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SAFE HARBOR

This presentation and the accompanying slides (the “Presentation”), which have been prepared by Landmark Cars Limited (the “Company ”) , have been

prepared solely for information purposes and do not constitute any offer, recommendation or invitation to purchase or subscribe for any securit ies, and shall

not form the basis or be relied on in connection with any contract or binding commitment whatsoever. No offering of securit ies of the Company will be made

except by means of a statutory offering document containing detailed information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the Company makes no

representation or warranty, express or implied, whatsoever, and no reliance shal l be placed on, the truth, accuracy, completeness, fairness and

reasonableness of the contents of this Presentation. This Presentation may not be all inclusive and may not contain all of the information that you may

consider material . Any liabil ity in respect of the contents of, or any omission from, this Presentation is expressly excluded.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are

individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance and are subject to

known and unknown risks, uncertainties and assumptions that are diff icult to predict. These risks and uncertainties include, but are not limited to, the

performance of the Indian economy and of the economies of various international markets, the performance of the industry in India and world-wide,

competition, the company’s ability to successfully implement its strategy, the Company’s future levels of growth and expansion, technological

implementation, changes and advancements, changes in revenue, income or cash flows, the Company’s market preferences and its exposure to market risks ,

as well as other risks. The Company’s actual results, levels of activity, performance or achievements could differ materially and adversely from results

expressed in or implied by this Presentation. The Company assumes no obligation to update any forward-looking information contained in this Presentation.

Any forward-looking statements and projections made by third parties included in this Presentation are not adopted by the Company and the Company is not

responsible for such third-party statements and projections.
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MARKET SIZE
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Indian PV Market Size (In Mn)• The Indian Auto Market became the 3rd largest market in the world for CY 2022 by 
showing 22% growth over last year

• On the back of the growing preference for personal mobility, economic recovery, 
easy financing options, changing demographics, the demand for automobiles has 
been extremely strong

• Noteworthy trends observed include:
o a clear shift in preference towards premium and luxury cars
o greater adoption of SUVs in place of hatchbacks
o rising market demand and positive sentiments boosting commercial 

vehicles
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INDIA: PROMINENT MARKET FOR GLOBAL PREMIUM OEMs

Sten Ola Källenius
Chairman, Mercedes-Benz Group, CEO, 

Mercedes-Benz

Skoda-Volkswagen group is looking at a more than double
its India volumes by the end of 2025 as it counts on the
success of newly launched models and a pipeline of models
including electric cars. A plan to step up exports of made-
in-India cars will also aid the volume growth, two people
aware of the German carmaker's plans said.”

Jeep India has sounded optimistic about its growth
prospects in 2023 on the back of its product range and
said it is working on its next set of portfolios for the
domestic market.

Nipun Mahajan
Jeep India Head

Global OEM Sentiments

"The Indian market is important to us and it is a growing 
market. It has great long-term future potential. Whatever 
strategic patience you need to apply, it's going to be worth 
it. We're on the verge of India becoming the next story.“ 

Honda’s new SUV for India teased ahead of summer 
2023 debut

This fresh SUV will be Honda's answer to the Creta, Seltos, 
Grand Vitara and the Hyryder in the Indian market.

BYD plans push into India’s burgeoning EV market

Chinese carmaker BYD Co. is planning a bold push into India’s electric car 
market, joining a rush of foreign carmakers jockeying for a bigger share of the 
world’s fourth-biggest auto market. 

The Warren Buffett-backed BYD is seeking to capture 40% of India’s EV market 
by 2030, Sanjay Gopalakrishnan, senior vice president of its local unit, said in 
an interview at India Auto Expo 2023 on the outskirts of New Delhi.

BYD  looking to sell 1,200 vehicles a month, says BYD India's senior VP

BYD Seal EV sedan confirmed for 
India launch

Source: Economic Times, Business standards, mint, Autocar India & Mobility Outlook

Piyush Arora
MD, Skoda Auto Volkswagen India
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PREMIUMIZATION

Growth in Premium Vehicle Segment of CAGR 8%

62.0%

37.0%

FY22

1.0%

57.0%

1.0%

42.0%

FY17

Mass Market

Premium Vehicles

Luxury

Expected Growth by FY27

(CAGR)

14-16%

Mass and 
Premium

Luxury

8-10%

37k
Luxury Vehicles 

sold in India

(~1%-1.5% of 

total volumes)

2 Mn+
Luxury Vehicles sold in US & China 

each

(~10% of total volumes)

Luxury-vehicle brands stand out clearly in the overall automotive industry. While the mass market has largely stagnated, with little to no 
growth expected through 2031, the premium segments are expected to gain significant share during the same period.

Luxury cars are brimming with cutting-edge connectivity capabilities, autonomous driving options, and the newest powertrain 
electrification technology in addition to the standard comfort, convenience, entertainment, and safety features. 

