
 

  

May 10, 2024 

To  

The General Manager, 

Bombay Stock Exchange 

Corporate Relation Department, 

Phiroze Jeejeebhoy Tower, 

Dalal Street, Mumbai – 400001 

 

Ref: Vikas WSP Limited  

Scrip Code-519307 

 

Subject: -Published Audited Standalone Financial Results for the fourth Quarter(Q-4) and 

year to date ended 31st March, 2023, Unaudited Standalone Financial Results for the First 

Quarter (Q-1) ended as on 30th June, 2023, Unaudited Standalone Financial Results for the 

Quarter(Q-2) and six months ended 30th September, 2023 & Unaudited Standalone 

Financial Results for the Quarter(Q-3) and nine months ended on 31st December, 2023  in 

Two Newspaper (Business line and Pioneer) 

Dear Sir/Madam,  

This is to inform that pursuant to Regulation 33 of the Securities and Exchange Board of 

India (Listing Obligations and Disclosure Requirements) Regulations, 2015, the Audited 

Standalone Financial Results for the fourth Quarter(Q-4) and year to date ended 31st March, 

2023, Unaudited Standalone Financial Results for the First Quarter (Q-1) ended as on 30th 

June, 2023, Unaudited Standalone Financial Results for the Quarter(Q-2) and six months 

ended 30th September, 2023 & Unaudited Standalone Financial Results for the Quarter(Q-3) 

and nine months ended on 31st December, 2023 considered, approved and taken record by 

the Directors (Board of directors suspended under CIRP), audit committee and Resolution 

Professional at their meeting held on 09th May, 2024 from 11.00 A.M. to 06.10 P.M. The 

Unaudited/audited Standalone Financial Results have been published pursuant to Regulation 

47 of the Securities and Exchange Board of India (Listing Obligations and Disclosure 

Requirements) Regulations, 2015 in following two newspapers 

(1) Business line ( English Edition)- 10.05.2024 

(2) Pioneer (Hindi Edition-10.05.2024 



 

  

We hereby enclose clipping of each advertisement published in aforesaid newspapers for 

your kind information and record. The aforesaid Newspaper Publication is also uploaded on 

Company's website. 

We request you to take the same on record. 

 

 

 

Thanking You, 

 

Yours Faithfully, 

For VIKAS WSP LIMITED 

 

 

Gunjan Kumar Karn 

Company Secretary cum compliance officer 

M.No.-A38298 

 

(Vikas WSP Limited is under corporate insolvency resolution process pursuant to 

the provisions of the Insolvency and Bankruptcy Code, 2016. With effect from 

February 02, 2022, its affairs, business and assets are being managed by, and the 

powers of the board of directors are vested in, the Interim Resolution 

Professional, Mr. Darshan Singh Anand (IP Registration No. IBBI/IPA-002/IP-

N00326/2017-2018/10931, appointed by the National Company Law Tribunal, 

Chandigarh Bench by order dated 02nd February, 2022 under the provisions of the 

code, which was published on the website of the Hon'ble National Company Law 

Tribunal, Chandigarh Bench on 02nd February, 2022 and continued as Resolution 

Professional by the 02nd committee of creditors(CoC) in its meeting held on 17th 

March, 2022 under the provisions of the Code.) 

 

Encl: As above 
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Lignite-to-power producer
NLC India Ltd (NLCIL) is
charting a corporate strategy to
expand its presence in coal and
lignite mining, thermal power
plants, renewables and energy
storage, its Chairman and
Managing Director Prasanna
Kumar Motupalli noted.
Speaking to businessline, he said
the CPSU aims to invest more
than ₹90,000 crore to transform
into an integrated clean energy
behemoth by 2030. Excerpts:

What is NCL India’s
Corporate Plan 2030?
We aim to transform from just
being a miner and power
generator to an integrated
energy company with presence
across solar and wind power,
energy storage systems (ESS),
green hydrogen,
overburden-to-sand,
lignite-to-methanol, etc. by
2030. NLCIL is already the first
CPSU to add 1 gigawatt (GW)
RE. We are also the first in India,
in fact in Asia, of this scale to
leverage specialised mining
equipment (SME). In Neyveli,
three big mines and four TPPs
are in operation, but pollution is
low. We planted over 3 crore
trees. We also want to get into
critical mineral exploration in
India and abroad.

