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OVERALL TAKEAWAYS
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In a first-of-its-type initiative for us, we successfully hosted ~30 companies for MNCL’s Opportunities Unlimited investor conference

during Sep 21-22, 2021. The companies represented an assortment of sectors, and the ensemble cast included entities that are

relatively under-the-radar for investors. Here are the key general takeaways:

Aggressively picking up the pieces after the second wave, optimism back. The evidence for this was universal. Whereas the first wave

disrupted production, supply chains and overall plans brutally, the second wave at worst ruffled a few feathers. Employees are back to factories/branches

in large numbers, vaccination records are impressive, most points of sale have opened fully, and flailing consumption levels have got rejuvenated.

Nearly every company projecting better topline performance…. The three remaining quarters of this financial year definitely look better,

partly due to a more welcoming environment in general and pent-up demand in particular. Few companies did mention that they are nearly back to pre-

Covid levels or will soon be, whereas others were providing a slightly longer timeline for the same, perhaps born out of the pandemic-induced caution.

…But every single company buffeted by the ‘R/M & freight pandemic’. There was no company that failed to mention that freight costs are up

3-7x in the last six months, and that raw material, like steel and cotton prices are uncomfortably high. It was also clear that more than freight costs,

availability of ships/containers was a bigger problem. There was no consensus on the ability to pass on the higher costs; only guarded optimism and hope

prevails. Conclusion was that a near-term margin hit is very likely.

Contrary to popular perception, capex plans fairly healthy. Whether it is a lender, textile or metals company, everyone is racing ahead with

capex/capital raising plans (a few even said ‘we are in a hurry’). Though we must take anecdotal evidence of this type with caution, this does not quite

square with the prevailing narrative of capex drought and diffidence, and does provide us fair ground for optimism.



PARTICIPATING COMPANIES 
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Auto/ Auto Ancillary

 Escorts Ltd

 FIEM industries

 Mayur Uniquoters

BFSI

 Home First Finance

 Karnataka Bank

 Manappuram finance

Chemicals

 India Pesticides

 OCCL

Metals

 IFGL Refractories

 Kirloskar Ferrous Industries

 Ratnamani Metals

 RHI Magnesita India

Others

 GHCL

 Borosil Renewables

Consumer

 Borosil Ltd

 La Opala

 Symphony

 KEI Industries

FMCG

 ADF Foods

 Mrs. Bectors Food

Textile

 Nitin Spinners

 Welspun India

Note: names of companies that participated in 1-on-1 and small group meetings are not mentioned 



ESCORTS

We hosted Mr. Prateek Singhal (Head IR & Financial Analyst).

Key MeetingTakeaways

Industry Outlook:

 Industry should continue to grow at 8-9% CAGR over next decade

 Sentiments are positive and good festive season expected

 Monsoon levels are at par with long term average and reservoir water is also at similar levels

Overall Operational Outlook:

 RM Inflation continues and RM inflation till beginning of Q1 has been passed on. Q2 inflation not yet passed on

 3 price hikes taken in last 12 months with Q1 price hike already passed on. Further price hike to be taken post festive

season

 Current dealer inventory level stands at 4-5 weeks, higher than industry at ~3-4 weeks

 Plans capex of ~Rs300-350 crore and majority of it would be in the Agri Machinery segment.

Construction equipment

 Mid teen growth possible in short term

 EBIT Margin at ~4% currently and expect it to move to ~8-9%

Railways

 Suffered the most due to Covid; June order book at Rs300 crs and it should reach pre-Covid levels soon

 Expects higher single-digit or lower double-digit growth for the year; ~20-25% CAGR over the long term

 Margin should go back to ~20%+ levels

Electric tractors

 Will take some time in India. Currently insignificant EV tractor sales at the global level as well

 Already supplying to EU markets. Waiting for subsidy-based demand

 Currently available in 20-30 hp segment - 10% of industry

 31-50 hp is the band where 85% of the industry lies 4
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Source: ACE Equity, MNCL Research

BBG code ESC IN

Mcap (Rs mn) 201,440

CMP (INR) 1,520

52 W (H/L) INR 1,572 / 1,100

Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 41,992        50,652        62,648 58,100 70,144

EBITDA 2,606 5,340 7,053 6,624 11,227

EBITDA Margin (%) 6.2 10.5 11.3 11.4 16.0

PAT 1,313 3,470 4,789 4,722 8,715

PAT Margin (%) 3.1 6.8             7.6 8.1 12.4

EPS 10.7 28.3 39.1 38.5 64.6

ROE (%) 8.5 18.1 19.5 16.4 21.5

PE (x) 50.3 28.9 20.4 17.2 19.9

EV/EBITDA 19.5 15.8 12.0 10.3 12.5



FIEM INDUSTRIES

We hosted Mr. JK Jain (Chairman & MD).

Key MeetingTakeaways

General Comments:

 Fiem’s domestic 2-Wheeler lighting market share >30%

 2W EVs to be the next growth driver for the company

 Mr Rahul Jain will take the business forward when needed; he has been on the board for many years now

Operational Commentary:

 Current capacity utilization ~60% which can go to ~90%. Maximum revenue potential of Rs~1,700 crore with full utilisation

 LED lamps 2x of conventional lights in terms of realization

 Export will be good growth factor

 Already supplying to Harley in USA and Thailand

 Supplying to Suzuki and Yamaha in some export markets

 Wallet share with top clients:

 HMSI- head lamp 45% , tail lamp 75%, RVM 100%

 TVS – head lamp 65%, RVM 63%

 Yamaha- 100% head lamp, tail lamp 100%

 Suzuki- head lamp 80%, tail lamp 80%, rear view mirror 100%

 Expects bank angle sensors to touch a revenue of ~Rs35 crore

 Most of investments made in LED luminaries is moving towards auto segment

 No plans of taking additional debt now. Future expansion will be funded through internal accruals

Electric Vehicle:

 Huge potential in EV In India hence; Domestic EV penetration could reach ~10-15% in next couple of years

 Supplying to Ola and other EV players like Revolt, Ampere, Okinawa etc.

 Profitability in EV will be similar to existing portfolio
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Source: Company, MNCL Research

BBG code FIEM IN

Mcap (Rs mn) 14,890

CMP (INR) 1,142

52 W (H/L) INR 1,223 / 471

Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue 14,440        13,770           12,209    14,780    17,663   

EBITDA 1,553 1,567 1,338   1,675  2,046  

EBITDA Margin (%) 10.8 11.4 11.0 11.3 11.6

PAT 555 789 471 800 1,051

PAT Margin (%) 3.8 5.7             3.9 5.4 5.9

EPS 42.2 60.0 35.8 60.8 79.8

ROE (%) 12.0 15.7 8.5 13.3 15.6

PE (x) 16.0 7.1 20.8 18.7 14.3

EV/EBITDA 6.8 3.9 6.7 6.8 5.0



MAYUR UNIQUOTERS

We hosted Mr. Suresh Kumar Poddar (Chairman & MD).

Key MeetingTakeaways

General Commentary:

 Long term aim is to become 2nd or 3rd largest artificial leather player in the world

 Thinking of tapping the US market. While labour cost is much higher in US, trained labour available there is not

available elsewhere

PVC:

 Have taken price hikes to set off RM cost increase

 ~30K-40K metres/month are being supplied to Mercedes

 Mercedes has given 2 more RFQs which will be supplied from here

 Supplies to BMW should start from 3QFY22; Will be supplying to their Thailand unit

PU Leather:

 New plant in Gwalior can accommodate ~3-4 additional lines

 There are 2 types of PU - Wet PU and high solid PU (made from PVC making machines)

 Have started discussions with Tesla as they only use PU

 In talks with Indian Railways to put PU in some of the luxury trains. They were earlier importing from an Italian

company

 Many high-end cars using leather also planning to move to PU as the look and feel of PU is like natural leather

 Supplying PU to auto firms in North America and Europe will take ~2-4 years

Backward Integration:

 ~50% of PU resin is being imported.

