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India's Business Landscape: Optimism and Transformation

These are key words of our “Bharat Connect Rising Stars” Conference which brought
together leading Indian companies and investors, revealing a wave of positive developments.

Unprecedented Business Confidence: Indian companies, especially young ones, are
brimming with growth ambitions. They're adopting a more disciplined approach compared
to the past.

Stable Government: Both established businesses and investors are buoyed by the current
government's stability and the possibility of a third term, fostering long-term confidence.

Manufacturing & Infrastructure on the Rise: These sectors are experiencing a boom, with
companies holding substantial order books.

"Make in India" Going Global: Domestic and multinational companies alike are embracing
the "Make in India" initiative, propelling India as a global manufacturing hub. Production is
rising due to domestic demand and export opportunities, further boosted by the Production
Linked Incentive (PLI) scheme. Despite infrastructure challenges, India's manufacturing is
strategically working across the value chain to achieve long-term global leadership. Large
capex plans by Corporates in India for next few years.

Young Companies: Growth with Discipline: New Indian businesses are aggressively pursuing
expansion without relying excessively on debt. Many hold significant potential for
exponential growth across various sectors.

Rural Markets: A Sleeping Giant Awakens: "Bharat Ke Gaav" (Rural India) has emerged as a
major growth driver fueled by rising consumption. Indian consumers are rapidly adopting
digital practices, with UPI (Unified Payments Interface) being a prime example. Infrastructure
improvements in recent years, including better roads and reliable electricity, are laying the
foundation for sustained growth.

Spending Spree: Indians are loosening their purse strings, eager to travel both domestically
and internationally.

Signs of revival in agrochemical & Chemical & prices are expected to bottom out in FY25.

The Call to Action: Invest in India! Be part of a success story that's thriving despite global
headwinds. We stand at the cusp of India's global ascension.
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List of Participating Companies

1 Aarti Drugs Ltd 434 41,697
2 Accuracy Shipping Ltd. 10 1,460
3 AGS Transact Technologies Ltd 67 8,589
4 Alicon Castalloy Ltd. 824 14,195
5 All E Technologies Ltd. 251 5,166
6 Allied Digital Services Ltd. 139 8,043
7 Annapurna Swadisht Ltd 382 6,596
8 Antony Waste Handling Cell Ltd 462 13,034
9 Apex Frozen Foods Ltd 198 6,345
10 Arihant Superstructures Ltd 329 13,796
11 Asian Granito India Ltd 57 7,770
12 Associated Alcohol and Breweries Ltd 472 9,017
13 Axiscades Technologies Ltd 553 26,412
14 Bajaj Consumer Care Ltd 212 31,322
15 BEW Engineering Ltd 1,503 4,627
16 Bharat Agri Fert Realty Ltd 100 5,759
17 Birlasoft Ltd. 742 2,09,519
18 BLS International Services Ltd 313 1,35,442
19 BMW Industries Ltd 55 13,174
20 Capital Small Finance Bank Ltd 349 15,878
21 CareTrade Tech Ltd 638 32,306
22 Chambal Fertilisers and Chemicals Ltd 342 1,43,013
23 Chemplast Samnar Ltd 450 72,564
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List of Participating Companies

24 CIE Automotive India Ltd. 462 1,79,059
25 Cineline India Ltd 122 4,342
26 City Union Bank Ltd. 135 1,03,398
27 Confidence Petroleum Ltd 84 25,895
28 Creative Newtech Ltd. 713 10,432
29 D B Corp Ltd 263 47,729
30 DC Infotech and Communication Ltd 185 2,425
31 Dev Information Technology Ltd 101 2,347
32 Dharmaj Crop Guard Ltd 224 7,892
33 Digikore Studios Ltd 537 3,370
34 Dodla Dairy Ltd 803 49,400
35 Dollar Industries Ltd 515 29,158
36 Eco Recycling Ltd. 513 10,880
37 Equitas Small Finance Bank Ltd 93 1,06,112
38 ESAF SFB Ltd 54 29,497
39 Foods and Inns Ltd 130 7,964
40 Gateway Distriparks Ltd. 100 49,970
41 Goodluck India Ltd 875 30,052
42 GTPL Hathway Limited 167 19,591
43 Hariom Pipes Industries Ltd. 453 14,052
44 HFCL Ltd. 92 1,39,057
45 Home First Finance Company India Ltd 898 81,895

46 Indag Rubber Ltd 136 3,728
47 Indocount Industries Ltd 354 67,853
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List of Participating Companies

48 Inflame Appliances Ltd 495 3,832
49 Insecticides India Ltd 486 15,012
50 lzmo Ltd. 269 3,801
51 Jai Balaji Industries Ltd 931 1,50,824
52 Jeena Sikho Lifecare Ltd. 842 21,827
53 JHS Svendgaard Ltd 16 1,329
54 Kalpataru Projects International Ltd 1,070 1,78,691
55 Khazanchi Jewellers Ltd 305 7,684
56 Kilburn Engineering Ltd. 335 12,943
57 Konstelec Engineers Ltd 173 2,849
58 Krishna Defence and Allied Industries Ltd 353 4,533
59 Kriti Industries (India) Ltd 134 6,798
60 Krsnaa Diagnostics Ltd 615 20,470
61 LT Foods Ltd 188 68,600
62 LINC Ltd 514 7,667
63 Lords Chloro Alkali Ltd 112 2,966
64 Macpower CNC Machines Ltd 1,107 11,293
65 Mafatlal Industries Ltd. 113 9,202
66 Magnum Ventures 44 2,721
67 Mahindra & Mahindra Ltd. 1,921 23,94,664
68 Mahindra Lifespace Developers Ltd 587 95,724
69 Maiden Forgings Ltd 86 1,293
70 Marksans Pharma 152 70,784
71 Marvel Décor Ltd 90 1,534
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List of Participating Companies

72 Max Estates Ltd 276 41,978
73 Meghmani Organics Ltd 79 21,006
74 Menon Bearings Ltd 112 6,588
75 MMP Industries Ltd 255 6,621
76 Moneyboxx Finance Ltd 255 7,843
77 Motilal Oswal Financial Services Ltd 1,667 2,60,442
78 Muthoot Microfin Ltd. 200 35,906
79 Netweb Technologies India Ltd. 1,608 95,146
80 Network People Services Technologies Ltd 1,139 22,585
81 Nuvoco Vistas Corporation Ltd 306 1,13,754
82 Om Infra Ltd 127 12,775
83 Orient Bell Ltd 347 5,160
84 P.E. Analytics Ltd 288 3,040
85 Parag Milk Foods Ltd 208 25,469
86 PDS Ltd 473 64,745
87 Pearl Global Industries Ltd 540 24,206
88 Prataap Snacks Ltd 912 22,349
89 Punjab Chemicals Ltd 993 12,313
90 Pyramid Technoplast Ltd 145 5,337
91 Quess Corp Ltd 520 77,336
92 Remsons Industries Ltd. 923 6,270
93 Rockingdeals Circular Economy Ltd 365 2,171
94 Route Mobile Ltd. 1,602 1,01,557
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List of Participating Companies

95 Royal Orchid Hotels Ltd 361 10,400
96 SAT Industries Ltd 87 10,551
97 Satia Industries Ltd 108 11,320
98 SEAMEC Ltd 1,089 27,964
99 Shaily Engineering Plastics Ltd 530 23,347
100  Shankara Building Products Ltd 641 15,860
101 Shemaroo Entertainment Ltd 142 4,026
102 Shri Keshav cements Ltd 218 4,017
103 Shriram Properties Ltd 113 20,558
104  SISLtd 440 63,450
105 Spencer's Retial Ltd 91 8,801
106 SRG Housing Ltd 268 3,527
107 Sterling tools Ltd. 307 12,627
108 Sukhijit Starch and Chemicals Ltd 454 7,295
109 Sunteck Realty Ltd. 390 61,349
110 Suprajit Engineering Ltd. 412 58,008
111 Suprivya Lifesciences Ltd 333 28,471
112 Suraj Estate Developers Ltd 261 13,229
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List of Participating Companies

Suyog Telematics Ltd

Swaraj Suiting Ltd

Talbros Automotive Components Ltd

TCl Express Ltd

Thomas Cook India Ltd

Total Transport Systems Ltd

Trucap Finance Ltd

Uflex Ltd

Unihealth Consultancy Ltd.

Updater Services Ltd.

Vaibhav Global Ltd

Vaidya Sane Ayurved Laboratories Ltd

Vardhman Special Steels Ltd

Vascon Engineers Ltd

Veerhealth Care Ltd

Virtuoso Optoelectronics Ltd.

Wanbury Ltd.
Welspun Corp Ltd.

Welspun Living Ltd

Zuari Industries Ltd

1,151
184
261

1,024
166

94
64
404
135
320
364
174
212
62
21
211
146
515
138
328

12,923
2,901
16,883
39,301
78,624
1,607
7,891
30,466
2,088
21,966
62,566
1,956
17,485
14,552
436
5,148
5,028
1,43,642
1,46,646
10,063
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Aarti Drugs Ltd — Bharat Connect Conference highlights
CMP INR 434 | Market Cap INR 41,697 Mn| View: Positive

Key highlights:

*The company is in the business of manufacturing API, Formulations and Specialty chemicals.

*FY24 has been tough for the company given the fall in realizations due to falling RM prices. Volume sales
have been good, especially in the domestic market — 20% volume growth in the 9MFY24. Export sales have
been flattish due to overstocking done by customers leading to low demand. Overall volume growth has
been 10-12%.

*Export revenue was less which eventually led to lower margins as exports have better gross margins.

*The management expects the market to pick up in June, improving the gross contribution, taking EBITDA
margins to normal levels of 14-14.5% and eventually get back to 15-15.5% levels.

*Two greenfield projects started by the company were delayed due to COVID. Capex of INR 5500mn is yet
to be done.

*One of these projects started in February for Salicylic Acid. It is in the initial stage and will eventually have
capacity of 2000 tonnes per month. The management feels the capacity is enough to cater the domestic
demand. The option to produce derivates of Salicylic acid is also open. Capex of INR 2000mn will be done.
Next round of Capex for Salicylic acid will be less but will generate better revenues.

eSalicylic acid is shortlisted for PLI benefits but it has not been officially announced yet.

*The second project will be backward integration for Anti Diabetic and also to introduce products in
Specialty Chemicals. The project will finish by Q1FY25. Captive consumption of 60% from this project will
improve margins and sales. Capex of INR 3000mn will be done with 15-17% XIRR. The company is in
process to get USFDA approvals.

*The business is in good position to scale up revenue in the next 2 years.

eSome brownfield projects are planned for Anti diabetic capacity expansion and introducing new anti
diarrheal products.

ePlanned to set up an oncology plant which may not have significant contribution in FY25 but will see
growth FY26 onwards due to registration delays.

eUpgrading formulations plant at Baddi for getting higher regulatory approvals. Already have approvals
from EU and Canadian market along with ANDA approval.

*The capex for 3 years was planned of INR 6000mn but has seen delays due to covid and approvals. Capex
for metformin of INR 1500mn has been delayed to FY25.

*With new projects and capex, the company expects to achieve revenue of INR 40000mn in FY25.

*The management is positive of achieving 35% gross margins soon and expect to have a clearer picture by
June.

*The management expects to achieve 25-30% volume growth from H2FY25.

eRaw material imports may reduce but will never get substituted due to pricing in China.

Back to Index
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Accuracy Shipping Ltd.
CMP: INR 10 | Market cap: INR 1,460 Mn | View: Positive

Revenue
° Revenue is expected to grow 10% CAGR going forward.
e The fuel revenue stood at INR 320mn, Motors revenue stood at INR 1,600mn, Shipping revenue
stood at INR 3,420mn and remaining from others as of 9MFY24.

Margins
e  EBITDA margins are expected 3%-3.5% going forward.
e  Fuel business margins are 2.5% to 3% and Motor business margins are 3%-4%.

Working capital
e  The working capital is around INR 1,070mn. Motor business working capital INR 270mn, Fuel station
working capital INR 70mn and remaining from shipping divisions.

Debt
e The debt stood at INR 950mn and expected to be net debt zero by FY26E.
e The EMI is expected INR 200mn in FY24E, INR 120mn in FY26E and expected to come down going
forward. The interest portion will come down significantly.

Fixed rate contracts
e  Around 45% of revenue comes from long term fixed rate contracts. The contract has 5%-10% clause
based on fuel prices.

Transportation
e  The company owns 373 trucks and AC norms might lead to transfer in technologies.
e The rise in freight rate is 100% passed on to the customers. Increase in freight rate scenario, small
vendors don’t participate and company can able to give discounts on 500-1000 containers.
® The company prefers package instead of normal transportation.

Depreciation
e The depreciation are based on written down value method.

Other highlights
®  The company purchases and sells the freight.
e The company serves to more than 1,500 clients.
e The company is focused to increase the wallet share and exports.

Back to Index
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AGS Transact Technologies Ltd

CMP INR 67 | Market Cap INR 8,589 Mn | View: Positive

Outlook:

-Secure Value anticipates robust growth fueled by sustained demand for cash services like ATM
replenishment, retail cash pickups, and recycling.

