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Moderator: Ladies and gentlemen, good day and welcome to the VIP Industries 
Q1 FY2017 Results Conference Call, hosted by Edelweiss Securities Limited. As a 
reminder, all participant lines' will be in the listen-only mode and there will be 
an opportunity for you to ask questions after the presentation concludes. Should 
you need assistance during the conference call, please signal an operator by 
pressing “*” then “0” on your touchtone phone. Please note that this conference 
is being recorded. I now hand the conference over to Ms. Shradha Sheth from 
Edelweiss Securities. Thank you and over to you Madam! 

Shradha Sheth: Thank you Margaret. On behalf of Edelweiss, let me welcome 
you all to the Q2 FY2017 earnings call of VIP Industries. From the management 
today we have Ms. Radhika Piramal, the Managing Director and Mr. Jogendra 
Sethi, the CFO of VIP. So, without any further ado I will hand over the call to 
Ms. Radhika Piramal for her initial comments post which we will open the floor 
for Q&A. Thank you and over to you Madam. 

Radhika Piramal: Thank you Shradha. Good afternoon everybody, I like to 
thank Edelweiss for hosting this call and hosting such calls every quarter for the 
past many years. We appreciate this interaction. Thank you also to everybody 
for dialing in. 

It was a decent quarter, decent as our profits are good, but sales growth is not 
in line with management expectations. Our sales were Rs. 375.2 Crores up from 
Rs. 354.4 Crores in June quarter of last year. For the majority of the call, I will 
be referring to our consolidated statement. I will comment briefly on VIP 
Bangladesh later. VIP Bangladesh numbers are difference between consolidated 
and standalone. We had small, but good profit in VIP Bangladesh. 

Coming back to the consolidated sales at Rs. 375 Crores, we grew only 6% up 
from Q1 of last year which is less than expected. The main reason was that May 
was very poor month in terms of retail demand possible reason for this could be 
that number of marriage dates were less in Q1 Traditionally marriage date are 
plentiful in Q1 but this time it were less so we saw big drop in particular 
segment which is traditionally hard luggage suitcase segment by this I mean 
polypropylene bags which have aluminum frame as opposed to a zip which are 
traditionally bought for wedding and that segment declined significantly. 

 Our profits remained good. Our gross margins were broadly the same as Q1 of 
last year. There was minor improvement. I am sure that many of us were 
hoping for a slightly better margin expansion. The reason gross margins remain 
broadly the same as last year is because the exchange rate was Rs.67 in Q1 of 
this year versus Rs.63 in Q1 of last year that is 6% depreciation and now 
because of the hard luggage decline that I just mentioned soft luggage sales 
were 75% of our sales. Normally in Q1, the hard luggage dispersion is a bit 
more, but this time you saw the Q1 was same us one all of two to three 
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quarters have been, but soft luggage is 75% of the sales and there were cost 
impact, the increase of 6% was there, obviously we took price increases which 
offset that increase but it meant that we could not see any significant margin 
expansion. Actually our hard luggage margins have improved about 200 basis 
points but because hard luggage was a small percentage of our sales that could 
not flow through in any material way. 

 We had fairly good controls overall fixed costs. Our employee cost increased by 
about 10% that is about Rs. 3 Crores and we were able to contain other 
expenses viz; primary freight and discounts. Freight cost was less because 
diesel prices went down and we were able to negotiate hard with our transport 
vendors.  If you sum the employee benefits, depreciation and other expenses, 
the sum of those three is Rs. 125.7 Crores, which is just 1 Crores more than Rs. 
124.5 Crores in Q1 last year and so total expenses were under control even 
though there was only 6% sales growth. 6% sales growth was equivalent to 
around Rs. 21 Crores so it went from Rs. 354 to Rs. 375 Crores. Half of Rs. 21 
Crores is Rs. 10.5 Crores which is reflected in PBT. PBT was Rs. Rs. 46.7 Crores 
up from Rs. 36.8 in Q1 of last year.  

Bangladesh plant also is profitable. It has been profitable for the three 
consecutive quarters. Q1 of last year we were breakeven. In Q1 of this year, we 
have increased sales without really increasing our manpower. So, productivity 
has reached to a good level in this plant now and it contributes about 10% of 
our soft luggage sales so it is still no meaningful and there is an opportunity for 
us to expand the sales and the profits of this plant as we keep adding more 
ranges and items to it. 

Overall, I will say a little bit gross margins, some improvement on the hard 
luggage side, but had a muted impact due to the decline of hard luggage sales. 
Rupee seems to be fairly constant at Rs. 67. I do not sense any pressure on 
that at least in the last four to six weeks. So it is a positive move in the Indian 
macro economy if the Rupee hold steady and we can continue to negotiate with 
vendors. There may be some opportunity for some soft luggage margins 
improvement. Fixed expenses we expect to remain in good control.  

We kept our advertising in line with our sales so that it is within our 5% to 7% 
of sales. We spent a little bit more than we did it in Q1 of last year. We 
advertised three brands in full force that is VIP, Skybags and also Caprese and 
although we did not have good quantitative result in terms of 6% sales growth. 
Qualitatively, these are well received and we feel very confident that with a 
better market scenario if we continue with this level of advertising, sales growth 
should improve. 

