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Stock Info 
Bloomberg HMN IN 
Equity Shares (m) 454 
M.Cap.(INRb)/(USDb) 238.4 / 3.5 
52-Week Range (INR) 714 / 499 
1, 6, 12 Rel. Per (%) -7/-22/-16
12M Avg Val (INR M) 196 
Free float (%) 27.3 

Financials Snapshot (INR b) 
 Y/E Mar 2018 2019E 2020E 
Net Sales 25.3 29.9 34.5 
EBITDA 7.2 9.0 10.5 
PAT 5.5 6.7 8.1 
EPS (INR) 12.1 14.8 17.8 
Gr. (%) -8.5 22.0 20.1 
BV/Sh (INR) 44.4 51.5 56.3 
RoE (%) 29.2 30.9 33.0 
RoCE (%) 28.2 34.6 39.0 
P/E (x) 43.3 35.5 29.5 
P/BV (x) 11.8 10.2 9.3 

Shareholding pattern (%) 
As On Jun-18 Mar-18 Jun-17 
Promoter 72.7 72.7 72.7 
DII 6.1 5.5 3.5 
FII 12.1 13.1 14.9 
Others 9.1 8.7 8.9 
FII Includes depository receipts 

Transforming itself for the better 
Credible long-term play, available at reasonable valuations 

Key takeaways from Emami’s (HMN) FY18 annual report: 
 HMN is transforming itself to stay ahead of industry with a continuing high

focus on innovation and advertisements. Increased emphasis on data
analytics – an area where it had lagged peers previously – is a welcome
move. ‘Naya Emami’ seems to be the rallying cry.

 The company continues being aggressive on rural expansion. HMN has
doubled its reach to villages with population less than 5000 people to
~25,000 in just one year. This enhances the growth prospects of its largely
underpenetrated category portfolio where it has dominant brands. New
launches (nine in FY18) and sustained high adspend (up 80bp YoY over
already high levels) also boost HMN’s growth prospects.

 Direct reach expansion (0.21m outlets added in about two years; 0.13m in
FY18 alone) is reducing the dependence on wholesale trade. This augurs
well from a longer-term perspective, as wholesale trade is at times
uncertain and susceptible to disruptive events.

The stock has been an underperformer over the past two years, which is not 
surprising, as absolute PAT declined by 4% over this period compared to 18% 
CAGR over the preceding five years. Earnings recovery will also be gradual, as 
HMN is likely to witness the impact of weak summer sales on its talcum powder 
and cooling oils businesses in 1QFY19. Nevertheless, we remain convinced 
about HMN’s strong medium- to long-term revenue and earnings growth 
prospects as ongoing distribution expansion, continued high pace of innovation, 
problem-solving nature of its products, high advertisements, and importantly a 
normalized environment (unlike FY17 and FY18) lead to resumption of strong 
revenue growth both in the core portfolio and new launches. At 29.5x FY20E 
EPS, HMN is inexpensive relative to peers, particularly given its healthy long-
term earnings growth opportunity and mid-30s return ratios. Our target price of 
INR690 implies an upside of 31%. Maintain Buy. 

HMN’s FY18 annual report also revealed commendable efforts 
undertaken to drive growth   
 Naya Emami: In addition to reiterating its strategy to strengthen its core

business and enhance its market reach, HMN, in its FY18 annual report,
highlighted how it is transforming itself to adapt to the changing environment
(implementation of GST, digitalization wave, changing technology, etc.). It is
investing in technology, employing data mining extensively, and firming retail
connect to capitalize on the growth opportunities. HMN is also investing in
advanced analytics to mine data and take informed decisions, mapping
customer journeys, accessing real-time data on market conditions, and using
social media for enhancing consumer engagement.
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 Continued focus on core brands and new launches: HMN derives ~80% of its
sales from categories where it is the market leader. These categories enjoy
success and promise sustainability of longer-term growth, as they are problem-
solving products with low penetration and/or room for distribution expansion.
Along with high investments in advertisement and promotion (A&P), it will focus
on brand extension and cutting-edge packaging technology to increase the
relevance of its products. Investments behind new launches (nine new launches
in FY18) increased 5.5x to INR627m, accounting for 13.4% of overall A&P cost in
FY18. Overall A&P expense increased 6.1% from INR4.43b in FY17 to INR4.7b in
FY18 (up 80bp to 18.6% of sales).

 Ramping-up and improving distribution: With 50% of HMN’s sales coming
through the wholesale channel two years ago, demonetization and GST
significantly impacted growth, as the wholesale channel destocked significantly.
HMN, thus, decided to increase its direct reach, especially in urban towns
through the ‘Project Race’. Notably, even when HMN struggled to grow sales in
the past two years, it continued investing in direct reach as planned, adding
0.21m outlets over the last two years to 0.85m outlets (0.12m outlets added in
FY18 alone). Consequently, the dependence on the wholesale channel reduced
to 38% of domestic revenue. In FY17, HMN also initiated the ‘Project Dhanush.’
With these efforts, it is now present in more than 25,000 villages (doubling the
reach of 12,000 villages in FY17) with population of <5,000.

 Other interesting pointers from the annual report
 In FY18, HMN acquired a strategic stake in the online male grooming startup

Helios Lifestyle (brand ‘The Man Company’) and the professional personal
care company Brillare Science Pvt. Ltd.

 Non-current investments grew 97% in FY18, mainly due to the acquisition of
the aforementioned companies.

 Average inventory days increased to 27 days in FY18 from 24 days in FY17.
Average debtor days increased from 17 days in FY17 to 18 days in FY18,
while absolute trade receivables increased to INR1.6b from INR970m over
the same period. HMN attributed this increase to the growing international
business volumes. Net working capital days increased by 5 days YoY to 14
days in FY18.