With the rapid premiumization trends we are witnessing in the country, there is a large headroom for growth

Source: McKinsey Report - Five trends shaping tomorrow’s luxury-car market; Economic Times; CRISIL Report
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GROWTH DRIVERS SHAPING UP THE LUXURY CAR MARKET

04
Rapidly rising preference for the top-end variants in the luxury 

car market for performance brands and electric cars

Rising preference for Top-end Variants 

03
Steep rise in the disposable incomes across urban and semi-

urban areas, with a higher propensity to spend  is driving 
discretionary spend on cars

Increasing disposable income

02
Healthy economic revival, strong corporate earnings and 

infrastructural spending driving and supporting sales

Revival in the Economy

01
Younger customers, salaried professionals increasingly opting 
for luxury cars overs mass market cars, with an inclination for 

top variants over the low & mid variants

Changing demographics of Car Buyers

Source: Economic Times



Company Overview



The Brand Names and Logos mentioned are the property of their respective owners and are used here for identification purposes only; Market Share figures are for the period Apr’22 to Dec’22

Preferred dealer partners for OEMs with leading market share for car sales 

- No. 1 partner in India for Mercedes-Benz, Honda, Jeep, Volkswagen.

We are the 3rd largest for Renault and a large player for BYD

Strong and predictable after sales business which has grown at a CAGR 

of 20% over last 8 years, with high ROCE & EBIDTA margins 

Strong track record - has been at the forefront of consolidation in the 

industry and approximately 30% outlets have been acquired 

A professionally managed premium auto retailer with significant market 

share across its OEM partners

Offering a range of services across ownership lifecycle - new vehicle 

sales, third-party financing & insurance products, after sales service & 

spare parts, pre-owned vehicle sales

Professionally run business led by seasoned professionals with strong 

industry experience. Overall team strength of ~4,000 pan India

Brand
Years of 

Association

Landmark 
Market Share  

(India)

15 15.2%

25 6.0%

6 28.9%

14 9.1%

7 4.9%

Recently Tied Up 26.5%

INDIA’S LEADING PREMIUM MULTI -BRAND AUTO RETAILER

9



1 0

JOURNEY SO FAR…

Commenced Honda 

dealership in Ahmedabad, 

Gujarat

Commenced Volkswagen 

dealership in Ahmedabad, Gujarat

Commenced Mercedes-Benz 

dealership in Ahmedabad, Gujarat

Commenced Ashok Leyland 

dealership in Ahmedabad and 

Vadodara in Gujarat

Acquired

Mercedes-Benz Kolkata 

dealership in  West 

Bengal

Investment by TPG Growth 

in the Company

Acquired Renault 

dealerships in Punjab

Started Jeep operations in 

Delhi and Mumbai

Acquired a competing 

Volkswagen dealer in 

Ahmedabad, Gujarat

Investment in Chatpay 

Commerce Private Limited 

(Pitstop)

Investment in Sheerdrive 

Private Limited 

Acquisition of four service centres of 
Mercedes-Benz from Shaman Wheels Pvt 

Ltd in Mumbai and Navi Mumbai

Acquisition of Volkswagen dealership in 
Surat

Acquisition of Honda Dealerships in Vapi 
and Udna, Surat

Opened a Jeep dealership in Punjab

Opened BYD 

showrooms in Mumbai 

and Delhi

Successfully completed 

the IPO 

1998

2009

2012

2013

2014

2016

2017

2018

2019

2021

2022
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DIVERSIFIED FOCUS ON PREMIUM & LUXURY CARS

Uptrend in Premium & Luxury Car Demand
Strong momentum of premiumization in the automotive industry.  Landmark is at the cusp of 

this phenomenal growth opportunity as the country’s premium vehicles retailer

OEM Partnerships
Partner of choice for OEMs expanding operations in India and new OEMs 
entering the country, as Landmark brings in an established platform with 

deep business insights and loyal customer base 

After Sales - Predictable Revenue & High Margins
Expanding after-sales business leading to predictable growth in 

revenues and superior margins. Revenues from after sales 
business have grown at a CAGR of 20% from FY14 to FY22

Experienced Professional Management
An organized player with experienced professional management 

across all business verticals. The leadership team brings in 
diverse skills and best practices from leading organizations, 

instilling the best practices across the industry

Digital Innovation
Continue to invest in technology and digitalizing sales and 

service channels. Aims to be at the forefront of new 
developments and technology through strategic acquisitions and 

technology investments

Serving customers across ownership lifecycle
Building customer loyalty and being a dealer of choice by offering them entire 

suite of services - new vehicle sales, third-party financing and insurance 
products, after sales service and spare parts, pre-owned passenger vehicle sales

Geographic Diversification
One of the few premium and luxury car dealers with wide network of 106 

outlets, comprising 55 showrooms and 51 after-sales service outlets, 
across 26 cities in 8 states and union territories
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PRESENCE ACROSS THE AUTOMOTIVE VALUE CHAIN

After Sales Service & Spare Parts New Vehicle Sales

9M FY23 *Revenue Split (Rs. Mn)

5,500

33,82428,324

After Sales New Vehicle 
Sales

Total Proforma 
Revenue

• Periodic Maintenance and General 
Repairs

• Accidental Repairs

• Accessories and Car Care

• Premium and luxury 
passenger vehicles 

• Electric vehicles 

• Commercial vehicles 

New Vehicle Sales Third Party Financial & 
Insurance Products

Pre-Owned Passenger 
Vehicle Sales

• Facilitate sale of 
insurance policies 

• Facilitate sale of vehicle 
finance

• Insurance commission is a 
recurring source of 
income

• Allows greater customer 
service and connect 
through renewals

• Facilitate sale of pre-
owned passenger vehicles

• Offer same brand, same 
city sales as a cross-selling 
and up-selling initiative

• Offers a huge margin 
opportunity as 
penetration of organized 
used car grows

*Proforma Revenue = Reported Revenue + Value of Cars sold under Mercedes-Benz Agency Model less Agency Commission



No. of Cars Sold (Nos.)*Proforma Revenue (Rs. Mn)
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NEW VEHICLE SALES AND ALLIED BUSINESS 

Leverage large showrooms and increase optimal utilization of resources via shared 
facilities and manpower across brands, leading to higher operational efficiency and 

better margins

Continue to seek organic and inorganic opportunities to expand our geographic reach in 
premium and luxury automotive brands

As a value add-on to our passenger vehicle sales, we facilitate the sale of third-party
financial products including insurance policies and vehicle finance through our
dealerships. We believe that increasing the penetration of finance and insurance product
sales will further drive profitability of our overall business.