 Intends to make PU resin in India and in talks with Chinese companies for the same. It would be high quality which is

used by American and European companies
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Source: Company, MNCL Research

BBG code MUNI IN

Mcap (Rs mn) 22,150

CMP (INR) 473

52 W (H/L) INR 546 / 228

Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue 5,913        5,280           5,127    6,154    7,429   

EBITDA 1,293 1,039 1,252   1,399  1,853  

EBITDA Margin (%) 21.9 19.7 24.4 22.7 24.9

PAT 896 798 897 1,034 1,405

PAT Margin (%) 15.2 15.1            17.5 16.8 18.9

EPS 19.8 17.6 20.1 23.2 31.5

ROE (%) 18.5 14.6 15.6 15.6 18.6

PE (x) 20.4 14.2 25.0 20.3 15.0

EV/EBITDA 12.7 9.1 17.2 14.8 10.9



HOME FIRST FINANCE

We hosted Mr. Manoj Vishwanathan (CEO), Ms. Nutan Gaba Patwari (CFO) and Mr. Manish Kayal (Head-

IR) at Home First to discuss credit underwriting, asset growth, borrowing, asset quality & provisioning and capital

position.

Key MeetingTakeaways

Underwriting and asset quality:

 HFF currently operates out of 72 branches spread across 12 states. Management reiterated their stance on greater focus

on the industry-heavy pockets from penetration and growth perspective. Various aggregates/lead indicators (food-outlets/

2W-Car sales/showrooms etc), in addition to credit bureau data are used to assess potential markets.

 CE have improved and HFF is well on track to achieve its GNPA guidance of 1% by FY22E. Q1FY22 saw 200 customers

resort to moratorium. 90% of these customers have started servicing dues, thus lowering NPA burden.

Loan book:

 Disbursements have been on a rise since July’21 (highest ever) with demand seen across all the pockets and segments.

Management reiterated their stance of 30% growth in AUM during FY22E. Balance transfer cases remain limited.

 Competition restricted to players in the affordable housing space / limited from SFBs and near zero from large players.

While enjoying a dominant market share in the state of Gujarat, HFF has also witnessed increased traction in southern

states of AP, TN, Karnataka, and Telangana. Management claimed satisfactory levels of risk-adjusted RoE.

Capital and liquidity:

 Capital position remains comfortable with CAR at 56%+. Management hinted at organic growth (over asset acquisition)

and while being cautious in the recent past (due to pandemic), they have hinted at steady growth in AUM now.

 Liquidity situation remains comfortable, rating profile intact. Drivers are in place for stable margins.

 Targeting to achieve 15-16% RoE in the next 2-3 years and 20% from a longer term perspective as benefits of scale kick in.
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Source: Company, MNCL Research
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Particulars (Rs mn) FY19 FY20 FY21

NII 1,054 1,610 2,035

PPOP 725 1,239 1,662

PAT 452 794 1,001

EPS (Rs) 7.1 10.1 11.5

Book value (Rs) 83 119 158

ROA (%) 2.4 2.7 2.5

ROE (%) 10.7 10.9 8.7

PE (x) - - 39.1

PB (x) - - 2.8

BBG code HOMEFIRS IN

Mcap (Rs mn) 52,420

CMP (INR) 598

52 W (H/L) INR 640 / 441

Source: ACE Equity, MNCL Research



KARNATAKA BANK

We hosted Mr. Mahabaleshwara MS (MD & CEO) at Karnataka Bank to discuss loan growth, liability franchise,

asset quality and provisioning, and capital position.

Key MeetingTakeaways

Balance sheet and capital:

 Green shoots visible with strong traction in retail/SME segment (85%+ of loan exposure). Corporate exposure is towards

high-rated entities; NBFC exposure trimmed to 8-9% of loans. Guided for 15%+ growth in loans for FY22E.

 SME exposure mainly bilateral and backed by strong collateral. On the retail side (loans<Rs50mn), focus is around home

loans, car loans, gold loans and other retail products.

 CASA growth has outpaced overall deposit growth; pushing CASA ratio at 30%+. Agency Bank opportunity to aid further

increase in CASA deposits.

 CAR position comfortable with CAR at 14.58%; looking to raise tier-I capital to take in longer-term investors. Enabling

resolution in place.

Asset quality:

 Restructuring portfolio at Rs26.6bn; provisioning therein at 16.1%. Traditionally 10% of restructured portfolio has slipped

into NPA. Slippages guided at 2% for FY22E (vs. 2.6% in FY21). SR portfolio at Rs3.9bn; coverage at ~43%

 PCR (incl. tech w/off) at 72.2%. Greater focus on accelerated provisioning (Rs5.05bn of additional provisioning over FY19-

FY21). Credit cost guidance 2% for FY22E / 1% in the medium term.

 Targeting Rs2bn of recovery from w/off accounts in FY22E (includes Rs250-300mn from one NBFC account).

Digitalisation and its outcome:

 Transformation journey (KBL Vikaas 2.0) with BCG’s help continues. 90%+ of transactions are through digital platform.

 Retail/SME loans sanctioned digitally. Delinquencies remain limited. NPA in home loan segment (disbursed through the

digital platform) at 0.5%; SMA-2 a mere 0.7%.

Medium-term targets:

 Drivers in place to push NIM to 3%+ and 15%+ growth in fee income. Improved credit underwriting and normalisation in

slippages to curtail credit cost to 1% levels. RoA/RoE guidance 1%/12-13% by end-FY23/FY24.
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(Rs mn) FY17 FY18 FY19 FY20 FY21

NII 14,906 18,577 19,051 20,304 21,832

PPOP 9,958 14,732 14,498 16,568 19,991

Provisions 5,279 11,630 8,420 11,348 13,872

PAT 4,523 3,256 4,772 4,318 4,826

EPS 16.0 11.5 16.9 13.9 15.5

ABV 132.5 127.1 132.9 120.5 146.0

ROA 0.75% 0.48% 0.64% 0.53% 0.57%

ROE 10.24% 6.17% 8.53% 7.35% 7.65%

PE (x) 4.37 6.08 4.15 5.04 4.51

PB (x) 0.53 0.55 0.53 0.58 0.48

Source: Company, MNCL Research

BBG code KBL IN

Mcap (Rs mn) 21,620

CMP (INR) 69.5

52 W (H/L) INR 75.65 /39.5
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Source: ACE Equity, MNCL Research



MANAPPURAM FINANCE

We hosted Ms. Bindu (CFO), Mr. Yogesh Udhoji (CFO, Asirvad Finance), and Mr. Sushil Mishra (Head-IR)

of Manappuram Finance to discuss AUM growth in the core gold loan/MFI portfolio, trends in CE, borrowings, asset

quality & provisioning and capital position.

Key MeetingTakeaways

Gold loan portfolio:

 Unlike Q1FY22 that saw portfolio run-down following auctions and COVID-2 impact, management hinted at pick-up in

disbursements in Q2. MGFL hinted at a combination of a) increase in ticket-size (by ~5-10%) b) longer-tenure product (6-

months/1-year) in certain cases, c) focus on higher ticket-sized loans as initiatives aimed at growth acceleration.

 Competition in gold-financing has intensified with fintechs getting aggressive. Management, however hinted at its

medium/longer gold AUM growth targets at 15%. After a dismal Q1, management is confident of growth acceleration and

hinted at 10% growth in AUM for FY22E (vs. earlier guidance of flat AUM growth).

 CE have been rising; auctioning likely to be under control from now. Indicated that historically 1/3rd of the customers

whose gold was auctioned have come back and availed of credit again.

MFI portfolio:

 Disbursements have been on rise. Clear greater focus on repeat customers (over adding new clients).

 CE remains strong (but yet to reach pre-COVID levels). Bihar, UP, Karnataka, Kerala have seen strong CE. Provisioning

remains healthy.

