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DISCLAIMER

This presentation does not constitute or form part of any offer or recommendation or solicitation to

purchase or buy or deal with in any securities of Godrej Industries Limited (“GIL”) or Godrej Properties

Limited (“GPL”) or Godrej Consumer Products Limited (“GCPL”) (referred to as the “Company”), nor shall

it or any part of it or the fact of its distribution form the basis of, or be relied on in connection with, any

contract or commitment thereof.

This presentation contains statements that constitutes forward -looking statements. These statements

include descriptions regarding the intent, belief or current expectations of the Company or its directors

and officers with respect to the results of operations and financial condition of the Company. These

statements can be recognized by use of words such as “expects”, “plans”, “will”, “estimates”, “outlook”,

“projects” or other words of similar meaning. Such forward-looking statements are not guarantees of

future performance and involve risks and uncertainties, and actual results may differ from those in such

forward-looking statement as a result of various factors and assumptions which the Company believes to

be reasonable in light of it operating experience in recent years. The Company does not undertake to

revise any forward-looking statement that may be made from time to time by or on behalf of the Company.

Actual results might differ substantially or materially from those expressed or implied. Important

developments that could affect the Company's operations include changes in industry structure, significant

changes in political and economic environment in India and overseas, tax laws, import duties, litigation and

labor relations.

No representation, warranty, guarantee or undertaking, express or implied, is or will be made as to, and no

reliance should be placed on, the accuracy, completeness or fairness of the information, estimates,

projections and opinions contained in this presentation. Readers must make their own assessment of the

relevance, accuracy and adequacy of the information contained in this presentation. Any opinions

expressed in this presentation are subject to change without notice. None of the Company, promoters or

any other persons that may participate in this presentation shall have any responsibility or liability

whatsoever for any loss howsoever arising from this presentation or its contents or otherwise arising in

connection therewith.
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AGENDA

• Godrej group Overview

• Business overview

― Godrej Consumer Products Limited
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GROUP OVERVIEW

• 113 years young (estd. 1897)

• Largely privately owned by the Godrej family

• Rs. 118 billion (US$ 2.7 billion) turnover

• 21,000+ people

• Diversified – 7 major companies (4 publicly 

traded)

• Global operations in 16 countries
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GROUP STRUCTURE

LEGEND

Holding Company Division Corporate Entity Joint Venture  International Subsidiary

GODREJ & BOYCE

Appliances

Construction

Electricals

Interio

Lawkim Motors

Locks

Material Handling

Precision Engineering

Precision Systems

Prima

Process Equipment

Security Solutions

Storage Solutions

Tooling

Godrej Infotech

Godrej Efacec

GODREJ INDUSTRIES

Chemicals

Estate

Finance

Godrej Consumer Products

Godrej Properties

Godrej Agrovet

Godrej Household Products Limited

Godrej Hersheys

Godrej Tyson Foods

Keyline Brands 

Kinky

Rapidol

Godrej Global Middle East

Godrej Nigeria

Megasari Group

Issue Group



6

FMCG
26%

OFFICE & CONSUMER 
DURABLES

17%

INDUSTRIAL
15%

AGRI-PRODUCTS
13%

HOME APPLIANCES
11%

REAL ESTATE & 
INVESTMENTS

13%

IT & ITES
5%

AREAS OF BUSINESS
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• During second world-war, against good advice, Pirojsha

Godrej bought 3500 acres of marshland

• Today Pirojshanagar  is the largest industrial-residential 

facility in Mumbai with schools, hospitals and residential 

apartments

• Manufactures locks to oleo chemicals to rocket engines

• Mangroves help Mumbai breathe

7

GODREJ @ VIKHROLI (PIROJSHANAGAR)
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The Pirojsha Godrej Foundation owns 25% of the holding company

