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Type of Issue Share Aggregating Upto Rs. Mn

Fresh Issue -
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Total 8,812

*At Upper Price Band
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Listing Date 16 Nov, 2022
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Price Band Recommend

Bikaji Foods International Ltd.

IPO Meet Note

Rs. 285-300 SUBSCRIBE

Company Overview:

Bikaji Foods is the third largest ethnic snacks company in India with an international footprint and are the second
fastest growing company in the Indian organised snacks market. In FY22, they were largest manufacturer of Bikaneri
bhujia with annual production of 29,380 tonnes, and the second largest manufacturer of handmade papad with an
annual production capacity of 9,000 tonnes. They are also the third largest player in the organised sweets market
with annual capacity of 24,000 tonnes for packaged rasgulla, 23,040 tonnes for soan papdi and 12,000 tonnes for
gulab jamun. This has given a novel twist to classic Indian snacks with a contemporary taste along with maintaining
the regional flavours to address the evolving consumer preferences in India and internationally. Their product ranges
include six principal categories namely bhujia, namkeen, packaged sweets, papad, western snacks as well as other
snacks (which primarily include gift packs, frozen food, mathri range and cookies).

Important highlights
. As of June 30, 2022, the company sold over 300 products under Bikaji brand.

. Amongst its competitors, the company is the market leader in the family pack segment and recorded the high-
est share of 60.57% amongst its other SKUs of Rs. 5 and Rs. 10 packs during FY22.

. Leadership position (ethnic snacks market) in the states of Rajasthan, Assam, and Bihar

. In Q1FY23, the company exported products to 21 international countries, including North America, Europe, the
Middle East, Africa, and Asia Pacific, representing 3.2% of its sales of food products.

Valuation:

Bikaji Foods is the third largest ethnic snacks company in India and the second fastest growing company in the Indian
organized snacks market. The company has leadership position in the states of Rajasthan, Assam and Bihar. It is
gradually expanding its footprint across India, with focus on UP, Punjab, Delhi, Haryana, Karnataka and Telangana.

We believe, (1) focus on expanding its geography reach (2) strong distribution network (3) Diversified product
portfolio (4) commencement of new plants will aid margin on account of savings from logistic cost, (5) Consumer
shift from unbranded to branded products. This will help Bikaji to drive its future growth and margin expansion.

At the upper price band of Rs.300, the stock is trading at 98.5x FY22 P/E. We assign a “Subscribe” rating to the
stock.

NOVEMBER 03, 2022

Indsec Research is also available on www.indsec.com and Bloomberg RESP_ISFL <GO>, Thomson Reuters, Factset and Bluematrix
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Company Overview

Region-wise Revenue mix of Food Products Sale

Region-wise Break- FY20 FY21 FY22
down
Revenue (Rs in Mn) Revenue (Rs in Mn) Revenue (Rs in Mn)

% of Revenue

East 3309.7 32.3% 4119.9 33.2% 4907.5 31.9%
North 5969.3 58.2% 7146.6 57.6% 9058.3 58.9%
South 105.8 1.0% 202.5 1.6% 269.7 1.8%
West 876.8 8.5% 935.5 7.5% 1150.0 7.5%
Total 10261.6 100.0% 12404.5 100.0% 15385.4 100.0%

Category-Wise Production & Capacity Utilization

FY20 FY21 FY22

Prod Capacity (mt) | Capacity Utilization | Prod Capacity (mt) | Capacity Utilization | Prod Capacity (mt) | Capacity Utilization

Bhujia 45600.0 52.2% 52372.6 56.7% 57600.0 55.7%
Namkeen 67938.1 40.5% 71133.7 42.8% 77446.0 42.8%
Machine made Papad 1200.0 26.5% 1897.0 23.7% 2400.0 16.9%
Western snacks 10800.0 26.9% 10800.0 29.9% 12263.0 27.2%
Packaged sweets 38173.5 28.9% 47572.6 28.1% 56734.7 27.9%

Source: RHP Page 3
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Product Portfolio (SKUs)