I will just elaborate a little bit more on the reasons behind the 6% sales growth. 
The market demand was very poor especially in the month of May. The 
marriage dates were few. So our dealer channel was under pressure. We 
continued to see growth in our retail channel, exclusive brand stores, our 
modern trade and e-commerce business. Our CSD business remains flat. We are 
maintaining market share there. So, the overall channel is not growing, but we 
are maintaining market share and in terms of brands Caprese has on very well. 
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We continued to grow strongly there, yet though it is not such a big part of the 
business that growth affects the overall company number. Carlton, Skybags and 
other two sort of recently launched newer brands have been working on 
promoting in the last three to five years and they continue to do very well. 

 VIP and Alfa saw pressure due to the decline of the hard luggage, the 
traditional hard luggage suitcase segment. There is other segment of hard 
luggage called polycarbonate upright trolleys. Polycarbonate is new form of 
plastic and this luggage is hard luggage with all convenience of soft luggage. It 
has wheels trolley. That segment continues to grow, but really this time Q1 
could not compensate for the loss of that traditional hard luggage suitcase that 
is the suitcase with the aluminium frames, no wheels, no trolley which was 
strong for the brands VIP and Alfa so therefore these brands were under 
pressure while Carlton, Skybags and Caprese continued to do well. So, overall 
we are pleased with the PBT and the EBITDA of Rs. 50 Crores. 

 I would just like to bring to our investors attention that in the Q2 of last year , 
we had won a very large institutional order that is Hajj pilgrims government 
tender. This year that tender has not been repeated and hence we could not 
participate or win it, and therefore fundamentally, I remain quite positive about 
both demand uptick in the second half of the year as well as some scope of 
margin expansion, but in the current quarter, we are not getting repeat of that 
large institutional order which contributed sales of around Rs. 50 Crores in our 
Q2 results last year. So there is a bit of base effect that I would just like to 
bring to the attention of everybody on this call. With that, I would like to take 
questions, please. 

Moderator: Thank you. The first question is from the line of Tejas Shah from 
Spark Capital. Please go ahead. 

Tejas Shah: Radhika, thanks for the opportunity. The 6% grow the obviously 
when we spoke last quarter you were fairly buoyant about demand scenario, but 
you also highlighted that season than started on very good note. So is this 6% 
representation of the industry growth rate, we would of lost market share as a 
portfolio? 

Radhika Piramal: I do believe that there may be little bit of down trading. I do 
not think that we have lost much market share. I do not believe that we have 
lost market share to our main competitor which is American Tourister. Safari 
Industries’s results will come out tomorrow so we can get that growth rate. 

Tejas Shah: Okay and If you can qualitatively comment on performance of 
each brand because I am just assuming that 6% overall growth rate means 
some brand perhaps would have degrown also or if that not the case if can 
qualify? 

Radhika Piramal: The growing brands really that continue with their strong 
growth trajectory are Carlton, Skybags and Caprese and the brands that had 
underperformed would be VIP and Alfa. They are not the fastest growing brands 
in portfolio. They have been sort of in single digit or flattish growth and because 
the traditional suitcase segment did not perform well in Q1, these brands had a 
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slight decline VIP and Alfa. 

Tejas Shah: You also made one comment that you are fairly confident about 
demand improving from versus whatever numbers we have report in first 
quarter so if you can actually help us understand are we seeing final because we 
are carrying lot of spend being done by government and lot of uptick will 
happen in concerned space if you can give some quality to comment are you 
seeing any improvement on ground on demand pickup verses last year 
obviously excluding your one time order of Hajj? 

Radhika Piramal: I do not have any strong basis to say this other than the fact 
that when I meet our customers despite having very poor May, they had an 
alright June and they seemed to be quite confident going ahead. The second 
reason could be that the marriage dates in Q3 and Q4 are very good. There are 
lot number of dates. As there were very few marriage dates in Q1, we believe 
that  people will not wait that long to get married, if they want to get married 
this year. 

Tejas Shah: Okay, so just pardon my ignorance and memory on this but are 
the numbers of dates marriage dates in Q2 and Q3 this year higher than last 
year? 

Radhika Piramal: Q2 generally do not have any marriage dates and as I 
understand, Q3 is having higher number of marriage dates as compared to last 
year. 

Tejas Shah: Couple of questions on margins when we exited fourth quarter last 
year our standalone gross margin had shown a very, very encouraging 
improvement 46.6% was exist gross margin and at this time we have delivered 
44.5%, which is shrinkage versus last year also first quarter margins and if I 
recall correctly you said that some of the benefits which came for the other 
companies and other consumer companies in the last years are now finally 
flowing through for us. So is there any reversal on that it was a just product mix 
change? 

Radhika Piramal: It is product mix changes with a bit of down trading. It is bit 
of the fact that average exchange rate during Q1 was Rs.67. Margins were a bit 
disappointing even for me and I continued to believe that they should improve. 

