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Jyothy Labs Q3FY21 

Financial Results & Highlights 

Introduction 

Jyothy Laboratories Ltd is a Mumbai-based fast-moving consumer goods company founded in 1983. It 

has 6 business divisions namely Fabric Care (Ujala -. market leader), Household Insecticide (Maxo), 

Utensil Cleaners (Exo), Fragrances, Personal Care (Margo) and Fabric Care Service. Ujala, Maxo, Exo, 

Jeeva and Maya are some of the brands it owns under these divisions. The company is the largest 

player in the fabric whitener space in India with a market share of 72%. 

Standalone Financials (In Crs) 

  Q3FY21 Q3FY20 YoY % Q2FY21 QoQ % 9MFY21 9MFY20 YoY% 

Sales 476 413 15.25% 504 -5.56% 1412 1299 8.70% 

PBT 64 44 45.45% 71 -9.86% 194 146 32.88% 

PAT 52 43 20.93% 61 -14.75% 163 132 23.48% 

Consolidated Financials (In Crs) 

  Q3FY21 Q3FY20 YoY % Q2FY21 QoQ % 9MFY21 9MFY20 YoY% 

Sales 483 426 13.38% 509 -5.11% 1428 1334 7.05% 

PBT 68 49 38.78% 73 -6.85% 202 162 24.69% 

PAT 53 45 17.78% 60 -11.67% 163 136 19.85% 

 

Detailed Results: 

1. Standalone and Consolidated quarterly revenues were up at 15% & 13% YoY respectively. (volume 

up by 15%) 

2. The gross margin for the quarter increased from 48.7% last year to 48.8%. 

3. Operating EBITDA at 16.7% (Rs 79.8 Cr) Vs 15.8% (Rs 66.3 Cr) in the same period last year. 

4. PAT at Rs 53 Cr as against Rs 45 Cr last year, up by 18% YoY. 

5. In 9M, consolidated revenues were up 7% YoY while volumes were up 9.8% YoY. 

6. Gross Margin in 9M was 47.6% from 47.8% in the same period last year. 

7. Operating EBITDA in 9M improved to 17.2% vs 16% last year. 

8. Category wise break-up of Q3 YoY Revenue Growth:  

1. Fabric Care: Up 2.3% (37% of sales) 

2. Dishwashing: Up 21.1% (38% of sales) 

3. Household Insecticides: Up 10% (10% of sales) 

4. Personal Care: Up 48.2% (11% of sales) 
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5. Others: Up 56% (4%) 

9. A&P expenses to sales were at 7.4% in Q3. 

Investor Conference Call highlights: 

1. The company launched Exo All Surface cleaner in South India in Q3. 

2. The company stepped up its media spending with the intent to grow its market share. 

3. The company faced minor inflationary pressures in raw materials which were mitigated by rise in 

operational efficiencies and higher contribution from personal care business. 

4. A&P spend has increased by 40% in Q3 to Rs 35.3 Cr. 

5. Main wash category has started doing better than the last 6 months with modern trade and 

canteen store department almost coming back to normal. 

6. Post wash segment remained subdued as offices, schools, colleges have yet to fully resume. 

7. Dishwash segment has benefitted from the renewed focus on hygiene and the focus on small 

packs has brought in many new users to the category. 

8. Household insecticides segment has seen good growth with the vaporizer leading the growth. 

9. Margo has seen very good growth due to focus on hygiene and from higher media spend and 

customer demand for personal hygiene products made from natural ingredients like Neem. 

10. The company has taken multiple interventions to promote general trade channel and focus on 

rural expansion. The most prominent ones would be to direct the sales force to increase the 

number of outlets and reach and to increase the number of SKUs for small packs. 

11. The management expects operating leverage to come into play as higher volumes bring better 

utilization for the company and also bring down the employee cost as a % of sales. 

12. Other expenses have come down for the company due to lack of travel and other activities. It is 

expected to rise in the future but not to pre-covid levels according to the management. 

13. The management maintains margin guidance of 15-16% for FY21. 

14. Henko has seen a good recovery in the modern trade channel in the matic versions and the 

premium products. Ujala is expected to be back within the next 1-2 quarters. 

15. The company has already introduced TShine in other Southern states and has gotten a good 

response to it. It is planning to make the call soon to take the brand up to the national level. 

16. The tax rate is expected to be at 18-19% for the rest of the year. 

17. Rural growth has been 30% higher than urban growth for the company. 

18. The management has stated that the Rs 10 segment has worked well for the company in personal 

care space and it will be looking to take this to many more places and continue the growth 

momentum of the personal care segment.          

Analyst’s View: 

Jyothy Labs is a consistent performer in the FMCG segment in India. They have successfully carved out 

a niche for themselves and have established themselves as market leaders in the fabric care and 

dishwashing segment. The performance of the company was very encouraging in this quarter mainly 

on the back of sustained good performance of dish wash and increasing rural penetration. The 

company has done well to increase sales volumes on the back of small packs and see the rise of the 

personal care segment and recovery of the fabric care segment. The company still faces the issue of 

very slow recovery in the post-wash segment which is the company’s biggest earner. It remains to be 

seen how long will it take for the post-wash segment to revive and how the company will fare in the 

increasingly competitive environment in the health hygiene space. Nonetheless, given the renewed 
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focus on health and hygiene going forward and the company’s good distribution reach and resilient 

product portfolio, Jyothy Labs may turn out to be a pivotal FMCG stock to watch out for. 

 

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

to our updates.  

 

 

 

Click here to Subscribe 

on WhatsApp  

http://www.smartsyncservices.com/subscribe/
http://www.smartsyncservices.com/subscribe/
http://www.smartsyncservices.com/subscribe/
https://api.whatsapp.com/send?phone=919978988562&text=Save our number +919978988562 to your contacts and send this message to start
https://api.whatsapp.com/send?phone=919978988562&text=Save our number +919978988562 to your contacts and send this message to start
https://api.whatsapp.com/send?phone=919978988562&text=Save our number +919978988562 to your contacts and send this message to start
https://api.whatsapp.com/send?phone=919978988562&text=Save our number +919978988562 to your contacts and send this message to start
https://api.whatsapp.com/send?phone=919978988562&text=Save our number +919978988562 to your contacts and send this message to start