Sells leading brands from 55 sales outlets with a focus on premium and luxury vehicles

Partnered with BYD to cater to the rising demand for electric vehicles in India with 
showrooms and service outlets for Mumbai and Delhi NCR region 19,694

28,324

9M FY239M FY22

+43.8%

14,078
16,406

9M FY22 9M FY23

+16.5%

Sales EBITDA (Rs. Mn)Reported Revenue (Rs. Mn)

18,277
19,786

9M FY22 9M FY23

+8.3%

417

623

9M FY239M FY22

+49.4%

*Proforma Revenue = Reported Revenue + Value of Cars sold under Mercedes-Benz Agency Model less Agency Commission



1 4

AFTER SALES – PREDICTIBLE BUSINESS 

01

02

03

04

Provides a stable revenue stream and contributes to higher-margin 
revenues which helps mitigate the cyclical nature of new vehicle sales

Emphasis on customer service leading to increased 
customer retention and higher revenue per vehicle serviced. 
Coupled with a continued focus to optimize cost and utilize 
resources efficiently through sharing of premises

First mover advantage by acquiring exclusive Brand & Distribution rights for 
India with Permagard Automotive (USA) & MotorOne Car Care (Australia)

Leveraging technology to improve efficiency and customer 
convenience  - Website/App allows customers to book service 
appointment, track vehicle maintenance, service estimates

Reported Revenue (Rs. Mn)No. of Services (Nos.)

2,12,570
2,42,400

9M FY22 9M FY23

+14.0%

4,222

5,500

9M FY22 9M FY23

+30.3%

Avg. Revenue / Vehicle 
Serviced (Rs.)

After-Sales EBITDA (Rs. Mn)

823

1,158

9M FY22 9M FY23

+40.7%

19,862
22,688

9M FY22 9M FY23

+14.2%

1,469
2,000

2,514
2,994

3,559

4,642 4,834
4,345

5,962
5,500

FY14 FY21FY15 FY17FY16 FY18 FY19 FY20 FY22 9MFY23

After Sales Revenue Growth (Rs.  Mn)

~20% CAGR from FY14 to FY22



Steady growth of outlets over the years
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MULTI-STATE, MULTI-BRAND SHOWROOM OUTLETS

Sales 
Outlets

Service and Spare 
Outlets

Brand Sales Outlets Workshops

8 12

10 10

10 9

9 8

14 9

2 2

2 1

Total 55 51

42

66
78

84
90 91

98

113
106

FY17FY15 FY22FY19FY16 FY18 FY21FY20 9MFY23

Outlets split – by Geography

45

106

24

14
7

7
5 2 2

DelhiMaharashtra Madhya 
Pradesh

Gujarat Punjab West 
Bengal

Haryana Uttar 
Pradesh

Total

28% 
Landmark’s total 

outlets are strategic 
acquisitions 

Outlets split – by OEMs
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CLEAR AND COMPELLING GROWTH STORY

• Explore the possibility of adding 

workshops and service centers

• Leverage linkages between sales outlets 

& service centers to retain customers

• Improve service operations and 

profitability by service initiations, 

improving revenue per car serviced, 

sharing locations, centralized purchases

• First mover advantage by acquiring 

exclusive Brand & Distribution rights for 

India with Permagard Automotive (USA) 

& MotorOne Car Care (Australia)

• Capitalize on the expected growth in 

demand for automobiles in India, 

particularly premium and luxury cars

• Aim to leverage the group’s 

relationships with the OEMs to expand 

geographically and achieve economies 

of scale

• Continue to strategically diversify 

dealership portfolio

• Invest in IT systems to enhance 

process efficiencies

• Continue to invest in the Company’s 

online presence to drive lead 

creation and enhance customer’s 

experience

• Invest in companies focused on 

innovative technology 

• Developing analytical models to help 

provide insights on customer 

behavior and cross-sell opportunities

• Seek to acquire dealerships to 

expand geographic reach

• Expand dealership network in fast 

growing demographic areas with a 

growing upper-middle class

• Focused on identifying acquisition 

targets that will provide a 

competitive advantage in terms of 

operating independently in an area

Expand after-sales service 
business

Continue expansion focusing on 
high growth segments and 

brands

Continue to invest in tech and 
digitizing sales & service 

channels

Continue strategic acquisitions to 
expand geographic reach in 
premium & luxury brands
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AWARDS & ACCOLADES in FY23 so far 

Jeep Dealership Awards

Honda Annual Dealer Convention Award:
Highest Volume Achiever (3rd Year in a row)

