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About the company 

Incorporated in 2005, Campus Activewear Limited is India's largest sports and athleisure 

footwear brand. The company manufactures and distributes a variety of footwear like 

Running Shoes, Walking Shoes, Casual Shoes, Floaters, Slippers, Flip Flops and Sandals, 

available in multiple colours, styles and at affordable prices. Campus Activewear sells its 

products through online platforms and offline stores. Campus Activewear Limited has a 

pan-India trade distribution network, with over 400 distributors in 28 states and 625 cities. 

The company also has 18,200 retailers across India. The company owns and operates five 

manufacturing facilities across India with an installed annual capacity for assembly of 25.60 

million pairs as of September 30, 2021.

Strength

India’s largest sports and athleisure footwear brand and fastest growing scaled 

sports and athleisure footwear brand with a robust product portfolio across the 

demand spectrum: The Company is the largest sports and athleisure footwear brand in 

India in terms of value and volume in Fiscal 2021. The company is the fastest growing 

scaled sports and athleisure footwear brand (scaled brands being brands with over Rs 2 

billion of revenue in Fiscal 2019) in India over Fiscal 2019 to Fiscal 2021. It had an 

approximately 15% market share in the sports and athleisure footwear industry in India by 

value for Fiscal 2020, which increased to approximately 17% in Fiscal 2021. The company 

has a robust product portfolio across the demand spectrum and is not dependent on a 

single demand factor. The company has increased the volume of its products sold from 

1.22 Crore in Fiscal 2019 to 1.43 crore in Fiscal 2020, with a dip in volume to 1.3 Crore in 

Fiscal 2021 due to the COVID-19 pandemic. The company sells its products across price 

points, geographical locations, and demographics, using its ‘omnichannel experience’. It is 

therefore able to cater to the varied requirements of its consumers as well as provide them 

with the ease of purchasing its products using the channel most suited to them. It has an 

established presence in tier 2 and tier 3 cities. Over the years, it has expanded its presence 

in metro and tier 1 cities and increased its revenue contribution from metro and tier 1 cities 

to its sale of goods from 16.66% for Fiscal 2019 to 26.89% for nine months ended 

December 31, 2021. 

Sustained focus on design and product innovation facilitating access to the latest 

global trends and styles through its fashion forward approach: The company has 

team in India comprises 48 designers based out of India, as on December 31, 2021. The 

company has launched various new styles of footwear with different features such as shock 

absorption and reflect technology across its different price categories every year. The 

company follows a nimble, fashion forward, segmented approach to curate its product 

lines. It has several product development tracks with distinct times to market serving 

various demand cycles: 

Flagship collection launches process (spring-summer and autumn-winter): This 

caters to its staple business which forms the core of its fashion forward process.

In-season replenishment: This allows the company to capture any demand upside and 

cater to positive sales of certain high velocity styles through a swift additional production of 

high-selling pieces in the collection at any time.

Design fast track: This involves the quick design, development, and production of new 

products outside the normal go-to-market process
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Issue Size (Rs. Cr.) 1333-1400

Price Band (Rs.) 278-292

Employee disount Rs.27 Per Equity Share
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Issue Composition

Total Issue for Sale     47,950,000

QIB 23,975,000 

NIB 7,192,500 

Retail 16,782,500 

In shares

Shareholding Pattern (%)

*calculated on the upper price band

Particulars Pre-issue Post -issue

Promoters & promoters group 78.21% 74.10%

QIB 21.79% 18.02%

NIB 0.00% 2.36%

Retail 0.00% 5.51%

Total 100.00% 100.00%

Objects of the Issue

To achieve the benefits of listing the Equity Shares on the 
Stock Exchanges and the offer for sale of up to 47,950,000 
Equity Shares by the Selling Shareholders in the Offer.
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NOOS: This refers to core replenishment products in its portfolio, focuses on creating the base of its 

product range over a longer period.

