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Eastern Region Channel Check Note: 

Key Takeaways from the channel check of Emami Ltd: 

Following are the key takeaways from channel checks done at some of the  hypermarkets like 
More, Spenser’s and Big Bazaar in the eastern zone: 
 
 Most of Emami’s products are cheaper than that of its peers. With the company’s affordable price points the 

company is mainly targeting rural population. 
 
 Emami has adopted  promotional pricing strategies where they are pairing products from two different cate-

gories or giving away free samples of their own products with some of their products. For e.g. “Emami 7 oils in 
1” is coming with a small free sample of “Navratna cool talc”. 

 
 Emami’s products has low store inventory and low visibility displays  in most of these hypermarkets. 
 
 The company has launched several new beauty products under the “Boroplus” brand .However, the price 

charged for most of these products  is set artificially low in order to gain market share. 
 
 They have similar products under several brand names. For e.g. “Boroplus healthy white” and “Emami Natural-

ly fair”; “Boroplus ice” and “Navratna Cool” ;”Emami Mentho plus” Balm and “Zandu balm” are similar prod-
ucts. 

 
 Among Pain relieving balms, “Zandu Balm” and “Amrutanjan Balms” are similar products and are perfect sub-

stitutes both in terms of price as well as demand. However, some said Zandu balms are all purpose balms 
while Amrutanjan has separate balm for headache and body aches. 

 
 Among Hair Oils, “Kesh King” is a premium product and the price is relatively higher as compared to similar 

products of other companies. It is a market leader in Ayurvedic Medicinal Oil segment. 
 
 The “He”  Deodorant  for men also comes with a free gift however the retailers recommends Park Avenue and 

Engage perfumes over “He” Perfume.  
 
 “Navratna Oil” is a preferred brand as there were no other products as such in the cool oil segment. However, 

there are demand for local cool oils which are mostly used in the low budget saloons for men. Patanjali also 
has a small market share in this segment. 

 
 Other products like “Zandu Kesari Jivan” are available in most of these departmental stores however the 

stocks are less and demand is also not high. 
 
 In the chayawanprash segment, the demand for “Zandu Sona Chandi Chayawanprash” is moderate and is not 

available in most of the drugstore at this point in time as they are available mostly in winter. 

CMP (INR) (as on 5th Oct):  447.30 TTM P/E (x) :  61.02 P/B (x) :  9.84 

Market Cap (INR Cr.) :  20304.52 FV (INR) :  1.00 52 Week High/Low :  714/415.70 
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5th Oct 2018 

          Emami Ltd 
                                                     Sector: FMCG  

Key Takeaways from channel check (Continued) : 

 
 Emami’s Fair & Handsome which is a fairness cream for men is also less in demand as compared to other 

brands of the same category and hence it is now coming with free samples of fair & handsome face wash as a 
part of the promotional strategy adopted by the company. However, for brand loyal customers retailers are 
suggesting a newly launched product, “Fair & Handsome Laser 12” over the normal variant. 

SL No. Product Quantity Emami’s 
Price INR) 

Online and 
Offline price 
difference 

Competitors  

1. Zandu Balm 8 ml 35 10-15% Amrutanjan Strong Balm INR33 
for 9 ml 

2. Zandu Balm Ultra 
Power 8ML 
  

8ml 37 10-15% Amrutanjan Strong Balm INR33 
for 9 ml 

3. Zandu Balm 25ml 85 Up to 30% Amrutanjan INR85 for 30ml 

4. Fair & Handsome 30g,60g 60,130 Up to 15% Garnier Men 45gm INR160, 
Garnier Men 20gm for INR85, 
Fair & Lovely Max Fairness 25g 
for INR65 

5. Fair and Handsome 
Laser 12 

30g 125 Up to 15%  Same as above 

6. Fair and handsome 
Face Wash 

100g 140 8-10% Ponds men 100gm for INR190, 
Nivea Men 100gm INR180, 
Garnier Men 100gm INR180 

7. Boroplus Antiseptic 
Cream 

40ml 60   Boroline by G.D Pharmaceuti-
cals 21g for INR67 

8. Boroplus Healthy 
white fairness cream 

25g 50 10-15% Olay 20gm for INR109, Garnier 
18gm for INR124 

9. Navratna Cool Talc 100g 65 10-15% Dermicool INR90 for 150gm, 
Nycil 150g for INR185 

10. Kesh King 120 ml 120 10-15% Dabur 180ml for INR85 

11. He Perfume for Men 150ml 180 Up to 25% Park Avenue 150ml for 200, 
Engage 135ml for INR230 
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Conclusion: 

 The company has adopted competitive pricing strategy for its newly launched products. 
 
 The company has also adopted promotional pricing strategy for few of their products. They  are giving free 

samples of related products with most of their products for which the demand is low. 
 
 The Emami’s product visibility is low in urban hypermarkets. They are mainly targeting rural segments where 

their products are high in demand. 
 
 Emami introduced small SKUs and sachets. These products helps in volume growth mostly in rural and semi-

urban areas where the per capita income is less.  
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