Excellence Award - Automark Group -
Best Dealer in Innovation

Excellence Award- Volkswagen Capital 
Best Dealer in Digital Initiatives

Excellence Award - Volkswagen Navsari 
- Best dealer parts & oil business

Volkswagen Surat - Best dealer in 
OMS & Overall Performance
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BOARD OF DIRECTORS

Gautam Trivedi - Independent Director
Background: Bachelors’ degree in Commerce from Sydenham College, a bachelor’s degree in law from 
Government Law College and an Master’s degree in business administration from University of Southern 
California, LA
Previously served as Vice President at Reliance Industries Limited, CEO at Religare Capital Markets and as 
a MD at Goldman Sachs (Asia) LLC 
Co-founder and Managing Partner of Nepean Capital LLP

Sucheta Shah - Independent Director
Background: Master’s in management studies from S P Jain Institute
Executive director of Atlas Integrated Finance Limited. 
Chairperson of FICCI Maharashtra, MSME Committee, during FY 18-19 and FY 19-20, 
Chairperson of the FLO Mumbai Chapter for the year 2011-12 and was the National Head for 
SWAYAM

Manish Chokhani - Independent Director
Background: Masters’ degree in business administration from London Business School, University of 
London 
Associate of the ICAI and a fellow of the All-India Management Association. 
Director of Enam Securities Private Limited from 2006 to 2019 
Served as the MD and CEO of Axis Capital Limited, Chairman of TPG Growth India during 2015-16 and as a 
senior advisor to TPG Growth during 2013-19 

Paras Somani - Executive Whole-Time Director 
Background: A bachelor’s degree in commerce from the Saurashtra University and part of the ISB CEO 
leadership programme by the ISB, Hyderabad.
Joined Group Landmark in 2006 as the Vice President- Sales and currently leads the Mercedes-Benzes 
business at Group Landmark. Also looks at the car care business
Has over two decades of experience in sales and banking. 

Previously associated with Kotak Mahindra primus limited.

Aryaman Thakker - Executive Director
Background: Master’s degree of science in marketing and strategy from the university of 
Warwick.
Joined group landmark in 2017 as a General Manage. 
Aryaman was associated with Autonation corp in Fort Lauderdale, Florida, United States.
Currently looks at Landmark Transformation Team and group marketing.

Mahesh Sarda - Independent Director
Background: A Chartered Accountant, Company Secretary and a Law Graduate. He also holds 
Diploma in information systems audit. 
He was a partner with M/s. Deloitte Haskins Sells for a decade. 
A member of the Central Council of ICAI for 6 years. he has also been the member of the Regional 

Council of the ICAI and the Member of the High-Powered Advisory Group for Ministry of Finance.

Akshay Tanna - Nominee Director (TPG Growth)
Background: Bachelor’s degree of science in economics from University of Pennsylvania 
Over a decade of experience in private equity and investment banking and is one of the 
winners of Economic Times ‘40 Under Forty’- 2020 edition 
Has been employed with TPG Capital India Private Limited since 2011 and is currently a 
partner at TPG Growth & Rise Fund

Sanjay Thakker - Promoter and Executive Chairman
Background: Founded the group landmark in 1998. 
Over two decades of experience in the automobile industry. He built a strong team of 
dedicated and highly qualified professionals to lead Landmark
Awarded with the title of ‘Business leader of the year’ at the 19th global edition & 4th Indian 
edition of the business leader of the year awards by world leadership congress & awards
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SENIOR MANAGEMENT TEAM 

Surendra Agarwal  - Chief Financial Officer
Background : Bachelors’ degree in commerce from Rajasthan university and is also an associate of The 
Institute Of Chartered Accountants Of India. 
Has been associated with our Company since 2018.Has over two decades of experience in finance & 
accounting roles. 
Prior to this, he was associated with Trent hypermarket private limited Videocon Appliances Limited & 
Century Rayon. 

Rajiv Vohra - Director New Initiatives & EV 
Background: Master’s degree in International Business - Indian Institute Of Foreign Trade. 
Associated with our company since December 1, 2016 and has over 23 years of experience in 
marketing. 
Previously worked with trading enterprises, al Futtaim group, Dubai, H D Motor Company 
India Private Limited (Harley-Davidson, India) Honda Siel cars India limited. 

Sanjay Thakker - Promoter and Executive Chairman
Background: Founded the group landmark in 1998. 
Over two decades of experience in the automobile industry. He built a strong team of 
dedicated and highly qualified professionals to lead Landmark
Awarded with the title of ‘Business leader of the year’ at the 19th global edition & 4th Indian 
edition of the business leader of the year awards by world leadership congress & awards

Devang Dave - Director After Sales
Background: Diploma In Management from the ICFAI University, Dehradun. 
Has been with Group Landmark since February 15, 2002. 
Has 19 years of experience in the automobile industry. 

Harshal Desai - Director Sales Honda, Jeep (Mumbai) & Used Car Business

Background : He holds a bachelor’s degree in science from Maharaja Sayajirao University 
of Baroda 
Has over 23 years of experience in the automobile industry. 
Has been associated with Group Landmark since 2007
Previously associated with Kamdhenu motors private limited for ten years

Garima Mishra  - Managing Director of AMPL (Volkswagen business), Jeep 
North and Group Marketing 
Background : Master’s degree in business administration from Fore School of Management. 
Has 23 years of experience in automobile retail industry & was a part of the founding team at Group 
Landmark. 
Prior to joining Landmark, she was associated with Blue Skies Travels & Tours Private Limited. 
Has been appointed as the State Chairperson Of Delhi Chapter of the FADA.

