
    

Minda Corporation Limited 

Plot No: 68, Echelon Institutional Area, Sector-32, Gurgaon-122001, Haryana; +91-124-4698400; www.minda.co.in 

1 

 
 
 
 
 
 
 

 

“Minda Corporation Q2 FY 2016 

Earnings Conference Call” 

 

November 05, 2015 
 

                                            

 

ANALYST: MR. CHIRAG SHAH - ANALYST- EDELWEISS SECURITIES 

LIMITED 

 

MANAGEMENT: MR. D. C. SHARMA - GROUP CHIEF FINANCIAL OFFICER – 

MINDA CORPORATION LIMITED 

 

MR. AJAY SANCHETI - HEAD GROUP CORPORATE FINANCE 

& LEGAL– MINDA CORPORATION LIMITED 

 

MR. VINOD BAPNA - HEAD GROUP FINANCE CONTROLLER 

– MINDA CORPORATION LIMITED 

 



    

Minda Corporation Limited 

Plot No: 68, Echelon Institutional Area, Sector-32, Gurgaon-122001, Haryana; +91-124-4698400; www.minda.co.in 

2 

Moderator: Ladies and gentlemen good day and welcome to the Minda Corporation Q2 

FY 2016 earnings conference call hosted by Edelweiss Securities. 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. Thank you and over to you Sir. 

Chirag Shah: Thank you Zaid. Good afternoon everyone and thank you for logging in. I thank the 

management of Minda Corp for giving us the opportunity to host this call. From Minda 

Corporation, I would like to welcome Mr. D. C. Sharma, Group CFO, Mr. Ajay Sancheti, 

Head, Group Corporate Finance and Legal, and Mr. Vinod Bapna, Head Group Finance 

Controller. I would like to hand over the call to Mr. Sharma for his initial remarks and then 

we can start with the Q & A. Over to you Sir! 

D. C. Sharma: Thank you Chirag. Welcome, ladies and gentlemen, and thank you for joining the Q2 

FY2016 Earnings Conference Call of Minda Corporation to discuss the financial and 

operational performance. I would start with an industry overview followed by the key 

financial and operational highlights. Thereafter, we will open the call for an interactive 

question and answer session.. 

During the quarter, overall domestic automobile sales registered a marginal de-growth of  

about (0.4)% as compared to a growth of 1.3% in the preceding quarter. In fact, 

passenger vehicle and commercial vehicles were the only segments registering growth 

about 6.3% and 9.6% respectively. However, the growth in the Commercial vehicle 

segment was uneven with medium commercial vehicle registering a growth of about 43% 

while at the same time the light commercial vehicle had a negative growth of (9.1)%.  

Moving on to financials for Minda Corporation, I am pleased to announce good 

performance during this quarter for the Company. Consolidated revenues for the 

Company increased by 27.2% and touched Rs. 6,162 million. The growth was due to the 

combined effect of new products that started during the year and  of increase in the 

share of business of few of the existing customers. We also secured some new orders and 

started supply of die-casting products during this period. Additionally, the aftermarket 

segment also registered good growth during the period.  

In line with the revenue growth, EBITDA increased by 30.4% over same quarter previous 

year with margins expanding by 26 bps. This expansion of margin was driven by our 

ongoing cost control measures and the improvement in operational efficiencies. This 

growth in EBITDA along with reduction in interest charges from Rs. 111 million in Q2 FY2015 

to Rs. 98 million in Q2 FY2016 helped in strong bottom line growth.  

Apart from the robust improvement across all financial metrics, Q2 FY2016 witnessed many 

encouraging developments on several other fronts. Our focus on technology, research 
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and development makes us one of the most technologically advanced 

automobile components manufacturer. This continuous focus on technology helped us to 

procure orders for supply of ABS wiring harness to some of the leading CV OEMs. With the 

tightening in regulatory requirement for safety equipment, we expect strong growth in the 

demand for these high value added product lines.  Internationally, two very large OEMs 

have shown confidence in our capabilities. In Germany, which contributes about 16% of 

the group’s overall sales, we have got a couple of new businesses from BMW and Audi.  