Difficult to replicate integrated manufacturing capabilities supported by robust supply chain: 

The Company owns and operates five manufacturing facilities across India with an installed annual 

capacity for assembly of 28.80 million pairs as on December 31, 2021. Its manufacturing facilities 

have installed capacity to manufacture 4.80 million footwear uppers and 10.80 million footwear soles 

annually as on December 31, 2021. Its manufacturing facilities give it the ability to manufacture 

37.50% of its requirements of soles and 16.67% of footwear uppers in-house and 100% in-house 

assembly of all its products. The company believes that the combination of its in-house 

manufacturing facilities combined with its integrated supply chain creates an ecosystem that is not 

easily replicable. This combination provides the company with a manufacturing leadtime of 60 to 90 

days as compared to the industry average of 90 to 120 days.

Robust omnichannel sales and distribution network with pan-India presence and move to 

premium category:  Its ‘omnichannel experience’ involves a strong interplay of its trade distribution 

channel and D2C channel. Its D2C channel has extensively complemented its trade distribution 

channel towards extending its pan-India reach. For instance, in the nine months ended December 31, 

2021, South India contributed 9.39% of its sale of goods. Sales through its D2C channel contributed 

84.54% of its sale of goods in South India over the same period. As a result, in South India the 

company was able to achieve significant brand awareness even with a smaller footprint of its trade 

distribution network. The D2C sales in South India will enable the company to expand and grow its 

trade distribution network in South India in the future.

Strong brand recognition, innovative branding and marketing approach: The Company 

believes that it has a strong brand that its consumers trust, as evidenced by its leadership position in 

the sports and athleisure footwear industry in India. Pivoted on style and comfort, the brand aims to 

generate an optimum blend of aspiration and value proposition for its target consumers seeking 

quality sports and athleisure footwear in the latest trends and designs at attractive prices. It is one of 

the only Indian brands in the premium category of the sports and athleisure footwear industry in India 

as of Fiscal 2021. The company has empaneled a leading advertising agency and a media planning 

enterprise to curate and execute themed advertising and marketing campaigns to relate to its target 

consumers and grow consumer loyalty and increase brand acceptance.

Strategies

Leverage its brand and leadership position: The Indian sports and athleisure segment is expected 

to benefit from increasing health awareness, rising levels of disposable income in India, favorable 

trends in Indian demographics such as increasing population of young adults and the growing 

demand for women’s footwear. India also has extremely low footwear penetration per capita as 

compared to developed economies.  The company intends to leverage its brand, quality and pricing 

strategy to increase its market penetration in the women and kids and children categories.

Further expand and deepen its omnichannel experience: It intends to deepen and expand all the 

various elements of its omnichannel experience such as its trade distribution network, exclusive 

brand outlet (“EBO”) presence and increase its online sales. Its existing trade distribution network 

covers most of North and East India. It aims to expand its trade distribution network in India through 

two steps:

Ø Increase distribution network in states it currently operates

Ø Deepen its presence in western and southern regions of India

Targeted product development to increase diversification: The Company aims to diversify its 

revenues from operations through a number of measures:

Ø Consumers across pricing cohort: The Company has launched 335 and 309 new styles in the 

entry-level category in Fiscal 2021 and December 31, 2021 to enable consumers to move from 

unbranded to branded category of sports and athleisure footwear. The company intends to 
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maintain focus on the entry level category to introduce consumers to its brand at a compelling 

value. The company has launched 122 new styles in Premiumization category in Fiscal 2021 

compared to 106 styles in Fiscal 2020. The company intends to increase focus on the premium 

segment of the market to capture new consumers and elevate customer experience of existing 

consumers.

Ø Focus on direct to consumer: The company has launched 153, 311, 293, 161 and 348 new 

products for online channels in Fiscals 2019, 2020, 2021 and nine months ended December 31, 

2020 and December 31, 2021, respectively. It aims to continue to undertake targeted marketing 

and sales efforts for increasing online sales.

