         
 

The strong positioning of these brands has contributed to sustained increases in both the price and volume of these 

products and it is expected that this trend will continue as the hair oil 

light hair oil market continues to capture market share from the coconut hair oil segment.

strength of the brands it produces, along with the brand recognition and trust engendered to the "Bajaj" name, will position 

it well for anticipated future growth in the hair oil market, as well as other FMCG segments that 

acquisition of Nomarks brand in FY14. Bajaj 

Nomarks face wash is currently the second larges

 

Business Segments 

Hair Care 

We are a part of a generation where hair oiling especially with coconut oil was considered to be the secret to healthy hair. 

For the next gen, the secret remains the same whereas the magic

consumers have associated heavy and sticky oils with a healthier fin

company emphasizes the use of real almond extracts and added vitamin E (

than coconut oil). The added Vitamin E is believed to boost blood flow to the user's scal

making hair seem strong and healthy. Additionally, the non

provides users with simplicity of styling not found with traditional hair oils.
 

 

Source: Bajaj Corp.                                                  Source: Bajaj Corp., CD Equisearch                           
 

The company has six production facilities (including 

in Himachal Pradesh (at Parwanoo & Paonta Sahib

variants of hair oils.     
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Source: Bajaj Corp., CD Equisearch                                                      Source: Bajaj Corp., CD Equisearch 

trong positioning of these brands has contributed to sustained increases in both the price and volume of these 

products and it is expected that this trend will continue as the hair oil market continues to grow

t continues to capture market share from the coconut hair oil segment. The company believes that the 

strength of the brands it produces, along with the brand recognition and trust engendered to the "Bajaj" name, will position 

growth in the hair oil market, as well as other FMCG segments that 

Bajaj Nomarks cream is currently no. 1 cream in the anti

largest anti-marks face wash brand in India. 

We are a part of a generation where hair oiling especially with coconut oil was considered to be the secret to healthy hair. 

gen, the secret remains the same whereas the magic ingredient seems to be changing

consumers have associated heavy and sticky oils with a healthier finish for their hair. In order to overcome this, the 

real almond extracts and added vitamin E (approximately 300% more Vitamin E 

The added Vitamin E is believed to boost blood flow to the user's scalp helping to nurture hair roots 

dditionally, the non-stickiness of Almond Drops 

styling not found with traditional hair oils. 

Source: Bajaj Corp., CD Equisearch                                       Source: Bajaj Corp., CD Equisearch

roduction facilities (including third party manufacturing facilities), of which three 

Paonta Sahib) one is situated in Uttrakhand (Dehradun) for manufacturing of all 
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trong positioning of these brands has contributed to sustained increases in both the price and volume of these 

market continues to grow and in particular, as the 

The company believes that the 

strength of the brands it produces, along with the brand recognition and trust engendered to the "Bajaj" name, will position 

growth in the hair oil market, as well as other FMCG segments that it has entered with the 

ream in the anti-marks segment. Bajaj 

We are a part of a generation where hair oiling especially with coconut oil was considered to be the secret to healthy hair. 

ingredient seems to be changing.  Habitually, Indian 

ish for their hair. In order to overcome this, the 

ly 300% more Vitamin E rather 

p helping to nurture hair roots 

 (company’s key product) 

 
Source: Bajaj Corp., CD Equisearch 

uring facilities), of which three units are situated 

(Dehradun) for manufacturing of all 
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Bajaj Almond Drops Hair Oil is the brand which is driving light hair oil and in turn, 

Parachute Advanced (capturing a 32% market share), it is the second largest brand in the overall hair oils segment with a sha

of 10.5%. It is the market leader with over 60% market share (in terms of volumes) of the light hair oil market. Its top 

positioning helps it to command one of the highest prices per unit in the industry. 

oil industry, lead brand Bajaj Almond Drops Hair Oil continues to
 

 

               Source: Bajaj Corp.   
 

Bajaj Corp’s key product Bajaj Almond Drops, accounted for approximately 91.2% of its 

other hair oils under the brand names Brahmi Amla, Amla

packaged in plastic PET bottles, Almond Drops is packaged in 

time even in high temperatures which are generally experienced 

Cooling oils have emerged as an important segment in the Indian hair oil market. Cooli

the scalp during the harsh summer months. T

The rapidly growing cooling hair oil market, in particular, represents an opportunity f

relatively high margins. Growth in the cooling 

cooling oil market is less intense than in other FMCG markets in India.
 

.                                                                                   Sour 
The heavy amla hair oil segment has seen strong growth in recent years. The heavy amla

driven market and tends to be geographically concentrated in the northern parts of the country.

5

CD EquisearchPvt Ltd                       

ities        Distribution of Mutual Funds        Dist

 

brand which is driving light hair oil and in turn, the overall market

Parachute Advanced (capturing a 32% market share), it is the second largest brand in the overall hair oils segment with a sha

0.5%. It is the market leader with over 60% market share (in terms of volumes) of the light hair oil market. Its top 

positioning helps it to command one of the highest prices per unit in the industry. Despite the overall bleak scenario in the hair 

lead brand Bajaj Almond Drops Hair Oil continues to show striking growth both in volumes and market

 

jaj Almond Drops, accounted for approximately 91.2% of its sales last 

under the brand names Brahmi Amla, Amla Shikakai and Jasmine Hair Oil. Unlike most hair oils which are 

es, Almond Drops is packaged in glass bottles, which preserves the product for a longer perio

peratures which are generally experienced throughout India.  

ils have emerged as an important segment in the Indian hair oil market. Cooling oils are hair oils meant for 

the scalp during the harsh summer months. The ingredients in the cooling oils cause immediate respite by cooling 

The rapidly growing cooling hair oil market, in particular, represents an opportunity for the company to penetrate as it offers 

rowth in the cooling oil market is especially prevalent in the rural areas of India. 

cooling oil market is less intense than in other FMCG markets in India. 

 
Source: Bajaj Corp., CD Equisearch 

The heavy amla hair oil segment has seen strong growth in recent years. The heavy amla hair oil market is primarily an 

driven market and tends to be geographically concentrated in the northern parts of the country. 
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the overall market. After Marico’s 

Parachute Advanced (capturing a 32% market share), it is the second largest brand in the overall hair oils segment with a share 

0.5%. It is the market leader with over 60% market share (in terms of volumes) of the light hair oil market. Its top 

Despite the overall bleak scenario in the hair 

volumes and market share. 

last fiscal. In addition, it markets 

Unlike most hair oils which are 

glass bottles, which preserves the product for a longer period of 

ng oils are hair oils meant for cooling 

use immediate respite by cooling the scalp. 

or the company to penetrate as it offers 

nt in the rural areas of India. Competition in the 

hair oil market is primarily an urban 
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Five years ago Light Hair Oil was growing at 11

base is one of the contributing factors for the steep decline in the growth rate. Continued efforts are being made to develop

innovative, commercially viable process and also for improving shelf life, stability, quality, convenience and meeting 

regulatory compliances. Bajaj Corp. will continue to do research on new variants under hair care segment

Packaging continues to be a critical facto

positioning and package size are especially important in driving sales growth in the rural areas of the country that 

continue to be dominated by unbranded products. Smaller pack size

that might otherwise be beyond their spending constraints. As distribution spreads into the rural parts of the country, 

smaller pack sizes, including sachets, have become increasingly important.