• Udayachal Schools

• Dr. B.P. Godrej Research Centre at UICT

• Indian School of Business, Hyderabad
Education

• WWF-India & PGNCC

• CII – Sohrabji Godrej GBC

• Soonabai Pirojsha Godrej Foundation  & the Mangroves in Mumbai
Environment

• Work with WHO to eradicate Malaria 

• The Godrej Memorial Hospital

• The Heroes Project

• ‘Table for Two’ Initiative

Health

BEYOND BUSINESS
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SOME INTERESTING FACTS

Godrej touches the lives of  470 million Indians everyday

• The Godrej brand touches more Indians on a daily basis than any other Indian 

owned group or brand today

• Godrej sells 6 billion candies a year, that’s approximately one candy for every 

man, woman and child on the planet

• We produce over 1 billion cakes of soaps a year, and the Godrej No.1 soap is 

amongst the highest selling soaps in the country

• Godrej sells one refrigerator every 30 seconds in India

• Business Week lists GCPL amongst Asia’s 100 fastest growing Companies

• Three out of every four Indian banks are secured by Godrej

• Godrej manufactures Cryogenic engines that power India’s space program
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GODREJ CONSUMER PRODUCTS LTD.



EMERGING MARKETS FMCG MNC

Soaps
Hair 

Colours

Liquid 

Detergents
Toiletries

Household 

Insecticides 

& Others

International Operations

Key Countries – Indonesia, South Africa, 

Argentina, Nigeria, Middle East, UK

Key Categories – Personal Wash / Hygiene, 

Hair Color, Household Insecticides

http://www.megasari.co.id/index.aspx?pagecode=010100
http://www.megasari.co.id/index.aspx?pagecode=010200
http://www.megasari.co.id/index.aspx?pagecode=010600


GCPL INDIA BUSINESS – SNAPSHOT

Key Categories (1) Market Size 

(INR bn.) (2) Category Market Share

Revenues  -

Rs. bn. 

(FY2010)

Soaps 89 8.3

Hair Colour 2.7

Toiletries NA

Household 

Insecticides 

(Godrej Household 

Products Limited) 

23 8.1

0.8

Key Brands - Market 

Share

CAGR (2008-

10)

13.5%

NA

18.3%

12 23.8%

Liquid Detergent 0.7 0.512.4%

(1) Excludes categories like Air Care, Shoe Care, Male Hair Grooming

(2) MAT June 10

 Godrej Shaving Cream

 Cinthol Deo Spray

 Cinthol Deo Talc

 Godrej Protekt – hand sanitizer, 

hand wash, hand hygiene

NA

7.0%

2.6%

0.5%

Godrej #1 Cinthol Fair Glow

24.3%

4.0%
1.3%

Expert Nupur Renew

23.5%

6.9%
3.1%

Good

Knight

HIT Jet

75.8%

Godrej Ezee

10.4%

34.0%

33.1%

75.8%



GCPL INTERNATIONAL BUSINESS – SNAPSHOT

Key Markets (1) Acquired in
Revenues  -

Rs. bn.

Megasari May 2010 5.5

Tura 0.5

Issue Group / 

Argencos 

Issue Group –

June 2010

Argencos –

July 2010

Rapidol 2006 0.7

2.0

Key Categories & Brands

June 2010

Kinky 2008 0.7

Keyline

EBITDA 

Margin

20%+

22%

14%

14%

2005

 Insecticides – Hit

 Air Care – Stella

 Wipes – Mitu  / Wetties

 Cereals – Simba

 Medicated Soap - Tura

 Non medicated soaps

 Creams & Lotions

2.2 16%

 Hair Colour – Issue, 919, Roby

 Hair Styling

 Shampoos/ conditioners

 Toiletries & Personal Care – Cuticura, P20 (Sun 

Protection Cream), Bio Oil

 Ethnic Hair Colour - Inecto

 Natural & artificial hair products & accessories

(1) – GGME is the subsidiary of GCPL in the Middle East Region with revenues of  Rs.180 mn

