
About the company

Ethos Limited is the largest luxury and premium watch retailer in India. The 

company delivers premium luxury watches through websites, social media 

platforms and physical stores. Ethos Limited operates on an omnichannel 

model and allows customers to order products either offline or online and 

have the flexibility of buying products at one store and returning at another or 

browsing product catalogues and placing orders online with doorstep 

delivery. The company's watch portfolio has 50 premium brands including 

Omega, IWC Schaffhausen, Jaeger LeCoultre, Panerai, Bvlgari, H. Moser & 

Cie, Rado, Longines, Baume & Mercier, Oris SA, Corum, Carl F. Bucherer, 

Tissot, Raymond Weil, Louis Moinet and Balmain. The company has 50 

physical retail stores in 17 cities in India including New Delhi Mumbai, 

Bengaluru, Hyderabad, Chennai, Kolkata, Chandigarh, Ahmedabad, Jaipur, 

Lucknow, Gurgaon, Guwahati, Ludhiana, Nagpur, Noida, Pune and Thane. 

Ethos Limited has 7,000 different premium watches and 30,000 watches in 

stock at any given time. As of December 31, 2021, the company's website 

had 21,844,216 visitor sessions.

Strength

Access to large luxury customer base: It has built its customer base over 

the years and continues to aim to attract new customers to its platform by 

providing an engaging shopping experience. As of March 31, 2022 it has 

access to a HNI customer base of over 2,83,300. Access to its digital platform 

increased over the calendar years i.e. 15.47 million number of sessions in 

2019 to 21.46 million number of sessions in December 31, 2021. Company’s 

understanding of the luxury customers has enabled it to evolve its luxury 

customer base, enabling it to drive the sales of its luxury and high luxury 

watches. Its loyalty programme, Club Echo, has also been subscribed by 

over 2,83,300 registered members which gives a unique insight into 

understanding the buying pattern of its customers and reward them for their 

loyalty. The company believes that access to a large number of luxury 

customers gives it the competitive advantage over its competitors in sale of its 

products and driving revenue and profitability.

Leading luxury watch Omnichannel retail player of India: The company 

was quick to establish a robust digital infrastructure which has been its key 

strength and enabled it to scale business and increase its customer base. Its 

digital team consists of over 70 employees across different teams, including 

performance marketing, creative, content, social media, and 

product/website, technology and internet sales among others. Its website 

showcases over 50 brands, offering a great eco-system for visitors to not only 

purchase these watches online but also to discover watches, and understand 
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Shareholding Pattern (%)

*calculated on the upper price band

Particulars Pre-issue Post -issue

Promoters & promoters group 81.02% 61.65%

QIB 18.98% 26.83%

NIB 0.00% 3.46%

Retail 0.00% 8.06%

Total 100.00% 100.00%

Issue Highlights

Offer for sale (Shares) 1,108,037

 Fresh Issue (Shares) 4,271,071

Net Offer to the Public 5,379,108

Issue Size (Rs. Cr.) 449-473

Price Band (Rs.) 836-878

Offer Date  18-May-22

Close Date 20-May-22

Face Value  10

Lot Size 17

Objects of the Issue

The company propose to utilise the Net Proceeds towards 
funding the following objects:

• Repayment or pre-payment, in full or in part, of all or certain 
borrowings availed by the Company.

• Funding working capital requirements of the Company.

•  Financing the capital expenditure for establishing new stores.

• Financing the renovation of certain existing stores and 
upgradation of enterprise resource planning software.

• General corporate purpose.

SMC Ranking

(1/5)



their legacies. The company uses data collected across its channels to re-market to 

the customers who have shown interest in its website across the popular networks 

and social media platforms to remain top-of-mind for its customers. The company is 

the market leader in Luxury watch segment in India, and it also leads the Luxury 

Omnichannel market in India, with wide omnichannel presence and focus. In FY 2020, 

36% of Ethos’s revenue came from digitally enabled sales. Other key players who 

follow omnichannel retail are Kapoor Watch Co, Johnson Watch Co, Zimson, Kamal 

Watch, Helios etc.

