
  

BHATIA COMMUNICATIONS & RETAIL (INDIA) LIMITED 
CIN: L32109G/2008PLC053336 

B H AT i A’ Ss Regd Off: 132, Dr. Ambedkar Shopping Centre, Ring Road, Surat-395002 
il: info@bhatiamobile.com, Ph: 0261-2349892 

the mobic one stop shop Email info@ Website : www.bhatiamobile.com 

Date: 2.6 loo / 202] 

To 

BSE Limited 

Phiroze Jeejeebhoy Towers 

Dalal Street 

Mumbai- 400001 

Script ID/Code —_: BHATIA/540956 

Subject : Disclosure of information pursuant to Regulation 30 of SEBI (Listing 
Obligations and Disclosure Requirements) Regulations, 2015 

Dear Sir/Madam, 

In compliance with Regulation 30 of SEBI (Listing Obligations and Disclosure 
Requirements) Regulations, 2015. Kindly find enclosed herewith a copy of Results 
Presentation with respect fo the Financial results for the Quarter and Nine months 
ended 315 December 2020 of the company. 

Kindly take the above information on record and oblige. 

Thanking you. 

Yours Faithfully. e 

  

   
Nikhil Harbanslal Bhatia 
Wholetime Director 
(DIN: 02063706) 

Place: Surat 

  
 



Bhatia 

Communications 

& Retail (India) 

Limited
Q3 FY2021 Earnings Presentation



This presentation and the accompanying slides (the “Presentation”), which have been prepared by Bhatia

Communication & Retail (India) Ltd. (the “Company”) solely for information purposes and do not constitute any offer,

recommendation or invitation to purchase or subscribe for any securities, and shall not form the basis or be relied on in

connection with any contract or binding commitment what so ever. No offering of securities 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 shall

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

liability in respect of the contents of, or any omission from, this Presentation is expressly excluded. All product names,

logos, and brands are property of their respective owners. All company, product and service names used in this

presentation are for identification purposes only. Use of these names, logos, and brands does not imply endorsement.

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 guaranteeing of future performance and are subject to known and unknown risks, uncertainties and assumptions

that are difficult 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.

Safe Harbour
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Problem

Quality Electronic Products 

with after-purchase customer 

service.

Existing Alternatives

There are regional players,

having minimal presence, but 

they’re unable to provide 

end-to end solution. 

However, there is competition 

from large retail giants, but 

we have been easily able to 

compete with them.  

Unique Value 

Proposition

Bhatia Communications & 

Retail (India) Limited is 

moving up the value chain 

increasing outlets with 

multiple products. 

After Sales customer service. 

First-mover advantage with 

strategically locating new 

stores.

High Level Concept

Smart Phones and Electronic 

Gadgets are no more 

considered a luxury item, they 

are necessities for everyone. 

Customer Segments

- 18+ age group. 

- Shift witnessed from low-

range mobile phones to 

premium smart phones.

- Average range of 

smartphones ~ ₹10,000 -

₹15,000.

Early Adopters

- The company is updated 

with the current trend in 

handsets and other 

electronic devices. 

- Strategically opening 

stores in locations where 

no regional or big retail 

player has its presence 

gaining first mover 

advantage.

Solution

PAN Gujarat presence with 

100+ outlets, providing 

premium quality Electronic 

products of various brands.

Key Metrics

Conversion rate – 98% 

Proportion of customers 

entering the store and ending 

up buying a product.

Unfair Advantage

- Competitive pricing.

- Customer Service.

- Wide range of products. 

- Strong distribution network 

in Gujarat.

Channels

Direct marketing, social 

media, ads along with tie-up 

with Financial Channel 

Partners is helping the 

company reach wider 

audience. 

Major Costs

- Stock Purchase.

- Employee Expenses. 

Revenue Streams

Diversification of Products:

Number of Multi Product Outlets have increased from 21 to 69 STORES in this 

Quarter. Thus making sure, there is perennial flow of revenue.
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Our faith in our BUSINESS MODEL 

is bolstered by looking at the new 

expansion plan of online 

mammoths for further growth-

1. Amazon is buying offline stores

companies.

