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PRESS TRUST OF INDIA
Mumbai, 15 November

The Sensex ended 119 points
higher on Thursday and the
broader Nifty went past the
10,600 mark on positive
investor sentiment amid eas-
ing crude oil prices and firm
rupee. The 30-share index
opened a shade higher at
35,145.75 points, hovered in the
range of 35,402 and 35,118.42,
before ending the session at
35,260.54, with a gain of 118.55
points, or 0.34 per cent, over its
previous close.

The gauge had shed 2.50
points Wednesday in a high-
ly volatile session. The NSE
Nifty also closed 40.40
points, or 0.38 per cent, high-
er at 10,616.70 after shuttling
between 10,646.50 and
10,557.50. The appreciation
in rupee, firming trend in
other Asian markets and a
higher opening of European
equities too influenced mar-
ket mood here.

Traders said falling crude
prices in the global market
was a big boost for the econ-
omy as it lightens the coun-
try's import bill burden, eas-
es inflation and current
account deficit concerns.

Global crude oil prices
have fallen nearly 30 per
cent to $65 per barrel from
over $86 in early October.
Brent crude fell 0.47 per cent
to $65.81 per barrel.

Meanwhile, the rupee
strengthened further by 44
paise to trade at 71.87 against
the dollar in late afternoon
trade in the forex market.

However, profit-booking
at higher levels by specula-
tors at the fag-end of the ses-
sion trimmed some of the
day's gains, traders added.

According to analysts, a
drop in US 10-year bond
yield, followed by gradual
pick up in foreign institu-
tional investor (FII) inflow to
domestic market and slide
in oil prices eased the con-
cerns of liquidity.

Sensex closes
119 ppoints
higher, Nifty
at 10,600

Boost for listed FMCG firms
as Patanjali loses ground
Distribution issues, unattractive margin, lower ad spend hurting Ramdev’s company
SHREEPAD S AUTE
Mumbai, 15 November

There is good news for
investors in listed fast-
moving consumer

goods (FMCG) companies that
have faced significant pres-
sure on business and prof-
itability from the aggression
of Patanjali Ayurved.

Patanjali, yoga-guru
Ramdev’s player, had created a
storm in the consumer goods
space from its debut a few
years earlier. It is now facing
issues on the operational front.
A recent survey-based report
by IIFL is titled ‘What ails
Patanjali?’. On-ground checks
here in Mumbai do suggest
that at most retail outlets, sales
of Patanjali products have
halved from two years earlier,
amid distribution issues. This,
along with the efforts of listed
players in terms of product
launches and innovation,
should help them recover their
lost ground.

Positioned as harmless-
herbal and organic products,
Patanjali had gained brand
preference over the past three
years, taking significant share
in the consumer staples and
personal care markets over a
very short span of time. From
~50 billion of revenue in 2015-
16, it crossed ~100 billion in
FY17, rising further to ~120 bil-
lion in FY18. And, as con-
sumers started shying away
from their older choices such
as Dabur, Colgate, etc, to
Patanjali, there was a sharp
deceleration in the domestic
volume growth of the listed
players (see chart). The fact of
being bitten by Patanjali had
been admitted by established
companies in the segment.
This had also impacted
investor sentiment, as volume
growth and market share
trend are key performance

parameters here.

Patanjali issues
The current slowing in
Patanjali’s turnover is mainly
due to change to a more com-
plex system of separate dis-
tributors for each vertical,
leading to time gap in delivery
of products to retailers. The lat-
ter have stopped keeping stock
of some Patanjali products,
states IIFL.

Beside, lack of sufficient
advertising and the adverse
impact of expanding reach
through general stores (most
exclusive retailers’ average
monthly turnover has
dropped 50 per cent as com-
pared to two years ago, says
IIFL), are other factors. More,
an unattractive trade margin
and a dearth of schemes or
offers on Patanjali’s products
have led to a seeming unhap-
piness among retailers in gen-
eral trade — they do not seem

to be pushing its products.
The other aspect is what

Patanjali’s rivals have been
doing. “After the strong surge in
demand for ayurvedic offerings
from Patanjali, the listed con-
sumer players have also been
growing their ayurveda portfo-
lio and expanding their reach.

Given the healthy distribution
network of already established
consumer players, the supply-
side issue at Patanjali should
help the listed ones,” says Nitin
Gupta, analyst at SBICAP
Securities.