Paras Somani - Executive Whole Time Director
Background: A bachelor’s degree in commerce from the Saurashtra University and part of the ISB CEO 
leadership programme by the ISB, Hyderabad.
Joined Group Landmark in 2006 as the Vice President- Sales and currently leads the Mercedes-Benzes 
business at Group Landmark. Also looks at the car care business
Has over two decades of experience in sales and banking. 

Previously associated with Kotak Mahindra primus limited.

Aryaman Thakker - Executive Director
Background: Master’s degree of science in marketing and strategy from the university of 
Warwick.
Joined group landmark in 2017 as a General Manage. 
Aryaman was associated with Autonation corp in Fort Lauderdale, Florida, United States.
Currently looks at Landmark Transformation Team and group marketing.

Amol Raje – Company Secretary & Compliance Officer
Background : Bachelor’s degree in commerce and in law 
Associate member of The Institute Of Company Secretaries Of India. 
Associated with our company since 2021. 
Has 16 years of experience & has been previously associated with Bombay dyeing & 
manufacturing company limited, And designs India limited, & Tara jewels limited. 

Urvi Mody - Director Infrastructure
Background: Diploma In Architecture, Diploma in business management from S. P 
Mandali’s WE school, Prin. L.N. Welingkar institute of management development & 
research, Mumbai. 
Sha has been with Group Landmark since October 1, 1999. 
She has 22 years of experience in setting up retail and factory infrastructure.
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SENIOR MANAGEMENT TEAM

Ravi Shankar - CEO, MB, Mumbai

Background: BSc (Hons) , has been with Group Landmark since 2017.

Has 31 years of experience in India and abroad. Worked with Pfizer Ltd, PepsiCo, Toyota
Middle East and Audi India, Performance Cars ,Jubilant Motorworks.

Navin Srivastav - CEO, MB, Gujarat
Background: Bachelor’s degree from University of Calcutta
Has been with Group Landmark since 2021
Previously worked at Saud Bhawan Automotive, Godfrey Philips

R. Sridhar – VP After Sales
Background: BE Mechanical with Post Graduation from IMT Ghaziabad, 

Has been with Group Landmark since 2020. Has 28 Years of experience in Automobile after 
Sales Business in India & Abroad. Worked with Major OEM's viz, TVS Motors, Hero Honda, 
Hyundai Motors India Ltd, Tata Motors & with Saud Bhawan Automotive in Muscat.

Manjeet - CEO, Volkswagen

Background: B.A. Honors in Economics and Diploma in HR, has been with Group Landmark
since 2008.

Has 25 years experience across Automobile, Telecom, Insurance and Infrastructure
companies. Have worked in varied roles like Circle HR Head , Group Head HR and Heading
Operations

Neerav Shah - CEO, Jeep, BYD & Renault, Mumbai

Background: B.E.(Chemical), MBA has been with Group Landmark since 2017.

Has 20 years of experience in Automotive industry across multiple OEMs viz, Maruti Suzuki,
M&M, Volkswagen India.

B.K. Arora - CEO, Jeep, NCR & Renault, Punjab

Background:: Graduate, PGDM has been with Group Landmark since 2018.

Has 27 years of experience in Automobile industry including a stint with Tata Concorde
Motors India Ltd.

Sandesh Rane- Chief Digital Officer

Background: Graduate, PGBDA, Prince2, ITIL Certified. Working with Group Landmark from
Oct 2022

Has 20+ years of experience in Information Technology, Automobile and Auto ancillary
Industry in the area of Technology, Software Development, Infra and IT security domains.
Worked with Mahindra & Mahindra Ltd, Bridgestone India Ltd, Bristlecone India Ltd.
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82%

16%

1% 1%

New Vehicle Sales*

After-sales service and spare parts

Financial products (Insurance and vehicle finance) Revenue

Pre-owned Car Sales

Proforma Revenue
(All figures in Rs mn)

The average selling price and number of vehicles sold include the revenue and volumes from Mercedes cars sold under the Agency Model

9M FY23: FINANCIAL AND OPERATIONAL HIGHLIGHTS

No of Vehicles Sold
Average Selling Price for New 

Vehicle Sales (Rs.)

No of Vehicles Serviced
Average Revenue per Vehicle 

Serviced (Rs.)

14,078
16,406

9M FY239M FY22

+16.5%

13,75,923

16,88,284

9M FY22 9M FY23

+22.7%

2,12,570
2,42,400

9M FY22 9M FY23

+14.0%

19,862
22,688

9M FY22 9M FY23

+14.2%

2 2

Proforma Revenue = Reported Revenue + Value of Cars sold under Mercedes-Benz Agency Model less Agency Commission
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Q3 & 9M PERFOMANCE HIGHLIGHTS 

*Proforma Revenue

23,916

33,824

9M FY22 9M FY23

+41.4%

Q
u
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te
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y

N
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e
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o
n

th

9,788

12,031

Q3 FY22 Q3 FY23

+22.9%

This Nine-month Period:

• Witnessed strong revenue growth, with 
multiple tailwinds:

o Rising income levels

o New models launches by our partner OEM 

o Changing lifestyle preferences leaning 
towards a rise in premium/luxury 
automobile ownership