Product Type No of Products

Bhujia 14
Namkeen 66
Packaged sweets 43
Papad 8

Western snacks 32
Other snacks 144
Total 307

FY22

E-Commerce Others

Source: RHP
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Region-Wise Domestic Network

Super Direct Indirect
S Stockists | Distributors | Distributors il
East 2 8 92 1148 1250
North 2 24 254 699 979
South 1 0 55 0 56
West 1 6 15 109 131
Total 6 38 416 1956 2416

Region-wise Revenue Mix

East 30.9% 31.5% 30.6%
North 55.7% 54.7% 56.5%
South 1.0% 1.6% 1.7%
West 8.2% 7.2% 7.2%

Source: RHP
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Product-Wise Manufacturing Facilities

Manufacturing Facility Bhujiya Namkeen ETED Western Snacks Packaged Sweets
Owned
Karni, Bikaner v v 4 4 4
Bichhwal, Bikaner-I 4
Bichhwal, Bikaner-II v 4
Bichhwal, Bikaner-Ill
Tumkur (Karnataka v v
Guwahati, Assam v 4
Muzaffarpur (Bihar) 4 4
Contract Manufacturing
Kolkata v
Bikaner v
Kanpur 4 v

Product-Wise Manufacturing Facilities

FY20 FY21 FY22 CAGR (szo 22) Q1FY22 Q1FY23

Bhujia 3480.0 4641.1 5601.4 1366.4 1458.5
YoY growth 33% 21% 7%
Namkeen 4016.9 4805.7 5704.8 19% 1244.4 1633.5
YoY growth 20% 19% 31%
Packaged sweets 1297.8 1605.8 2034.7 25% 236.8 315.4
YoY growth 24% 27% 33%
Papad 822.4 914.1 1073.3 14% 224.4 290.6
YoY growth 11% 17% 30%
Western snacks 561.3 657.7 919.9 28% 150.9 360.4
YoY growth 17% 40% 139%
Other snacks 330.6 295.6 404.0 11% 61.8 56.1
YoY growth -11% 37% -9%
Others 212.8 149.1 284.9 16% 35.9 54.5
YoY growth -30% 91% 52%
Total 10721.8 13069.1 16022.9 3320.5 4168.9

Source: RHP
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Key Strengths

Well-established brand with pan-India recognition

Over the years, the company has developed strong brand recognition and consumer loyalty
through diverse range of quality products, authentic ethnic Indian taste, innovative packaging,
and effective pricing strategies covering all key price points. A significant part of their sale of food
products is derived from sales of family packs (60.57%, FY22). They are the market leader in fam-
ily pack segment. This portrays the strength of its brand as a home consumption and planned
purchase product. They have over the years consistently invested in developing strong brand re-
call and consumer preference. For this purpose, they have engaged with Amitabh Bachchan, a
well-known celebrity in India, to endorse their brand ambassador. The brand recallability will al-
so help the company to further penetrate the markets where they are relatively new entrants.
They also promote their brand through in-film integration, co-branded advertisements, social
media campaigns and on-product pack promotions. They have launched an online platform
(www.bikaji.com) along with mobile apps for them to access a wider and more direct consumer
base.

Diversified product basket focused on various consumer segments and markets

They have developed a comprehensive portfolio of a variety of Indian snack foods and sweets
based on their understanding of consumer taste and preferrences. As of Q1FY23, their diversi-
fied product portfolio included more than 300 products across all their product segments. They
have also entered the frozen foods segment particularly frozen sweets and snacks to seize on the
opportunities present in fast-growing packaged foods segments. They are in the process of
setting up a facility in Bikaner to manufacture frozen products. Apart from this they also capture
demand via product packages of various sizes. For example, their Bhujia and namkeen products
are available in packages as small as a pouch that is 14-25 grams for Rs 5 to a one (1) kilogram
pouch for Rs. 350.

Extensive distribution network in India

The company sells their products primarily through general trade, modern trade, and e-
commerce platform, as well as exports. Over the years, they have developed a large pan-India
distribution network. As of June 30, 2022, they had 6 depots, 38 super stockists, 416 direct and

Source: RHP
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Key Strengths

1,956 indirect distributors that work with their super stockists, located across 23 states and 4 un-
ion territories in India. The company has also developed longstanding relationships with most of
their super stockists and direct distributors and they play a key role in ensuring that their prod-
ucts reach the end retailer in an efficient manner. They consistently engage with their super
stockists and direct distributors as well as end retailers to collect product feedback and insights
on market trends that will drive their product development initiatives. They implemented an in-
tegrated inventory and distribution management systems and sales force automation solutions
to further improve the efficiency in the supply chain. They also focus on developing strategic dis-
tribution channels, such as sale of their products at railway stations across India. Further, they
have also started supplying products for sale in Indian army canteens from August 2022.

Strategically located, large scale sophisticated manufacturing facilities

Their large-scale manufacturing facilities are strategically located in proximity to key raw ingredi-
ent supplies and improve their distribution and supply of finished products, which results in re-
duced freight and logistics related time and cost. Company’s facilities in Bikaner are located with
easy access to cow milk, dew bean (moth dal) and moong dal, which are primary ingredients for
their bhujia, sweets and namkeen products. Their manufacturing facility in Guwahati (Assam)
commissioned recently on January 14, 2022, with capacity to produce namkeen and western
snacks is strategically located in their core market. One of the facilities at Tumakuru (Karnataka)
held through their subsidiary Petunt Food Processors Pvt Ltd caters to the southern markets in
India and the other facility at Muzaffarpur (Bihar) held through Vindhyawasini Sales Pvt Ltd ca-
ters to their core market of Bihar. They also have a contract manufacturing unit in Kolkata and 2
contract manufacturing facility located at Bikaner and at Kanpur. In addition to this, they have
one small facility in Mumbai to manage their Mumbai restaurant sales. The company intends to
operationalise 2 additional manufacturing facilities, 1 in Rajasthan which will be operated by
them to manufacture frozen snacks and sweets products and have entered into contract manu-
facturing agreements for the remaining manufacturing facilities in Bihar, which will manufacture
namkeen and western snacks. The company maintains stringent quality standards throughout
their manufacturing process in their own facilities as well as at their contract manufacturing facil-
ities.

Source: RHP
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Strategies

Implement distinctive growth strategies for the core markets, focus markets and other mar-
kets

The core markets, focus markets and other markets requires different inputs and support and
as such Bikaji intends to implement differentiated strategic priorities for the respective geogra-
phies

. Core market strategic intervention

Company’s core markets are Rajasthan, Assam and Bihar where in Fiscal 2022, they enjoyed a
market share of approximately 45%, 58% and 29% respectively. They will continue to invest into
these markets to further consolidate their leading position in these states. Sales of food prod-
ucts in their core markets represented 72.57%, 71.43%, 71.48%, 76.43% and 74.70% in Fiscal
2020, 2021 and 2022, and in the 3 months ended June 30, 2021 and June 30, 2022. They deliv-
ered a CAGR of 21.32% in sales of food products in their core markets between Fiscal 2020 and
Fiscal 2022. They would continue to leverage wholesale distributors and hawkers’ channel,
which are 2 critical and important business channels in these core markets. They are in the pro-
cess of digitalizing their super-stockist and distributor network by providing them with compre-
hensive distribution management systems and sales force automation solutions.

. Drive growth in focus markets leveraging existing and proposed facilities

The focus markets are states identified basis the proximity of markets and opportunity to ex-
pand in the size of the products they offer. In these states there are immense growth opportu-
nities and they have already made some inroads, started making their presence felt and started
gaining market share. The strategic lever will be to strengthen their distribution network and
increase direct and indirect reach in these states. The Company is in the process of strengthen-
ing their distribution base in these markets by adding more super stockists and distributors in
more cities and towns. They entered in this geography by initially focusing on their top selling
products and now they are expanding their category, both western and ethnic which would fur-
ther help in gaining presence and market share. They have experienced significant growth in
recent years in states such as Uttar Pradesh, Punjab, Haryana and Delhi in north India and Kar-
nataka and Telangana in south India. Sales of food products from these markets increased at a
CAGR of 35.84% between Fiscal 2020 and Fiscal 2022.