Skin Care 

Bajaj Corp. ventured into the skin care segment through acquisition of the skin care brand Nomarks. It purchased the 

brand along with its associated goodwill from Ozone Ayurvedics in 2013. Bajaj Nomarks product portfolio consists of face 

wash, facial cream, facial soap etc. The brand has shown all round growth in performance. Bajaj Nomarks has become the 

no. 1 cream in the anti-marks segment. The anti

February’16. Within the anti-blemish catego

23.9% vis-à-vis 16-17% growth in the cream segment. The company is in the process of redesigning the mix. It wants to 

convert Nomarks into an all-season cream as compared to th

factor to recent drop in sales. The company is down scaling the inventory so that new designs and new brands can come in 

much faster. 

Oral care 

Bajaj Kala Dant Manjan, an oral care product for th

is a tooth cleaning product that is generally consumed by cost conscious consumers who live in rural areas and who have 

not begun using toothpaste for their oral care needs. It is produc

 

Investment Thesis 

Hair Oil Industry 

Helped by good monsoons, the Indian rural sector could witness increased purchasing power this year. Most FMCG 

products are targeted towards the urban population; 

about 700 million. The government has been supporting the rural population with 

schemes have empowered the rural masses and increased their purchas

Moreover, the government’s focus on rural markets is also encouraging many FMCG companies to expand their rural 

network and expand product dispersion. 

GST, which is likely to be implemented soon, will substitute t

uniform, simplified and single-point taxation system. The introduction

to all players in the FMCG industry in the country 

change the way FMCG businesses have been working and result in noteworthy changes especially in warehousing, 

transport and logistics. These benefits might be passed on to the consumer progressively as other taxes

companies streamline their operations. 
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Five years ago Light Hair Oil was growing at 11-12% by volume; currently it is growing by 4.8% by volume. Increase in 

base is one of the contributing factors for the steep decline in the growth rate. Continued efforts are being made to develop

, commercially viable process and also for improving shelf life, stability, quality, convenience and meeting 

regulatory compliances. Bajaj Corp. will continue to do research on new variants under hair care segment

Packaging continues to be a critical factor driving sales in the FMCG industry, including hair oils. Proper product 

positioning and package size are especially important in driving sales growth in the rural areas of the country that 

continue to be dominated by unbranded products. Smaller pack sizes allow consumers the choice of purchasing a product 

that might otherwise be beyond their spending constraints. As distribution spreads into the rural parts of the country, 

smaller pack sizes, including sachets, have become increasingly important. 

Bajaj Corp. ventured into the skin care segment through acquisition of the skin care brand Nomarks. It purchased the 

brand along with its associated goodwill from Ozone Ayurvedics in 2013. Bajaj Nomarks product portfolio consists of face 

am, facial soap etc. The brand has shown all round growth in performance. Bajaj Nomarks has become the 

marks segment. The anti-blemish cream category grew by 22% duri

blemish category, face wash segment continues to show the fastest growth and it is growing at 

17% growth in the cream segment. The company is in the process of redesigning the mix. It wants to 

season cream as compared to the one-time use cream it is right now. This is a contributing 

factor to recent drop in sales. The company is down scaling the inventory so that new designs and new brands can come in 

Bajaj Kala Dant Manjan, an oral care product for the rural market is also manufactured by Bajaj Corp. Black tooth powder 

is a tooth cleaning product that is generally consumed by cost conscious consumers who live in rural areas and who have 

not begun using toothpaste for their oral care needs. It is produced at its contracted third-party facilities in Udaipur

Helped by good monsoons, the Indian rural sector could witness increased purchasing power this year. Most FMCG 

products are targeted towards the urban population; however the trick to success lies in capturing the rural population of 

The government has been supporting the rural population with loan waivers

schemes have empowered the rural masses and increased their purchasing power, thus boosting FMCG expenditure. 

Moreover, the government’s focus on rural markets is also encouraging many FMCG companies to expand their rural 

GST, which is likely to be implemented soon, will substitute the multiple indirect taxes levied on FMCG industry with a 

taxation system. The introduction of GST is expected to provide a level playing field 

to all players in the FMCG industry in the country - with easier movement of goods across states. This would basically 

change the way FMCG businesses have been working and result in noteworthy changes especially in warehousing, 

transport and logistics. These benefits might be passed on to the consumer progressively as other taxes
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12% by volume; currently it is growing by 4.8% by volume. Increase in 

base is one of the contributing factors for the steep decline in the growth rate. Continued efforts are being made to develop 

, commercially viable process and also for improving shelf life, stability, quality, convenience and meeting 

regulatory compliances. Bajaj Corp. will continue to do research on new variants under hair care segment 

r driving sales in the FMCG industry, including hair oils. Proper product 

positioning and package size are especially important in driving sales growth in the rural areas of the country that 

s allow consumers the choice of purchasing a product 

that might otherwise be beyond their spending constraints. As distribution spreads into the rural parts of the country, 

Bajaj Corp. ventured into the skin care segment through acquisition of the skin care brand Nomarks. It purchased the 

brand along with its associated goodwill from Ozone Ayurvedics in 2013. Bajaj Nomarks product portfolio consists of face 

am, facial soap etc. The brand has shown all round growth in performance. Bajaj Nomarks has become the 

blemish cream category grew by 22% during the period April to 

ry, face wash segment continues to show the fastest growth and it is growing at 

17% growth in the cream segment. The company is in the process of redesigning the mix. It wants to 

time use cream it is right now. This is a contributing 

factor to recent drop in sales. The company is down scaling the inventory so that new designs and new brands can come in 

e rural market is also manufactured by Bajaj Corp. Black tooth powder 

is a tooth cleaning product that is generally consumed by cost conscious consumers who live in rural areas and who have 

party facilities in Udaipur. 

Helped by good monsoons, the Indian rural sector could witness increased purchasing power this year. Most FMCG 

however the trick to success lies in capturing the rural population of 

loan waivers and disbursements. These 

ing power, thus boosting FMCG expenditure. 

Moreover, the government’s focus on rural markets is also encouraging many FMCG companies to expand their rural 

he multiple indirect taxes levied on FMCG industry with a 

of GST is expected to provide a level playing field 

f goods across states. This would basically 

change the way FMCG businesses have been working and result in noteworthy changes especially in warehousing, 

transport and logistics. These benefits might be passed on to the consumer progressively as other taxes are phased out and 
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With a 7% contribution to the total FMCG segment, the hair care

overall FMCG segment. The hair oil industry had c

CAGR of 13.04% (FY08-FY16) in terms of value. On t

(FY08-FY16). (See chart below) 
 

 
  Source: Bajaj Corp.                                                    Source: Bajaj Corp.                                                  Source: Bajaj Corp.
 