• Highly profitable after-sales business showed 
strong growth 

• Opened 3 outlets for BYD in Delhi NCR and 
Mumbai during this period and opened 2 
outlets of Jeep in Navi-Mumbai

• Replaced small workshops with a much 
larger workshop of Mercedes Benz in Kolkata 

• The company shut 7 non-viable outlets of 
Renault in Punjab 

• Utilized Rs. 1,380 mn as on 31st December 
2022 from the Net Proceeds of IPO to repay 
working capital loans in line with Utilisation 
of Net Proceeds as stated in Prospectus

1,316

1,908

9M FY239M FY22

+45.0%

539

734

Q3 FY22 Q3 FY23

+36.1%

563

853

9M FY22 9M FY23

+51.5%

280

377

Q3 FY22 Q3 FY23

+34.7%

Reported Revenue EBITDA
PBT (before Exceptional 

Items)

22,499
25,286

9M FY22 9M FY23

+12.4%

8,371 8,761

Q3 FY22 Q3 FY23

+4.7%

Margin %Rs. in Mn

*Proforma Revenue = Reported Revenue + Value of Cars sold under Mercedes-Benz Agency Model less Agency Commission



KEY FINANCIAL METRICS

22,186
19,561

33,691

23,916

33,824

FY20 FY21 9M FY22FY22 9M FY23

*Proforma Revenues

EBITDA PBT (before Exceptional Items)

Gross Profit

Margin %Rs. in Mn

3,341

1,929

4,774

3,369

4,560

9M FY239M FY22FY21FY20 FY22

832

1,201

1,873

1,316

1,908

FY20 FY21 FY22 9M FY22 9M FY23
-246

198

823

563

853

FY20 FY21 FY22 9M FY22 9M FY23

14.2%15.1% 9.9% 13.5%14.1%

22,186
19,561

29,765

22,499
25,286

FY20 FY21 FY22 9M FY22 9M FY23

Reported Revenues

5.6%3.7% 6.1% 5.6%5.5% 2.4%-1.1% 1.0% 2.5%2.4%
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*Proforma Revenue = Reported Revenue + Value of Cars sold under Mercedes-Benz Agency Model less Agency Commission
% Gross Profit, EBITDA & PBT calculated on Proforma Revenue

Profit after Tax

-289

111

662

471

608

FY21FY20 FY22 9M FY22 9M FY23

2.0%-1.3% 0.6% 1.8%2.0%



RoERoCE

Debt to Equity

STRONG BALANCE SHEET

5,278 5,098
5,567 5,208

7,232

FY22FY20 FY21 9M FY239M FY22

2.1

1.8

1.3 1.3

0.6

FY21FY20 9M FY22FY22 9M FY23

8.5%

FY22FY20

14.3%

9M FY23FY21 9M FY22

1.0%

19.7%

15.8%

Capital Employed (Rs. In Mn)

FY20

23.0%

FY21

8.5%

FY22 9M FY239M FY22

1.0%

19.7%
17.5%
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- RoCE and RoE calculated 
on a nine-month basis

- Impact of Fresh Issue 
Net Proceed Rs. 1400 
Mn  in last week of 
Dec’22 on capital 
Employed and RoE.

RoCE before 

Exceptional Item  

(17.4%)

RoE before 

Exceptional Item  

(20.5%)



CONSOLIDATED PROFIT & LOSS ACCOUNT
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Proforma Revenue = Reported Revenue + Value of Cars sold under Mercedes-Benz Agency Model less Agency Commission

Particulars (Rs. in Mn) Q3 FY23 Q3 FY22 YoY Q2 FY23 QoQ 9M FY23 9M FY22 YoY

Proforma Revenue from operations 12031.29 9,787.61 22.92% 11,479.44 4.81% 33823.86 23,916.04 41.43%

Revenue from operations 8,761.35 8,370.69 4.67% 8,521.48 2.81% 25,285.53 22,499.12 12.38%

Other income 84.46 20.95 303.15% 36.08 134.09% 136.87 90.45 51.32%

Total Income 8,845.81 8,391.64 5.41% 8,557.56 3.37% 25,422.40 22,589.57 12.54%

COGS 7,216.95 7,006.83 3.00% 7,027.64 2.69% 20,861.95 19,220.42 8.54%

Gross Profit 1,628.86 1,384.81 17.62% 1,529.92 6.47% 4,560.45 3,369.15 35.36%

Gross Profit Margin 18.41% 16.50% 11.58% 17.88% 3.00% 17.94% 14.91% 20.28%

Expenses

Employee benefits expense 455.05 443.71 2.56% 479.00 -5.00% 1,383.63 1,118.31 23.73%

Other expenses 440.01 401.76 9.52% 405.23 8.58% 1,268.99 934.97 35.73%

Total expenses 895.06 845.47 5.87% 884.23 1.22% 2,652.62 2,053.28 29.19%

EBITDA 733.80 539.34 36.06% 645.69 13.65% 1,907.83 1,315.87 44.99%

EBITDA Margin 8.30% 6.43% 29.07% 7.55% 9.94% 7.50% 5.83% 28.83%

Depreciation and Amortization Expense 219.25 172.07 27.42% 218.30 0.44% 645.87 483.06 33.70%

