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Moderator: Ladies and gentlemen good day and welcome to the Minda Corporation Q3 

FY2016 earnings conference call hosted by Edelweiss Securities Limited. As a 

reminder all participant lines will be in the listen-only mode and there will be an 

opportunity for you to ask questions after the presentation concludes. Should you 

need assistance during the conference call please signal for an operator by 

pressing * then 0 on your touchtone phone. Please note that this conference is 

being recorded. I now hand the conference over to Mr. Chirag Shah from 

Edelweiss Securities Limited. Thank you and over to you, Mr. Shah. 

Chirag Shah: Thank you Margaret and good morning everyone and thanks for logging on to 

the call. We thank the management for giving us the opportunity to host the call. 

I would take the opportunity to welcome from Minda Corp Mr. D. C. Sharma, 

Group CFO, Mr. Ajay Sancheti, Head, Group Corporate Finance & Legal, and Mr. 

Vinod Bapna, Head Group Finance Controller. I would now like to hand over the 

call to Mr. Sharma for initial remarks and then we can start the Q&A. Over to you 

Sir! 

D. C. Sharma: Good morning every one. Welcome ladies and gentlemen and thank you for 

joining the Q3 FY2016 earning conference call of Minda Corporation. I would start 

with an industry overview followed by key financials and operational highlights 

for the quarter. Thereafter we will open the call for an interactive session. 

 The third quarter for the fiscal year 2016 witnessed a fragmented growth in the 

domestic automobile market. While the production of passenger vehicle 

increased moderately, commercial vehicle registered growth, although on low 

base. Growth in two wheeler production remains low and much to be desired. 

We are looking forward to the upcoming Union Budget and expected 

implementation of the GST. These events we believe will be crucial for the 

automobile industry. 

 International market on the other hand is in a relatively stronger footing, for 

example sale of the passenger car in Europe increased 10.4% on y-o-y basis 

indicating a strong recovery in the regional automobile industry. Lowering of 

crude oil price is also expected to further support this recovery in the near to 

medium term.  

With due consideration to the operating environment in India I am pleased to 

report another successful quarter for Minda Corporation both in terms of 
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operational and financial progress we have made. We maintained the growth 

momentum and achieved a top line growth of 22.5% on Y-o-Y basis. This was led 

by the strong growth in the Wiring Harness and Safety Security System segments. 

 In line with the revenue growth, our consolidated PAT increased by 31.4% over 

the same quarter of the previous year. PAT margin expanded by 32 basis points. 

This growth in PAT is after taking into account higher depreciation and higher 

effective tax rate. Higher provision of bonus was also provided during the quarter 

to comply with the statutory requirement of the Payment of Bonus Act. Just also 

give you an example of our relentless focus of the financial management, we are 

able to negotiate better rates on our borrowings. This resulted in a decrease in 

the interest expenses from Rs. 116 million in the Q3 FY2015 to Rs. 96 million in the 

Q3 FY2016. Our net debt equity ratio improved further to 0.85 times as compared 

to 0.98 at the end of FY2015. The combined effect of the improvement in EBITDA 

and tight balance sheet resulted in the improvement of debt equity ratio. 

 We also continue to build one of relationship with several OEMs. We also start 

with the production for a reputed commercial vehicle manufacturer. We also won 

new business of LCV instrument cluster for a commercial vehicle OEM. Minda 

management is also pleased to share with you that we have finalized setting up 

a Greenfield project for a manufacturing plant in Mexico. This plant will cater to 

the interior system requirement of a leading German car manufacturer. This will 

also help us to extend our geographical footprint in a strategically important 

geography. We successfully consolidated Minda Stoneridge Instrument to 

complete our group reorganization initiatives.  

We have recently seen ban in Delhi / NCR on diesel car and subsequently change 

in diesel engine capacities by some of the OEMs. Our manufacturing is not 

impacted by any such deployment. With the increase use of safety efficient 

vehicle and restricted emission rules vehicles OEMs are increasingly looking for 

the higher value add and technically advanced products. With global 

technological partner and the range of the high value added products such as 

sensor, SRC, and the immobilizer system in our portfolio, Minda Corporation is 

one of the leading suppliers of higher quality auto component in India and 

international markets.  

Minda Corporation is pleased to announce the dividend of 0.20 per equity share, 

that is, 10% of the face value of shares. We at Minda Corporation are very 
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optimistic about the capability that we have built over the last few years and 

expect to continue to create sustained value for our customers and shareholders 

alike. 

 Now with the short message I welcome for the question answer session from your 

side. 

Moderator: Thank you very much. We will now begin with the question and answer session. 

The first question is from the line of Nishit Jalan from Kotak Securities. Please go 

ahead. 

Nishit Jalan: Congratulations on a very strong set of results. Sir my question is on the 

standalone business. We have seen a decent improvement again in the gross 

margins in the business, almost 100 BPS, on a sequential basis and 350 BPS on 

YOY basis. Sir just wanted to check what is driving this expansion in gross margins 

in the standalone business. 

D. C. Sharma: Let me first share with you growth in top line. The top line has grown by 8.0% in 

this quarter and it would have been major but we have been impacted due to 

the ASEAN market particularly Indonesia where our export has been reduced but 

if you see from the margin point of view margin the net profit on the standalone 

basis is about Rs. 11.2 Crores as compared to the last year quarter was Rs. 8 

Crores. Now there is a good improvement in terms of margin because of the 

reduction in the material cost. The material cost which was about 63% in 

December 2014 quarter is around 60% in Q3 FY2016. The only negative in terms 

of profitability is the additional impact of the bonus which is about Rs. 4.4 Crores 

which w have provided in this quarter because as per the amended law of the 

bonus this has been become applicable from April 1, 2014. So in fact we have 

provided the additional liability of bonus as per the increased rate for 21 months 

time. Otherwise our profitability would have been higher by Rs. 4.4 Crores. 

