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Prominent Player in Men’s Casual Wear...

Type of Issue Issue size Rs. Mn

Fresh lssue . | Credo Brands Marketing Ltd is mainly engaged in the business of selling of fashion casual garments and accessories
S p— under the brand name “MUFTI”. The company product portfolio includes shirts, T-shirts ,jeans ,chinos, jackets and
Total 5500 many more.
Post i k Rs. bn)* 18 o . . . .

°St_'ssuem teap (Rs. bn) The company is primarily involved in the retail of the garments and accessories and it does not manufacture any of
Lot size >3 | the apparel sold. Mufti has a market share of 1.28% in Casual Led branded market for Men’s Western Wear in

*At Upper Price Band Mid+ price segment.

Reservation for % of Issue The Mufti Brand was launched 25 years ago by the promoter to redefine menswear. In the initial stage the
QB 50% company used to only sell shirts, T-shirts, and trousers. As of today the company has expanded its offerings to
NIB 15% sweatshirts, jeans, cargos, chinos, jackets, blazers and sweaters in relaxed holiday casuals, authentic daily casuals to
Retail 35% urban casuals, party wear and also athleisures.

Total 100%

Company sells its products through multiple channels, this includes Exclusive Brand Outlets (EBOs),Large format
Bid/Offer Opening Date 19th Dec 2023 | stores (LFs), Multiple-brands Outlets (MBOs), Online Channels comprising of Own stores and other E-commerce
Bid/Offer Closing Date 21st Dec 2023 Marketplaces
Finalization of the Basis of Allotment 22nd Dec 2023 '

Initiation of refund 26th Dec 2023 ) )
niteion o reTines - As of H1FY24 company has 1807 touchpoints, with EBOs at 404 stores, followed by LFs at 71, and MBOs at 1332
Credit of shares 26th Dec 2023 . . .
Listing Date 27th Dec 2023 | Stores. Additionally, the company has a presence in 591 cities.
Offer for Sale Company operates its business on a very asset light model wherein it outsources all of its manufacturing and
additionally it also does not own any properties where it operates its stores.
DAM Capital, ICICI Securities, Valuation and Outlook:
Manager: Keynote Financials. At the upper price band of Rs 280, the IPO is priced at a P/E of 23.2x on FY23 EPS, which is a discount to the
Registrar Link Intime India Private Limited industry avg PE. Credo brands marketing (Mufti) a casual men’s wear retailer has grown its revenue/Ebitda at a
CAGR of 43%/84% respectively, this makes this IPO an attractive proposition. Additionally, the company has 1807
Saral Seth Jainam Shah . . o . . . . .
o » ] touchpoints and have presence in 591 cities. Overall due attractive valuation, good financial track record, a solid

VP—Institutional Equities Research Associate L. . . . .. . \ . .

. . o . . distribution network ,and industry specific factors (double digit growth in the men's wear segment, urbanization,

sarals@indsec.co.in jainams@indsec.co.in . . ] .
+91 22 61146139 +91 22 61146127 growing middle class), we assign a SUBSCRIBE rating to the IPO.

DECEMBER 20, 2023
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Credo Brands Marketing Ltd (Mufti) ==

key financial summary Pre-issue and post-issue holding structure
Financial summary (Rs. mn) FY21 FY22 FY23  3MFY24 Pre-issue Post-issue*
Revenue 2,448 3,412 4,982 1,185 Shareholding pattern Holding (%) Holding (%)
i 485 951 1,639 303 Promoter &
Ebitda 68.82% 55.40%
Ebitda margin 1.8%  14.4% = 22.2% = 13.3% Promoter Group
PAT 34 357 775 86 Public 31.18% 44.60%
PAT Margin 1.4% 10.5% 15.6% 7.2% Total 100% 100%
ROE 1.8% 15.2% 27.6% 3.0% * At upper price band
Key Risks:
. Outsourcing of Manufacturing: While the design of mufti products are in-house, company rely on outsourcing the manufacturing of finished products to

third-party manufacturing partners, without exclusivity arrangements and are dependent on them for their finished goods. As of September 30, 2023,
company had a network of 48 manufacturing partners for procurement of finished products. If their existing manufacturing partners, temporarily or per-
manently, are unable to provide them with the finished products it may adversely affect their business operations.