Though the underlying
consumer demand is still

strong for Patanjali’s prod-
ucts, Gupta believes resolving
the issues mentioned earlier
would not be easy and would
take time. Thus, the listed
ones would see some volume
improvement in the oral and
personal care categories,
among others. They would
also have time to recoup lost
ground and strengthen their
franchise.

“The major competition
from Patanjali is in tooth-
pastes, ghee and hair oil to
some extent. The listed play-
ers in these categories can
benefit if the issues (as men-
tioned) continue. Beside, an
issue in terms of quality is also
observed for some products
of Patanjali,” says Vishal
Gutka, assistant vice-presi-
dent at PhillipCapital.

In fact, some listed FMCG
firms say they have taken
market share from Patanjali.
Emami, for instance, during
the September quarter earn-
ings call, said that their Kesh
King brand had done so in
hair oils.

Promotional efforts and
product innovation/enrich-
ment are among the reasons
for these gains. 

Efforts to reach the
Patanjali management did
not elicit any response.
While Patanjali has been
investing in enhancing of
capacity, how soon it can cor-
rect these issues needs to be
seen. In the coming quarters,
the Street would be looking
for more clarity on this mar-
ket share battle between
Patanjali and listed con-
sumer players, and whether
the latter can sustain or grow
it from current levels. 

For now, the trends in vol-
ume growth and market
share would auger well for
Patanjali’s listed rivals and
their share price, say analysts.

Sebi orders listed
firms to disclose
commodity risks
RAJESH BHAYANI
Mumbai, 15 November

The Securities and Exchange
Board of India (Sebi) has
asked all listed companies to
disclose their commodity
risks and hedging in their
annual report.

This is expected to
improve risk management
by companies and make
their position in this regard
more open. Also, in
enabling the commodity
derivatives market to
improve depth and width,
apart from generating more
liquidity.

Sebi issued a circular on
the issue on Thursday. The
needed disclosures are to be
made in the corporate gov-
ernance section of the
annual report. Companies
have to disclose risk related
to commodities that are
material —what is a materi-
al commodity is to be decid-
ed by its board of directors.

Such a provision exists
for disclosure of currency
risk, seen as having led to
companies improving their
hedging in this regard, since
the markets see red when
they see unhedged currency
risks are higher when the
rupee is falling. Several loan
assets have turned into non-
performing ones because
the commodity in which the
company was active become
volatile and several small-
cap and mid-cap entities
were not hedging these.
Only large manufacturing
companies were and only in
commodities such as bul-
lion, metals and crude oil
and its derivatives. The
hedging of risks was mostly
in exchanges abroad.

Mrugank Paranjape,
managing director at the
Multi Commodity
Exchange (MCX), said:
“This (Sebi’s) is a great ini-
tiative. It will give a much-
needed thrust to ensure

that corporates understand
and manage their com-
modity exposures. It will
greatly enhance the partic-
ipation by the physical
market in the commodity
derivatives markets.”

After the entry of
National Stock Exchange
and the BSE last month,
there are four big bourses
and one small one in the
commodity derivatives
space. A likely result of the
Sebi move is a gradual
improving in hedging by
listed companies and, as a
result, volumes on these
bourses’ platforms. MCX
and the National
Commodity and
Derivatives Exchange could
see immediate benefits, as
they offer a large basket of
commodities for hedging.
Sebi has also said that com-
panies have to disclose
their risks in the rupee and
how they manage these.
Companies must also dis-
close their risks regarding
commodities pertaining to
markets abroad, to be
shown in rupee terms.

The proposal to ask list-
ed entities to disclose their
commodity exposures and
hedging was made four
years earlier by the now
wound-up Forward Markets
Commission. A committee
formed by Sebi on ways to
improve corporate gover-
nance, chaired by banker
Uday Kotak, had recom-
mended a year before that
“listed entities should dis-
close their risk manage-
ment activities during the
year, including their com-
modity hedging positions
in a more transparent,
detailed and uniform man-
ner”. In India, this risks in
this regard are largely not
disclosed to shareholders.

This report was accept-
ed by Sebi in March this
year; the circular on
Thursday is an outcome.