Tejas Shah: Finally you said that other expenses were not down because of 
curtailing advertisement spend because, so what are the line item you said 
freight? 

Radhika Piramal: Freight and discounts were the two primary areas. 

Tejas Shah: Okay is the tepid revenue growth also reflection of that we are 
cutting discounts? 

Radhika Piramal: No, as there was no revenue growth hence so there was no 
point-giving discount. 

Tejas Shah: Sure, thanks a lot; I will come back in the queue. 
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Moderator: Thank you. The next question is from the line of Nitin Gosar from 
Invesco Mutual Fund. Please go ahead. 

Nitin Gosar: Radhika and thanks for the opportunity. On this quarter’s volume 
growth could you just pin pointedly spell out the number if one were to break it 
up between price and volume? 

Radhika Piramal: So, it was about half price increase and half volume. 

Nitin Gosar: Between hard luggage and soft luggage the earlier thought 
process used to be always that 25% of the business would be dependent on 
hard and rest is the soft would we have seen any kind of material shift than last 
year, two year or three year in this trajectory? 

Radhika Piramal: Hard luggage is going down and for the whole year 75:25 is 
correct. In Q1, usually hard luggage is more.  

Nitin Gosar: Okay and that is why you are confident that in the remaining part 
of the year where the hard luggage contribution has not deteriorated, gross 
margin should normalize? 

Radhika Piramal: Correct. 

Nitin Gosar: Okay, the just going back to one of past commentary you had 
mentioned that there were price hikes that were taken in past possibly in 
October that was covering up still INR of Rs.68 that holds good still? 

Radhika Piramal: That holds good and we took another price increase on July 
1. So that is other reason why I remain confident that margins should improve. 

Nitin Gosar: Could to you quantify the recent hike? 

Radhika Piramal: 3%. 

Nitin Gosar: Thank you. 

Moderator: Thank you. The next question is from the line of Dhaval Dama from 
Equirus Securities. Please go ahead. 

Dhaval Dama: Madam just wanted to ask a few questions like first thing, what 
would be our capacity today in Bangladesh and what would be our utilization 
levels over there? 

Radhika Piramal: I will refer to the utilization rather than the capacity. We had 
around 60 to 70% utilization with our current machinery. We could increase 
machinery lines within the infrastructure.  

Dhaval Dama: Okay so do we plan to look at quadrupling the capacity in the 
next two years? 

Radhika Piramal: The infrastructure and everything is set. We are just waiting 
to have conditions normalized in Bangladesh before we purchase more 
machinery. 

Dhaval Dama: Second thing like say, maybe a year back we touched upon at 
this point that in China, the labour wage hike saw that inflation is very high 
year-on-year. So is any kind of price hike that Chinese? 
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Radhika Piramal: No, they are not. The situation in China has shifted 
materially in the last three years because Chinese economy is slowing. There is 
no demand for price increases in dollar terms from Chinese suppliers So that 
also is putting bit of pressure on Bangladesh in terms of continuing to improve 
with productivity compared to China and so China remain 80% of our soft 
luggage base because they have become more competitive in the last 12 to 18 
months. 

Dhaval Dama: Okay, so like may in this last six months if Chinese Yuan has 
depreciated while you can say that INR has moved or has remained at around 
67 kind of levels. So do we think that we can get any kind of benefit because of 
that going ahead for the next three quarters? 

Radhika Piramal: That is one of the reasons why we remain optimistic of some 
margin improvement. 

Dhaval Dama: Just from a longer term perspective what do you think of the 
category and hard luggage as a category do you think that it is going to decline 
even further from hereon or do you think that is going to become very small 
that particular point of time or do you think that that category will moving going 
ahead? 

Radhika Piramal: So, I think that hard luggage will continue to decline and 
that is fine. We adopt and we change. Already 75% of sales are soft luggage. 
We are growing in backpacks; we are growing in ladies handbags so from a 
company and brand perspective this product just really does not affect us. It is 
the way of the market. It is really important to move in the category. As long as 
the category is primarily soft luggage from China, we remain hostage to this 
depreciating rupee and so far our efforts to build up a really good strong 
independent vendor base in India for soft luggage are going very slow. We are 
findings it very hard to find quality vendors of scale here. So if there is one 
thing that would change this industry it would be good scale soft luggage 
vendors in India so you do not depend on this depreciating rupee all the time, 
but that is not in effect right now. 

Dhaval Dama: May be one more thing that if you could let us know whether in 
Skybags is Backpacks is the positive growing product of the category as of now? 

Radhika Piramal: Yes, it is with Skybags even without Backpacks. It is 
growing strong double digit growth without Backpacks so Backpacks are 
definitely adding to turnover. We may be even the Backpacks market leader and 
branded in India, where we were not even present four years ago. 

Dhaval Dama: Okay and one more things if you could help us out it would be 
great, if you could just let us now what percentage of our sales today would be 
coming from Skybags just ballpark number? 

Radhika Piramal: It is the second largest brand of the VIP Industries. 

Dhaval Dama: Thank you. 