What are your expansion
plans for thermal power
capacities?

Overall, we have thermal
capacity of 4.6 GW, which we
aim to increase to 11.14 GW by
2030. Capex will be around
₹49,941 crore. Currently in
Neyveli, we have around 4 GW
of thermal capacity. We want to
add 1,320 MW here and this will
be the first lignite-based ultra
supercritical boiler in India. I
think Asia too. Tender process is
on and in Q1 FY25 we expect to
award. Completion will be
before 2030. Ghatampur TPP
first unit commercial operation
declaration is expected within a
month. 

In Talabira (Odisha), near
our mine, we are envisaging
3,200 MW thermal capacity. Of
this, 2,400 MW has been
awarded to BHEL. For
remaining, we are going for a
tender process.

What are your plans for
adding renewables? 

We have been early starters.
Currently we have 1.4 GW of
RE, of which 1.35 GW is solar
and 50 megawatt (MW) wind
energy. Our target is to take this
to 6.97 GW. The capex for this is
about ₹28,512 crore. Already,
over 2 GW is in pipeline.
Besides, there is a lot of
potential in Neyveli area to use
mine reclaimed land for solar.
We have awarded 50 MW solar
here. 

Once it is operational, it will
be the biggest solar plant in
reclaimed mine area in India.
There is potential for 2 GW
capacity in reclaimed land. This
will be after completion of 50
MW. 

We also have a 20 MW solar
plant with 8 MWh battery
storage in Andaman and
Nicobar, which so far consumes
electricity from diesel. So, three
years back we set up this plant
and now it is saving a lot of diesel
and curbing emissions also. We
are also exploring pumped
storage projects (PSPs) in
mined out land in Neyveli. We

have given contract for DPR
preparation. 

There is potential for 200
MW PSP here. In Phase-1 we
will go for 35 MW. We will also
going for tender for
electrolyser. Once that is
received, we will have a pilot
plant for making green
hydrogen and it will be used in
our TPPs for cooling. 

What are your plans for
increasing mine output?
Our core competencies are in
coal and lignite mining.
Currently, mining capacity is
32.5 million tonnes per annum
(mtpa), which is envisaged to
reach 102.5 mtpa by 2030.
Capex on this will be around
₹11,714 crore. It will be done in
mine developer and operator
(MDO) model. 

I think Talabira was the first
mine in India to have a
successful MDO model.
Pachwara South coal block
(Jharkhand) is expected to start
production by July-August
2024. It’s good quality coal mine
with 9-10 MTPA capacity and
will feed Ghatampur TPP. 

We got a commercial coal
mine (North Dadu in
Jharkhand) and has 4 MTPA
capacity. We can sell this coal in
open market. In Neyveli, we will
develop mine-3, but not
immediately. This will be done
after other expansions happen. 

The writer was in Neyveli on NLC’s
invitation

Rishi Ranjan Kala
Neyveli

bl interview

‘NLC India will transform into an integrated
clean energy conglomerate by 2030’

We also want to get
into critical mineral
exploration in India
and abroad.
PRASANNA KUMAR

MOTUPALLI, 

CMD, NLC India

Cash-strapped Byju’s faces a
disconcerting dilemma as the
company’s sales figures show
no signs of improvement, ac-
cording to people in the
know. 

This comes after the
edtech major transitioned to
a sales revenue-driven salary
model, which raises concerns
about Byju’s financial viabil-
ity and the e�ectiveness of its
sales strategies in the com-
petitive edtech market. It is
also to be noted that April to
June is the peak sales quarter
for test prep companies.

“Many of us have not been
able to convert leads to sales,
as some of these leads have
been in the system for too
long and old now,” said one
the sources.

While another person
close to the development said
that sta� are resigning due to
low morale and salary being
linked to generated sales.

“Some teams were told last
week that there won’t be any
further layo�s. But teams
have already lost all faith in
the management. Many
people are resigning everyday
across all teams,” said a Byju’s
employee who works for the
content team.