Of the ~Rs.10000 crore hair oil industry, a good 16% is contributed by the light hair oils. Over the last 2 years the price o

copra has gone up skewing the industry in favor of coconut based hair oils only on value terms

whereas the light hair has always been faster growing in terms of volumes. This particular segment of the market has shown 

tremendous growth in the past and continues to be a promising contributor to the overall hair oil market. With a CAGR of 

9.53% and 16.5% (FY08-FY16) in terms of volumes and values respectively and changing trends, the light hair oil market 

prospects look pretty favorable. (See chart below)
 

   Source: Bajaj Corp.                                                                       

 

Geographical Presence 

In the light hair oil segment Bajaj Almond Drops has proved itself to be a natural leader due to the credib

during the course of time. It contribution of 60% to the light hair oil industry cannot be missed.  A whopping 91.2% of the 

entire sales of Bajaj Corp are amassed thanks to its leading brand, the Bajaj Almond Drops Hair Oil.

Almond Drops rank no. 1 in value terms in all

+ urban) in Bihar with 76.5% share and the lowest in Kerela at 24%.
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total FMCG segment, the hair care industry is bound to avail of the growth envisaged by the 

overall FMCG segment. The hair oil industry had continued to do well when compared to the overall FMCG segment with a 

FY16) in terms of value. On the volume front, the market has lagged on growth CAGR of 4.89% 

  
Source: Bajaj Corp.                                                  Source: Bajaj Corp. 

Of the ~Rs.10000 crore hair oil industry, a good 16% is contributed by the light hair oils. Over the last 2 years the price o

opra has gone up skewing the industry in favor of coconut based hair oils only on value terms

whereas the light hair has always been faster growing in terms of volumes. This particular segment of the market has shown 

rowth in the past and continues to be a promising contributor to the overall hair oil market. With a CAGR of 

FY16) in terms of volumes and values respectively and changing trends, the light hair oil market 

ble. (See chart below) 

 
          Source: Bajaj Corp. 

In the light hair oil segment Bajaj Almond Drops has proved itself to be a natural leader due to the credib

during the course of time. It contribution of 60% to the light hair oil industry cannot be missed.  A whopping 91.2% of the 

entire sales of Bajaj Corp are amassed thanks to its leading brand, the Bajaj Almond Drops Hair Oil.

ops rank no. 1 in value terms in all the states bar Tamil Nadu. It captures the highest volume market share (rural 

+ urban) in Bihar with 76.5% share and the lowest in Kerela at 24%. (See table) 
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industry is bound to avail of the growth envisaged by the 

ontinued to do well when compared to the overall FMCG segment with a 

has lagged on growth CAGR of 4.89% 

 

Of the ~Rs.10000 crore hair oil industry, a good 16% is contributed by the light hair oils. Over the last 2 years the price of 

opra has gone up skewing the industry in favor of coconut based hair oils only on value terms- due to increase in price- 

whereas the light hair has always been faster growing in terms of volumes. This particular segment of the market has shown 

rowth in the past and continues to be a promising contributor to the overall hair oil market. With a CAGR of 

FY16) in terms of volumes and values respectively and changing trends, the light hair oil market 

In the light hair oil segment Bajaj Almond Drops has proved itself to be a natural leader due to the credibility it has acquired 

during the course of time. It contribution of 60% to the light hair oil industry cannot be missed.  A whopping 91.2% of the 

entire sales of Bajaj Corp are amassed thanks to its leading brand, the Bajaj Almond Drops Hair Oil. 

Tamil Nadu. It captures the highest volume market share (rural 
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                                                                             .                                                                Source: Bajaj Corp., CD Equisearch

 

The company’s main focus is to increase its share in the hair oil market. It intends to achieve it by differentiating its li

hair oil products from that of its competitors. It will continue to pursue a strategy of converting coconut oil users into 

consumers of their light hair oil through sampling, targeted advertising campaigns and product innovation.

Selling and Distribution Expenditure 

In the year 2010, the company had raised Rs. 278.04 crores

fund the promotion of the company’s future products. This signifies the emphasis the company places on the advertising 

and proper promotion of its products. Engaging top film actresses showing strong tresses has been the company’s 

advertisement agenda from the start. It believes in reaching out to its customers and that is what it aims to achieve by 

engaging these actresses whom the public (both rural and urban) idolizes. The investment in advertising and sales 

promotion has helped ensure that Bajaj Almond Drops continues to be a leader in the Light Hair Oil segment and remains 

the second largest hair oil brand (by turnover) in the Indian hair oil industry
 

Source: Bajaj Corp.                                                                                
 

It is widely known that the key constituents for any FMCG product to succeed in the market are (a) good product, (

efficient marketing and promotion of the brand and (c) robust distribution network.

products proves the credibility of the products. Overall, Bajaj Corp’s products are in for an overhaul. 
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.                                                                Source: Bajaj Corp., CD Equisearch

The company’s main focus is to increase its share in the hair oil market. It intends to achieve it by differentiating its li

hair oil products from that of its competitors. It will continue to pursue a strategy of converting coconut oil users into 

consumers of their light hair oil through sampling, targeted advertising campaigns and product innovation.

In the year 2010, the company had raised Rs. 278.04 crores from the primary markets. The chief purpose of this IPO was to 

fund the promotion of the company’s future products. This signifies the emphasis the company places on the advertising 

and proper promotion of its products. Engaging top film actresses showing strong tresses has been the company’s 

advertisement agenda from the start. It believes in reaching out to its customers and that is what it aims to achieve by 

s whom the public (both rural and urban) idolizes. The investment in advertising and sales 

promotion has helped ensure that Bajaj Almond Drops continues to be a leader in the Light Hair Oil segment and remains 

) in the Indian hair oil industry. 

    
Source: Bajaj Corp.                                                                                 

that the key constituents for any FMCG product to succeed in the market are (a) good product, (

efficient marketing and promotion of the brand and (c) robust distribution network. The leading position of the company’s 

products proves the credibility of the products. Overall, Bajaj Corp’s products are in for an overhaul. 
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.                                                                Source: Bajaj Corp., CD Equisearch   

The company’s main focus is to increase its share in the hair oil market. It intends to achieve it by differentiating its light 

hair oil products from that of its competitors. It will continue to pursue a strategy of converting coconut oil users into 

consumers of their light hair oil through sampling, targeted advertising campaigns and product innovation. 