In line with our efforts to improve the financial health of the company, we continue to 

bring our debt down resulting in a lowering of Debt Equity ratio to 0.87x from 0.98x at the 

start of this financial year. With the Net Debt to EBITDA ratio of 2.01x and ROCE of 25%, we 

believe that our financial position truly reflects our balanced approach and management 

expertise in business. We have also completed our business reorganization plan with the 

acquisition of 51% equity of Minda Stoneridge Instruments Ltd. This company deals in 

manufacture and supply of instrumentation and sensors to the OEMs. The annual turnover 

of Minda Stoneridge is about Rs. 330 Crores with a debt of Rs. 12 Crores. The company is 

a subsidiary of Minda Corporation and results will be consolidated from October 1 

onwards.  

Now, I would like to open up the floor for an interactive question and answer session. 

Moderator: Thank you very much Sir. Ladies and gentlemen we will now begin the question and 

answer session.  The first question is from the line of Viraj Kacharia from Securities 

Investment Management. Please proceed. 

Viraj Kacharia: Congratulations on a good set of numbers. I wanted to know if we have started 

consolidating Minda Stoneridge, the acquisition which you talked about? 

D. C. Sharma: No, Minda Corporation acquired the equity of Minda Stoneridge on October 1, 2015. 

Therefore, consolidation will be effective from the next quarter. 

Viraj Kacharia: Your margins have been in the range in 9-10% on a sustainable basis. Where do we see 

our EBITDA margins going forward and what are the key drivers for that? 

D. C. Sharma: Yes, our EBITDA margins are currently about 10%. In fact, it is 10.1% this year as against 9% 

last year indicating marginal improvement in terms of percentage but with the growth in 

sales, the EBITDA has increased by about 30% in absolute terms. Now, we believe that 

there is further scope for improvement in EBITDA. During the quarter, we have started 

couple of new products with the OEMs in the area of wiring harness and we have started 

the supply of products. The process of price actualization or price situation is also under 

way and we believe that price increase claims will be settled with the customers in the 

next quarter. As this could not happen till September 30, so any price increase will have 

the impact in the next quarter. Apart from this, we forecast lowering of costs. I hope that 

margins will be improved by the end of the year at least by half percentage further. 
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Viraj Kacharia: Sir, are these price increase planned in the domestic market or exports? 

D. C. Sharma: Not exactly, the price is fixed when we start the new products, then there is a process of 

development and engineering changes. Thus this price succession takes about two to 

three months’ time. As we started with some products with Maruti Suzuki and one more for 

Nissan last quarter, we believe that price fixation will have a good impact in the next 

quarter. 

Viraj Kacharia: My other question is on the Europe percentage share. If you see percentage of business 

share from Europe, it has been declining over last couple of quarters. The automotive 

sector in Europe itself has been hovering around high single digit to double digit, so can 

you please provide a broad indication of why our business share from Europe has been 

declining and how much exposure do we have to VW at the moment? 

D. C. Sharma: Our turnover in Europe is about Euro 58 million, so the percentage of European sale to the 

total sale comes to about 16%. Out of this, 60% includes supply to BMW, Daimler, VW, Audi 

and one tier-1 customer. Our total exposure to VW and related companies is around 8%. 

Viraj Kacharia: Is this 8% out of the 16% of European share or of overall revenues? 

D. C. Sharma: This 16% includes BMW and other customers as well. Out of the Volkswagen share of 8%, I 

don’t think there will be much effect; there might be a 1 or 2% impact in topline but right 

now we feel that it is not going to impact us. We may have a marginal impact on this 

account, otherwise there is no major impact going to happen. 

Viraj Kacharia: So basically VW has an exposure of 50% of your 16% sales which accrue from Europe right? 

D. C. Sharma: Right. 

Viraj Kacharia: Has there been any indication from Volkswagen on delay in new model launches? 

D. C. Sharma: If you compare the turnover of our European subsidiary, Minda KTSN with the 

corresponding period last year, there is not much growth this time. But we have got a 

couple of good orders from VW for the future models which are expected to be launched 

in 2016-2017 or 2017-2018. This is a sizable order which we got from VW and we may start 

new locations also. We are in the process of evaluating the proposal because they have 

assured us a good amount of business in new territories like China and Mexico. We are in 

the process of working out whether these locations are viable and what kind of profitability 

will be there. But we have got LOI for new business for 2-3 motors. As far as existing business 

is concerned we don’t see any impact from the VW issue. 