Nishit Jalan: Sir so the reduction in raw material prices, will we not need to pass on to the OEM 

to some extent or we think we could sustain this kind of gross margins. 

D. C. Sharma: We have three segments of the sale in the Minda Corporation. As far as OEM 

sale is concerned yes we have an estimate agreement. The metal prices having 

reduced by around 18% to 19% whether it is copper or zinc whatever it is. Now 

we have back to back agreement with all OEMs where last three months prices 

apply to the pricing revision of the next quarter. So there we will have to pass on. 
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This will be benefiting only on a quarterly basis because whenever there is a 

declining trend we get the benefit of around one quarter but there are other 

business segment like for example aftermarket. In case of the aftermarket sale 

the benefit of the reduction in raw material cost will be come to the company 

only. It is not going to pass on to the aftermarket customers. Same with the export 

sales. In Export we do not have such an agreement so we are benefited with this 

raw material price reduction. 

Nishit Jalan: Sir what would be the aftermarket revenue and what would be the growth on a 

YOY basis this quarter. 

D. C. Sharma: Aftermarket growth is about 20% in this quarter which is higher than the overall 

growth of Minda Corporation. 

Nishit Jalan: Rupee depreciation also would have helped in your margins for exports from 

standalone business right. 

D. C. Sharma: Yes definitely but not much. We mainly export about 80 Crores on a yearly basis 

in Minda Corporation. So definitely the dollar prices have gone up to 67, 68 so 

Rs. 3 to 4 per dollar they have got the benefit. 

Nishit Jalan: Sir my second question would be on Minda Furukawa. Sir we mentioned in the 

last quarter that we will get some pricing revision from some of our customers 

with on retrospective basis and Sir what kind of price increases have we got in 

this quarter and what was the revenue for Minda Furukawa in this quarter and 

how was the YOY growth. 

D. C. Sharma: First let me share the revenue of Minda Furukawa for this quarter. This quarter 

Minda Furukawa turnover is Rs. 111 Crores and whereas the December 2014 this 

turnover was 69 Crores. In terms of the price revision yes we have certain issues 

with the customer particularly Nissan and we are in the process of finalizing. So I 

think the impact of price increase will come in the next quarter. This quarter 

though we are very close to finalizing but this is because price revision basically 

two account. One is the direct reflection of the product. Second is because of 

some lower demand. Last time I explained we got the business of Lodgy and also 

for Kwid. Kwid is okay, volume is going okay not as far the expectation or the 

projection of the customer but yes volume is more or less okay but in case of 

Lodgy there are issues that the volume could not take what it was informed by 

the customers. The same time company is also facing issues with the inventory 
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because we created capacity as per the quotation of Nissan. So now the issue of 

some kind of price revision on this account is under progress and will be finalized 

very soon and the impact will come in the next quarter. 

Nishit Jalan: Sir we also mentioned last time that Maruti there is some pricing negotiation due 

with Maruti as well. How is that progressing? 

D. C. Sharma: Maruti is also in case of S-Cross we got the order and the volume is not so much 

what it was predicted by Maruti Suzuki. So there also we are under the process 

of some kind of revision or some kind of the price increase to meet the cost. 

Vinod Bapna: Basically the price increase on account of S-Cross is under still negotiations and 

we hope that next current quarter we will get the actualization of those particular 

S-Cross prices. 

Nishit Jalan: So Sir is it fair to assume that Minda Furukawa EBITDA margins would still be in 

low single digit in the first nine months. 

D. C. Sharma: Yes absolutely right. 

Nishit Jalan: What would be the nine month revenues of Furukawa can you share that as well. 

D. C. Sharma: Nine month revenue is Rs. 346 Crores. 

Nishit Jalan: YOY? 

D. C. Sharma: YOY last year for nine months 140 Crores only and this is 346 and by the year end 

we predict this should be about Rs. 410 to 415 Crores. 

Nishit Jalan: Sir why so low because we are doing 100 Crores on a quarterly basis and 346 we 

have done in nine months. So ideally should be if we do another 100 odd Crores 

then it should be in 450 to 460 Crores right. 

D. C. Sharma: Yes this will be about 430 to 440 Crores. If I just to give example in the month of 

January we have done sale about 33 or 34 Crores. So this should be 

approximately 100 Crores more. 

Vinod Bapna: Jalan actually what happened basically this quarter October to December is the 

festive season. So basically if you buy the four wheelers especially four 

passenger vehicles our sales are more as compared to the rest three quarters. 
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D. C. Sharma: Obviously in automobile sector if you see sale of third quarter is always slightly 

better because of the festive season. Even if you see the third quarter auto market 

has gone up by 6% where in passenger car is about 14.6% registered growth rate. 

Nishit Jalan: Sir you mentioned in your opening remarks about new products like steering roll 

connector. We are seeing that there are so many OEMs are now introducing 

airbags as an option in even entry or hatchback segment model. So are we 

supplying to most of these OEMs like say Maruti, Hyundai and VW kind of OEMs 

who have started introducing airbags even in their hatchback models as well. 

D. C. Sharma: Definitely you rightly said will be a good demand of SRC in the coming time but 

right now we are supplying only two customers. One is Maruti Suzuki second is 

the Honda. Maruti Suzuki yes we have been supplying. Honda also we have 

been supplying for the export model. So this is the current scenario but we are in 

the process of getting the order from the other customers because SRC is one of 

the products where there is a good technology which is specialization of Minda 

Furukawa. 