. The chief purpose of this IPO was to 

fund the promotion of the company’s future products. This signifies the emphasis the company places on the advertising 

and proper promotion of its products. Engaging top film actresses showing strong tresses has been the company’s 

advertisement agenda from the start. It believes in reaching out to its customers and that is what it aims to achieve by 

s whom the public (both rural and urban) idolizes. The investment in advertising and sales 

promotion has helped ensure that Bajaj Almond Drops continues to be a leader in the Light Hair Oil segment and remains 

that the key constituents for any FMCG product to succeed in the market are (a) good product, (b) 

The leading position of the company’s 

products proves the credibility of the products. Overall, Bajaj Corp’s products are in for an overhaul.  
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Financials and valuations 

In the light hair oil segment Bajaj Almond Drops has proved itself to be a natural leader due to the credibility it has acqui

during the course of time. It contribution of 60% to the light hair oil industry cannot be missed.  A whopping 91.2% of the 

entire sales of Bajaj Corp are amassed thanks to its leading brand, the Bajaj Almond Drops Hair Oil.

Despite a decrease in the prices of light liquid paraffin oil and vegetable oil (Rs. 46.41/kg last quarter compared to an ave

rate of Rs. 54.7/kg in the third quarter and Rs. 86.21/kg in the last quarter versus Rs. 93.76/kg in the third quarter

resulting the net profit decline by 0.7% y-o-y in the last quarter 

has undertaken to promote its acquisition, Nomarks skincare products. 
 

   Source: Bajaj Corp., CD Equisearch                             Source: Bajaj Corp.; data for last fiscal
 
 

The company started its van operation in FY13 with an objective to increase the rural sales. It currently operates 102 vans 

which covers 7765 uncovered towns and villages on a monthly basis. Bajaj Almond Drops Hair Oil got 42% of its sales from 

rural India. 
 

    Source: Bajaj Corp., CD Equisearch                                Source: Bajaj Corp., CD Equisearch                          

 

A spell of weak monsoons had weakened the purchasing power of the rural folk

environment coupled with a decline in business in Nepal due to the standoff and political relations between the two countries 

(business in Nepal had declined by 24% during April

mere 6.2% y-o-y in FY16. A tremendous growth in the skin care segment (17% in cream segment and 23.9% in the face wash 

segment) and in the international business (except Nepal) segment (+59%) failed to
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In the light hair oil segment Bajaj Almond Drops has proved itself to be a natural leader due to the credibility it has acqui

during the course of time. It contribution of 60% to the light hair oil industry cannot be missed.  A whopping 91.2% of the 

ntire sales of Bajaj Corp are amassed thanks to its leading brand, the Bajaj Almond Drops Hair Oil.

Despite a decrease in the prices of light liquid paraffin oil and vegetable oil (Rs. 46.41/kg last quarter compared to an ave

third quarter and Rs. 86.21/kg in the last quarter versus Rs. 93.76/kg in the third quarter

in the last quarter owing to a very high level of advertising which the company 

mote its acquisition, Nomarks skincare products.  

Source: Bajaj Corp.; data for last fiscal                                  Source: Bajaj Corp.

operation in FY13 with an objective to increase the rural sales. It currently operates 102 vans 

which covers 7765 uncovered towns and villages on a monthly basis. Bajaj Almond Drops Hair Oil got 42% of its sales from 

Source: Bajaj Corp., CD Equisearch                               Source: Bajaj Corp., CD Equisearch

ed the purchasing power of the rural folk considerably. The challenging demand 

ronment coupled with a decline in business in Nepal due to the standoff and political relations between the two countries 

(business in Nepal had declined by 24% during April-December FY15), has subdued the revenues, with the growth being a 

in FY16. A tremendous growth in the skin care segment (17% in cream segment and 23.9% in the face wash 

except Nepal) segment (+59%) failed to boost net profit growth considerably.
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In the light hair oil segment Bajaj Almond Drops has proved itself to be a natural leader due to the credibility it has acquired 

during the course of time. It contribution of 60% to the light hair oil industry cannot be missed.  A whopping 91.2% of the 

ntire sales of Bajaj Corp are amassed thanks to its leading brand, the Bajaj Almond Drops Hair Oil. 

Despite a decrease in the prices of light liquid paraffin oil and vegetable oil (Rs. 46.41/kg last quarter compared to an average 

third quarter and Rs. 86.21/kg in the last quarter versus Rs. 93.76/kg in the third quarter respectively), 

owing to a very high level of advertising which the company 

 
Source: Bajaj Corp.; data for last fiscal 

operation in FY13 with an objective to increase the rural sales. It currently operates 102 vans 

which covers 7765 uncovered towns and villages on a monthly basis. Bajaj Almond Drops Hair Oil got 42% of its sales from 

 
Source: Bajaj Corp., CD Equisearch 

considerably. The challenging demand 

ronment coupled with a decline in business in Nepal due to the standoff and political relations between the two countries 

venues, with the growth being a 

in FY16. A tremendous growth in the skin care segment (17% in cream segment and 23.9% in the face wash 

boost net profit growth considerably. 
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Owing to the ever increasing competition and a spell of bad monsoons the growth for FY16 had been affected which is 

expected to somewhat recover in the next couple of years. The income from operations is expected to grow 

around 11% over the next two years with the majo

sales value. As has been the recent trend, Kailash Parbat Cooling Oil would

revenues are projected to comprise of the manufactured products (in its

by the traded goods (third part facilities). Nomarks is projected to pick up pace in FY18 once the usage is changed and it 

has been promoted sufficiently. 
 

    Source: Bajaj Corp., CD Equisearch                            Source: Bajaj Corp., CD Equisearch                     

 

Going forward the operating profit margins is expected to hover around 30% and the gross profit margins around 33%. 

The amortization of the trademarks and other 

and amortization expenses from FY18 onwards. The growth of inventories and trade receivables will be closely associated 

with growth in revenues. A declining current ratio together 

weaker liquidity position of the company. 

The company’s over dependence on the performance of one product whose prices are susceptible to the changes in the 

prices of the raw material is doubtless malignant. With the ever changing tastes and preferences, the company is always at 

the risk of losing out its market share to a new and better entrant or an older, established product being revamp

the changing needs.  

The stock currently trades at 22.9x FY17e EPS of Rs 

slowdown in the FMCG sector, Bajaj Corp’s envious grip on light hair oil indus

pricing power – price of almond drop nearly doubled in last six years 

driven industry. Plans are afoot to further boost market share to 65% by 

fluctuation in raw material prices and growing compet

stock with a target price of Rs 468 based on 25x FY18e earnings, over a period of 9

.  
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ing competition and a spell of bad monsoons the growth for FY16 had been affected which is 

expected to somewhat recover in the next couple of years. The income from operations is expected to grow 

years with the major contributor still being Almond Drops, comprising almost 90% of its 

nd, Kailash Parbat Cooling Oil would fail to gather steam. Around 83% of the 

revenues are projected to comprise of the manufactured products (in its own factories) while the rest will be taken care of 

by the traded goods (third part facilities). Nomarks is projected to pick up pace in FY18 once the usage is changed and it 

Source: Bajaj Corp., CD Equisearch                            Source: Bajaj Corp.   

Going forward the operating profit margins is expected to hover around 30% and the gross profit margins around 33%. 