Viraj Kacharia: On VW, there has been no indication of deferment of model launches from here and you 

are primarily hinting that bulk of the business from VW will accrue in FY 2017 right? 

D. C. Sharma: Yes, FY 2016-2017 and 2017-2018. 



    

Minda Corporation Limited 

Plot No: 68, Echelon Institutional Area, Sector-32, Gurgaon-122001, Haryana; +91-124-4698400; www.minda.co.in 

5 

Viraj Kacharia: Has there been any indication from the client on any delays on existing 

products? 

D. C. Sharma: We have talked with VW 2-3 times on working out the modalities of the investment, how 

much investment we should make, and what kind of investment to be made in those 

areas. They are still assuring us of the same numbers and same volumes as projected 

earlier. They said that in 2017-2018 the volumes will be same and this is not going to have 

any major bearing on this account. 

Viraj Kacharia: Last question is on the aftermarket. You indicated that we have seen a significant growth 

in aftermarket. Can you elaborate which products are these and how much would be 

control cables? 

D. C. Sharma: Aftermarket is a segment where we grew by about 26-27% year-on-year. If you see the 

trend for the previous few years, we have always had growth in this segment. Here we 

have the traditional products, about 5 or 6 major products which will fall under the Security 

System where we have locks, bolts and nuts and signal electronics; we have wiring 

harness, we have instrumentation and then sensor and also wipers. These are our 

traditional products. Apart from this we also started a couple of new products during last 

six months for example filters, which we have just launched, control cable was launched 

last year. Right now the volumes are not so much for control cables, it may be about Rs. 

35-40 Crores in this financial year. 

Viraj Kacharia: You mean in H1? 

D. C. Sharma: H1 is lower. I said the sales for the whole year. H1 is about only Rs. 17-18 Crores. 

Viraj Kacharia: You launched filters in this quarter itself? 

D. C. Sharma: We started filters last year but as they are different for each automobile segment - i.e. a 

different product for two-wheeler and four-wheeler so we will now see how we can ramp 

up this segment also. 

Viraj Kacharia: One follow-up on this, if we look at control cables, you indicated that at some point, 

probably in a year or two after launching in aftermarket, you would look at OEM segment 

also, so has there been any traction on that front as such? 

D. C. Sharma: The initial focus will be on establishing quality, supply and delivery in the after-market. 

Margins are also important, to this end we have shifted the plant to SEZ where there is no 

burden of tax and excise duty. As the plant is bigger in size, it has additional capacities. 

Once our performance is established in the after-market, we will see how we can tap the 

OEM markets. But it will require atleast one year for after-market performance to stabilize. 

Moderator: The next question is from the line of Nishith Jalan from Kotak Securities, please proceed. 
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Nishith Jalan: Thank you for giving me an opportunity and congratulations on a good set of 

results. My first question is on your standalone business where we have seen a very strong 

margin improvement, EBITDA margins were 14.2%. Are these margin levels sustainable or 

will we have to pass on some benefit of lower RM prices to OEMs going ahead. 

D. C. Sharma: On the standalone basis, Minda Corporation Limited has two business divisions, security 

system and die-casting division There is a good growth in die-casting area where we have 

increased the SOB with existing OEMs. We also started a couple of new products. We also 

had higher amount of exports this year. In die-casting area, we improved in terms of 

reduction in rejections and cutting down the manufacturing cost. In security systems, we 

focused on VAVE and cost reduction. Additionally, this time forex also played a very 

favorable role as we have exports of about Rs. 80 - 90 Crores in Minda Corporation on a 

yearly basis. In the first half of the year there has been some forex gain. There are no 

concerns on passing of benefit to the customers as we are moving as per our yearly 

budget. There is no point of saving as we are moving in the right direction as far as Minda 

Corporation is concerned. 

Nishith Jalan: This means that we would be able to sustain these margins going ahead? 

D. C. Sharma: Absolutely yes. 

Nishith Jalan: Secondly can you throw some more light on your Minda Furukawa JV business because 

we were supposed to gain some market share with Maruti. How has this been progressing 

and what are the revenues from that JV? 