-The company's corporate setup, comprising subsidiaries like AGS for payments and ITSL for issuance, aims
to optimize synergies and potential mergers, enhancing economic benefits for stakeholders.

-Key growth avenues in the coming years include ATM outsourcing, digital solutions, and banking
automation, leveraging the company's scale and market opportunities for expansion.

Key Highlights

e Cash circulation has doubled despite events like demonetization and COVID-19, indicating its enduring
significance in the economy.

e ATM services remain cost-effective for banks compared to branch withdrawals, ensuring their continued
relevance and expansion, especially with the shift towards technology such as cash recycling machines and
digital lobbies.

* High receivables stem from monthly billing in a service-based model with an average 120-day collection
cycle, compounded by reconciliation delays and milestone-based payment gestation periods.

¢ The company is focusing on expanding its retail cash pickup business, particularly targeting retail outlets of
oil marketing companies, such as petrol pumps, for cash management services.

* There has been a shift from product-focused to service-focused business, with an increase in service
revenue over the past two years, indicating a move towards annuity revenue streams and away from
product sales.

¢ The inventory of 750 mn on the balance sheet for FY23 is primarily related to components for
manufacturing banking automation products and trading/reselling products for retail color and petroleum
automation solutions.

¢ Also, inventory supports the maintenance, warranty, and AMC requirements of contracts, with a focus on
supporting service-based revenue streams.

* The SBI order for ATM outsourcing entails deploying around 2500 ATMs over a seven-year period,
generating an annual recurring revenue of approximately 1500 mn. The upfront capex is estimated to be
between 700-1000 mn.

¢ Other contracts, such as those from UBI and Canada Bank, contribute to the company's annuity-based
revenue stream, which comprises over 95% of its total revenue.

Back to Index
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Alicon Castalloy Ltd.
CMP: INR 824| Mcap: INR 14,195 Mn|TP INR 1,479 | Rating: Buy

Key Highlights:

eAlicon specializes in cylinder head manufacturing, with 56% of their business dedicated to cylinders and over 122
different types developed to date, catering to passenger vehicles and commercial vehicles.

eRecent additions to Alicon's portfolio include cylinders for Renault and PSA, showcasing their capability to provide
solutions for leading OEMs.

eAlicon's focus on automation, exemplified by their line for PSA, ensures efficient production, with an eye on catering
to increasing volumes, particularly for hybrid vehicles.

eThe company's strategic alignment with industry trends, such as the shift towards hybrid models, positions Alicon
well for future growth in demand for critical parts like cylinders.

eAlicon's diverse portfolio extends beyond cylinders, encompassing parts for two-wheelers, four-wheelers, passenger
vehicles, and commercial vehicles, including offerings for EV applications.

eLeveraging knowledge gained from global projects, Alicon demonstrates agility in deploying learnings to enhance
capabilities and develop complex parts for customers worldwide.

eRecent achievements include the development of critical parts for brands like Jaguar, Land Rover, Scania, and others,
reflecting Alicon's commitment to innovation and global supply capabilities.

eHaving developed over 2000 parts, Alicon's extensive knowledge aids in swift design decisions, focusing on capacity
to meet large OEM volumes, particularly in low pressure and gravity casting processes, crucial for critical part
manufacturing.

eAlicon's primary product supply currently focuses on cylinder heads for ICE vehicles.

*As the demand for lightweight materials in EVs rises, particularly aluminum alloys, Alicon foresees significant
opportunities for expansion.

eIn EVs, where aluminum content exceeds 300 kg compared to 150-200 kg in traditional ICE vehicles, Alicon aims to
diversify its product offerings.

ePotential EV parts to be supplied include motor housings, inverter housings, battery housings, and onboard chargers.
eAlicon anticipates growth alongside the increasing adoption of EVs due to the higher demand for aluminum
components.

eAlicon is transitioning from its traditional business to new ventures, with investments being made accordingly. Over
the past three years, there has been consistent upward momentum, with a YoY improvement of 2-3%.

*This trajectory suggests the potential for significant ROCE in the next two to three years, with expectations of
surpassing the 20%.

eDuring a Red Sea crisis, increased lead times prompt customers to boost parts pickup from warehouses, resulting in
temporary sales surges followed by inventory reductions, with minimal impact due to single-source supplier status.

CH Vs EV parts

*EV parts entail complete machining, resulting in 15-20% higher value addition compared to cylinder heads.
eContracts for EV business may involve supplying one or all three housing components, determined by the RFP
process and cost competitiveness.

eAlicon currently supplies all three housing components in certain high-volume platforms, with potential for increased
business in the future.

*The extent of machining required varies, influencing the overall value addition percentage.

*This highlights Alicon's evolving business model, particularly in supplying components for electric vehicles.
eDepreciation has increased in the past year due to new investments and reassessment of asset life, particularly for
tools and dies linked to project and product life. While further increases are expected this year, they are anticipated
to stabilize once major investments are completed in 2024-2025, aligning with company accounting policies and
scaling as a percentage of output.

eCompany plan to book ~1100 to 1200 Mn from this fund, leveraging traction in the EV segment and expanding
portfolio. Encouraging feedback on hybrids and increased orders for components like the Toyota cylinder indicate
promising opportunities aligned with the plans.

eOutlook: Alicon targets a top line of 22000 Mn by FY26, with anticipated revenues of 18000-18500 Mn for FY25,
driven by new business projects. Margin improvement to 14%-15% by FY26 is a focus, despite potential challenges
like economic recessions. We have target price of INR 1,479 with the Buy rating on the stock.

Back to Index
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All E Technologies Ltd.
CMP: INR 251 | Mcap: INR 5,166 Mn |View: Positive

Key Highlights:

eAlletec has cultivated a robust and enduring relationship with Microsoft, extending its influence across
diverse geographies encompassing India, Africa, and the United States. The focal point of this partnership
revolves around Microsoft Business Applications, with a specific emphasis on ERP, CRM, and the Power
Platform. Additionally, Alletec showcases its versatility by providing laaS, PaaS and SaaS offerings on
Microsoft Azure. This strategic collaboration positions the company as a dynamic player in delivering
integrated and innovative solutions built using the new age technologies and the full stack of Microsoft
solutions for diverse industry domains.

eInternational focus and IP are key elements of the company's strategy.

eGrowth in services is emphasized, targeting new customers and expanding offerings as an IT services
company.

eWhile product revenue stands at 48% and services at 58%, the company ensures that costs do not escalate
proportionally, with ongoing investment in cloud adoption and deployment.

*Microsoft's involvement in tailoring solutions for industries like green energy and EPC demonstrates a shift
towards customer-centric offerings.

elnvestment in Generation Al and Dynamics 365, alongside Microsoft collaborations, underscores the
company's commitment to innovative marketing strategies.

eServices dominate the revenue mix, with India contributing 35-45% and international markets 40-45%,
expected to strengthen over the next 3-5 years.

eTransitioning customers towards recurring revenue models, including repeat business and annual
maintenance contracts (AMCs), is a priority, with ~50% of customers moving in this direction.

eGeographical Presence: The company has functional international offices in Dallas (USA), Toronto
(Canada), and Nairobi (Kenya). The Indian operations include 5 locations — Delhi/ Noida, Kolkata, Chennai,
Mumbai, and Bangalore.

eRevenue mix: Over the past three years, international services revenue for the company has consistently
surpassed 60%. Overall — about 58% of the revenue is from consulting and services, whereas 42% is from
products (both Microsoft, as well as own IP),

eMargins stand strong, with international services margins exceeding 50%, while the domestic sector
maintains a range of 22-25%.

eThe company currently achieves a total margin of 7-10% from IP, complemented by a balance of 25-30%
from Microsoft. As part of its strategy, the focus includes international expansion and fostering the growth
of IP. The company introduces BAFINS, a new IP built on Microsoft Dynamics 365, for the financial services
sector. Focussing on rates enhancement, international business growth, and bolstering product revenues,
these efforts are showing continual improvements over time.

eHeadcounts: Alletec currently employs ~ 350 people, with plans to increase its workforce as demand rises.
*Q3FY24, posted strong numbers. The good performance during Q3 is credited to built up on the cloud
momentum and new customer acquisitions. Strengthening of the digital transformation momentum with
Cloud, and impact of Al for businesses signals optimistic prospects for sustained growth.

eQutlook: 25%-30% Revenue Target, dependent Forecasts for 3-4 Years, and a Long-term Margin Goal of
20% in the Next 3 to 5 Years. We have a positive view on the stock.

Back to Index
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Allied Digital Services Ltd.
CMP: INR 139 | Mcap: INR 8,043 Mn |TP INR 229 | Rating: Buy

Key highlights:

*Cloud enablement and Cyber security services to be gamechanger for the company going forward.
*80-85% of the revenue comes from IMS.

*The workplace management services were started during covid after the company saw the opportunity.
eCurrently, AdiTaas works on version 5.0, soon 6.0 version is to be launched.

*The company has been working on Lucknow safe city project which is expected to go live soon.

eService revenue share is expected to decrease with increasing share of Solutions revenue.

eRevenue from government projects is already increasing and is expected to have significant growth.
*ROCE will see further improvement.

*They currently cater to 51 clients with TCV of more than USS 1mn.

*IMS business is the core service of the company; though it has tight margins but acts as entry point for
customer acquisition and get customers onboarded for other services too.

*A smart city project typically takes about 9-10 months of implementation and the next 5-6 years of
maintenance. Each project generally generates 12-15% margins.

eAdiTaas customer base includes a large car manufacturer in India, using the service for managing tickets
and a large PE group in USA which has 5-6 retail brands.

*The company partners with large IOP players and exclusively provides IMS. They also collaborate with
Tier 2 partners to cater to large customers. As the company does not have bandwidth to provide exclusive
services to large players, they have to collaborate with other service providers to cater these customers.
*Other than this, they have also started targeting customers in USA with TCV of US$ 5 to 10mn to provide
them direct services.

e Last four quarters were muted due to the US economy and there was a shift/delay in orders of 6 months
to 1 year; lost many customers in the US as they preferred to go in house. They also had to resort to
onboarding clients at lower margins. But post elections, the US business is also expected to get back on
track and see growth.

eCompanies like L&T are competitors in System integration services.

eThere has been significant improvement in WC days and it has come down to 87-88 and it expected to be
maintained at similar level.

*The revenue was increasing but there was no growth/degrowth in profitability mainly due to hardware
business. Thus, the company has stopped the hardware business completely.

Guidance:

*ADSL targets to achieve INR 10,000mn revenue in the next 2 years.

*EBITDA margins are expected to reach mid teens in the next 4-6 quarters driven by software business
and IMS/government projects.

eThere are about 1000 small smart cities planned by the government with INR 300-500mn budget. The
company will bid for these projects and is positive on getting business from this and further improve its
market share.

*US business is expected to be slow due to elections but will pick up post elections.

eTarget to bid for 2 new smart city project of INR 5000mn each.

eRevenue from India is expected to be INR 2700 to 3000mn in FY24.

*Plans to come up with 2nd round of ESOPs.

*They are actively looking for acquisition opportunities.

eProfitability to be higher in AdiTaas.

Outlook: Outlook and Valuation: The company is anticipating a short-term margin improvement of 100-
150 bps from Q4, the company reiterates its goal to achieve INR 10 Bn in revenue within the next 2 to 3
years. The strategic focus remains on expanding partnerships and engaging in Smart City Projects. We

have target price of INR 229 with a Buy rating on the stock.
Back to Index
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Annapurna Swadisht Ltd | Management Meet KTAs
CMP INR 382 | Market Cap INR 6,596Mn | View: Positive

Guidance and growth drivers: The company aims to double its top line revenue by FY25 and achieve
50-60% growth in FY26 and FY27. The bulk of the growth is expected to come from expanding product
lines such as fried items, noodles, biscuits, bakery products, etc.

Recent Acquisition of RR Protein

e Company recently acquired RR Protein, a more than three-decade-old company known for its popular
mustard oil brand, which has seen growing preference in India, particularly in West Bengal.

e This acquisition, valued at 280mn, was funded through internal accruals and debt. Company has a
production capacity of 9 lakh liters per month and is located in Junglepur, West Bengal.

e Company has a turnover of 1300 mn last year and the capacity to scale up to 1900 mn. Also, it has a
debt of INR 220mn.

¢ Post-acquisition, the company aims to improve EBITDA margins by leveraging distribution strengths
and optimizing packaging and positioning.

e Combining the distribution of edible oil with lighter products like snacks will lead to significant logistics
cost savings, potentially reducing transportation costs by one-third.

¢ The anticipated EBITDA margin for the edible oil business is around 4-5%, aligning with the company's
current margins.

Key Highlights

¢ The company's ability to operate at decent margins despite being relatively small is attributed to
factors such as indigenous machinery allowing for efficient production changes and a diverse SKU basket
catering to rural preferences.

¢ There are currently no plans for fundraising, and the company has not announced any such initiatives.
¢ Distribution margins typically involve selling a five-rupee packet at 3.75 rupees to distributors, with
retailers enjoying the largest share of profits.

¢ The company expects positive cash flow from operations in the upcoming financial year, although
guantification is challenging at this time.