A detailed questionnaire
sent to Byju’s did not elicit
any response.

NEW SALES INITIATIVE
In a bid to acquire more
learners, it has significantly
reduced the prices of its
products. The annual sub-
scription fee for the Byju’s
Learning App now stands at
₹12,000 (inclusive of taxes)
per year, while Byju’s classes
and Byju’s Tuition Centres
(BTC) are priced at ₹24,000
and ₹36,000, respectively, for
a full year of classes, accord-
ing to the sources.

In a candid meeting with
over 1,500 sales associates
and managers, Founder Byju
Raveendran emphasised on
sustainable and scalable
model with empathetic
selling approach to revive
revenues. This stands in stark
contrast to Byju’s in the last

few years, where aggressive
selling became par for the
course.

“Byju’s has completed its
transition from a push-based
to a pull-based sales model,
which is driven by love for
learning rather than the fear
of missing out. Managers will
now act as coaches, focused
on supporting and enabling
the sales team rather than en-
forcing strict call quotas,”
said a source aware of the
discussions.

Associates will have the
flexibility to work on their
own terms, with no tracking
of the number of hours spent
on calls. “If you can get res-
ults by spending just half an
hour a day, please do that.
Want to only work on the
weekends? Why not?”
Raveendran said, encour-
aging a results-driven
approach.

While its sales associates
will receive 100 per cent of
the sales closed directly into
their accounts the next work-
ing day, the managers will re-
ceive 20 per cent of the same
from the company. 

“The average sales salary is
₹40,000 per month. So, close
a couple of sales and you can

get not just your salary but
also clear your arrears. You
can earn many multiples of
your CTC through this
model,” Raveendran said.

‘FOREVER MODEL’
After clearing arrears, associ-
ates will receive 50 per cent of
sales closed, while managers
will receive 10 per cent.
Raveendran emphasised that
this “four-week experiment”
has the potential to become a
“forever model,” citing the
exceptional response during
the first week, with some
sales team members already
clocking salaries commen-
surate with a ₹50 lakh per an-
num CTC.

As the top of the funnel has
been ever growing, with the
number of free users touch-
ing 250 million, there is no
dearth of interest in the
products and services. The
sales associates are encour-
aged to experience the
products themselves to un-
derstand their unparalleled
quality and market-leading
position. “I want you to un-
derstand what it means about
the quality of our content and
the power of our brand. So,
your job is not to sell, but to

counsel. You just have to
guide the students and par-
ents who are already inclined
towards the transformative
learning that Byju’s o�ers.
You are not sales people; you
are education counsellors,
empowering students to be-
come better learners” he
said. 

In the new model, man-
agers will have a role of a
mentor and not of task mas-
ters. Employees are encour-
aged to report any ill-treat-
ment, forced-sales or rude
behaviour of managers dir-
ectly to Raveendran. 

NEW POLICY
Byju’s has implemented a
new policy linking sales
sta� ’s salaries to the revenue
they generate every week.
According to a copy of an in-
ternal document, it has
rolled out a new policy
wherein the salaries of the
sales sta� are directly linked
to the revenues they gener-
ate every week, amid the
struggles that the edtech ma-
jor is facing with a severe
cash crunch and to cover the
payroll of its employees. The
policy, introduced on April
24, would be applicable for
four weeks, to May 21, 2024.

In the meeting,
Raveendran highlighted the
sustainable and scalable
nature of this sales model, in-
viting associates to expand
their teams by inviting
friends to sell and act as their
managers. He envisioned a
50,000-strong sales force
within the next year, demon-
strating its ambition and
commitment to growth.

In a relief to employees, it
has paid full salaries for April
to all the sta�, except the
sales force, whose earnings
are dependent on the rev-
enue they generate every
week. Byju’s now has about
12,000 employees. 

The delay stems from
funds raised through a recent
rights issue, which have been
locked in a separate account
due to the ongoing dispute
with the investors. The total
salary burn for the company
ranges between ₹40 crore
and ₹50 crore, according to
sources.