Valuation and view 
 It is pertinent to note that before facing the impact from demonetization- and

GST-led disruption, HMN was the strongest performer among domestic
businesses up to 1HFY17. Rural has already recovered and wholesale is gradually
coming back to normalcy. We remain convinced about the strong medium- to
long-term revenue and earnings growth prospects of HMN as ongoing
distribution expansion, continued high pace of innovation, problem-solving
nature of its products, high advertisements, and importantly a normalized
environment (unlike FY17 and FY18) lead to resumption of strong revenue
growth both in the core portfolio and new launches.

 At 29.5x FY20E EPS, HMN is inexpensive relative to peers, particularly given its
healthy long-term earnings growth opportunity and mid-30s return ratios. Our
target price of INR690 implies an upside of 31%. Maintain Buy.

Stock Performance (1-year) 
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‘Naya Emami’ – HMN is transforming 
 In addition to reiterating its strategy to strengthen its core business and

enhance its market reach, HMN, in its FY18 annual report, highlighted how it is
transforming itself to adapt to the changing environment (implementation of
GST, digitalization wave, changing technology, etc.). It is investing in technology,
employing data mining extensively, and firming retail connect to capitalize on
the growth opportunities.

Core brands remain active revenue generators; investments behind new launches 
continue 
 HMN derives ~80% of its sales from categories where it is the market leader.

These categories enjoy success and promise sustainability of longer-term
growth, as they encompass problem-solving products with low penetration
and/or room for distribution expansion. The company has seven power brands,
all of which have clocked sales of at least INR1b. Being a dominant player in its
leading categories, HMN is at the forefront to drive category growth even after
being in the business for many years.

 Along with a strong focus on A&P, HMN will look to emphasize on brand
extensions and cutting-edge packaging technology to increase product
relevance.

 Investments behind new launches (nine new launches in FY18) increased 5.5x to
INR627m, accounting for 13.4% of overall A&P cost in FY18. Overall A&P
expenses increased 6.1% from INR4.43b in FY17 to INR4.7b in FY18 (up 80bp to
18.6% of sales).

 In FY18, HMN also acquired a strategic stake in the online male grooming
startup Helios Lifestyle (brand ‘The Man Company’) and the professional
personal care company Brillare Science Pvt. Ltd.

Exhibit 1: Penetration levels remain low for HMN’s categories 

Source: Company, MOSL 
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We believe that most 
consumer segments 

we are present in are 
underpenetrated, 

offering substantial 
room for growth 

RS Agarwal 

The big message is 
that Emami is 

virtually reinventing 
itself across every 

dimension to 
accelerate its growth 

momentum 

RS Goenka 
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Exhibit 2: New launches in FY18 

Source: Company, MOSL 

Exhibit 3: Adspend trend over the years 

Source: Company, MOSL 

Exhibit 4: Helios Lifestyle – “The Man Company” 

Source: Company, MOSL 

Exhibit 5: Brillare Science Pvt. Ltd. 

Source: Company, MOSL 

Strategy to revive Kesh King 
 Kesh King and Pancharistha encountered a very bad phase in FY18 as they are

highly wholesale dependent products. There seems to be some revival in Kesh
King in 4QFY18 and is expected to better in FY19 led by change in strategy by
Emami. Company has initiated launched focused promotions for both the
wholesale driven brands. They have now strengthened the formulations, set an
attractive pricing and are engaging consumers in a 360 degree marketing
campaign. Along with key portfolio brands Navratna and Boro Plus, company is
taking Kesh King to rural consumers through BTL activities in trade fairs and
festivals. Apart from domestic, it is also rolling out Kesh King in other
geographies like Bangladesh and test-marketed in Nepal and UAE, among
others.

1.4 1.9 2.2 2.3 2.8 2.8 3.9 4.3 4.4 4.7 5.6 6.4 

19.3 19.0 17.6 
15.8 16.4 15.2 
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Advertising and Promotion (INR b) Advertising and Promotion as a % of sales
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Adding new avenues of growth; higher focus on rural 
 HMN had more than 50% of sales coming through the wholesale channel two

years ago. This resulted in a significant impact on growth, first during
demonetization and then pre and post GST implementation, as the wholesale
channel destocked significantly. HMN, thus, decided to increase its direct reach,
especially in urban towns, through the ‘Project Race’.

 Notably, even when HMN struggled to grow (in FY17 and FY18 when reported
sales grew just 5.5% and 1.7%, respectively), it continued investing in sales
infrastructure as planned, adding 0.21m outlets over the last two years (0.12m
outlets in FY18 alone) . Consequently, the dependence on the wholesale channel
reduced to 38% of domestic revenue. The company now has a direct reach of
0.85m outlets, up from 0.73m in FY17, but still well below that of peers and also
weak in terms of proportion of total outlets.

 HMN also initiated the ‘Project Dhanush’ to enhance its rural direct reach
(towns with population of below 5,000) via van operations. At end-FY18, it
expanded the direct rural reach further by introducing ~250 vans to ply across
>3,000 routes. With these efforts, it is now present in more than 25,000 villages
(doubling the reach of 12,000 villages in FY17) with population of <5,000.

 It also sharpened its focus on newer channels of distribution (modern trade and
e-com). Contribution of modern trade channels increased from 4% of revenues
in FY17 to 6% in FY18, led by organic growth and also via partnerships with key
modern trade accounts to create joint business plans to drive sales.

 HMN increased its salesforce by ~500 to improve its direct coverage. It also
rolled out SAP-enabled handheld devices to enhance execution at point of sales
(POS).

