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About the company

Incorporated in 2003, Sula Vineyards Limited is the India's largest wine producer and seller 

as of March 31, 2022. The company also distributes wines under a bouquet of popular 

brands including "RASA," "Dindori", "The source," "Satori", "Madera" & "Dia" with its 

flagship brand "Sula" being the "category creator" of wine in India. The company's business 

is broadly classified under two categories (i) the production of wine, the import of wines and 

spirits, and the distribution of wines and spirits (the "Wine Business"); and (ii) the sale of 

services from ownership and operation of wine tourism venues, including vineyard resorts 

and tasting rooms (the "Wine Tourism Business"). Currently, the company produces 56 

different labels of wine at four owned and two leased production facilities located in the 

Indian states of Maharashtra and Karnataka. 

Strength 

High barriers of entry: The wine market in India will remain concentrated, with high 

barriers to entry due to the nature of the product, as well as trade barriers prevalent in the 

alcoholic beverage market. Given the long lead time and high capital expenditure required 

to develop and set up vineyards, it is difficult for new entrants to venture into to the Indian 

wine industry and secure a consistent and steady supply source for high quality wine 

grapes.

Established market leader in the Indian wine industry with the leading brand “Sula”: 

The Company has consistently gained market share (on the basis of its total revenue from 

operations) from 33 per cent in Fiscal 2009 in 100 per cent grapes wine category to 52 per 

cent in value in Fiscal 2022. The company is among the top 10 most followed vineyards in 

the world, having a large following on social media.

Largest wine producer in India with the widest and innovative product offering 

supported by an efficient production mechanism: The company is the clear market 

leader in the Indian domestic wine industry, with its market share by value being 52 per 

Cent in Fiscal 2022. The company been a consistent market leader in the Indian wine 

industry in terms of sales volume as well as value (on the basis of total revenue from 

operations) since Fiscal 2009 crossing 50 per cent market share by value in the domestic 

100 per cent grapes wine market in Fiscal 2012. The ‘Premium’ and ‘Elite’ wine categories 

contributed approximately 61 per cent by value and 40 per cent by volume of the Indian 

domestic 100 per cent grape wine market in Fiscal 2020 and are projected to grow at a 

CAGR of 19.7 per cent by volume in the period between Fiscal 2022 to Fiscal 2025 as 

compared to overall category growth of approximately 15.8 per cent during the same 

period. Since the launch of its first wines in the year 2000, it has redefined the production 

and distribution of wine in India being instrumental in laying the bedrock for the growth of 

the local wine industry in India.

Largest wine distribution network and sales presence: As of September 30, 2022, it 

has a presence in 25 states and six union territories in India. It also entered the overseas 

markets in 2003, and currently offers its wines in over 20 countries, including Spain, 

France, Japan, the United Kingdom and the United States. The company has managed to 

build the largest distribution network among wine companies in India, with close to 13,000 

retail touch-points across the country in 2021. The company also has a strong direct-to-

consumer ("D2C") selling channel primarily through the Wine Tourism Business facilities in 

Nashik and Bengaluru. Its distribution platform included over 50 distributors, 11 

corporations, 14 licensed resellers, 7 company depots, 3 defence units as of September 

30, 2022, over 23,000 points of sale (including over 13,500 retail touch-points and over 

9,000 hotels, restaurants and caterers) as of March 31, 2022. It has over the years 
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successfully built and managed its large distribution network, developing strong relationships with its 

distribution and retail partners across its territories.

Secured supply of raw material with long-term contracts exclusive to Sula: As of June 30, 2022, 

it has access to approximately 2,521 acres of vineyards, which is significantly higher than the second 

largest wine company in the Indian market at close to 460 acres. Out of its total acreage, it has 

entered into long-term supply arrangements (of up to 12 years) with contract farmers for 

approximately 2,290 acres as of September 30, 2022. Such long-term supply arrangements cover 

more than 90 per cent of its annual supply of wine grapes, and it intends to continue expand its wine 

grape supply via long term contracts with third-party farmers.