Strategically located and well invested store network with attractive in-store 

experience: With 50 retail stores, over 7,000 varied premium and luxury watches and 

about 30,000 watches in stock at any given time, its retail stores are located 

strategically in shopping malls, airport terminals and other premium areas. The 

company believes that the prime locations that Company chooses for its stores in the 

growing Indian luxury watch markets, the investments that the company has made in 

these stores, the selection of products that the company is able to offer to its 

customers in-store, the presentation of products within the stores, the quality of its 

staff and the service that the company offers to its customers will continue to help 

Company to increase sales of luxury watches. Its flagship stores are high-street 

stores allowing lower mall dependency for it, which proved to be a massive structural 

advantage, especially during the pandemic year, when all the shopping malls were 

directed to be closed down. Its networks of retail stores allow it to cater to a large 

section of consumers and ensure effective penetration of the luxury watch brands that 

the company retails. The company also believes that its network of stores in shopping 

malls provides it with a significant advantage over its competitors. 

Strong and long-standing relationships with luxury watch brands: The 

Company values its brand relationships and has a team of brand managers who work 

closely with brands to strategize and execute growth and brand building strategies. 

The company view itself as brand custodians and apply a client-servicing mindset to 

its interactions with brands to ensure the company are building long-term strategic 

relationships. Through its strong and long-standing relationships with the world’s 

leading luxury watch makers, the company is able to offer its customers the respected 

luxury watches brands in the world, such as Omega, IWC Schaffhausen, Jaeger 

LeCoultre, Balmain, Panerai, Bvlgari, H. Moser & Cie, Rado, Longines, Baume & 

Mercier, Oris SA, Corum, Carl F. Bucherer, Tissot, Raymond weil and Louis Moinet. 

The company believes that the strength of Company’s long-standing relationships 

with leading luxury watch brands in India has assisted, and will continue to assist, the 

Company in further growing its presence in India. The company also believes that this 

strong and longstanding network of relationships with owners of luxury watch brands 

enhances its competitive position.

Leadership position in an attractive luxury watch market: The Company is the 

largest retailer for luxury watches in India commanding 20% market share of the 

organised market for luxury watch retail in India. The company has the sizeable 

portfolio of premium and luxury watches in India enabling it to retail 50 premium and 

luxury watch brands. The Company benefits from strong levels of domestic demand 
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for luxury watches. The company derives significant benefits from the tendency of 

consumers in the luxury watch markets to become repeat customers and span age 

and income groups.

Early mover advantage in certified pre-owned business: In addition to its premium 

and luxury watch retail, the company also undertakes retail of certified pre-owned 

luxury watches under ‘Certified Pre-Owned’ (“CPO”) luxury watch lounge located at 

National Capital Territory of New Delhi. The company started its pre-owned luxury 

watch retail business in Fiscal 2019. CPO is a destination for selling and buying 

preowned luxury watches under technical expert supervision providing a 360- degree 

physical inspection and verification of watches and certified with a two year warranty.

Strategy 

Leveraging the luxury watch retail business and access to luxury customers to 

expand into other luxury verticals: For category specialists in the luxury segment, 

growth through category extension is expected. There is a potential for current vertical 

specialists to expand into adjacent luxury offerings like hard luxury in various product 

categories. Ethos has a thorough understanding of the luxury customer and the 

related environment in India and has a ready database of HNIs in India. All of its retail 

platforms are well maintained and appeal to customers interested in purchasing 

luxury products. The company intends to leverage its strength of understanding of the 

luxury market, customers and products, reputation for authentic, high-end luxury 

products. Through its CPO platform, it has ventured into sale of pre-owned luxury 

watches and intends to expand into other luxury category goods. The company aims 

to increase the product offerings in its current brand portfolio of luxury watches and 

add newer long-term focused brands in other product categories

Expanding the physical store network and increasing market share: Ethos 

expects the luxury watch market to continue to grow in India as well as neighbouring 

countries like of Bangladesh (Dhaka), Sri Lanka (Colombo), Nepal (Kathmandu) and 

Maldives (Male). The company will continue to focus on continued growth of its luxury 

watches business.

