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‘We ‘re careful about marketing
spends after demonetisation’

What factors helped TVS in
Q3, especially when the
effects of cash crunch were
felt across the automobile
sector?
Demonetisation happened in
November, but PAT (profit
after tax) grew well. We had a
good festival season and con-
tinued with billing in
November. We were careful
in marketing spends after
demonetisation, and all the
brands have done well. 

For the first six months of
FY17 (April to September), we
grew 20 per cent; in the fes-
tive season also we grew 20
per cent. 

As a result, Q3 perform-
ance was good.

The first six weeks of the
festive season was good;
impact of demonetisation
was felt on the second half.

We are hopeful about con-
tinued performance in Q4
(January to March). 

Though the first two
weeks of January were 
subdued, increase in cash
supply and a good rabi crop
will help improve sentiment.
The sales should pick up 
by February and March. 
If there are any good meas-
ures for the sector in 
the Budget, that will also help
growth.

You have set a target of
around 18 per cent market
share…
At the beginning of the year,
we said we would achieve 18
per cent market share in less
than three years and set our-
selves a target of achieving 15
per cent market share end of
this financial year (March).
By the last quarter (October-
December, 2016), we
achieved a market share of
15.5 per cent.

Stability is returning. The
sector should be stable by 
late January or early February. 
It will reflect in the Q4 FY17

results.
Our portfolio — especially

Apache, Jupiter and Victor —
has done well. We need to
grow our scooty brand.

Are any new products on the
cards? What is the status of
the vehicle from the BMW
venture? Will you launch any
scooters or motorcycles in
2017-18?
As far as BMW concerned, the
project is progressing well.
There is no delay in launching
vehicles; we will come out
with the product in 2017.
Besides, we will also launch
new products in scooter and
motorcycle segments.

What will be your capex?
Around ~300-350 crore for
2017-18 (In 2016-17, it was
around ~400 crore). We’ll
focus on enhancing capacity
from the current four million
units, across all three plants,
and this will cater to the fol-
lowing year’s requirements.
How much the exact increase
is will be announced by the
end of the next quarter.
Besides, capacity expansion,
the company will invest on
new products.

S G MURALI  
CFO, TVS Motor 

Despite speed bumps for the auto sector, such as demonetisation
and prices of commodities going up, TVS Motor has managed to post
a 10 per cent growth in profit, to ~132.67 crore, in the quarter ended
December 2016. For the corresponding quarter in the previous year,
the firm’s profit was ~120.21 crore. TVS Motor’s total revenue for the
quarter has increased to ~3,239.55 crore, compared to ~3,151.12 crore
in Q3 FY16. TVS Motor chief financial officer S G MURALI tells 
T E Narasimhan about how it managed to stay in profits, its plans to
increase market share to 18 per cent, and a proposed investment of
~300-350 crore in the next financial year (2017-18)

AMRITHA PILLAY

New Delhi, 28 January

Engineering major Larsen & Toubro
(L&T) on Saturday revised down-
wards its guidance for order inflow

and revenue growth in the current finan-
cial year citing delays in ordering activi-
ty and other execution headwinds. For
quarter ended December 2016, the com-
pany reported a 39 per cent jump in net
profit owing to a better operational per-
formance.

The management noted demoneti-
sation has caused disruption but said it
would be difficult to quantify the scale of
the impact.

L&T in the October-December 2016
quarter reported a consolidated net prof-
it of ~972. 47 crore against ~700.34 crore
reported in the same period a year ago.
Revenue from operations for the
December quarter was at ~26,286 crore
compared to ~25,928 crore in the corre-
sponding quarter -- a rise of just 1 per
cent. The company missed Street expec-
tations for its net profit numbers. 

Earnings before interest, tax, depre-
ciation and ammortisation or Ebitda was
higher at ~2,520 crore, against ~ 2,130
crore a year ago. The company attrib-
uted the growth in Ebitda to the turn-
around seen in sectors like engineering

and hydrocarbon which were badly hit in
the corresponding quarter.