Other businesses:

 Vehicle finance - CV has seen strong pick-up while 2W segment has seen portfolio run-down. CE trends remain

encouraging. Management is confident of strong AUM growth / improved profitability.

 Housing finance business is also back on track and customers have started servicing EMIs well but with some delays. Focus

is more on collections than growth.

 Liquidity situation remains comfortable. FY22E AUM growth guidance 10% led by 10% growth in gold AUM and 12-15%

growth in overall AUM.
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Source: Company, MNCL Research

Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

NII
27,012 33,848 39,706 42,634 48,131

PPOP
15,113 22,449 27,561 28,370 32,265

PAT
9,486 14,803 17,250 18,301 21,044

EPS (Rs) 11.3 17.5 20.4 21.6 24.9

Book value (Rs) 53.7 68.0 86.3 103.7 124.4

ROA (%) 5.1 6.0 5.7 5.9 6.4

ROE (%) 22.8 28.8 26.4 22.8 21.8

PE (x) 15.4 9.9 8.5 8.1 7.0

PB (x) 3.2 2.6 2.0 1.7 1.4

Source: Company, MNCL Research Estimates

BBG code MGFL IN

Mcap (Rs mn) 147,230

CMP (INR) 174

52 W (H/L) 218 / 139

Target Price 240

Upside 37.9%

Pooja Ahuja
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Source: ACE Equity, MNCL Research



INDIA PESTICIDES

Company Participants: Mr. Dheeraj Kumar Jain (CEO) and Mr Satya Prakash Gupta (CFO)

Key MeetingTakeaways

 IPL is among the leading 5 domestic producers of fungicides, insecticides, herbicides, API and formulation sales. 80% of the

revenue contributed by technical and API related products (60% of which is exports) and the rest by branded formulations

manufactured at 2 plants in Lucknow and Sundila

Capex Plans:

 Capacity for technicals at Sandila facility at end-FY21 stood at 17,400 MTPA, which the company intends to expand to

23,400 MTPA by FY23E and 25,000 MTPA by FY24E

 At these new capacities, IPL will strive to reach 75% utilization levels in the first full year of operations. New capacity to

reduce dependence on few customers and expand offerings by 8 new products. Asset turnover usually 2-2.5x at these

new capacities

Margin Trajectory:

 IPL has 20 depots for distribution purposes, run by 4000 distributors across 15 states

 The jump in margin to 28% in Q1 from 22% was mainly due to improvement in yield and operational efficiencies due to

higher utilization. The long term target of margins is 27-32% as guided by the management

 Targets to maintain raw material cost at ~50% of sales

 Container costs have increased by 500% to 800% in the last 2-3months, but as company has contracts in FOB terms, the

customer takes care of booking containers

R&D Focus:

 R&D team consists of 13 scientists and constant product improvement based on regular feedback from its customers

 It is currently in the process of developing processes for 8-10 technicals, including 2 fungicides, 2 herbicides, 2 insecticides,

and 2 intermediates, which could serve as growth drivers for the next few years

 Takes 8 months between product development and launch for formulations and 1.5-2years for technical products
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 2230 2480 3410 4800 6490

EBITDA 600 550 650 940 1830

EBITDA Margin 

(%) 26.9 22.2 19.1 19.6 28.2 

PAT 350 330 440 710 1350

PAT Margin (%) 15.7 13.3 12.9 14.8 20.8 

EPS 1,113.4 1,030.7 1,379.9 2,224.3 12.0 

ROE (%) NA 22.8 26.5 31.9 34.5 

P/E NA NA NA NA 26.0 

EV/EBITDA NA NA NA NA NA

Source: Company, MNCL Research

BBG code IPL IN

Mcap (Rs mn) 35,989 

CMP (INR) 312.5 

52 W (H/L) 368/301

Source: ACE Equity, MNCL Research



ORIENTAL CARBON & CHEMICALS

We hosted Mr. Anurag Jain (CFO) and Mr Abhinaya Kumar (GM Finance).

Key MeetingTakeaways

General Commentary:

 Except for some SE Asian markets that are still affected by Covid, the environment for biz is stable

 Eastman selling the Insoluble Suplhur (IS) business has not resulted in any perceptible market change. OCCL’s

Export:/domestic revenue split is still 60/40

 There is a supply surplus situation in the global IS market right now with demand at 250ktpa and total capacity of 330ktpa

 Have not been able to zero in on any product beyond IS; currently concentrating on capacity expansions

 Entry barriers to IS business: Technology expertise, capital intensive, Long gestation period of 2 years to obtain all approvals

 Without cost of land, ~11k tonne of greenfield IS plant should cost ~Rs210cr with an asset turnover of ~0.8-0.9x

 Have raised payout to 50% by revising dividend policy. No change in policies on financial investments

Operational Commentary:

 Oil prices have normalized but Sulphur prices are rising

 Freight cost has increased from US$100 to US$6000-7000 for far distances and to US$600-700 for shorter distances which

will impact operating profits in 2HFY22

 Price pass throughs are happening, but the moment prices are increased, costs increase again

 Expectedly, this quarter is better than Q1FY22 which was affected by Covid, Return of profitability to pre-Covid levels will

depend on freight rates

 Upcoming expansion expected to be commissioned in October’21 and optimal utilization by end of FY23. Asset turnover for

the new expansion 0.9x. Subsequent capacity expansion will happen after 18 months post completion of current expansion

 On cost reduction, OCCL will shift to gas as an economical fuel at Mundra plant and increase solar power consumption by

installing solar panels on all rooftops

 There is no Anti-dumping Duty on IS
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Source: ACE Equity, MNCL Research

Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 3,315 3,688 4,320 3,868 3,739

EBITDA 876 1,014 1,249 1,048 1,164

EBITDA Margin (%) 26.4 27.5 28.9 27.1 31.1

PAT 535 568 751 731 790

PAT Margin (%) 16.1 15.4 17.4 18.9 21.1

EPS 51.9 55.1 75.1 73.1 79

ROE (%) 17.3 15.8 19.0 16.8 16.6

PE (x) 13.4 21.3 14.9 13.0 13.0

EV/EBITDA 8.9 12.5 9.4 10.1 10.0

Source: ACE Equity, MNCL Research

BBG code OTCC IN

Mcap (Rs mn) 11,090

CMP (INR) 1,105

52 W (H/L) 1,324 / 727



BOROSIL LTD

We hosted Mr. Shreevar Kheruka (MD & CEO) and Mr. Anand Sultania (CFO) at Borosil Ltd to discuss

growth prospects for both the Consumer and Scientific Division.

Key MeetingTakeaways

Consumer Division :

 Expect the consumer division to grow at CAGR of 15-20% over the short term

 Approved an expansion of capacity for Opalware in Jaipur from 42 tons per day to 84 tons per day. This would entail an

investment of about Rs.175 crs. We can expect output from expanded capacity in 3QFY23.

 Setting up Borosilicate glass capacity, first of its kind in India with a total investment of Rs.75crs, which is likely to come

up 1QFY24.

 The company entered the appliance space to be seen as an everyday-use kitchen player, along with increasing its

presence in Tier 2- 3 cities, where demand for glassware product relatively low.

 Opalware margins in the range of 25-30%, likely to be sustained going ahead; expect margins for glassware products to

start tending towards opalware margins once in-house production starts.

Scientific Division

 Laboratory business growing steadily at mid to high single-digit and generates good cash flow which helps to fund

other business.

 Expect this division to grow at 13-15% PA.

 Klasspack (pharma packaging ) has seen strong traction, also seeing good demand from COVID related products. Expect

growth to be strong in the next 1-2 years.

 Labquest instruments offer products which where earlier being imported.

 See export as good opportunity for Lab Glassware products, as products are highly competitive and of high quality.