The amortization of the trademarks and other intellectual property will get over in FY17, thus reducing the depreciation 

and amortization expenses from FY18 onwards. The growth of inventories and trade receivables will be closely associated 

A declining current ratio together with an increasing cash conversion cycle points towards the 

The company’s over dependence on the performance of one product whose prices are susceptible to the changes in the 

malignant. With the ever changing tastes and preferences, the company is always at 

the risk of losing out its market share to a new and better entrant or an older, established product being revamp

FY17e EPS of Rs 16.97 and 18.7x FY18e EPS of Rs 18.72

slowdown in the FMCG sector, Bajaj Corp’s envious grip on light hair oil industry showed no signs of let up.

nearly doubled in last six years – reflects its economic moat in a largely volume 

Plans are afoot to further boost market share to 65% by leveraging their existing

erial prices and growing competition pose no little risks. On balance, we recommend buying the 

468 based on 25x FY18e earnings, over a period of 9-12 months. 
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ing competition and a spell of bad monsoons the growth for FY16 had been affected which is 

expected to somewhat recover in the next couple of years. The income from operations is expected to grow annually by 

r contributor still being Almond Drops, comprising almost 90% of its 

fail to gather steam. Around 83% of the 

own factories) while the rest will be taken care of 

by the traded goods (third part facilities). Nomarks is projected to pick up pace in FY18 once the usage is changed and it 

 

Going forward the operating profit margins is expected to hover around 30% and the gross profit margins around 33%. 

intellectual property will get over in FY17, thus reducing the depreciation 

and amortization expenses from FY18 onwards. The growth of inventories and trade receivables will be closely associated 

rsion cycle points towards the 

The company’s over dependence on the performance of one product whose prices are susceptible to the changes in the 

malignant. With the ever changing tastes and preferences, the company is always at 

the risk of losing out its market share to a new and better entrant or an older, established product being revamped to suit 

18.72. Notwithstanding recent 

try showed no signs of let up. Its strong 

its economic moat in a largely volume 

ir existing distribution network. Yet 

On balance, we recommend buying the 
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Risks and concerns 
With operations spread across India, the company, like any other enterprise, is exposed to business risk which can be 

internal risks as well as external risks. Thus it is crucial for the company to have 

risks and uncertainties not currently known to company or those that are considered immaterial can also have an adverse 

impact on the business, results of operations and financial condition of the business.
 

Raw material risk: One of the key risks faced by the c

the prices of its raw material. Any additional increase in prices

company. The company is constantly exploring opportunities for hedging the cost of 

long term contracts, increasing existing storage facilities for LLP, adding new suppliers etc. The volatility in costs for 

packaging materials (another key input) is being equalize

packaging materials. 

Inflation: Inflationary tendencies in the economy and weakening of macroeconomic indicators

power of the consumer because of which down trading from branded products to non

the operating performance of the company. 

Competition: The company operates in the highly competitive FMCG

ability to spend more aggressively on advertising and marketing

economic conditions. An increase in the amount of

share and sales. 

Regulatory framework: Any unanticipated changes in regulatory framework

related issues can affect its operations and profitability.

The company has a robust Business Risk Management

opportunities. This framework seeks to create

enhance the company’s competitive advantage.
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With operations spread across India, the company, like any other enterprise, is exposed to business risk which can be 

internal risks as well as external risks. Thus it is crucial for the company to have a robust risk mitigation plan. Additional 

risks and uncertainties not currently known to company or those that are considered immaterial can also have an adverse 

impact on the business, results of operations and financial condition of the business. 

of the key risks faced by the company in today’s scenario is the large and regular fluctuations in 

prices of its raw material. Any additional increase in prices of raw materials could hurt the operating

any is constantly exploring opportunities for hedging the cost of light liquid paraffin (

long term contracts, increasing existing storage facilities for LLP, adding new suppliers etc. The volatility in costs for 

y input) is being equalized through advance contracts and developing new suppliers for 

economy and weakening of macroeconomic indicators

which down trading from branded products to non branded can occur which can affect 

ompany operates in the highly competitive FMCG market with competitors who may have enhanced 

re aggressively on advertising and marketing and more elasticity to respond to changing business

economic conditions. An increase in the amount of competition that it faces could have a material adverse

Any unanticipated changes in regulatory framework pertaining to economic benefits and other 

operations and profitability. 

ompany has a robust Business Risk Management (BRM) framework to identify, evaluate business 

opportunities. This framework seeks to create transparency, minimize adverse impact on the business

advantage. 
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With operations spread across India, the company, like any other enterprise, is exposed to business risk which can be 

a robust risk mitigation plan. Additional 

risks and uncertainties not currently known to company or those that are considered immaterial can also have an adverse 

scenario is the large and regular fluctuations in 

the operating margins of the 

light liquid paraffin (LLP) through 

long term contracts, increasing existing storage facilities for LLP, adding new suppliers etc. The volatility in costs for 

through advance contracts and developing new suppliers for 

economy and weakening of macroeconomic indicators can impact the spending 

can occur which can affect 

market with competitors who may have enhanced 

and more elasticity to respond to changing business and 

could have a material adverse effect on market 

pertaining to economic benefits and other 

(BRM) framework to identify, evaluate business risks and 

transparency, minimize adverse impact on the business objectives and 
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Cross Sectional Analysis 

Company Equity CMP MCAP*

Bajaj Corp 14.8 389 5738 

Marico 129.0 250 32254

Dabur India 175.9 291 51163

Godrej Consumer 34.1 1382 47064

Emami 22.7 1110 25195

*figures in crores; calculations on ttm basis 
** all ratios adjusted for goodwill and revaluation reserve 
 

 
Source: Bajaj Corp., CD Equisearch                                 Source: Bajaj Corp., CD Equisearch                     Source: Bajaj Corp., CD Equisearch 
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MCAP* Sales* Profit* 
OPM    

(%)     

NPM    

(%) 

Int 

Cov 
ROE     

(%) 

 876 233 31.2 26.6 1314.1 52.8 

32254 6132 725 17.3 12.0 52.1 37.0 

51163 8454 1253 18.0 14.9 33.4 39.9 

47064 8968 1146 18.1 15.4 16.0 290.1 

25195 2624 359 26.1 13.7 8.7 27.4 

 
Source: Bajaj Corp., CD Equisearch                     Source: Bajaj Corp., CD Equisearch 
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ROE     Mcap/ 

Sales 
P/BV P/E 

6.5 13.1 24.6 

5.3 15.4 44.5 

6.1 14.5 40.8 

 5.2 89.9 41.1 

9.6 18.0 70.2 

 
Source: Bajaj Corp., CD Equisearch                     Source: Bajaj Corp., CD Equisearch  
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Financials 

Quarterly Results- Standalone                     

  Q4FY16

Income From Operations 228.32

Other Income 6.27

Total Income 234.59

Total Expenditure 152.76

EBITDA 81.82

Interest 0.17

Depreciation and amortization 12.98

PBT 68.67

Tax 14.66

PAT 54.02

Exceptional Item -

Adjusted Net Profit 63.26

EPS(Rs) 4.29

 
 
 

