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KRBL Q1FY21 

Financial Results & Highlights  

Brief Company Introduction 

KRBL is the world’s leading basmati rice producer and has fully integrated operations in every aspect 

of basmati value chain, right from seed development, contact farming, procurement of paddy, 

storage, processing, packaging, branding and marketing. It is also the owner of the famous basmati 

rice brand INDIA GATE. 

Standalone Financials (In Crs) 

  Q1FY21 Q1FY20 YoY % Q4FY20 QoQ % 

Sales 773 1220 -36.64% 1072 -27.89% 

PBT 167 199 -16.08% 201 -16.92% 

PAT 126 136 -7.35% 150 -16.00% 

Consolidated Financials (In Crs) 

  Q1FY21 Q1FY20 YoY % Q4FY20 QoQ % 

Sales 773 1220 -36.64% 1072 -27.89% 

PBT 166 199 -16.58% 201 -17.41% 

PAT 126 136 -7.35% 150 -16.00% 

 

Detailed Results: 

1. The company had a dismal quarter with a 37% decline in consolidated revenues and a 17% fall in 

PBT at a consolidated level. 

2. PAT fell only 7% YoY mainly on account of the new reduced tax regime. 

3. EBITDA margin for the company for Q1 was at 25% vs 20% last year. 

4. The company saw export sales per ton rise dramatically to Rs 1,01,435 from Rs 85,502 last year. 

5. The borrowings for the company went down drastically from Rs 1428 Cr in Q4FY19 to Rs 496 Cr 

in Q4FY20. 

6. The revenue distribution in Q1 are as follows:  

1. India: (Q1 48.21% vs 47.56% last year) 

2. Export: (Q1 47.92% vs 50.6% last year) 

3. Energy: (Q1 3.77% vs 1.84% last year) 

7. ROCE for the company improved 130 bps YoY to 6.15% in Q1. 

8. The current ratio increased 154 bps YoY to 4.61 times. 

9. Net debt reduced to Rs 268 Cr from Rs 690 Cr last year while interest coverage ratio rose 11.12% 

YoY to 20.87% in Q1. 

10. Net debt to equity was reduced to 0.08 in Q1 from 0.24 last year. 

11. The book value per share was at Rs 138.11. The operating profit margin improved 465 bps YoY to 

22.9%. 
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Investor Conference Call Details: 

1. The company has recorded best-ever margins of 25% due to higher price realization. 

2. In the leadership consumer pack segment, KRBL has seen around 30% growth YoY and its best-

ever volumes in the consumer pack segment. 

3. The company saw a 70% YoY improvement in online sales. It also saw a 10-12% volume growth in 

the modern trade segment. 

4. Most of the exports for high realization products go to the Middle East and U.S.A while lower 

realization products are exported to Iran, Iraq, Yemen, the African continent. 

5. The management believes this rise in realizations to be sustainable as all of the above are 

permanent markets for the company. 

6. The management is confident that Balsharaf will win the case as it has done in the previous 

tribunals despite the actions taken by the ED. 

7. Online sales account for only 1.5% of domestic sales for the company. 

8. The company has a direct account in Amazon, Grofers, Big Basket, Flipkart for selling its products 

online. The biggest shares of online sales come from Grofers & Big Basket (70% of e-commerce 

sales) while Amazon (12%) is at #3. 

9. The management is largely aiming to deliver higher revenues than last year. It expects revenue 

growth of almost 5% YoY in FY21. 

10. The company has lost around Rs 300-400 Cr of sales from the catering industry but this shortfall 

has been compensated by the rise in consumer pack sales where the company has gained market 

share. 

11. In exports, the company is concentrating on Saudi Arabia & the USA at the moment. 

12. The company definitely intends to go ahead with the demerger with the power business and get 

all PPAs transferred rather than renegotiated. 

13. The company has started the promotion of giving away 200 gm of Quinoa with every 1 kg of brown 

rice as part of its health products promotion. It is also come up with rice bran oil with Amaranth, 

with Chia Seed, with Flax Seed for exports. 

14. The company will be able to move ahead with its plans for other segments and geographies once 

things normalize by November or December. 

15. The current loading rate at docks is at 1500 tons per day on days with no rain. This figure is 

expected to take at least 3-4 months to come back to normal levels of 5000 tons per day. 

16. Out of the previously mentioned Rs 350 Cr of inventory in Kandla port, only Rs 50-60 Cr is left for 

shipping. 

17. The overall increase in the consumer segment has been 30% while bulk 25 kg pack for the catering 

industry segment has fallen 40%. 

18. The company is selling around 10 to 15 tonnes a month in Quinoa vs 7-8 tons pre-COVID. The 

company is also doing premium regional rice in 1 & 5 kgs packs in South India & West Bengal only. 

19. The company currently has no immediate plans for a buyback. 

20. The company is unable to execute any orders from Iran due to the US sanctions in place. 

21. In the domestic market, the product mix has shifted towards lower varieties like mogra & mini-

mogra. 

22. The management has stated that the production of 1121 and Pusa Basmati would be lesser this 

year compared to last year, which will make the prices of the particular paddy varieties higher by 

15% YoY. 

23. Once the catering industry resumes, the company expects to make sales of Rs 500 Cr per quarter. 
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24. The pandemic has seen a fall in small players and a rise in branded rice. This situation is being 

mirrored in all segments in the FMCG industry. 

25. The change in paddy price does not affect inventory value as it is priced at cost. 

26. The company has seen changes in Saudi Arabia and the EU in import procedures. 

27. The company is not looking to get into the heat and eat segment and is solely focused on 

expanding into the health segment. 

28. The company has no plans to enter into other branded staples categories like dal. 

29. The management is expecting sales in Q2 to be almost double that of Q1 mainly on the back of 

the carryover of the Rs 350 Cr of sales from the stock stuck in Kandla. 

 

Analyst Views: 

KRBL is one of the biggest sellers of basmati rice in the world. It has built up a long-standing legacy of 

more than 120 years and enhanced it using modern technology to make the process from grain to 

pack as efficiently as possible. The company has done well despite the setback in the catering industry 

from COVID-19. The only major loss to the company in Q1 was from the loss of domestic orders from 

the catering industry while the consumer packs segment has risen dramatically to fill this void. The 

company is doing well to reduce its dependence on working capital loans and to develop into regional 

rice and other avenues like health foods in the export segment. It remains to be seen how the company 

will evolve to the new packing and shipping norms due to COVID-19 and whether the company will 

face any obstacles in its way ahead to demerge its power business. Nonetheless, given the company’s 

long-standing brand image, its resilient operations and export structure, and its focus on maintaining 

its strengths and developing new avenues, KRBL may turn out to be a prime wealth creator in the next 

few years. 

 

 

If you found this report useful and would like to receive more such investing insights, you can subscribe 

to our updates.  
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