Vinod Bapna: Our SRC set up is the only one set up in India which is manufacturing SRC in India 

only. Right now the companies which are not procuring SRC from us they are 

basically importing the SRC. So basically to get a benefit of the lower cost 

definitely we are in process of getting more orders from our new OEMs like right 

now we are not supplying. 

Moderator: Thank you. The next question is from the line of Siddharth Bera from Nomura. 

Please go ahead. 

Siddharth Bera: Thanks for the opportunity. Sir first just wanted to understand you had mentioned 

in your presentation that you are looking to start a Greenfield plant in Mexico. So 

just some clarity which plant are you looking at and when will the revenues from 

this plant any size you can just share. 

D. C. Sharma: Let me share. We are doing the car interior business in Europe and particularly 

Germany, Czech. We have got the business from other OEM for the Mexico 

territory and see in case of the plastic interior business whenever we start the 

business it takes 1.5 to 2 years time to start the business because we have to 

develop tool and mould dies. We have to create other manufacturing facility and 

Mexico is the new territory for us. Business size about 25 million Euro we got the 

business for this territory and we have already started our action for the 
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implementation of the plant. We have already got the rented building in Mexico 

and the commercial production of this business will start in March 2017. 

Siddharth Bera: So within around a year we can. 

D. C. Sharma: Yes this year 2016-2017 will have part of the revenue but the full year revenue will 

be in the 2017-2018. 

Siddharth Bera: This 25 million is initial order and it will eventually increase as and when. 

D. C. Sharma: Definitely right now the annual business is Euro 25 million and there is a good 

opportunity for the Mexico because Mexico is virgin territory for Minda Group. 

We do not have any business but if you see the OEMs all OEMs are there whether 

it is VW or BMW, Audi and all are there. Nissan is also one of the biggest 

customers is one of the biggest OEMs in Mexico. We have discussion with all this 

OEMs. So we could business prospects in Mexico. Once we start this 25 million 

Euro there. 

Siddharth Bera: Sir this is basically a same type of components which we are currently doing in 

Europe right. 

D. C. Sharma: Slightly we also had it is 70% same but we added one product we called air vent. 

Air comes from the air vent, in cars it is in the front side and back side. Air vent is 

the one of the product we have added for the first time. So there will be supplying 

airbag also to BW. So that is also one of the addition otherwise all products are 

same. 

Siddharth Bera: Sir second thing is on you also mentioned something on China. So what is 

happening on that front you are looking what kind of opportunities. 

D. C. Sharma: China actually we have a customer to start the supply locally from China and we 

right now it has not been finalized but we are in the process of finalize the terms 

condition with some joint venture partner who had the strength in China who 

have the plants there who have association with their OEM. So we will be giving 

some the recent release and at the same time will be getting the benefit of their 

facility or their base in China. So we are in the process of finalizing some joint 

venture in China so that we can manufacture a product locally with the help of 

the JV partner and we can satisfy the requirement because also the requirement 

of the customer. The customer is insisting us to start supply from locally China. 
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Siddharth Bera: This will also be in the interior component space right. 

D. C. Sharma: Yes definitely this is also and interior we have booked in this year good amount 

of business and the total business is right now we are doing about 54 to 55 million 

Euro but next three years time this business will be almost double. 

Siddharth Bera: Thanks a lot Sir I will come back in the queue. 

Moderator: Thank you. The next question is from the line of Achala Kanitkar from Birla Sun 

Life Mutual Fund. Please go ahead. 

Achala Kanitkar: Good morning Sir. I had just few queries on Stoneridge if you could share a little 

bit more as so what were the revenues this quarter and what was the contribution 

from that part and if there have been any new products and customer market 

share there. Any growth on that front. 

D. C. Sharma: Stoneridge sale in this quarter is Rs. 67 Crores. 

Achala Kanitkar: Last year Sir any YOY comparison. 

D. C. Sharma: Though it was not part of the consolidation first if you see turnover last year was 

about Rs. 53 to 54 Crores last year and this consolidation actually started from 

October 1 onwards to this is only first quarter revenue which is we pass on the 

consolidated result. Here we basically have two products. One is instrumentation 

and second is sensor. This company has started the Sensor manufacturing 

facilities last year only and right now we have about 5 or 6 sensor products. We 

started supplying to Hero Moto Corporation. We have supplied to Mahindra and 

Mahindra and Tata Motors also and right now the sensor is about only 40 Crores 

in this quarter in fact we have done about 50 Crores but there are good prospects. 

In the year 2016-2017 we will have good amount of the sensor business and this 

year we are estimating this Minda Stoneridge sale would be about 290 roughly 

about 300 Crores but we believe that in the next 2016-2017 we have developed 

new product which we started. We also got some new business from the new 

customers and the turnover in 2016-2017 should be about 400 plus. 

Achala Kanitkar: On this standalone front Sir the staff cost has been pretty high. Is this on account 

of the bonus act? 

D. C. Sharma: Standalone bonus in fact usually as per the bonus act as per the existing provision 

this fairly any association of any employee to fairly to 10,000. The bonus amount 
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is 3500 but now the ceiling of 10,000 has been increased to 20,000 and 3500 has 

been increased to 7000. So it means this is almost double the liability and we 

have a total liability for the year 2014-2015 and for nine months April-December 

2015 and this is about 4.47 Crores in this around. So otherwise our EBITDA would 

have been higher by about 1% but whatever improvement we have done has 

been compensated with this additional liability of bonus. 

Achala Kanitkar: Also Sir the other expenses has seen a significant jump any one time there. 

D. C. Sharma: In the standalone. 

Achala Kanitkar: Yes, quarter-on-quarter basis.  