¢ During the period of increasing palm oil prices (2019-2022), the company-maintained margins by
reducing the grammage of products and adjusting incentives like providing fewer toys in products.

¢ The current work in progress is expected to go live soon and is estimated to have an asset turnover of
around 6.5-7 times, contributing to a top line increase of over a hundred.

¢ Regarding the greenfield capex in Assam, company plans to expand mainly in the Northeast region,
including Bhutan, and deepen penetration in existing states like West Bengal, Bihar, and Jharkhand.

¢ Geographically, there will be a significant contribution from states like Assam, Uttar Pradesh, and other
northeastern states, with expected triple-digit percentage growth compared to previous years.

¢ Some products, like Bengali namkeens, may be specific to West Bengal, but most products are suitable
for other states as well.

Back to Index
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Antony Waste Handling Cell Ltd — Bharat Connect Conference highlights
CMP INR 462 | Market Cap INR 14,223 Mn| View: Not Rated

Key highlights:

*The company mostly operates in the MMR, NCR region and Central India.

*The revenue split between C&T and Processing is 60-40 and the target is to have 60% of revenue from
Processing going forward. Processing segment will have larger share in revenue in 3 to 4 years.

eRecently Bagged contract with Mumbai for 50% of city’s waste handling.

*Price/ton is growing at 15-20% CAGR; target to sustain this pricing going forward with potential of
increment.

eTarget to achieve 18-22% growth for core operating revenue.

*An average C&T contract is of 7 years.

*The company has order book of INR 110bn, for the next 10 years.

*The company prefers to work with clients who have recurring payment cycles. Sometimes, projects are
partly funded by clients.

*The company processes 90% of total waste generated in Mumbai and is able to recycle 70% of it.
eRecently set up Maharashtra’s first waste to energy plant. The project is expected to increase INR 170mn
interest cost and INR 130mn depreciation cost on annualised basis. The project can provide INR 600-
650mn revenue next year with 80-85% PLF based on tipping fee and sale of by product.

eMumbai contract expires in 2035-36 and the company has about 7 years to completely stop the process.
eRecently started with Auto and tyre recycle segment and the company is already in talks with 2 large
OEMs. The plan is to start the process in Karnataka; set up will take about 3-6 months. The capex for this
project will be INR 2000mn. The segment will not have much contribution to revenue in the first 2 years
but will scale up as it gets established. Margin in auto recycle will be lower but not negative.

*The company has also started with bio mining segment and recently completed one project in Noida and
have received another contract from Cidco with revenue potential of INR 770mn, expected in 2 years.
They intend to bid for more contracts going forward but will be selective in terms of clients, also
considering disposal in scientific manner and keeping monsoon in mind. They expect to onboard 2-3 short
term contracts in the next 2-3 years.

*The company is actively exploring other geographies for expansion.

*The Dahisar project’s land is taken on lease for 20 years. The company expects to complete the work in
April post which the project will begin.

eChange in the government will not have any effect on government tenders and projects.

*The company has mandated a large consulting firm to understand if they should get into verticles like
Auto recycling and solar waste management.

eLooking to expand in Tier 2 cities and mainly targeting southern states for expansion.

eNasik project, Waste to Energy and Cidco bio mining project are expected to contribute to revenue in
FY25.

eCurrent debt is at INR 3680mn.

eFrom 2019, the company started receiving many C&T contracts which required high capex and was a low
margin business and eventually led to decrease in overall margins. Now the capex cycle is done and the
company expects to see improvement in margins.

*The company does not have issues with selling waste to other companies and are already in talks with
some PSUs for this.

Arihant Capital Markets Ltd
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Apex Frozen Foods LTD.
CMP: INR 198| Market Cap: INR 6,345 Mn| TTM EPS: INR 3.5 | Rating: Not Rated

Key Highlights:

Lower demand in shrimp this FY and the past 2 qtrs resulting from inventory hold-ups with
customers and high-cost inventories from last year.

They are now using their own marketing company in the USA and are forging new contracts in
Europe which is a major market. Demand changes are visible in the upcoming FY as they are
getting active orders for summer consumption

Pending approvals in Europe have not been received yet, but are moving toward it. There are
FTA benefits to be had as well as Budget benefits for fisheries.

CVD preliminaries have recently been announced at 4.36% for India, and are higher for Ecuador
at 7.5%, 0 for Indonesia, and 2.84% for Vietnam.

DBK and ROTDEP reimbursement schemes are currently being worked out.

Anti-dumping duties are expected to increase for foreign countries like Ecuador which will make
exports more expensive compared to India

If CVD and anti-dumping remain the same for Ecuador, it will keep them handicapped at the
same level. Since Ecuador engages in commodity-based products. It has limitations on value-
added because of political crises and manpower problems.

Q4 is the cropping time in south India because warmer temps kick in post-Pongal.

New sales between now and April to overseas requirements are picking up now as they place
summer orders.

Yield for FY24 is planned at 14-15k MT, along with margin recovery this year toward double
digits, with RTE products picking up and getting EU approvals, the company should see margin
improvement from

FY25. They should reach earlier levels of 11% by FY26. Target markets with end-use product
demand for

RTE growth.

Farming in Ecuador is done by large companies. They have the advantage of local shrimp species
that are high in demand, which India has to import and breed.
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Arihant Superstructures Ltd
CMP INR 329 | Market CapINR 13, 796 Mn| Rating: Buy|TP: INR 411

Key Highlights:

e Company is a major builder in the MMR region with 14 on going projects. They are in this business
since 1994 and have seen 4 business cycles which gave them rich experience and learnings to
survive in the industry. Their strategy has been on delivering to their promise to the customers
and giving possession no matter what.

®  They are spread across one half of MMR region i.e. from Thane to Raigad and its projects are
spread across 11 different locations thereby de-risking the dependency on any single location.
They have a 13% market share in Navi Mumbai. The recent opening of the Atal setu bridge has
given a big boost to the demand and sales.

®  The company has landbank of 220 acres which translates into 17mn sq ft of area. The revenue
potential of the company comprising of all projects is INR 100k mn in the next 4-6 years of which
around INR 8k cr should be recognised in the next 4 years. Company is targeting EBITDA margins
of 30-32% and PAT margins of 20-24%. Company is likey to record major of its revenue from FY26
keeping in mind the various on going projects.

e  Company has Pre-Sales of 10000mn this year and expects this to grow by 30% in the coming
years.

e Company has added projects worth INR 35k mn in the existing FY. Company is building an annuity
income for itself in the form of one 5star hotel and a gymkhana. Investment in this will be around
2500mn and a rental yield of 15% is expected to be generated from this by FY27/FY28.

®  The company has a debt of INR 1480mn and secured debt to equity ratio is 0.4x The company has
around 500 employees on its roll and with the given resources the company is well positioned to
scale up further.

e Company treats it business like a manufacturing unit and doesn’t speculate on the prices of its
inventory. It’s current inventory is also very low given the scale of operations the company
undertakes. They plan to increase its contruction area from current 40lakh sq ft to 80lak sq ft in
the next 4-5 years.

®  The company is undertaking Mumbai’s largest villa development by launch world villas wherein it
will sell 364 villas in totality in phase wise manner. Thee total revenue potential from this will be
10000mn.

e  Company has signed to purchase 118 acres of land and this will be used in the development of
low rise villas/plotted development. The cost for this is 750mn

e The launches slatted for Q1FY25 are 200 units at Karjat with revenue potential of 520mn. Arihant
Avanti with 2000mn revenue potential and 4.5-5 years completion timeline. Arihant Anaika with
300 units of 550 units being launched with 1000mn revenue potential. World villas phase 1 where
140 villas will be launched with 3000mn plus revenue potential and shall take 2 years to contruct
from the date construction starts.

e Taloja, Khargar and Panvel are the best performing areas of the company with 20 units per month
sold on an average and 30-50 unit sold per month followed by Vashi and Kalyan with 8-12 units
sold in a month and Khopoli with 6-8 units in a month.

e  The company doesn’t plan on entering the commercial segment as of now and wants to maximise
on its strength of residential. The company takes about 3-12 months to get approval for its
projects.

Arihant Capital Markets Ltd
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Asian Granito India Ltd
CMP: INR 57 | Market Cap: INR 7,770 Mn| Rating: Buy

The company's growth strategy, encompassing mergers, branding, capacity expansion, and real estate
sector recovery, sets a strong foundation for future success. Leveraging profitable subsidiaries, brand
ambassadorship, and export market expansion, alongside investments in GVT tiles, anticipates robust
revenue growth. With a focus on expanding the manufacturing portfolio, pursuing higher volume growth,
and utilizing funds wisely, the outlook is promising for sustained growth and enhanced margins.

Key Highlights

e The company is profitable at a standalone level, with a focus on improving performance in subsidiaries
like Crystal Ceramic and leveraging recent production starts in Future Ceramic and AGL Sanitary to enhance
overall profitability.

¢ The merger involves consolidating manufacturing facilities of outsourcing plants under AGL, streamlining
product focus, and shifting marble and quartz divisions to subsidiary Amazon Ceramic.

e Current capacity utilization stands at 60-65%, expected to increase to over 90% as recently added plants
stabilize, enhancing production efficiency and revenue potential.

e Company have appointed Ranbir Kapoor as a brand ambassador to reposition itself in the market and
drive growth. This may lead to a price increase and cost optimization to recover expenses, possibly leading
to a premiumization of products.

e The focus is on improving profitability and margins through these initiatives, including increasing
manufacturing capacity and enhancing brand visibility.

e The merger is expected to increase promoter holding in company to around 50%.

* Investments in GVT tiles are expected to drive growth, especially as the real estate market recovers post-
pandemic.

e The company is focusing on expanding its export market, establishing subsidiaries in the US, Dubai, and
Nepal, with plans for further expansion.

 Despite challenges like the Red Sea issue affecting exports, the company's export market remains stable,
comprising around 15-20% of total sales.

¢ Stagnation in the company's top line over the past few years is attributed to limited investments in new
plants, but with recent investments and demergers, top-line growth is anticipated from the next financial
year.

¢ The goal is to increase the manufacturing portfolio from 25% to around 45% to enhance margins.

¢ Anticipated volume growth is higher than industry estimates, targeting around 15-20% annually.

¢ The company has utilized funds from rights issues for debt reduction, working capital requirements, and
expansion projects like Future Ceramic and AGL Sanitary Ware.

e Capacity currently at 54 million, up from 34 million previously.

* Revenue from subsidiaries outside Asian Granito estimated at around 2500mn.

¢ Forecasted EBITDA margin remains uncertain, but the company aims for improvement.

¢ Consolidated debt post-merger expected to be around 3000mn.

¢ Gas prices, a significant raw material, contribute around 12% to total sales, posing a threat to margins if
fluctuating.

¢ Impact of gas price fluctuations varies across locations, with areas like Mesana more susceptible due to
fewer competitors.
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Associated Alcohol & Breweries Ltd

CMP INR 472 | Market Cap INR 9,017 Mn| View: Positive

They plan to enter new states like Maharashtra, Assam, Tirupur, and Goa from April onward

They are Setting up a new malt plant

Capex of INR 400mnwas spent on a new bottling plant

5 new launches are upcoming in the next 4-5 quarters.

IMFL margins are dwindling at 4-5%. They recently launched premium craft gin which is a niche
market

o New launches planned: blended malt, blended scotch, blended tequila, RTD (a growing segment
that they want to capture), premium tequila. A bottom-up approach will be used wherein they try
to influence and spread through salesmen which will initially have slow margin growth.

e  |MFL + franchisee manufacturing is 30% of revenues, and IMIL and byproducts are 40%.

®  Capex for the ethanol plant (130 KLPD) and new bottling haul amounts to INR 1500 mn.

®  The company's Primary mkt share is in MP and Kerala

e  They are in talks with United Spirits to acquire brands and continue job work production. Hence
the new bottling haul was set up and will increase by 4-5 lakh cases per month increase which is
expected from Q1 onward.

®  Glass prices are now down 10%, and will stay at this level.

e  They are Increasing grain procurement at a reasonable price.

® In FY23 there was a substantial increase in grain and glass prices where they almost doubled,
leading to a shrinking margin but the substantial top-line growth.

e  They aim for a double-digit EBITDA margin with a steady improvement to 14%

e Yield differences between rice and corn: higher starch present in rice leads to a higher price, so
the now produces 100% from maize. Maize ethanol is also now fetching higher prices.

e the company has 6-year contracts with Diageo, but they have been doing job work for decades

®  They target double-digit revenue and EBITDA growth

e  MP market has higher EBITDA generation than non-MP markets because of higher sales of grain-
based ENA over molasses-based ENA

Back to Index

Arihant Capital Markets Ltd 19




_ Bharat Connect Conference Rising Stars 2024

AXISCADES Technologies Ltd
CMP INR 553 | Market Cap INR 26,412 Mn|TP: 819]|Rating: Accumulate

* Diversification Strategy: Initially focused on aerospace and heavy engineering, now expanded into
various sectors including automotive, energy, and defense.

* Gross Margin: Implemented initiatives to improve gross margins, particularly in low-margin segments
like heavy engineering, through process optimization and automation.