D. C. Sharma: In the first six months of FY2014, Minda Furukawa’s turnover was about Rs. 114 Crores as 

against Rs. 235 Crores in the corresponding period of this year. As far as margins are 

concerned, we have identified the areas where the model can be improved. One such 

area is price actualization. Another factor we are looking at is relocation. We started three 

new locations last year. We have projected the turnover of Minda Furukawa for the whole 

year at Rs. 470 Crores, and in the first half we achieved Rs. 235 crores, so we believe that 

our sale this year would be about Rs. 480 or 490 Crores comfortably. This is majorly because 

of the start of new models with Maruti Suzuki and Nissan due to which our share has been 

improving. 

Nishith Jalan: Sir, you mentioned that you were looking for price negotiations. Is it in Minda Furukawa as 

well? 

D. C. Sharma: Yes, in Minda Furukawa there are no price negotiations as such, but there will be some 

price actualization because we started with these new products in the last quarter. 

Nishith Jalan: Sir, I am a little confused here because our raw material prices have come of slightly 

including the copper prices. 
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D. C. Sharma: We are fully hedged with our customers for fluctuations in raw material prices 

and foreign exchange. We have back to back agreements with all customers including 

Minda Furukawa’s customers so there is no impact as far as raw material prices are 

concerned. The impact is only because of price fixation. As I said these are the new 

products we developed and  had to bear the cost of the engineering changes and the 

other changes in the product. So that cost will be settled and the price will be rethought 

with the customers, which will benefit us and improve our EBITDA margins. For example, if 

I share with you the raw material cost in wiring harness, it is about 75 to 77% but in the new 

product the cost is higher because of price fixation which will be correctly settled as per 

the expected norms with these OEMs and we will have good improvement in the margin 

in those products. 

Nishith Jalan: Sir, your minority interest in the consolidated statement that was Rs. 17 million in last quarter 

but this quarter it has become negligible. Does this mean that the profitability in Minda 

Furukawa has declined because of the issues that you have mentioned just now? 

D. C. Sharma: Yes, you are right here. In the first half of the year, profitability in Minda Furukawa declined 

as compared to the same period of last year but we expect good improvement in the 

next quarter. 

Nishith Jalan: Sir, will the price revision be on a retrospective basis that is for the first half as well? 

D. C. Sharma: Yes of course. 

Nishith Jalan: Thirdly, you mentioned about European business; can you throw some light on decline of 

12% y-o-y in European business? 

D. C. Sharma: Actually, there is no decline as such, as the European business is done in terms of Euro but 

for the purpose of accounting and consolidation in India, we convert this Euro in to the 

Indian Rupees. Last time 1 Euro was about Rs. 77-78 but this year the average rate 

considered for conversion is Rs. 71-72, so there is about 8 to 9% impact arising out of forex 

calculation from Euro to Indian Rupees conversion. In Euro terms the business is almost the 

same. 

Nishith Jalan: Sir, my last question would be on Minda Stoneridge. You mentioned that you have 

merged the company with Minda Corporation. Can you give more color in terms of what 

is the market share of Minda Stoneridge in instrument clusters across different segments 

and what are the different product categories in that business? 

D. C. Sharma: In Minda Stoneridge, there are two major product categories, one is the instrumentation 

where company is doing the business for the last eight to nine years and other is the sensor 

business which the company started last year only. In instrumentation we have been 

supplying to Tata Motors, Mahindra & Mahindra, Ashok Leyland, Bajaj, Yamaha, Suzuki in 

India. And internationally, we are exporting to General Motors. We cater to 3 segments in 
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General Motors that are commercial vehicle, two-wheeler and passenger car.  

We started the sensor business this year and we will be doing about Rs. 35 to 40 Crores 

business in this category. There is a good market potential for sensors and last year we 

invested a good amount of money in this business to build a world class facility in Pune. 

We have two plants under this company in Pune and one in Chennai. We have separate 

plants for instrumentation and sensor business and we have been continuously supported 

by the JV partner. Representatives from the JV partners are always present to focus on 

technology for new product development and improvement in existing product. We 

expect to achieve about Rs. 335 crores of business in this company as against Rs. 285 we 

achieved in previous year. Given that the company already has orders and new products 

are under development with an engineering team of about 90 skilled professionals, we 

expect company to have good growth over the next two-three years. This growth will not 

only be in topline but also in bottom line.  

Nishith Jalan: Sir, what would be the industry size of automotive sensors in India given that this could be 

a big growth area for you going ahead? 