D. C. Sharma: Q2 yes you rightly said it was 24 Crores approximately and in this quarter it is 25 

Crores effective there are two expenditure in these. One is we pay some kind of 

the royalty for some component business of wiring harness and in Ashok Leyland 

which is Pantnagar. So Pantnagar territory Minda Corporation is supplying. So 

they have paid the royalty about 90 lakhs additional royalty which was not last 

year. So if I take separate Rs.90 lakhs royalty on account of Ashok Leyland 

otherwise the cost is same and we have some management fees about 1% so 

that is the only in fact at standalone basis but whereas this if you see the group 

by whole this royalty is not to the outsider. It is only to one of the subsidiary 

company to Minda but as a whole is not a cost to the Group but yes on the 

standalone basis this royalty has been paid by holding company to subsidiary 

company so that is the reason. 

Achala Kanitkar: But would this be a recurring thing going ahead as well Sir although it is in the 

group. 

D. C. Sharma: As a whole as a group there is no cost it is crossed well because the consolidation 

one side is income another side is expenditure but we are more recurring side in 

next quarter also because Ashok Leyland is performing very well. The Pantnagar 

territory particularly they have a good plant in Pantnagar. So they whatever 

project we have made at end of the year is almost doubled. So that is why it is 

going to it is a benefit in terms of sale, in terms of profit we have also a good 

margin on the SCV business but yes this increase of cost on this account. 

Achala Kanitkar: On the standalone front again Sir just wanted to understand another thing. We 

have seen a lot of volatility in the last three quarter on the margin front. So it is 
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like 11.2, 14.3 and then back to 11.3. So just wanted to know is this a product mix 

related issue or do you see this getting streamline going ahead. 

D. C. Sharma: In this quarter if we keep separate the additional liability of bonus then we 

compare the results then there is an improvement. So there is constant 

improvement in terms of EBITDA, in terms of net profit. If I just add back the bonus 

liability this quarter would have been the highest amount of profit on a 

standalone basis. This only because of I think bonus otherwise in all front they 

have done very well for example if I share with you the finance cost, finance cost 

has been reduced considerably. It was 2 Crores on standalone basis which is 

only about 90 lac or group basis the finance cost was about 2.2% which will be 

reduced 1.5%. So we in all front we did very well. You will find good amount of 

profits in next quarter also because next quarter will not have any backlog or the 

old liability of the bonus. 

Achala Kanitkar: That is from my side. Thank you. 

Moderator: Thank you. The next question is from the line of Ravi Gupta from UTI Asset 

Management Co. Please go ahead. 

Ravi Gupta: Sir just wanted to know in terms of your market share in wiring harnesses can you 

give us a sense of what is your market share currently and vis-à-vis what it would 

have been let us say a year back. 

D. C. Sharma: Right now market size is about 11%. Last time it was 7% but this year it is about if 

I consider Minda Sai no if we shared the passenger vehicle car because Minda 

Furukawa is only Japanese OEMs particularly passenger car. So their market 

share is about 11%. 

Ravi Gupta: This would have been a 7% a year back. 

D. C. Sharma: Yes. 

Ravi Gupta: So what has driven this increase in market share. Have you added new 

customers or are you gaining market share? 

D. C. Sharma: Let me clarify. If you see the last year turnover it was about Rs. 285 or 290 Crores 

whereas this year turnover is going to be 440 Crores and there is no addition as 

such in the customers here we have largely three customers Maruti Suzuki, Nissan 

and Honda. The only share we got couple of new product from the new model of 
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vehicle from these OEMs S-Cross, Kwid and Lodgy and we also got some little bit 

share as of the Swift and other model. So that is the reason for increase in 

turnover. So it is increase turnover with the same customers we have but only 

because of the additional business of new products. 

Ravi Gupta: If I were to compare you with key leader how would your products be positioned 

in terms of pricing as well as quality and this increase in share driven largely by 

way of either better pricing or better quality or is it more vendor diversification 

move by the OEMs. 

D. C. Sharma: In terms of quality there is no compromise. We are equal or better than the 

competitors. In case when I say about the pricing they are two point of the pricing. 

One where we got the first entry into to business for example let us say S-cross or 

Kwid or the Lodgy we got the first. There is no point of the pricing. We have the 

pricing same. If we are 100% share of business there is no competitive pricing but 

if we have partly share of business again the same pricing. Wherever we got the 

entry as a second source to OEM, there our pricing slightly lower as compared 

with the competitor. 

Ravi Gupta: That is all from my side Sir Thank you. 

Moderator: Thank you. The next question is from the line of Jayshree Ram from Karvy Stock 

Broking. Please go ahead. 

Jayshree Ram: Good afternoon to you and congratulations on a good set of numbers. I can see 

that there has been a significant market share increase in driver information and 

telematics systems in this quarter. So can we attribute that to Minda Stoneridge’s 

consolidation Sir? 

D. C. Sharma: Yes you rightly said - right now our total sale is 45% from the driver information 

system where we have the wiring harness and instrumentation and 39% from 

security and safety and 60% from the cars interiors; whereas in the previous year 

the safety security system was having the higher amount of sale. Similarly earlier 

we used to have a higher pi of two of the businesses in the whole group but now 

in this year that has been changed; in passenger cars we supply 39%; in two 

wheeler segment we supply 31%, and 20% to the commercial vehicle, and 10% 

in aftermarket. 
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Jayshree Ram: Sir you mentioned that you have increased market share of 11% in wiring harness 

so is that market share calculated in terms of volume or in terms of the market 

value? 

D. C. Sharma: Share of business we always calculate in terms of the value, number of car 

manufacture, number of the content in the wiring harness and based on the 

volume of segment, we calculate the share of business. 

Management: Because the wiring harness prices - model to model - are very, very different. If it 

is a small car definitely the price is very low; if it is some sort of high end car 

definitely prices are higher.  