Growing the certified pre-owned luxury watch retail business: In order to be 

successful in certified pre-owned, scale is crucial as it is important to offer a wide 

choice of watches to the customers and scale also allows one to make the necessary 

investments in digital infrastructure, marketing, servicing, refurbishing and 

certification. The most crucial part in a successful certified preowned business in 

watches is the procurement and refurbishment of watches. Its 50 retail stores across 

India that acts as off-line touch point with customers, allowing it to ask its patrons 

about trading in an older watch and get store-credit reimbursable on new watches. It 

has a dedicated website for certified pre-owned watches, which acts as a digital touch 

point. Website visitors can also share details and pictures of their timepieces for 

evaluation online, this allows the company to capture procurement intent online as 

well.  Its service centre helps in the quality checks, evaluation, refurbishing and 

certification of the pre-owned timepieces it receives. Its service centre also enables it 

to procure more timepieces, allowing its customers to trade-in or simply sell their 
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watches to the company.  Its social media channels have a wide following and can be 

used to procure watches as well. With access to over 2,83,300 customers, robust 

Omnichannel infrastructure, repair and refurbishment infrastructure and importantly, 

credibility with customers, it believes that it has the necessary scale and infrastructure 

to drive sales under the CPO business.

Increasing the watch brands portfolio: Ethos endeavours to improve sales and 

hence create value for its brand relationships through improved merchandising, 

refined marketing and new data driven brand specific experiences. The company 

wants to ensure that its platform maintains its position as a go-to premium and luxury 

watch retail destination for its diverse brand relationships. Many of the world’s leading 

watch brands are not yet present in India and Ethos intends to partner with them and 

bring these brands to India. In addition to increasing its brand portfolio, the company 

also intends to enter into and increase its exclusive arrangements for sale and 

marketing of premium and luxury watch brands in India.

Investing in Brand: The company is in the process of buying brand-names “ETHOS” 

and “SUMMIT” and from its promoter, KDDL Limited. It has entered into an agreement 

to sell dated January 1, 2022, with KDDL Limited, for the transfer of brand names, 

trademarks, trade names logos and all related rights to “Ethos” in its name for an 

amount of ₹ 3,900 lakhs. Out of ₹ 3,900 lakhs, one third needs to be paid by Ethos by 

March 31, 2022, one third of the payment will be made by it to KDDL Limited when 

trademark “Ethos” is transferred and remaining amount is to be paid when trade mark 

“Summit” is transferred and registered in its favour. 

Drive Sales and gather data through Technological Innovations: With increased 

internet penetration and adoption of artificial intelligence and machine learning in 

retailing, luxury brands have started adopting these technologies to make their 

products available to the customers. Certain global marketplace platforms offer virtual 

showrooms on its apps, which enables the customers to virtually try on the watch 

through augmented reality, giving customers an experience and enabling them to 

view and feel how the watch will look on wearing. Ethos understands the importance of 

assisted buying to drive awareness and make sales and in order to further enhance its 

efficiency, optimisation and driving sales, it is in the process of implementing several 

innovative steps and products.

Risk factor

Ø  The company is dependent on watch brands for the manufacturing.

Ø The company does not have definite agreements for the supply of products with the 

majority of its suppliers.

Ø The company faces competition from various domestic as well as international 

players that may have some effect on its competitive position and profitability.