TESTING TIMES. Edtech major’s recent shift to a sales revenue-driven salary model 
has raised concerns about its viability in a fiercely competitive market 

Jyoti Banthia
Bengaluru

Byju’s faces uphill sales battle 

RECOVERY MEASURES 

� In a bid to acquire more learners, Byju’s has
significantly reduced the prices of its products

� In a meeting with sales associates and managers,
Founder Byju Raveendran emphasised on sustainable
and scalable model with empathetic selling approach
to revive revenues

� Associates will have the flexibility to work on their
own terms, with no tracking of the number of hours
spent on calls

� Byju’s has implemented a new policy linking sales
sta�’s salaries to the revenue they generate every
week

ESAF Small Finance Bank has
posted a 27 per cent growth in
its total business in Q4 of FY24
at ₹39,527 crore as compared
to ₹30,997 crore in Q4 FY23.

However, the bank has al-
located higher provisions, res-
ulting in a profit after tax of
₹43 crore for the quarter com-
pared to ₹101 crore in
Q4FY23. 

The bank witnessed a rise in
Net Interest Income (NII),
surging by 18.4 per cent year-
on-year to ₹591 crore, com-
pared to ₹499 crore in
Q4FY23. Additionally, the
Pre-provisioning operating
profit for Q4FY24 grew by
40.7 per cent to ₹285 crore,
showcasing an improvement
from ₹219 crore in Q4FY23. 

Deposits witnessed robust
growth, with total deposits
growing by 35.5 per cent to
reach ₹19,868 crore in
Q4FY24, compared to ₹14,666
crore in Q4FY23. Gross NPA
stood at 4.8 per cent in
Q4FY24 compared to 2.5 per
cent in Q4FY23. Net NPA
stood at 2.3 per cent of ad-
vances in Q4FY24. 

ESAF SFB posts
27% rise in total
business in Q4

Our Bureau
Kochi 

India’s retail market is poised
to cross $2.2 trillion by 2030,
with approximately 90 per
cent of sales expected to oc-
cur o�ine, according to the
report by Accel, Fireside Ven-
tures and Redseer Strategy
Consultants. The report also
finds that a substantial por-
tion of all purchases are to be
influenced by what con-
sumers see online across cat-
egories. 

The report titled ‘The De-
coding Omnichannel:

Strategies for D2C Brands’
that Indians conducted
nearly 24 billion online
searches in di�erent categor-
ies annually to learn more
about a product before pur-
chase, while 60 per cent of the
total value concentrated in
food and grocery, followed by
fashion and lifestyle.

The report stated that con-
sumers are moving across
various channels at di�erent
stages of the purchase funnel.
They are increasingly search-
ing across categories before
making a purchase online,
and brands must be where
their customers are. For in-

stance, in sectors like jew-
ellery, customers browse on-
line, but ultimately make
their purchases o�ine, in
stores, after accurately as-
sessing factors like fit and
style in person.

“We’ve seen the journey of
Indian consumer brands over
the last decade and a half
where a lot of pioneer brands
and platforms established
online as a viable channel.
With that accomplished, the
players are evolving towards
the next step of broadening
their focus by serving con-
sumers where they are, be it
online or o�ine. One prom-

inent example of this would
be Mamaearth, which having
started as an online D2C
brand, is driving a significant
chunk of its topline from o�-
line retail stores. While some
brands have shown the way,
brands/platforms will have
their unique journeys as they
move omnichannel/multi-
channel and that’ll include
nuanced decisions on chan-
nel strategy across the con-
sumer journey based on the
product category and con-
sumers’ maturity,” said Anil
Kumar, founder and CEO of
Redseer Strategy
Consultants.