* Acquisitions: Acquired Caddis Technologies Limited in 2013, followed by Mistral in 2017-2022, and
recently two more ADD Solution and Epcogen companies to broaden market presence and offerings.

* Customer Portfolio Expansion: Shifted from reliance on a few key customers to diversifying clientele,
with Airbus being a major revenue contributor along with presence in Bombardier and Boeing
markets.

* Revenue mix: Aim to balance revenue streams with aerospace contributing 33%, defense and
Homeland Security 20%, transportation (including automotive and heavy engineering) at 50%, and
emerging sectors like energy making up the rest.

* Aerospace: Engaged in aerospace engineering services, with significant contributions from Airbus,
representing around 27% of total revenue. Long-standing partnership with Airbus, involved in design,
manufacturing engineering, and aftermarket services, yielding high-margin returns exceeding 35%.

* Automotive: Expanding into the automotive sector, collaborating with OEMs such as JLR, Bosch, and
Volkswagen, anticipating to contribute ~11% of total revenue by the end of FY24.

* Heavy Engineering: Facing challenges in the heavy engineering sector due to macroeconomic factors,
transitioning from staffing to fixed-cost projects leveraging digital and embedded capabilities for
sustainable growth.

* Vertical: Specialize in two core verticals semiconductor and defense/homeland security, each with
distinct market segments and clientele.

» Defense Sector: Engaged in major defense programs across India, collaborating on radar, naval,
submarine, and aerospace projects, leveraging over 27 years of industry experience.

* Geographic: Strategically located across key defense hubs in India Bangalore (aerospace and radars),
Hyderabad (missiles and electronic warfare), and Trivandrum (space), facilitating efficient project
execution and client engagement.

* Partnership: Forge collaborative partnerships with semiconductor giants like Texas Instruments,
Nvidia, and Qualcomm, engaging in early-stage software activities and providing evaluation modules
to expedite product development.

* Energy: Expanding presence in the energy sector through acquisitions like Epcogen, catering to Middle
Eastern clients in the EPC space, with a projected revenue contribution of 6-7% in the coming years.

* Margin: Consistently growing QoQ, recording a 20% growth in engineering services, aiming to achieve
an EBITDA margin of 18% in the near future through focus on high-margin defense production, energy
sector growth, and aerospace automation.

* Outlook: Mistral anticipates growth in defense, transportation, and automotive sectors, led by
product engineering services. Aiming to double revenues by FY 26-27, with a focus on improving
margins across segments, particularly in aerospace and automotive. Despite defense business
fluctuations, expansion in verticals drives the company towards its growth targets, aiming for a PAT of
1800 Mn by FY26. We have an Accumulate rating on the stock with the TP INR 819.
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Bajaj Consumer Care Ltd

CMP: INR 212 | Market Cap: INR 31,322 Mn|Rating: Accumulate
Key Highlights:

° Initial launches will be in e-com and MT, and then to GT with the ADHO extension upcoming, all
premium end products, they will figure out the GT play.

e  ADHO contribution was 83% on December 23.

e  Margins in hair oil, especially amla and coconut are lower than ADHO, but other NPDs in ADHO
have a 50-55% margin. Initial scale-up in amla and coconut will dilute the margins but new
launches will help margins down the line and no significant dilution is expected over some time.

®  Amlas low pack units have significant sales but have low GM, hence they are now focusing more
on larger packs. Coconut has a decent growth rate, ADHO extensions through MT, and GT
comprising the ethnic rangegulab jal and henna are doing well in terms of numbers.

e lastyear almond drops grew 4-5%, but this year by December has been flat because of low rural
offtake, the rest of the categories are showing handsome growth.

® LLPisexpectedto be at the INR 80-85 level next few months. The company has taken price
increases

e Nomarks needs further investment and intervention. It is a highly profitable business but is
facing low demand. So far there is no plan for scale up.

®  GT growth is being pushed through rural markets and direct distributions.

e No major capex plans in the immediate future.

e Non ADHO portfolio has many launches planned in the medium term with plans to further
diversify into skincare and hair care.

e The decline in ROCE from 30 to 20% was because they couldn't take too much pricing action, and
there were also investments in soap and coco onion in GT which hit profits.

e  Rural traction stays low.

If there are acquisitions planned, the GM will be maintained at 16-18%

e They target a 2x turnover in 5 years, with an ADHONon-ADHO mix of 60-40.
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BEW Engineering Ltd

CMP: INR 1,503 | Market Cap: INR 4,627 Mn| View: Not Rated

Key highlights

e The company targets to have only 15 days receivables and thus only onboards orders which can be
completed in a short span. Order book timeline was 10-12 months before which has now come down
to 4 months due to this strategy.

e The capital coming in from fund raising will provide expansion opportunities leading to significant
growth.

o New infrastructure set up recently has started production in February with full-fledged production to
startinJune.

e  Capacity has doubled compared to September last year.

® Received big order from Aditya Birla (Thailand) and Bangladesh in FY24. First tranche of the
Bangladesh order has been executed.

e  Witnessing continuous inflow of repeat orders.

®  Spherical dryer did not see the anticipated demand, but the company is optimistic of the product once
the industry uses it and realises its usage and potential.

Fund Raising

e  The company raise INR 270mn through equity in September. Post September, INR 150mn warrants
were issued; 25% of it has been received as FD. This week, INR 550mn worth of shares have been
issued at INR 1540/share.

e  The net worth will increase to INR 1300mn from INR 270mn.

Guidance

®  Current order book at INR 700mn for next year.

®  20% revenue growth is expected in FY24 with much further improvements expected in revenue and
margins going forward.

e  Target to achieve INR 1500mn revenue in FY25. The company’s foray into larger customer base and
new geographies will help in achieving these targets.

e  Targeting much higher profitability with 25% EBITDA margins.

e  Capacity expansion are in plans with Capex of INR 700mn with 10x revenue potential.

e  The funds raised will help in becoming creditor debt free.

e  Target to reach 100% capacity utilisation in the next 3 years.

e  With planned capacity expansion and huge vendor base, the company is optimistic of achieving INR

2500mn revenue.
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Bharat Agri Fert & Realty Ltd
CMP: INR 100 | Market Cap: INR 5,759 Mn|TP: INR 353 | Rating: Buy

Key Highlights

* The company operates in three divisions: manufacturing SSP fertilizer, operating the Anchaviyo resort in
Palghar and real estate development in Majiwada, Thane.

* The company has a fertilizer plant with a production capacity of 1,32,000 tons of Single Super Phosphate
(SSP) fertilizer, but it is facing challenges in procuring raw materials due to reliance on imported raw
materials and geopolitical issues.

* For the fertilizer business, the company plans to shift to a conversion-based model, offering its plant
assets on a conversion basis for three-year periods, which is expected to generate revenue of
approximately INR 12.5 Mn per month with 20-22% net profit margins.

* In the hospitality segment, the company plans to expand its Anchaviyo Resort to 75 rooms by May 2024
and over 150 by FY27. Key growth drivers will be corporate events and FIT (Free Independent Traveller)
segments and weddings.

* The company is targeting 30 weddings per year once 150+ room capacity is achieved, each wedding
expected to yield INR 8-9 Mn revenue.

* The company is also evaluating hospitality projects in Kashmir and Ayodhya, with plans for 90-100
rooms and 70-80 rooms, respectively.

* The company is open to tie-ups with event management companies and is aiming to establish Anchaviyo
as a global brand.

* The company will launch the real estate project for marketing on 9th April. For this 26 flats are already
in the pipeline for booking and registration of payment in April, with the project expected to be
completed within 4 to 5 years as per RERA registrations.

* The company also has plan to sell its Bharat House property in Mumbai, spanning 35,000 sqft, which is
expected to yield INR 2,000-3,000 Mn.

* Outlook: The company plans to monetize its 120-acre land for developing a sports complex, and
additional hospitality projects. The Thane project is expected to bring in substantial revenue over the
next 3-4 years. The company does not have immediate plans for capital raising but may consider it after
2-3 quarters. The projected revenue from the real estate project, based on a price of INR 20,000 per
square foot, is estimated to be a minimum of INR 8,000 Mn over the next 4 to 5 years. The company’s
cash profit guidance over the next 5 years is INR 20,000-25,000 Mn from all the projects.
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Birlasoft Ltd.
CMP: INR 742 | Market Cap: INR 2,09,519 Mn|TP: INR 929 | Rating: Accumulate

Key Highlights:

* Birlasoft's service offerings are categorized into digital, cloud, data analytics and ERP in IT infrastructure.
The company gets 85% of its revenue from the American region and serves customers across four
verticals i.e. banking, financial services, life sciences and energy utility.

* The company acquired the IT services business of KPIT around five years ago, which increased its scale
and capabilities, especially in the ERP space.

* The company has been rationalizing its client portfolio by letting go of non-profitable or low-growth
accounts, which has impacted revenue but improved margins.

* Birlasoft has been investing in building new capabilities and acquiring niche skills to drive future growth.

* The macro environment has been challenging, with longer sales cycles and customers preferring cost-
takeout deals, leading to delays in deal conversions and ramp-ups.

* Attrition has stabilized around 12%, which the company considers a healthy range, and it plans to
continue offering competitive compensation to retain talent.

* The company is open to strategic acquisitions that will fill capability gaps and accelerate growth in
specific areas. Potential targets could include companies with large BFSI client portfolios or niche
capabilities that can help the company to expand in specific domains.

* Birlasoft's exposure to the BFSI vertical is relatively low in comparison to peers, preventing it to some
extent from the sector's softness. Within BFSI, the company focuses on sub-segments such as insurance
and payments, where it has seen consistent growth.

* The life sciences vertical has been soft for the company, and they expect it to remain sluggish for some
time as there is more discretionary spending in this area.

* Manufacturing and energy & utilities have been growth verticals for the company, and they anticipate
this trend to continue.

* For the non-US markets, the company is focused on regions like the UK, continental Europe, Australia,
and New Zealand, where it already has a base. It is also open to pursuing opportunities in the Middle
East.

* The company plans to largely avoid the public sector/government deals in India due to the smaller deal
sizes.

* The US presidential election is adding some uncertainty due to potential policy changes impacting areas
like onsite/offshore work mix. However, the company expects this uncertainty to reduce by September-
October.

* Forthe latest salary hikes in FY23, the offshore employees received an average increase of around 8-9%,
which the company considers decent and benchmarked to industry standards.

Outlook: Birlasoft's margins have been consistently expanding over the last four quarters. The company
aims to maintain margins in the range of 15.5-16.5% in the medium term while continuing to invest in
building new capabilities. After the capability investments are completed, the company expects margins to
increase. The company expects a recovery in demand and spending in the second half of the calendar year,
assuming the macroeconomic situation improves. We have
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BLS International Services Ltd
CMP: INR 313 | Market Cap: INR 1,35,442 Mn|View: Not Rated

Outlook: The company plans to utilize its extensive touchpoint network to cross-sell services like
insurance and e-commerce, aiming to reach 1.5 lakh touchpoints. This strategy diversifies revenue
streams and enhances market presence. Coupled with organic growth through tender bidding and
potential acquisitions, the company is well-positioned for robust expansion in the digital services sector.

Turkish Acquisition

* The company has finalized a definitive agreement to acquire a Turkish visa company for approximately
5000mn.

¢ This acquisition is expected to contribute positively to the company's EBITDA, with audited numbers
revealing a top line of ~€20.5mn and a bottom line of ~€10mn for the CY22.

¢ Additionally, there may be further investment required if the Turkish company secures extensions for
existing contracts, indicating potential growth opportunities beyond the initial acquisition.

Key highlights

¢ VFS is a major competitor in the visa business, while regional players also exist. In the digital business
segment, there are numerous small players, with no dominant global player. VFS has experienced a
decline in market share over recent years.

¢ The decision to list the subsidiary, BLSE Services, separately was driven by investor demand for a pure
play in the digital services business and the need for growth capital.

¢ The visa business currently has a better ROCE, the digital services business has growth potential and
may match the ROCE of the visa business in the future. Both businesses are asset-light.

e The BC and e-governance businesses are less susceptible to political changes as they operate on global
tenders and receive payments directly from citizens rather than the government.

¢ Contracts for services typically span five years with options for extension, providing stability and
opportunities for long-term partnerships.

e The company plans to utilize its cash balance primarily for acquisitions and expansion. Additionally,
funds may be allocated to support the infrastructure and initial investments required for winning large
contracts.

e The company's growth drivers include offering value-added services, pursuing organic growth through
aggressive bidding for tenders, and considering acquisitions strategically to expand market share and
enter new territories.

e Most major contracts have been renewed for the next 3-5 years, although renewal ultimately depends
on competitive tender processes and convincing client governments of the company's value proposition.
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BMW Industries Ltd

CMP: INR 55 | Market Cap: INR 13,174 Mn| View: Positive

Key highlights

The company is in the business of contract manufacturing and downstream value addition for the steel
industry, and has long-standing relationships with Tata Steel SAIL, providing end-to-end solutions.

The company manufactures products like TMT rebars, HRPO coils, flat products, MS ERW pipes, GC
roofing sheets, and GP coils and processes over 1 million tons of steel annually.

The company has maintained a stable EBITDA margin of around 23-24% for the last 4 years.

