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Bajaj Corp. Ltd. 

No. of shares (m) 147.5 

Mkt cap (Rs crs/$m) 5665/885.0 

Current price (Rs/$) 384/6.0 
 

Price target (Rs/$) 
 

463/7.2 

52 W H/L (Rs.) 450/325 

Book Value (Rs/$) 38/0.6 

Beta 0.5 

Daily volume NSE (avg. monthly) 32260 
  
 

P/BV  (FY18e/19e) 
 

11.7/11.3 
 

P/E  (FY18e/19e) 
23.0/19.9 

EPS growth (FY17/18e/19e) -0.3/5.6/15.8 

ROE (FY17/18e/19e) 52.3/52.6/57.7 

OPM(FY17/18e/19e) 33.1/32.7/34.1 

D/E ratio (FY17/18e/19e) 0.0/0.0/0.0 

  BSE Code 533229 

NSE Code BAJAJCORP 

Bloomberg BJCOR IN 

Reuters BACO.BO 

Shareholding pattern                            % 

Promoters  66.9 

MFs / Banks / FIs 4.9 

Foreign Portfolio Investors 23.7 

Govt. holding - 

Public & others 4.6 

Total 100.0 

As on June 30, 2017  

  

Recommendation 

BUY 
 

Phone: + 91 (33) 4488 0011 

E- mail: research@cdequi.com 

Figures (Rs crs) 

Income from operations 

Other Income 

EBIDTA (other income included) 

PAT after EO 

EPS (Rs.) 

EPS growth (%) 

  

CD Equisearch Pvt Ltd                      
                                                                                                               

ities        Distribution of Mutual Funds        Dist

       
 
 

 

 

 

 

 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
 
 

 
 
 
 
 
  
 
 
 
 
                                                                                                            
 

 
 

FY15 FY16 FY17 

825.62 799.72 796.90 

31.55 28.70 39.39 

270.79 302.39 302.98 

209.79 233.33 232.66 

14.22 15.82 15.77 

22.3 11.2 -0.3 

Quarterly Highlights 

• Net sales fell by 3.4% on y-o-y basis to Rs 197.43 crores

net profit also saw de-growth of 10.5% on y

Weak consumer demand- accentuated by GST roll out

volume growth for Bajaj Corp in Q1FY18. In Q1FY18 operating profit was 

down by 14.5% to Rs 60.64 crores ($9.4m), primarily due to 

of lower sales and subdued operating margins (

were up by 22.1% on y-o-y basis & other expe

• Almond drops hair oil (ADHO) is the second largest brand in the overall 

hair oil segment which is the key product for the company (93

revenue) saw a drop of 6.6% in volume & 2.8% in value, in Q1FY18 as 

compared to same period previous year. While the urban demand revival 

is underway the rural segment is yet to take off, which may take another 

couple of quarters.  

• In FY17 the ratio of Almond Drops market share va

competitor in the LHO market has increased to 4.

It has retained the first rank in most of the states in the LHO segment.

• On the cost front, in Q1FY18 Bajaj witnessed a rise in LLP cost (one of the 

key raw material) from Rs 43.91/kg in Q1FY17 to Rs58.28/kg in the first 

quarter of current financial year. LLP cost sums up to almost 27.6% of the 

total raw material and packing cost. However prices of refined oil were 

almost flat on y-o-y basis at Rs 75.39/kg in Q1FY18 compared to Rs 75.97/kg 

in Q1FY17. Currently company has restrained itself from entering any long 

term contract for its raw material procurement on account of instability in 

the international market. 

• The stock presently trades at 23x FY18e EPS of Rs

EPS of Rs 19.29. Bajaj Corp’s plans to maneuver its st

network of 3.8 million retail outlets (~2.2 million in rural area) to tap the 

increase in disposable incomes and convert rural consumer from 

unbranded to branded products by providing them with an appropriate 

value proposition as well as to leverage on the strong connotation of 

almonds with nutrition. Its striking market share in both almond and light 

hair oil industry would help avert market disruption from increased 

competition. Goaded by higher volumes, earnings growth would revive 

next fiscal. In light of the above, we advise buying 

target of Rs 463 (previous target Rs 447) based on 24

1.5 on FY19 earnings) over a period of 9-12 months.
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FY18e FY19e 

856.85 961.92 

40.51 43.37 

320.49 370.90 

245.79 284.55 

16.66 19.29 

5.6 15.8 

y basis to Rs 197.43 crores ($30.6m), reported 

growth of 10.5% on y-o-y to Rs 54.98 crores ($8.5m). 

accentuated by GST roll out- let to subdued 

FY18. In Q1FY18 operating profit was 

, primarily due to combined effect 

of lower sales and subdued operating margins (-400bps); employees cost 

y basis & other expenses also went up by 4%. 

Almond drops hair oil (ADHO) is the second largest brand in the overall 

hair oil segment which is the key product for the company (93.4% of 

6% in volume & 2.8% in value, in Q1FY18 as 

. While the urban demand revival 

is underway the rural segment is yet to take off, which may take another 

In FY17 the ratio of Almond Drops market share value to the next largest 

increased to 4.6 compared to 4.3 in FY16. 

It has retained the first rank in most of the states in the LHO segment. 

On the cost front, in Q1FY18 Bajaj witnessed a rise in LLP cost (one of the 

material) from Rs 43.91/kg in Q1FY17 to Rs58.28/kg in the first 

quarter of current financial year. LLP cost sums up to almost 27.6% of the 

total raw material and packing cost. However prices of refined oil were 

Q1FY18 compared to Rs 75.97/kg 

Currently company has restrained itself from entering any long 

term contract for its raw material procurement on account of instability in 

x FY18e EPS of Rs 16.66 and 19.9x FY19e 

. Bajaj Corp’s plans to maneuver its strong distribution 

million retail outlets (~2.2 million in rural area) to tap the 

and convert rural consumer from 

products by providing them with an appropriate 

value proposition as well as to leverage on the strong connotation of 

Its striking market share in both almond and light 

hair oil industry would help avert market disruption from increased 

competition. Goaded by higher volumes, earnings growth would revive 

advise buying the stock with revised 

447) based on 24x FY19e earnings (peg 

12 months.  
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Outlook & Recommendation 
 

Outlook of the FMCG Industry 

Fast moving consumer goods (FMCG), as the name suggest

largest sector in Indian economy and provides employment to around 3 million people accounting for approximately 5% of the 

total factory employment in India. Indian FMCG sector 

distribution networks, as well as intense competition between the organized and unorganized segments are the characteristics 

of this sector. During 2016-2020, FMCG market in 

billion mark by 2020. Growing awareness, easier access & changing lifestyles have been the key growth drivers for the sector

Retail market in India is estimated to reach $1 trillion by 2020 from $

20% per annum, which is likely to boost business
 

               
 

