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ABOUT US & OUR 5 PRINCIPLES

 Started as a small customer focused electronic retailer in Patna in 1999.

 Scaled from 1 store in 1999 to 98 stores as on date.

 We raised only Rs 5.8 crore through IPO in 2016 and our journey remains strong while focus remains on 5 key principles

5 KEY PRINCIPLES:

(1)  Our customers want Best Range, Lowest Price, Fast Installation and Great After Sales Service

(2) Our Suppliers (Brands) want to sell products at Scale 

(3) Our Business gets better at Size for our customers and our suppliers. With Size we get better pricing which we pass on to Customers and 

create a  relationship of a lifetime “Sambandh bharose ka”

(4) Our investors want Prudent Capital Allocation with Strong Corporate Governance & Growth

(5) Our focus on Technology and Customer focussed Team-Members will be Core Pillars to Achieve our Goals
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OUR JOURNEY

Incorporated under

Companies Act, 1956 as

Aditya Vision Private

Limited & opened it’s first

outlet situated at the

most prominent location

at Bailey Road, Patna.

From 1999 to 2005

operated with a single

store. In the year of

2006, Aditya Vision

initiated expansion in

Patna.

Aditya Vision got listed

on the Bombay Stock

Exchange (BSE). The

first and the only

consumer electronics

retail company in India

to be listed.

Started expansion in

Jharkhand in 2022 and

opened 14 new stores in

Jharkhand till date.

98 stores as on 15/03/23

84 – Bihar

14 - Jharkhand

Scaled up to 75 

showrooms in 

almost all districts 

of Bihar

20211999 2006 2016 20232014

Initiated expansion

outside Patna into

other districts of

Bihar.
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CHAIRMAN & MANAGING DIRECTOR
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ADITYA VISION AT A GLANCE

6

Patna, Bihar
Our headquarters and base of operations

98
Total Outlets in Bihar + Jharkhand

10,000+
Products sold at our Outlets

50% Mkt share
In Bihar as per Crisil Credit Rating Report

4,000+Sq Ft
Average size of Stores

100% B2C
Sales

Rs 23,600+
Average “Bill Cut” for FY22

Zero
Store closure since inception

3.2 lac sq ft
Total Retail Footprint in FY22

Rs 7.2 cr
Dividend declared for FY22

2016
Year of IPO

Rs 5.8 cr
Funds raised in the IPO
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10 YR GROWTH JOURNEY

Our Revenues have grown at a 

CAGR of 29% for the 

Last 10 years

With Size our Gross Margins have 

improved keeping customer value 

in focus.

Our PBT Margin has improved due to 

scale up of revenue and gross 

margin.

Including VAT Excluding GST
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STORE UNIT ECONOMICS AT A GLANCE

8

*SSG – Lower due to VAT removal from revenue in  FY18 and GST netted off from Revenue

**Average PBT Calculated on Opening + Closing Square Foot for FY22, Post IndAS

17%
Average SSG for 2018-22*

12-15%
Gross Margin

Rs 50 lacs
Average Capex per store

Rs 2.0 cr
Average Working Capital per Store

<6 month
Average Store Level Break Even

3 years
Payback Period

Rs.90+ lacs
Productivity Per Employee (with us for 12M+)

Rs.33,890
Revenue Per Sq Ft (Rs) for FY22

Rs.1,500+
Average PBT Per Sq Ft (Rs) for FY22**
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COMMON SIZE STORE ECONOMICS

(% to Sales) FY-2016 FY-2017 FY-2018 FY-2019 FY-2020 FY-2021* FY-2022*

Gross Margin (%) 6.6% 7.1% 8.6% 10.1% 10.7% 12.3% 15.8%

Employee Cost 1.8% 1.5% 2.6% 2.7% 2.7% 3.3% 3.2%

Rent 1.0% 1.1% 1.2% 1.3% 1.4% 2.6% 2.9%

Advertisement & Sales 

Performance
0.3% 0.8% 0.9% 1.1% 1.3% 0.8% 0.9%

Electricity & Power Cost 0.7% 0.8% 0.8% 0.7% 0.7% 0.4% 0.7%

Misc Other Expenses 1.5% 1.5% 1.5% 1.4% 1.4% 0.6% 1.8%

Expenses as a % of 

Revenue
5.3% 5.8% 7.0% 7.1% 7.5% 7.8% 9.5%

Profit Before Tax 0.7% 0.7% 0.9% 1.5% 2.4% 3.7% 4.8%

…. Gross Margin has increased with scale

…. Low store level employee cost

…. Average rent of Rs 2 lacs p.m. per store. 