D. C. Sharma: It is always based on the volume of the model. 

Jayshree Ram: So can I also understand that your share of business in MISL, Hindustan and 

Honda substantially increased which is attributing to that. 

D. C. Sharma: Yes. 

Jayshree Ram: Sir one last question regarding your short-term borrowing that has gone up - is 

there any crunch in cash from operations. So how is your cash flow from 

operations coming up? 

D. C. Sharma: No there is no cash crunch. If I give you the overall position of the group – there is 

not much debt, nor there is much working capital except the companies -  one is 

our JV Minda Furukawa where we increased capacity last two years back and 

one is the German operation. Except these two, there is not much debt. We have 

converted some amount of the working capital limit into short-term borrowing 

and that is also one of the reasons for the increase in debt; otherwise debt would 

have been lower. 

Jayshree Ram: Sir you had mentioned in your presentation about an electronics competency 

center in Pune. So is that going to add to any capex? 

D. C. Sharma: We have already started the implementation of ECC. We have recruited four or 

five persons in electronic competency center. One of the persons is the head of 

ECC. The construction of building has already started. The total capital 

expenditure on this account would be about Rs. 12 Crores in terms of plant and 

machinery and Rs. 10 Crores approximately on building. Building will be on rent. 

Building is on a long-term lease of 10 years and it is not going to impact us. Our 
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capex would be about Rs.12 Crores on account of the plant and machinery and 

that to you see the Rs. 200 Crores deduction is available on it. Because this is a 

part of R&D center of Minda Corporation and the Company’s R&D center is 

already approved by the ministry of scientific research. So we will be getting a 

200% deduction in the income tax calculation. 

Jayshree Ram: So all this will be reflected in this financial year ending. 

D. C. Sharma: Not this year. This year we will be incurring only about Rs. 3-3.5 Crores capex. Part 

of the capex will be done in the year 2016-2017. 

Jayshree Ram: That is all from my side and thank you very much for answering my questions. 

Moderator: Thank you. The next question is from the line of Mahesh Bendre from 

Way2Wealth. Please go ahead. 

Mahesh Bendre: Many thanks for the opportunity. Sorry I missed out one point. I mean in the 

current quarter we have grown by 23% and even the nine months has been in 

the similar range. Our industry has not grown in that manner in anyway but I am 

just wondering how we are growing faster than the industry. 

D. C. Sharma: Let me clarify first from this quarter’s point of view. In this quarter - you rightly said 

- the growth was 22.4%. Roughly Rs. 154 Crores is the increase in terms of turnover 

in this quarter and if I just give you the bifurcation - about Rs. 17 Crores we have 

from the existing customers Bajaj and TVS in this quarter. Earlier we were 

supplying only the security parts to Bajaj - auto lock set, key and all these things. 

Now we have started supplying in a system - there is die casting component let 

us say bracket assembly which is a part and parcel of this security and segment 

on the handle of the two wheeler. So we have good die casting plants operation 

in Pune and Noida. We have world class facility in terms of die casting. So we got 

some additional business in die casting from Bajaj Auto. That is being supplied 

along with the security system that is about Rs. 11 Crores. Then aftermarket has 

also showed good growth till now. We have grown by about 20% to 23% YTD. 

Then a large impact has come from the wiring harness segment particularly from 

Ashok Leyland. The Ashok Leyland turnover in this quarter has been better than 

the last year. Last year they were facing a very tough time. Now their sale has 

gone up. Then including Maruti and Nissan, there is an impact of about Rs. 47 

Crores in this quarter. You rightly said that in this quarter - if you see - the 
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automobile growth rate has been highest. 6% is the growth in the third quarter 

whereas if you see the nine months growth is only about 2%.  

Mahesh Bendre: Thank you for your detailed explanation. On margin front - in the nine months we 

have seen margins have moved up by from 10.2% to 10.3%. So though revenues 

have gone up by 22% and there is a correction in the commodity prices (raw 

material prices). The benefit has not reflected on margin front. So what could be 

the possible reason for that? 

D. C. Sharma: Reason is very clear. This EBITDA would have been higher by 1% in fact. About 

Rs. 6 Crores we have provided as in the additional liability of bonus (on account 

of fundamental bonus law). Kerala High Court has granted a stay to few 

companies. So few companies have not provided additional liability of the year 

2014-2015 but given nature of products and being conservative, we have 

provided the liability of given this time this quarter. So definitely next quarter 

margin will be much better because we will not have any additional liability in 

this quarter, so that is the reason otherwise the EBITDA could have been higher 

by about 3%. 

Mahesh Bendre: Thank you Sir. 

Moderator: Thank you. The next question is from the line of Mahantesh Sabarad from 

SBICAPS Securities. Please go ahead. 

Mahantesh Sabarad: Thank you for taking my question Sir. I just wanted to understand this 

explanation that you gave about a year-on-year increase in the revenues by 

about Rs. 120 Crores. The numbers that you rattled off - if I added them correctly 

- amounted to close to about only Rs. 50-55 Crores. Where is the balance growth 

- so there is an element of consolidation also that has come in right in the top line? 

D. C. Sharma: Yes consolidation has also been there. It is about Rs. 67 Crores on account of 

Minda Stoneridge instrument which was not there in the last year. 

Mahantesh Sabarad: On that additional Rs. 67 Crores what is the bottom line that you have seen as 

an increase. 

D. C. Sharma: Bottom line is about Rs. 2.95 Crores. 

Mahantesh Sabarad: That is very low Sir. So why is that? 
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D. C. Sharma: Yes you rightly said - this is in the low side and we have also had some projects 

of cost reduction in wheel engineering. We have done some kind of localization 

also and this will improve in the next quarter. 

Mahantesh Sabarad: Corresponding EBITDA margin is how much Sir? 