Our Bureau
Bengaluru

Retail market to surpass $2.2 trillion by 2030: Report 

e76207

e76207
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Lignite-to-power producer
NLC India Ltd (NLCIL) is
charting a corporate strategy to
expand its presence in coal and
lignite mining, thermal power
plants, renewables and energy
storage, its Chairman and
Managing Director Prasanna
Kumar Motupalli noted.
Speaking to businessline, he said
the CPSU aims to invest more
than ₹90,000 crore to transform
into an integrated clean energy
behemoth by 2030. Excerpts:

What is NCL India’s
Corporate Plan 2030?
We aim to transform from just
being a miner and power
generator to an integrated
energy company with presence
across solar and wind power,
energy storage systems (ESS),
green hydrogen,
overburden-to-sand,
lignite-to-methanol, etc. by
2030. NLCIL is already the first
CPSU to add 1 gigawatt (GW)
RE. We are also the first in India,
in fact in Asia, of this scale to
leverage specialised mining
equipment (SME). In Neyveli,
three big mines and four TPPs
are in operation, but pollution is
low. We planted over 3 crore
trees. We also want to get into
critical mineral exploration in
India and abroad.

What are your expansion
plans for thermal power
capacities?

Overall, we have thermal
capacity of 4.6 GW, which we
aim to increase to 11.14 GW by
2030. Capex will be around
₹49,941 crore. Currently in
Neyveli, we have around 4 GW
of thermal capacity. We want to
add 1,320 MW here and this will
be the first lignite-based ultra
supercritical boiler in India. I
think Asia too. Tender process is
on and in Q1 FY25 we expect to
award. Completion will be
before 2030. Ghatampur TPP
first unit commercial operation
declaration is expected within a
month. 

In Talabira (Odisha), near
our mine, we are envisaging
3,200 MW thermal capacity. Of
this, 2,400 MW has been
awarded to BHEL. For
remaining, we are going for a
tender process.

What are your plans for
adding renewables? 

We have been early starters.
Currently we have 1.4 GW of
RE, of which 1.35 GW is solar
and 50 megawatt (MW) wind
energy. Our target is to take this
to 6.97 GW. The capex for this is
about ₹28,512 crore. Already,
over 2 GW is in pipeline.
Besides, there is a lot of
potential in Neyveli area to use
mine reclaimed land for solar.
We have awarded 50 MW solar
here. 

Once it is operational, it will
be the biggest solar plant in
reclaimed mine area in India.
There is potential for 2 GW
capacity in reclaimed land. This
will be after completion of 50
MW. 

We also have a 20 MW solar
plant with 8 MWh battery
storage in Andaman and
Nicobar, which so far consumes
electricity from diesel. So, three
years back we set up this plant
and now it is saving a lot of diesel
and curbing emissions also. We
are also exploring pumped
storage projects (PSPs) in
mined out land in Neyveli. We

have given contract for DPR
preparation. 

There is potential for 200
MW PSP here. In Phase-1 we
will go for 35 MW. We will also
going for tender for
electrolyser. Once that is
received, we will have a pilot
plant for making green
hydrogen and it will be used in
our TPPs for cooling. 

What are your plans for
increasing mine output?
Our core competencies are in
coal and lignite mining.
Currently, mining capacity is
32.5 million tonnes per annum
(mtpa), which is envisaged to
reach 102.5 mtpa by 2030.
Capex on this will be around
₹11,714 crore. It will be done in
mine developer and operator
(MDO) model. 

I think Talabira was the first
mine in India to have a
successful MDO model.
Pachwara South coal block
(Jharkhand) is expected to start
production by July-August
2024. It’s good quality coal mine
with 9-10 MTPA capacity and
will feed Ghatampur TPP. 

We got a commercial coal
mine (North Dadu in
Jharkhand) and has 4 MTPA
capacity. We can sell this coal in
open market. In Neyveli, we will
develop mine-3, but not
immediately. This will be done
after other expansions happen. 

The writer was in Neyveli on NLC’s
invitation

Rishi Ranjan Kala
Neyveli

bl interview

‘NLC India will transform into an integrated
clean energy conglomerate by 2030’

We also want to get
into critical mineral
exploration in India
and abroad.
PRASANNA KUMAR

MOTUPALLI, 

CMD, NLC India

Cash-strapped Byju’s faces a
disconcerting dilemma as the
company’s sales figures show
no signs of improvement, ac-
cording to people in the
know. 

This comes after the
edtech major transitioned to
a sales revenue-driven salary
model, which raises concerns
about Byju’s financial viabil-
ity and the e�ectiveness of its
sales strategies in the com-
petitive edtech market. It is
also to be noted that April to
June is the peak sales quarter
for test prep companies.