Currently, India accounts for a share of just 0.

over the next five years mainly due to the macroeconomic factors such as improving demographics, rising disposable income, 

expansion of organized retail in tier II & III cities in India, changing con

‘Indian FMCG Market 2020’. Major FMCG markets include USA, China, Japan and European Union, etc. Globally, the FMCG 

sector is expected to grow at a CAGR of 4.4%, 
 

Household & personal care is the leading segment accounting for 50% of the

31% and food & beverages comes next in terms of market share at 19%. 

for about 23% followed by oral care at 15%, home care at 6% and

lifestyles have been the key growth drivers for the sector. (Source: CARE Ratings)
 

Hair Care Segment 
Hair care products have one of the highest penetration rates within beauty and personal care in India, and the category is 

expected to continue to perform positively with sales set to grow at a CAGR of 2% at constant 2016

years. The trend towards natural and herbal products that occurred within beauty a

was also strong within hair care. The category of hair care is expected to face increasing competition, as more players are 

expected to enter over the period, especially niche hair oil players with a natural positioning. 
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as the name suggests, are sold quickly and at relatively low cost.

largest sector in Indian economy and provides employment to around 3 million people accounting for approximately 5% of the 

Indian FMCG sector had a market size of $43.08 billion in 2015. Well

distribution networks, as well as intense competition between the organized and unorganized segments are the characteristics 

2020, FMCG market in India is expected to grow at a CAGR of 20.6% and is expec

by 2020. Growing awareness, easier access & changing lifestyles have been the key growth drivers for the sector

Retail market in India is estimated to reach $1 trillion by 2020 from $600 billion in 2015, with modern trade expected

hich is likely to boost business of FMCG companies. (Source: ASSOCHAM, IBEF

              

Currently, India accounts for a share of just 0.68% of the global FMCG market, this share is expected to increa

years mainly due to the macroeconomic factors such as improving demographics, rising disposable income, 

II & III cities in India, changing consumer preferences etc, according to a

‘Indian FMCG Market 2020’. Major FMCG markets include USA, China, Japan and European Union, etc. Globally, the FMCG 

sector is expected to grow at a CAGR of 4.4%, a much lower rate compared to that of India’s. (Source: ASSOCHAM)

are is the leading segment accounting for 50% of the overall market. This is followed by h

everages comes next in terms of market share at 19%. Under household & personal care, h

by oral care at 15%, home care at 6% and skin care at 5%. Growing awareness, easier access & changing 

growth drivers for the sector. (Source: CARE Ratings) 

roducts have one of the highest penetration rates within beauty and personal care in India, and the category is 

expected to continue to perform positively with sales set to grow at a CAGR of 2% at constant 2016

ards natural and herbal products that occurred within beauty and personal care over the past few years 

also strong within hair care. The category of hair care is expected to face increasing competition, as more players are 

riod, especially niche hair oil players with a natural positioning. (Source: Euromonitior)

2 

CD Equisearch Pvt Ltd                       

istribution of Life Insurance  

                                                        

sold quickly and at relatively low cost. FMCG is the fourth 

largest sector in Indian economy and provides employment to around 3 million people accounting for approximately 5% of the 

had a market size of $43.08 billion in 2015. Well-established 

distribution networks, as well as intense competition between the organized and unorganized segments are the characteristics 

grow at a CAGR of 20.6% and is expected to cross $100 

by 2020. Growing awareness, easier access & changing lifestyles have been the key growth drivers for the sector. 

billion in 2015, with modern trade expected to grow at 

IBEF & Media Sources) 

market, this share is expected to increase significantly 

years mainly due to the macroeconomic factors such as improving demographics, rising disposable income, 

references etc, according to a study titled 

‘Indian FMCG Market 2020’. Major FMCG markets include USA, China, Japan and European Union, etc. Globally, the FMCG 

(Source: ASSOCHAM) 

This is followed by healthcare at 

Under household & personal care, hair care accounts 

Growing awareness, easier access & changing 

roducts have one of the highest penetration rates within beauty and personal care in India, and the category is 

expected to continue to perform positively with sales set to grow at a CAGR of 2% at constant 2016 prices over the next few 

nd personal care over the past few years 

also strong within hair care. The category of hair care is expected to face increasing competition, as more players are 

(Source: Euromonitior) 
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Hair care products continued to register strong growth in India i

reaching INR192.8 billion. Consumers in India are more aware of the harmful effects of chemicals and are willing to spend mor

on products that they perceive to be made of natural, herbal or Ayurvedic ingredients, wh

hair. This trend gained traction and increasingly led to brands launching new v

to tap into this interest. (Source: Euromonitior) 
 

Skin Care Segment 

Skin care continued to register double-digit current value growth in 2016, on the back of an increasing emphasis on looks and 

appearance from urban Indian consumers. Cosmetic skin care is one of the most dynamic markets in the personal care industry 

and is driven by evolving consumer trends and innovations on the part of manufacturers. The opportunity in the global 

cosmetic skin care market stood at US$127.1 billion

expanding at a 5.1% CAGR therein. (Source: Euromonitior)
 

Rising consumer image consciousness is boosting demand for skin care products among those who want to look their best at all 

times. In addition, increased exposure to international beauty and grooming trends is also resulting 

benefits of different skin care products. Consumers are showing a willingness to spend on beauty products that they perceive 

be of value and that enhance their looks and appearance. HUL continued to lead skin care in India in 20

retail value share of 47%. Over the period, skin care sales are expected to continue to be strong. Sales of skin care are set

at a CAGR of 5% at constant 2016 prices till 2021. (Source: Euromonitior)
 

 

    
 

Rural Segment Quickly Catching Up 

India’s per capita GDP in rural regions has grown at a CAGR of 6.2% since 2000. FMC

at a CAGR of 14.6%, during 2016–2025 and reach $100 billion by 2025. As of 2016, the overall rural FM

an estimated $29.4 billion. Rural FMCG market accounts for 40% of the overall FMCG ma

IBEF & Media sources). The hinterlands in India consist of about 0.7 million villages. These villages are

million consumers making up for about 70% of population and contributing around half of the country's Gross Domestic 

Product (GDP). Consumption patterns in these rural areas are gradually changing to increasingly resemble the consum

patterns of urban areas. Some of India's largest consumer companies serve one

to a favorable changing consumption trend as well as the potential size of the market, rural India provides a large and att

investment opportunity for companies. 
3
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Hair care products continued to register strong growth in India in 2016. Hair care posted value growth of 8% in 2016, with sales 

reaching INR192.8 billion. Consumers in India are more aware of the harmful effects of chemicals and are willing to spend mor

on products that they perceive to be made of natural, herbal or Ayurvedic ingredients, which they consider to be better for their 

and increasingly led to brands launching new variants on natural, herbal and a

 

digit current value growth in 2016, on the back of an increasing emphasis on looks and 