Moderator: Thank you. The next question is from the line of Nihar Shah from 
Enam Holdings. Please go ahead. 
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Nihar Shah: Hi Just couple of questions from my side you know what will be 
may understand what this rural urban mix for the company in terms of sales 
and if you can qualitatively just let us know how things are progressing on each 
market? 

Radhika Piramal: Primarily, we are an urban company and more semiurban 
definitely not rural. I will say that 50% of our sales come from top 25 towns so 
while we reached up to 500 towns. 50% of our sales comes from 25 towns or 
may be 80% of our sales come from 50 towns and so on and so forth. So, we 
are not experiencing these big cities small town mix change. We are still not in 
that rural penetration game for a branded bag. Skybags Backpacks costs about 
Rs.1500 to 1800 and really in rural market that kind of Backpacks nobody will 
buy for more than Rs.200 to Rs.300 which is why it remained an urban/ semi-
urban discretionary spend kind of company.  

Nihar Shah: Great, that is also my side. Thank you and good luck on the year 
ahead. 

Moderator: Thank you. The next question is from the line of Tejas Shah from 
Spark Capital. Please go ahead. 

Tejas Shah: Couple of followup questions Radhika is spoke about GST and 
impact of GST on the industry on VIP couple of quarters back, since then a lot of 
development has happened on the positive side on the top end so and I am sure 
you to have also spend some bandwidth on understanding the impact more 
accurately so just wanted to know how it can impact on competitive landscape 
also and on financial also for us? 

Radhika Piramal: I think that it would be premature to comment on the 
financials till we get little more clarity on exactly the law, the rate, etc. Overall it 
is a very good move for us, it can possibly help, our hard luggage gross margins 
because of the way excise and service tax will be treated so that is one 
potential. Secondly in terms of operational efficiencies and potentially cost 
productions on transport as well as warehouses it may be possible to reduce the 
number of stock points we have; however, it is not going to be some massive 
reduction because right now we have a stock point in each state. We still have 
service customers in each state and they used to a certain number of days 
delivery time from a company like VIP but there are areas especially North India 
where we may be able to consolidate warehouses. Also, we expect that the 
transit time from both mother warehouse to the branch warehouse and onwards 
that should reduce possibly by a good number of days that can both reduce 
retention charges, it can also reduce the amount of stock one holds across the 
country because finally the amount of stock one holds is basis how long it takes 
to get stock from one area to the other so I do see it is very positive move for 
the industry. We are looking forward coming to effect. We are looking forward 
to getting more details on the exactly parameters and then we can specifically 
comment on the financial impact. 

Tejas Shah: Sure, so coming back to competitive landscape would it by any 
chance improve organise players competitiveness versus organised? 
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Radhika Piramal: I think that it may. 

Tejas Shah: Second just wanted to understand structurally if I recall correctly 
you had mentioned few quarters back that even today because of the whole 
infra supply chain infra that China has, China will continue to be hub of soft 
luggage sourcing for a while, now in that context how much efficient is our 
Bangladesh plant on gross marginal level versus China sourcing? 

Radhika Piramal: It is about the same at least six months ago, but I think this 
sort of Chinese factories are quite eager for business in the face was diminished 
demand on their side and so they are sometimes offering some quite attractive 
prices. 

Tejas Shah: Basically bargaining power is shifting again on our side, is a 
correct assessment? 

Radhika Piramal: Yes. 

Tejas Shah: Okay, that also gives you confidence that margins can improve on 
that as well? 

Radhika Piramal: Correct. 

Tejas Shah: Lastly one question on the structure of the industry that we speak 
lot about Samsonite versus VIP versus Safari and Wildcraft, but when you zoom 
out then still there is like ballpark figure everybody gave is 60 to 70 or perhaps 
80% of the industry still is unorganized depending upon the category where I 
am talking, subcategories so I just want to understand that are you seeing any 
structural changes be it brand aspirations of people or be it the shrinkage of 
mother channel for unorganized which is MBOs losing out market share because 
if it is hurting a brand like VIP I am pretty sure the organized brands would not 
be findings such place in malls also so are you seeing any structural change 
which can actually instead of we talking about market share between organized 
players the whole organized players can actually gain market share at the 
advantage or at expense of organized players. 

Radhika Piramal: That is only where to grow in India. Fundamentally, I will 
categorise luggage industry as a bit of value industry. 70% to 80% of the 
market is unbranded which is visible to all of us as consumers. Also on 
international level if you see Samsonite is sort of one big company and there is 
rarely a second, third or fourth brand in the western countries it tends to be 
Samsonite followed by then private label or branded private label, which is west 
equivalent of unbranded right. I think that VIP is at one of top three luggage 
companies in the world given despite we are relatively small size and the fact 
that we primarily operate Indian market. It shows that luggage does not have 
the same cache in terms of spending on brand, the way perhaps let us say a 
watch would and it is our job as market leader to then create this band and 
segment and I think therefore we are in the process of doing with a Backpacks, 
with Caprese handbags and the honest truth is that it takes time in India to 
really create a branded category and then it will grow and it will happen and 
once it has scale it will keep going, but it takes time. You have to convince 
someone who is paying Rs.2000 or something, which is available at Rs.1000 
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and selling environment makes a big difference on that. It is just not brand and 
product and so the shift towards modern trade, EBOs will help us a company. 

