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Eicher Motors Q3FY21 

Financial Results & Highlights  

Brief Company Introduction 

Eicher Motors Limited is an Indian manufacturer of motorcycles and commercial vehicles. Eicher is the 

parent company of Royal Enfield, a manufacturer of middleweight motorcycles. In addition to 

motorcycles, Eicher has a joint venture with Sweden’s AB Volvo - Volvo Eicher Commercial Vehicles 

Limited (VECV). 

Standalone Financials (In Crs) 

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

Sales 2928 2499 17.17% 2223 31.71% 6036 7367 -18.07% 

PBT 658 634 3.79% 478 37.66% 1153 1941 -40.60% 

PAT 488 489 -0.20% 361 35.18% 862 1558 -44.67% 

Consolidated Financials (In Crs) 

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

Sales 2953 2506 17.84% 2234 32.18% 6119 7346 -16.70% 

PBT 702 644 9% 459 52.94% 1110 1908 -41.82% 

PAT 533 499 7% 343 55.39% 821 1523 -46.09% 

 

Detailed Results: 

1. The company had a good quarter with a 19% YoY rise in consolidated revenues and a 7% YoY fall 

in PAT. 

2. Volumes for 9M was at 408,000 vs 535,000 last year. Volumes sold in Q3 was up 5% YoY. 

3. EBITDA margins for 9M shrank to 20.1% vs 25.4% last year. 

4. Standalone EBITDA margin was at 23.5% in Q3 vs 25.2% a year ago. 

5. Overall market share was at 25% 

6. The company has total locations of 1889 currently. 

7. Export sales have risen from 96% YoY to 38700 units in FY20. 

8. The number of international stores has risen to 82 stores in 21 countries and the company plans 

to bring this up to 100 by the end of FY21. 

9. The company launched Meteor 350 model in Q2. 

10. MiY and 3-D Configurator to be available on the Royal Enfield App, the website, and across 320 

stores initially. 

11. The total CV volumes sold in 9M were at 23,101 units vs 37,092 units a year ago. 

12. The market share of VECV in the domestic 3.5-15 ton segment rose to 30.3% vs 28.7% a year ago. 

13. The market share in buses increased to 26% from 13.9% a year ago. 

14. The market share in the heavy-duty segment increased to 7.1% from 4.9% a year ago. 

15. VECV saw a loss of Rs 70 Cr in 9M. Revenue from operations for the unit rose 23.9% YoY while 

EBITDA margin improved to 8.6% in Q3 vs 6.4% last year. 
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16. The bus segment continues to remain sluggish with a drop of 83% in Q3 as schools remain mostly 

closed and low inter-state movement of buses. 

17. While the overall CV industry (3.5T GVW and above) declined by 52% YTD till December 2020, 

VECV sales declined by 38% for the same period. 

18. The company launched the Meteor 350, an easy and accessible cruiser in India and across Europe, 

Thailand, and Australia in Q3. 

19. It also became the first Indian auto company to open up a store in Japan. 

20. It also launched the Classic 350 in two new color-ways along with alloy wheels and tubeless tires. 

21. In Q3, 13 new exclusive stores were opened with a focus on Latin American and ASEAN markets – 

2 in Thailand, 4 in Argentina, and 3 in Columbia. 

 

Investor Conference Call Details: 

1. The company posted its highest ever quarterly revenue from operations at Rs 2828 Cr in Q3. 

2. Motorcycles volumes sold in Q3 were at 199,000 units. Exports were up 30% YoY at 10,800 units. 

3. The company increased the production run rate to 75,000 in December.  

4. It has hiked prices by 3-5% in the last few months. 

5. Demand remains strong with the supply of key components like electronics remaining the main 

concern. 

6. RE added 43 large stores in India and 129 studio stores during the quarter. It has now reached 

1889 touchpoints across 1,500 cities in India. 

7. The company got very good feedback on the Meteor mainly on the comfort, riding quality, 

refined engine, and the new tripper navigation pod. The booking rate of Meteor continues to 

trend at a much higher level than Thunderbird. 

8. The company also launched the Make it Yours MiY tool for Meteor which enhanced its market 

response. On the Meteor alone, the app offers as many as 500,000 permutation combinations. 