Cosmetic skin care is one of the most dynamic markets in the personal care industry 

consumer trends and innovations on the part of manufacturers. The opportunity in the global 

care market stood at US$127.1 billion in 2015 and this is projected to rise to be worth just over $200 billion

(Source: Euromonitior) 

Rising consumer image consciousness is boosting demand for skin care products among those who want to look their best at all 

times. In addition, increased exposure to international beauty and grooming trends is also resulting 

benefits of different skin care products. Consumers are showing a willingness to spend on beauty products that they perceive 

be of value and that enhance their looks and appearance. HUL continued to lead skin care in India in 20

retail value share of 47%. Over the period, skin care sales are expected to continue to be strong. Sales of skin care are set

2021. (Source: Euromonitior) 

      

India’s per capita GDP in rural regions has grown at a CAGR of 6.2% since 2000. FMCG sector in rural

2025 and reach $100 billion by 2025. As of 2016, the overall rural FM

an estimated $29.4 billion. Rural FMCG market accounts for 40% of the overall FMCG market in India, in revenue terms 

The hinterlands in India consist of about 0.7 million villages. These villages are

million consumers making up for about 70% of population and contributing around half of the country's Gross Domestic 

Product (GDP). Consumption patterns in these rural areas are gradually changing to increasingly resemble the consum

patterns of urban areas. Some of India's largest consumer companies serve one-third of their consumers from rural India. Owing 

to a favorable changing consumption trend as well as the potential size of the market, rural India provides a large and att
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value growth of 8% in 2016, with sales 

reaching INR192.8 billion. Consumers in India are more aware of the harmful effects of chemicals and are willing to spend more 

ich they consider to be better for their 

ariants on natural, herbal and ayurvedic themes 

digit current value growth in 2016, on the back of an increasing emphasis on looks and 

Cosmetic skin care is one of the most dynamic markets in the personal care industry 

consumer trends and innovations on the part of manufacturers. The opportunity in the global 

to be worth just over $200 billion by 2024, 

Rising consumer image consciousness is boosting demand for skin care products among those who want to look their best at all 

times. In addition, increased exposure to international beauty and grooming trends is also resulting in more awareness of the 

benefits of different skin care products. Consumers are showing a willingness to spend on beauty products that they perceive to 

be of value and that enhance their looks and appearance. HUL continued to lead skin care in India in 2016 and commanded a 

retail value share of 47%. Over the period, skin care sales are expected to continue to be strong. Sales of skin care are set to grow 

 

G sector in rural India is expected to grow 

2025 and reach $100 billion by 2025. As of 2016, the overall rural FMCG consumption stands at 

rket in India, in revenue terms (Source: 

The hinterlands in India consist of about 0.7 million villages. These villages are inhabited by about 850 

million consumers making up for about 70% of population and contributing around half of the country's Gross Domestic 

Product (GDP). Consumption patterns in these rural areas are gradually changing to increasingly resemble the consumption 

third of their consumers from rural India. Owing 

to a favorable changing consumption trend as well as the potential size of the market, rural India provides a large and attractive 
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GST – Impact on FMCG Sector 

GST is a landmark amendment in the indirect tax regime in India that attempts to kill multiple birds with one stone. Designed to 

avoid the cascading of taxes, it implements a smoother tax structure in order to encourage better tax compliance. The 

fundamental tenet of GST is destination-based taxation that aims to subsume numerous existing indirect taxes like the excise 

duty, service tax, countervailing duty, etc. at the Central level and value added tax (VAT), octroi tax, p

state level. Barring certain goods like alcohol 

brought under the GST net. FMCG sector would also benefit from GST in the form of saving considerable amount of expenses 

on logistics. Distribution cost of the FMCG sector currently amounts to 2

GST era. Due to the smoother supply chain management, simplified process

GST regime there will be cost reduction in terms of transportation and storage of goods. It is expected that the reduction in cost 

and taxes would make the consumer goods cheaper.
 

The FMCG sector will reap huge benefits out of the G

around 26% to 28% inclusive of central excise duty an

GST. Benefits in tax savings can be passed on to consumers to stimulate demand.

mostly been along expected lines. Items of mass consumption

slab, significantly lower than the 22-24% tax rate they have been paying. This is in accordance with the government’s stance of 

keeping tax rates low for mass consumption products. In fact, the GST r

the 18% tax bracket or below. The remaining 19% fall in the 28% tax slab.

between warehouses located in different states will have to pay IGST, although it
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is a landmark amendment in the indirect tax regime in India that attempts to kill multiple birds with one stone. Designed to 

avoid the cascading of taxes, it implements a smoother tax structure in order to encourage better tax compliance. The 

based taxation that aims to subsume numerous existing indirect taxes like the excise 

etc. at the Central level and value added tax (VAT), octroi tax, p

Barring certain goods like alcohol (for human consumption) a majority of other goods and services have been

FMCG sector would also benefit from GST in the form of saving considerable amount of expenses 

cost of the FMCG sector currently amounts to 2-7% of total cost, which is expected to drop to 1.5% 

chain management, simplified process, claiming input credit, removal of CST under the 

eduction in terms of transportation and storage of goods. It is expected that the reduction in cost 

and taxes would make the consumer goods cheaper. 

out of the GST implementation. The average indirect tax rate on these products was

around 26% to 28% inclusive of central excise duty and state levied VAT. However, they have now fallen in 

GST. Benefits in tax savings can be passed on to consumers to stimulate demand. The rates for various FMCG segments have 

mostly been along expected lines. Items of mass consumption—toothpaste, soaps, hair oil—have been put under the 18% tax 

24% tax rate they have been paying. This is in accordance with the government’s stance of 

keeping tax rates low for mass consumption products. In fact, the GST rate schedule indicates that nearly 81% of all items are in 

the 18% tax bracket or below. The remaining 19% fall in the 28% tax slab. The companies which have product movement 

between warehouses located in different states will have to pay IGST, although it is available as an input tax credit.
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is a landmark amendment in the indirect tax regime in India that attempts to kill multiple birds with one stone. Designed to 

avoid the cascading of taxes, it implements a smoother tax structure in order to encourage better tax compliance. The 

based taxation that aims to subsume numerous existing indirect taxes like the excise 

etc. at the Central level and value added tax (VAT), octroi tax, purchase tax, etc. at the 

of other goods and services have been 

FMCG sector would also benefit from GST in the form of saving considerable amount of expenses 

7% of total cost, which is expected to drop to 1.5% in 

, claiming input credit, removal of CST under the 

eduction in terms of transportation and storage of goods. It is expected that the reduction in cost 

ct tax rate on these products was 

have now fallen in the 18% slab under 

The rates for various FMCG segments have 

have been put under the 18% tax 

24% tax rate they have been paying. This is in accordance with the government’s stance of 

ate schedule indicates that nearly 81% of all items are in 

The companies which have product movement 

is available as an input tax credit. 
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Financials and Valuations 

The overall hair oil industry showed a volume growth of ~3.9

2.3% & 2.7% in FY17 respectively. Company’s leading product 

volumes were down by 3.2% in FY17. On the value front Bajaj reported a growth of just 0.7% in ADHO, whereas the overall 

revenue nosedived 0.4%. The market share (volume terms)

2016. 
 