Income Statement- Consolidated          
  

Income From Operations 

Other Income 

Total Income 

Total Expenditure 

EBITDA (other income included) 

Interest 

Depreciation and amortization 

PBT 

Tax 

PAT 

Exceptional Item 

Adjusted Net Profit 

EPS(Rs) 
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Standalone                                                                      Figures in Rs crs

Q4FY16 Q4FY15 % chg FY16 FY15 % chg

228.32 236.17 -3.3 868.77 821.29 

6.27 7.54 -16.8 28.68 31.55 

234.59 243.71 -3.7 897.44 852.84 

152.76 162.04 -5.7 594.34 582.22 

81.82 81.67 0.2 303.10 270.62 

0.17 0.06 184.2 0.21 0.10 

12.98 12.81 1.3 51.29 51.22 

68.67 68.80 -0.2 251.60 219.31 

14.66 14.39 1.9 53.69 45.99 

54.02 54.42 -0.7 197.91 173.31 

-9.24 -9.28 -0.5 -36.95 -37.13 

63.26 63.70 -0.7 234.86 210.45 

4.29 4.32 -0.7 15.92 14.27 

                                                             Figures in Rs crs

FY14 FY15 FY16 FY17e FY18e

671.73 825.62 876.41 968.66 1081.32

40.13 31.55 28.60 34.24 39.00

711.85 857.17 905.01 1002.90 1120.32

485.75 586.38 602.73 678.06 762.33

226.10 270.79 302.28 324.84 357.99

5.88 0.13 0.23 0.70 0.70

32.93 51.85 51.87 23.74 5.59

187.29 218.81 250.18 300.39 351.70

38.36 46.15 53.83 64.58 75.61

148.93 172.66 196.35 235.81 276.08

-22.60 -37.13 -36.95 -14.43 0.00

171.53 209.79 233.30 250.24 276.08

11.63 14.22 15.82 16.97 18.72
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Figures in Rs crs 

% chg 

5.8 

-9.1 

5.2 

2.1 

12.0 

109.9 

0.1 

14.7 

16.7 

14.2 

-0.5 

11.6 

11.6 

Figures in Rs crs 

FY18e 

1081.32 

39.00 

1120.32 

762.33 

357.99 

0.70 

5.59 

351.70 

75.61 

276.08 

0.00 

276.08 

18.72 
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Balance Sheet                                                                                                                                           

  

Sources of Funds 

Share Capital 

Reserves 

Total Shareholders Funds 

Minority Interest 

Long Term Debt 

Total Liabilities 

Application of Funds 

Gross Block* 

Less: Accumulated Depreciation 

Net Block 

Capital Work in Progress 

Investments 

Current Assets, Loans & Advances 

Inventory 

Trade Receivables 

Cash and Bank 

Short term loans 

Other Assets 

Total CA & LA 

Current Liabilities 

Net Current Assets 

Net Deferred Tax  

Net long term assets(Loans & advances) 

Total Assets 

 
*gross block includes goodwill 

14

CD EquisearchPvt Ltd                       

ities        Distribution of Mutual Funds        Dist

                                                                                                                             
   

Figures in crs

FY14 FY15 FY16 FY17e 

14.75 14.75 14.75 14.75 

504.49 473.81 466.05 488.82 

519.24 488.56 480.80 503.57 

- - - - 

- - - - 

519.24 488.56 480.80 503.57 

278.22 278.87 285.05 293.00 

42.36 94.19 145.74 169.48 

235.85 184.68 139.31 123.52 

0.70 0.74 0.85 - 

156.84 183.66 270.69 300.00 

39.45 39.27 50.19 57.45 

8.37 13.26 25.35 28.97 

129.20 134.18 57.79 62.04 

3.78 4.65 4.26 4.50 

4.40 6.80 6.55 7.00 

185.20 198.17 144.14 159.95 

59.65 78.81 84.42 90.00 

125.55 119.36 59.73 69.95 

-0.39 -0.55 -0.68 -0.80 

 0.69 0.67 10.90 10.90 

519.24 488.56 480.80 503.57 
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in crs 

FY18e 

14.75 

551.87 

566.62 

- 

- 

566.62 

303.00 

175.07 

127.93 

- 

350.00 

62.73 

32.35 

66.96 

5.00 

7.20 

174.24 

95.50 

78.74 

-0.95 

10.90 

566.62 
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Cash Flow Statement                                

  

Net Income (a) 

Non cash exp. & others (b) 

Depreciation 

Interest Income and others 

Others 

(Increase)/decrease in NWC (c ) 

Trade Receivables 

Inventories 

Loans & advances 

Trade Payables 

Other current liabilities 

Operating Cash Flow (a+b+c) 

Purchase of fixed assets (net) 

Net Investments 

Bank deposits (maturity > 3 months) 

Interest received 

Investing Cash Flow (d) 

Dividend Paid 

Dividend tax paid 

Financing Cash flow (e) 

Net change (a+b+c+d+e) 

 
*few items of the cash flow statement estimated 
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         Figures in crs

FY14 FY15 FY16* FY17e FY18e

148.93 172.66 196.35 235.81 276.08

-8.20 20.68 22.91 -10.38 -33.26

32.93 51.85 51.87 23.74 5.59

-40.13 -31.55 -28.60 -34.24 -39.00

-1.00 0.38 -0.37 0.12 0.15

-14.87 13.49 -26.54 -5.53 -

1.60 -4.89 -12.09 -3.62 -

-3.60 0.18 -10.92 -7.25 -

-1.41 -0.96 -9.13 -0.24 -

-8.90 10.88 -7.92 1.49 2.50

-2.56 8.28 13.52 4.10 3.00

125.86 206.82 192.72 219.90 239.15

-146.68 -0.63 -6.75 -7.10 -10.00

33.52 -20.60 -83.04 -24.31 -44.00

77.20 -21.12 74.97 -4.70 -

39.50 22.94 24.83 28.79 32.80

3.53 -19.41 10.02 -7.31 -24.28

-95.88 -169.63 -169.63 -177.00 -1

-16.29 -33.92 -34.54 -36.04 -36.04

-112.17 -203.54 -204.16 -213.04 -213.04

17.22 -16.13 -1.42 -0.45 1.84
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in crs 

FY18e 

276.08 

33.26 

5.59 

39.00 

0.15 

-3.67 

-3.38 

-5.29 

-0.50 

2.50 

3.00 

239.15 

10.00 

44.00 

-3.08 

32.80 

24.28 

177.00 

36.04 

213.04 

1.84 
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Financial Ratios 

  

Growth Ratios(%) 

Revenue 

EBITDA 

Net Profit 

EPS 

Margins (%) 

Operating Profit Margin 

Gross profit Margin 

Net Profit Margin 

Return (%) 

ROCE 

RONW 

Valuations 

Market Cap/ Sales 

EV/EBITDA 

P/E 

P/BV 

Other Ratios 

Interest Coverage 

Debt Equity 

Current Ratio 

Turnover Ratios 

Fixed Asset Turnover 

Total Asset Turnover 

Debtors Turnover 

Inventory Turnover 

Creditor Turnover 

WC Ratios 

Debtor Days 

Inventory Days 

Creditor Days 

Cash Conversion Cycle 

Cash Flows (Rs crs) 