Company’s future growth plans include expanding the tube vertical, higher TMT capacity utilization, and
negotiating a new 5-year CRM complex contract with Tata Steel.

The company is planning a capex of around INR 1,000 Mn for FY25, primarily for expanding their pipes
and tubes capacity.

They aim to reduce their cash conversion cycle, targeting to bring it below 100 days from the current 185
days.

A decline in EBITDA from the peak in FY18 is because of moving away from trading activities.

The company does not see any one-off because of volatility in steel prices in this quarter as the company
has more long-term contracts in place.

The company's retail brand "Bansal" currently contributes less than 5% of revenues, and the company
sees limitations in expanding this brand further unless they start making their own steel.

The Company’s growth prospects appear strong because of the initiatives taken by major steel
companies such as Tata Steel, JSW, JSPL, ArcelorMittal and others in Odisha.

Outlook: The company considers its current EBITDA margins to be sustainable, and as green field
projects are implemented, the company expects margins to grow by 15-20% on a CAGR basis. Going
forward, the company expects a 10% increase in top line revenue and a 20-25% increase in EBITDA and
PAT. The majority of the company's investment over the next 12 to 18 months will come from internal
accruals and debt.
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Capital Small Finance Bank Ltd
CMP: INR 349 | Market Cap: INR 15,878 Mn| View: Positive

Opinion:
e Capital Small Finance Bank is also one of the several in the Small Finance Banking space benefitting from
the rise of MSME and entrepreneurial self-employed businesses.

Guidance:

*The Management says they are following a continuous branch expansion policy, and that they intend to
have their customers trust by being everywhere their customers go.

*The Bank will have a leverage of 4.0-4.2x in the future.

Key Highlights:

eCapital Small Finance Bank has 177 branches spread across 5 states in Northern India along with the
Union Territory of Chandigarh.

*The Average Ticket sizes of loans of Capital SFB is INR 1.4 mn. The Bank has maintained a granular CASA
book with CASA ratio between 38-40% over the years. This is reflected on account of the bank’s Savings
Account Interest Rates of 3.5%.

*The Management says they look out to serve customers with income levels between INR 4 lakhs and INR
40 lakhs, i.e. the middle income group.

*The Agri loans of the bank are for farmers between INR 5 lakh to 25 lakh income with an average ticket
size of INR 1.24 million.

*MSME & Trading loans segment is for customers with income between INR 1 mn to 20 mn with
mandated Promoter contribution of 25%. Capital SFB mandates their customers to put collateral as
Residential House or Office Premises to typically 67-75% of LTV.

*The Bank does not offers Loan against Properties in excess of INR 2.5 mn to INR 5 mn in Urban and
Metropolitan cities

*The matured branches of 5+ Years have a average business of INR 980 mn.

*The Bank is following a branch expansion policy, and implements another policy known as Local Hiring,
which helps them grow faster in that geography for the branch.

*The Credit Underwriting is done in a centralized manner by different groups of teams.

*The 9MFY24 Credit to Deposit Ratio is at 79.2%. Acknowledging that most other small finance banks are
at more than 90% C/D ratio, the Management maintained growth stance of the bank.

*The Average business per branch is INR 760 mn while the average business per employee is at INR 72
mn.

Back to Index

Arihant Capital Markets Ltd



_ Bharat Connect Conference Rising Stars 2024

Cartrade Tech Ltd
CMP: INR 638 | Market Cap: INR 32,306 Mn|View: Positive

Key Highlights

*The company acquired OLX business (Auto and non-auto) for INR 5230 Mn netting INR 4230 Mn after
accounting for OLX's INR 1000 Mn cash; OLX auto segment ceased incurring losses in Q3 FY24, leading to
increased operating expenses for Q4FY24 and Q1FY25.

*With 70 mn monthly unique visitors, 90% of the traffic is organic, resulting in no acquisition costs.
*The company maintains an asset-light approach across its three businesses, minimizing risks associated
with inventory, loans, and operational complexities. Each business segment, led by independent CEOs,

contributes approximately one-third to the overall model, emphasizing independence and profitability.

eDespite low NPAs and reduced repossession rates in a thriving economy, the company does not solely
rely on this cycle for growth.

eEfforts to diversify into the retail segment mitigate risks associated with historically repo-heavy
operations, compensating for potential downturns.

eUnique market conditions, including reduced lending during the COVID period and chip shortages
affecting car prices, have impacted the business, yet it remains profitable.

eCarTrade Tech, boasting INR 7000 Mn in cash reserves, is primed for future M&A activities or buyback
endeavors, offering financial flexibility for strategic moves or shareholder value enhancement.

eIn Q4 and Q1, expect a minor decline due to annual employee increments and shared overhead costs
rising post the shutdown of a business segment.

eEmployee: The company's ESOP policy entails issuing options at market price, ensuring fairness and
standardization across schemes.

Outlook: As a market leader, the company capitalizes on digitalization trends for growth, and anticipates
double-digit growth and operating leverage, driving margin expansion without specific guidance.
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Chemplast Samnar Ltd
CMP: INR 450 | Market Cap: INR 72,564 Mn | TP: INR 718 | Rating: Buy

Outlook: Chemplast Sanmar has undergone capex in 2 of its higher margin divisions: Specialty Paste PVC
Resin and Custom Manufacturing divisions. The revenue from these are expected to come at full capacity
over FY26 and FY27. Hence, we maintain our coverage with a ‘BUY’ rating at a Target Price of INR 718 per
share based on valuing on SOTP basis, giving an upside of 65% from CMP.

Guidance:

*The Management expects 1.1x Asset Turnover for the incremental capacity of 41,000 MTPA of Specialty
Paste PVC Resin for FY25, and 1.3-1.4x asset turnover ratio for FY26. The Incremental capacity is expected
to attain current utilization levels by the month of July.

*The Company is expecting 22-25% EBITDA Margins for the Specialty Paste PVC Resin business going
ahead.

*The Company is expecting the Custom Manufacturing segment to achieve Revenues of INR 10,000 mn in
the next 3-4 years with the total capacity increasing to 4,500 MTPA. They have INR 8,000 mn of revenue
over next 3-4 years. For the first 2 Lols signed, while the 3rd Lol is affirmed but revenue pipeline from it is
not disclosed yet.

Key highlights:

eThe Company has recently started the commercial production of Specialty Paste PVC Resin from the end
of Feb 2024. The Current Capacity of 66,000 MTPA will increase by 41,000 MTPA taking total capacity to
107,000 MTPA.

eRegarding the Capacity utilization, Specialty Paste PVC Resin is operating at 100% utilization, and the
Company expects incremental capacity to achieve current utilization levels from Aug 2024.

*The Custom Manufacturing division has a capacity of 1,068 MTPA, which is increased to 4,500 MTPA in 2
phases. The 1st phase is completed as of Sept 2023, and the 2nd phase is to be completed by the end of
March 2024.

eFor the Custom Manufacturing, the Company has 3 Lols signed, with same client of the company
witnessing some Concentration risk.

eFrom the 2 Lols, the Company is expecting INR 8,000-9,000 mn revenue cumulatively over the next 4
years, peaking at around INR 2,500 mn revenue per year.

*The third Lol is signed but the Company is working on the numbers/financials it will generate with the
client.

eChemplast Sanmar is only looking out for Innovators for the Custom Manufacturing division, and no
generics clients for this division’s business.

eThe Current VCM PVC spread stands at USD 800 for Suspension PVC Spread, USD 670-675 for VCM spread
and USD 1,000-2,000 for PVC spread.

*The sustainable VCM PVC spread as per the Management is USD 200-250.

*The Management attributes imports/dumping from Chinese suppliers at unsustainably lower prices, with
imports rising from 33,000 MT in 2019 to 2,26,000 MT in FY23.

*PVC dumping by Chinese suppliers had caused the prices of PVC and derived products fell continuously for
8-9 months before stabilizing in the last 3-4 months.
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CIE Automotive India Ltd.
CMP: INR 462 | Mcap: INR 1,79,059 Mn|TP: INR 537 | Rating: Hold

Key Highlights:

eIn India, businesses aim to grow 5% to 10% above market growth, which is determined by constituent
segments including passenger vehicles, two-wheelers, tractors, and M&HCV, with respective
dependencies of 52%, 21%, 20%, and 8-9%.

eDuring Q3, CY23 CIE grown 5% in Indian and 8% in Europe respectively.

eCompany's growth in the last quarter was impacted by stagnant performance from three key customers,
except for Mahindra's auto sector, affecting overall aspirations.

eUnmet expectations from anticipated order ramp-ups also contributed to the growth shortfall.

eDespite setbacks, the company remains optimistic about future growth prospects, emphasizing a positive
outlook for forthcoming quarters.

*The company's strategy focuses on diversification across geography, technology, and customer base,
with a portfolio of 50 customers, including 20 contributing significantly, enabling risk management and
sustained growth.

eIn terms of diversification, company is looking at segments, technologies, customers, geographies,
company is not looking at industries.

eMahindra Auto, Mahindra Tractors, Bajaj, and Maruti, both direct and indirect, constitute ~50% to 55%
of the company's India business, totaling INR 55000 Mn.

*The delay in order ramp-up affects the company's growth trajectory, but it targets 1012 customers
including Ashok Leyland, Tata Motors, John Deere, Hyundai, Kia, Royal Enfield, and export customers like
Turk Tractors and Stellantis for long-term growth, aiming for an additional 5% to 10%.

eManaging both growth and cyclicality risks is crucial in the industry, with a focus on handling margins
akin to portfolio management, as growth, investments, and margins are interconnected in the business
strategy.

eMaintaining an EBITDA of at least 15% is considered, with variations possible based on technology.
However, the ROI requirement of 20% remains consistent across all operations.

eIn both India and Europe, the demand for crankshafts remains strong, with India's market of 3.8 to 4 mn
vehicles and Europe's market of 17 mn vehicles, where 85% currently require crankshafts and a projected
50% will still require them by 2030, totalling 8-9 mn.

eDespite potential shifts in technology, such as the rise of alternative fuels, the company's current
production capacity of 2.5 to 3 mn crankshafts positions it well to capitalize on this demand, indicating
promising business prospects in both regions for the next decade.
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Cineline India Ltd

CMP: INR 122 | Market Cap: INR 4,342 Mn| Rating: Not Rated

Key highlights:

e The company started with multiplexes in the Western India while competitors like PVR were present in
Northern India.

e The company exited the Cinema business in 2012 with 130+ screens and returned back to the business in
March 2022 seeing the growth opportunities.

e They anticipate to achieve INR 2,000mn revenue in FY24 with combined EBITDA of more than INR
500mn.

e There has been in the F&B segment while occupancy has not seen growth. Current occupancy is 22%
below pre covid levels.

e The company does not see OTT as a bigger threat as they feel OTT is in competition with social media like
Youtube, Tiktok.

e The management is positive that OTT will not affect the movie industry to a large extent as the cinemas
provide a viewing experience has its own audience. Interest is also coming back from big studios in
making content for cinemas.

e The company currently has 160 screens in total. Out of those 160 screens, 68 are operational. Of the 68
operational screens, 20 are owned by the company, while the remaining screens are leased. Most of the
leased screens operate on a revenue-sharing basis, where the company shares a portion of the revenue
generated from those screens with the lessor. Some of the leased screens have a fixed rental fee.

e The company aims to have 100 operational screens by the end of FY25. Additionally, they plan to secure
a total of 300 screens by the FY26, with more than 125 of those screens being operational.

e Current ATP is at INR 220 while F&B revenue is INR 85/person and is expected to see significant growth.

e The company follows a bottom up approach in property selection. They also look for refurbishment
opportunities of screens in small cities as they require less capex. They also get some new screens partly
financed by developers.

e The capex for screen additions has already begun in August but due to delay the major screen additions
have been pushed to FY25.

e Payback period for a screen is about 5 years and capex per screen is about INR 25 to 30mn.

e EBITDA/screen is about INR 4-5mn with tickets business having 56% margins while F&B has 76% margins.

Hotel business:

* The company has plans to sell the hotel and divest from the Hotel business. They currently also own 8
other properties which they will look to liquidate and eventually use the incoming capital in the
expansion of Cinema business.

¢ The rationale behind the divestment is the hotel business has saturated and the management does not
see very high growth in the business going forward.

e The company expects to close the Hotel deal within the next two quarters. The deal amount was not
disclosed but it is around INR 3000mn.

Future outlook:

¢ The management believes this is a good opportunity and time to expand their cinema business by
increasing screens pan India.

e With no major releases planned in the next year, the company expects FY24-25 to be flat in terms of
revenue and EBITDA but there are possibilities of 5-10% degrowth of the business next year.

e While FY25-26 is expected to be a blockbuster for the entertainment industry and the company
anticipates robust growth. Occupancy is also expected to see exceptional growth from CY2025.

¢ The company mainly focuses on ROCE expansion and providing affordable pricing.

¢ The company targets to add 30-36 screens every year which will require about INR 600- B‘)O(f( nn IY\%;;\rly
capex.

