






























 

1 

 

 

 
Unaudited financial results, first quarter ended 30 June 2016 

(Standalone only) 
 
 

First quarter results in line with expectations 
 

 

 Robust net sales growth of 9% in the quarter 
 

 Alcohol consumption ban in Bihar impacted net sales by 3ppts – underlying net sales growth of 12% in the 
quarter  

 

 Net sales of Prestige & Above segment up 21% with 10ppts positive price/mix;  The Prestige & Above 
segment now represents 57% of net sales, up 5ppts versus last year  

 

 Diageo brand portfolio added Rs. 163 Crore of net sales in the quarter and contributed 12ppts net sales 
growth to the Prestige & Above segment 

 

 Net sales of Popular segment declined 8% in the quarter impacted by the Bihar prohibition;  Priority states 
grew volumes and net sales in the segment 

 

 Gross margin up 161bps driven by premiumisation and productivity 
 

 Marketing investment up 10% with an overall reinvestment rate of 8.2% 
 

 EBITDA Rs. 198 Crore; 5% growth. Underlying EBITDA growth of 14% excluding one off impact 
 

 EBITDA margin 9.7%, down 40bps driven by increased operating expenses. Underlying EBITDA margin 
10.5%, up 42bps 

 

 EBIT Rs. 194 Crore; 8% growth 
 

 Interest cost Rs. 103 Crore, lower by 20% driven by both debt reduction and favourable rates 
 

 Profit after tax Rs. 44 Crore; F16 Q1: Rs 12 Crore. (up 277% versus last year) 
 

 

 
 
 

Anand Kripalu, Chief Executive Officer, commenting on the quarter ended 30 June 2016 said: 
 

"Our strategy and investments over the last 2 years has clearly driven momentum. Looking at our first quarter results, the 
overall performance demonstrates that we have the right strategy in place, focusing on premiumization coupled with 
selective participation in popular. 

The Prestige & Above segment grew net sales by 21%, fuelled by our renovation and premiumisation strategy. The re-
launch of McDowell’s No.1 whisky (core variant) and Royal Challenge has helped both brands grow net sales by 20% and 
46% respectively in this quarter. Signature, which was renovated more recently has returned to growth. This segment now 
represents 57% of the overall business and the portfolio is well placed to outpace the category. 

Several of the challenges we have faced last year are now behind us. We have seen good growth in some states and partial 
recovery in others. Uttar Pradesh has rebounded strongly post the excise duty reduction. Haywards in Karnataka has 
stabilised and delivered 1% volume growth in the quarter. Additionally, the price increase in Karnataka will benefit the next 
quarter. 

These results and the actions that are driving this growth give me confidence that USL can deliver strong and sustained 
performance in the coming years." 
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KEY FINANCIAL INFORMATION 
For the first quarter ended 30 June 2016 

 

Financial information summary (Rs Crores) 
 

Pursuant to the Companies (Indian Accounting Standards) Rules 2015 (Ind AS) issued by the Ministry of Corporate Affairs 
(MCA), United Spirits Limited (“the Company” or “USL”) has prepared the financial results for the quarter ended June 30, 
2016 in accordance with the requirements of Indian Accounting Standards (Ind AS) (“Results”).  The results for the quarter 
ended June 30, 2015, has also been restated by the Company as per the requirements of Ind AS. For further details on 
transition to Ind AS refer to appendix on page 5. 
Cash flow and net debt analysis will be disclosed only in the half year and full year results. 
 

 
F17 F16 Growth 

Q1 Q1 % 

Net sales 2,041 1,866 9 

COGS (1,158) (1,089) (6) 

Gross profit 883 777 14 

Staff cost (180) (163) (11) 

Marketing spend (167) (152) (10) 

Other Overheads (337) (273) (23) 

EBITDA 198 189 5 

Exchange / Other Income 21 15 47 

Depreciation (26) (25) (5) 

EBIT 194 179 8 

Interest (103) (128) 20 

PBT before exceptional items 91 50 81 

Exceptional items (22)   

PBT 69 50 38 

Tax (25) (39) 35 

PAT 44 12 277 

 

Net sales growth (Rs. Crores) 
 

 

Reported net sales were up 9% driven by positive state and brand mix. Continued focus on premiumisation coupled with 
our renovation strategy behind our power brands led to 21% net sales growth in the Prestige & Above segment.  