Leader and pioneer of the wine tourism business in India: The company has been a pioneer of 

wine tourism in India, which has led to a strong D2C presence. It believes with its combination of 

resorts, tasting rooms and restaurants, it has helped to create a unique wine culture in India. As part of 

its Wine Tourism Business, it owns and/or operates “The Source at Sula” and “Beyond by Sula” 

vineyard resorts located at and adjacent to its facility in Nashik, Maharashtra, having a combined 

room capacity of 67 rooms as of September 30, 2022.

Early adoption and focus on sustainability: Sustainability is a key focus area for its company and 

is infused in its business decisions, including the packaging of its products. Clean renewable energy 

is one main focus of its sustainability efforts, and it is a leader in installing clean renewable energy at 

its wineries, with over 2MW of installed solar PV capacity providing it more than 60 per cent of its 

annual energy needs in Fiscal 2022. It is sourcing strategy and strong relationships ensure consistent 

quality, competitive pricing and assured quantity in line with the growing demand for its products.

Strategy

Continuous focus on its Brands: The company’s main strategy is to continue focusing on its Own 

Brands over Third-Party Brands that it imports and distributes. Sales of its own Brands accounted for 

85.49%, 82.75% and 83.91% of the revenue from operations for the 6 months period ended 

September 30, 2022 and September 30, 2021, and Fiscal 2022, respectively, as compared to 63.57% 

in Fiscal 2020, when the company had a significant Third Party Brand distribution business, 

contributing 30.96% of the revenue from operations during the same period.

Focus on premiumization of the product portfolio: Sula intends to continue to leverage its 

distribution capability to launch new products under these categories to further increase their revenue 

and market share in the Indian wine market. To this end, the company has launched “The Source” 

brand with 4 labels in Fiscal 2018, 2019, 2020 and 2022, and undertook a rebranding of its “RASA” 

brand in Fiscal 2022. The company launched a total of 7 labels under its brands, Sula, the Source, 

RASA and Dindori, in the last 5 Financial Years, which have all been in the ‘Elite’ category and 

together were able to acquire a market share of 9% in the ‘Elite’ category by the end of Fiscal 2021. 

The company has been successful in consistently raising the prices of its wines by an annual (fiscal) 

average of 6% from March 31, 2019 to March 31, 2022.

Increasing wine awareness and consumption, and penetrating further into Tier-1 and 2 cities: 

The majority of wine consumers are from the top urban centres in India, with Mumbai, Bengaluru, 

Delhi NCR, Pune, and Hyderabad contributing more than 70% of the overall market. Its strategy is to 

increase its focus on the under penetrated markets in major Metros like Chennai and Kolkata, the 

tourist markets of Kerala, Rajasthan and Goa, and other Tier-1 and 2 cities across India. Additionally, 

with ‘Dia’. The Company’s distribution network enables it to increase the availability and visibility of its 

brands. The company intends to further expand its distribution platform by engaging additional 

distributors, consolidating existing distributors and increasing the number of distributors in these 

under-penetrated markets.

Effectively use digital media to increase awareness of wine in India: The company’s initiatives 

included a combination of social media lifestyle and wine influencer activities, through which 

“influencers” with a significant following conduct promotional activities for its Wine Tourism Business 

through its Company’s or its own social media channels. Its strategy of engaging popular influencers 

with significant followings on social media platforms such as Instagram helps them leverage its 

extensive network to amplify its message, taking awareness of wine to a wider audience.
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Pursue strategic investments and acquisitions to further consolidate the Indian wine 

industry: Sula has demonstrated record in acquiring and successfully integrating companies and 

teams over the last few years, with 2 significant acquisitions in the last 5 years. Through these 

acquisitions, the company seeks to consolidate its position further in the Indian wine market, 

increasing its scale and market share. The company’s acquisitions of the brands and assets of 

Heritage Winery and York Winery in Fiscals 2017 and 2022, respectively, are testament to this. In 

particular, the acquisition of Heritage was strategic, providing Sula with its first owned manufacturing 

facility in Karnataka, allowing it to avail the benefit of significantly lower duties on the sale of its wines 

in Karnataka and offering growth potential to increase its Wine Tourism Business.