Arihant Capital Markets Ltd 31




_ Bharat Connect Conference Rising Stars 2024

City Union Bank Ltd. Management Meet KTAs
CMP: INR 135 | Market Cap: INR 1,03,398 Mn | TP: INR 172 | Rating: Buy

Opinion: We maintain our long term positive outlook on the company. We maintain our BUY rating on the
stock with a target price of INR 172, valuing the bank at P/ad]. BV of 1.2x FY26E ABV.

Guidance:

*The Management maintains NIM guidance of 3.6-3.7%.

*The Bank is expecting to end the year with advances close to INR 460 bn, and aims to achieve 16-17%
loan book growth next year FY25.

*The Management is expecting the recoveries to go past the fresh slippages for the Q4FY24, that is
negative slippages for Q4FY24.

*The Management expects to increase the Credit/Deposit ratio at around 86% from the current levels of
82-83%.

Key Highlights:

¢City Union Bank posted a business of INR 970 bn as of Dec 2023, with a Deposits book of INR 530 bn and
Advances of INR 440 bn.

*The Bank has implemented the BCG (Boston Consulting Group) plan for extending loan product offering
to less than INR 50 mn of loan ticket sizes. The Bank had got the coding for the software from Newgen
Technologies, and are from 2nd week of February is doing digital processing of all MSME loan papers
digitally. This has comforted the RMs who can now focus more towards generating more business than
doing the Paperwork.

*The Management says they are not seeing any pressure on margins except for the fact that they have not
changed interest rates for the last 6-7 months, and hence, have 20-30 bn of excess funds with them.

eFor the Gold Loan Portfolio, the Bank maintains a LTV of 67%, and has mechanisms which cause a trigger
whenever the LTV crosses 73% for any borrower. Hence, the borrower is then asked to make repayments
in order to maintain LTV below 72-71%, and at 75% of LTV, the account is marked NPA. The management
intends to keep the mix of Gold Loans to the Overall Portfolio at a maximum of 23-24% of the total AUM.
*The Average Ticket Size in MSME lending has increased to INR 4.5 mn compared to INR 3.5 mn a couple
of years back.

*On the MSME clients side, the Management acknowledged that the MSME players are utilizing 72-73% of
their limits, compared to Pre-Covid era when they used to utilize 80-82% of their overall limits. The
Management attributes MSME players awaiting for the right time for Capex, and that is not happening
currently in the Macro market.

*The Portfolio mix has EBLR linked loans at 58%, 30% is MCLR and remaining 5-7% is fixed rate loans and
5% as NPAs.

*The Bank is finalizing the KCC product, and may start that from the month of April or May 2024.
eRegarding the succession planning, the Management informed that the new MD will have to be joining
from 1st May 2026.
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Confidence Petroleum India Ltd
CMP: INR 84 | Market Cap: INR 25,895 Mn |Rating: Not Rated

Key Highlights

The company has key 4 divisions which comprises of auto LPG & CNG segments. It is confident of
delivering healthy growth in both auto LPG & CNG segment.

In the LPG division, the company aims to increase its market share in packed LPG from the current
12,000 metric tons per month to 25,000 metric tons per month. It also plans to add 250 more auto
LPG stations to the existing 254 stations.

The company is venturing into the composite cylinder manufacturing segment, primarily focusing on
Type 4 cylinders for CNG and hydrogen applications. A new plant is coming up in Nagpur for the same.
Confidence Petroleum has plans to expand its CNG retailing business beyond the initial agreement
with GAIL, targeting to set up around 200 CNG stations in the next 3-4 years.

Out of INR 2,500 Mn which the company raised, INR 750 Mn will be invested in Auto LPG, INR 750 Mn
in Packed LPG and another INR 750 Mn in CNG retailing.

The funds raised will be used for working capital requirement and capex.

The company is facing challenges due to recent LPG price cuts/discounts announced by the
government, which has impacted volumes and margins, especially in the packed LPG segment.

The company caters to renowned clients like I0CL, HPCL, BPCL etc. for their cylinder requirements.
Other clients include Tata, Kirloskar, Bajaj, Volvo, Haldirams etc.

The company has Go Gas as brand for retail commercial gas segment and has appointed Ajay Devgan
as brand ambassador.

The company has recently entered into a joint venture with BW VLGC Pte, a Norwegian company, for
setting up LPG terminals in India, with the first one planned at JNPT (Jawaharlal Nehru Port Trust) in a
JV with Ganesh Benzoplast.

The promoters have not sold any stake. The recent 8.5% preferential allotment was made to BW
VLGC Pte. as a strategic partner.

The company currently has around 65 LPG bottling plants, used for in-house bottling as well as
storage for auto LPG stations. It plans to increase this to 100 bottling plants.

The company currently uses around 80% of its bottling plant capacity for in-house purposes, while
20% is used for job-work for PSU.

For the CNG stations, the company will get a fixed margin of INR 11.25 per kg from GAIL Gas, with
major expenses being lease rent and transportation costs.
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Creative Newtech Ltd | Management Meet KTAs
CMP INR 713 | Market Cap INR 10,432 Mn| View: Positive

Guidance

e Over the next two years, the company anticipates revenue growth to reach between Rs. 22000 to 24000
mn, with brand licensing contributing around 30% to total revenue.

e Company aims to achieve 34% to 40% absolute profit growth annually and improving working capital
efficiency by 10% to 15% each year, targeting an inventory turnover of eight cycles and the focus is on
becoming cash flow positive in the coming years.

Key Highlights

e The company aims to become a diversified conglomerate with a balanced portfolio of brand licensing
agreements and distribution business, targeting a 50-50 split.

e The company has faced negative operating cash flow for some time, partly due to timing issues with
debtor realizations.

¢ Efforts are underway to minimize inventory risk and reduce debtor balances to enhance operational
efficiencies and ensure a positive cash flow position in the future.

* Risks associated with the expansion plan include the need for skilled manpower, potential product recalls,
and navigating diverse market segments within brand licensing agreements. These challenges may impact
the timeline for achieving revenue targets.

e The company plans to target three to four licensing brands or their own brands within the next six to
seven years, aiming to limit the number of niche brands to between five and seven.

e Company sold off the C-kart business for around INR 100mn in February, as it was a cash-intensive
business model not aligned with the shareholders' preferences for profitability metrics.

¢ The company targets revenue growth primarily through the Honeywell licensing business, expecting gross
margins of 40% to 45%.

¢ They plan to limit new brand acquisitions for distribution and are considering venturing into personal
healthcare or loT-related brand licensing in future with ASP upward of 5000INR.

¢ The company is capitalizing on government initiatives like Make in India by partnering with brands like
HCL for PC assembly line distribution, targeting government agencies and enterprises through the e-
marketplace.

e Cyberpower was chosen for its expertise and involvement in the gaming PC business. And has a gross
margin of 20-25%.

¢ The company plans to expand operations to all 38 countries for Honeywell within the next two years,
focusing on countries with higher population and per capita income.

¢ Royalty payments to brands vary, with a minimum guarantee or a percentage of sales, whichever is
higher. For Honeywell, it's a minimum guarantee or 3% of sales, whichever is higher.
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D B Corp Ltd — Bharat Connect Conference KTAs
CMP: INR 263 | Market Cap: INR 47,729 Mn | View: Neutral

Key Highlights:

* The D B Corp LTD. is in the business of print media, radio broadcasting, mobile interactive services,
etc., and currently, it is present in 12 states with 30 radio stations.

* The company’s Print business top line has been growing in double digits for the last two years.

* The company’s newsprint segment accounts for nearly 45% of operating costs and this cost has come
down from its high level of almost $950 to around $500.

* The company’s 30% of the newsprint is imported and 70% of the newsprint is for domestic
consumption. Newsprint contracts are typically for 3 to 6 month durations with more frequent
renewals for domestic suppliers.

* The company’s 90% revenue and 95% of the bottom line of the entire group are coming from the
print business. In the print business segment, 70% of revenue comes from advertising which covers
both hyperlocal and national corporates.

* Major advertising categories contributing to the company’s business are education, real estate,
automobiles, health, jewellery, FMCG, BFSI, and consumer durables.

* The company has seen good traction on digital app with 14-15 Mn monthly active users and has
started earning subscription revenue of around INR 25 Mn per month from its e-paper and metered
paywall on the app.

* Around 25-30% of the app's traffic comes from international markets like the US, Canada, Australia,
and the Middle East, indicating a demand from the NRI population.

* The company aims to boost digital subscription revenues further by providing a clean, ad-free
content experience on their apps.

* The management is looking for opportunities for further circulation and market share gains in
markets like Gujarat, Rajasthan, and Bihar.

* The company believes that as GDP growth exceeds 7.5%, media ads-spend will to grow at a faster
rate, around 1.3-1.4 times GDP growth rate.

Outlook: The company expressed optimism about India's strong economic growth prospects over the
next five years. The reduction in newsprint costs is expected to help margin expansion in the near term.
The company is more focused on building dominance from its current market leadership by increasing
circulation superiority over competitors.
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DC Infotech and Communication Ltd

CMP: INR 185 | Mcap: INR 2,425 Mn|View: Neutral
Key Highlights:

° They have exclusive sales contracts for Netgear across north and east India

° They are Samsung premium partners and are exclusive to the LED business in the north, west, and south of
India. For Samsung they make 2 product lines, a large format display, and active LEDexclusive across these
geographies

° The revenue mix is 50% networking and 25-25 UC patches and security patches. Going forward, the last 2

are focus areas with security patches being the most preferred one, tending to 30% over 2-3 years. Security

patches will be growing fastest over the next 3-4 years.

Virtual networks are a large domain with higher values and volumes.

Networking is more of a distribution business with a 5-6% gross margin.

Security has 2-digit GMs

They have no direct peers in the market

Dilution was done in January with a preferential allotment of 10 lakh shares for WC needs amounting to INR

54mn.

° Distribution network: they have 15-1600 dealers across India registered, and Service 1000 daily. Further
penetration in the south and east needs to be done.

° There is no plan to add further debt

° The top 10 clients are different in each domain, with distribution comprising Crompton and Godre;j,
pharmalupin and Cipla, banking IDBI, Kotak, YES, and Edelweiss, and mediaViacom and Sony.

° They are not a manufacturer, but source products from brands and are more into solutions for hardware
and software support

° Woc inventory is 45-60 days, with imported products having a higher cycle of 90 days

° Receivable and payment cycles range from 60-90 days

° GM is overall 8%, with distribution and networking at 5-6%, communication at 8-9%, and security patch at 2
digits
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Dev Information Technology Ltd

CMP INR 101 | Market Cap INR 2,347 Mn | View: Positive

Key Highlights:

eRevenue, INR 1310 Mn in FY23, served 30+ industry verticals with 1000+ employees. Development centers
in Jaipur, Chandigarh, and Canada; serving 300+ clients worldwide.

eLow Attrition: Emphasis on employee and customer retention through collaboration and respect.
eOperations expanded to Canada with acquisitions and establishment of support centers.

eFive units focus on cloud services, digital transformation, managed IT solutions, enterprise solutions, and
application development.

eStrategic Partnerships with Microsoft, AWS, and other industry leaders for service excellence.

eDev’x Ventures: Dev IT manages a co-working space and startup accelerator, aiming to nurture innovative
startups, increase revenue, export business, and profitability by 2026, with IPO plans. Dev'x valuation is INR
2200 Mn, with Dev IT holding a controlling stake of 33-34%, possibly leading to an IPO next year.

eLilycoy's gradual acquisition strategy aims to establish an loT ecosystem in North America, leveraging
Devit's IT solutions delivery, with ongoing outsourcing and expansion into loT and blockchain facilitated by
acquisitions like Mindeft, enhancing its capabilities and revenue potential.

*Client relations are managed by top management, with specific attention to government business handled
by co-founder Pranav and overseas relations by key personnel.

eCompetitors include various firms in e-governance and IT services, with a notable presence in government
projects in Gujarat and Rajasthan.

e Annuity-based business models, such as selling Microsoft licenses to government organizations, contribute
to steady revenue streams.

eDev IT aims to increase its market share as a leading enterprise solution partner in both government and
domestic sectors, particularly in regions like Gujarat and Rajasthan.

Outlook: Dev IT aims for strong revenue growth and margin improvement through service diversification,
market expansion, and profitability optimization, with a focus on increasing export and newer technology
services, targeting a global revenue share of 40-50% by FY26 and expanding presence in North America.
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Dharmaj Crop Guard Ltd
CMP INR 224 | Market Cap INR 7,892 Mn| View: Positive

Key highlights:

eCompany’s revenue has been growing at 40% CAGR and PAT at 60% CAGR and expect to maintain same
growth going forward.

*9MFY24 have been good for the business despite industry headwinds. The management believes the
reason behind this is excellent inventory management. They are proactive in demand generation and
marketing products.

eRecently commissioned a MPP in Sayakha for technicals where they are producing synthetic pyrethroid
and some other molecules. This plant is set for backward integration and will cater to direct technicals
export sales. Capex of INR 2500mn has been incurred till now.

eCapacity of Sayakha plant will be 8000 Tonnes out of which 25% will be used for captive consumption. The
company expects to reach breakeven next year and expect INR 1500mn revenue from here. Overall
expected revenue from this plant is about INR 6500-7000mn. They already have soft commitments from
buyers.