1,866

2,041

(3)

182 (4)

Reported
F16 Q1

Volume Price/mix Other operating
income

Reported
F17 Q1
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EBITDA growth (Rs. Crores) 
 

EBITDA was up 5%, primarily driven by net sales growth of the Prestige & Above segment.  We continue to invest behind 
our brands with an increase in our marketing investment of 10% versus last year, ahead of top line growth. The increase in 
other overheads is driven by incremental inventory impact due to Bihar prohibition, additional tax levies in certain states and 
investments in building internal systems, processes and capabilities. 
 

Change in EBITDA margin (%) 
 

 

EBITDA margin of 9.7% decreased by 40bps compared to last year. Gross margin improvement was driven by productivity 
initiatives and the strong performance of the Prestige & Above segment in line with our portfolio premiumisation strategy. 
Increase in other overheads explained above negatively impacted margin.  

Underlying EBITDA margin of 10.5% was up 42bps excluding one off impact. 

 
 
 
 

10.1% 9.7%

161bps (4)bps (10)bps
(186)bps

Reported
F16 Q1

Gross
margin

Marketing
spend

Staff cost Other overheads Reported
F17 Q1

189 198

174 (69)

(15)
(17) (64)

Reported
F16 Q1

Net sales COGS Marketing
spend

Staff costs Other
overheads

Reported
F17 Q1
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Brand and segment review 

 

 The Prestige & Above segment represents 42% of total volumes and 57% of total net sales, up 4ppts and 5ppts 
respectively compared to last year. Continued focus on premiumisation led to volume increase of 11% with net sales up 
21% fuelled by strong growth of McDowell’s No. 1 whisky, Royal Challenge and Signature following brand relaunches.  
 

 Good performance of the McDowell’s No 1. whisky core variant continued to be driven by our succesful renovation 
strategy and grew volumes 26% and net sales 20%. This growth was partially offset by decline in other McDowell’s 
No 1. variants.  
 

 Following the exceptional growth of Royal Challenge last year, momentum continued in this quarter and volume 
grew 48% and net sales 46%. 
 

 The re-launch of Signature started towards end of Q4 last year and it returned to growth in the first quarter with 
volume up 6% and net sales up 7%.  
 

 Antiquity Blue grew both volume and net sales. 
 

 The Diageo brand portfolio added Rs. 163 Crore of net sales in the first quarter and grew 269%, lapping a soft 
quarter last year. 

 

 The Popular segment represents 58% of total volumes and 43% of total net sales, down 4ppts and 5ppts respectively 
compared to last year. The total popular segment declined volume 7% and net sales 8% driven by McDowell’s Brandy. 
In line with our selective participation strategy investments were focused behind McDowell’s No 1. Rum, Bagpiper, 
Director’s Special and Old Tavern Whisky which grew in volume and net sales in the priority states.  
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Appendix 

Transition to Ind AS  

Pursuant to the Companies (Indian Accounting Standards) Rules 2015 (Ind AS) issued by the Ministry of Corporate Affairs 
(MCA), United Spirits Limited (“the Company” or “USL”) has prepared the financial results for the quarter ended June 30, 
2016 in accordance with the requirements of Indian Accounting Standards (Ind AS) (“Results”).  The results for the quarter 
ended June 30, 2015, March 31, 2016 and the financial results for the year ended March 31, 2016 have also been restated 
by the Company as per the requirements of Ind AS.  
 

Reconciliation of financial results from erstwhile Indian GAAP to Ind AS for the quarter ended June 30, 2016 versus 
June 30, 2015 

Rs Crore 

F16 Q1 F17 Q1 Growth  % 

as per 
IGAAP 

as per  
Ind AS 

as per 
IGAAP 

as per  
Ind AS 

as per 
IGAAP 

as per 
Ind AS 

Gross sales 5,146 5,449 5,641 5,840 10 7 

Excise duty (3,158) (3,600) (3,365) (3,813) (7) (6) 

Net sales 2,006 1,866 2,289 2,041 14 9 

COGS (1,146) (1,089) (1,316) (1,158) (15) (6) 

Gross profit 860 777 974 883 13 14 

Staff cost (165) (163) (183) (180) (11) (11) 

Marketing spend (217) (152) (254) (167) (17) (10) 

Other Overheads (276) (273) (341) (337) (23) (23) 

EBITDA 202 189 196 198 (3) 5 

FX / Other Income 15 15 21 21 47 47 

Depreciation (25) (25) (26) (26) (5) (5) 