To continue to invest in and integrate its supply chain: It relies on a network of suppliers and 

manufacturers for a number of its raw materials and components in the manufacture of its products. 

The company intends to expand its manufacturing capabilities over time and will look to acquire land 

and construct manufacturing facilities over time. It intends to continue to evaluate options to further 

backward integrate in other aspects of its manufacturing process. This may be through acquisitions 

as well. It will evaluate acquisition opportunities based on whether such acquisitions will allow it to 

reduce the reliance on the supply chain, particularly third party vendors and suppliers, ensure quality 

control, give it cost optimization opportunities and protect its design intellectual property. It believes 

that its experienced operational and management teams will enable it to identify, structure, execute 

and integrate acquisitions effectively.

Continued focus on digitization to sharpen product focus and drive retail sales: The Company 

has implemented a number of digitization initiatives including systems for enterprise resource 

planning (ERP), distribution management system (DMS), field force management, point-of-sales 

(PoS), e-commerce order management (OMS) and a retailers’ engagement application. These 

systems will enable capture and provide it with significant inputs in the manufacturing and sales 

process. Besides, it digitization efforts will enable it to have a sharper product focus while managing 

its distributor and retailer relationships.

Targeted acquisitions of products and brands: It evaluates opportunities to grow its business 

inorganically from time to time. It would continue to seek opportunities that complement and grow its 

product offerings as well as ancillary products in the sports and athleisure category. The company 

may also look to increase its portfolio of brands through acquisitions to provide its consumers with 

differentiated offerings. It has not identified any specific targets as on date but intends to continue to 

evaluate these opportunities from time to time.

Risk factor

Ø The company relies on its trade distribution and its direct-to-consumer channels for a majority of 

its sales.

Ø The sports and athleisure footwear industry is highly competitive.

Ø Failure to effectively promote or develop its brand could materially and adversely affect its 

business performance and brand perception.

Ø Merchandise returns could harm its business.

Ø The business of the company depends on its warehousing and logistics and any disruptions may 

have a material adverse effect on its business.

Peer comparison

 

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

Bata India Limited 2312.38 69.50 5.41 355.88 14.74 130.59 5 1925.30 24745.41

Relaxo Footwears Limited 2702.76 271.92 10.92 101.65 17.15 64.72 1 1110.00 27630.79

Campus Activewear Limited 1122.46 113.07 3.72 78.59 20.63 14.16 5 292.00 8886.32
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Valuation

Considering the P/E valuation on the upper price band of Rs.292, EPS and P/E of estimated 

annualised FY2022 are  Rs.3.72 and 78.59 multiple respectively and at a lower price band of Rs. 278,  

P/E multiple is 74.82.  Looking at the P/B ratio on the upper price band of Rs.292, book value and P/B 

of estimated annualised FY22 are  Rs. 14.16 and 20.63 multiple respectively and at a lower price 

band of Rs.278, P/B multiple is 19.64. No change in pre and post issue EPS and Book Value as the 

company is not making fresh issue of capital      

Industry Overview

India is mirroring the global trend with respect to sports and athleisure and has outpaced the global 

growth rate of the segment. It is estimated to be ₹ 19,500 crore (USD 2.6 billion) in FY 2020 and is 

expected to grow at a rate of approximately 16% by FY 2025, almost doubling in size. With increasing 

discretionary incomes and heightened awareness about heath, wellbeing and fitness coupled with 

growing infrastructure to support sports and physical activities and entry of brands across price points 

had propelled consumers to spend on such products. The key categories in the segment are: 1. 