“Many of us have not been
able to convert leads to sales,
as some of these leads have
been in the system for too
long and old now,” said one
the sources.

While another person
close to the development said
that sta� are resigning due to
low morale and salary being
linked to generated sales.

“Some teams were told last
week that there won’t be any
further layo�s. But teams
have already lost all faith in
the management. Many
people are resigning everyday
across all teams,” said a Byju’s
employee who works for the
content team.

A detailed questionnaire
sent to Byju’s did not elicit
any response.

NEW SALES INITIATIVE
In a bid to acquire more
learners, it has significantly
reduced the prices of its
products. The annual sub-
scription fee for the Byju’s
Learning App now stands at
₹12,000 (inclusive of taxes)
per year, while Byju’s classes
and Byju’s Tuition Centres
(BTC) are priced at ₹24,000
and ₹36,000, respectively, for
a full year of classes, accord-
ing to the sources.

In a candid meeting with
over 1,500 sales associates
and managers, Founder Byju
Raveendran emphasised on
sustainable and scalable
model with empathetic
selling approach to revive
revenues. This stands in stark
contrast to Byju’s in the last

few years, where aggressive
selling became par for the
course.

“Byju’s has completed its
transition from a push-based
to a pull-based sales model,
which is driven by love for
learning rather than the fear
of missing out. Managers will
now act as coaches, focused
on supporting and enabling
the sales team rather than en-
forcing strict call quotas,”
said a source aware of the
discussions.

Associates will have the
flexibility to work on their
own terms, with no tracking
of the number of hours spent
on calls. “If you can get res-
ults by spending just half an
hour a day, please do that.
Want to only work on the
weekends? Why not?”
Raveendran said, encour-
aging a results-driven
approach.

While its sales associates
will receive 100 per cent of
the sales closed directly into
their accounts the next work-
ing day, the managers will re-
ceive 20 per cent of the same
from the company. 

“The average sales salary is
₹40,000 per month. So, close
a couple of sales and you can

get not just your salary but
also clear your arrears. You
can earn many multiples of
your CTC through this
model,” Raveendran said.

‘FOREVER MODEL’
After clearing arrears, associ-
ates will receive 50 per cent of
sales closed, while managers
will receive 10 per cent.
Raveendran emphasised that
this “four-week experiment”
has the potential to become a
“forever model,” citing the
exceptional response during
the first week, with some
sales team members already
clocking salaries commen-
surate with a ₹50 lakh per an-
num CTC.

As the top of the funnel has
been ever growing, with the
number of free users touch-
ing 250 million, there is no
dearth of interest in the
products and services. The
sales associates are encour-
aged to experience the
products themselves to un-
derstand their unparalleled
quality and market-leading
position. “I want you to un-
derstand what it means about
the quality of our content and
the power of our brand. So,
your job is not to sell, but to

counsel. You just have to
guide the students and par-
ents who are already inclined
towards the transformative
learning that Byju’s o�ers.
You are not sales people; you
are education counsellors,
empowering students to be-
come better learners” he
said. 

In the new model, man-
agers will have a role of a
mentor and not of task mas-
ters. Employees are encour-
aged to report any ill-treat-
ment, forced-sales or rude
behaviour of managers dir-
ectly to Raveendran. 

NEW POLICY
Byju’s has implemented a
new policy linking sales
sta� ’s salaries to the revenue
they generate every week.
According to a copy of an in-
ternal document, it has
rolled out a new policy
wherein the salaries of the
sales sta� are directly linked
to the revenues they gener-
ate every week, amid the
struggles that the edtech ma-
jor is facing with a severe
cash crunch and to cover the
payroll of its employees. The
policy, introduced on April
24, would be applicable for
four weeks, to May 21, 2024.

In the meeting,
Raveendran highlighted the
sustainable and scalable
nature of this sales model, in-
viting associates to expand
their teams by inviting
friends to sell and act as their
managers. He envisioned a
50,000-strong sales force
within the next year, demon-
strating its ambition and
commitment to growth.