The L&T management has also
revised its growth guidance for both its
expected order inflow and revenue for
the current financial year. “It is possible
for us to end the year with a 10 per cent
growth in order inflow against the 15 per
cent we had guided earlier,” Shankar
Raman, chief financial officer, L&T, said
at a press conference. Raman also revised
the company’s revenue growth guidance
to 10 per cent from the earlier 12 per cent.
Guidance for margins growth on a year-

on-year basis was maintained at 50 basis
points for the current financial year. The
consolidated orderbook stood at ~2.58
lakh crore, 1.4% higher from a year ago.
“We are at 6% for the nine months peri-
od, factoring the surge in order inflow
that we typically see in the fourth quar-
ter we will think we will reach 10 per cent
growth in order inflow,” he added. The
company’s order inflow for the
December quarter was at ~34,890 crore,
which is 10 per cent lower than ~38,710
crore seen in the same quarter a year
ago. ”Order Inflow decline due to mut-

ed domestic capex and delay in awards,”
Raman said. 

He added revenue guidance has
been lowered due to current execution
challenges and the company does not
expect these headwinds to go away any-
time soon. “Land acquisition issues,
right of way issues continue to be a chal-
lenge. Second challenge is of liquidity
where there is an NPA overhang on new
completion of new financial closures.
Some clients are pacing execution to
suit their needs, clearance of work cer-
tificates are taking longer,” he said.

ABHIJIT LELE & 

K RAGHAVENDRA KAMATH

Mumbai, 28 January

SBI Card, a subsidiary of the
State Bank of India, is aiming
at increasing its co-branded
card business, on expecta-
tions of replicating the robust
performance of its partner-
ship with the Future group.

The card-issuing compa-
ny expects to more than dou-
ble the share of revenue from
the co-branded card segment
to 32-33 per cent of the total
by 2020. It is about 15 per
cent now.

The arrangement is that
SBI Card issues retail cards
with which pur-
chases can be made
at the outlets of the
Future group.

Vijay Jasuja,
chief executive, SBI
Card, said the expe-
rience with the co-
branded card for Big
Bazaar, a unit of the Kishore
Biyani-controlled Future

group, had given
the concern the
confidence to
scale up its busi-
ness and was
looking at more
alliances.

The first tie-
up with the

group happened in
December 2014. 

The card, which is valid
for products in the fashion
category, is targeted at the
value-conscious consumer
and has become the fastest-
growing and largest retail co-
branded card in the country.

Jasuja said the card com-
pany wanted to move into
premium categories such as
leisure and lifestyle.

SBI Card looks to increase biz
flow from co-branded cards 

PRESS TRUST OF INDIA

New Delhi, 28 January

Squarely putting the blame
for collapse of Kingfisher
Airlines (KFA) on the then
government's policies and
economic conditions, trou-
bled liquor tycoon Vijay
Mallya has said public funds
were used to bail out state-
owned Air India, but not the
then “largest domestic 
airline”.

Defending himself in a
string of tweets, Mallya said
all he sought was help related
to policy change and not
loans, questioning "public
funds given to Air India".

“KFA collapsed with oil at
USD 140 per barrel and state
sales tax on top rupee deval-
uation.No FDI engine fail-
ures. Economic depression.
Need more?” he asked in a
tweet. He further said: “And
KFA being the largest domes-
tic airline was the worst hit.
Government bailed out Air
India, but did not bail out
KFA. So much for “favours”.
Mallya said he sought policy
changes that he did not get,
which hurt his airlines.

He tweeted that he
“begged for help” and not for
loans, but policy changes 
— declared goods status for
fuel, flat rate of state sales tax
instead of ad valorem, FDI.

Claiming that KFA is
“India’s largest and finest air-
line”, he said, “It sadly failed
purely due to economic and
policy situations. I am hum-
ble enough to say sorry to
employees and all stakehold-
ers everyday.”

Begged for

help, not loans,

says Mallya
Sundaram Finance has
registered a 35.2 per cent rise
in its quarter ending
December 31, 2016 to ~138.24
crore. The firm had registered
net profit at ~102.18 crore
during corresponding
quarter of the previous year.
Total income from
operations for the October-
December 31, 2016 quarter
marginally went upto
~598.12 crore from ~590.67
crore registered during year
ago period.