    
 

Revenue for FY17 came in at Rs 796.9 crores ($118.8m)

profit fell by 3.7% to Rs 263.6 crores ($39.3m). Bajaj

Revenue growth declined 0.4% in FY17 mainly due to sharp slowdown in rural areas which contributes 39% to the revenue 

and accentuated by post-demonetization impact in second half of FY17. During the year, the hair o

has picked up marginally by 3.9% compared to a negative growth of 0.2% in FY16. The revival in hair o

the urban markets whereas the rural market growths are yet to come back to the levels that they were in FY16. Though th

relative market share of Bajaj’s main brand Almond Drops have improved

to 4.3 in FY16), overall sales volumes haven’t reversed the declining trend
 

  
 

Bajaj’s new facility in Guwahati has started functioning

Bajaj Almond Drops. With the GST rules becoming

another factory has been planned at Baroda which would start functioning and thereby provi

(Himachal Pradesh, Uttrakhand, & Guwahati) for production.
 

Bajaj made a strategic move when it announced an agreement with Ozone Ayurvedics on

intangible assets, including the trademarks of “Nomarks” for Rs 140.94 crores. Bajaj had entered into a non

agreement with OA for a period of 3 years, estimated useful life of the brand. 

the perception of the brand did not work in favor of the company. When the brand was acquired it was predominantly a 

problem solution brand and almost 60% of its sales came from creams. 

category of the brand which led it to do its repackaging and repositioning. But that has not worked well as expected.

now trying to test its new strategy- refocusing on the cream segment
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volume growth of ~3.9% and the ADHO & LHO industry exhibited a volume 

. Company’s leading product Bajaj Almond Drops displayed de-growth of 2% and the overall 

On the value front Bajaj reported a growth of just 0.7% in ADHO, whereas the overall 

(volume terms) trend stood at 58.3% as on June 2017, 

  

s ($118.8m), largely in line with FY16’s Rs 799.7 crores ($122.2m), while operating 

s ($39.3m). Bajaj reported a net profit of Rs 232.66 crores ($3

Revenue growth declined 0.4% in FY17 mainly due to sharp slowdown in rural areas which contributes 39% to the revenue 

demonetization impact in second half of FY17. During the year, the hair o

compared to a negative growth of 0.2% in FY16. The revival in hair o

the urban markets whereas the rural market growths are yet to come back to the levels that they were in FY16. Though th

ajaj’s main brand Almond Drops have improved (relative market share ratio

sales volumes haven’t reversed the declining trend- volumes are down by 3.2% in FY17

  

new facility in Guwahati has started functioning in March 17, and is capable of feeding the complete eastern market for 

Bajaj Almond Drops. With the GST rules becoming clearer, these facilities will akin more importance. Over the next one year, 

been planned at Baroda which would start functioning and thereby providing them

for production. 

Bajaj made a strategic move when it announced an agreement with Ozone Ayurvedics on August 2013, to acquire its entire 

intangible assets, including the trademarks of “Nomarks” for Rs 140.94 crores. Bajaj had entered into a non

agreement with OA for a period of 3 years, estimated useful life of the brand. As far as Nomarks is concerned, trying to change 

the perception of the brand did not work in favor of the company. When the brand was acquired it was predominantly a 

problem solution brand and almost 60% of its sales came from creams. But the company started to focus on

category of the brand which led it to do its repackaging and repositioning. But that has not worked well as expected.

refocusing on the cream segment- in a couple of Indian states. 
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exhibited a volume growth of 

growth of 2% and the overall 

On the value front Bajaj reported a growth of just 0.7% in ADHO, whereas the overall 

 compared to 57.7% in June 

 

s ($122.2m), while operating 

s ($34.7m), up 0.3% y-o-y basis. 

Revenue growth declined 0.4% in FY17 mainly due to sharp slowdown in rural areas which contributes 39% to the revenue 

demonetization impact in second half of FY17. During the year, the hair oil industry volume growth 

compared to a negative growth of 0.2% in FY16. The revival in hair oil growth are more in 

the urban markets whereas the rural market growths are yet to come back to the levels that they were in FY16. Though the 

ratio at 4.6 in FY17 compared 

volumes are down by 3.2% in FY17.  

 

of feeding the complete eastern market for 

clearer, these facilities will akin more importance. Over the next one year, 

ding them three local hubs 

August 2013, to acquire its entire 

intangible assets, including the trademarks of “Nomarks” for Rs 140.94 crores. Bajaj had entered into a non-competent 

As far as Nomarks is concerned, trying to change 

the perception of the brand did not work in favor of the company. When the brand was acquired it was predominantly a 

ed to focus on the face wash 

category of the brand which led it to do its repackaging and repositioning. But that has not worked well as expected. Bajaj is 
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Bajaj will be extending this strategy both in terms of communication and distribution 

not foresee the Nomarks brand following the same path as the cooling oil

differentiator- it did not possess any unique characteristic which would make customers switch from the alr

oils. Nomarks as a brand has been around for over 13 years

in international markets, Bajaj should see a reversal of sale
 

  
 

The company plans to exploit the fact that the profits from the international business are significantly better than that from

Indian business. The company reviewed its strategy of entering the international markets with their lead product, hair oil. 

However, hair oil as a product is suitable for Indian masses and thus the company started working on making Nomarks 

acceptable to other geographies. Bajaj has added 4 new markets such as

Among the smaller markets Bajaj has added markets in 

around 5% of its total turnover. 
 

     
 

Going forward the company plans to renew its focus on the A

trading (replacing costlier brands with cheaper brands) in the last couple of quarters and the company plans on retaining its

customer base by providing them with cheaper option

this option was offered only in 4 states but now the company has spread this to over 9 states. 

the overall volume growth of 2.4% and 6% in FY18e & FY19e respectively.
 

The strain on Bajaj’s primary sales volume is mainly due to destocking that continues in the

rural markets. Bajaj has seen this strain on both of these sectors

sector is undergoing a major change in the way they do business. On the other hand, the rural sector should see a reversal 

monsoon is expected to be good this year. With the strain on volumes and 

the focus is back on to direct distribution. Bajaj has increased its 

direct reach. The overall reach of Almond Drops is

outlets directly in the first half of this financial year.
 