Operating Cash Flow 

Investing Cash Flow 

Financing Cash Flow 
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FY14 FY15 FY16 FY17e 

10.7 22.9 6.2 10.5 

6.5 19.8 11.6 7.5 

3.4 22.3 11.2 7.3 

3.4 22.3 11.2 7.3 

27.7 29.0 31.2 30.0 

32.8 32.8 34.5 33.5 

25.5 25.4 26.6 25.8 

38.5 45.5 52.3 54.6 

37.5 45.5 52.8 55.7 

4.8 8.2 6.5 5.9 

12.9 23.8 17.8 16.7 

18.7 32.2 24.4 22.9 

6.7 15.2 13.0 12.5 

37.7 1971.3 1314.1 454.6 

0.0 0.0 0.0 0.0 

3.1 2.5 1.7 1.8 

5.0 4.9 7.4 11.0 

1.5 1.8 2.0 2.2 

73.2 76.3 45.4 35.7 

12.9 14.9 13.5 12.6 

10.8 12.7 12.7 15.3 

5.0 4.8 8.0 10.2 

28.3 24.5 27.1 29.0 

33.8 28.6 28.7 23.8 

-0.5 0.7 6.4 15.4 

125.9 206.8 192.7 219.9 

3.5 -19.4 10.0 -7.3 

-112.2 -203.5 -204.2 -213.0 
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FY18e 

11.6 

10.2 

10.3 

10.3 

29.5 

33.0 

25.5 

55.1 

56.1 

5.3 

15.1 

20.8 

11.0 

501.4 

0.0 

1.8 

13.1 

2.2 

35.3 

12.7 

16.5 

10.3 

28.8 

22.1 

17.0 

239.2 

-24.3 

-213.0 
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Financial Summary-US Dollar denominated

  

Equity capital 

Shareholders’ funds 

Total debt 

Net fixed assets (inc CWIP) 

Investments 

Net current assets 

Total assets 

Revenues 

EBITDA 

PBDT 

PBT 

Net Profit 

EPS ($) 

Book Value ($) 

Operating Cash Flow 

Investing Cash Flow 

Financing Cash Flow 

income statement figures translated at average rates; balance sheet and cash flow at year end rates
All dollar denominated figures are adjusted for extraordinary items.
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US Dollar denominated 

FY14 FY15 FY16 FY17e FY18e 

2.5 2.4 2.2 2.2 2.2 

79.2 71.2 66.0 69.0 78.5 

0.0 0.0 1.5 1.5 1.5 

32.2 22.8 14.6 12.1 12.7 

26.1 29.3 40.8 45.0 52.5 

20.9 19.1 9.0 10.5 11.8 

79.2 71.2 66.0 69.0 78.5 

111.0 135.0 133.9 145.2 162.1 

37.4 44.3 46.2 48.7 53.7 

36.4 44.3 46.1 48.6 53.5 

35.7 43.5 45.4 47.8 52.7 

28.4 34.3 35.6 37.5 41.4 

0.19 0.23 0.24 0.25 0.28 

0.54 0.48 0.45 0.47 0.53 

20.9 33.0 29.1 33.0 35.8 

0.6 -3.1 1.5 -1.1 -3.6 

-18.7 -32.5 -30.8 -31.9 -31.9 

income statement figures translated at average rates; balance sheet and cash flow at year end rates; projections at current rates.
All dollar denominated figures are adjusted for extraordinary items. 
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; projections at current rates. 
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Recommendation 
Despite FMCG sector’s roller coaster ride last fiscal

market- decline in fuel prices, lower commodity prices helped the industry to 

improving macro environment and execution of the recommendations of the Seventh Pay Commission remain the key 

drivers for an improvement in both rural and 

demand is expected to immensely benefit from good monsoons. Yet

investment cycle will be key determinants of India’s economic performance. The FMCG market’s 

well as meagre per capita consumption in most product categories like toothpaste, skin 

untapped market potential. Rapidly increasing population, particularly the middle 

the FMCG sector.  

Hair oil market size in India is at present pegged at around Rs 10

Non coconut or perfumed oil segment, in which Bajaj Corp. operates, has a market size of Rs 6

hair oil is the fastest growing segment. 

BCL's flagship brand 'Bajaj Almonds' has remained market leader in the last few decades with market share of  60% in the 

light hair oil segment or 10.5% of the overall hair oil segment. As per market research agency IMRB, 'Bajaj Almond Drops

consumed by 2.5 crore households, or approximately 12.5 crore individuals, on a yearly basis.

comes from the rural market as it is cost effecti

BCL’s allegiance to the light hair oil industry stems from the fact that the

core strengths of BCL is its distribution network which reaches out to 7392 stock points. With almost half a century of 

dominance in the market, the company has created a goodwill and long list of stockist

to most of the interiors of rural India (15 lakhs

However the company’s overdependence on mo

All the future endeavors of the company are thus focused towards increasing its market share in both the hair care and skin 

care segment to counter the risks presented by increase in raw material prices and regu

The stock currently trades at 22.9x FY17e EPS of Rs 

slowdown in the FMCG sector, Bajaj Corp’s envious grip on light hair oil indus

pricing power – price of almond drop nearly doubled in last six years 

industry. Plans are afoot to further boost market share to 65% by 

fluctuation in raw material prices and growing compet

with a target price of Rs 468 based on 25x FY18e earnings
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Despite FMCG sector’s roller coaster ride last fiscal- the Maggi ban; increase on tax on tobacco; irregul

commodity prices helped the industry to show modest growth

improving macro environment and execution of the recommendations of the Seventh Pay Commission remain the key 

ivers for an improvement in both rural and urban demand for consumer goods industry this year. P

immensely benefit from good monsoons. Yet execution of the reform agenda and kick starting the 

investment cycle will be key determinants of India’s economic performance. The FMCG market’s 

ta consumption in most product categories like toothpaste, skin care, hair wash

increasing population, particularly the middle class, will doubtless boost the off take of 

at present pegged at around Rs 10,000 crore with coconut-based oils accounting for 46.5%. 

Non coconut or perfumed oil segment, in which Bajaj Corp. operates, has a market size of Rs 6,411 crore. Among all, light 

BCL's flagship brand 'Bajaj Almonds' has remained market leader in the last few decades with market share of  60% in the 

light hair oil segment or 10.5% of the overall hair oil segment. As per market research agency IMRB, 'Bajaj Almond Drops

consumed by 2.5 crore households, or approximately 12.5 crore individuals, on a yearly basis. Major 

is cost effective. 