PPTTII

L&T profit up 39%; revises revenue,
order inflow guidance slides 

EBITDA MARGINS (in %)

Segment �Oct-Dec FY16   �Oct-Dec FY17

Heavy 1.5
Engineering 20.3

Electrical & 11.1
automation 15.7

Infrastructure 7.2
8.3

Hydrocarbon 1.5
7.8

Power 5.4
1.5

Source L&T

SBI Card wanted to
move into
premium
categories such 
as leisure 
and lifestyle

Sundaram Finance Q3
net up 35 per cent to
~138.24 crore

SOHINI DAS & VIMUKT DAVE

Ahmedabad, 28 January

At a time when gold demand in
India is estimated to decline to
650-700 tonnes in 2016 thanks
to measures adopted by the
government to discourage sales
of the metal, organised jewellers
are, in fact, busy ramping up
their presence across the coun-
try, and even abroad. This is
because the industry expects
demonetisation to drive jew-
ellery demand towards the
organised sector.

Sample this: Malabar Gold
and Diamonds, which ranks
fifth in India in terms of the
number of retails stores, is
pumping in ~620 crore to open
24 new stores in the next three
months. Of this, around ~220
crore would be spent in India
for opening seven outlets, while
the remaining would be spent
in opening nine outlets in the
UAE, five in Saudi Arabia, two
in Bahrain and one in Kuwait.
Post expansion, Malabar Gold
would have 82 outlets in India
and 86 overseas and add anoth-
er 1,000 people to the group's
existing manpower strength of
9,000 people by March.

Asher O, managing director,
Indian operation, of the
Malabar Group, said, “Malabar
Gold & Diamonds in one of the
top five companies in world and
our aim is to become number
one by 2020.”

This also means enhancing
production capacity. “Right
now we manufacture around 22
per cent  of our requirement
and aim to touch 40 per cent in
this year. Factories will operate
at various places like
Hyderabad, Mumbai, Kolkata,
Bangalore and Coimbatore
apart from Kerala,” Asher
added.

The Mehul Choksi-led

Gitanjali Group is planning to
double its shop-in-shop outlets
in 2017 as it has seen 40 per cent
growth in demand from mod-
ern trade while its business in
traditional stores, which are pri-
marily driven by cash sales,
declined 25 per cent.

Choksi said that the group
planned to add 300-400 shop-
in-shop stores during the next
few months. “We plan to focus

on brands like ‘Nakshatra’,
'Sangini', 'Diya' and 'Princess' as
we expect demand in these seg-
ments,” Choksi said. Gitanjali
would add another 350-400
people to man its retail expan-
sion as well as increase produc-
tion by 25-30 .per cent. 

PC Jewellers has informed
the Bombay Stock Exchange
(BSE) that it opened two show-
rooms in January. Relatively

smaller player Orra Jewellery is
planning to enhance its store
count by around 40 per cent
from 33 stores. It would add
another eight stores over the
year. Vijay Jain, CEO and
director of Orra Jewellery,
however, pointed out that
instead of adding new high-
street stores, Orra would
focus on opening standalone
stores in malls. 

Jewellery chains in expansion drive
GOLD ON UPSWING
ORGANISED RETAILERS' PRESENCE
Name No. of stores

Tanishq (Including Zoya) 195

Shubh Retail 80

Malabar Gold and Diamonds 80

Kalyan Jewellers 68

Joyalukkas 58

P C Jewellers 58

GoldPlus 32

JEWELLERY DEMAND (tonnes)
� 2014   � 2015  � 2016

Q1 Q2 Q3 Q4

12
3.

5 15
0
.8

8
8
.4

15
2.

0
12

2.
1

9
7.

9 18
4
.2 21

1.
1

-

17
9
.1

17
3.

0
-

BAR AND COINDEMAND (tonnes)
� 2014   � 2015  � 2016

Q1 Q2 Q3 Q4

4
3.

6
4
0
.9

28
.0 52

.3
37

.7
33

.1 54
.0

57
.0

-

56
.9

6
0
.2

-

PRICE (~/10 grams)
� 2014   � 2015  � 2016

Q1 Q2 Q3 Q4

25
,6

71
.6

24
,3

77
.9

25
,6

77
.0

24
,7

77
.9

24
,3

32
.8

27
,0

9
9
.4

24
,9

70
.8

23
,4

76
.1

-

23
,8

9
9
.0

23
,4

4
6
.0

-
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Source: World Gold Council
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