Apparel 2. Footwear 3. Gear (Yoga mats, health equipment’s, gym gloves, belts and other things like 

skipping rope etc.) While sports and athleisure footwear has been around since last few decades and 

has been widely adopted across city tiers since last 2 decades, sports and athleisure apparel has 

picked up paced only in the last few years. Gears still remain to be a small category, largelyunbranded 

and highly fragmented. However, players like Decathlon are conditioning consumers to buy the right 

products and are making them available as a one stop solution. By usage, sports and athleisure is the 

fastest growing category in both apparel and footwear, growing at a CAGR of approximately 16% 

between FY20 and FY25, followed by casual and formal which are growing at 9% and 5% 

respectively over the same period. This is resulting from the gradual cultural transformation from 

formal and rigid dressing codes to a casual and fluid dressing culture blurring the lines between the 

two. This has been further propelled by COVID-19 wherein consumers have eased into working from 

home and step out for casual outings, thereby promoting adoption of athleisure apparel and footwear.

Outlook

'Campus' is the largest sports and athleisure brand in India in terms of value and volume in Fiscal 

2021. Its fashion forward strategy allows the company to have a constant focus on design and 

product innovation, allowing it to keep up with the news worldwide trends and techniques. However, 

the issue is OFS. Moreover, the valuation looks stretched. A long term investor may opt the issue.

 EVENT INDICATIVE DATE

  (On or about)

IPO Open Date 26-Apr-22

IPO Close Date 28-Apr-22

Basis of Allotment Date 4-May-22

Initiation of Refunds 5-May-22

Credit of Shares to Demat Account 6-May-22

IPO Listing Date 9-May-22
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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 841.84 711.28 732.04

Total expenditure 678.73 595.27 595.79

Operating Profit 163.11 116.02 136.25

OPM% 19.38 16.31 18.61

Other Income 2.10 3.80 2.07

PBDIT 165.22 119.81 138.33

Depreciation 37.73 32.71 23.07

PBIT 127.48 87.10 115.26

Interest  13.53 17.16 16.51

PBT  113.96 69.95 98.75

tax 29.15 -43.08 -36.39

Profit After Tax 84.80 26.86 62.37

Balance sheet is on next page

5555
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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 198.51 206.22 126.19

Capital work-in-progress 2.12 0.25 35.21

Intangible assets 0.78 0.88 1.43

Right-of-use assets 72.33 49.09 41.61

Financial Assets 0.00 0.00 0.00

Other financial assets 6.17 4.31 3.88

Deferred tax assets (net) 37.84 37.33 59.86

Income tax assets (net) 4.82 2.76 2.28

Other non-current assets 0.26 0.76 17.17

Total non-current assets 322.84 301.60 287.63

Current assets   

Inventories 320.48 202.50 169.91

Financial Assets   

Trade receivables 122.26 98.20 144.32

Cash and cash equivalents 0.82 1.21 15.29

Bank balances other than those included in 0.00 0.00 45.00

cash and cash equivalents

Loans 1.30 0.49 1.43

Other financial assets 11.49 0.43 0.70

Other current assets 105.51 80.34 54.96

Total current assets 561.86 383.16 431.60

Total Assets  884.69 684.75 719.22

Non-current liabilities   

Financial liabilities   

Borrowings 50.49 66.44 64.35

Lease liabilities 55.99 35.19 27.74

Provisions 4.73 5.73 6.37

Other non-current liabilities 0.00 0.00 0.00

Total non-current liabilities 111.20 107.36 98.46

Current liabilities   

Borrowings 123.69 69.16 178.92

Lease liabilities 10.99 6.45 4.56

Trade payables   

Total outstanding dues of micro enterprises  13.34 8.67 4.03

and small enterprises

Total outstanding dues of creditors other 192.91 162.20 118.81

than micro enterprises and small enterprises

Other financial liabilities 14.11 8.85 9.62

Other current liabilities 6.64 4.91 10.88

Provisions 0.66 0.47 1.67

Income tax liabilities (net) 8.61 3.69 7.42

Total current liabilities 370.94 264.40 335.90

Total 482.15 371.76 434.36

NET Worth 402.55 313.00 284.86

Net worth represented by:   

Share capital 152.16 151.87 151.87

Other equity 250.38 160.76 132.87

Non-controlling interests 0.00 0.36 0.12

Net Worth 402.55 313.00 284.86

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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