D. C. Sharma: Sensors are used in passenger vehicles, two-wheelers and many other vehicles. Currently, 

two wheelers have about 4-5 sensors while a car may have 7-8 sensors.  As per our 

calculations, the potential for the year 2015-16 of the various sensors in the Indian market 

is about Rs. 1,400 Crores and currently we have only about 3 to 4% of share. Our major 

customers currently in this space are Hero Motor Corporation, Tata Motors and Mahindra 

& Mahindra. We will roll out these sensors to other OEMs and this will help us in taking our 

market share to 8-9% in the next three years. 

Vinod Bapna: There is a huge potential in this space which is evident from the fact that Indian passenger 

cars currently have about 16 to 20 sensors in comparison to 70-80 sensors used in western 

countries. Therefore, in the next five to seven years the sensors’ share in Indian cars is going 

to grow at a very fast pace.  

D. C. Sharma: As we started this business this year, we have done business of about Rs. 35 to 40 Crores, 

which is only about 3% of the total potential for sensors in the Indian market. 

Moderator: The next question is from Mahesh Bendre from Way2Wealth, please proceed. 

Mahesh Bendre: Thank you Sir, you have reported a very impressive set of numbers for first half of this 

financial year growing by 21% in revenue. What is the outlook for FY 2017? 

D. C. Sharma: In FY 2017, there will be a full year impact of Minda Stoneridge combined with an 

introduction of a couple of good products in die-casting and security segments. We will 

be starting the business with HeroMoto Corporation for two of their scooters which we 

have already developed and started supply in the month of October  
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Mahesh Bendre: Sir, in the first half of the year, our growth of around 21% has been very 

impressive but our margins have remained flat, improving by 10 basis points only. Can you 

elaborate on why we have not received any benefit despite strong growth and why have 

we not received any benefit of scale operating leverage along with currency correction.  

D. C. Sharma: Yes, as you rightly pointed out that we have got good improvement in certain areas but 

there are two, three areas where we got hit. One of the areas is ASEAN markets, 

particularly Indonesia where the volumes have gone down and we have been impacted 

due to the weak economic condition of Indonesia. Our sale there has gone down by 25 

to 30%. Secondly, in the first half, we have been impacted by about Rs. 5 to 6 Crore in 

terms of VAT. If our projections would have been met, we would have the same number 

in ASEAN of about Rs. 5-6 Crores. Also, we started couple of products in Minda SAI and 

one product with Mahindra & Mahindra where final pricing decision is pending. So in 

wiring harness this improvement or the price correction will impact the next quarter. We 

believe that by the end of this year, the EBITDA should increase at least by 0.5%; right now 

it is about 10% but if everything goes as per our plans, the EBITDA will increase by 0.5%. 

Additionally, we have targets in terms of new product introduction, localization of one of 

the products. Whatever we started this year in wiring harness, we will start the localization 

of the component next year. That is another area to look for. Apart from these, we expect 

good business from HeroMoto Corporation and Bajaj, particularly for die casting segment. 

We believe that the margin can be further improved by 0.75% or 1% in 2016-2017. 

Mahesh Bendre: So is it reasonable to assume that we could touch 11% margins in  FY 2017? 

D. C. Sharma: Yes. We expect these figures in 2016-2017. 

Moderator: The next question is from the line of Jayasree Ram from Karvy Stockbroking, please 

proceed. 

Jayasree Ram: Good afternoon Sir, congratulations on the good numbers. Sir for Q2, I can see that the 

revenue contribution from Driver Information and Telematics Systems has increased, so 

could you tell me what sector has really contributed to that? 

D. C. Sharma: Currently, in driver information, we have only wiring harness segments which has 

contributed good growth during this period.  

Jayasree Ram: Sir, you have posted a very good revenue growth, while I can see that two-wheeler market 

has been slightly sluggish and also the passenger vehicles have not shown extremely good 

growth but however the medium and heavy duty commercial vehicle have done well, so 

how is it that you could still maintain a good numbers? 

D. C. Sharma: Within these segments, if I specifically give the name of the OEMs - we have a good share 

of business from Ashok Leyland with 2-3 products. Minda SAI, one of the subsidiary 

companies of Minda Corporation, supplies wiring harness to Ashok Leyland in all their 



    

Minda Corporation Limited 

Plot No: 68, Echelon Institutional Area, Sector-32, Gurgaon-122001, Haryana; +91-124-4698400; www.minda.co.in 

10 

plants and they have registered good growth in Pant Nagar and Chennai. 