Particulars H1FY24 FY23 FY22 FY21
Number of Manufacturing Partners 48 54 50 53
. Dependence on Offline distribution channels: The majority of the company’s revenue from operations was derived from offline retail distribution chan-

nels. Additionally company intends to continue to remain reliant on offline retail distribution channels in the near future.

% of Total revenue from operations

Particulars H1FY24 FY23 FY22 FY21

Number of Manufacturing Partners 13.95% 5.11% 8.22% 8.21%

Source: RHP Page 2



Credo Brands Marketing Ltd (Mufti)

Risk (continued)
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. Dependence on franchisee owned stores: Company’s business depends on continual purchases of their products and timely payments by their franchise

stores, both in short and long term. As on September 30, 2023, out of the total 404 EBOs, 32.18% are COCO i.e. 130, 41.58% are COFO i.e. 168 and
26.24% are FOFO i.e. 106.

EBO Counter Sales

% of Total EBOs Counter Sales

H1FY24 FY23 FY22 FY21
COCO EBOs 28.60% 28.50% 23.70% 24.60%
COFO EBOs 48.00% 47.00% 49.05% 50.30%
FOFO EBOs 23.40% 24.50% 27.25% 25.10%

Key Performance Indicators

Format of stores

% of Total Revenue from Operations

H1FY24 FY23 FY22

EBOs 61.00% 56.79% 51.84% 56.02%
MBOs 17.89% 30.43% 32.24% 27.61%
LFSs 2.46% 3.16% 3.36% 2.81%
Online 13.95% 5.11% 8.22% 8.21%
Others 4.70% 4.51% 4.35% 5.35%
Total 100.00% 100.00% 100.01% 100.00%
Particulars H1FY24 FY23 FY22 FY21

Avg. Cost of Capex per EBO (Rs. Mn) 2.21 2.85 2.56 2.07

Avg. Revenue per EBO (Rs. Mn) 1.79 7.58 5.51 4.48

Avg. Revenue per Products Sold (Rs.) 1307.59 1348.21 1,207.94 1,023.25
Avg. Ticket Value per Bill for EBO (Rs.) 4411.87 4156.95 3,442.13 2,939.97

Source: RHP

Page 3
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Strengths

Strong brand equity with presence across categories:

. Company provides a wide range of products for multiple occasions in a customer’s life, with their product offerings ranging from shirts to t-shirts to
jeans to chinos to jackets, which caters to all year-round clothing with a prominent focus on casual wear

. Company products range comes under the mid-premium to premium price range of clothing in India. Their product’s main competitors, in the similar
price brackets, are brands such as Jack & Jones, Levi’s, Pepe Jeans and U.S. Polo.

. Further, the company have a longstanding relationship with their partners across their manufacturing, supply and distribution network with some of
these partners being with them since the inception of the brand. As of September 30, 2023, company has a network of 48 fabric and accessories sup-
pliers and 48 manufacturing partners with the top five suppliers from whom they source the raw materials and manufacturing partners being associ-
ated with them for an average of 8 years each.

Multi-channel pan-India distribution network:

The company has a pan India presence with their reach extending from Major Metros to Tier -3 cities. EBOs have traditionally been their prime distribution
channel to drive their sales. Out of total 404 EBOs as of September 30, 2023, approximately 66.34% of their EBOs are on the high streets, approximately
32.18% are in malls, approximately 1.49% of their EBOs are in airports.

Channel Central East North South West Total
EBO 44 76 117 61 106 404
MBO 188 431 278 182 253 1332
LFS 5 12 11 17 26 71

Total 237 519 406 260 385 1807

Scalable asset light model:

Company outsources thier manufacturing operations, while all aspects of design are managed in-house. This helps them to maintain an asset-light model
with respect to PPE. Company drives efficient partnerships from the back-end to front-end without a need to invest in developing manufacturing facilities.
This structure provides them agility with their longstanding sourcing partners allowing them to increase or decrease their supply based on the demand
from their various channels. Company’s asset light model also covers every aspect of their sales operations, with none of their stores being situated on
properties owned by them. Company generally enters into long term lease agreements ranging from 5 to 9 years. Majority of their lease agreements, for
their high street stores can, only be terminated at the discretion of the Company, post completion of lock-in period which is upto 3 years.