Sr.No STATION CONTACT PERSON PHONE NOS.
1. Ahmedabad Mr.Naresh/Mr.Pankaj 079-25503836, 25510360
2. Adalaj Mr. Pravin 079-65723131 / 9998566528
3. Ambujanagar Mr. Ketan 9824691032
4. Anand Mr. Vipul 02692-251032, 262212
5. Ankleshwar Mr.Umesh Patel 02646-247375, 9825496790
6. Baroda Mr.Nilesh Patel 9825685246
7. Bharuch Mr.Viral Prajapati 02642-260299, 9898326436
8. Bhavnagar Mr.Harshadray 9429165765
9. Bhuj Mr. Vinod / Mahesh 02832-220063,9427434753/2
10. Botad Mr. Dinesh Bagadia 02849-251856, 9924059331
11. Changa Mr. Mahebubsha 9408397691, 9426333332
12. Chota Udaipur Mr. Santosh Raval 94265993357
13. Dharmaj Mr. Kamlesh Shastri 02697-245694, 9429160866
14. Dhoraji Mr. Irfan Haroon 9328051925, 9377597635
15. Dhangadhra Mr. Praveen 02754-283387, 9427067234
16. Diu Mr.Shakil A. Karim 02875-253439, 9825772223
17. GandhiDham Mr. Jayesh Pandya 02836-220212, 9825555212
18. Gandhi Ngr Mr.Nilesh G. Patel 9825561438, 9428355817 
19. Gondal Mr. Raju Toliya 02825-220265, 9979000210
20. Halvad Mr. Haresh Rabari 9879995612
21. Himmat Ngr Mr.Arvind Raval 02772-242349, 9825142349
22. Jamnagar Mr. K H Gajara 9016975658, 9898285979
23. Jetpur Mr. Shanti Madhvani 02823-222895 / 203423
24. Junagadh Mr. Sakil Sodha 9904496822
25. Kadi Mr.Mukesh Prajapati 02764-262532, 9879762532
26. Kalol Mr.A.S.Barot 02764-223720, 9898168432
27. Kapadwanj Mr. Ashok Dave 02691-262575, 254775
28. Khambalia Mr.Ramnikbhai 02833-234333, 235333
29. Khambat Mr.Deepak/kamlesh 02698-220899, 9426378891
30. Limbdi Mr.Jawahar 02753-260173, 261259
31. Maktupur Mr. Shambhubhai 02767-259733
32. Mehsana Mr.Bharat Desai 9377774477
33. Mithapur Mr. Kirit Vithalani 02892-223403, 9228435851
34. Modasa Mr. Jayesh Gandhi 02774-247331, 94291547493
35. Morbi Mr. Hitesh Kansara 02822-223852, 9067493959
36. Nadiad Mr. Ajay Barot 0268-2564848, 9824744846
37. Padra Mr. Kanu Gandhi 02662-222815, 9426416510
38. Pala Vasna Mr. Ravi 02762-242971, 9898394984
39. Palanpur Mr. Bhikhabhai 02742-254182, 9925796517
40. Pardi-Shapar Mr. Anjukumar Rajput 0281-2782696, 9426786229
41. Patan Mr.Babubhai 02766-221816, 9426278300
42. Porbandar Mr.Aswin Cholera 0286-2247848, 9898047848
43. Pore Mr. N. R. Patil 0265-2830998
44. Rajkot Jay Hatkesh News 9879515400
45. Rajula Mr. Kamlesh Pari 9974426766, 9904061441
46. Sanand Mr.Manohar 02717-315425, 9427601152
47. Shertha Mr. Pankaj Parekh 079-3285419, 9427300429
48. Sidhpur Mr.Paresh Modi 02767-221621, 223284
49. Surat Mr. Vikash 9898052249
50. Surendra Ngr   Mr.Hamid Miya 9725412482, 9898503237
51. Talod Mr.H.B.Modi 02770-220894, 9825487381
52. Veraval Mr.Deepak Kakkad 02876-240148, 223843
53. Visnagar Mr. G. P. Brambhatt 02765-225072, 9377171000
54. Wankaner Mr. Nilesh 02828-220840, 9825989540
55. Zanor Mr. Pravin Matieda 9427831839

READER’S HELPLINE
BUSINESS STANDARD & IT’S PERIODICALS ARE NOW ONLY A PHONE
CALL AWAY. IF YOU ARE LIVING IN GUJARAT, YOU CAN HAVE YOUR
COPY OF BUSINESS STANDARD & IT’S PERIODICALS DELIVERED AT
YOUR DOORSTEP BY MAKING A PHONE CALL TO ANY ONE OF OUR
FOLLOWING AGENTS:

A.H.