With Mahindra and Mahindra, Minda SAI has had slow growth. 

Jayasree Ram: So, how much percentage of your sales does Ashok Leyland account for? 

D. C. Sharma: Currently, Minda SAI is doing business of about Rs. 550 Crores and from Ashok Leyland its 

approximately Rs. 170-175 Crores. 

Jayasree Ram: So Ashok Leyland is one of your very good customers in commercial vehicles? 

D. C. Sharma: Right. 

Jayasree Ram: In two-wheelers, do you have any significant contributor like them? 

D. C. Sharma: Yes, HMSI is doing good and we have a healthy share of business from them. We have 

received orders from their Plant 3 and Plant 4 which are going to come up in Gujarat. We 

have also got LOI for new business. In terms of share of business, our share of business has 

increased to 22% in first half compared to 16% in last year. Within HMSI, we have been 

supplying our security system products for the scooters.  

Jayasree Ram: Is it the scooter business that is really driving up? 

D. C. Sharma: Right. 

Moderator: Next question is from Aditya Biyani from Reliance Mutual Fund, please proceed. 

Aditya Biyani: Good afternoon Sir, thanks for taking my question. Sir, in your presentation, you mentioned 

about some new order wins. I just wanted to understand the scope and value of these 

order wins and when will you start the supply for BMW? Would we be supplying these from 

the European company? Please provide some color on the new order wins.  

D. C. Sharma: As far as new orders are concerned, we will be supplying from Europe and Mexico right 

now. Additionally, we have got a few confirmed orders from these companies. In fact 

customer has asked us to supply for Mexico. There was some businesses there and we are 

in the process of finalizing the plant location and other benefits available there. In Europe, 

we are operating Minda facilities at 80-85% capacity and in case we have to honor or 

fulfil the future orders of the customers, particularly BMW, VW, and Audi, then we need to 

expand our capacities. We have decided not to expand anything in Germany because 

we have plant in Eastern part of Germany and the Czech border is only about 50-55 

kilometers from this German plant. And there we have arranged related services.  

Aditya Biyani: So we can start supplying this order instantly or is there a timeframe with this order? 

D. C. Sharma: In Czech Republic, few businesses will be started in 2016-2017. One of the business is the 

tooling business including constructing, manufacturing of the serial parts. Therefore, serial 
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parts business will be increased by about Euro 28 to 30 million by the year 2017-

2018. In addition to this we will have about Euro 22 million business of tooling.  

Aditya Biyani: Sir, for the Mexico plant, we would  also be thinking of putting in capex. Right? 

D. C. Sharma: Yes, we will be taking one building on rent. It is one of the better buildings available in that 

area and rent amount is not much. Additionally, we will have capital expenditure for 

machinery etc. 

Aditya Biyani: Moving to the second order win of ABS wiring harness for a commercial vehicle OEM, is 

this a domestic OEM or is this an existing customer or have we added a new customer 

through this order? 

D. C. Sharma: This order is from an existing customer. It is a major domestic OEM. 

Aditya Biyani: Sir could you talk a little bit about the joint venture with Minda Vast? 

D. C. Sharma: In Minda Vast, we are manufacturing security systems for four-wheeler segment. Earlier, it 

was not a joint venture. The JV started in the month of May. We own 50% equity of this 

company. The other 50% is owned by the JV partner and accordingly we have 

consolidated 50% in all the profit and loss figures. If you see our splits, earlier 50% came 

from the two-wheeler segment and about 31-32% for passenger cars but now it has 

increased to 45%. 

Aditya Biyani: How are these security systems in VAST JV different from the ones which we have in the 

standalone business? 

D. C. Sharma: Through our standalone business, we are manufacturing security systems for the two-

wheeler and equipment OEMs such as JCB. We are not manufacturing anything for the 

four wheeler OEMs. We have a wide range of products in the aftermarket segment also. 

The four wheeler segment is the jurisdiction of our JV company, Minda Vast. As per the JV 

agreement, JV partner will help in the technology development in and other related 

areas, so four wheeler security will remain with the joint venture company while all other 

segments including the commercial vehicle is in the territory of Minda Corporation. 