Source: RHP Page 4
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Credo Brands Marketing Ltd (Mufti)
Strategies
. Expand domestic store network in existing and new cities: As part of the growth strategy, company intends to continue increasing their presence by

== INDSEC

setting up new EBOs and expanding their EBO network in existing as well as additional regions across India. Company expects emerging demand from such

cities will help fuel their growth. For Q1FY24 and for the FY23, FY22 and FY21, company added 16, 67, 45 and 34 EBO stores, respectively. Further, in

Q2FY24, company added 21 EBOs.

. Deeper penetration to grow sales through online channels by capitalizing on the increasing e-commerce demand in Indian retail
. Focused expansion on product portfolio to become a men’s lifestyle brand: company intends to make mufti a lifestyle brand which why the company
design team is currently considering designing a line of shoes, caps and socks that will complement their existing offerings to make Mufti a 360° men'’s life-
style brand.
Price Points
Product Type Product portfolio MRP
Topwear Rs.1200-4000
Bottomwear Rs.1700-5300
Outerwear Rs.2800-7500
Source: RHP Page §
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Industry overview

Retail market in India
. The market was valued at $951 Bn in FY23 and is projected to grow at a CAGR of 10.4% to reach $1,418 Bn by FY 2027.

. In Fiscal 2023, India’s retail basket was approximately 48% of its private consumption and it is expected to maintain roughly this share in private con-

sumption for the next four years.

. The apparel and accessories market in India was estimated at ~Rs.5,512 billion as of FY23 and was one of the largest segments of the Indian retail sec-
tor. The share of Apparel & Accessories in overall retail is expected to reach 9.4% in 2027 from 7.2% in FY 2023, and 6.1% in FY 2022.

. Apparel and Accessories is also expected to be the fastest growing sector in the retail basket, with an estimated CAGR of 20.8% from FY 23-27.

Organised Retail Pentration
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15.00%

10.00%
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Source: RHP Page 6



Credo Brands Marketing Ltd (Mufti)

Industry overview

Indian Apparel Market
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. Apparel market size in India was valued at INR 5,476 Bn ($68.45 Bn) in FY 2023 and projected to grow at a CAGR of ~18% between FY23 and FY27 to
reach INR 10,683 Bn ($133.5 Bn) by FY27 on the back of factors like higher brand consciousness, increasing digitization, greater purchasing power and

increasing urbanization. The share of organized retail in apparel has witnessed a steady increase over the past years.

. Men’s apparel constituted ~41% and Women apparel share was estimated to be ~37% of the total apparel market in FY 2023. The balance ~21% was

contributed by kids” apparel.

. This market is dominated by unorganized sector which was 74% of the Ethnicwear market and 62% for the Western wear market for FY 2023.
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Source: RHP
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Industry overview

Men’s Apparel Market

Mens Apparel Market (Rs. Bn) Organised vs Unorganised
5000 120%
4500 4317 100%
4000 0%
3500 18%
60%
3000
2500 2231 40%
2000 1833 1702 20% .
1500 1158 0%
FY2015 FY2020 FY2022 FY2023 FY2027
1000 Unorganised 68% 56% 55% 56% 40%
500 ® Organised 32% 44% 45% 44% 60%
0
FY2015 FY2020 FY2022 FY2023 FY2027 ™ Organised ™ Unorganised
Men's Western Wear vs Ethnic wear Casual and Formal play in Mens Western Wear
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Source: RHP Page 8



Credo Brands Marketing Ltd (Mufti)

Peer financial matrix
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Revenue EBITDA Ebitda Margin
Company Name (Rs mn) (Rs mn) (%) ROE (%) Inventory Turnover days
Credo Brands Marketing Ltd (Mufti) 23.2 4,982 1,639 32.9% 27.6% 154
Aditya Birla Fashion and Retail Limited - 125,344 15,004 12.0% -1.2% 235
Go Fashion (India) Limited 88.2 6,772 2,123 31.3% 17.3% 326
Arvind Fashions Limited @ 157.1 44,736 4,526 10.1% 4.4% 144
Kewal Kiran Clothing Limited 40.2 7,997 1,518 19.0% 23.2% 137

Source: RHP

Page 9
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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
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