Exhibit 6: Reach of some of the key brands for HMN still remain low 

Source: Company, MOSL 

Exhibit 7: Direct reach – Added 0.21m outlets over last two years 

Source: Company, MOSL 
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Exhibit 8: Reach comparison to peers 

Source: Company, MOSL 

Investing for future 
 HMN is also spending on technology to stay relevant in this modern age.
 According to the FY18 annual report, HMN is investing in advanced analytics to

mine data and take informed decisions, mapping customer journeys, accessing
real-time data on market conditions, and using social media for enhancing
consumer engagement.

 To cater to growing demand for personal and healthcare products in the
domestic markets, HMN commenced commercial operations at the new fully
automated unit in Pacharia, Assam in FY18. The unit was commissioned with an
investment of INR3b and has secured 10 years of fiscal benefits. It also
commissioned a third-party manufacturing unit in Sri Lanka to market products
like BoroPlus and Navratna.

 HMN also spends more on R&D than most FMCG companies in India; it incurred
INR232m (0.98% of sales) in FY18 v/s INR231m (0.99% of sales) in FY17.

Exhibit 9: HMN’s plant locations 
Plant (#) Locations 

1 West Bengal 
2 Assam (Amingaon Plant) 
3 Assam (Abhoypur Plant) 
4 Assam (Pacharia Plant) 
5 Maharashtra 
6 Gujarat 
7 Uttarakhand 
8 Dadra & Nagar Haveli 
9 Bangladesh (Gazipur Plant) 

10 Srilanka (Third Party Plant) 
Source: Company, MOSL 
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Exhibit 10: Newly commenced fully automated unit in Pacharia, Assam 

Source: Company, MOSL 

Exhibit 11: R&D spend by HMN remains high 

Source: Company, MOSL 

23.2 16.9 13.5 13.2 243.6 163.0 216.8 222.0 231.0 234.2 

0.3 0.2 0.1 0.1 

1.4 

0.9 1.0 0.9 0.9 0.9 

FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18

R&D spends (INR m) R&D spends as a % of sales



 Emami 

16 July 2018 8 

Banking on rural for the big push 
 We had highlighted in our recently released note that all consumer companies

under our coverage with a rural reach of over 30% have reported higher rural
than urban growth in the past three quarters. The rural growth story is expected
to strengthen even further in FY19, supported by factors mentioned earlier.

 HMN has been taking steps, especially over the last few years, to increase its
rural reach. It believes that rural consumption is poised to grow over the next
few years, led by a number of government initiatives like direct benefit transfer
(into the bank accounts of beneficiaries), higher daily wage rates, loan waivers,
higher minimum support prices (MSP) and increased budgetary allocation to
rural.

 Among the listed consumer peers, HMN continues to have the highest share of
domestic revenues from rural India at ~52%. Over the years, HMN has built a
robust rural network (~0.4m direct rural outlets) with a product mix relevant for
the rural consumer (problem solving over discretionary), right price (introduced
smaller SKUs of core brands) and targeted below-the-line (BTL) activations.

Exhibit 12: Rural sales mix compared to peers 

Source: Company, MOSL 

Domestic business performance (85% of sales) 
 In FY18, BoroPlus sales increased 15%, with antiseptic cream (17% growth)

maintaining leadership with a market share of 74.4%.
 Pain management sales grew 9%, with balms (Zandu & Mentho Plus)

maintaining leadership with a market share of 53.3%.
 Navratna sales grew 5%, with the cool oil portfolio increasing its market share

during the year by 190bp to 53.8%.
 Male grooming sales grew 3%, with Fair and Handsome cream gaining market

share by 110bp to 65.7% during the year. Fair and Handsome face wash also
grew ahead of the market, with the share increasing by 230bp to 15.9%.

 Kesh King range sales declined ~14% in FY18 due to challenges in the wholesales
channel. Kesh King Ayurvedic medicinal oil maintained its market leadership in
the segment with a 27.9% share.

 Within the Healthcare range, Chyawanprash range sales grew 43%, while
Nityam range sales rose 11% in FY18. Pancharishta, a wholesale driven brand,
faced challenges in FY18.
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Exhibit 13: Category performance table 
Brand/category Product portfolio Growth in FY18 
Navratna Navratna Cool Oil 

5% 
Navratna Extra Thanda Cool Oil 
Navratna Almond Cool Oil 
Navratna Cool Talc 
Navratna i-Cool Talc 

Boroplus BoroPlus Antiseptic Cream 

15% 
BoroPlus Total Results Moisturizing lotion 
BoroPlus Prickly Heat Powder 
BoroPlus Healthy White Fairness Cream 
BoroPlus Zero Oil Zero Pimple Face wash 

Pain Management Range Zandu Balm 

9% 
Mentho plus Ultra Power 
Zandu Balm Ultra Power 
Fast Relief 
Zandu Gel, Spray & Roll On 

Male Grooming Range Hair & Handsome Fairness Cream 

3% 
Hair & Handsome Laser 12 Advanced Whitening 
Hair & Handsome Complete Winter Solution 
Hair & Handsome Instant Fairness & Oil Control Face wash 
HE Deodorants 

Kesh King Kesh King Ayurvedic Medicinal Oil 
-14%Kesh King Shampoo & Conditioner 

Kesh King Ayurved Capsules 
Healthcare Range Zandu Pancharishtha 

-7%

Zandu Nityam Churna & Tablets 
Zandu Kesare Jivan 
Zandu Sona Chandi Chyawanplus 
Zandu Chyawanprash 
Zandu Pure Honey 
Zandu Vigorex 

Others 7 Oils in One 

NA 
Diamond Shine Luxury Crème Hair Colour 
Vasocare Herbal Petroleum Jelly 
Malai Kesar Cold Cream 

Source: Company, MOSL 

International business performance (11% of sales) 
 HMN’s international business, which caters to 60+ countries, grew 14% in FY18.
 SAARC & South East Asia (47% contribution to international business) reported

flat numbers in FY18.
 MENAP (29% contribution to international business) grew in healthy double-

digits, even as the UAE and Saudi Arabia introduced VAT and other countries
faced recession due to suppressed crude oil prices for major part of the year.