The stock presently trades at 23x FY18e EPS of Rs 16.66 and 19.9x FY19e EPS of Rs 19.29

implementation is a temporary phenomenon and is expected to correct itself in ensuing quarters. 

to improve on the back of good monsoons, GST roll

recommendations. Galvanized by higher volumes earnings would rigorously revive next fiscal. Envi

light hair oil & almond hair oil (around 60%) could precipitate market penetration. 

the right geographies can overcome the lurking uncertainty

dependence on few products and rising competition from Patanjali are not worthy of repudiation.

the stock with a target of Rs 463 (previous target Rs 447) based on 24

information, refer to our previous October report. 6
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terms of communication and distribution in more states. 

he same path as the cooling oil (Kailash Parbat)’ which was a new launch and lacked a 

it did not possess any unique characteristic which would make customers switch from the alr

Nomarks as a brand has been around for over 13 years and has a loyal consumer base. On back of this and

should see a reversal of sales trends on Nomarks in coming years. 

  

he company plans to exploit the fact that the profits from the international business are significantly better than that from

Indian business. The company reviewed its strategy of entering the international markets with their lead product, hair oil. 

wever, hair oil as a product is suitable for Indian masses and thus the company started working on making Nomarks 

Bajaj has added 4 new markets such as Russia and Egypt and it started growing into

added markets in Africa like Kenya and Ethiopia. Bajaj’s international business

 

lans to renew its focus on the Amla hair oil segment. The hair oil industry 

trading (replacing costlier brands with cheaper brands) in the last couple of quarters and the company plans on retaining its

ding them with cheaper option- Amla hair oil when they switch from the pricier Almon

this option was offered only in 4 states but now the company has spread this to over 9 states. However, g

the overall volume growth of 2.4% and 6% in FY18e & FY19e respectively. 

primary sales volume is mainly due to destocking that continues in the wholesale segments as well as 

on both of these sectors into the first quarter of this financial year also. 

major change in the way they do business. On the other hand, the rural sector should see a reversal 

With the strain on volumes and the infrastructure, especially in the wholesale sector,

ribution. Bajaj has increased its focus on improving efficiency of sales force to improve their

h of Almond Drops is now at 36.57 lakhs outlets. Bajaj is targeting to reach at least 20% of these 

st half of this financial year. 

x FY18e EPS of Rs 16.66 and 19.9x FY19e EPS of Rs 19.29. Trade disruption in the wake of GST 

implementation is a temporary phenomenon and is expected to correct itself in ensuing quarters. We expect the demand scenario 

to improve on the back of good monsoons, GST roll-out and implementation of 7th Pay Commission Allowance 

Galvanized by higher volumes earnings would rigorously revive next fiscal. Envi

nd hair oil (around 60%) could precipitate market penetration. Also, diversification as well as expansion in 

the right geographies can overcome the lurking uncertainty as Bajaj Crop plans to further expand its retail footprint.

dependence on few products and rising competition from Patanjali are not worthy of repudiation.

vious target Rs 447) based on 24x FY19e earnings over a period of 9

report. 
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in more states. However, the company does 

which was a new launch and lacked a 

it did not possess any unique characteristic which would make customers switch from the already existing cooling 

On back of this and improved reach 

 

he company plans to exploit the fact that the profits from the international business are significantly better than that from the 

Indian business. The company reviewed its strategy of entering the international markets with their lead product, hair oil. 

wever, hair oil as a product is suitable for Indian masses and thus the company started working on making Nomarks 

Russia and Egypt and it started growing into these. 

nternational business is currently 

mla hair oil segment. The hair oil industry has fallen prey to down 

trading (replacing costlier brands with cheaper brands) in the last couple of quarters and the company plans on retaining its 

he pricier Almond Drops. Till FY16 

However, going forward we expect 

wholesale segments as well as the 

er of this financial year also. The wholesale 

major change in the way they do business. On the other hand, the rural sector should see a reversal as the 

the infrastructure, especially in the wholesale sector, 

efficiency of sales force to improve their 

targeting to reach at least 20% of these 

Trade disruption in the wake of GST 

We expect the demand scenario 

entation of 7th Pay Commission Allowance 

Galvanized by higher volumes earnings would rigorously revive next fiscal. Envious market share in both 

Also, diversification as well as expansion in 

nd its retail footprint. Yet over 

dependence on few products and rising competition from Patanjali are not worthy of repudiation. On balance we advice buying 

x FY19e earnings over a period of 9-12 months. For more 
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Risks & Concerns 
 

Raw material risk: Any additional increase in prices

company is constantly exploring opportunities for hedging the cost of 

increasing existing storage facilities for LLP, adding new suppliers etc. The volatility in costs for packaging material

input) is being tackled through advance contracts and developing new suppliers for packaging materials.
 

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

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

performance of the company. 
 

Competition: The Company operates in the highly competitive FMCG

spend more aggressively on advertising and marketing

conditions. 
 

Cross Sectional Analysis 

Company Equity CMP MCAP* Sales* Profit*

Bajaj Corp 15 384 5665 786 
Marico 129 313 40347 5847 
Dabur 176 309 54474 7453 
Emami 23 1076 24414 2390 
 

*figures in crores; calculations on ttm basis 
All ratios adjusted for goodwill and revaluation reserve; sales estimated for Dabur & Emami 
Emami’s PAT adjusted for amortization and impairment of intangible assets (brand, trade mark etc) 
 

Marico sells over 15.2 crore packs every month through

network comprising 4 regional offices, 32 carrying & 

business delivered a 4% volume growth. The Company 

However, the international business posted a constant curren

environment issues in the MENA region.  
 

Revenue from operations of Rs 5918 crores ($882.1m)

business was negative 1%; businesses in India and overseas de

kind blend of Olive and Flaxseed oil under a sub

strengthened its leadership position in the super premium

March 2017. The near term outlook for the blended

estimated capex in each of the two year FY18 & FY19 is likely to be around Rs 
  

        
  

7

CD Equisearch Pvt Ltd                       

ities        Distribution of Mutual Funds        Dist

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

ompany is constantly exploring opportunities for hedging the cost of light liquid paraffin (LLP)

ge facilities for LLP, adding new suppliers etc. The volatility in costs for packaging material

through advance contracts and developing new suppliers for packaging materials.

economy and weakening of macroeconomic indicators can impact the spending power of 

of which down trading from branded products to non branded can occur which can affect the operating

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

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

Profit* OPM (%)     NPM (%) Int Cov ROE (%)

229 32.5 29.1 295.8 41.8 
751 19.0 13.1 74.6 38.9 

1260 19.7 16.9 29.6 30.3 
494 29.0 20.6 12.6 32.1 

les estimated for Dabur & Emami as quarterly excise data unavailable. 
and impairment of intangible assets (brand, trade mark etc)  