Post IndAS reclassified as a different line item in P&L

…. Advertisement cost common to all stores across state 

…. Efficient power consumption

…. Control over miscellaneous expenses

…. Costs w.r.t. new store opening to rationalise with rising 

revenue contribution from new stores

…. PBT Margin has improved with scale 

* Revised as per IndAS
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BUSINESS MODEL
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STORE GROWTH & SSG

*

*As on 30 Nov 2022

** Average SSG – Lower due to 

(1) VAT removal from revenue w.e.f. FY19. GST netted off from Revenue w.e.f FY19. 

(2) FY21 & FY22 impacted due to Sars-Covid19

Store Sales Growth

2017-18 33.0

2018-19 17.0

2019-20 34.0

2020-21 (13.0)

2021-22 14.5

AVERAGE** 17.1
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REVENUE SEASONALITY (5 year avg.)

Peak Summer Season & Marriage Season

Strong Demand for Cooling Products

Major Stocking up prior to this quarter

Weaker Quarter owing to Monsoon + Shraadh months

Festive Season with attractive Brand Offers

Mix of marriage + Pre summer sales + End of the year sales by brands
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KEY CHARTS (1/2)
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KEY CHARTS (2/2)
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GEOGRAPHICAL PRESENCE

84
Stores

14
Stores
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PRODUCT OFFERINGS
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OUR TRADE PARTNERS
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OUR CONSUMER FINANCE PARTNERS
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STRENGTHS

OPPORTUNITIES

 Market leadership in Bihar (50% as per a recent Crisil report).

 Diversified product portfolio at best price.

 Strong regional presence.

 Best in class customer & after sales service.

 Strong brand association.

 Brilliant logistics capability.

 Higher margins as compared to smaller retailers.

 Asset light business.

 Efficient inventory management and high cash reserves.

 High opportunities in underpenetrated markets.

 Changing consumer behavior with improved power supply in the states.

 Growing demand in Tier 2 and Tier 3 cities.

 Rising disposable income attracting aspirational products.

 Increasing brand consciousness: Rising income levels, education and

global exposure have contributed to the evolution of the middle class.

 Easy availability of finance and flexible payment options.

 Rapidly changing technology spurring replacement demand.

 Aggressive customer offers by brands.

STRENGTHS & OPPORTUNITIES
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MOVING FROM 79 STORES TO 150 STORES BY FY25

 Setup stores based on a “Creeping Cluster Approach” and strong market intelligence.

 Business is ready to scale beyond Bihar & Jharkhand to adjoining states in the “Hindi Heartland” over the next 3-5 years.

 “Zero” store closure since Inception.

 Prudent Capital Allocation as we scale into newer geographies.

 Reinvest our Cash Flows at High ROIC to target the large opportunity in the Hindi heartland.

 Clear shift from unorganised players to organised customer focussed players like us.

 Increase further penetration in Bihar in sub-districts / sub-divisions.

 Expand regional footprint by moving into adjoining states of Uttar Pradesh, Chhatisgarh, Madhya Pradesh and West Bengal.

 Focus on scaling up mid and premium priced categories thereby improving per store economics.

 Targeting to grow at +25% CAGR over the next 3 – 5 years.

YEAR STATE

2022-2023 JHARKHAND

2023-2024 UTTAR PRADESH

2023-2024 CHATTISGARH

2024-2025 MADHYA PRADESH

WEST BENGAL
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INDUSTRY OUTLOOK

Refrigerators

38%
Households in INDIA 

own refrigerators

10%
Households in BIHAR 

own refrigerators

13.8%
Households in JHARKHAND 

own refrigerators

Air-conditioners/Coolers

24%
Households in INDIA 

own AC/cooler

5.6%
Households in BIHAR 

own AC/cooler

7.6%
Households in JHARKHAND 

own AC/cooler

Market Penetration
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PENETRATION & OPPORTUNITY
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QUARTERLY FINANCIAL PERFORMANCE
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ANNUAL INCOME STATEMENT
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ANNUAL BALANCE SHEET
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GLIMPSE OF OUR STORES
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GLIMPSE OF OUR STORES
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AWARDS & RECOGNITIONS
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Aditya Vision Ltd.

Ms. Akanksha Arya-Company Secretary

Tel: +91-612-2520854  | Email: cs@adityavision.in

www.adityavision.in

Get in touch with us:


