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BSE Code 500800 

NSE Code TATAGLOBAL 

Reuters Ticker TAGL.BO 

Bloomberg Ticker  TGBL IN 

 

Shareholding Pattern (%) 

 Mar-2018 Dec-2017 Sep-2017 

Promoters 35.51 35.60 35.61 

Institutions 36.81 36.09 34.36 

Non-institutions 27.68 28.31 30.03 

Market cap (INR Cr.) 17119.39 

Outstanding Shares (Cr.) 63.11 

Face Value (INR)  1.00 

Dividend Yield(%) 0.92 

TTM P/E (x) 34.55 

Industry P/E (x) 24.30 

Debt/Equity 0.13 

Beta vs. Nifty   1.39 

52 Week High/ Low (INR) 328.75/152.05 

Avg. Daily Vol. (NSE)/1 yr. 4475113 

Stock Scan 

Company Overview  

Tata Global Beverages Ltd. (TGBL) focusses on branded natural beverages -tea, 
coffee and water. With a long history and experience in the beverages market, 
and a heritage of innovation and development, the Company has evolved from 
a predominantly domestic Indian tea farming entity to a marketing and brand-
focussed global organisation.  
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FY18 - Annual Report & AGM Update 

Annual Report: Key Highlights 

 The global tea crop position in 2017 was lower by 10 Million kgs over the 
previous year. India and Sri Lanka registered an increased crop while 
Kenya and Bangladesh registered a reduced crop. 

 
 To commemorate the Tata group’s 150th anniversary, TGBL launched the 

specially curated Tata Tea 1868 blends at the World Economic Forum, 
2018, in Switzerland. 

 
 Tetley turned 180 years, and the Company leveraged this across markets 

through communication underscoring the brand’s rich heritage and 
quality credentials. 

 
 Tata Starbucks opened its 100th store in India 
 
 Himalayan water began a phased entry into the US market through a 

distribution agreement with Talking Rain. 
 
 Pilot-launched its first tea café, Tata Cha, creating a social hub with tea as 

the hero drink. 

Stock vs. Nifty (Relative Returns) 

Source: Bloomberg, Company Data, SMIFS Research  

Exhibit 1: Financial Performance at a glance (Consolidated) 

Particulars (INR Cr) FY16 FY17 FY18 FY19E FY20E 

Sales 6636.54 6779.55 6815.35 7291.20 7859.40 

Growth % -15.30% 2.15% 0.53% 7.0% 7.8% 

EBITDA (Ex. OI) 654.33 791.13 838.91 1004.30 1135.50 

EBITDA Margin (%) 9.9% 11.7% 12.3% 13.8% 14.4% 

Adj. Net Profit -5.52 389.44 495.56 593.20 681.40 

Net Profit Margin (%) -0.1% 5.7% 7.3% 8.1% 8.7% 

EPS -0.09 6.17 7.85 9.40 10.80 

BVPS 98.99 99.28 111.42 113.48 119.76 

P / E (x) -              43.96                34.55                28.86                25.12  

P / BV (x) 2.74 2.73 2.43 2.39 2.26 

EV / EBITDA (x) 26.08 21.57 20.34 16.99 15.03 

ROE (%) -9% 6.2% 7.0% 8.3% 9.0% 

ROCE (%) 4.0% 10.6% 10.1% 7.3% 7.8% 

(Cont’d) 

CMP (INR) (As on 5th July 2018) 271.25 

Recommendation   Not Rated 
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 Tetley strengthened its range with three new teas: Indulgence Flavoured Black Tea 
Range, Super Matcha and Super Sunshine. For the Middle Eastern markets, Tetley 
launched a new loose tea variant. After a successful launch in the UK, Tetley Super 
Green Teas were launched in India. Tetley also forayed outside the tea segment in 
the UK for the first time with its Super Squash drink range. Based on a blend of real 
fruits, the squashes are a sugar-free source of certified benefits. 

 
 Teapigs, the super premium brand, launched a new range of Matcha Latte single-

serve packs in the flavours of Cocoa, Chai and Turmeric. Tata Tea extended its range 
with the introduction of Tata Tea Masala, which was very well received. 

 
 Reimagined the Good Earth brand in US, complete with a new visual brand identity, 

a new product portfolio, refreshed packaging and a digital route to selling and mar-
keting. The brand now sells a large organic range, among others, with exotic ingre-
dients, in biodegradable tea bags. Launched Tata Tea Fruski, a unique, herbal ready-
to-drink tea.  

 
 Partnership with Starbucks was taken to new heights with Vistara serving the Star-

bucks India Estates Blend to its in-flight passengers, thereby creating a new custom-
er experience. 

 
Risks & Mitigation 
 
 Decline in Black Tea Category: Innovation and planned growth in non-black tea 

categories such as fruit and herbal; Growth in alternate segments such as RTD and 
coffee, Tata Cha, etc. 

 
 Retailer Consolidation & Competition from Other Brands: Closely monitor pricing 

strategy and benchmarks in order to deploy required interventions; Collaboration 
with retailers/consumers; Planned increase in investment behind brands; Rational-
ise business portfolios; Manage pricing and promotion strategy at key customers in 
order to drive a stronger collaboration; Increase in play of private label sales. 

 
 Volatility in Commodity Prices & Input Costs: Diversification of commodity pur-

chase amongst various sourcing channels such as private / forward purchase / alter-
nate supply origins; Coffee futures and option contracts to manage exposure to 
commodity prices. 

 
 Currency Volatility: Establish currency hedging policies and practices. 

 
 
 

Tata Starbucks store count 
stood at 118 

 
 
 

Private label sales to  
increase going forward 

Annual Report Key Highlights (Cont’d): 

Tata Global Beverages Ltd 
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Opportunities 

 Change in Consumer Preferences: Consumers are continually shifting towards 
healthier beverages and towards more premium products. In addition, certain seg-
ments of the consumer base are shifting towards convenience. This provides a big 
opportunity to create a large market with products at different price points. 

 
 Growing Non-Black Tea Categories: The Company is expecting a good growth from 

nonblack categories in the coming years. Different markets are at different stages of 
maturity. While in Canada the non-everyday black tea category is dominant, in India 
non-black tea category is very small. TGBL is constantly innovating its product 
portfolio to provide various delicious products in the current markets, suited to the 
requirements of the consumers and the different categories prevalent in the mar-
ket.  

 
Key Financial Snapshot 
 Branded Segment: INR6038 crore (FY17-INR5957 crores) 
 Category-wise: Tea-81.5% (FY17-80.6%); Coffee-17.9% (FY17-18.8%); Others-0.6% 

(FY17-0.6%) 
 Brand-wise: India Tea Brands-46% (FY17-45%); Tetley-27% (FY17-29%); EightO’Clock

-13% (FY17-14%); Others & Speciality Brands-14% (FY17-12%) 
 Non-Branded Segment: INR815 crore (FY-INR890 crores) 

 
 

Branded Segment sales  
increased 1.3%, whereas 

Non-Branded Segment sales 
declined 8.4% 

Annual Report Key Highlights (Cont’d): 

Tata Global Beverages Ltd 

Exhibit 2: Financial Snapshot 

 Particulars (INR Cr)  

 Standalone   Consolidated  

 FY18   FY17   YoY (%)   FY18   FY17   YoY (%)  

 Revenue    3,217.32     3,063.89  5.0%    6,815.35     6,779.55  0.5% 

 Gross Profit     1,314.44     1,174.93  11.9%    3,116.04     3,217.98  -3.2% 

 Gross Profit (%)  40.9% 38.3%   45.7% 47.5%   

 EBITDA (ex. OI)        501.38        362.65  38.3%       838.91        791.13  6.0% 

 EBITDA (%)  15.6% 11.8%   12.3% 11.7%   

 PAT        534.32        276.00  93.6%       495.56        389.44  27.2% 

 PAT (%)  16.6% 9.0%   7.3% 5.7%   

 EPS             8.47             4.37               7.85             6.17    

 BVPS           66.76           59.97    111.42 99.28   

 D/E (x)             0.02             0.01               0.15  0.12   

 Receivable Days                 15                 12                   30                   9    

 Inventory Days              141              146                141              147    

 Payable Days                 47                 47                   69                 75    

 ROE(%)  12.7% 7.3%   6.2% 5.4%   

 ROCE(%)  14.5% 11.4%   10.1% 10.6%   

 Free Cash Flow  

 FCFE        436.96        500.69  -12.7%       554.53        459.14  20.8% 

 FCFF        331.00        535.78  -38.2%       463.81        679.24  -31.7% 

Source: Company Data, SMIFS Research  
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 Branded Business:  
 In UK, No. 1 in Decaffeinated and No. 2 in Everyday Black, Redbush and Green in 

volume terms 
 
 Subdued performance due to category decline in everyday black, high competitive 

intensity 
 
 Good growth in Western Europe led by Portugal with Super Teas 
 
 Stable performance in France with Tetley Signature roll-out 
 
 Exited from the Russia business during the year 
 
 In US, sales performance was driven by direct Keurig K-cups sales, addition of pri-

vate label sales and growth in Good Earth sales by relaunching with new identity 
and positioning 

 
 Good performance in Canada & Australia despite aggressive competitive intensity 

and retailer pressures 
 
 Pilot launch of ‘Kombucha’ in Australia 
 
 Non Branded Business: 
 Tata Coffee Ltd. Operating Income and Profit impacted mainly due to abnormal and 

extreme weather conditions resulting in lower plantation crop followed by lower 
terminal prices for Robusta Coffee resulting in lower sales 

 
 Stable performance in sales and profit in Instant Tea (B2B business) 
 
 Under Plantations (Associates), there was higher profitability due to improved vol-

umes, realization and better sales mix in KDHP and APPL 
 
 The company exited from the Sri Lankan business (EMSPL) during the year 
 
 NourishCo: 
 Good Revenue growth driven by improved volumes 
 
 Himalayan products gaining traction on the back of new range of flavoured water 

and launching with premium hotel chains 
 
 US is the largest market for imported water giving enough headroom to grow 
 
 Tata Gluco Plus grew in volume and value terms and is now launched in Odisha and 

Goa 
 

 
 
 

Non-Branded sales  
impacted due to abnormal 

weather condition 

 
 
 

Flavoured water helped  
in gaining traction in  
Himalayan products 

AGM Update Key Highlights: 

Tata Global Beverages Ltd 
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 Tata Starbucks: 
 Topline grew 28% YoY on the back of better store performance  
 
 Food share is above 20% and is increasing continuously 
 
 Reported first year of positive EBITDA 
 
 As on date, store counts stood at 118 across 7 cities 
 
 Key Takeaways: 
 Good Improvement in operating performance and Group net profit 
 
 Indian business growth rate is high while the International business remained sub-

dued 
 
 Increased focus on domestic branded business 
 
 Sustained effort on innovations & new category launches 
 
 Consolidation of International business to drive focus & efficiency 
 
 Cha by Tata Tea currently has 3 operational stores on a pilot basis 
 
 Decided to step-up in green tea brand as consumption is high in India 
 
 GST will help in moving the organized tea business from unorganized 
 
 No concrete proposal on merging consumer business  
 
 Looking to parallel proposals for acquisitions 
 
 Higher inventory and tax resulted in low FCF 
  

 
 
 

Tata Starbucks revenue 
jumped 28% YoY 

 
 
 

Higher inventory and  
tax impacted FCF 

AGM Update Key Highlights (Cont’d): 

In-house views: 
Tata Global Beverages faced stagnancy in the overseas market and has decided its focus back on the Indian business. It 

would focus on the profitable ones and exit from the loss-making subsidiaries. Mix of product portfolio will be required to 

pick up growth rate and profitability.  The Company is valuing organic as well as inorganic growth options and is 

considering significant investment for the same. We believe that the consolidation in the profit making units will be helpful    

for its growth momentum and increasing its Free Cash flow. 

Tata Global Beverages Ltd 
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Disclaimer 

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 i ssues 
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 6634 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 66345414 / 4011 5414  
Email Id.: compliance@smifs.com / sudipta@smifs.com 
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