Peer comparison

As per RHP, there are no listed companies in India that engage in a business similar to 

that of Ethos.
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Valuation:

Considering the P/E valuation, on the upper end of the price band of Rs.878, the stock 

is priced at pre issue P/E of 78.47x on an estimated annualised FY22 EPS of 

Rs.11.19. Post issue, the stock is priced at a P/E of 96.04x on its EPS of Rs.9.14. 

Looking at the P/B ratio at Rs.878, pre issue, book value of Rs. 103.82 of P/Bvx 8.46x. 

Post issue, book value of Rs.252.29 of P/Bvx 3.48x.                

Considering the P/E valuation, on the lower end of the price band of Rs.836, the stock 

is priced at pre issue P/E of 74.72x on an estimated annualised FY22 EPS of 

Rs.11.19. Post issue, the stock is priced at a P/E of 91.44x on its EPS of Rs.9.14. 

Looking at the P/B ratio at Rs.836, pre issue, book value of Rs. 103.82 of P/Bvx 8.05x. 

Post issue, book value of Rs.252.29 of P/Bvx 3.31x.               

Industry overview

Luxury Goods market in India is currently valued at INR 45,210 Cr. as of FY 2021. 

Premium and Luxury Fashion & Lifestyle segment has the highest share with 33% 

contribution in FY 2020 mainly because of their higher volumes. The Covid-19 

pandemic had a major impact on the luxury goods market with the market contracting 

by ~23% from FY 2020 to FY 2021. Other Luxury product market which includes 

Experiential Luxury, Luxury wines and spirits, Luxury Leather Goods, Luxury 

Consumer Electronics and Luxury were the most impacted segment with market 

contradicting by ~36%. Premium and Luxury car market was the least impacted 

segment, contradicting by ~10%. The overall Luxury market in India is expected to 

show a path to recovery. It is expected that the Luxury market would be valued at INR 

69,430 Cr. by FY 2025 and grow by ~11% CAGR over the next 4 years. Watch Market 

in India was valued at ~INR 13,500 Cr in FY 2020 and is expected to grow at a CAGR 

of 10.6%* to reach ~ INR 22,300 Cr by FY 2025, on back of factors like increased 

discretionary spend on watches category, opening of more organized channels of 

purchase like MBOs and online marketplaces & vertical specialists, increased 

penetration of smartwatches in mid to premium category, omnichannel market 

organization etc. The Indian Watch Market is estimated at INR 13,500 Cr. While sub-

INR 5,000 mass and mid segment of watches account for ~30% of the market, 

Fashion segment (INR 5,000 – INR 25,000) accounts for ~21% of the market. The 

Premium, Bridge to luxury and Luxury segment are collectively estimated to 

contribute ~49% of the market. While the Mass & Mid segments account for a large 

value and volume share in the market, their growth is slow at 5- 7%. On the other hand, 

Fashion & Premium Segments are growing at a CAGR of ~12%. The Luxury 

segments are growing faster than other segments at a CAGR of 13-14%.

Outlook

The Company enjoys leadership position in an attractive luxury watch market. It has a 

large base of luxury customers with a deep understanding of digital and omnichannel 

commerce. However, the Company does not have definite agreements for the supply 

of products with the majority of its suppliers. Moreover the issue looks highly priced.
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Consolidated Financials

Profit & Loss Rs. in Cr.

Particulars Period ended Period ended Period ended

 31-Dec-21 (9 Months) 31-Mar-21 (12 Months) 31-Mar-20 (12 Months)

Revenue from operations 418.59 386.57 457.85

Total expenditure 373.04 346.84 406.27

Operating Profit 45.56 39.73 51.58

OPM% 10.88 10.28 11.27

Other Income 10.75 16.57 3.16

PBDIT 56.31 56.30 54.74

Depreciation 22.75 31.36 32.79

PBIT 33.56 24.94 21.95

Interest  11.92 16.98 19.63

Restated profit before share of 21.64 7.96 2.32

joint venture and tax (III= I-II) 