9. Currently the Twins, Meteor and Classic are available on the MiY app. 

10. Since the launch of the RE app in August, the daily users of the RE app have now tripled and the 

amount of time that the customer is spending on our app is doubled since Q1. 

11. The Interceptor was awarded MCN's Best Retro Bike of the Year, the second time in a row. It also 

won the Bike Sales Year of the award in Australia. 

12. The total sales of trucks and buses stood at 12,800 units, which is up 3.3%, which is better than 

the 7% decline in Q3. 

13. VECV inaugurated its all new fully digital and state-of-the-art manufacturing unit in Bhopal. This 

unit will be delivering the entire light and medium-duty range of Pro 2000 series, largely replacing 

the Pro 1000 series in India as VECV’s mainstay. The BSVI units from here will be sold in 40 

countries. 

14. Every truck sold since August is 100% connected with data coming from those trucks based on 

the customers' acceptance. This is used for advanced diagnostics for better customer response 

by predicting customers' problems even before some of them happen. 

15. VECV added 41 touch points in the 9M period. 

16. The management cites the introduction of good products like the Meteor, the branch expansion, 

and the big focus on digital to the consistently high demand for RE. 

17. Cancellations have only been less than 5% showcasing good resilient demand for RE. 

18. The management has clarified that the MiY app is mainly used for customization of accessories 

and it does not include critical components like engine or gearbox. Thus the cycle time for a 
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customized version is no more than 1-2% more than normal. Thus it is also not having any adverse 

effect on overall production capacity. 

19. ASP has gone up mainly due to improving product mix and increase in prices. 

20. The Meteor is positioned differently in different regions. As it does well in the 100-110 km/hr 

speed, it is positioned as a highway bike in India. In western markets, this speed is too low for 

highway bikes so it is positioned as a city plus bike there. IN ASEAN and LatAM it is positioned as 

an upgrade bike. 

21. The Meteor represents a big export opportunity for RE as it has fuel injection and is Euro-6 and 

BSVI compliant. 

22. In the long run, the management’s target for export contribution to total revenues is at 20%. 

23. Around 35-40% of bookings are for Meteor with wait times as long as 4 months. 

24. The management has stated that it has learned a lot from the launch and digital engagement of 

Meteor which can be applied in the future on other product launches. 

25. The company is not seeing any cannibalization in sales of other models from the Meteor right 

now. 

26. The electronic component shortage is not a big concern for management and it is only expected 

to result in a slight delay in production. 

27. The RM cost rise impact on gross margin was around 80-100 bps. The management expects this 

cost inflation to continue as so it has taken the price increase. It has also stated that in the future, 

all the cost increases will be passed on to customers. 

28. The management has admitted that there is some room for increasing assembly capacity by 

debottlenecking without significant capex. 

29. The MiY app is mainly simplifying the process of accessorizing the bike which is very prevalent 

since the bike is seen more as a discretionary purchase representing a personality statement for 

the customer rather than a necessary purchase for an essential activity like commute like other 

2 wheelers in India. 

30. Top 20 cities contributed to 27-30% of the business. 

31. Average accessories revenue per vehicle was Rs 6000 for Thunderbird. For Meteor, this is around 

1.5 to 1.7 times the number for Thunderbird. 

 

Analyst’s View: 

Eicher Motors has been one of the highest-rated auto companies in India. This was mainly on the back 

of their successful turnaround of Royal Enfield and the emergence of the mid-sized (250cc-750cc) 

motorcycle market. The company saw impressive industry outperformance in both the RE and VECV 

businesses and its highest ever revenue from operations for a quarter. The company has seen a good 

response to the MiY platform and the Meteor which has seen overwhelmingly good response. The 

demand for the Meteor is so high that around 35-40% of new bookings are for the model and wait 

times are as long as 4 months. The company still faces major challenges plaguing the industry like RM 

cost inflation and the electronic components shortage. It remains to be seen how long the company 

will be able to keep outperforming the industry and how its various initiatives like studio stores and 

Make Your Own platforms pan out in the future. Nonetheless, given its resilient performance in its 

various segments and the strong brand and industry position of the company, Eicher Motors remains 

a critical stock to watch out for every auto sector investor. 
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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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