Source: RHP

Page 9



== INDSEC

—_——
Strategies

Further strengthen the brand

Bikaji has consistently allocated significant resources to establish and strengthen the Bikaji
brand and consciously developed their product portfolio under the Bikaji brand, allowing cus-
tomers to associate with one brand. Going forward, they intend to roll out special programmes
and enter arrangements with their “category top end stores”. They intend to increase the visi-
bility of their products in other states with their current branding efforts.

Expansion into other markets

In other markets, as seeding operations, they intend to build the experienced super stockist dis-
tribution network with exposure of same categories to leverage their distribution strength in
the respective markets. Continued ATL (above-the-line) spends for example on primetime
shows, national news channels amongst others and advertisement are to create demand and
strengthen the brand recall which is to complement the product acceptance resulting to en-
hanced trade and consumer traction. In these other markets, they intend to focus on large cities
and driving their popular products. They will leverage e-commerce B2B platforms and national
modern trade retail chains to increase their presence and brand in these markets. As they gen-
erate the threshold business volumes, they would invest behind the full-fledged infrastructure
to expand into deeper markets and proliferation of categories and product SKUs.

Continue to use advanced technology to further optimise the operations

Bikaji continues to make significant investment to support their super-stockists and distributors
and further scale their distribution network which includes additional cities, towns and rural ar-
eas that increase market penetration across India. They have recently commenced work for im-
plementation of their distribution management system, and various measures to achieve opera-
tional technology and storage excellence. They are in the process of implementing an automat-
ed storage retrieval system to optimize floor space in their warehouses and streamline the
goods movement.

Source: RHP Page 10
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Key Risk

. Company’s raw material are subject to price volatility and supply chain disruptions leading

to increase in cost, this would affect its margin and financial condition.

. Bhujiya and Namkeen constitutes majority of its product mix (~70%, FY22). Any impact on
the demand of these products could adversely impact company’s business.

. Core market contributes significantly to its overall revenue. Any adverse development in
these market could have an impact on the business and financial performance.

Source: RHP Page 12
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INDSEC Rating Distribution

BUY : Expected total return of over 15% within the next 12-18 months.

HOLD : Expected total return between 0% to 15% within the next 12-18 months.
SELL : Expected total return is negative within the next 12-18 months.
NEUTRAL: No investment opinion, stock under review.

Note: Considering the current pandemic situation, the duration for the price target may vary depending on how the macro scenario plays out. Therefore, the duration which has been mentioned as a period of 12-18
months for upside/downside target may be higher for certain companies.

DISCLOSURE

DISCLOSURE
BUSINESS ACTIVITIES:

Indsec Securities and Finance Limited (ISFL) is a corporate member of BSE (Equity, WDM segment), of NSEIL (Equity, WDM, Futures & Options and Currency Derivative segments) and has also secured membership of the MSEI Exchange (Currency
Derivative Segment) vide registration No. INZ000236731. ISFL is an AMFI Registered Mutual Fund Advisor (MRMFA) vide Registration Number 9194. ISFL is also a Depository Participant of the National Securities Depository Limited (NSDL) and a
SEBI registered Portfolio Manager. With this setup ISFL is in a position to offer all types of services in the securities industry.

Since inception company’s focus has been on research. In view of its research capabilities ISFL focused mainly on institutional business and is today empaneled with most of the local financial institutions, insurance companies, banks and mutual
funds. ISFL has grown from being a medium size broking outfit to become one of the largest capitalized Indian broking company offering the complete range of broking services.