 Expected capex of around Rs.100crs in the next couple of years.
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Source: Company, MNCL Research

Particulars (Rs mn) FY20 FY21 FY22E FY23E FY24E

Revenue
6,359 5,848 7,508 9,178 10,707 

EBITDA
778 823 1,169 1,544 2,206 

EBITDA Margin (%)
12.2% 14.1% 15.6% 16.8% 20.6%

PAT
353 424 551 932 1,405 

PAT Margin (%)
5.6% 7.2% 7.3% 10.2% 13.1%

EPS
3.1 3.7 4.8 8.2 12.3 

ROE
5.5% 6.1% 7.3% 11.1% 14.3%

PE
71.4 59.5 45.7 27.0 17.9 

EV/EBITDA
32.2 26.8 19.0 14.2 9.5 

Source: Company, MNCL Research

BBG code BOROLTD IN

Mcap (Rs mn) 25,000

CMP (INR) 221

52 W (H/L) 254 / 132

Target Price INR 300

Upside 36%



LA OPALA RG

We hosted Mr. Ajit Jhunjhunwala (MD) of LA Opala to discuss growth opportunities for Opalware in India and

how the new capacity is coming up.

Key MeetingTakeaways

 Sales recovery has been good from July – Expect Q2 to be healthy. The company highlighted that an absence of Wave III

disruption may lead to robust FY22.

 Gifting and catering, traditionally important revenue generators, were impacted by COVID. However, during COVID,

other segments, mainly retail, have significantly picked up pace.

 Opalware products have significantly grown in the past few years as they are available at reasonable and affordable prices.

 Targets to reach 650 towns having population more than 100,000. Ecommerce is a sunrise channel and is work in

progress. New talent acquired for aggressive marketing. All these initiatives expected to add 30-50% growth in e-

commerce revenues.

 Plans to increase overall visibility with increasing advertisement spends; however, company does not expect margins to

contract as a consequence.

 Company plans to launch two new brands under the premium categories; also, s looking to expand new categories in the

glassware segment.

 New plant almost ready and so is related infrastructure. By 4QFF22, commercial production should start. New plant will

increase capacity by 11,000tonnes.
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Source: Company, MNCL Research

Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue
2,700 2,113 3,070 3,990 4,549

EBITDA
1,045.0 683.9 1,118.5 1,621.3 1,865.1

EBITDA Margin (%)
39% 32% 36% 41% 41%

PAT
843 496 797 1,215 1,403

PAT Margin (%)
31% 23% 26% 30% 31%

EPS
7.6 4.5 7.2 10.9 12.6 

ROE
15.5% 7.4% 10.9% 14.5% 14.8%

PE
39.0 66.3 41.2 27.0 23.4 

EV/EBITDA
21.4 38.4 24.2 16.6 14.1 

Source: Company, MNCL Research

BBG code LOG IN

Mcap (Rs mn) 32,890

CMP (INR) 296 

52 W (H/L) 326/198

Target Price 400

Upside 35%



SYMPHONY LTD

We hosted Mr. Girish Thakker (CFO), Mr. Nrupesh Shah (ED), Mr. Meet Chande (Investor Relations) to

understand how demand was shaping up in India and export markets.

Key MeetingTakeaways

 6mn units market size in India, 2mn catered to by organised sector and Symphony has ~50% market share in organised air

cooler segment.

 89% households in India have fans, air cooler penetration is just 14%, expect air cooler penetration to double by 2025.

 The Company’s performance over the last two years have been hampered by COVID as both the waves came during the

summer season.

 Distribution channel mix – traditional stores 900 exclusive distributors, presence in 7000 towns. Retail outlets are 30,000.

Foresee increase.

 Freight costs have seen an increase by 2-5x in last six months.

 Company expects gross margin to return to the levels of 50% in FY22 as new innovative models launched in past 18

months command premium and fetch higher gross margins.

 The company launched Duet 3D, Sumo, Hi-Flo and Duet I-s in their commercial air cooler and cooling fan segment for the

Indian market.

 The management expects its Australian subsidiary Climate Technologies to witness a big turnaround in FY22 and increase

its contribution to the topline.

 Launched a wide variety of products for subsidiaries in Australia, the US, China and Mexico.
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 7,648 7,983 8,436 11,026 8,998 

EBITDA 1,993 2,183 1,330 2,135 1,407 

EBITDA Margin (%) 26% 27% 16% 19% 16%

PAT 1,663 1,926 916 1,818 1,074 

PAT Margin (%) 22% 24% 11% 16.5% 12%

EPS 23.8 27.5 13.2 25.9 15.3 

ROE 42.4 35.8 14.3 27.9 15.4 

PE 64.1 65.0 104.9 30.5 82.4 

EV/EBITDA 43.9 45.7 57.1 21.2 52.2 
Source: Company, MNCL Research

BBG code SYML IN

Mcap (Rs mn) 72,730

CMP (INR) 1,039.7 

52 W (H/L) 1530/811

Source: ACE Equity, MNCL Research



KEI INDUSTRIES

We hosted Mr. Rajeev Gupta (ED & CFO).

General Commentary:

 Future growth drivers would be institutional and retail/distributor divisions

 Cable requirement ~3.5% for any project. In a transmission project the cable cost is around ~15-25%

 Growing faster than industry due to exports and high voltage cables segment. Expected to grow at CAGR of ~20-25%

Overall Operational Outlook:

 Total order book at Rs3,100 crore: Rs1,100 crore from EPC, Rs500 crore from Extra HV Power cables, Rs150 crore from

exports, ~Rs1,100 crore from domestic institutional clients.

 Current Capacity Utilisation at ~75-80%

 Expect ~Rs5,000 crore topline in FY22 and Rs~6,000 crore next year. Should reach ~Rs10,000 crore by FY26-27

 EBITDA margin at 11.5 % to further improve

 Freight costs have gone up, but all RM costs are passed on. For retail sales, the list price is revised every 15 days

 Rs~150 crore debt on books to be paid off by next year. Interest cost has gone down and should go down further

 WC cycle could reduce due to reduction in EPC business and increase in consumer business

 Greenfield plant to be set up over 4 years with a CAPEX of ~Rs700-800 crore. This should add ~Rs4,000 crore to topline

Extra high voltage power cables:

 ~Rs2,000 crore market size- KEI and Universal Cable have ~50% share and rest imported from Mexico, Korea, Thailand.

 Expect sales of ~Rs450 crore this year. The EPC portion in this is ~Rs100 crore; Demand to be strong for ~10-12 years

Cable & Wires - Retail Dealer Distribution Channel (1,600 dealer distributors across India)

 Pricing is lower by ~3-5% compared to peers; EBITDA margin in this segment ~11.5%

 Contributed ~34% of revenues in FY21. This year so far it is ~37% and by end of year it will go to ~40% (~Rs1,900crore).

Cable & Wires - Institutional Domestic Clients

 ~34-35% of revenue coming from Institutional clients in low tension and high-tension power cables; EBITDA Margin ~10-10.5%

 KEI has ~12% market share in this; High entry barriers to get into this business; Competing with Universal Cable and Polycab 15
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Source: ACE Equity, MNCL Research

Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 26,285 34,655 42,310 48,878 41,815

EBITDA 2,690 3,393 4,405 4,971 4,605

EBITDA Margin (%) 10.2 9.8 10.4 10.2 11.0

PAT 937 1,448 1,809 2,563 2,733

PAT Margin (%) 3.60 4.2 4.3 5.2 6.5

EPS 12.0 18.5 22.9 28.6 30.4

ROE (%) 22.9 27.5 26.3 22.6 16.8

PE (x) 15.1 20.8 18.6 9.4 17.2

EV/EBITDA 7.9 10.8 8.4 4.9 9.9

Source: ACE Equity, MNCL Research

BBG code KEII IN

Mcap (Rs mn) 81,010

CMP (INR) INR 850

52 W (H/L) INR 912 / 320



ADF FOODS

We hosted Mr. Shardul Doshi (CFO) at ADF Foods Ltd to discuss growth opportunities for Indian ethnic products

- ready-to-cook, ready-to-eat products in key markets - US, UK and GCC.

Key MeetingTakeaways

 In 2018 there was a management change and business was completely taken over of Bimal Thakkar. A much clearer

direction and focus on growth in evident for the last 3 years, ending many years of stagnation.

 US business was in loss till FY15, broke even in FY16 and is now delivering 16-17% margins which has led to overall

improvement in margins.

 Freight costs have significantly gone up, major part of it have been able to pass on to customers. 1% impact on margins

due to higher freight costs.

 Company expects good growth to come from North America and GCC regions.

 Will be launching pickles in Indian markets but more launches will be for exports.

 Distribution with HUL was impacted in Q1, the company has seen good pick up during mid August.

 Foods business a smaller segment for Uniliver, they have leveraged ADF Food’s distribution system for their products. Has

a 5-year contract with them. ROCE in line with core business but margins are lower.

 India business sales is just Rs.50lakhs out of total Rs.235crs revenue.

 Would be targeting 10% revenue from ready to eat segment in India.

 Tasty Bites is a strong competitor in US, Haldirams in US and Pathak’s in UK are also competitors.
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 2,008 2,009 2,314 2,852 3,693 

EBITDA 214 190 289 528 678 

EBITDA Margin (%) 11% 9% 12% 18% 18%

PAT 146 181 253 428 501 

PAT Margin (%) 7% 9% 11% 15.0% 14%

EPS 6.9 8.5 12.7 21.4 25.0 

ROE 9.0 10.6 14.7 22.8 21.8 

PE 25.2 23.6 19.0 8.0 35.7 

EV/EBITDA 12.7 10.5 10.8 5.3 23.3 
Source: Company, MNCL Research

BBG code ADFL IN

Mcap (Rs mn) 18,530

CMP (INR) 926 

52 W (H/L) 1049/393
Source: ACE Equity, MNCL Research



MRS. BECTORS FOOD SPECIALITIES LTD

We hosted Mr. Anoop Bector(MD), Mr.Ishaan Bector (WTD), Mr. Gurpreet Singh (CMO) and Mr. Deepak

Jain (Head Finance and Corporate Strategy) to understand the growth drivers for Biscuit and Bread Division.

Key MeetingTakeaways

Biscuit Division

 Company mainly caters to the premium category of Biscuits, where it has a market share of close to 4.5% in North India.

 Company increasing its presence in markets like Rajasthan, Uttar Pradesh, West Bengal, Delhi and eventually Madhya

Pradesh.

 Raw material cost has increased, the company has passed on close to 60-70% of the cost and have started taking strong

cost cutting measures.

 The company is the market leader in Exports (12% market share) with presence in key markets of MENA Region, US,

Canada (25% market share) and South Africa.

 Expect mid-single digit growth of this division.

Bread Division

 The bulk of the company’s sales are from the Delhi NCR region which constitute ~75% of sales with the balance being

from Mumbai and Bangalore.

 Expect high double digit revenue growth for the bread division.

 A premium product, in-house manufacturing, focus on quality and innovations have been key drivers of segment growth.

 Long standing relation with a large QSR in India.

Guidance

 The company is targeting a 14% revenue growth in FY22, with mid single digit growth going forward. EBITDA margins of

close to 15% in the near term.
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 6,247 6,906 7,837 7,621 8,807 

EBITDA 698 849 966 934 1,414 

EBITDA Margin (%) 11.2% 12.3% 12.3% 12.3% 16.1%

PAT 288 360 331 303 722

PAT Margin (%) 4.6% 5.2% 4.2% 4.0% 8.2%

EPS 10.06 6.29 5.79 5.29 12.30

ROE 13.0 14.3 11.8 9.9 19.3

PE 40.8 65.3 70.9 77.6 33.4 

EV/EBITDA 1.0 2.1 2.1 1.6 13.3

Source: Company, MNCL Research

BBG code BECTOR IN

Mcap (Rs mn) 24,150

CMP (INR) 410

52 W (H/L) 630/328

Source: ACE Equity, MNCL Research



NITIN SPINNERS

Management: Mr. Dinesh Nolkha, MD and Mr. P . Maheshwari, CFO.

Key MeetingTakeaways

Current demand, utilisation rates:

 Witnessed higher productivity in spinning and knitting. Although productivity for woven fabric was lower, same was offset 

by higher sale of yarn and organic cotton. Overall demand is gradually increasing.

 Woven fabric utilization: Weaving 95%+, processing division at 85% levels

Margins:

 EBITDA at 23% levels in Q1FY22  and highest ever revenue due to surge in demand and optimum contribution from new 

capacity started in end of 2019

 Demand for cotton yarn very good and China cotton textile partial ban has shifted demand towards Indian. Profitability 

run rate of Rs20-25/kg sustainable for yarn.

PLI Scheme 

 PLI allocation: Rs4000cr- technical textiles, Rs7000cr in man made fibres/fabrics to reduce imports and promote make in 

India. PLI will definitely benefit the company in their expansion but will need more clarity on the same.

Balance sheet

 Debt Rs960cr-FY21; Prepaying more than Rs300cr, to reduce to Rs660-670cr by FY22. Interest rate @ 3.5%. LT debt to 

equity will come down below 1x (including working capital); comfortable debt level - 1.3x

Price hikes

 High cotton price passed on to customers. Fabric players have not been able to pass on impact. Time lag to pass price 

hikes in raw cotton is 1.5-2 months, however same for fabric is  4-6 months. More price hikes are expected during festive 

season.
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 9,334 11,452 12,425 14,381 16,244

EBITDA 1,335 1,549 1,781 1,698 2,573

EBITDA Margin (%) 14.3% 13.5% 14.3% 11.8% 15.8%

PAT 573 524 641 238 689

PAT Margin (%) 6.1% 4.6% 5.2% 1.7% 4.2%

EPS 13 9 11 4 12

ROE 24 15 14 5 13

PE 10 10 8 7 8

EV/EBITDA 8 6 8 7 9

Source: Company, Bloomberg

BBG code NSPL IN

Mcap (Rs mn) 11,210

CMP (INR) 199

52 W (H/L) 295/34.95

Sahil Sanghvi

sahil.sanghvi@mnclgroup.com

Source: ACE Equity, MNCL Research



WELSPUN INDIA
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 66,379 60,500 65,266 67,411 73,402

EBITDA 15,834 11,234 10,649 12,147 13,520

EBITDA Margin (%) 238.5 18.6 16.3 18.0 18.4 

PAT 3,624 3,982 2,262 5,244 5,507

PAT Margin (%) 5.5 6.6 3.5 7.8 7.5 

EPS 3.6 3.8 2.1 5.0 5.4 

ROE 16.6 15.9 8.4 18.2 16.6 

PE 24.6 15.1 28.6 4.3 15.1 

EV/EBITDA 7.2 7.4 8.0 4.1 7.5 

Source: Company, MNCL Research

BBG code WLSI IN

Mcap (Rs mn) 137,740

CMP (INR) 140

52 W (H/L) 146 / 56

We hosted Mr. Sanjay Gupta (CFO), Ms Ruchika Arora (VP) to discuss multiple capacity expansion plans,

opportunities in its emerging businesses and its strategy to build on anchor geographies and products.