EBIT 514.55 367.27 40.10% 427.39 20.39% 1,261.96 832.81 51.53%

EBIT Margin 5.82% 4.38% 32.91% 4.99% 16.47% 4.96% 3.69% 34.65%

Finance Cost 137.65 87.56 57.21% 148.22 -7.13% 409.18 269.77 51.68%

Profit before exceptional items and tax 376.90 279.71 34.75% 279.17 35.01% 852.78 563.04 51.46%

Exceptional items 63.47 - 100.00% 39.62 60.20% 103.09 - 100.00%

Profit before tax 313.43 279.71 12.06% 239.55 30.84% 749.69 563.04 33.15%

Tax 55.12 88.31 -37.58% 70.88 -22.23% 141.29 92.17 53.29%

PAT 258.31 191.40 34.96% 168.67 53.15% 608.40 470.87 29.21%

PAT MARGIN 2.92% 2.28% 28.03% 1.97% 48.15% 2.39% 2.08% 14.81%

Other Comprehensive Income - - - 32.38 3.17 921.45%

Total Comprehensive Income 258.31 191.40 34.96% 168.67 53.15% 640.78 474.04 35.17%

EPS Basic (in Rs) 7.00 5.17 35.40% 4.57 53.17% 16.45 12.75 29.02%

EPS Diluted (in Rs) 6.76 5.05 33.86% 4.46 51.57% 15.86 12.45 27.39%



HISTORICAL

PERFORMANCE

HIGHLIGHTS



Particulars (Rs in Mn) FY 22 FY21 FY20

Vehicle Sales 23,799 15,216 17,352

After Sales Service & Spare parts & others 5,967 4,345 4,834

Revenue from Operations 29,765 19,561 22,186

Cost of Goods Sold 25,117 16,474 18,949

Gross Profit 4,648 3,087 3,237

Gross Profit Margin 16% 16% 15%

Employee Cost 1,532 1,077 1,367

Other Expenses 1,369 912 1,141

EBITDA 1,747 1,098 729

EBITDA Margin 6% 6% 3%

Depreciation 698 625 630

Other Income 126 102 103

EBIT 1,175 576 202

EBIT Margin 4% 3% 1%

Finance Cost 352 378 449

Profit before Tax 823 198 -246

Profit before Tax Margin 3% 1% -1%

Tax 161 86 43

Profit After Tax 662 111 -289

Profit After Tax Margin 2% 1% -1%

Other Comprehensive Income 8 13 0

Total Comprehensive Income 669 125 -289

Total Comprehensive Income Margin 2% 1% -1%

CONSOLIDATED PROFIT & LOSS STATEMENT
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CONSOLIDATED BALANCE SHEET

Assets (Rs in Mn) Mar-22 Mar-21 Mar-20

Non - Current Assets 5,414 3,636 4,356

Property Plant & Equipments 2,146 1,901 2,114

CWIP 38 7 0

Goodwill 478 232 232

Intangible assets 260 32 45

Right of use asset 2,089 1,096 1,311

Intangible assets under development 9 9 6

Financial Assets

Investments 165 130 80

Loans 0 0 309

Other Financial Assets 150 126 148

Deferred Tax Assets (Net) 60 57 49

Other Non - Current Assets (Net) 18 21 6

Current Tax Assets (net) 0 27 56

Current Assets 5,440 5,243 3,962

Inventories 3,299 2,888 2,258

Financial Assets

(i) Investments 0 0 23

(ii) Trade receivables 642 558 236

(ii) Cash and cash equivalents 200 150 277

(iii) Bank balances other than (ii) 100 77 56

(iv) Loans 334 563 149

Other Financial Assets 284 276 289

Current Tax Assets (Net) 63 14 31

Other Current Assets 518 716 643

Total Assets 10,854 8,879 8,318

Equity & Liabilities (Rs in Mn) Mar-22 Mar-21 Mar-20

Total Equity 2,482 1,824 1,699

Share Capital 183 183 183

Non-Controlling Interest 13 6 8

Other Equity 2,286 1,635 1,508

Non-Current Liabilities 2,415 1,597 1,819

Financial Liabilities

(i) Borrowings 454 488 526

(ii) Lease Liabilities 1,864 1,028 1,233

Other Non Current Liabilities 92 72 46

Deferred Tax Liabilities 6 9 14

Current Liabilities 5,956 5,458 4,799

Financial Liabilities

(i) Borrowings 2,008 1,603 1,274

(ii) Trade Payables 1,449 1,002 557

(iii) Lease 432 331 238

(iii) Other Financial Liabilities 347 50 70

(iv) Vehicle Floor Plan Payable 623 1,184 1,779

Other Current Liabilities 1,082 1,225 873

Current tax liabilities (net) 15 63 7

Total Equity & Liabilities 10,854 8,879 8,318

2 9



CONSOLIDATED CASHFLOW STATEMENT

Particulars (in Rs million) Mar-22 Mar-21 Mar-20

Net Profit Before Tax 823 198 -246

Adjustments for: Non -Cash Items / Other Investment or Financial Items 966 967 1,052