http://images.google.com/imgres?imgurl=http://www.doreebonner.co.uk/upload/images/dbi_flag_southafrica.gif&imgrefurl=http://www.doreebonner.co.uk/pages/internationalmovers.php?content_id=95&usg=__t5rHCYt5_bU3HLxd80m8o0HoJ6Q=&h=788&w=1181&sz=21&hl=en&start=1&um=1&itbs=1&tbnid=qeRD0Uc5H3azeM:&tbnh=100&tbnw=150&prev=/images?q=south+african+flag&hl=en&um=1
http://images.google.com/imgres?imgurl=http://www.doreebonner.co.uk/upload/images/dbi_flag_southafrica.gif&imgrefurl=http://www.doreebonner.co.uk/pages/internationalmovers.php?content_id=95&usg=__t5rHCYt5_bU3HLxd80m8o0HoJ6Q=&h=788&w=1181&sz=21&hl=en&start=1&um=1&itbs=1&tbnid=qeRD0Uc5H3azeM:&tbnh=100&tbnw=150&prev=/images?q=south+african+flag&hl=en&um=1
http://images.google.com/imgres?imgurl=http://www.publicaffairslinks.co.uk/images/uk-flag.png&imgrefurl=http://www.publicaffairslinks.co.uk/&usg=__KIwkehBRU6ygqsJqFIKdrDCz62c=&h=269&w=448&sz=19&hl=en&start=1&um=1&itbs=1&tbnid=XEoxHPeHwsdZFM:&tbnh=76&tbnw=127&prev=/images?q=uk+flag&hl=en&um=1
http://www.google.co.in/imgres?imgurl=http://www.juventudrebelde.co.cu/img/info/argentina-flag-2009-01-17.jpg&imgrefurl=http://www.juventudrebelde.co.cu/international/2009-01-17/argentina-national-symbols/&usg=__NScVjPrFXxtK-IWYTiUtHeE3cTg=&h=340&w=500&sz=24&hl=en&start=18&um=1&itbs=1&tbnid=yDloAXMJmbRLhM:&tbnh=88&tbnw=130&prev=/images?q=argentina+flag&um=1&hl=en&sa=X&tbs=isch:1
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THE GROWTH STRATEGY

STRENGTHENING CORE BUSINESS

STRENGTHENING RURAL PRESENCE BUILDING NEW GROWTH PLATFORMS

EXPANDING IN DEVELOPING MARKETS
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STRENGTHENING CORE BUSINESSES AND BRANDS

Brand 

focus

Category 

focus

Leadership 

focus

15

LEADING MARKET POSITIONS

•#2: soaps in India

•#1: hair colors in India

•#1: home insecticides in India

•#1: liquid detergents in India

•#1: ethnic hair color in South Africa

•#2: hair extensions in South Africa

•#2: medicated soaps in Nigeria

•#2: home insecticides in Indonesia

•#1: air fresheners in Indonesia

•#1: wet tissues in Indonesia

•#2: hair colors in Argentina
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Home care built around  household insecticides

Hair care built around hair colour

Personal wash

THE BENEFITS OF FOCUS

 Leverage a common  innovation pipeline

Compete effectively against global competitors

 Leverage scale and scope synergies in sourcing and operations

 Launch other GCPL categories in these geographies over time

 Indian operations can use Latin America 

as a strong source of learning and 

innovation in hair colours

Operational efficiency strengths in Indian 

insecticide operations transferred to  

Indonesia, Bangladesh, etc

Common purchase of active ingredients 

and perfumes in both household 

insecticides and hair colours across 

global portfolio

Categories of

focus

Benefits of 

focus & scale

Cross

pollination

between

geographies

16
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 Primary focus for growth will continue to be domestic (within India)

However, we will also tap into growth opportunities available in attractive emerging markets 

This will be largely through acquiring strong local brands with seasoned management teams