Key MeetingTakeaways

Flooring Business:

 Expects revenue contribution of Rs20-22bn at peak capacity, growing at ~50% CAGR with a decent margin profile

 Rs13bn is expected to be incurred as capex for a 27 mn sq ft capacity. The company expects to break even by end of

financial year

 Current capacity utilisation >30% and company expects same to reach 50% by Q4FY22

Advanced Textile Business:

 The company expects advanced textile to grow at 25% CAGR to ~Rs8bn by 2025 driven by higher exports, healthy order

book, new spunlace capacities coming up and increased CRAMS orders for wet wipes

Home Textile Business:

 Witnessed high demand driven by homebound economy, opening up of hospitality sectors and change with consumer

behaviour with focus on health and hygiene and China +1 strategy adopted by suppliers

 It is expanding capacity of towel manufacturing by 16,600MTPA and expects the same to commercialise by Q4FY22

 The enhanced capacities for bed linen (20% expansion) and rugs (80% expansion) should commercialise latest Q3-Q4FY22

Others:

 Received USFDA approval for 3 ply surgical masks and is in advanced discussion with retailers

 Post ROSCTL clarification company expects EBIDTA margin to be in the 20-21% range

Vision:

 The management has an ambitious plan to reach a topline of Rs125bn by FY25, growing at a CAGR of ~14%, driven by

10% growth in home textile, 50% growth in flooring business and 25% growth in advanced textiles

Source: ACE Equity, MNCL Research



IFGL REFRACTORIES

Management: Mr. Kamal Sarda, CFO

Key MeetingTakeaways

Demand and Pricing:

 Demand for the product across the world very good. All customers running at full capacity. Pricing is improving and nearly 

all customers accepting price increases. All overseas subsidiaries are running at 80% utilisation.

Expansion: 

 Vizag plant started operations from 1st September and has started dispatching trial quantity. It will take up to 3-6months 

to ramp up capacity over there. Spending of Rs10cr at Kandla is just debottlenecking of capacity

 Vizag plant at full utilisation can result in Rs170- 180crs of revenue.

RM cost inflation:

 Input cost rising due to exponential surge in ocean freight, will impact profitability. Unavailability of containers further 

leading to surge in freight costs. Cost increase in applicable to everyone and so price hike will happen for everyone.

 Raw material recycling is about 8-10% in the total RM mix 

Market:

 Refractories is a competitive market, supply is more than demand and hence price normalization will take 2-3quarters. 
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Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue 9,504 9,173 10,219 11,612 12,716 

EBITDA 1,087 916 1,554 1,467 1,811 

EBITDA Margin (%) 11.4% 10.0% 15.2% 12.6% 14.2%

PAT 505 401 656 916 1169

PAT Margin (%) 5.3% 4.4% 6.4% 7.9% 9.2%

EPS 14.0 11.1 18.2 25.4 32.4

ROE 6.5% 5.0% 7.7% 10.8% 13.9%

PE 16.8 14.8 9.5 13.1 10.2

EV/EBITDA 7.4 4.8 2.3 6.6 5.1

Source: Company, MNCL Research estimates

BBG code IFGLRF IN

Mcap (Rs mn) 11,548

CMP (INR) 318

52 W (H/L) 434 / 138

Sahil Sanghvi

sahil.sanghvi@mnclgroup.com

Source: ACE Equity, MNCL Research



KIRLOSKAR FERROUS INDUSTRIES

Management: Mr. RV Gumaste, MD and Mr. RS Srivatsan, CFO

Key MeetingTakeaways

Demand Scenario:

 Demand for casting has been strong from tractors. Monsoon seems alright till now and they expect casting demand to 

remain robust. ~15% YoY growth expected in casting business.

Raw Material pricing:

 Iron ore prices corrected considerably globally. Some stability being seen now. Coking coal is a challenge as prices have 

been going up for 5-6 months. Reached historical highs and is a matter of concern. Few months’ worth of coking coal is 

with company but post that they’ll have to buy coal.

 Captive iron ore - 2 mines of company not yet operational; forest clearances pending for both and after that captive will 

begin. Post clearance, operations will start in couple of months as they are open-cast and already operated mines with 

approach roads in place.

Cost savings initiatives:

 Company has some comfort in terms of EBITDA/Tonne. Steps are being taken like captive mines to control costs.

 Coke oven and sinter plant offer advantage. Sinter plant will consume coke ~70-80Kg. 70-75% iron ore fines (vs. costlier 

lumps) used in sinter plant. Company in a hurry to commission this plant

Expansion and Customer acquisition

 Koppal foundries have progressed well. Debottlenecking are almost done. Machine castings interest is good and KFIL is 

adding machine shops in Solapur and Koppal. Ford engine manufacturing will continue, and sourcing of castings will 

continue even though they won’t make cars any longer.
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Source: Company, MNCL Research

Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue 21,592 18,497 20,381 31,558 32,000

EBITDA 2,119 2,153 4,615 7,205 6,536

EBITDA Margin (%) 9.8% 11.6% 22.6% 22.8% 20.4%

PAT 982 1,124 3,021 4,387 3,780

PAT Margin (%) 4.5% 6.1% 14.8% 13.9% 11.8%

EPS 7.1 8.2 21.8 31.7 27.3

ROE 15.7% 16.3% 35.1% 38.0% 26.2%

PE 12.6 8.7 5.0 7.4 8.6

EV/EBITDA 6.4 6.0 3.9 5.0 5.4

Source: Company, MNCL Research estimates

BBG code KKF IN

Mcap (Rs mn) 33,575

CMP (INR) 243

52 W (H/L) 314 / 81

Target Price 305

Upside 26%

Sahil Sanghvi

sahil.sanghvi@mnclgroup.com



RATNAMANI METALS & TUBES

Management: Mr. Vimal Katta, CFO; Mr. Manoj Sanghavi, Business Head – CS Line Pipe Division & Mr.

Prashant Sanghavi – Business Head, LSAW Division

Key MeetingTakeaways

Demand Scenario:

 Demand for both SS pipe and CS pipe has improved with recovery in spending from refineries. 2QFY22 results should be 

definitely better than 1QFY22. 

 Major demand avenues: HRRL, IGGL north east, Gas Authority of India, Mumbai and Nagpur – trunk line. Demand for 

ERW from CGD applications will remain strong for next 3-4 years. HPCL – Rajasthan Refinery (HRRL) is expected issue 

several orders for process piping.

 Process piping orders are going good. Rs100-200crs booking expected next month. Also expecting export job order from 

Linde and Russia. The following 6 months s expected to be good for process piping business. 

Capital Expenditure:

 Two major capital expansions have been completed. Both front stainless steel and carbon steel  are expected to reach 

utilization close to 15-20% in first year of operations. Stainless steel pipe business difficult for any new manufacturer to 

penetrate across the whole value chain.

Raw Material price inflation:

 Increase in raw material prices has not been impacting profits. New orders will take into consideration f increase in raw 

material prices.

 Sourcing for raw material for SS pipes – Flat roll and long rolled - 60-70% Flat rolled is sourced domestically from Jindal 

Stainless. Long products largely sourced domestically from players like Viraj and Mukand Steel.
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Source: Company, MNCL Research

Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue 27,549 25,831 22,981 29,564 35,224 

EBITDA 4,065 4,240 3,998 5,163 6,083 

EBITDA Margin (%) 14.8% 16.4% 17.4% 17.5% 17.3%

PAT 2,529 3,075 2,760 3,617 4,423 

PAT Margin (%) 9.2% 11.9% 12.0% 12.2% 12.6%

EPS 54.1 65.8 59.1 77.4 94.7

ROE 17.9% 19.0% 14.9% 17.0% 18.1%

PE 16.7 15.3 25.4 26.9 22.0

EV/EBITDA 9.7 10.9 16.2 17.8 14.6
Source: Company, MNCL Research estimates

BBG code RMT IN

Mcap (Rs mn) 101,740

CMP (INR) 2,174

52 W (H/L) 2,249 / 1161

Target Price 2550

Upside 17%

Sahil Sanghvi
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RHI MAGNESITA INDIA

Management: Mr. Sanjeev Bharadwaj, CFO

Key MeetingTakeaways

Margins: 

 Margins took a dip in Q1FY22 due to high freight cost. Levers for margin expansion: Integration of 3 legal entities, 

providing refractory solutions to all steel manufacturing under one umbrella.