ISFL was incorporated on 28th July 1993 and doesn’t have any associates/ subsidiaries. ISFL is a registered Portfolio Manager under SEBI (Portfolio Managers) Regulations, 1993 vide registration No. INPO00001892.
DISCIPLINARY HISTORY:

(] No material penalties / directions have been issued by the SEBI under the securities laws, SEBI Act or Rules or Regulations made there under
®  No penalties have been imposed for any economic offence by any authority.
(] No material deficiencies in the systems and operations of the Company have been observed by any regulatory agency.

®  There are no pending material litigations or legal proceedings, findings of inspections or investigations for which action has been taken or initiated by any regulatory authority against the Company or its Directors, principal officers or em-
ployees or any person directly or indirectly connected with the Company.

DECLARATION:

(] ISFL/Research Analysts or their associates or their relatives do not have any financial interest in the subject company (ies);

. ISFL/Research Analysts or their associates or their relatives do not have actual or beneficial ownership of 1 % or more in the subject company (ies);

(] Directors may have actual or beneficial ownership of 1 % or more in the subject company (ies);

(] ISFL/Research Analysts or their associates or their relatives do not have any material conflict of interest in the subject company(ies) at the time of publication of this document;

(] ISFL has not received any compensation from the subject company (ies) in the past twelve months;

(] ISFL has not managed or co-managed public offering of securities for the subject company (ies) in the past twelve months;

(] ISFL has not received any compensation for investment banking or merchant banking or brokerage services or any other service from the subject company (ies) in the past twelve months;
(] ISFL has not received any compensation or other benefits from the subject company (ies) or third party in connection with this document;

(] None of the research analysts have served as an officer, director or employee of the subject company (ies);

(] ISFL has not been engaged in the market making activity for the subject company (ies);
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DISCLOSURE

GENERAL TERMS AND CONDITION/ DISCLAIMERS:

This document has been issued by ISFL and is for informational purposes only and is not intended as an offer or solicitation for the purchase or sale of security.

This document has been prepared and issued on the basis of publicly available information, internally developed data and other sources believed to be reliable. However, we do not guarantee its accuracy and the information may be incomplete
and condensed. Note however that, we have taken meticulous care to ensure that the facts stated are accurate and opinions given are fair and reasonable, neither the analyst nor any other employee of our company is in any way responsible for
its contents. The Company’s research department has received assistance from the subject company (ies) referred to in this document including, but not limited to, discussions with management of the subject company (ies). All opinions, projec-
tions and estimates constitute the judgment of the author as of the date of this document and these, including any other information contained in this document, are subject to change without notice. Prices and availability of financial instru-
ments also are subject to change without notice. While we would endeavor to update the information herein on reasonable basis, we are under no obligation to update or keep the information current. Also, there may be regulatory, compli-
ance, or other reasons that may prevent us from doing so.

Securities recommended in this document are subject to investment risks, including the possible loss of the principal amount invested. Any decision to purchase/sale securities mentioned in this document must take into account existing public
information on such security or any registered prospectus. The appropriateness of a particular investment, decision or strategy will depend on an investor's individual circumstances and objectives. The securities, instruments, or strategies dis-
cussed in this document may not be suitable for all investors, and certain investors may not be eligible to purchase or participate in some or all of them. 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).

This document 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 the company to any registration or licensing requirement within such jurisdiction. Further, this document is not directed or intended for distribution to the US taxpayers covered under
US Foreign Account Tax Compliance Act (FATCA) provisions. 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

This is just a suggestion and the company will not be responsible for any profit or loss arising out of the decision taken by the reader of this document. Any comments or statements made herein are those of the analyst and do not necessarily
reflect those of the company. No matter contained in this document may be reproduced or copied without the consent of the company. Any unauthorized use, duplication, redistribution or disclosure is prohibited by law and will result in prose-

cution. The information contained in this document is intended solely for the recipient and may not be further distributed by the recipient. The Company accepts no liability whatsoever for the actions of third parties.

The research analyst(s) of this document certifies that all of the views expressed in this document accurately reflect their personal views about those issuer(s) or securities. Analyst’s holding in the stocks mentioned in the Report:-NIL

Page 15



