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                                                            Khadim India Ltd 
                                 Sector: Footwear  

Khadim India Ltd. (KIL) is one of the leading footwear brands in India, 
with a two-pronged focus on retail and distribution of footwear. KIL is 
the second largest footwear retailer in India in terms of a number of 
exclusive retail stores operating under the ‘Khadim’s’ brand, with the 
largest presence in East India and one of the top three players in South 
India, as on FY17. KIL also had the second largest footwear retail     
franchise  network in India in fiscal 2017. Their core business objective 
is ‘Fashion for Everyone’, and they believe that their Company has      
established an identity as an ‘affordable fashion’ brand, catering to the 
entire family for all occasions.  

Management Visit Note: 

Key Takeaways : 

KIL is mainly focusing on mid, economy and mass segment. Their 50% sales 
come from tier-3 cities (price sensitive market), 20% from metro, 13% from 
tier-1 and rest from tier-2. In terms of geographic revenue break up company 
has earned their 67% revenue from eastern region followed by south (18%), 
west (10%) and rest from north. 
 

Asset light model is the current inclination in the whole industry; KIL has 80% 
of retail presence through franchise route and outsources 85.6% of product 
requirement through 110-112 vendors. 
 

KIL has highly scalable distribution business mix out of which 95% comes 
from their own production facilities and the residual 5% are being               
outsourced. 
 

The company has a design team of 12 people to design the product and  
identify the market trend. 
 

The company  has a strong focus on their product quality. So, they have    
four-layer QC to ensure the high standard of competitive products. 
 

The company  has set up two plants (Panpur and Kasba in Kolkata) to        
produce PVC  product, Hawaii, and PU. 
 

The company has spent only INR10.5 crore i.e. nearly 1.7% of their total      
revenue out of which for advertisement (INR7 crore) and for sales promotion 
(INR3.5 crore) as on FY17. 
 

All the brands and sub-brand are owned by the company, not by the           
promoters. 
 

In the retail segment, KIL has earned their 55% revenue from their brand 
Khadim’s, 15.3% from PRO (Sub Brand Sports) and rest from others. 
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KIL has earned 73.5% revenue from the retail segment with 46.9% gross   
margin and 10.4% EBITDA margin. They have earned 21.7% revenue from  
distribution with 20% gross margin and 10.1% EBITDA margin and rest from 
other institutional sales. 
 

They are planning to increase their store numbers by 70-75 annually out of 
which 20-25 would be COCO (Company Owned Company Operate) and rest 
will be FOFO (Franchise Owned Franchise Operate). They are currently       
operating in 23 states with 738 retail store and 450 distributors. 
 
E-commerce is not a big threat to the company because they believe only 
sports footwear segment is affected due to this. 
 

The company has come out with a premium product which contributes higher  
margin as compared to other products which will provide traction to their 
further EBITDA margin expansion. The company has enough cash in their 
books to expand their business without opting for leverage/equity. 
 

KIL Average Selling Price is INR451 through COCO and INR90 through          
distributors. 
 

The company is expecting 14% retail segment growth and 28-30% distribution             
segment growth upcoming 3 years. 
 

In the coming 3 years, they are expecting 12-12.5% EBITDA margin with 2% 
volume growth. Their ‘Same Store Sales’ growth target is 2% and price growth 
is 5%.  

Outlook 

Khadim India Ltd. is a known brand in Eastern India and to some extent in 
Southern India. However, it needs to innovate and invest in brand creation to 
penetrate   markets in the West and North. According to us, it may be difficult 
for the company to scale up their margin unless brand awareness of their new    
products increases. In this regard, the company has categorically decided not 
to scale up their brand spends in foreseeable future. Also, surging              
competition may limit the scope of margin expansion. Valuation looks rich 
given the competitive nature of the industry; however, we need to keep an 
eye on the coming quarter earnings.  
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Any document, including this report, which is prepared by the research team of Stewart & Mackertich Wealth Management Ltd. (SMIFS) is circulated for 
the purpose of information only to the intended recipient and should not be replicated or quoted or    circulated to any person/corporate or legal entities 
in any form. This document/ documents/ reports/ opinion should not be interpreted as an Investment/ taxation/ legal advice. While the information 
contained in the report has been procured in good faith, from sources considered/ believed to be reliable, all/ part of the statement/ statements/ opinion/ 
opinions/ view/ views in the report may not be considered to be complete or accurate. Therefore, it should only be relied upon at the recipients own risk.  
 
Research Analysts/ Economists/ Advisors/ Investment Strategists or any other spokes persons of the company (SMIFS) are often sought after for 
expressing their views on print/ electronic/ web media. The views expressed are purely based on their assumption/ understanding on fundamental 
approach/ technical and historic facts on the subject. The views expressed should not be construed as an offer to buy/ sell or hold equity/ commodity/ 
currencies or their derivatives. The views/ opinions expressed is for information purpose only, and may change due to underlying factors, related or 
unrelated or other market conditions and may or may not be updated.  
 
Stewart & Mackertich Wealth Management Ltd, its subsidiaries, or any of its directors, employees, agents, and representatives shall not be liable for any 
damages whether direct or indirect, incidental, special or consequential including lost revenue or lost profits that may arise from or in connection with the 
use of the information/ research reports/ opinions expressed.  
 
Disclosure: Clients/ associates of SMIFS Group may be holding positions in equities or their derivatives on which the research report is made or opinion is 
formed or views are expressed in print or electronic media. We ensure all compliance is adhered to with this report/ reports/ opinion or views expressed. 
 
Analyst ownership of the stock – NIL  
Analyst’s dependent relatives’ ownership in the stock – NIL  
 
Analyst Certification: The matter related to the report has been taken from sources believed reliable and the views expressed about the subject or issues in 
this report accurately reflect the personal views of the analyst/ analysts. Stewart & Mackertich Wealth Management Ltd. does not compensate partly or in 
full, directly or indirectly, related to specific recommendations or views expressed by the research analysts/ market strategists/ Portfolio Managers.  
 
REGISTRATION as required under SEBI (Research Analyst) Regulation 2014 has been granted by Securities & Exchange Board of India (SEBI), registration 
number being INH300001474.  
 
Stewart & Mackertich Wealth Management Ltd. 
Vaibhav, 4 Lee Road, Kolkata 700020, West Bengal, India. 
Tel.: +91 33 3051 5408 /, Fax: 91 33 22893401 
 
Website: www.smifs.com 
 
For queries related to compliance of the report, please contact:  
- Sudipto Datta, Compliance Officer  
Contact No.: +91 33 30515414 / 4011 5414  
Email Id.: compliance@smifs.com / sudipta@smifs.com 
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