D. C. Sharma: 9.5% is the EBITDA margin here. 

Mahantesh Sabarad: So from a 9.5% EBITDA margin to PAT margin of under a percent. 

D. C. Sharma: No PAT margin is not one percent, it is about 4.5% if you calculate because PAT is 

Rs. 2.95 Crores on Rs. 67 Crores. So it is about Rs. 4.4 Crores. Now out of 9.5% the 

PAT is 4.4%. 

Mahantesh Sabarad: This additional consolidation brings what kind of debt onto the book. 

D. C. Sharma: Particularly Minda Stoneridge is not having much debt. They have already put 

the business on let us say Rs. 300 Crores. They have only Rs. 15 Crores of debt in 

their books. The net worth of 90 Crores. Debt is not much in this case. 

Mahantesh Sabarad: Just one question I had and you mentioned during one of the replies that you 

have converted working capital loan into long-term debt am I right Sir? How 

much is that amount number one and number two, why did you convert - were 

you not able to repay the working capital loan in time? 

D. C. Sharma: No that is not the case. We have started making more payment of this loan. It is 

a very small loan from SBI. We have paid almost the full amount for this. In the 

month of July, we agreed that instead of making the payment in the next two 

years’ time, we will pay in the next three months’ time and this debt will be over. 

And we also got some interest benefit on this account. Otherwise debt position is 

very much comfortable. 

Mahantesh Sabarad: I find it little strange because most companies would rather go for working 

capital and draw them down as is required because it is sort of temporary in 

nature, than really go for a long-term borrowing. There will be a lot of 

encumbrances associated with the long-term loan. I did not understand this logic 

Sir. 
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Vinod Bapna: Basically what happens is - we have taken the long-term loan as an ECB loan for 

our normal capex. As you aware that ECB loan rate of interest, even after the 

hedging cost, is lower as compared to the normal working capital loan. 

Mahantesh Sabarad: But what is the outstanding ECB loan and the foreign exchange loss there off 

because the rupee has depreciated. 

Vinod Bapna: After taking the cost of hedging. 

D. C. Sharma: He is asking what is the amount of ECB? 

Vinod Bapna: Around 20 Crores. 

Mahantesh Sabarad: In Indian rupee term is just Rs. 20 Crores out of the total Rs. 460-470 Crores odd 

Crores debt that you have. 

D. C. Sharma: Right. 

Mahantesh Sabarad: You were explaining about the conversion the ECB loan and why the working 

capital cost converted into long-term. 

Vinod Bapna: Just to get a benefit of rate of interest is why we have done this. 

Mahantesh Sabarad: Thank you very much. 

D. C. Sharma: Now let me share the process. The corporate finance department also has a 

target. They give their budget at the beginning of the year. We call it value 

creation. What is the value creation going to be for the group, this budget is given 

by the corporate finance team and they are always under pressure to meet the 

budget in terms of the reduction in interest cost and also other benefits which are 

not been taken care by the person at the operational level. It is on us to see how 

much cost we can reduce on quarter-to-quarter basis under this plan. 

Moderator: The next question is from the line of Priti RS from UTI Mutual Fund. Please go 

ahead. 

Priti RS: Congratulation Sir on a good set of numbers. Sir just wanted to make a request: 

the standalone constitutes 30% of the business and the subsidiaries constitute the 

rest 70%. Would it be able to share subsidiaries data on a quarterly basis? That 

would be helpful because we all. 
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D. C. Sharma: You rightly said the standalone turnover is about Rs. 177 Crores. 

Priti RS: There are too many moving parts - there is Indonesian business - so it would be 

good because we all model on a subsidiary basis. 

D. C. Sharma: One of the biggest subsidiaries is Minda SAI Limited which deals with wiring 

harness of all OEMs in two wheelers, commercial vehicles and tractors. Minda 

SAI Limited alone has done a sale of about Rs. 147 Crores in this quarter and the 

second biggest is the MFE and then Minda KTSN which is in Europe. 

Priti RS: Just another question - sales of Furukawa improved from Rs. 300 to Rs. 450 Crores 

for the full year. So what would be the business of Maruti out of these Rs. 450 

Crores. 

D. C. Sharma: Out of which the turnover of Rs. 346 Crores, Rs. 240 Crores is the turnover for 

Maruti Suzuki in the nine months. 

Priti RS: This would be wiring harnesses for the new models as well the existing models. 

So I just wanted to understand when Maruti is giving out business, say if we talk 

about S-Cross, would it be 100% of business given out to you or would it be say 

80%. 

D. C. Sharma In case of the S-Cross 100% business was given it to us. 

Moderator: The next question is from the line of Viraj Kacharia from Securities Investment 

Management. Please go ahead. 

Viraj Kacharia: Thank you for the opportunity. Just had two questions. Firstly if we look at debt 

equity ratio is something like 0.85-0.90x times. What are the plans basically for 

debt reduction for next three years. 

D. C. Sharma: You rightly said it is 0.85x. See our target is 0.6x on March 2017. We will have to 

meet the requirement of European operations where the major expansion is 

going to be happen. So I do not think it will go below 0.6x. Earlier we had a target 

of about 0.45x, but now we are estimating that this will be about 0.6x by March 

2017. 

Viraj Kacharia: Second was also on the cable business. We had venture into aftermarket a year 

back and we did indicate that we will be targeting OE business as well - some 

present in the auto market. So how has the performance been on the aftermarket 
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side. What kind of revenue and what kind of growth we have got on a nine month 

basis and are we also getting some traction on the OE side. 

D. C. Sharma: If we see as a whole in aftermarket in these nine months time we have done the 

turnover of about Rs. 166 Crores against the Rs. 140 Crores the last year. It means 

roughly about 20% we have grown in aftermarket and in past also growth rate 

has been about 20-23% in aftermarket. 