Risk factor

Ø Consumers’ taste and preference may change.

Ø The company relies heavily on its brand portfolio and the success of its business strategy 

depends on its ability to enhance its brands.

Ø Its revenue from operations is dependent upon a limited number of customers.

Ø It processing units, raw materials and business operations are primarily concentrated in western 

and south-western parts of India.

Ø The supply and distribution infrastructure and network to sell its products is subject to disruption.

Peer comparison

Valuation

Considering the P/E valuation on the upper price band of Rs.357, EPS and P/E of Estimated 

Annualised FY2023 are Rs.7.25 and 49.27multiple respectively and at a lower price band of Rs. 340, 

P/E multiple is 46.92. Looking at the P/B ratio on the upper price band of Rs.357, post issue book 

value and P/B of FY23 are Rs. 46.94 and 7.60 multiple respectively and at a lower price band of Rs. 

340 P/B multiple is 7.24 . No change in pre and post issue EPS and Book Value as the company is not 

making fresh issue of capital.

Industry Outlook

India is one of the fastest growing alcohol markets among the top economies in the world. The 

recorded per capita consumption of pure alcohol in India has moved from 0.9 liter in 2000 to 3 liter in 

2015 at a CAGR of more than 8 per cent. The percentage drinking population of world is close to 41.7 

per cent. and projected to stabilize around 40 per cent. in 2025. India’s percentage of drinking 

population is projected to be close to ~33 per cent. in FY 2021 and 39 per cent. in 2025. The Indian 

alcohol industry size is estimated at more than one billion cases per annum in FY 2020. Recorded per 

capita consumption of pure alcohol has moved from 0.9 liters to 2.7 liters for the period between 2000 

to 2010 with a CAGR of close to 12 per cent. Recorded per capita consumption of pure alcohol has 

been rangebound around 3 liters from 2015. High alcohol content spirits have dominated the Indian 

alcohol market. A volume-based analysis shows that alcohol beverage market in India is equally 

divided between country liquor, Indian-made foreign liquor (“IMFL”) and beer with a small contribution 

from wines and imported spirits. Beer and wine are poised to drive both volume and value growth for 

the alco-beverage market. The industry is projected to cross 1200 million cases in volume by 2025.

Co_Name Total Income PAT EPS P/E  P/BV BV FV Price Mcap

Radico Khaitan 3087.91 245.77 18.39 58.10 6.79 157.45 2.00 1068.45 14282.37

United Spirits 10813.20 1300.60 15.65 59.75 11.77 79.43 2.00 935.15 67951.62

United Breweries 7412.98 550.33 20.81 83.88 11.67 149.55 1.00 1745.45 46149.70

Sula Vineyards Limited** 448.14 61.01 7.25 49.27 7.60 46.94 2.00 357.00 3005.90

* Peer companies financials are TTM based.

** FY23 Estimated Annualised Financials
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Annexure

Consolidated Financials

Profit & Loss Rs. in Cr.