Marico sells over 15.2 crore packs every month through about 4.6 million retail outlets services by its nationwide dis

carrying & forwarding agents (CFAs) and about 5600 distributors

business delivered a 4% volume growth. The Company witnessed normalcy returning after the demonetization 

nternational business posted a constant currency top line decline of 5% (volume decline of 5%) plagued by macro

($882.1m) declined by 1.6%, as compared to that in FY16. The value growth

1%; businesses in India and overseas de-grew by 2% & 1% respectively. In Q4FY17 it launched the first of its 

kind blend of Olive and Flaxseed oil under a sub-brand Saffola “Aura”. The brand gained market share of 283 bps and further 

rship position in the super premium refined edible oils segment to 66% during the twelve 

March 2017. The near term outlook for the blended oil franchise is positive with double digit volume growth expected

FY19 is likely to be around Rs 100 crores ($15.6m) to 125 crore
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margins of the company. The 

 through long term contracts, 

ge facilities for LLP, adding new suppliers etc. The volatility in costs for packaging materials (another key 

through advance contracts and developing new suppliers for packaging materials. 

can impact the spending power of 

can occur which can affect the operating 

market with competitors who may have enhanced ability to 

and more elasticity to respond to changing business and economic 

ROE (%) 
Mcap/ 
Sales* 

P/BV P/E 

7.2 10.2 24.7 
6.9 19.4 53.7 
7.3 12.1 43.2 

10.2 15.2 49.4 

4.6 million retail outlets services by its nationwide distribution 

5600 distributors. During FY17, India 

after the demonetization impact in Q3FY17. 

line decline of 5% (volume decline of 5%) plagued by macro-

FY16. The value growth of the FMCG 

n Q4FY17 it launched the first of its 

brand Saffola “Aura”. The brand gained market share of 283 bps and further 

ils segment to 66% during the twelve months ended 

le digit volume growth expected. The 

125 crore ($19.5m). 
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Dabur India has a strong portfolio of brands (Chyawanprash, Real, Hajmola, Vatika, 

with the focus largely on ayurvedic & healthcare offerings. The comp

care, home care, health supplements, digestives, OTC & ethical) and presence i

FY17, Dabur reported ~2.1% y-o-y decline in 

demonetization as compared to FY16. OPM expanded by 30

NewU, a beauty retail venture of Dabur, announced plans of bringing Sri Lankan beauty products brand 

India to strengthen their portfolio. Dabur commissioned a new 

with an investment of Rs 250 crore ($37.3m) the Tezpur fa

Entire range of Dabur's ayurvedic medicines, health supplements, hair oils, s

products will be manufactured in this plant. Spread over 30 

and automated packing lines to optimize supply chain 
 

  
 

Emami’s portfolio includes Zandu, one of the st

categories. Emami has increased focus on OTC products, concentrating on advertising, distribution & product launches. These 

initiatives are expected to boost revenues. The impact of

Emami reported a growth of 5.7% in net sales to Rs 2493 crores

majorly in balms and deodorant portfolio. Management has been focusing on increasing it direct reach from 7 lakhs to 8 lakhs 

direct outlets. New unit at Pacharia, Guwahati commenced operations in Feb17. Spread over 30 acres of land, this is the large

manufacturing facility of Emami built with a total outlay of Rs 300 crore

BoroPlus (Perfect Touch- a non-sticky, non-oily, deep moisturizing cream) with the goodness of ayurvedic herbs and antiseptic 

action. Weak economic conditions and slowdown in Middle East countries impacted the overal

business in FY17. International business reported de                          
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Chyawanprash, Real, Hajmola, Vatika, Amla, Fem, Honey, Meswak, Dabur 

yurvedic & healthcare offerings. The company’s diverse product portfolio 

care, home care, health supplements, digestives, OTC & ethical) and presence in niche categories has aided 

y decline in consolidated net sales to Rs 7614 crores ($1134.9m)

OPM expanded by 30bps to 19.8% as compared to 19.5%, in FY16

NewU, a beauty retail venture of Dabur, announced plans of bringing Sri Lankan beauty products brand 

India to strengthen their portfolio. Dabur commissioned a new manufacturing facility in Tezpur, Assam in March

the Tezpur factory is the largest production facility for Dabur across

medicines, health supplements, hair oils, shampoos, toothpastes, skin care and home care 

. Spread over 30 acres of land, this factory features fully automated processing 

lines to optimize supply chain and quality management. 

 

es Zandu, one of the strongest ayurvedic brands. Over 80 per cent of business comes from wellness 

categories. Emami has increased focus on OTC products, concentrating on advertising, distribution & product launches. These 

. The impact of demonetization persists and demands still not back to normal levels

Emami reported a growth of 5.7% in net sales to Rs 2493 crores ($371.6m), in FY17. It has strong innovativ

portfolio. Management has been focusing on increasing it direct reach from 7 lakhs to 8 lakhs 

direct outlets. New unit at Pacharia, Guwahati commenced operations in Feb17. Spread over 30 acres of land, this is the large

uilt with a total outlay of Rs 300 crores ($44.7m). It has also launched a new variant of 

oily, deep moisturizing cream) with the goodness of ayurvedic herbs and antiseptic 

wdown in Middle East countries impacted the overall performance of i

. International business reported de-growth of 38% during the last quarter and 16% in FY17
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Amla, Fem, Honey, Meswak, Dabur Red) 

any’s diverse product portfolio (hair care, oral care, skin 

n niche categories has aided revenue growth. In 

s ($1134.9m) on the backdrop of 

as compared to 19.5%, in FY16. In January 2017, 

NewU, a beauty retail venture of Dabur, announced plans of bringing Sri Lankan beauty products brand - Spice Island, to 

ility in Tezpur, Assam in March17. Set up 

largest production facility for Dabur across the globe. 

pastes, skin care and home care 

ures fully automated processing lines 

yurvedic brands. Over 80 per cent of business comes from wellness 

categories. Emami has increased focus on OTC products, concentrating on advertising, distribution & product launches. These 

demonetization persists and demands still not back to normal levels. 

has strong innovative pipeline focusing 

portfolio. Management has been focusing on increasing it direct reach from 7 lakhs to 8 lakhs 

direct outlets. New unit at Pacharia, Guwahati commenced operations in Feb17. Spread over 30 acres of land, this is the largest 

. It has also launched a new variant of 

oily, deep moisturizing cream) with the goodness of ayurvedic herbs and antiseptic 

l performance of international 

he last quarter and 16% in FY17. 
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Financials 
 

Quarterly Results- Standalone                                                        

  

Income From Operations 

Other Income 

Total Income

Total Expenditure

EBITDA

Interest 

Depreciation 

Exceptional Item

Adjusted Net Profit

EPS(Rs)

 
Income Statement- Consolidated                                                                                     

  