Viraj Kacharia: Sir but aftermarket would also involve other products - my question is more 

specific on the cable part. 

D. C. Sharma: We have not done as per our expectation in that; in the first nine months we have 

done a turnover of about Rs. 18 Crores in control cables. In between, we shifted 

our plant from Delhi to Pantnagar because of some tax incentives and all these 

things. Shifting also took two to three months’ time. Our target was about Rs. 25 

Crores in nine months time but we could do only Rs. 18 Crores. 

Viraj Kacharia: The figure for the full year last year. 

D. C. Sharma: We have done for the control cable in aftermarket. 

Viraj Kacharia: Any traction on the OE side on that particular product category? 

D. C. Sharma: In this year we have not even targeted that. In past we have a policy first to start 

with the OEMs and then to go in the aftermarket. Control cable is an exception 

wherein we started in aftermarket and then we will see for the OEM. We believe 

in 2017-2018 we will have OEM business in control cables. In 2016-2017 we will 

start the business for control cable but this year the target only is to increase the 

range of control cable in terms of two wheeler, in terms of four wheeler also. May 

be in 2016-2017 we can think but right now we are targeting aftermarket. 

Viraj Kacharia: Right now control cable is primarily on the two wheeler side is it? 

D. C. Sharma: We developed for the four wheeler also but the majority of the sale is only from 

two wheeler side. 

Viraj Kacharia: The full year figure for last FY’15 for control cables will be? 

D. C. Sharma: FY’15 I think should be about Rs. 22 Crores. 
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Viraj Kacharia: Debt reduction by and large should be around to 0.6x? 

D. C. Sharma: Not more than that because we are going to have some additional long-term 

debt for our Mexico plant and considering that this would be 0.6x by March 2017. 

Viraj Kacharia: Thank you. 

Moderator: The next question is from the line of Nishit Jalan from Kotak Securities. Please go 

ahead. 

Nishit Jalan: Thank you for giving me another opportunity. My question was on the segmental 

revenues. If I do the numbers in CVs, we have seen a big increase on a sequential 

basis. Almost a Rs. 90-100 Crores increase in revenues from CVs. Am I looking at 

the right number - How much is because of consolidation of Stoneridge and how 

much is because of other segments? 

D. C. Sharma: Consolidation is mainly in this year that for Minda Stoneridge where turnover for 

the quarter is Rs. 67 Crores. Also, we are supplying to Ashok Leyland and I have 

already replied that their turnover in this year particularly the first nine months 

has been much better. If you see in terms of the growth per quarter, the mid size 

or the medium and heavy commercial vehicle has grown about 29% in the first 

nine months whereas LCV is down by 4%. 

Nishit Jalan: My question is more on sequential growth Sir. Sequentially I think if I do the 

numbers the CV revenues have gone up from Rs. 86 Crores to Rs. 184 Crores. Are 

these numbers correct – Rs. 100 Crores increase on a sequential basis. 

Vinod Bapna: Major reason is - one is the Minda SAI regarding the Ashok Leyland business. 

Number two, the Ashok Leyland not only the volume increase but further wiring 

harness business. 

D. C. Sharma: For Ashok Leyland we have been supplying instrumentation and we are 

supplying wiring harness. Both these products have benefitted over large 

volumes. But let me see again. We believe that our figure is correct and this is 

mainly because of Ashok Leyland and additional consolidation of commercial 

vehicle, because Minda Stoneridge is supplying good amount of business to 

Mahindra and Mahindra and Tata Motors, largely to the commercial vehicle. So 

considering Mahindra and Mahindra, Tata Motors and Ashok Leyland, the pie of 

commercial vehicle is increasing. 
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Nishit Jalan: Ok. I will check this offline in detail. 

Moderator: The next question is from the line of Aditya Sundaram from Edelweiss. Please go 

ahead. 

Aditya Sundaram: Sir earlier in the call you alluded to market share gain in the wiring harness 

segment. Just want to clarify - that is on the passenger vehicle front that you said 

we are about 11% of the overall market as supposed to 7% last year. 

D. C. Sharma: Right. 

Aditya Sundaram: Sir just again a further clarification on the Maruti front - is it that we are getting 

incremental models from their S-Cross as well as the Baleno or Vitara or are we 

getting incremental second supplier status in older models of the company. What 

will be the major driver for that. 

D. C. Sharma: Baleno is not with us. It is with the Motherson, 100% with them. This year we got 

the business of Celerio. We got some good share of business from Celerio model 

where actually we have 60% share of business and got business of S-Cross as 

well but S-Cross did not do as well as we expected. We expected that it will better 

than the Baleno and Baleno is doing better definitely in terms of volume. So yes 

this additional business has come from Celerio and S-Cross. We got some 

increased SOB of Swift and Dezire as well. 

Aditya Sundaram: So you will get an increased segment. And how much would that have been - the 

size of share of business for Swift and Dezire. 

D. C. Sharma: Should be 50-50 yes. 

Aditya Sundaram: It is was 100 to a single supply initially and you got 50-50. 

D. C. Sharma: Yes. 

Aditya Sundaram: Sir if you could just throw some light on value addition that happens when we 

shift from model to model. If roughly you could help us understand. I was actually 

thinking it is rather the overall value addition for a wiring harness should ideally 

be the same may be the length or weight might be different for a different model 

but what is the additional value add that you get in wiring harness moving up 

from model to model. Could you share that with us? 
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D. C. Sharma: The raw material cost in this segment is about 72% to 73%. May be the company 

has lower raw material cost because we are importing quite big amount of the 

component from Japan which are the basic components for these wiring 

harnesses. And then we start the process of localization. Definitely the content of 

localization will improve. So now raw material cost is about 72% to 73%. So other 

value addition is only 27%, 28%. It again depends on model to model. We have 

better margins in this higher value addition but in case of the new product 

definitely we are in the process of localization. 