Aditya Biyani: Sir, we are targeting about Rs. 3,500 Crores of revenue in the next two years. I just wanted 

to understand we have three segments, how does increasing content for OEMs across 

these segments work out? How do we look at it as part of our strategy? How will that 

maneuver and how will that play around? 

D. C. Sharma: I shared revenues for the first half which was about Rs. 1,144 Crores. As I said this year it is 

going to increase by about 25-30%. If it will be so then the revenue would be around Rs. 

2,500 crore. 
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Aditya Biyani: I was trying to understand more on the group categories - like the devices of 

safety security and wiring harness business, the interior system - like we are only supplying 

interior systems to certain OEMs. What is the part of the strategy of supplying even the 

Driver and Telematics Systems or the locks and keys business to the same OEM? Is that part 

of our strategy and how are we working on that? 

D. C. Sharma: Our strategy is very clear. In a few areas we have very low SOB. If I take the example of 

Minda Stoneridge, right now it has 23-24% share of instrumentation, 3% share of sensors. 

Here, good market is available and we have a very big, efficient and knowledgeable 

team which is constantly working on the development of new products. In this company, 

we do not wait for the OEM order, instead we start the development and then go to the 

customer and produce the new model with new features. So here we believe that in less 

than three years’ time, we should be able to touch about Rs. 750-800 Crores in this 

company. If we talk about 2018-2019, during our last discussion I shared about Minda 

Furukawa, there is good growth their also. Last year we had done about Rs. 270-280 Crores 

and this year it will be about Rs. 470 Crores which is expected to touch around Rs. 650 

Crores in next one-and-a-half or two years’ time. In security systems, we are also working 

very aggressively on the aftermarket. In die-casting, we have started a couple of new 

technologies. Last year we started and got good response from the existing OEMs and we 

are in the process of finalizing good export orders for die-casting. In die castings, we will 

be doing about Rs. 180 Crores in this year but I believe that in next two years’ time we will 

be able to touch about Rs. 350-400 Crores. HMSI is also coming up with a new plant in 

Gujarat where they have assured  good share of business to us. Given that they are the 

largest in the scooter segment in India and we plan to increase SOB with them, this will be 

helpful in growth of the business. 

Aditya Biyani: Sir, for the Rs. 3,500 Crores target which we have planned, what is the kind of capex we 

are looking at over the next two years? 

D. C. Sharma: We have good facilities available except for the car interiors in Europe where we have to 

start a new location. Except Minda KTSN, our capex is always within one-thirds of the PBT. 

We have our internal norms and have a huge built up space available in all our existing 

29 plants in India. We already have a presence wherever a customer is present so our 

annual requirement would not be more than Rs. 40-45 Crores. 

Moderator: The next question is from Saurabh Jain from HSBC, please proceed. 

Saurabh Jain: Hi, Sir, my questions are related to the wiring harness business. Can you give us a sense of 

what could be the order book size you have for the wiring harness business? 

D. C. Sharma: We have two companies in wiring harness: one is a 100% owned company, Minda SAI, 

which deals in products for two-wheelers, tractors, and commercial vehicles and the 

second is MSE. MSE deals with all OEMs other than two-wheelers. In Minda SAI, we have a 

couple of good businesses from Mahindra & Mahindra that we are working on. This will 
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come into our results from the second half of this year. Likewise, with Ashok 

Leyland we are working on ABS gear. In the two-wheeler segment, we already have 100% 

in TVS and about 50-55% in HMSI. We started with HeroMoto Corporation only last year 

and right now we have only about 9 to 10% share of business with them. Wiring harness is 

the area of growth for us with huge potential. Currently, we are not exporting anything in 

wiring harness but now we have set up a committee and have got one export order also. 

Though it is not very big but we have started with exports will which be another key area 

of growth in wiring harness. Then through the MSE JV, we also have plans to increase in 

SOBs with Maruti Suzuki and Nissan.  

Saurabh Jain: You said that you are working with the new models of Maruti. Can you give us a sense of 

what could be the share in Maruti when you start with the new models? 

D. C. Sharma: In the S-cross order that we secured last quarter, we have 100% share of business.  

Saurabh Jain: Any other models besides S-cross? 

D. C. Sharma: We have some models in development and are still working on a couple of new products. 

Saurabh Jain: Can you give the market share with Maruti as of now? 