Operating profit before working capital changes 1,788 1,164 805

Changes in working capital -786 -734 1,323

Cash generated from Operations 1,002 430 2,129

Direct taxes paid (net of refund) -238 -3 -32

Net Cash from Operating Activities 764 428 2,097

Net Cash from Investing Activities -339 -220 -659

Net Cash from Financing Activities -375 -334 -1,483

Net Decrease in Cash and Cash equivalents 50 -127 -45

Add: Cash & Cash equivalents at the beginning of the period 150 277 322

Cash & Cash equivalents at the end of the period 200 150 277

3 0
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STOCK EXHANGE LISTING

IPO Proceeds

Rs. 552 Crores

Utilized Rs. 138 crores 
from the Proceeds of IPO 
to repay working capital 
loans and the remaining 

for IPO expenses and 
General Corporate 

Purposes, in line with 
Utilisation of Net 

Proceeds

Primary Issuance

Rs. 150 Crores

Offer for Sale (OFS)

Rs. 402 Crores

Listed on NSE and BSE on 23rd December 2022



• Embarked on a ‘Green Initiative’ to plant and nurture trees. we 
understand the need for Biodiversity and conservation of the rich Flora 
& Fauna of nature.

• 26,000 tree saplings were planted in Kheda, Gujarat, in association with 
grow-trees.com.

• 31,127 tree saplings planted at Hathijan, Gujarat, which will be a 
biodiversity park

• 440 tree saplings planted at Harda, Madhya Pradesh

• We have signed agreements to plant an additional 25,000 trees in NCR 
region and 40,000 trees in Ahmedbad region in the current FY.

• These initiatives have created around 6,176 work-days of jobs for the 
rural community and will offset approx. 988,400kg of carbon.

• Our ‘Green Initiative’ will help prevent soil erosion and flooding and 
improve water retention in the area while also supplementing the 
biomass needs of the local community.

• Have monthly plans for employees to engage in our CSR activities, and 
we proactively involve all our customers/vendors and other partners 
through tree plantation drives and sapling gifting.

• This project is a part of ‘Mission Million Trees’ of
Ahmedabad Municipal Corporation.

CSR INITIATIVES

3 3
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CORPORATE STRUCTURE

Landmark 
Lifestyle Cars 
Private Ltd.

Automark 
Motors 

Private Ltd.

Landmark 
Commercial 

Vehicles 
Private Ltd.

Watermark 
Cars Private 

Ltd.

Landmark 
Automobiles 
Private Ltd.

Landmark 
Cars (East)
Private Ltd.

Benchmark 
Motors 

Private Ltd.

Motorone
India Private 

Ltd.

Landmark Cars Limited

Distributor for 
automobile care 

products and 
accessories for 

MotorOne brand 

100% 100% 100% 100% 100% 100%83%

The Brand Names and Logos mentioned are the property of their respective owners and are used here for identification purposes only

100%

Distributor for 
automobile care 

products and 
accessories for 

Permagard



Strategic Growth Advisors Pvt Ltd.
CIN: U74140MH2010PTC204285

Aakash Mehta / Shikha Puri
aakash.mehta@sgapl.net / shikha.puri@sgapl.net

Tel No: +91 98191 78243 / +91 98192 82743

Landmark Cars Ltd.
CIN: U50100GJ2006PLC058553

Amol Raje
Company Secretary

Email id: companysecretary@landmarkindia.net

Thank You


	Slide 1
	Slide 2: SAFE HARBOR
	Slide 3
	Slide 4: MARKET SIZE
	Slide 5: INDIA: PROMINENT MARKET FOR GLOBAL PREMIUM OEMs
	Slide 6: PREMIUMIZATION
	Slide 7: GROWTH DRIVERS SHAPING UP THE LUXURY CAR MARKET
	Slide 8
	Slide 9: INDIA’S LEADING PREMIUM MULTI-BRAND AUTO RETAILER
	Slide 10: JOURNEY SO FAR…
	Slide 11: DIVERSIFIED FOCUS ON PREMIUM & LUXURY CARS
	Slide 12: PRESENCE ACROSS THE AUTOMOTIVE VALUE CHAIN
	Slide 13: NEW VEHICLE SALES AND ALLIED BUSINESS 
	Slide 14: AFTER SALES – PREDICTIBLE BUSINESS 
	Slide 15: MULTI-STATE, MULTI-BRAND SHOWROOM OUTLETS
	Slide 16: CLEAR AND COMPELLING GROWTH STORY
	Slide 17: AWARDS & ACCOLADES in FY23 so far 
	Slide 18: BOARD OF DIRECTORS
	Slide 19: SENIOR MANAGEMENT TEAM 
	Slide 20: SENIOR MANAGEMENT TEAM
	Slide 21
	Slide 22: 9M FY23: FINANCIAL AND OPERATIONAL HIGHLIGHTS
	Slide 23: Q3 & 9M PERFOMANCE HIGHLIGHTS 
	Slide 24: KEY FINANCIAL METRICS
	Slide 25: STRONG BALANCE SHEET
	Slide 26: CONSOLIDATED PROFIT & LOSS ACCOUNT
	Slide 27
	Slide 28: CONSOLIDATED PROFIT & LOSS STATEMENT
	Slide 29: CONSOLIDATED BALANCE SHEET
	Slide 30: CONSOLIDATED CASHFLOW STATEMENT
	Slide 31
	Slide 32: STOCK EXHANGE LISTING
	Slide 33: CSR INITIATIVES
	Slide 34: CORPORATE STRUCTURE
	Slide 35

		2023-02-13T20:25:57+0530
	AMOL ARVIND RAJE