Tejas Shah: Thanks a lot and all the best. 

Moderator: Thank you. The next question is from the line of Chirag Lodaya 
from Value Quest Research. Please go ahead. 

Chirag Lodaya: Thank you for the opportunity. Can you help us understand 
some brand mix? How our brand mix is, qualitative comments on that? 

Radhika Piramal: VIP and Skybags are the two largest brands. We have Alfa 
and Aristocrat, we call the value brands, which compete with imported Chinese 
luggage and Safari. VIP and Skybags broadly compete against the American 
Tourister in terms of both price point and channel mix. At the premium end we 
have Carlton, which is growing well, but still a relatively small brand in our 
portfolio and then we have Caprese that is our sixth brand which is ladies 
handbags growing well So that is the brand portfolio. 

Chirag Lodaya: If you can give me some sense on brand mix in our company 
per se in terms of percentage if you can help us understand? 

Radhika Piramal: This is as much detail as I can give at this time. Thank you. 

Chirag Lodaya: What kind of growth rates we are expecting in soft luggage 
and when we say declining hard luggage, so what kind of growth declining 
growth rate we expect, general if you can give some ballpark numbers? 

Radhika Piramal: I think that I have given as much specific numbers as I can 
already. 

Chirag Lodaya: Lastly on sourcing, what kind of sourcing benefits you are 
expecting say in FY 2017 versus FY2016 some sense on that? 

Radhika Piramal: Sorry, I cannot answer more specifically than what I have. I 
have given my qualitative comments. 

Chirag Lodaya: Lastly, if you can give me some sense on soft luggage and 
hard luggage gross margins? 

Radhika Piramal: They are not so much different from each other taking into 
the account of factory overheads, etc. 

Chirag Lodaya: Which one is higher? 

Radhika Piramal: They are broadly similar. 

Chirag Lodaya: Thanks a lot. 

Moderator: Thank you. The next question is from the line of Shradha Sheth 
from Edelweiss Securities. Please go ahead. 

Shradha Sheth: Madam, I just needed to ask you commented that CSD as a 
channel was flat this quarter and this was mainly because of this marriage 
season? 

Radhika Piramal: Absolutely, even May was very poor in CSD also. 

Shradha Sheth: It is an industry wide phenomenon right? 
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Radhika Piramal: I believe so. 

Shradha Sheth: So that has picked up, as you said in June and July, we have 
seen a pickup, so this channel as well as picked up. 

Radhika Piramal: So specific for one month, I think would not be accurate way 
to look forward. I will say all channels have picked up better in June and July 
compared to April and May. April and May were very poor months. 

Shradha Sheth: Will it be possible as we know there are a lot of factors this 
year where Hajj order is not coming in, marriage season was slow and of course 
it should pick up in the Q3 and Q4, but if you could give qualitatively and we 
have been a little below our own expectation so how do we expect the year in 
terms of this? 

Radhika Piramal: I t is really too early for me to comment on the year, but in 
Q2, let me just put out some numbers so you all can do. Last year we had Rs. 
295 Crores that is last year Q2 and 50 Crores out of that was from Hajjorder . 
So now all you can do your own thing assuming either 6% or I expect it to be 
slightly better but excluding Hajj you can run your models, work up the maths. 

Shradha Sheth: But again in the Q3 and Q4 as you know we pick up the Q1 
momentum as we have lost, that should also be better than what we would 
have delivered? 

Radhika Piramal: I will say definitely look 6% growth is not worth, we were 
expecting it is not worth. We had budgeted and I do not think that is 6%.  

Shradha Sheth: Thank you. 

Moderator: Thank you. The next question is from the line of Dhaval Dama from 
Equirus Securities. Please go ahead. 

Dhaval Dama: Radhika, just wanted to ask you now if you are saying that you 
would be looking at double-digit for the rest of the year, so does that also mean 
that mean that your trade schemes or trade discounts and everything could go 
up for the rest of the year? 

Radhika Piramal: I will just expect the market to be better. 

Dhaval Dama: Maybe if we expect some kind of an improvement in gross 
margins, do we plan to increase our advertising with that? 

Radhika Piramal: We will take on a quarter-to-quarter call. Let us see how the 
sales work out. Broadly we our advertising between 5% and 7% at sales, if 
there is an opportunity, if we see in one channel or where we need to spend 
more, we do and we do not really cut back on advertising on a bad quarter and 
we do not really necessarily plough back more in if we are having when in 
usually a good quarter. 

Dhaval Dama: Just a couple of small questions; now like say how much would 
be E-commerce as a percentage of our revenues? 

Radhika Piramal: It remains less than 5%, but it is growing fast and again I 
believe we should do better in the year ahead than in the year gone by. Not 
only because the channel is growing, but because our assortment as a channel 
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is better and our products assortment. 

Dhaval Dama: How do you view some of the smaller or the local guys who are 
trying to compete on the E-commerce space, the E-commerce websites how do 
you view them as a competition? 