 Expect margins to fall by 2-3% (EBIT) to 12-13% levels which should be sustainable.

 RM sourcing: China:20-25% local:35%  parent : 40%. Cash on balance sheet depleted very fast in last 3-4 months due to 

accumulation of inventory for next 6 months to prepare for supply constraints during winter Olympics in China

Demand and utilisation: 

 Demand is very high but company not able to supply enough due to logistics issues (supply time increased to 60-90 days 

from earlier 30-45 days). Utilization rate for manufacturing – more than 90%

Benefits of merger: 

 Prior to merger: Individual companies where approaching for different products. But now merged entity is getting turnkey 

(big) contracts under one umbrella. Main aim of the merger was to reduce the number of related entities, and of course 

provide services to customers only under one entity.

Expansion:

 Setting up R&D centre in Bhiwadi for new product development. Expansion at Cuttack (2mn euro) to reach capacity of 

35kt by 2023.

 Vigaz: Expanding capacity by 25kt spending 5.5mn euro which will be completed by 2022. Aim to expand biz by developing 

more full length contracts – full supply of products
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Particulars (Rs mn) FY19 FY20 FY21 FY22E FY23E

Revenue 5,194 6,284 7,479 13,876 13,704

EBITDA 1,039 1,281 1,291 2,152 2,091

EBITDA Margin (%) 20.0% 20.4% 17.3% 15.5% 15.3%

PAT 689 858 898 1,359 1,366

PAT Margin (%) 13.3% 13.7% 12.0% 9.8% 10.0%

EPS 6 7 7 11 11

ROE 29 29 24 25 18

PE 23 22 32 10 20

EV/EBITDA 13 14 19 6 12

Source: Company, Bloomberg

BBG code RHIM IN

Mcap (Rs mn) 58,290

CMP (INR) 362

52 W (H/L) 410/180

Sahil Sanghvi

sahil.sanghvi@mnclgroup.com

Source: ACE Equity, MNCL Research



GHCL LTD

Company Participants: Mr. R.S JALAN (CEO)

Key MeetingTakeaways

Chemicals Business:

 Soda ash demand has increased, prices surged by 40%; Plant shut downs and limited capacity leading to supply side 

disruptions, globally demand up significantly which had led to surge in prices. 

 Company took a 17%. Price hike in 6m. All price hikes being absorbed by clients.

 Solar demand on the rise both in India and globally, this will lead to growth in soda ash biz

 China used to export 1.5mnta of soda ash which has come down significantly. Industry estimates China to become net 

importer in the coming years. 

 Antidumping duty – application pending with the government, applied for Iran and Russia, imports gone down significantly

Expansion:

 Sodium bi-carbonate capacity to double to 120,000MT; expanded capacities to be commissioned by Q3FY23. 

 50,000MT soda ash de-bottlenecking should be operational by Q4FY22E. 

 Greenfield soda ash expansion (500,000MT)  - have acquired land, will take ~3 years for project to get completed, 

financing: 1:1 debt-equity. 

Textiles Business:

 China +1 story leading to excess demand, Pakistan trade becoming unfavorable

 Margins will come under pressure post Q2FY22, cotton prices are up, 11% duty, passing on to customer challenging.

Demerger:

 Expected to conclude demerger by end of this calendar year
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 27,838 29,192 33,413 33,051 29,000 

EBITDA 6,808 6,061 7,594 7,280 6,361 

EBITDA Margin (%) 24.5 20.8 22.7 22.0 21.9 

PAT 3,800 3,563 3,505 3,966 3,261 

PAT Margin (%) 13.7 12.2 10.5 12.0 11.2 

EPS 38.2 36.6 35.8 41.7 34.3 

ROE (%) 31.9 24.1 19.9 19.6 14.1 

P/E 7.0 7.1 6.9 2.1 6.7 

EV/EBITDA 5.7 5.9 4.8 2.6 4.4 

Source: Company, MNCL Research

BBG code GHCL IN

Mcap (Rs mn) 37,844 

CMP (INR) 396.8 

52 W (H/L) 416/141.15
Source: ACE Equity, MNCL Research



BOROSIL RENEWABLES

We hosted Mr. Shreevar Kheruka (Vice Chairman) and Mr. Ashok Jain (WTD) at Borosil Renewables to

discuss opportunities for Solar Glass players In India.

Key MeetingTakeaways

 Borosil RE is the only domestic manufacturer of solar glass.

 Competitive intensity likely to increase as few players (Asahi in collaboration with Adani Group; Gold Plus Glass, backed

by Premji Invest; Reliance Industries) have announced manufacturing plants for solar glass in India.

 Only company in the world to offer a fully tempered 2mm glass. This can be used in glass-glass modules (both sides glass

instead of polymer on one side) which are lighter, more durable and more efficient in terms of power production.

 Borosil’s present capacity of ~450 tpd caters to 2.5 GW per annum (India installed ~5.5 GW solar capacity in FY21); a

third furnace of 550 tpd is under construction (~Rs 6 bn capex) and scheduled for commissioning by July-22, which would

take annual manufacturing capacity to 5GW.

 10% CVD from Malaysia applied since March 2021. Freight rates are at an all-time high, so landed costs are very high,

giving significant pricing flexibility to the likes of Borosil.

 Borosil RE’s revenue mix includes ~20% share of exports with a target to increase it to 25%.

 India’s requirement is likely to be 15GW in the medium term and Borosil could address up to 7.5GW.

 There are module manufacturers abroad who source glass (Borosil domestically manufacture only 35% and import 65% of

modules).
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Particulars (Rs mn) FY17 FY18 FY19 FY20 FY21

Revenue 5,570 6,327 7,617 2,712 5,023 

EBITDA 603 895 1,021 364 1,974 

EBITDA Margin (%) 11% 14% 13% 13% 39%

PAT 1,345 477 580 5 896 

PAT Margin (%) 24% 8% 8% 0.2% 18%

EPS 13.9 4.9 5.9 0.0 6.9 

ROE 19.4 6.0 7.0 0.1 19.2 

PE 11.2 42.3 35.9 937.1 35.7 

EV/EBITDA 14.5 16.2 14.6 12.8 16.1 

Source: Company, MNCL Research

BBG code BORORENE IN

Mcap( (Rs mn) 39,770

CMP (INR) 305.5 

52 W (H/L) 349/66
Source: ACE Equity, MNCL Research



ANALYSTS
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Name Sector covered Email ID

Dipankar Choudhury HOR dipankar.choudhury@mnclgroup.com

Aalok Shah BFSI aalok.shah@mnclgroup.com

Anubhav Rawat Auto/Auto Ancillaries anubhav.rawat@mnclgroup.com

Vinit Gala Pharma vinit.gala@mnclgroup.com

Sahil Sanghvi Metals sahil.sanghvi@mnclgroup.com

Rahul Dani Consumers / Retail rahul.dani@mnclgroup.com

Srishti Jain Mid-cap srishti.jain@mnclgroup.com

Pooja Ahuja BFSI pooja.ahuja@mnclgroup.com



COVERAGE UNIVERSE
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Auto/Auto Ancilliary

Mayur Uniquoters

Fiem Industries

Oriental Carbon & 

Chemicals

Swaraj Engines

Lumax Industries

Lumax Auto Technologies

Minda Industries

GNA Axles

Greaves Cotton

BFSI

CDSL

CRISIL

Manappuram Finance

Sundaram Finance

Consumer / Retail

La Opala

Borosil

Mrs Bector Food

VIP Industries

Chemicals

Fine Organics

Galaxy Surfacants

Valiant Organics

Jubilant Ingrevia

Transpek

Pharma

JB Chemicals & Pharma

Alembic Pharmaceuticals

Suven Pharmaceuticals

Alkem Laboratories

Syngene

Others

RITES Ltd

Shalby Ltd

Metals

Tata Metaliks Ltd.

Ratnamani Metals & tubes Ltd.

Kirloskar Ferrous Industries Ltd.