GLOBALIZATION STRATEGY OBJECTIVES

 Leverage GCPL’s fundamental proposition (superior quality affordable products) in markets with 

significant middle and bottom of the pyramid population

 Add tremendous value to regional jewels in our markets of choice through the rigor of our 

processes, operational discipline, manufacturing and sourcing strengths, etc

 Bring back learnings and technology for the Indian market and strengthen our domestic 

portfolio

On a long term basis, not more than 30-40% of GCPL’s revenues and profits

We will look at strong regional brands with a relative market share  > than 0.5

Great growth and developmental opportunities for our employees through global exposure

Business 

focus

Investment

thesis

Goal for 

international

business

Employee 

proposition

17
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Asia, Africa and South America are the world’s fastest growing continents

We operate household insecticides, hair colour and personal wash as our core categories in India

We have focused on three core categories emerging from this strong local base in scanning the 3 

identified continents - household care, hair care and personal wash

Based on the development of these categories in the countries in these 3 continents, we have a further 

shortlist of countries within Asia – China, Indonesia, Malaysia, Vietnam and the SAARC countries

OUR 3 X 3 STRATEGY

Strength of management teams is one of the most critical criteria in assessing targets

Aligning incentives with management teams for taking local businesses to full potential

Ensure that autonomy is maintained  - central resources are deployed as per need

Deploy Godrej resources in HR, Finance and Operations to cross-pollinate Godrej processes

Clear process for reviews and sharing

Rigorous screening of opportunities

Strong understanding of each market

Robust investment thesis

Detailed due diligence

Markets &

categories

Values based

Partnering

approach

Disciplined

M&A

18
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SUCCESSFUL TRACK RECORD THUS FAR OF 

INTEGRATING ACQUSITIONS

Kinky (2008) Rapidol (2006) Keyline (2005)

Net sales (INR mn)

PBT (INR mn)

Under Godrej management , sales and profitability have grown significantly

Net sales (INR mn)

PBT (INR mn)

11.9% 10.1%9.3%16.0% 18.4%

Net sales (INR mn)

PBT (INR mn)

4.2% 25.2% 12.5%

19
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Salience as % of Sales Contribution to % growth in Sales

EXPANDING RURAL DISTRIBUTION

FY10 Superstockist Sales Rs 2.9 bn 30% Growth

No. of Superstockist – Mar10 261 96 – Inc over LY

No. of Substockist – Mar10 5161 1593 – Inc over LY

Salience as a % of Sales Contribution to % growth in Sales
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EXPANDING RURAL DISTRIBUTION
MARKET SHARE TREND
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SUCCESSFUL TRACK RECORD OF PRODUCT 

INNOVATION & LAUNCHES
Godrej Protekt – Hand Sanitizers, Hand Wash 

& Wioes Launched in 2010

Premium Hair Color Brand 

Launched in mid year 2010

Lime & Aloe Vera and Moisturizing Soap 

launched in 2010

Launched Salon Kit in 2010

Low Smoke Coils, Mosquito Cream, 

Mosquito Spray, Seek & kill insecticide 

spray

Launched toiletries range in 2010
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SEASONED MANAGEMENT TEAM

Adi Godrej

Chairman

Experience -46 yrs

A Mahendran

MD GCPL & GHPL,

Experience -30 yrs

Dr. R K Sinha

COO, GCPL

Experience - 29 yrs

Tarun Arora 

EVP Marketing

Experience -15 yrs

Bhupinder Sodhi

EVP,  Sales

Experience -36 yrs

Rahul Gama

VP HR

Experience -11 yrs

P Ganesh

EVP 

Finance, Company 

Secretary

Experience -15 yrs

Ravi Venkateswar

COO, GHPL

Experience -26 yrs
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FINANCIAL SUMMARY

Rs. Mn.

Aggregate capital raising

 DEBT: ~USD 350 mn in off shore debt

 EQUITY: INR 5.3 Bn

 Long term Debt: Equity ratio targeted at 

1:1

Proforma Consolidated Annual Revenues
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THANK YOU FOR  YOUR TIME AND CONSIDERATION