D. C. Sharma: With Maruti, our share right now is about 15-16%, and in the next 8-9 months’ time, this is 

expected to touch about 21-22%. 

Saurabh Jain: Do we see it going up further from there or that is where we are going to stop? 

D. C. Sharma: When we started the JV, we had some understanding with Suzuki in Japan that our share 

will be around 30% of their total wiring harness requirement and right now we have 

reached only 16%. Now that we have a couple of new businesses, in the next two to three 

years’ time we should have 30% or so. 

Moderator: The next question is from the line of Chirag Shah from Edelweiss, please proceed. 

Chirag Shah: Sir, if I look at your subsidiaries, there are two or three basic questions. One, tax rate has 

gone up significantly to around 43.6%, which is mainly the difference between 

consolidated profit and standalone profit, and consolidated tax and standalone tax - so 

is there anything specific in that to look at which is pulling down our overall PAT number? 

D. C. Sharma: Two things, one is the Indian company, MCL is the holding company. We have subsidiary 

companies in India also and the profitability of other standalone Indian companies have 

increased in a good way compared to last year. At the same time, in the ASEAN region, 

we have two companies where last year we had good profit in the first half, but this year 

the profit has gone down in one. There is a low rate of tax in the ASEAN region as 

compared to India which is about 33 - 34%. In Indonesia, for example it is about 24-25%. In 

Minda KTSN, there is some decline in profit in the first six months and since we have carry 
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forward clause, the tax rate is zero. In India, we do not have carry forward 

clause which has increased the overall tax rate on the PBT. 

Chirag Shah: So, this is not a normal trend. The average tax rate for the company would be around 30-

33%? 

D. C. Sharma: Right, exactly. 

Chirag Shah: Second question is on depreciation which that has gone up significantly from about Rs. 

11 Crores to Rs. 15 Crores sequentially. Is this due to any subsidiary or is there a new plant 

that has been started. What is driving this? 

D. C. Sharma: There are two to three reasons for this, one, as we said, JV of Minda Vast was started in 

the month of May. This was not a JV last year but was just in a nature of associated 

company and the consolidation was only for the profits to the extent of shares of equity 

owned by Minda Corporation. But now from May, the moment it became the JV 

company, 50% consolidation has been done. Due to this, there is no impact in the profits 

but sales, depreciation and other costs have been considered in this. Secondly, in Minda 

Furukawa, last year we owned only 49%.  We also started three new locations in Minda 

Furukawa which were started last year in the month of December-January; so there was 

no impact of this in first half as far as depreciation is concerned but now this year the 

depreciation has started from April 1. 

Chirag Shah: Sir, how should one look at your margins in the standalone business; is it the product mix 

which has been driving it that is a high spare business combined with CV business which 

are highly profitable or something else in standalone. We have a historically high EBITDA 

margin at 14.2%, so is product mix the key reason or is it a combination of product mix and 

other efforts that you highlighted? 

D. C. Sharma: There is an impact of product mix but not much. In rupee terms, product mix was 

impacted to the tune of only about Rs. 1.2-1.3 Crores, and that too is because of Minda 

Corporation’s big plant in Pantnagar where we have customers like Ashok Leyland and 

Bajaj. In Ashok Leyland, there is healthy growth and good increase in turnover coupled 

with increase in volume of Bajaj. Due to the combined effect of Ashok Leyland and Bajaj, 

there has been an impact on product mix in terms of profitability. Apart from this a saving 

of Rs. 3 Crores was achieved by way of cost reductions. We have done alternate sourcing, 

localization and value engineering to reduce our costs. Recently, we have formed a team 

of four - five professionals who meet once in 15 days to see the possibility of how the raw 

material cost can further be brought down. 

Moderator: Sir, there are no further questions in the queue. 
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Chirag Shah: Thanks a lot for participating in the call and thank you management of Minda 

Corporation for sparing time and giving insight into the business. Have a great day 

everyone and once again thank you Sharma ji for you time. 

D. C. Sharma: Thank you very much for organizing this investor conference in a very professional way. 

Thank you very much and we are pleased to host a large participation compared to the 

previous conferences. 

Chirag Shah: Thanks everyone for joining the call. 

Moderator: Thank you. On behalf of Edelweiss securities, that concludes this conference. Thank you 

for joining us and you may now disconnect your lines. 

 

Note: This transcript has been edited to improve readability 
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