 CIS & EU (13% contribution to international business) reported robust growth,
even as Russia (largest contributing country) continued to be in turmoil.

 Africa (9% contribution to international business) saw modest growth in FY18,
as most countries faced severe inflation, currency depreciation, foreign currency
shortage and trade embargos.
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Exhibit 14: HMN’s international presence 

Source: Company, MOSL 

Exhibit 15: HMN has leadership position in some key international markets 

Source: Company, MOSL 

Key pointers on financials 
 In FY18, domestic LTL sales grew ~4%, while international sales increased 14%.

CSD business de-grew by 10%.
 Gross margin shrank 20bp to 68% and EBITDA margin contracted 210bp to

28.4% in FY18, as HMN continued to invest behind new launches. Adspend to
sales increased 80bp YoY.

 Total number of permanent employees stood at 3,292 (up 6.2% from 3,097 in
FY17). Employee expenses grew 9% to INR2.5b in FY18 (up 70bp to 10.1% of
sales). Remuneration of key management personnel stood at INR155.2m (0.6%
of sales). Average increase in salaries of employees other than managerial
personnel was 7.44%. Managerial remuneration increased 9.92%.

 Finance cost reduced to INR34.3m in FY18 from INR58m in the previous year
due repayment of liabilities. Average cost of debt also reduced by ~150bp.

 Depreciation on tangible assets increased 43.5% to INR672.8m, largely due to
capex in the new Pacharia plant.

 Non-current investment grew 97% in FY18, mostly due to HMN’s investment in
Helios Lifestyle Private Limited and Brillare Science Private Limited.

 Average inventory days increased to 27 days in FY18 from 24 days in FY17.
Average debtor days increased from 17 days in FY17 to 18 days in FY18, while



 Emami 

16 July 2018 11 

absolute trade receivables increased to INR1.6b from INR970m over the same 
period. HMN attributed this increase to the growing international business 
volumes. However, with recovery-led faster growth likely in the domestic 
business growth in FY19, this issue should be addressed. Nevertheless, net 
working capital days increased by 5 days YoY to 14 days in FY18.  

 Forex outgo was INR400.2m (1.6% of sales) largely due to raw materials, while
forex income stood at INR1.1b (4.2% of sales) during the year, mainly accrued
due to exports.

 In FY18, HMN overspent on CSR expenditure relative to the prescribed amount
(INR96.2m v/s INR92.1m prescribed).

Exhibit 16: Net working capital days (average basis on sales) increased in FY18 due to higher inventory days and debtor days 
Cash conversion cycle FY08 FY09 FY10 FY11 FY12 FY13 FY14 FY15 FY16 FY17 FY18 FY19E FY20E 
INR m 
Inventory 401 738 826 1,234 1,122 1,140 1,411 1,267 1,505 1,792 1,940 1,882 2,158 
Account Receivables 350 710 755 1,087 1,005 1,122 793 1,027 1,309 970 1,559 1,213 1,772 
Account Payables 477 1,201 890 883 1,071 1,061 1,480 1,990 2,487 1,847 2,420 2,395 2,986 
Days 
Inventory days 26 28 28 30 30 24 26 22 21 24 27 23 21 
Debtor days 26 26 26 27 26 23 19 15 18 17 18 17 16 
Creditor days 28 41 37 26 25 23 25 29 35 32 31 29 29 
Cash conversion cycle (Days) 23 13 17 31 31 24 19 8 5 9 14 11 9 
 

Source: Company, MOSL 

Valuation and view 
 It is pertinent to note that before facing the impact from demonetization- and

GST-led disruption, HMN was the strongest performer among domestic
businesses up to 1HFY17. Rural has already recovered and wholesale is gradually
coming back to normalcy.

 The stock has been an underperformer over the past two years which is not a
surprise as absolute PAT declined by 4% over this period compared to 18% CAGR
over the preceding five years. Earnings recovery will also be gradual as the
company is likely to witness impact of weak summer sales on its talcum powder
and cooling oils business in 1QFY19.

 Nevertheless, we remain convinced about the strong medium- to long-term
revenue and earnings growth prospects of HMN as ongoing distribution
expansion, continued high pace of innovation, problem solving nature of its
products, high advertisement and importantly a normalized environment unlike
FY17 and FY18 leads to resumption of strong topline growth both in core
portfolio and well as through new launches.

 At 29.5x FY20E EPS, HMN is inexpensive relative to peers, particularly given its
healthy long-term earnings growth opportunity and mid-30s return ratios. Our
target price of INR690 implies an upside of 31%. Maintain Buy.
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Story in charts 

Exhibit 17: Business-wise revenue share (%) 

Source: Company, MOSL 

Exhibit 18: Region-wise contribution to export revenues (%) 

Source: Company, MOSL 

Exhibit 19: Domestic volumes grew just 1.5% in FY18 

Source: Company, MOSL 

Exhibit 20: Expect revenue CAGR of 16.7% over FY18-20 

Source: Company, MOSL 

Exhibit 21: Gross margin to contract by 40bp over FY18-20 

Source: Company, MOSL 

Exhibit 22: Adspend to increase led by new launches 

 Source: Company, MOSL 
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Exhibit 23: Expect EBITDA CAGR of 16.7% over FY18-20 