Radhika Piramal: They are just like any other local label, what we call label. 
There are plenty of regional players that have the areas of strength so it is 
same as any other competition in any of the channel. 

Dhaval Dama: May be any plans to come with some other brands specifically 
for the E-commerce website? 

Radhika Piramal: We have launched a Skybags range of backpacks with a 
footloose subbranding. So this is specifically aimed for E-commerce channel. 

Dhaval Dama: That is from my side. 

Moderator: Thank you. The next question is a followup from the line of Chirag 
Lodaya from Value Quest Research. Please go ahead. 

Chirag Lodaya: Madam just a bookkeeping question. What will be the tax rate 
for FY2017? 

Radhika Piramal: Jogendra can you comment please? It should be same as 
last year. 

Jogendra Sethi: It will be full rate that is around 34.61%. 

Chirag Lodaya: Thanks a lot. 

Moderator: Thank you.  

Shradha Sheth: Radhika just one question from my side. You know a lot of 
measures that we have taken in terms of each of the channels, and lot of our 
positioning had improved in some of the channels where we had lost out, so if 
you could just talk about the competitive scenario in the last few months? 

Radhika Piramal: So the dealer channel, which is our single largest channel, 
our competitive position with respect to branded players remain strong, but I 
wonder if there are some down trading to imported Chinese luggage because it 
is hard for me to estimate. Our dealer channels are declining and yes, there are 
some market structural shifts from dealers to modern trade but is it going down 
so much, I wonder. In modern trade we have a very strong presence. Our 
product assortment accelerates and we continue to do well there. In retail, 
which is our own branded stores, I think we are slightly growing ahead of the 
market but we have some catching up to do because that is true that 
Samsonite, which is a premium brand has a little edge on us in terms of a 
branded exclusive showroom sort of presence. In E-Com we were significantly 
behind our competitors a year ago and we remain behind them and there is a 
catching up to do but with this new product assortment, I feel we can get there. 

Shradha Sheth: That is very helpful. Margaret any further questions? 

Moderator: No Madam, we do not have anyone in the queue. 

Shradha Sheth: We would like to thank the VIP Management for giving us the 
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insights on the results and an overview on the industry and we would like to 
thank the participants for being on the call. Thank you and Radhika, in case any 
closing comments from your side? 

Radhika Piramal: I will say it is an acceptable quarter, 6% sales growth is 
nothing great, but it is not so bad either in the context of what other consumer 
companies have done. I remain optimistic that the sales demand in the second 
half of the year will improve. On the fixed cost side there was a good control. 
Margins did not expand but neither that they did shrink and overall I remain 
fundamentally very positive about the state of our brands, our market share 
and the opportunity for the growth in the rest of this year. Thank you for your 
time. 

Moderator: Thank you. On behalf of Edelweiss Securities Limited that 
concludes this conference. Thank you for joining us. You may now disconnect 
your lines. 
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DISCLAIMER 

Edelweiss Securities Limited (“ESL” or “Research Entity”) is regulated by the Securities and Exchange Board of India (“SEBI”) and is 
licensed to carry on the business of broking, depository services and related activities. The business of ESL and its Associates (list 
available on www.edelweissfin.com) are organized around five broad business groups – Credit including Housing and SME Finance, 
Commodities, Financial Markets, Asset Management and Life Insurance.  

This Report has been prepared by Edelweiss Securities Limited in the capacity of a Research Analyst having SEBI Registration 
No.INH200000121 and distributed as per SEBI (Research Analysts) Regulations 2014. This report does not constitute an offer or 
solicitation for the purchase or sale of any financial instrument or as an official confirmation of any transaction. Securities as defined in 
clause (h) of section 2 of the Securities Contracts (Regulation) Act, 1956 includes Financial Instruments and Currency Derivatives. The 
information contained herein is from publicly available data or other sources believed to be reliable. This report is provided for assistance 
only and is not intended to be and must not alone be taken as the basis for an investment decision. The user assumes the entire risk of 
any use made of this information. Each recipient of this report should make such investigation as it deems necessary to arrive at an 
independent evaluation of an investment in Securities referred to in this document (including the merits and risks involved), and should 
consult his own advisors to determine the merits and risks of such investment. The investment discussed or views expressed may not be 
suitable for all investors.  

This information is strictly confidential and is being furnished to you solely for your information. This information should not be 
reproduced or redistributed or passed on directly or indirectly in any form 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 ESL and associates / group companies to any registration or licensing requirements within such 
jurisdiction. The distribution of this report in certain jurisdictions may be restricted by law, and persons in whose possession this report 
comes, should observe, any such restrictions. The information given in this report is as of the date of this report and there can be no 
assurance that future results or events will be consistent with this information. This information is subject to change without any prior 
notice. ESL reserves the right to make modifications and alterations to this statement as may be required from time to time. ESL or any of 
its associates / group companies shall not be in any way responsible for any loss or damage that may arise to any person from any 
inadvertent error in the information contained in this report. ESL is committed to providing independent and transparent 
recommendation to its clients. Neither ESL nor any of its associates, group companies, directors, employees, agents or representatives 
shall be liable for any damages whether direct, indirect, special or consequential including loss of revenue or lost profits that may arise 
from or in connection with the use of the information. Our proprietary trading and investment businesses may make investment 
decisions that are inconsistent with the recommendations expressed herein. Past performance is not necessarily a guide to future 
performance .The disclosures of interest statements incorporated in this report are provided solely to enhance the transparency and 
should not be treated as endorsement of the views expressed in the report. The information provided in these reports remains, unless 
otherwise stated, the copyright of ESL. All layout, design, original artwork, concepts and other Intellectual Properties, remains the 
property and copyright of ESL and may not be used in any form or for any purpose whatsoever by any party without the express written 
permission of the copyright holders.  