2. BYJUs buying offline classes

company.

ONLINE TO OFFLINE

BUSINESS OVERVIEW: TILT-SHIFT OF CONSUMERS 

FROM ONLINE TO OFFLINE
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BUSINESS OVERVIEW: OPENING OF 

NEW STORES

VIP ROAD, VESU NEAR LP SAVANI SCHOOL
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Marketing Operations Sales Supply Chain

BUSINESS OVERVIW: FOCUS AREAS
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Number of Multi Product Outlets increased 

from 21 to 69 STORES in this Quarter.

Strategically locating Outlets to maximize 

Sales.

Improving same store Sales through Intelligent 

Marketing.  

10+ channel partners providing EMI/credit 

facilities to customers. 

Better Inventory Management

through robust system. 

Increasing number of Brands for all 

Electronic products.

Diversification of Business with majority outlets 

selling multiple products.

Maintaining price competitiveness.

BUSINESS OVERVIEW: KEY MILESTONES

09/23



CONVERSION

RATE

98%

TOTAL 

SQ. FEET

1,16,450

REVENUE 

PER SQ. FEET

₹5250

BUSINESS OVERVIEW: KEY METRICS

**Conversion rate: Proportion of customers entering the store and 

ending up buying a product.

December Quarter

10/23



BUSINESS OVERVIEW: NO. OF STORES

118

69

34

103

15

TOTAL NO. 

OF STORES

OWNED RETAIL

STORES

FRANCHISED 

RETAIL STORES

MULTI-PRODUCT

OUTLETS 

including 

MOBILE PHONES

MOBILE PHONES 

& ACCESSORIES
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12

11
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SEPTEMBER, 2020

69DECEMBER, 2020

BUSINESS OVERVIEW: NO. OF MULTI PRODUCT OUTLETS
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GROWTH 

STARTEGY

Bringing experience closer to 
consumers through stores.

Taking advantage of global 
movement towards in-store 

purchases.

Using tailwinds of revenge 
buying in white goods industry 

to our advantage.

BUSINESS OVERVIEW: GROWTH STRATEGY
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WEAKNESS

THREATS

STRENGTH

OPPORTUNITY

• Experienced Promoters and
Management Team with a very Active
Marketing Team.

• Strong work force of 100+ employees.

• Diversification of products.

• Limited Mobile Network Infrastructure in
rural areas would make going PAN-
Gujarat difficult.

• Lack of Resource Availability as
compared to some of the big giants.

• Under penetration of smart phone, smart
TV, Air-Conditioner markets.

• People shifting from non-smart phones to
smart phones.

• Rising Disposable Income of people.

S W

TO

BUSINESS OVERVIEW: SWOT ANALYSIS

• Competition from both big and small
Players.

• Low Entry barriers for new entrants.

• Online platform bringing in competition.
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1515

FRANCHISED STORES
10% OF TOTAL REVENUE

Q3

FY2021

OWNED RETAIL OUTLETS
90% of TOTAL REVENUE

BUSINESS OVERVIEW: REVENUE BREAK-UP
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1616

OWNED RETAIL OUTLETS
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BUSINESS OVERVIEW: OWNED RETAIL STORES
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FRANCHISED STORES
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FINANCIAL PERFORMANCE: Q3 FY2021
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**The percentages have been rounded off.

FINANCIAL PERFORMANCE: MARGIN PERCENTAGE BRIDGE
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3 months ending (in millions) Q3 FY21 Q2 FY21 Q3 FY20

TOTAL REVENUE 611 511 495

Purchase of Stock-in-trade 556 473 441

Employee Benefit Expenses 9 9 9

Other Expenditure 24 19 17

EBITDA 22 10 28

EBITDA Margin 4% 2% 6%

Depreciation 3 3 3

Finance Costs 4 3 4

Exceptional Items - - -

PBT 15 4 21

Tax Expenses 6 1 6

PAT 10 2 16

PAT Margin 2% 0.5% 3%

FINANCIAL PERFORMANCE: PROFITABILITY HIGHLIGHTS
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We are committed 

to growth.

Thank You

+91- 261 - 2349892 info@bhatiamobile.com
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