Tata steel Long Products Ltd.

IFGL Refractories Ltd.

Sandur Manganese and Iron Ore 

Includes Stock Idea
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Disclaimer: Monarch Networth Capital Limited (hereinafter MNCL), a publically listed company, is engaged in services of retail broking, credits, portfolio management and marketing investment products including mutual funds, life & general insurance and as such prepares and shares research data and reports periodically with clients, investors, stake holders and

general public in compliance with Securities and Exchange Board of India Act, 1992, Securities And Exchange Board Of India (Research Analysts) Regulations, 2014 and/or any other applicable directives, instructions or guidelines issued by the Regulators from time to time.

Research report is a written or electronic communication that includes research analysis, research recommendation or an opinion concerning securities or public offer, providing a basis for investment decisions. The views expressed therein are based solely on information available publicly/internal data/other reliable sources believed to be true. The information is

provided merely as a complementary service and do not constitute an offer, solicitation for the purchase or sale of any financial instruments, inducement, promise, guarantee, warranty, or as an official confirmation of any transactions or contract of any kind.

Research data and reports published/ emailed/ text messaged via Short Messaging Services, Online Messengers, WhatsApp etc/transmitted through mobile application/s, including but not limited to FLIP™, Video Widget, telephony networks, print or electronic media and or those made available/uploaded on social networking sites (e.g. Facebook, Twitter, LinkedIn etc)

by MNCL or those recommendation or offers or opinions concerning securities or public offer which are expressed as and during the course of “Public Appearance” are for informational purposes only. The reports are provided for assistance and are not intended to be and must not alone be taken as the basis for an investment decision. The user assumes the entire

risk of any use made of this information. Though disseminated to clients simultaneously, not all clients may receive the reports at the same time. MNCL will not treat recipients as clients by virtue of their receiving this report.

The reports include projections, forecasts and other predictive statements which represent MNCL’s assumptions and expectations in the light of currently available information. These projections and forecasts are based on industry trends, circumstances and factors which involve risks, variables and uncertainties. The actual performance of the companies represented

in the report may vary from those projected. The projections and forecasts described in this reports should be evaluated keeping in mind the fact that these-

• are based on estimates and assumptions

• are subject to significant uncertainties and contingencies

• will vary from actual results and such variations may increase over a period of time

• are not scientifically proven to guarantee certain intended results

• are not published as a warranty and do not carry any evidentiary value.

• are not based on certain generally accepted accounting principles

• are not to be relied on in contractual, legal or tax advice.

Prospective investors and others are cautioned that any forward-looking statements are not predictions and may be subject to change without notice. Reports based on technical analysis is focused on studying charts of a stock's price movement 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 fundamentals.

Though we review the research reports for any untrue statements of material facts or any false or misleading information, , we do not represent that it is accurate or complete and it should not be relied on in connection with a commitment or contract whatsoever. Because of the possibility of human, technical or mechanical error by our sources of transmission of

Reports/Data, we do not guarantee the accuracy, adequacy, completeness or availability of any information and are not to be held responsible for any errors or omissions or for the results obtained from the use of such information. MNCL and/or its Affiliates and its officers, directors and employees including the analysts/authors shall not be in any way responsible for

any indirect, special or consequential damages that may arise to any person from any inadvertent error in the information contained in the reports nor do they take guarantee or assume liability for any omissions of the information contained therein. Information contained therein cannot be the basis for any claim, demand or cause of action. These data, reports and

information do not constitute scientific publication and do not carry any evidentiary value whatsoever.

The reports are not for public distribution. Reproduction or dissemination, directly or indirectly, of research data and reports of MNCL in any form is prohibited except with the written permission of MNCL. Persons into whose possession the reports may come are required to observe these restrictions. Opinions expressed therein are our current opinion as of the

date appearing on the report only. Data may be subject to update and correction without notice. While we endeavour to update on a reasonable basis the information discussed in the reports, there may be regulatory, compliance, or other reasons that prevent us from doing so.

The reports do not take into account the particular investment objectives, financial situations, risk profile or needs of individual clients. The user assumes the entire risk of any use made of this information. Each recipient of the reports should make such investigation as deemed necessary to arrive at an independent evaluation of an investment in the securities of

companies referred to in such reports (including the merits and risks involved).

Certain transactions - futures, options and other derivatives as well as non-investment grade securities - involve substantial risks and are not suitable for all investors. Investors may lose his/her entire investment under certain market conditions. Before acting on any advice or recommendation in this material, investors should consider whether it is suitable for their

particular circumstances and, if necessary, seek professional advice. The price and value of investments referred to in research reports and the income from them may fluctuate. Transaction costs may be significant in option strategies calling for multiple purchase and sales of options. Foreign currencies denominated securities are subject to fluctuations in exchange

rates that could have an adverse effect on the value or price of or income derived from the investment. Investors in securities such as ADRs, the value of which are influenced by foreign currencies effectively assume currency risk.

The recommendations in the reports are based on 12 month horizon, unless otherwise specified. The investment ratings are on absolute positive/negative return basis. It is possible that due to volatile price fluctuation in the near to medium term, there could be a temporary mismatch to rating. For reasons of valuations/return/lack of clarity/event we may revisit rating

at appropriate time. The stocks always carry the risk of being upgraded to buy or downgraded to a hold, reduce or sell. The opinions expressed in the reports are subject to change but we have no obligation to tell our clients when our opinions or recommendations change. The reports are non-inclusive and do not consider all the information that the recipients may

consider material to investments. The reports are issued by MNCL without any liability/undertaking/commitment on the part of itself or any of its entities.

Recipients of the research reports should assume that entities of MNCL may receive commission, brokerage, fees or other compensation from the company or companies that are the subject of the reports. We and our affiliates, officers, directors, and employees, including persons involved in the preparation or issuance of reports/data/material, may, from time to

time have 'long' or 'short' positions in, act as principal in, and buy or sell the securities thereof of companies mentioned therein or be engaged in any other transaction involving such securities and earn brokerage or other compensation or act as market maker in the financial instruments of the company/ies discussed therein or act as advisor or lender/borrower to

such company/ies or have other potential conflicts of interests with respect to any recommendation and related information and opinions.

We further undertake that-

• No disciplinary action has been taken against the research analyst or MNCL by any authority in connection with their respective business activity.

• MNCL, Research analysts, persons reporting to research analysts and their relatives may have financial interests and material conflict of interest in the subject company.

• MNCL, Research analysts, persons reporting to research analysts and their relatives may have actual/beneficial ownership of 1% or more in the subject company’s securities, at the month immediately preceding the date of publication of this research report.

Past performance is not a guide for future performance, future returns are not guaranteed and investors may suffer losses which may exceed their original capital.

The securities described herein may not be eligible for sale in all jurisdictions or to all categories of investors. The countries in which the companies mentioned in this report are organized may have restrictions on investments, voting rights or dealings in securities by nationals of other countries. Distributing/taking/sending/dispatching/transmitting this document in

certain foreign jurisdictions may be restricted by law, and persons into whose possession this document comes should inform themselves about, and observe any such restrictions. Failure to comply with this restriction may constitute a violation of any foreign jurisdiction laws.

The user should consult their own advisors to determine the merits and risks of investment and also read the Risk Disclosure Documents for Capital Markets and Derivative Segments as prescribed by Securities and Exchange Board of India before investing in the Indian Markets.

Analyst holding in stock: NO

Key to MNCL Investment Rankings

Buy: Upside by >15%, Accumulate: Upside by 5% to 15%, Hold: Downside/Upside by -5% to +5%, Reduce: Downside by 5% to 15%, Sell: Downside by >15%

Monarch Networth Capital Ltd. (www.mnclgroup.com)

Office: - 9th Floor, Atlanta Centre, Sonawala Lane, Opp. Udyog Bhavan, Goregaon (E), Mumbai 400 063. Tel No.: 022 30641600