Particulars Period ended Period ended Period ended
 30-Sep-22 (6 Months) 31-Mar-22 (12 Months) 31-Mar-21 (12 Months)

Revenue from operations 224.07 453.92 417.96

Total expenditure 161.45 340.63 357.00

Operating Profit 62.62 113.29 60.96

OPM% 27.94 24.96 14.58

Other Income 1.69 2.78 3.55

PBDIT 64.31 116.07 64.51

Depreciation 12.58 23.61 25.70

PBIT 51.72 92.46 38.81

Interest  10.47 22.92 33.39

Restated Profit before tax 41.26 69.54 5.43

Exceptional item 0.00 0.00 2.24

Profit & Loss before Share  41.26 69.54 3.19

of Post-acquisition Profit of 

Associate 

Tax 10.75 17.40 0.17

PAT 30.51 52.14 3.01

Balance sheet is on next page

EVENT INDICATIVE DATE

  (On or about)

BID/ISSUE OPENS ON 12-December-22

BID/ISSUE CLOSES ON 14-December-22

Finalisation of Basis of Allotment with the Designated 19-December-22

Stock Exchange 

Initiation of refunds (if any, for Anchor Investors)/unblocking of 20-December-22

funds from ASBA Account 

Credit of Equity Shares to demat accounts of Allottees 21-December-22

Commencement of trading of the Equity Shares on the 22-December-22

Stock Exchanges

Outlook

Sula Vineyards ltd is India’s largest wine producer and seller. The company is an established market 

leader in the Indian wine industry with the leading brand “Sula”. The company stands to benefit largely 

from the current high import duties on international wines. The wine industry in India is seasonal. In 

addition to that, the wine tourism business is also cyclical in nature and thus can result in fluctuations 

in cash flow for the company.  The IPO is entirely an offer for sale (OFS) aggregating to 26,900,532 

equity shares by the promoter, investors and other shareholders. It means money raised through the 

issue won’t go to the company. 

An Indicative timetable in respect of the Issue is set out below:
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Balance Sheet

Particulars As on 30-Sep-22 As on 31-Mar-22 As on 31-Mar-21

Non-current assets   

Property, plant and equipment 341.197 344.413 304.023

Right of use assets 10.772 9.304 12.525

capital work - in progress 11.946 0.98 0.107

Goodwill 0.854 0.854 0.011

Other intagible assets 6.363 6.678 1.195

Investment financial assets 0.003 0.003 0.003

Loans Financial assets 2.125 1.921 1.09

Other financial assets 37.967 20.968 21.824

Current tax assets ( Net) 0.167 0.211 0.139

Other non current assets 7.795 2.685 3.743

Total non-current assets 419.19 388.02 344.66

Current assets   

Inventories 147.265 162.262 143.933

Investments 0 0 0

Trade receivables 102.542 109.394 123.617

Cash and cash equivalents 13.706 10.199 40.791

other balances with banks 8.795 9.385 10.971

Derivative instruments 0 0 0

Loans 1.459 1.151 1.135

Other Financial assets 70.336 73.621 46.887

Other current assets 7.659 4.531 7.519

Non-current assets and assets of a  0 0 32.084

disposal group classified '

Total current assets 351.76 370.54 406.94

Total Assets  770.95 758.56 751.60

Non-current liabilities   

Financial liabilities   

Borrowings 41.217 48.067 59.119

Lease liabilities 7.844 6.243 10.006

Provisions 3.07 1.992 9.961

Deferred tax liabilites 16.214 16.86 15.974

   

Total financial liabilities 68.35 73.16 95.06

Current liabilities   

   

Borrowings 173.426 180.864 242.137

Lease liabilities 4.616 4.739 3.895

 0 0 0

Trade Payable - MSME 1.506 0.478 0.971

Other than micro and small enterprises 37.365 66.967 57.364

Other Financial Liabilities 17.048 14.229 14.471

Provisions 3.03 2.723 1.298

Other liabilites 16.291 18.686 16.807

Current tax liabilities 0.139 1.453 1.27

Liabilities of a disposal group classified as  0 0 13.585

held for sale 

Total current liabilities 253.42 290.14 351.80

Total 321.77 363.30 446.86

NET Worth 449.19 395.26 304.74

Net worth represented by:   

Share capital 16.32 15.72 15.08

Other Equity 432.865 379.539 289.659

Net Worth 449.19 395.26 304.74

Rs. in Cr.
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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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