Source: Company, MOSL 

Exhibit 24: EBITDA margin to expand 190bp over FY18-20 

Source: Company, MOSL 

Exhibit 25: Expect adj. PAT CAGR of 16.7% over FY18-20 

Source: Company, MOSL 

Exhibit 26: Return ratios expected to improve 

Source: Company, MOSL 

Exhibit 27: Emami P/E (x) 

Source: Company, MOSL 

Exhibit 28: Consumer P/E (x) 

Source: Company, MOSL 
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Financials and Valuations 
Income Statement (INR Million) 
Y/E March 2014 2015 2016 2017 2018 2019E 2020E 
Net Sales 18,208 22,172 23,583 24,882 25,306 29,936 34,455 
   Change (%) 7.2 21.8 6.4 5.5 1.7 18.3 15.1 
COGS 6,803 7,800 8,121 7,910 8,098 9,525 10,879 
Gross Profit 11,405 14,373 15,462 16,972 17,207 20,411 23,575 
Gross Margin (%) 62.6 64.8 65.6 68.2 68.0 68.2 68.4 
Operating expenses 6,961 9,018 8,589 9,380 10,013 11,422 13,119 
EBITDA 4,444 5,355 6,873 7,591 7,195 8,989 10,457 
   Change (%) 30.1 20.5 28.3 10.5 -5.2 24.9 16.3 
   Margin (%) 24.4 24.2 29.1 30.5 28.4 30.0 30.3 
Depreciation 352 343 423 469 673 698 715 
Int. and Fin. Charges 54 51 540 580 343 188 0 
Financial Other Income 622 964 445 311 195 299 345 
Profit before Taxes 4,660 5,924 6,354 6,853 6,374 8,402 10,087 
   Change (%) 26.4 27.1 7.3 7.9 -7.0 31.8 20.1 
   Margin (%) 25.6 26.7 26.9 27.5 25.2 28.1 29.3 
Tax 636 994 597 836 863 1,680 2,017 
Deferred Tax -89 76 -125 130 -5 0 0 
   Tax Rate (%) 11.7 18.1 7.4 14.1 13.5 20.0 20.0 
Adjusted PAT 4,025 4,856 5,762 6,021 5,508 6,721 8,069 
   Change (%) 27.9 20.7 18.7 4.5 -8.5 22.0 20.1 
   Margin (%) 22.1 21.9 24.4 24.2 21.8 22.5 23.4 
Amortization 0.0 0.0 2,127 2,617 2,436 2,400 2,400 
Reported PAT 4,025 4,856 3,635 3,404 3,072 4,321 5,669 

Balance Sheet 
Y/E March 2014 2015 2016 2017 2018 2019E 2020E 
Share Capital 454 454 454 454 454 454 454 
Reserves 8,867 11,852 15,662 17,093 19,682 22,904 25,106 
Net Worth 9,321 12,306 16,116 17,547 20,136 23,358 25,560 
Minority Interest 0 46 41 14 6 6 6 
Loans 450 470 6,838 4,846 3,343 843 0 
Deferred Liability 48 120 90 282 118 118 118 
Capital Employed 9,819 12,942 23,086 22,689 23,602 24,324 25,683 

Goodwill on consolidation 0 41 41 41 41 41 41 
Gross Block 10,341 6,393 24,162 25,600 26,825 27,825 28,825 
Less: Accum. Depn. 6,382 1,882 4,408 5,616 8,767 9,465 10,180 
Net Fixed Assets 3,959 4,511 19,754 19,983 18,058 18,360 18,645 
Capital WIP 119 265 616 129 226 226 226 
Investments 2,958 5,013 474 1,277 3,136 3,136 3,136 
Curr. Assets, L&A 5,987 6,934 6,037 4,602 6,517 6,902 8,574 
Inventory 1,411 1,267 1,505 1,792 1,940 1,882 2,158 
Account Receivables 793 1,027 1,309 970 1,559 1,213 1,772 
Cash and cash equivalents 2,700 3,541 1,084 501 795 1,337 2,024 
Others 1,083 1,100 2,138 1,340 2,224 2,470 2,619 
Curr. Liab. and Prov. 3,203 3,821 3,836 3,343 4,376 4,340 4,938 
Account Payables 1,480 1,990 2,487 1,847 2,420 2,395 2,986 
Other Liabilities 341 468 660 622 1,077 978 889 
Provisions 1,383 1,363 689 873 879 967 1,063 
Net Current Assets 2,783 3,113 2,200 1,259 2,141 2,562 3,635 
Application of Funds 9,819 12,942 23,086 22,689 23,602 24,325 25,683 
E: MOSL Estimates 
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Financials and Valuations 
Ratios 317 
Y/E March 2014 2015 2016 2017 2018 2019E 2020E 
Basic (INR) 
EPS 8.9 10.7 12.7 13.3 12.1 14.8 17.8 
Cash EPS 9.6 11.5 13.6 14.3 13.6 16.3 19.4 
BV/Share 20.5 27.1 35.5 38.7 44.4 51.5 56.3 
DPS 3.5 3.5 1.5 4.4 2.6 5.5 7.5 
Payout % 39.5 32.7 11.8 33.0 21.6 37.1 42.2 
Valuation (x) 
P/E 41.7 39.9 43.7 35.8 29.8 
Cash P/E 38.9 37.1 38.9 32.4 27.4 
EV/Sales 10.4 9.8 9.5 7.9 6.8 
EV/EBITDA 35.8 32.1 33.3 26.4 22.5 
P/BV 14.9 13.7 11.9 10.3 9.4 
Dividend Yield (%) 0.3 0.8 0.5 1.0 1.4 
Return Ratios (%) 
RoE 47.1 44.9 40.5 35.8 29.2 30.9 33.0 
RoCE 43.2 44.0 35.8 31.1 28.2 34.6 39.0 
RoIC 56.3 50.9 39.1 28.2 25.3 29.3 33.7 
Working Capital Ratios 
Debtor (Days) 16 17 20 14 23 15 19 
Asset Turnover (x) 1.6 1.4 1.1 1.1 1.1 1.2 1.3 
Leverage Ratio 
Debt/Equity (x) -0.8 -0.3 0.3 0.2 0.1 0.0 -0.1