Income From Operations 

Other Income 

Total Expenditure

EBITDA (other income included)

Interest* 

Depreciation 

Exceptional Item

 
*Interest includes bank charges 
**Figures for FY15 not IND-AS compliant. 
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Q1FY18 Q1FY17 % chg FY17 FY16

197.43 204.31 -3.4 792.54 795.86

11.06 8.36 32.2 39.35 28.78

Total Income 208.49 212.68 -2.0 831.89 824.64

Total Expenditure 136.79 133.36 2.6 526.93 521.43

EBITDA 71.70 79.32 -9.6 304.95 303.20

0.26 0.20 27.4 0.93 0.21

1.54 12.76 -87.9 23.15 51.30

PBT 69.90 66.36 5.3 280.87 251.70

Tax 14.92 14.16 5.3 59.92 53.71

PAT 54.98 52.20 5.3 220.96 197.99

Exceptional Item - -9.24 -100.0 -14.46 -36.95

Adjusted Net Profit 54.98 61.43 -10.5 235.42 234.94

EPS(Rs) 3.73 4.17 -10.5 15.96 15.93

Consolidated                                                                                     
FY15** FY16 FY17 FY18e

825.62 799.72 796.90 856.85

31.55 28.70 39.39 40.51

Total Income 857.17 828.42 836.29 897.36

Total Expenditure 586.38 526.03 533.31 576.87

EBITDA (other income included) 270.79 302.39 302.98 320.49

0.13 0.23 1.03 1.29

51.85 51.88 23.70 6.09

PBT 218.81 250.28 278.25 313.11

Tax 46.15 53.85 60.01 67.32

PAT 172.66 196.43 218.24 245.79

Exceptional Item -37.13 -36.90 -14.42 - 

Net Profit 209.79 233.33 232.66 245.79

EPS(Rs) 14.22 15.82 15.77 16.66
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  Figures in crores 

FY16 % chg 

795.86 -0.4 

28.78 36.7 

824.64 0.9 

521.43 1.1 

303.20 0.6 

0.21 345.8 

51.30 -54.9 

251.70 11.6 

53.71 11.6 

197.99 11.6 

36.95 -60.9 

234.94 0.2 

15.93 0.2 

Consolidated                                                                                     Figure in crores    
FY18e FY19e 

856.85 961.92 

40.51 43.37 

897.36 1005.29 

576.87 634.38 

320.49 370.90 

1.29 1.45 

6.09 6.97 

313.11 362.48 

67.32 77.93 

245.79 284.55 

 - 

245.79 284.55 

16.66 19.29 
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Consolidated 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 

Other Current Assets 

Total CA & LA 

Current Liabilities 

Provision- Short Term 

Total Current Liabilities 

Net Current Assets 

Net Deferred Tax  

Net long term assets(Loans & advances) 

Total Assets 

 
*Figures for FY15 not IND-AS compliant 
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                                                               Figure in crores    
FY15* FY16 FY17 FY18e FY19e 

     

14.75 14.75 14.75 14.75 14.75 

473.81 466.31 479.44 512.19 530.44 

488.56 481.06 494.19 526.94 545.19 

     
- - - - - 

- - - - - 

488.56 481.06 494.19 526.94 545.19 

     

     
278.87 191.18 237.01 251.28 276.18 

94.19 51.86 75.45 81.54 88.51 

184.68 139.31 161.55 169.74 187.67 

0.74 0.85 0.03 0.75 0.85 

183.66 275.06 338.54 372.40 378.39 

     
     

39.27 50.19 42.48 45.46 48.64 

13.26 25.35 27.43 28.80 30.24 

134.18 60.28 12.43 7.59 6.03 

11.45 4.27 4.99 4.09 4.09 

198.17 140.10 87.33 85.94 89.00 

     
78.81 84.42 94.34 102.97 111.79 

- - 0.24 0.24 0.24 

78.81 84.42 94.58 103.21 112.03 

     
119.36 55.68 -7.25 -17.27 -23.03 

     
-0.55 -0.75 -0.77 -0.77 -0.77 

 0.67 10.90 2.08 2.08 2.08 

488.56 481.06 494.19 526.94 545.19 
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 Key Financial Ratios 

  

Growth Ratios (%) 

Revenue 

EBITDA 

Net Profit 

EPS 

Margins (%) 

Operating Profit Margin 

Gross profit Margin 

Net Profit Margin 

Return (%) 

ROCE 

ROE 

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 

 
*Revenue growth for FY16 at 6.2% as per IGAAP 
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FY15 FY16 FY17 FY18e FY19e 

     
22.9 -3.1* -0.4 7.5 12.3 

19.8 11.6 0.2 5.8 15.7 

22.3 11.2 -0.3 5.6 15.8 

22.3 11.2 -0.3 5.6 15.8 

     
29.0 34.2 33.1 32.7 34.1 

32.8 37.8 37.9 37.3 38.4 

25.4 29.2 29.2 28.7 29.6 

     
45.5 52.2 51.1 50.9 55.5 

45.5 52.8 52.3 52.6 57.7 

     
8.2 7.1 7.3 6.6 5.9 

23.8 17.8 18.1 16.6 14.4 

32.2 24.4 25.0 23.0 19.9 

15.2 13.0 12.9 11.7 11.3 

     
1971.3 1314.3 288.3 244.2 251.0 

0.0 0.0 0.0 0.0 0.0 

4.8 4.9 4.5 4.4 4.2 

     
4.9 6.7 7.4 7.0 7.1 

1.8 1.8 1.8 1.8 2.0 

76.3 41.4 30.2 30.5 32.6 

14.9 11.8 11.5 13.1 13.5 

12.7 11.1 12.7 13.9 14.4 

     
4.8 8.8 12.1 12.0 11.2 

24.5 31.0 31.7 27.8 27.1 

28.6 32.9 28.7 26.2 25.3 

0.7 6.9 15.1 13.6 13.0 
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Cumulative Financial Data                      
  FY14-15 FY16-17

Volumes (cases in lakhs) 99 107 

Income from operations 1497 1597 

Operating profit 425 537 

EBIT 488 595 

PBT 482 594 

PAT 381 466 

Dividends 316 408 

   
OPM (%) 28.4 33.7 

NPM (%) 25.5 29.2 

ROE (%) 43.1 52.0 

ROCE (%) 43.6 51.2 

Debt Equity* 0.0 0.0 

Fixed asset turnover 6.8 6.1 

Debtors turnover 64.4 39.2 

Inventory turnover 14.3 13.0 

Creditors turnover 10.6 11.6 

Debtor days 5.7 9.3 

Inventory days 25.6 28.2 

Creditor days 34.3 31.6 

Cash conversion -3.1 5.9 

Dividend payout ratio (%) 98.2 98.5 
 
FY14-15 implies two years ending fiscal 15; FY14-15 cumulative data not IND
*as at terminal year 
 

Reflecting lag effect of demonetization and destocking ahead of GST implementation early this fiscal, Bajaj Corps hair oil 

volumes would grow by 3.7% in FY18-19e period, a perceptible marked down from 8.1% in FY16

next fiscal- volume growth estimated at 6%- 

table). A 2.5x increase in debtors increase in debtors from FY13 to FY17

capex coupled with revenue surge explain increase in fixed asset 

above). 
 