ESL shall not be liable for any delay or any other interruption which may occur in presenting the data due to any reason including 
network (Internet) reasons or snags in the system, break down of the system or any other equipment, server breakdown, maintenance 
shutdown, breakdown of communication services or inability of the ESL to present the data. In no event shall ESL be liable for any 
damages, including without limitation direct or indirect, special, incidental, or consequential damages, losses or expenses arising in 
connection with the data presented by the ESL through this report. 

We offer our research services to clients as well as our prospects. Though this report is disseminated to all the customers simultaneously, 
not all customers may receive this report at the same time. We will not treat recipients as customers by virtue of their receiving this 
report.  

ESL and its associates, officer, directors, and employees, research analyst (including relatives) worldwide may: (a) from time to time, have 
long or short positions in, and buy or sell the Securities, mentioned herein or (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 subject 
company/company(ies) discussed herein or act as advisor or lender/borrower to such company(ies) or have other potential/material 
conflict of interest with respect to any recommendation and related information and opinions at the time of publication of research 
report or at the time of public appearance. ESL may have proprietary long/short position in the above mentioned scrip(s) and therefore 
should be considered as interested. The views provided herein are general in nature and do not consider risk appetite or investment 
objective of any particular investor; readers are requested to take independent professional advice before investing. This should not be 
construed as invitation or solicitation to do business with ESL. 
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ESL or its associates may have received compensation from the subject company in the past 12 months. ESL or its associates may have 
managed or co-managed public offering of securities for the subject company in the past 12 months. ESL or its associates may have 
received compensation for investment banking or merchant banking or brokerage services from the subject company in the past 12 
months. ESL or its associates may have received any compensation for products or services other than investment banking or merchant 
banking or brokerage services from the subject company in the past 12 months. ESL or its associates have not received any compensation 
or other benefits from the Subject Company or third party in connection with the research report. Research analyst or his/her relative or 
ESL’s associates may have financial interest in the subject company. ESL and/or its Group Companies, their Directors, affiliates and/or 
employees may have interests/ positions, financial or otherwise in the Securities/Currencies and other investment products mentioned in 
this report. ESL, its associates, research analyst and his/her relative may have other potential/material conflict of interest with respect to 
any recommendation and related information and opinions at the time of publication of research report or at the time of public 
appearance.  

Participants in foreign exchange transactions may incur risks arising from several factors, including the following: ( i) exchange rates can 
be volatile and are subject to large fluctuations; ( ii) the value of currencies may be affected by numerous market factors, including world 
and national economic, political and regulatory events, events in equity and debt markets and changes in interest rates; and (iii) 
currencies may be subject to devaluation or government imposed exchange controls which could affect the value of the currency. 
Investors in securities such as ADRs and Currency Derivatives, whose values are affected by the currency of an underlying security, 
effectively assume currency risk. 

Research analyst has served as an officer, director or employee of subject Company: No 

ESL has financial interest in the subject companies: No 

ESL’s Associates may have actual / beneficial ownership of 1% or more securities of the subject company at the end of the month 
immediately preceding the date of publication of research report. 

Research analyst or his/her relative has actual/beneficial ownership of 1% or more securities of the subject company at the end of the 
month immediately preceding the date of publication of research report: No 

ESL has actual/beneficial ownership of 1% or more securities of the subject company at the end of the month immediately preceding the 
date of publication of research report: No 

Subject company may have been client during twelve months preceding the date of distribution of the research report. 

There were no instances of non-compliance by ESL on any matter related to the capital markets, resulting in significant and material 
disciplinary action during the last three years except that ESL had submitted an offer of settlement with Securities and Exchange 
commission, USA (SEC) and the same has been accepted by SEC without admitting or denying the findings in relation to their charges of 
non registration as a broker dealer. 

A graph of daily closing prices of the securities is also available at www.nseindia.com 

Analyst Certification: 

The analyst for this report certifies that all of the views expressed in this report accurately reflect his or her personal views about the 
subject company or companies and its or their securities, and no part of his or her compensation was, is or will be, directly or indirectly 
related to specific recommendations or views expressed in this report.  