Cash Flow Statement (INR Million) 
Y/E March 2014 2015 2016 2017 2018 2019E 2020E 
OP/(loss) before Tax 4,444 5,355 6,873 7,591 7,195 8,989 10,457 
Int./Div. Received 177 1,012 705 721 817 0 0 
Interest Paid -54 -51 -540 -580 -343 -188 0 
Direct Taxes Paid -547 -1,070 -472 -966 -858 -1,680 -2,017
(Incr)/Decr in WC 139 512 -1,544 357 -587 120 -386
CF from Operations 4,159 5,758 5,022 7,124 6,223 7,241 8,054 

(Incr)/Decr in FA -591 3,802 -18,121 -950 -1,322 -1,000 -1,000
Free Cash Flow 3,568 9,560 -13,099 6,174 4,901 6,241 7,054 
(Pur)/Sale of Investments -1,327 -2,054 4,539 -803 -1,859 0 0 
CF from Invest. -1,918 1,748 -13,582 -1,753 -3,181 -1,000 -1,000

(Incr)/Decr in Debt -751 19 6,369 -1,992 -1,504 -2,500 -843
Dividend Paid -1,743 -1,727 -820 -2,354 -1,421 -2,978 -4,061
Others 60 -4,956 554 -1,608 178 -221 -1,463
CF from Fin. Activity -2,358 -6,664 6,103 -5,954 -2,747 -5,699 -6,367

Incr/Decr of Cash -118 842 -2,457 -584 295 542 687 
Add: Opening Balance 2,817 2,700 3,541 1,084 501 795 1,337 
Closing Balance 2,700 3,541 1,084 501 796 1,337 2,024 
E: MOSL Estimates 



 Emami 

16 July 2018 16 

  N O T E S 

 

Explanation of Investment Rating 
Investment Rating Expected return (over 12-month) 
BUY >=15% 
SELL < - 10%
NEUTRAL > - 10 % to 15%
UNDER REVIEW Rating may undergo a change 
NOT RATED We have forward looking estimates for the stock but we refrain from assigning recommendation 
*In case the recommendation given by the Research Analyst becomes inconsistent with the investment rating legend, the Research Analyst shall within 28 days of the inconsistency, take appropriate measures to make the recommendation consistent with the investment rating legend.
 

Disclosures: 
The following Disclosures are being made in compliance with the SEBI Research Analyst Regulations 2014 (herein after referred to as the Regulations). 
 

Motilal Oswal Securities Ltd. (MOSL) is a SEBI Registered Research Analyst having registration no. INH000000412. MOSL, the Research Entity (RE) as defined in the Regulations, is engaged in the business of providing Stock broking services, 
Investment Advisory Services, Depository participant services & distribution of various financial products. MOSL is a subsidiary company of Motilal Oswal Financial Service Ltd. (MOFSL). MOFSL is a listed public company, the details in respect of 
which are available on www.motilaloswal.com. MOSL is registered with the Securities & Exchange Board of India (SEBI) and is a registered Trading Member with National Stock Exchange of India Ltd. (NSE) and Bombay Stock Exchange Limited 
(BSE), Metropolitan Stock Exchange Of India Ltd. (MSE) for its stock broking activities & is Depository participant with Central Depository Services Limited (CDSL) & National Securities Depository Limited (NSDL) and is member of Association of 
Mutual Funds of India (AMFI) for distribution of financial products. Details of associate entities of Motilal Oswal Securities Limited are available on the website at http://onlinereports.motilaloswal.com/Dormant/documents/Associate%20Details.pdf 
 
 

MOSL, it’s associates, Research Analyst or their relative may have any financial interest in the subject company. MOSL and/or its associates and/or Research Analyst may have actual/beneficial ownership of 1% or more securities in the subject 
company at the end of the month immediately preceding the date of publication of the Research Report. MOSL and its associate company(ies), their directors and Research Analyst and their relatives may; (a) from time to time, have a long or short 
position in, act as principal in, and buy or sell the securities or derivatives thereof of companies mentioned herein. (b) be engaged in any other transaction involving such securities and earn brokerage or other compensation or act as a market maker in 
the financial instruments of the company(ies) discussed herein or act as an advisor or lender/borrower to such company(ies) or may have any other potential conflict of interests with respect to any recommendation and other related information and 
opinions.; however the same shall have no bearing whatsoever on the specific recommendations made by the analyst(s), as the recommendations made by the analyst(s) are completely independent of the views of the associates of MOSL even though 
there might exist an inherent conflict of interest in some of the stocks mentioned in the research report. Research Analyst may have served as director/officer, etc. in the subject company in the last 12 month period. MOSL and/or its associates may 
have received any compensation from the subject company in the past 12 months. 

 

In the last 12 months period ending on the last day of the month immediately preceding the date of publication of this research report, MOSL or any of its associates may have: 
a) managed or co-managed public offering of securities from subject company of this research report, 
b) received compensation for investment banking or merchant banking or brokerage services from subject company of this research report, 
c) received compensation for products or services other than investment banking or merchant banking or brokerage services from the subject company of this research report. 
d) Subject Company may have been a client of MOSL or its associates during twelve months preceding the date of distribution of the research report. 