©20-25% growth is expected in formulations business.

eCompany follows cluster approach in setting up business and takes about 2 years for proper
establishment.

*They do not have much presence in South thus they have started with groundwork for establishing
business in the region.

*They have about 600 customers in B2B formulations business and mainly focus on small players.

eCapacity utilisation for formulations is about 50-60%.

*B2B does not affect B2C business as there is no objection from clients the company caters to.

*The business does not have any dependency or threat from Chinese players.

ePlan to increase export revenue with Sayakha plant with EU, Brazil, USA and Australia as target markets.
*The industry has been stable for the last 3 months. The management believes the industry is going to into
backward integration to reduce costs.

*Once the Sayakha plant becomes fully operational, the business is expected to see gradual improvement
in margins.

eTarget to achieve INR 9000mn to 10000mn revenue in FY25.

eCurrent debt is about INR 870mn; will be utilised in Sayakha. Plan to be debt free in the next 2 years.
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Digikore Studios Ltd

CMP: INR 537 | Mcap: INR 3,370 Mn | View: Neutral

Outlook: Sunrise industry in India, lots of opportunities locally available. However, with so much
competition, we will have to wait for both the Content Team’s contribution to revenue as well as the
appreciation of Intangible Property’s Asset Value which can yield them good margin returns over the
years is what is required for the company at this stage.

Guidance:

*The Management expects to achieve revenue of INR 520-540 mn for FY24, and INR 1,000mn for FY25.
KTAs:

eDigikore Studios has successfully delivered over 200 movies and serials over the last 7 years.

*The management is expecting plethora of new Projects from the month of July onwards on Jio Cinema
Platform and newly acquired Hotstar (Walt Disney’s India business). For this reason, they are coming out
with several Productions for the Jio Cinema platform.

eThe Company has signed contracts with big clients with their recently started Content Team of Digikore.
eHence, the company doesn’t do any filming until they have a sponsor for any Project.

eRegarding their Business with Jio Cinema: The Company receives ownership rights for the first 3 months
for any new Project for an agreed upon price/rate. Then after 3 months, they can earn as much from all
different kinds of online and digital content.

*On the OTT Platforms, for 1 episode, the company gets INR 2.0 mn each from 3 different brands, i.e., INR
6 mn, of which the company receives INR 5.2-5.3 mn.

eThe Company owns all rights from all Content productions.

oTill now, the Company has spent INR 90-100 mn towards Content Team development, and it will be
launched in April 2024.

*The Global VFX Industry’s Total Addressable Markets is USD 9.5 bn, of which India is somewhere in the
lower single digits by market share. The basic reason for this is the smaller budget in Indian media
Projects. For example: Average Budget of Indian Serials is INR 3-4 mn while average budget of American
serial is USD 4 mn.

eThe Company has also developed Virtual Production sets with LED screens for backgrounds for Virtual
Productions.

*The Management says that the recent protests by screenwriters in Hollywood has led to some delay in
Projects, and that there is massive number of Projects in the Pipeline for the company coming from the
months of July & August this year.
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Dodla Dairy Ltd
CMP: 803 | Market Cap: INR 49,400 Mn| TP: INR 1398 | Rating: Buy

Key highlights

* Dodla Dairy is moving towards having more direct procurement from farmers by eliminating
middlemen, which helps reduce costs and improve transparency.

* The company is transitioning from being a net buyer of commodities to a net seller, aiming to balance
its milk requirements through fresh milk procurement and sell any surplus as consumer ghee or
powder.

* The company is focusing on building its brand and marketing efforts, spending more on advertising
and revamping its systems to strengthen its front-end operations.

* The company is pursuing growth strategy through acquisitions and greenfield expansions, such as
setting up a new 5 lakh litre per day plant in Maharashtra with a capex of around INR 2,000 Mn over
2-2.5 years.

* The company aims to increase its value-added product portfolio, with plans to grow segments like ice
cream, ghee, and paneer, though liquid milk will remain the largest contributor.

* The company is investing in automation and technology across its procurement, processing, and
distribution operations to improve quality, efficiency, and profitability.

* The company expects revenue growth of around 15% and high single-digit to double-digit margins
over the next few years, with a focus on balancing profitability and volume growth.

* Dodla Dairy aims to increase its inventory holding from the earlier 15-20 days to 20-25 days on
average to support its brand building and sales growth plans.

* The company expects value-added products mix to improve by around 1-2% per year over the next 3-
5 years.

* For 2-3 years, the company’s focus in Africa will be on ramping up capacity and doubling volumes
between Uganda and Kenya operations before taking further expansion decisions.

Outlook: Dodla Dairy is transforming into a brand-focused dairy player, expanding its front-end
marketing capabilities while leveraging its procurement network across multiple states. Going forward,
the company expects 15% revenue growth and margins in the high single-digit to double-digit range and
expects an inventory holding of around INR 3,000-3,500 Mn worth of milk products.
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Dollar Industries Ltd
CMP: INR 515 | Market Cap: INR 29,158 Mn| TP: INR 700| Rating: Buy

Key Highlights:

®  The industry scenario is improving and moving toward normalcy

®  Volume growth targets 7-8% and 6-7% value growth. Target margins are 11-12% and 12-13% in FY25
and GY26. with 10-10.5% for FY24. Long-term PAT is target at 7%.

° Price hikes in yarn of about 15-20 rupees were passed on. Planned a price hike of 5-6% this year.

Total exports are 6% of sales, and they have appointed new agents in the Gulf and Myanmar.

° When cotton prices increase, distributors purchase more, and thus subsequent increases can be
passed on to maintain margins, currently 60-70% of inventory is at lower prices. Cotton prices have
bottomed out now.

° Force nxt grew 30% YoY, and dollar rainwear is targeted to become an INR 1000mncategory in 3
years.

®  Currently, there is only WC debt and the company wants to become debt-free by FY272600mn

° Industry inventory level is 90-95 days which is their target by FY27. They plan to reduce theirs
through further optimization.

° Receivable days are 106 which are targeted to 60-62.

° Capex of the spinning project (which will be completed by April 24) was INR 700mnthis year and will
be the same next year post which it will stop.

® Q4 will see better winterwear sales.

®  Cottonis currently at INR 62k per candy.

®  Currently, there are 18 EBOs targeted to 125 by FY26. The presence is currently in tier 2/ 3 cities,
post which it will move to tiers 1 and 2.

° Project Lakshya’s expansion in MP and Jharkhand is underway.
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Eco Recycling Ltd.
CMP: INR 513| Mcap: INR 10,880 Mn| View: Neutral

Key Highlights:

eCompany’s current capacity for the first plant is 7200 metric tons. However, a new facility has been
installed and will be operational from April 17th of the coming month, having capacity of 18,000 metric
tons.

*So overall, the company's recycling capacity will increase to 25,200 metric tons.

eCompany have established a small unit for lithium-ion batteries with a total capacity of 6000 metric tons.

*Whatever items company receive under e-waste, many of them consist of the batteries.

eCompany process it in house and convert into black mass and give it to the final refineries so that the
battery transportation and all of that can be avoided and can realize a better value out of this.

eCompany’s primary focus lies within the IT and telecommunication division, prioritizing value over
volume where company offer three key services data destruction, refurbishment, and recycling.

*As a completely debt-free company, it is not focused on building the top line solely for the sake of
working capital. Company’s focus is on ensuring higher income leads.

*The company anticipates a top-line growth of 25% CAGR on a quarter-to-quarter basis.

*The company is expanding its capacity as it foresees a pressure from the government on the producer
and expects demand to increase rapidly.

eCompany expects full 25,200 metric tons to be fully utilized by FY26. If things go well, company plans to
establish another facility with a capacity of 25,000 metric tons.
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Equitas Small Finance Bank Ltd
CMP: INR 93| Market Cap: INR 1,06,112 Mn | TP: INR 125 |Rating: Accumulate

Opinion: The banks is maintaining robust AUM growth with marginal impact on NIMs compared to other
Peers despite rising Cost of Funds. We maintain our rating of Accumulate on the stock with a target price of
INR 125, based on 1.7x P/ABV to its FY26E.

Guidance

eThe Management expects the NIMs to normalize at 8.25% given no change in Repo Rates by RBI.
*Management maintains growth guidance of 25% for Asset Portfolio growth.

eFor the different segments, the Management gave the following growth guidance: Micro Finance Portfolio
to grow lower than bank average AUM growth, i.e., below 18-19% growth. Affordable Housing to maintain
rapid growth at 25% YoY growth. Small Finance Bank lending to grow at bank average growth rate, and
finally Vehicle Finance business to grow faster than the overall bank’s AUM average growth, i.e. higher than
20%.

KTAs

*The Bank is not expanding their branch presence anymore and leveraging their existing branch presence
for business growth.

*Between 82-83% of the bank’s Portfolio is fixed rate loans. So, despite rising interest rate scenario, they
have designed their products well to maintain yields.

*The Management says that the normalized Credit Cost levels in the Microfinance industry has gone up
from 1% earlier to 2-2.5% levels now accepted average Credit Cost in the Microfinance industry.

*The Microfinance industry has become large itself over the years with INR 3.5 lakh Cr of Credit currently,
with still incremental demand at slightly increased Credit Costs.

*The Bank has intentionally kept savings account interest rates lower bringing down CASA from 50% levels
to 35% levels.

eManagement is taking bulk deposits, FDs & TDs between 2-3 years as they provide stability to their
liability life and maintaining current levels.

eThe Bank intends to maintain their loans to NBFCs ar 3-4% of their AUM as the bank has long term
relations with several clients.

*The Management is committed to achieve better & stable RoAs and RoEs for the bank.

eQOverall yield for the bank has gone up by 60 bps while the increwmental yield has gone up by 120 bps for
the bank.

*The Management expects a interest rate cut by RBI only as later as H2FY25.

*The Management intends to bring down the Loan / Deposit ratio below 85% in the future.
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ESAF SFB Ltd
CMP: INR 54 | Mcap: INR 29,497 Mn | View: Positive

Outlook: The MicroFinance Industry has been seeing continuous growth over the last 2 years at growth
rates above 30% YoY for the Microfinance credit. However, witnessing the stress emerged in the parts of
Kerala, Tamil Nadu and Madhya Pradesh, we remain cautious in the MFI players operating in the highly
concentrated and penetrated Southern Indian states.

Guidance:

*The Management expects to bring down the credit costs to come down to 1.5% levels in the future just
like the Pre Covid times.

*The Management intends to achieve RoA levels of 2% for FY25.

KTAs:

*The Small Finance Bank is present in 23 states across India, and almost 40% of branch outlets in Kerala.
They have 731 banking outlets with more than 600 ATMs network.

*The Micro Finance book is 72% as of Dec 2023, which the Management intends to bring down to 60%
over the next couple of years.

*The Management acknowledges that they are seeing some challenges in Central Kerala and Tamil Nadu,
and parts of Madhya Pradesh, which has caused the NPA levels to rise for the bank.

*The Management denies any Seasonality factor for the H2 NPAs and growth seen faster in the Small
Finance Bank, expressing relief that the bank is gradually lowering its NPA levels in the Q3 and Q4
quarters.

eThe Bank’s branches are spread 59% in Semi-urban, 19% Urban, 11% rural and 11% Metropolitan
regions. The Management confirmed their efforts to reduce their concentration in Kerala, and reduce it
further over the next several years.

*The Management attributes the removal of cap on Interest Rates in the states of Kerala and Tamil Nadu
making them look very attractive to lenders. This has led to far more number of lenders offering loans in
these states, and led to increased lending among masses.

*The Bank is not increasing their interest rates despite the increase in their Cost of Borrowings.

*The Bank is focusing now to expand their presence in the states of Gujarat and Rajasthan.

*The bank has already spent significant amount on hiring manpower for aggressive expansion in the
Affordable housing segment next year.

*The Management says that in the Microfinance business, they adhere to the Joing Liability Group Model.
The practice includes people/families in the same groups are offered loans as per their credit history as
well as income abilities, and with no difference to borrowers who are classified outside the Microfinance
eligible conditions.
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Foods & Inns Ltd
CMP: INR 130 | Market Cap: INR 7,964 Mn | View: Positive

Key Highlights

* Major clients are multinational companies like Coca-Cola, PepsiCo, Nestle, Dabur, and Unilever, with
75-80% of sales coming from exports.

* Foods and Inns Ltd. is a recipient of the government's Production-Linked Incentive (PLI) scheme and
has committed a capex of INR 1,470 Mn over the next six years.

* A joint venture has been established to produce pectin from fruit waste, with a particular emphasis
on expanding into the frozen foods and ready-to-eat/cook segments.The company has diversified into
frozen foods (samosas, parathas, vegan products like zucchini noodles), spice brand (Kusum), and

packaging solutions (Tetra ReCart ready-to-eat, semi-cooked vegetables, curries, soups).

* Revenue target is to reach around INR 18,000 Mn in the next few years. For FY25, the order book is
yet to be built, which happens in the May-June period.

* The company is aiming for 20% ROCE over the next couple of years.
* The Mango pulp business targeted to grow at least 15% in volume terms YoY.

* In pectin business, the company is expecting around INR 100-150 Mn revenue in the first full year of
operations FY25.