Share of Profit/(Loss) of joint venture -0.02 0.14 -0.33

(net of income tax) (IV) 

Restated Profit before tax 21.62 8.10 1.99

tax 5.63 2.31 3.32

Profit After Tax 16.01 5.79 -1.33

Balance sheet is on next page

 EVENT INDICATIVE DATE

  (On or about)

Opening Date 18-May-22

Closing Date 20-May-22

Basis of Allotment 25-May-22

Initiation of Refunds 26-May-22

Credit of Shares to Demat 27-May-22

Ethos Limited IPO Listing Date 30-May-22
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Balance Sheet

Particulars As on 31-Dec-21 As on 31-Mar-21 As on 31-Mar-20

Non-current assets   

Property, plant and equipment 35.09 30.68 30.59

Capital Work in Progress 0.27 3.76 0.70

Intangible assets 0.63 0.64 0.81

Right-of-Use Assets 81.69 79.28 93.41

Intangible assets under development 0.00 0.06 0.06

Investment in Joint Venture 1.53 0.80 0.67

Financial Assets   

Loans 0.09 0.10 0.05

Other financial assets 11.73 8.89 8.36

Non current tax assets (net) 1.51 1.47 1.45

Deferred tax assets (net) 9.34 8.66 8.07

Other non-current assets 1.97 1.16 2.15

Total non-current assets 143.85 135.52 146.30

Current assets   

Inventories 239.64 197.77 218.59

Financial Assets   

Trade receivables and contract assets 9.85 12.18 9.38

Cash and cash equivalents 61.42 18.31 9.84

Other bank balances 12.21 2.20 1.10

Loans 0.29 0.18 0.14

Other Financial assets 7.47 10.12 12.79

Other Current assets 19.26 15.77 23.82

Total current assets 350.14 256.53 275.65

Total Assets  493.99 392.04 421.96

Non-current liabilities   

Financial liabilities   

Borrowings 23.26 17.08 15.76

Lease Liabilities 71.26 68.89 79.63

Other financial liabilities 0.49 0.90 0.95

Provisions 1.32 1.57 1.30

Total financial liabilities 96.34 88.44 97.64

Current liabilities   

Financial liabilities   

Borrowings 63.50 34.91 59.99

Lease liabilities 21.62 19.14 18.91

Trade payables   

total outstanding dues of micro enterprises 0.77 0.01 0.02

and small enterprises 

total outstanding dues of creditors other 83.10 71.99 72.41

than micro enterprises and small enterprises 

Other Financial liabilities 10.54 9.71 9.79

Other current liabilities 15.06 9.17 10.58

Provisions 2.89 2.49 2.37

Current tax liabilities (net) 2.12 0.58 0.38

Total current liabilities 199.60 147.99 174.45

Total 295.93 236.43 272.09

NET Worth 198.06 155.61 149.87

Net worth represented by:   

Share capital 18.78 18.21 18.21

Other Equity 179.29 137.40 131.66

Net Worth 198.06 155.61 149.87

Rs. in Cr.



Corporate Office:

11/6B, Shanti Chamber,

Pusa Road, New Delhi - 110005

Tel: +91-11-30111000

www.smcindiaonline.com

E-mail: smc.care@smcindiaonline.com

Disclaimer: This Research Report is for the personal information of the authorized recipient and doesn't construe to be any investment, legal or taxation advice to the investor. It is only for private circulation and use. 
The Research Report is based upon information that we consider reliable, but we do not represent that it is accurate or complete, and it should not be relied upon as such. No action is solicited on the basis of the 
contents of this Research Report. The Research Report should not be reproduced or redistributed to any other person(s)in any form without prior written permission of the SMC. The contents of this material are 
general and are neither comprehensive nor inclusive. Neither SMC nor any of its affiliates, associates, representatives, directors or employees shall be responsible for any loss or damage that may arise to any 
person due to any action taken on the basis of this Research Report. It does not constitute personal recommendations or take into account the particular investment objectives, financial situations or needs of an 
individual client or a corporate/s or any entity/s. All investments involve risk and past performance doesn't guarantee future results. The value of, and income from investments may vary because of the changes in the 
macro and micro factors given at a certain period of time. The person should use his/her own judgment while taking investment decisions. Please note that SMC its affiliates, Research Analyst, officers, directors, and 
employees, including persons involved in the preparation or issuance if this Research Report: (a) from time to time, may have long or short positions in, and buy or sell the securities thereof, of the subject 
company(ies) mentioned here in; or (b) be engaged in any other transaction involving such securities and earn brokerage or other compensation or act as a market maker in the financial instruments of the subject 
company(ies) discussed herein or may perform or seek to perform investment banking services for such company(ies) or act as advisor or lender/borrower to such subject company(ies); or (c) may have any other 
potential conflict of interest with respect to any recommendation and related information and opinions. All disputes shall be subject to the exclusive jurisdiction of Delhi High court.

SMC Global Securities Ltd. (hereinafter referred to as “SMC”) is regulated by the Securities and Exchange Board of India (“SEBI”) and is licensed to carry on the business of broking, depository services and related 

activities. SMC is a registered member of National Stock Exchange of India Limited, Bombay Stock Exchange Limited, MSEI (Metropolitan Stock Exchange of India Ltd) and M/s SMC Comtrade Ltd is a registered 

member of National Commodity and Derivative Exchange Limited and Multi Commodity Exchanges of India and other commodity exchanges in India. SMC is also registered as a Depository Participant with CDSL 

and NSDL. SMC’s other associates are registered as Merchant Bankers, Portfolio Managers, NBFC with SEBI and Reserve Bank of India. It also has registration with AMFI as a Mutual Fund Distributor. 

SMC is a SEBI registered Research Analyst having registration number INH100001849. SMC or its associates has not been debarred/ suspended by SEBI or any other regulatory authority for accessing /dealing in 

securities market. SMC or its associates or its Research Analyst or his relatives do not hold any financial interest in the subject company interest at the time of publication of this Report. SMC or its associates or its 

Research Analyst or his relatives do not hold any actual/beneficial ownership of more than 1% (one percent) in the subject company, at the end of the month immediately preceding the date of publication of this 

Report. SMC or its associates its Research Analyst or his relatives does not have any material conflict of interest at the time of publication of this Report. 

SMC or its associates/analyst has not received any compensation from the subject company covered by the Research Analyst during the past twelve months. The subject company has not been a client of SMC 

during the past twelve months. SMC or its associates has not received any compensation or other benefits from the subject company covered by analyst or third party in connection with the present Research Report. 

The Research Analyst has not served as an officer, director or employee of the subject company covered by him/her and SMC has not been engaged in the market making activity for the subject company covered by 

the Research Analyst in this report.

The views expressed by the Research Analyst in this Report are based solely on information available publicly available/internal data/ other reliable sources believed to be true. SMC does not represent/ provide any 

warranty expressly or impliedly to the accuracy, contents or views expressed herein and investors are advised to independently evaluate the market conditions/risks involved before making any investment decision. 

The research analysts who have prepared this Report hereby certify that the views /opinions expressed in this Report are their personal independent views/opinions in respect of the subject company.
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Mumbai Office:

Lotus Corporate Park, A Wing  401 / 402 , 4th Floor , 

Graham Firth Steel Compound, Off Western 
Express Highway, Jay Coach Signal, Goreagon 
(East) Mumbai - 400063

Tel: 91-22-67341600, Fax: 91-22-67341697

Kolkata Office:

18, Rabindra Sarani, Poddar Court, Gate No-4,

5th Floor, Kolkata - 700001

Tel.: 033 6612 7000/033 4058 7000

Fax: 033 6612 7004/033 4058 7004
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