Aditya Sundaram: Sir just simply put for example on the S-Cross and the Celerio - if we compare - 

what would be the realization for a wiring harness on Celerio as supposed to S-

Cross, the realization differential would be how much? 

D. C. Sharma: This I need to work out, i.e. model wise. I will give you the detail. Right now I have 

the total figure of Maruti which we are doing from Minda Furukawa. 

Aditya Sundaram: That you shared Rs. 240 Crores. Sir if I just may ask one last question – it is slightly 

more strategic and on a mid-term to long-term outlook how do you see our 

company shaping up in terms of overall sales mix to the PV, two wheeler, LCV, 

aftermarket or even on the international side and domestic side. How do you see 

the mix shifting. What do you see the growth we could achieve and what do you 

think the margins could be for this company in about two to three years. So if you 

can share that with us I would really appreciate that. 

D. C. Sharma: You are talking about only for this company or fully. 

Aditya Sundaram: Consolidated entity overall. 

D. C. Sharma: The growth driver will be in three, four accounts. One is the car interior business. 

Right now car interior business we are doing about 54-55 million Euro and as per 

our plan, in the 2017-2018 we will have about 95 million Euro business. So we will 

be doubling. The growth in car interior business will be almost double and that is 

the reason we are going to put a plant. We have already started picking up 

project in Mexico I mentioned in some other questions. In China also we are going 

to get some additional business for car plastic. Second area is the export. Export 

right now in few businesses there is a good potential. In wiring harness, from one 

of the subsidiaries, called Minda SAI, and the security system and die casting 

together has huge potential and even fortunately we have got one good export 

order and then die casting for the year 2016-2017 and we believe there we will 
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increase the sizable export in die casting in the security segment. So the second 

growth driver will be the export side. The third - in ASEAN, our sale is down by 

about 20% to 25% as compared to last year because largely of Indonesia. They 

actually have done a good beginning in Vietnam. We have got the wiring harness 

business from Piaggio and Kawasaki. We are discussion with Yamaha. Because 

of wiring harness supply to Honda, HMSI in India and Vietnam, there also we are 

quite hopeful. So in this wiring harness business, we believe there will be good 

growth in ASEAN region on this account. 

Aditya Sundaram: So next two to three years what kind of growth number would you look at in terms 

of equity? 

D. C. Sharma: 2015-2016 definitely we believe that sale would be higher about 24% to 25% as 

compared to last year. Then similarly 24-25% we are projecting - I am right now 

talking only about organic sale although our team is also working on some M&A 

proposal of some new JVs - because we have separate departments corporate 

strategy department who is full time working on this account.  

Aditya Sundaram: Ok, if you could give us a sense on margins. 

D. C. Sharma: Margin this year we had a target about let us say 11.5% EBITDA, as a whole, but 

forex has impacted. So by the year end our EBITDA should be about 11.2-11.3%. 

Aditya Sundaram: Sir in three years time what could we see? Could we see a return to our historical 

peak - 14.5-15% odd that we have done in 2010 if I recall correctly on a core basis. 

You think we can you think we can come back to these level of margins on the 

EBITDA level. 

D. C. Sharma: It is one of the most favorite subjects of our Chairman Mr. Ashok Minda. He 

always says do not compare with the last year, compare with the peak level of 

’10 or ‘11 when we had the highest margin of around 14% as you said. In case of 

Minda Corporation standalone, we will in fact have this margin in next one to two 

years’ time. Last year the lowest EBITDA was in wiring harness business because 

in wiring harness we have two companies Minda SAI (100%) and Minda 

Furukawa 51% owned by Minda Corporation. EBITDA size there has been a good 

improvement during last six months time in terms of margin. And may be the 

Minda SAI in this year is going to get a good amount of PAT - may be the highest 

PAT in last three years’ time. Minda SAI is in the process of restructuring and also 
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had target of raw material cost reduction. They also have their component 

businesses and component shop so they are good in terms of localization. 

Aditya Sundaram: Thank you very much Sir that was very detailed really appreciate you spending 

time on that. 

Moderator: Will take a last question from the line of Deep Shah from SBICAPS Securities. 

Please go ahead. 

Deep Shah: Thanks for the opportunity. Just a clarificatory question. In the previous question 

you said we import fairly large components from Japan. So may I request you 

what will be your proportion of Japanese import out of the total import that we 

have. 

D. C. Sharma: In case of the passenger car vehicle, the content was about 72% and out of 72% 

right now we are importing about 45-50% from Japan  

Deep Shah: Sir then the next question is what sort of impact do we see because of the Yen 

appreciating in the recent past. What sort of things that we are taking into 

consideration. 

D. C. Sharma: With the OEMs, we have back to back arrangements for forex and the metal 

prices. For example in case we get appreciation in terms of forex, that 

appreciation is not going to come to us; it is back to back arrangement. We have 

to pass on or we will take additional cost recovery from the OEMs then the metal 

prices also. So on this account it is not going to impact much. 

Deep Shah: That was helpful that is all from my side. 

Moderator: Thank you. Ladies and gentlemen that was the last question. I would now like to 

hand the floor over to Mr. Chirag Shah for closing comments. 

Chirag Shah: Thanks Margaret, thanks everyone for participating in the call and once again 

Mr. Sharmaji thanks a lot for your time. All the best everyone. 

Moderator: On behalf of Edelweiss Securities Limited that concludes this conference. Thank 

you for joining us and you may now disconnect your lines. 
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Note: This transcript has been edited to improve readability 
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