The company has a good number of products in the pipeline waiting to be launched and the domestic p

promising. Proper cash management has enable the compa

to fluctuation in prices of key raw materials like LLP and refined oil.
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17 FY18-19e 

111 

1819 

608 

678 

676 

530 

479 

 
33.4 

29.2 

55.6 

53.7 

0.0 

6.9 

31.5 

13.3 

14.2 

11.6 

27.5 

25.8 

13.3 

90.4 

15 cumulative data not IND-AS compliant. 

destocking ahead of GST implementation early this fiscal, Bajaj Corps hair oil 

19e period, a perceptible marked down from 8.1% in FY16-17 period. 

 would help contain dramatic erosion in OPM- 33.4% vs 33.7% in FY16

ase in debtors from FY13 to FY17 justifies the drastic drop in debtors’ turnover. Subdued 

capex coupled with revenue surge explain increase in fixed asset turnover to 6.9 in FY18-19e from 6.1 in FY16

The company has a good number of products in the pipeline waiting to be launched and the domestic p

enable the company to remain net cash positive. Yet margins would be held hostage 

to fluctuation in prices of key raw materials like LLP and refined oil. 
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destocking ahead of GST implementation early this fiscal, Bajaj Corps hair oil 

17 period. Vigorous recovery 

33.4% vs 33.7% in FY16-17 (see 

op in debtors’ turnover. Subdued 

from 6.1 in FY16-17 (see table 

The company has a good number of products in the pipeline waiting to be launched and the domestic product also looks 

Yet margins would be held hostage 
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Financial Summary – US dollar denominated
  FY15 FY16 

Equity capital 2.4 2.2 

Shareholders'  funds 71.2 66.0 

Total debt 0.0 1.5 

Net fixed assets (inc CWIP) 22.8 14.6 

Investments 29.3 41.5 

Net current assets 19.1 8.4 

Total assets 71.2 66.0 

  
Revenues 135.0 122.2 

EBITDA 44.3 46.2 

PBDT 44.3 46.1 

PBT 43.5 45.4 

Net Profit 34.3 35.6 

EPS ($) 0.23 0.24 

Book Value ($) 0.48 0.45 
 

Income statement figures translated at average rates; balance sheet at year end rates; projec
*All dollar denominated figures are adjusted for extraordinary 
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US dollar denominated 
FY17 FY18e FY19e 

2.3 2.3 2.3 

69.6 75.6 78.3 

2.3 3.1 3.9 

18.3 19.9 22.7 

52.2 58.2 59.1 

-1.1 -2.7 -3.6 

69.6 75.6 78.4 

   
118.8 133.8 150.3 

45.2 50.1 57.9 

45.0 49.9 57.7 

44.2 48.9 56.6 

34.7 38.4 44.4 

0.24 0.26 0.30 

0.47 0.51 0.53 

figures translated at average rates; balance sheet at year end rates; projections at current rates (Rs 64.02
*All dollar denominated figures are adjusted for extraordinary items; book value adjusted for goodwill. 
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tions at current rates (Rs 64.02/$) 
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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 

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 Equi 

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/material 

conflict of interest in the subject company(s) 

• CD Equi/its associates/research analysts have not received a

months. 

• CD Equi/its research analysts has not served as an officer, director or employee of company covered by analysts and has not b

engaged in market making activity of the company cov
 

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

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

in this document (including the merits and risks involved) and should consult th

an investment.  
 

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

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

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

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 document is for 

general guidance only. CD Equi or any of its affiliates/group companies shall not be in any way responsible for any loss or d

arise to any person from any inadvertent error in the information contained in this report. CD Equi has not independently verif

information contained within this document. Accordingly, we cannot testify nor make any representation or warranty, exp

the accuracy, contents or data contained within this document. 
 

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

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

redistributed or passed on, directly or indirectly. Neither, CD Equi nor its directors, employees or affiliates 

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

CD Equisearch Private Limited (CIN: U67120WB1995PTC071521)

Registered Office: 37, Shakespeare Sarani, 3rd Floor, Kolkata 

Vasawani Mansion, 5th Floor, Dinshaw Wachha Road, Churchgate, Mumbai 

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

buy: >20% accumulate: >10% to ≤20% hold: 
 

Exchange Rates Used- Indicative 
 

Rs/$ FY15 FY16 

Average 61.15 65.46 

Year end 62.59 66.33 

All $ values mentioned in the write-up translated at the 

current exchange rate. Cumulative dollar figure is the sum of respective yearly dollar value
 

14

CD Equisearch Pvt Ltd                       

ities        Distribution of Mutual Funds        Dist

CD Equisearch Private Limited (hereinafter referred to as ‘CD Equi’) is a Member registered with National Stock Exchange of India Limited, 

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

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

Financing and Investment, Commodity Broking, Real Estate, etc. 

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

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

sociates/research analysts do not have any financial interest/beneficial interest of more than one percent/material 

conflict of interest in the subject company(s) (kindly disclose if otherwise).  

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

CD Equi/its research analysts has not served as an officer, director or employee of company covered by analysts and has not b

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

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

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

any's fundamentals and as such, may not match with a report on a company's fundamentals. 

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

do not represent that it is accurate or complete and it should not be relied on as such, as this document is for 

general guidance only. CD Equi or any of its affiliates/group companies shall not be in any way responsible for any loss or d

ise to any person from any inadvertent error in the information contained in this report. CD Equi has not independently verif

information contained within this document. Accordingly, we cannot testify nor make any representation or warranty, exp

the accuracy, contents or data contained within this document.  

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

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

redistributed or passed on, directly or indirectly. Neither, CD Equi nor its directors, employees or affiliates 

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

CD Equisearch Private Limited (CIN: U67120WB1995PTC071521) 

Floor, Kolkata – 700 017; Phone: +91(33) 4488 0000; Fax: +91(33) 2289 2557 Corporate Office: 10, 

Floor, Dinshaw Wachha Road, Churchgate, Mumbai – 400 020. Phone: +91(22) 2283 0652/0653; Fax: +91(22) 2283, 2276 

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

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

  
FY17 

67.09 

64.84 

up translated at the average rate of the respective quarter/ year as applicable. Projections converted at 

current exchange rate. Cumulative dollar figure is the sum of respective yearly dollar value. 
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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 companies referred to 

eir own advisors to determine the merits and risks of such 
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