* The company plans to take the Kusum spice brand to INR 1,000 Mn revenue in the next 3-4 years
from current levels of around INR 200 -220 Mn.

* The management expects the tomato pulping business to grow, driven by import substitution and
domestic demand from major brands entering the beverage market.
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Gateway Distriparks
CMP: INR 100 | Market Cap: INR 49,970 Mn| View: Positve

Key Highlights:

e  The last 3-4 months have been challenging for international logistics and international shipping on
account of the Red Sea crisis. The business was impacted to some extentinbound and outbound
business from the Red Sea area, Mediterranean Europe, and North America. That is impacting
business in the immediate term.

®  Due to the Red Sea crisis, there is some drop in imports at Mundra, which has impacted volumes
of some terminals which are dependent largely on waste, paper, and scrap. The flagship terminal
at Garhi Harsaru is still clocking double-digit growth because it is not largely dependent on these
commodities.

®  There are lots of imports coming from China and the Far East. There is some impact on Ludhiana
and Kashipur volumes due to sluggishness which has come in due to the Red Sea crisis.

e  Exports are showing a decent growth of 5-6%. But if this import crisis continues then there might
be some drop in export bookings also.

®  They can run trains properly. One development was at the Kashipur terminal which led to an
uptick on the export side.

e The market share held is 16% to 17% in NCR, 28% in Uttarakhand, and 22% in Ludhiana

e  Visakhapatnam is a much smaller market (Sub 1 million TEU). There are about ten CFCs and we
have close to between 15 and 20% market share overall.

e  QOver the last two months now there have been no container vessels at Krishnapatnam and that
business has come to a virtual stop. The volume has already dwindled over the past couple of FYs.
It has now come down to zero since February of this year.

e  For the last two months, while Kochi has been a joint venture, It is a steady market wherein they
maintain their leadership position with a fairly small facility. On the inbound leg, they have %
market share, with a decent outbound market share.
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Goodluck India Ltd

CMP: INR 875 | Market cap: INR 30,052 Mn| View: Positive

Revenue

The company is focused on becoming a S1bn company.

Capex

The capex of INR 2bn in the automobile division is expected to be complete in Q1FY25. Post capex, the
revenue is expected around INR 12.5bn to INR 13.5bn.

The maintenance capex is expected around INR 300mn to INR 400mn per annum going forward.
Automobile tubes

Automobile tube revenue stood at INR 7.5bn in FY23 and is expected to reach INR 9bn in FY24E. post
capex, revenue is expected to reach INR 12.5bn to INR 13.5bn going forward.

Around 40,000 tonnes are autotubes out of 80,000 capacity in FY23. The incremental capacity of 50,000 is
mostly in auto tubes.

Automobile tubes give the best RoCE.

Value added products

Out of 1,94,000 tonnes capacity, 25,000-30,000 tonnes capacity are value-added and expected to reach
50,000 tonnes going forward. The EBITDA margins are expected minimum of 10%.

Order book

The order book stood is more than INR 10bn and executable over the next 2 years.

Market share

The pipes market share is estimated at around 2%-5%.

Segmental growth

Segmental growth is expected around 12%-15% YoY going forward.

Exports

Around 40% of products are exported.

Working capital

Around 15% of sales are deployed as working capital.

The working capital days are around 4-5 months.

Debt

The debt stood around INR 6.5bn.

Other highlights

The market is stabilizing in forging business. The company is focused on critical materials such as Nickel,
Titanium, etc.

The orders have a price clause and a quarter price lag impact.

LT got orders for Bullet train projects. Goodluck Industries is supplying to LT.
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GTPL Hathway Limited
CMP: INR 167 | Market Cap: INR 19,591 Mn |View: Neutral

Key highlights

eHathway acquired 50% of the business in 2007 for INR 2000mn.

*The business is net debt free since FY23.

eCurrently, they are providing broadband services in 10 states and Cable services in 23 states of India.
*The management believes there is a big opportunity for cable market as there are still lot of households
in the country who do not have cable services.

eIndia has the lowest penetration of broadband services thus the opportunity for growth is huge.

eCable business — 5% is B2C while majority (95%) comes from B2B supply.

*The business expects to maintain 25-26% EBITDA margins in cables business.

eAbout 88% of the broadband services revenue comes from Gujarat.

eBroadband services generate 35-40% margins.

*They currently have about 1mn subscribers for broadband services.

*The company is planning to launch a new bundle service which will include OTT, Cable and Broadband
services. The service is expected to launch in Q1FY25. Pricing will be the main factor.

*Revenue is expected to increase by 10-12% in FY24.

*The company used to do about INR 4000mn yearly capex but this will increase to INR 4250-4500mn
going forward. Capex for maintenance will increase to 50% (earlier 25%) and growth capex will be 50%.
*The main focus of the company is retention of customers. They intend to provide better and new
services at better prices to existing clients to retain them. Customer retention and acquisition policies
will be aggressive from hereon.

*The business expects to add 750k to 1mn subscribers to broadband services and about 150k subscribers
to Cable services on yearly basis.

*ARPU has increased after NTO implementation from INR 80-85 to INR 125-126.

*Plans for M&A of small unorganised players.

*Free streaming of IPL will the cable business but still the company is optimistic that the coming two

quarters will be good with IPL and World Cup scheduled.
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Hariom Pipe Industries Ltd

CMP: INR 453 | Mcap: INR 14,052 Mn| TP: INR 866|Rating: Buy

Revenue: The company revenue is crossed INR 11bn in FY24E.

The revenue is expected around INR 25bn in FY26E.

Debt: Long term debt is expected to be zero by FY27E.

Dealers: The company has 650+ dealers and 1500+ sales points.

Around 40% of sales are coming from dealers. The company is doing channel finance to dealers.
The company is expanding into Gujarat, Maharashtra and Rajasthan.

The deliveries will be completed with 24 hours.

GP Pipes sales

GP pipes sales stood 1,79,179MT till Feb-24. Gl pipes sales are expected from Q1FY25E onwards
Production capacity and volumes

Out of 7 lakh MT capacity; 4,37,000MT is net production capacity.

In FY26E, the volumes will be raised from 2 lakh MT to 4 lakh MT.

Tandem mills

Tandem mills will reduce the thickness of 60%-70% of the coil at the single stage.
EBITDA/tonne

Scaffolding EBITDA/tonne is around INR 12,000; GP pipes EBITDA/tonne is around INR 8,000 and MS pipes
EBITDA/tonne is around INR 7,500.

Working capital days

Working capital days are expected around 60 days going forward.

The receivables days is around 46 days as of 9MFY24.

Inventory

RM and finished goods inventory reduction is expected from FY25E onwards.
Other highlights

The company is focused on operating around 100% capacity utilization.

The company is focused on backward and forward integration.

The integrated production of VAP will improve the margins.
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HFCL Ltd
CMP: INR 92 | Market cap: INR 1,39,057 Mn| TP: INR 107 | Rating: Hold

Revenue

Revenue is expected to be INR 100bn by FY27E.

Margins

The current is around 14%-16% and further margin improvement is expected 3%-4% from current levels
due to capacity expansion and cost optimization.

Order book

The order book stood at INR 76bn. The order pipeline is around INR 40bn.

Capex

The capex is expected around INR8-9bn over the next 1.5 years.

Optical fibre capacity is expected to increase from 12mn fkm to 33.9mn fkm and Optical Fibre Cable
capacity is expected to increase from 25mn fkm to 35mn fkm going forward.

The company is setting up a 3.5mn fkm capacity in Poland which will serve to international markets.

The first phase is expected to be complete in Dec-24 and the remaining will be complete in 1.5 years.
Incremental revenue

The OF capex is around INR 4.7bn

OFC's capex is around INR 2.5bn will lead to incremental revenue of INR 10bn.

Defense capex is around INR 1bn will lead to incremental revenue of INR 15-20bn.

Telecom capex is around INR 500mn will lead to incremental revenue of INR 15-20bn

Post capex, incremental revenue is expected around INR 35bn to INR 40bn going forward.

Debt

The debt is expected to be INR 4bn to INR 4.5bn.

Products

Products revenue is expected to reach INR 10bn in FY25E.

Products and EPC mix is expected to be 70:30 going forward.

OF and OFC prices

OF prices have come down from INR 350/fkm to INR 270/fkm and OFC prices have come down from INR
1,000 to INR 900-950/fkm.

Incentives

Out of INR 6.5bn incentives, the company can able to claim around INR 3.5bn to INR 4bn over the next 3
years.

BharatNet

The BharatNet 3 project is estimated around INR 1,400bn. Around INR 400bn to INR 500bn for capex and
remaining for Opex which will be incurred over 10 years.

Other highlights

Inventory build-up with operator levels which impacted demand.

Overall, revenue is impacted by 15% due to OF/OFC prices in FY24.
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Home First Finance Company India Ltd
CMP INR: 898 | Market Cap: INR 81,895 Mn| Rating: Hold | TP: INR 1,073

Outlook: HFFC has witnessed robust growth in revenue and net profit driven by increase in disbursements.
We expect AUM to grow by 30% for FY24 and FY25. Hence, we maintain our Target Price of INR 1,073
based on 5.2x FY26E ABV.

Guidance:

¢ The management maintains a guidance of 30% YoY growth of their loan book for the Medium to Long
Term.

e The Management explained that the bounce rates have increased from 10% in 2019 to 15% currently.
However, they say that this is due to the fact that Customers are nowadays paying all their dues through
mostly Online modes like UPIs, wallets, etc.

* The management guides NIMs to be around 6% with +/10-20 bps fluctuations in the coming quarters.

¢ Credit Costs already have come down to 30-50 bps, which is already at Pre-Covid levels.

¢ The management is expecting the Cost of borrowings to come down from the Q1FY25.

KTAs:

e The NBFC proposes 65 new branches in the next couple of years.

¢ Once touchpoint reaches 400-420mn of AUM, they convert it into a branch for the future.

¢ Average ticket Size of 10-12 lakhs.

e Next 3 years, not looking to raise any Primary capital by Home First Finance.

¢ Management does not see any potential PE stake sale in the company over the next 4-5 years as most of
them have chrome alone since 2020.

¢ However, beyond that, the company expects the PE investors to sell 8-10% stake per year.

¢ The overall Cost of Borrowings stood at 8.4% at Dec 2023, while excluding the national Housing Board
(NHB) borrowings, the Cost of Borrowings increases to 8.7%. The NHB re-finance is 20% of overall
borrowings.

¢ Home First Finance currently has a leverage of 5x, which is much lower compared to other HFCs since the
risk weightage of mortgage loans is much lesser compared to other lended assets.

e The Underwriters pay depends upon the Asset Quality of the book they have generated, Credit
underwriting as well as the repayments received by the NBFC.
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Indag Rubber Ltd
CMP: INR 136| Market Cap: INR 3,728 Mn|View: Neutral

Opinion: We believe the Retreading business will remain fragmented in the near to medium term as it
doesn’t incentivises the larger tyre industry. However, the gradual growth of the Industry remains intact
with faster Radialization.

Key Highlights:

eThe Management provided a brief on Retreading, which is the business of the company, along with few
business highlights.

eRetreading is a universal concept and is in mass usage across several industries including Passenger
Transport Authorities. It is simply the application of retreaded rubber over the worn off plain tyre
surfaces, increasing their longevity by 70-80% of actual new tyres once again.

*The Management emphasis the State Transport Undertakings, Schools, Hospitals, Government Vehicles,
all segments of Governments practice Re-treading as it saves the cost of New tyres costing between INR
22-25,000 per tyre to INR 6,000 per tyre retreaded, i.e, 70% of the cost of New tyres.

*The Management says that the State Governments have been using retreading over more than 40 years
now, and that it also fulfills the Circular Economy concept as Manufacturing of new tyre would require so
much 50+ litres of Qil and the worn off tyres will actually go to a Landfill creating further pollution while
still having usable life.

*The Management says there are several green shoots for the Retreading Industry in India, that will
prosper its growth.

eCurrently, 60% of the Commercial Vehicles in India are radialized, and every year, incremental radial
tyre usage increases the radialization by around 6%. As radial tyres are better designed to withstand
most damage before Retreading, as is seen in advanced economies like USA, Japan, etc, higher
Radialization of tyre industry of CVs would increase Retreading demand.

eThe Company is the only company in the Retreading business spread across the antion with 3,000+
retailers reach, 50+ Sales Team, etc.

¢In the United States and Japan, 80% of the tyres sold at retailers are retreaded compared to two-thirds
or less in India currently. However, the Management acknowledges that after demonetization and GST
rules, the industry is seeing consolidation.

eThere are about 8,000-10,000 retreaders currently in India. They generally have their own pick up vans.
The company has 300 distributors who resell the products to other smaller fragmented market player.
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Indo Count Industries Ltd

CMP: INR 354 | Market Cap: INR 67,853 Mn| Rating: Buy| TP INR 364

Key highlights

Target 2x revenue in 3-4 years with margin expansion to boot. Volume guidance for FY24 is 90-10mn
meters.

The company is Investing in spinning, weaving, dyeing, finishing, distribution

VAP contribution in FY3 19%

Established a state-of-the-art plant for fashion bedding which has churned out well-accepted product
Solar energy plat: capex was done for inv