Additional Disclaimers 

Disclaimer for U.S. Persons 

This research report is a product of Edelweiss Securities Limited, which is the employer of the research analyst(s) who has prepared the 
research report. The research analyst(s) preparing the research report is/are resident outside the United States (U.S.) and are not 
associated persons of any U.S. regulated broker-dealer and therefore the analyst(s) is/are not subject to supervision by a U.S. broker-
dealer, and is/are not required to satisfy the regulatory licensing requirements of FINRA or required to otherwise comply with U.S. rules 
or regulations regarding, among other things, communications with a subject company, public appearances and trading securities held by 
a research analyst account. 

This report is intended for distribution by Edelweiss Securities Limited only to "Major Institutional Investors" as defined by Rule 15a-
6(b)(4) of the U.S. Securities and Exchange Act, 1934 (the Exchange Act) and interpretations thereof by U.S. Securities and Exchange 
Commission (SEC) in reliance on Rule 15a 6(a)(2). If the recipient of this report is not a Major Institutional Investor as specified above, 
then it should not act upon this report and return the same to the sender. Further, this report may not be copied, duplicated and/or 
transmitted onward to any U.S. person, which is not the Major Institutional Investor. 
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In reliance on the exemption from registration provided by Rule 15a-6 of the Exchange Act and interpretations thereof by the SEC in 
order to conduct certain business with Major Institutional Investors, Edelweiss Securities Limited has entered into an agreement with a 
U.S. registered broker-dealer, Edelweiss Financial Services Inc. ("EFSI"). Transactions in securities discussed in this research report should 
be effected through Edelweiss Financial Services Inc. 
 
Disclaimer for U.K. Persons 

The contents of this research report have not been approved by an authorised person within the meaning of the Financial Services and 
Markets Act 2000 ("FSMA").  
 
In the United Kingdom, this research report is being distributed only to and is directed only at (a) persons who have professional 
experience in matters relating to investments falling within Article 19(5) of the FSMA (Financial Promotion) Order 2005 (the “Order”); (b) 
persons falling within Article 49(2)(a) to (d) of the Order (including high net worth companies and unincorporated associations); and (c) 
any other persons to whom it may otherwise lawfully be communicated (all such persons together being referred to as “relevant 
persons”). 
 
This research report must not be acted on or relied on by persons who are not relevant persons. Any investment or investment activity to 
which this research report relates is available only to relevant persons and will be engaged in only with relevant persons. Any person who 
is not a relevant person should not act or rely on this research report or any of its contents. This research report must not be distributed, 
published, reproduced or disclosed (in whole or in part) by recipients to any other person.  
 
Disclaimer for Canadian Persons 

This research report is a product of Edelweiss Securities Limited ("ESL"), which is the employer of the research analysts who have 
prepared the research report.  The research analysts preparing the research report are resident outside the Canada and are not 
associated persons of any Canadian registered adviser and/or dealer and, therefore, the analysts are not subject to supervision by a 
Canadian registered adviser and/or dealer, and are not required to satisfy the regulatory licensing requirements of the Ontario Securities 
Commission, other Canadian provincial securities regulators, the Investment Industry Regulatory Organization of Canada and are not 
required to otherwise comply with Canadian rules or regulations regarding, among other things, the research analysts' business or 
relationship with a subject company or trading of securities by a research analyst. 
 
This report is intended for distribution by ESL only to "Permitted Clients" (as defined in National Instrument 31-103 ("NI 31-103")) who 
are resident in the Province of Ontario, Canada (an "Ontario Permitted Client").  If the recipient of this report is not an Ontario Permitted 
Client, as specified above, then the recipient should not act upon this report and should return the report to the sender.  Further, this 
report may not be copied, duplicated and/or transmitted onward to any Canadian person. 
 
ESL is relying on an exemption from the adviser and/or dealer registration requirements under NI 31-103 available to certain 
international advisers and/or dealers.  Please be advised that (i) ESL is not registered in the Province of Ontario to trade in securities nor 
is it registered in the Province of Ontario to provide advice with respect to securities; (ii) ESL's head office or principal place of business is 
located in India; (iii) all or substantially all of ESL's assets may be situated outside of Canada; (iv) there may be difficulty enforcing legal 
rights against ESL because of the above; and (v) the name and address of the ESL's agent for service of process in the Province of Ontario 
is: Bamac Services Inc., 181 Bay Street, Suite 2100, Toronto, Ontario M5J 2T3 Canada. 
 
Disclaimer for Singapore Persons 

In Singapore, this report is being distributed by Edelweiss Investment Advisors Private Limited ("EIAPL") (Co. Reg. No. 201016306H) which 
is a holder of a capital markets services license and an exempt financial adviser in Singapore and (ii) solely to persons who qualify as 
"institutional investors" or "accredited investors" as defined in section 4A(1) of the Securities and Futures Act, Chapter 289 of Singapore 
("the SFA"). Pursuant to regulations 33, 34, 35 and 36 of the Financial Advisers Regulations ("FAR"), sections 25, 27 and 36 of the 
Financial Advisers Act, Chapter 110 of Singapore shall not apply to EIAPL when providing any financial advisory services to an accredited 
investor (as defined in regulation 36 of the FAR. Persons in Singapore should contact EIAPL in respect of any matter arising from, or in 
connection with this publication/communication. This report is not suitable for private investors. 
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