 

MOSL and it’s associates have not received any compensation or other benefits from the subject company or third party in connection with the research report. To enhance transparency, MOSL has incorporated a Disclosure of Interest Statement in 
this document. This should, however, not be treated as endorsement of the views expressed in the report. MOSL and / or its affiliates do and seek to do business including investment banking with companies covered in its research reports. As a result, 
the recipients of this report should be aware that MOSL may have a potential conflict of interest that may affect the objectivity of this report. Compensation of Research Analysts is not based on any specific merchant banking, investment banking or 
brokerage service transactions.  

 

Terms & Conditions: 
This report has been prepared by MOSL and is meant for sole use by the recipient and not for circulation. The report and information contained herein is strictly confidential and may not be altered in any way, transmitted to, copied or distributed, in part 
or in whole, to any other person or to the media or reproduced in any form, without prior written consent of MOSL. The report is based on the facts, figures and information that are considered true, correct, reliable and accurate. The intent of this report 
is not recommendatory in nature. The information is obtained from publicly available media or other sources believed to be reliable. Such information has not been independently verified and no guaranty, representation of warranty, express or implied, 
is made as to its accuracy, completeness or correctness. All such information and opinions are subject to change without notice. The report is prepared solely for informational purpose and does not constitute an offer document or solicitation of offer to 
buy or sell or subscribe for securities or other financial instruments for the clients. Though disseminated to all the customers simultaneously, not all customers may receive this report at the same time. MOSL will not treat recipients as customers by 
virtue of their receiving this report. 
Analyst Certification 
The views expressed in this research report accurately reflect the personal views of the analyst(s) about the subject securities or issues, and no part of the compensation of the research analyst(s) was, is, or will be directly or indirectly related to the 
specific recommendations and views expressed by research analyst(s) in this report.  
 

Disclosure of Interest Statement Emami 
Analyst ownership of the stock    No  
A graph of daily closing prices of securities is available at www.nseindia.com, www.bseindia.com. Research Analyst views on Subject Company may vary based on Fundamental research and Technical Research. Proprietary trading desk of MOSL or 
its associates maintains arm’s length distance with Research Team as all the activities are segregated from MOSL research activity and therefore it can have an independent view with regards to subject company for which Research Team have 
expressed their views. 
 

Regional Disclosures (outside India) 
This report is not directed or intended for distribution to or use by any person or entity resident in a state, country or any jurisdiction, where such distribution, publication, availability or use would be contrary to law, regulation or which would subject 
MOSL & its group companies to registration or licensing requirements within such jurisdictions. 
 

For Hong Kong:  
This report is distributed in Hong Kong by Motilal Oswal capital Markets (Hong Kong) Private Limited, a licensed corporation (CE AYY-301) licensed and regulated by the Hong Kong Securities and Futures Commission (SFC) pursuant to the Securities 
and Futures Ordinance (Chapter 571 of the Laws of Hong Kong) “SFO”. As per SEBI (Research Analyst Regulations) 2014 Motilal Oswal Securities (SEBI Reg No. INH000000412) has an agreement with Motilal Oswal capital Markets (Hong Kong) 
Private Limited for distribution of research report in Hong Kong. This report is intended for distribution only to “Professional Investors” as defined in Part I of Schedule 1 to SFO. Any investment or investment activity to which this document relates is only 
available to professional investor and will be engaged only with professional investors.” Nothing here is an offer or solicitation of these securities, products and services in any jurisdiction where their offer or sale is not qualified or exempt from 
registration. The Indian Analyst(s) who compile this report is/are not located in Hong Kong & are not conducting Research Analysis in Hong Kong. 
 

For U.S. 
Motilal Oswal Securities Limited (MOSL) is not a registered broker - dealer under the U.S. Securities Exchange Act of 1934, as amended (the"1934 act") and under applicable state laws in the United States. In addition MOSL is not a registered 
investment adviser under the U.S. Investment Advisers Act of 1940, as amended (the "Advisers Act" and together with the 1934 Act, the "Acts), and under applicable state laws in the United States. Accordingly, in the absence of specific exemption 
under the Acts, any brokerage and investment services provided by MOSL, including the products and services described herein are not available to or intended for U.S. persons. This report is intended for distribution only to "Major Institutional 
Investors" as defined by Rule 15a-6(b)(4) of the Exchange Act and interpretations thereof by SEC (henceforth referred to as "major institutional investors"). This document must not be acted on or relied on by persons who are not major institutional 
investors. Any investment or investment activity to which this document relates is only available to major institutional investors and will be engaged in only with major institutional investors. In reliance on the exemption from registration provided by Rule 
15a-6 of the U.S. Securities Exchange Act of 1934, as amended (the "Exchange Act") and interpretations thereof by the U.S. Securities and Exchange Commission ("SEC") in order to conduct business with Institutional Investors based in the U.S., 
MOSL has entered into a chaperoning agreement with a U.S. registered broker-dealer, Motilal Oswal Securities International Private Limited. ("MOSIPL"). Any business interaction pursuant to this report will have to be executed within the provisions of 
this chaperoning agreement. 
 

The Research Analysts contributing to the report may not be registered /qualified as research analyst with FINRA. Such research analyst may not be associated persons of the U.S. registered broker-dealer, MOSIPL, and therefore, may not be subject 
to NASD rule 2711 and NYSE Rule 472 restrictions on communication with a subject company, public appearances and trading securities held by a research analyst account. 
 