BCL’s allegiance to the light hair oil industry stems from the fact that the coconut hair oil is much commoditized

core strengths of BCL is its distribution network which reaches out to 7392 stock points. With almost half a century of 

dominance in the market, the company has created a goodwill and long list of stockists and super stockists which reach out 

nteriors of rural India (15 lakhs retail outlets in urban area and 22 lakhs in rural area). 

the company’s overdependence on monsoons makes the business highly susceptible to changing climatic p

All the future endeavors of the company are thus focused towards increasing its market share in both the hair care and skin 

care segment to counter the risks presented by increase in raw material prices and regulatory framework to name a few.

FY17e EPS of Rs 16.97 and 18.7x FY18e EPS of Rs 18.72

slowdown in the FMCG sector, Bajaj Corp’s envious grip on light hair oil industry showed no signs of let up.

nearly doubled in last six years – reflects its economic moat in a largely volume driven 

Plans are afoot to further boost market share to 65% by leveraging their existing 

erial prices and growing competition pose no little risks. On balance, we recommend buying the stock 

468 based on 25x FY18e earnings (last three years average), over a period of 9
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irregular rains affecting rural 

show modest growth. The declining inflation, 

improving macro environment and execution of the recommendations of the Seventh Pay Commission remain the key 

try this year. Particularly, rural 

execution of the reform agenda and kick starting the 

investment cycle will be key determinants of India’s economic performance. The FMCG market’s low penetration levels as 

hair wash, etc presage the 

will doubtless boost the off take of 

based oils accounting for 46.5%. 

411 crore. Among all, light 

BCL's flagship brand 'Bajaj Almonds' has remained market leader in the last few decades with market share of  60% in the 

light hair oil segment or 10.5% of the overall hair oil segment. As per market research agency IMRB, 'Bajaj Almond Drops' is 

Major demand of the sachets 

coconut hair oil is much commoditized. One of the 

core strengths of BCL is its distribution network which reaches out to 7392 stock points. With almost half a century of 

s and super stockists which reach out 

in rural area).  

nsoons makes the business highly susceptible to changing climatic patterns. 

All the future endeavors of the company are thus focused towards increasing its market share in both the hair care and skin 

latory framework to name a few. 

18.72. Notwithstanding recent 

try showed no signs of let up. Its strong 

its economic moat in a largely volume driven 

 distribution network. Yet 

On balance, we recommend buying the stock 

, over a period of 9-12 months. 
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Disclosure&Disclaimer 
CD Equisearch Private Limited (hereinafter referred to as 

Bombay Stock Exchange Limited and Metropolitan Stock Exchange of India Limited (Formerly known as MCX Stock Exchange Limited). CD 

Equi is also registered as Depository Participant with CDSL and AMFI registered Mutual Fund Advisor.  The associates of CD Eq

engaged in activities relating to NBFC-ND - Financing and Investment, Commodity Broking, Real Estate, etc. 

 

CD Equi is registered under SEBI (Research Analysts) Regulations, 2014 with SEBI Registration no INH300002274. Further, CD Eq

declares that – 

• No disciplinary action has been taken against CD Equi by any of the regulatory authorities. 

• CD Equi/its associates/research analysts do not have any financial interest/beneficial interest of more than one percent/mate

conflict of interest in the subject company(s) 

• CD Equi/its associates/research analysts have not received any compensation from the subject company(s) during the past twelv

months. 

• CD Equi/its research analysts has not served as an officer, director or employee of company cover

engaged in market making activity of the company covered by analysts

 

This document is solely for the personal information of the recipient and must not be singularly used as the basis of any inv

Nothing in this document should be construed as investment or financial advice. Each recipient of this document should make such 

investigations as they deem necessary to arrive at an independent evaluation of an investment in the securities of the compan

this document (including the merits and risks involved) and should consult their own advisors to determine the merits and ris

investment.  

 

Reports based on technical and derivative analysis center on studying charts of a stock's price 

volume, as opposed to focusing on a company's fundamentals and as such, may not match with a report on a company's fundamenta

 

The information in this document has been printed on the basis of publicly availa

believed to be true but we do not represent that it is accurate or complete and it should not be relied on as such, as this d

guidance only. CD Equi or any of its affiliates/group companies shall not be in any way responsible for any loss or damage that may arise to 

any person from any inadvertent error in the information contained in this report. CD Equi has not independently verified all

contained within this document. Accordingly, we cannot testify nor make any representation or warranty, express or implied, to the accuracy, 

contents or data contained within this document.  

 

While, CD Equi endeavors to update on a reasonable basis the information discussed in t

other reasons that prevent us from doing so. 

 

This document is being supplied to you solely for your information and its contents, information or data may not be reproduce

or passed on, directly or indirectly. Neither, CD Equi nor its directors, employees or affiliates shall be liable for any loss or damage that

arise from or in connection with the use of this information.

CD Equisearch Private Limited (CIN: U67120WB1995PTC071521)

Registered Office: 37, Shakespeare Sarani, 1st Floor, Kolkata 

Vasawani Mansion, 2nd Floor, DinshawWachha Road, Churchgate, Mumbai 

Website: www.cdequi.com; Email: research@cdequi.com
 

buy: >20% accumulate: >10% to ≤20% hold: 
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Financing and Investment, Commodity Broking, Real Estate, etc.  

CD Equi is registered under SEBI (Research Analysts) Regulations, 2014 with SEBI Registration no INH300002274. Further, CD Eq
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this document should be construed as investment or financial advice. Each recipient of this document should make such 

investigations as they deem necessary to arrive at an independent evaluation of an investment in the securities of the compan

this document (including the merits and risks involved) and should consult their own advisors to determine the merits and ris

Reports based on technical and derivative analysis center on studying charts of a stock's price movement, outstanding positions and trading 

volume, as opposed to focusing on a company's fundamentals and as such, may not match with a report on a company's fundamenta

The information in this document has been printed on the basis of publicly available information, internal data and other reliable sources 

believed to be true but we do not represent that it is accurate or complete and it should not be relied on as such, as this d

oup companies shall not be in any way responsible for any loss or damage that may arise to 

any person from any inadvertent error in the information contained in this report. CD Equi has not independently verified all

ocument. Accordingly, we cannot testify nor make any representation or warranty, express or implied, to the accuracy, 

While, CD Equi endeavors to update on a reasonable basis the information discussed in this material, there may be regulatory compliance or 

This document is being supplied to you solely for your information and its contents, information or data may not be reproduce

rectly or indirectly. Neither, CD Equi nor its directors, employees or affiliates shall be liable for any loss or damage that

arise from or in connection with the use of this information. 

CD Equisearch Private Limited (CIN: U67120WB1995PTC071521) 

tered Office: 37, Shakespeare Sarani, 1st Floor, Kolkata – 700 017; Phone: +91(33) 4488 0000; Fax: +91(33) 2289 2557 Corporate Office: 10, 

Vasawani Mansion, 2nd Floor, DinshawWachha Road, Churchgate, Mumbai – 400 020. Phone: +91(22) 2283 0652/0653; Fax: +9

Website: www.cdequi.com; Email: research@cdequi.com 

hold: ≥-10% to ≤10% reduce: ≥-20% to <-10% sell: <-
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