In a relief to employees, it
has paid full salaries for April
to all the sta�, except the
sales force, whose earnings
are dependent on the rev-
enue they generate every
week. Byju’s now has about
12,000 employees. 

The delay stems from
funds raised through a recent
rights issue, which have been
locked in a separate account
due to the ongoing dispute
with the investors. The total
salary burn for the company
ranges between ₹40 crore
and ₹50 crore, according to
sources.

TESTING TIMES. Edtech major’s recent shift to a sales revenue-driven salary model 
has raised concerns about its viability in a fiercely competitive market 

Jyoti Banthia
Bengaluru

Byju’s faces uphill sales battle 

RECOVERY MEASURES 

� In a bid to acquire more learners, Byju’s has
significantly reduced the prices of its products

� In a meeting with sales associates and managers,
Founder Byju Raveendran emphasised on sustainable
and scalable model with empathetic selling approach
to revive revenues

� Associates will have the flexibility to work on their
own terms, with no tracking of the number of hours
spent on calls

� Byju’s has implemented a new policy linking sales
sta�’s salaries to the revenue they generate every
week

ESAF Small Finance Bank has
posted a 27 per cent growth in
its total business in Q4 of FY24
at ₹39,527 crore as compared
to ₹30,997 crore in Q4 FY23.

However, the bank has al-
located higher provisions, res-
ulting in a profit after tax of
₹43 crore for the quarter com-
pared to ₹101 crore in
Q4FY23. 

The bank witnessed a rise in
Net Interest Income (NII),
surging by 18.4 per cent year-
on-year to ₹591 crore, com-
pared to ₹499 crore in
Q4FY23. Additionally, the
Pre-provisioning operating
profit for Q4FY24 grew by
40.7 per cent to ₹285 crore,
showcasing an improvement
from ₹219 crore in Q4FY23. 

Deposits witnessed robust
growth, with total deposits
growing by 35.5 per cent to
reach ₹19,868 crore in
Q4FY24, compared to ₹14,666
crore in Q4FY23. Gross NPA
stood at 4.8 per cent in
Q4FY24 compared to 2.5 per
cent in Q4FY23. Net NPA
stood at 2.3 per cent of ad-
vances in Q4FY24. 

ESAF SFB posts
27% rise in total
business in Q4

Our Bureau
Kochi 

India’s retail market is poised
to cross $2.2 trillion by 2030,
with approximately 90 per
cent of sales expected to oc-
cur o�ine, according to the
report by Accel, Fireside Ven-
tures and Redseer Strategy
Consultants. The report also
finds that a substantial por-
tion of all purchases are to be
influenced by what con-
sumers see online across cat-
egories. 

The report titled ‘The De-
coding Omnichannel:

Strategies for D2C Brands’
that Indians conducted
nearly 24 billion online
searches in di�erent categor-
ies annually to learn more
about a product before pur-
chase, while 60 per cent of the
total value concentrated in
food and grocery, followed by
fashion and lifestyle.

The report stated that con-
sumers are moving across
various channels at di�erent
stages of the purchase funnel.
They are increasingly search-
ing across categories before
making a purchase online,
and brands must be where
their customers are. For in-

stance, in sectors like jew-
ellery, customers browse on-
line, but ultimately make
their purchases o�ine, in
stores, after accurately as-
sessing factors like fit and
style in person.

“We’ve seen the journey of
Indian consumer brands over
the last decade and a half
where a lot of pioneer brands
and platforms established
online as a viable channel.
With that accomplished, the
players are evolving towards
the next step of broadening
their focus by serving con-
sumers where they are, be it
online or o�ine. One prom-

inent example of this would
be Mamaearth, which having
started as an online D2C
brand, is driving a significant
chunk of its topline from o�-
line retail stores. While some
brands have shown the way,
brands/platforms will have
their unique journeys as they
move omnichannel/multi-
channel and that’ll include
nuanced decisions on chan-
nel strategy across the con-
sumer journey based on the
product category and con-
sumers’ maturity,” said Anil
Kumar, founder and CEO of
Redseer Strategy
Consultants.
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Retail market to surpass $2.2 trillion by 2030: Report 
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