For Singapore 
In Singapore, this report is being distributed by Motilal Oswal Capital Markets Singapore Pte Ltd (“MOCMSPL”) (Co.Reg. NO. 201129401Z) which is a holder of a capital markets services license and an exempt financial adviser in Singapore,  
as per the approved agreement under Paragraph  9 of Third Schedule of Securities and Futures Act (CAP 289) and Paragraph 11 of First Schedule of Financial Advisors Act (CAP 110) provided to MOCMSPL by Monetary Authority of Singapore. 
Persons in Singapore should contact MOCMSPL in respect of any matter arising from, or in connection with this report/publication/communication.  This report is distributed solely to persons who qualify as “Institutional Investors”, of which some of 
whom may consist of "accredited" institutional investors as defined in section 4A(1) of the Securities and Futures Act, Chapter 289 of Singapore (“the SFA”). Accordingly, if a Singapore person is not or ceases to be such an institutional investor, such 
Singapore Person must immediately discontinue any use of this Report and inform MOCMSPL. 
 

Disclaimer:  
The report and information contained herein is strictly confidential and meant solely for the selected recipient and may not be altered in any way, transmitted to, copied or distributed, in part or in whole, to any other person or to the media or reproduced 
in any form, without prior written consent.  This report and information herein is solely for informational purpose and may not be used or considered as an offer document or solicitation of offer to buy or sell or subscribe for securities or other financial 
instruments. Nothing in this report constitutes investment, legal, accounting and tax advice or a representation that any investment or strategy is suitable or appropriate to your specific circumstances. The securities discussed and opinions expressed in 
this report may not be suitable for all investors, who must make their own investment decisions, based on their own investment objectives, financial positions and needs of specific recipient. This may not be taken in substitution for the exercise of 
independent judgment by any recipient. Each recipient of this document should make such investigations as it deems necessary to arrive at an independent evaluation of an investment in the securities of companies referred to in this document 
(including the merits and risks involved), and should consult its own advisors to determine the merits and risks of such an investment. The investment discussed or views expressed may not be suitable for all investors. Certain transactions -including 
those involving futures, options, another derivative products as well as non-investment grade securities - involve substantial risk and are not suitable for all investors. No representation or warranty, express or implied, is made as to the accuracy, 
completeness or fairness of the information and opinions contained in this document. The Disclosures of Interest Statement incorporated in this document is provided solely to enhance the transparency and should not be treated as endorsement of the 
views expressed in the report. This information is subject to change without any prior notice. The Company reserves the right to make modifications and alternations to this statement as may be required from time to time without any prior approval. 
MOSL, its associates, their directors and the employees may from time to time, effect or have effected an own account transaction in, or deal as principal or agent in or for the securities mentioned in this document. They may perform or seek to perform 
investment banking or other services for, or solicit investment banking or other business from, any company referred to in this report. Each of these entities functions as a separate, distinct and independent of each other. The recipient should take this 
into account before interpreting the document. This report has been prepared on the basis of information that is already available in publicly accessible media or developed through analysis of MOSL. The views expressed are those of the analyst, and 
the Company may or may not subscribe to all the views expressed therein. This document is being supplied to you solely for your information and may not be reproduced, redistributed or passed on, directly or indirectly, to any other person or 
published, copied, in whole or in part, for any purpose. This report is not directed or intended for distribution to, or use by, any person or entity who is a citizen or resident of or located in any locality, state, country or other jurisdiction, where such 
distribution, publication, availability or use would be contrary to law, regulation or which would subject MOSL to any registration or licensing requirement within such jurisdiction. The securities described herein may or may not be eligible for sale in all 
jurisdictions or to certain category of investors. Persons in whose possession this document may come are required to inform themselves of and to observe such restriction. Neither the Firm, not its directors, employees, agents or representatives shall 
be liable for any damages whether direct or indirect, incidental, special or consequential including lost revenue or lost profits that may arise from or in connection with the use of the information. The person accessing this information specifically agrees 
to exempt MOSL or any of its affiliates or employees from, any and all responsibility/liability arising from such misuse and agrees not to hold MOSL or any of its affiliates or employees responsible for any such misuse and further agrees to hold MOSL 
or any of its affiliates or employees free and harmless from all losses, costs, damages, expenses that may be suffered by the person accessing this information due to any errors and delays. 

 

Registered Office Address: Motilal Oswal Tower, Rahimtullah Sayani Road, Opposite Parel ST Depot, Prabhadevi, Mumbai-400025; Tel No.: 022-3980 4263; www.motilaloswal.com. Correspondence Address: Palm Spring Centre, 2nd Floor, Palm 
Court Complex, New Link Road, Malad (West), Mumbai- 400 064. Tel No: 022 3080 1000. Compliance Officer: Neeraj Agarwal, Email Id: na@motilaloswal.com, Contact No.:022-38281085. 
 

Registration details of group entities.: MOSL: SEBI Registration: INZ000158836 (BSE/NSE/MCX/NCDEX); CDSL: IN-DP-16-2015; NSDL: IN-DP-NSDL-152-2000; Research Analyst: INH000000412. AMFI: ARN 17397. Investment Adviser: 
INA000007100.IRDA Corporate Agent-CA0541. Motilal Oswal Asset Management Company Ltd. (MOAMC): PMS (Registration No.: INP000000670) offers PMS and Mutual Funds products. Motilal Oswal Wealth Management Ltd. (MOWML): PMS 
(Registration No.: INP000004409) offers wealth management solutions. *Motilal Oswal Securities Ltd. is a distributor of Mutual Funds, PMS, Fixed Deposit, Bond, NCDs, Insurance and IPO products. * Motilal Oswal Commodities Broker Pvt. Ltd. offers 
Commodities Products. * Motilal Oswal Real Estate Investment Advisors II Pvt. Ltd. offers Real Estate products. * Motilal Oswal Private Equity Investment Advisors Pvt. Ltd. offers Private Equity products  