EBIT 192 179 191 194 - 8 

Interest (128) (128) (103) (103) 20 20 

PBT before exceptional items 63 50 88 91 39 81 

Exceptional items - - (22) (22) - - 

PBT 63 50 66 69 4 38 

Tax (43) (39) (24) (25) 43 35 

PAT 20 12 42 44 109 277 

       

Total comprehensive 
income/(loss) 

20 (46) 42 42 - - 

       

Key performance indicators: % % % % % % 

Gross margin 42.9 41.7 42.5 43.3 (0.4) 1.6 

EBITDA margin 10.1 10.1 8.5 9.7 (1.5) (0.4) 

Marketing investment as a % of net 
sales 

10.8 8.2 11.1 8.2 0.3 - 
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Reconciliation of financial results from erstwhile Indian GAAP to Ind AS for the quarter ended June 30, 2015, June 
30 2016 

Rs Crore 
F16 Q1 
as per 
IGAAP 

TMU 
Gross 

up* 
A&P 

expenses Other 

F16 Q1 
as per  
Ind AS  

F17 Q1 
as per 
IGAAP 

TMU 
Gross 

up* 
A&P 

expenses Other 

F17 Q1 
as per  
Ind AS 

Gross sales 5,146 361 (78) 21 5,449  5,641 284 (101) 16 5,840 

Excise duty (3,158) 426  16 (3,600)  (3,365) 439  9 (3,813) 

Net sales 2,006 (66) (78) 5 1,866  2,289 (154) (101) 7 2,041 

COGS (1,146) (76)  19 (1,089)  (1,316) (164)  6 (1,158) 

Gross profit 860 11 (78) (15) 777  974 10 (101)  883 

Staff cost (165)   (2) (163)  (183)   (3) (180) 

Marketing spend (217)  (64)  (152)  (254)  (87)  (167) 

Other 
Overheads 

(276) 11 (14)  (273) 
 

(341) 10 (14)  (337) 

EBITDA 202   (13) 189  196   3 198 

FX / Other 
Income 

15    15 
 

21    21 

Depreciation (25)    (25)  (26)    (26) 

EBIT 192   (13) 179  191   3 194 

Interest (128)    (128)  (103)    (103) 

PBT before 
exceptional 
items 

63   (13) 50 
 

88   3 91 

Exceptional 
items 

-    - 
 

(22)    (22) 

PBT 63   (13) 50  66   3 69 

Tax (43)   (5) (39)  (24)   1 (25) 

PAT 20   (8) 12  42   2 44 

            

Total 
comprehensive 
income/(loss) 

20   (66) (46) 
 

42    42 

*TMU gross up adjustment falls into two types which is the recognition of sales made by the TMU which increases net sales 
and one is the sale of product by the TMU to USL which reduces net sales. 
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Reconciliation of financial results from erstwhile Indian GAAP to Ind AS for the year ended March 31, 2016 
 

Rs Crore 
F16 

as per  
IGAAP 

TMU 
Gross up* 

A&P 
expenses 

Sale of 
equity 

investment Other 

F16 
as per  
Ind AS 

Gross sales 22,242 1,589 (338)  (35) 23,458 

Excise duty 13,210 1,995   (23) 15,182 

Net sales 9,092 (406) (338)  (12) 8,336 

COGS (5,306) (453)   (8) 4,861 

Gross profit 3,786 47 (338)  (20) 3,475 

Staff cost 654    (19) 635 

Marketing spend 966  (289)   677 

Other Overheads 1,286 47 (49)   1,285 

EBITDA 880    (1) 879 

FX / Other Income 106     106 

Depreciation 102    (1) 101 

EBIT 884    (1) 883 

Interest 447     447 

PBT before exceptional items 437    (1) 436 

Exceptional items 736   (854)  (117) 

PBT 1,173   (854) (1) 319 

Tax 192    1 193 

PAT 981   (854) (2) 126 

       

Total comprehensive 
income/(loss) 

981 
  

(854) 4 132 

       

Key performance indicators: %     % 

Gross margin 41.6     41.7 

EBITDA margin 9.7     10.5 

Marketing investment as a % of 
net sales 

10.6 
    

8.1 

*TMU gross up adjustment falls into two types which is the recognition of sales made by the TMU which increases net sales 
and one is the sale of product by the TMU to USL which reduces net sales. 
 

Certain key highlights of the impact of Ind AS on USL 

There are certain areas of significant differences between the Indian GAAP standards as applicable to USL and the 
corresponding Ind AS standards that now apply to USL. The main areas of the differences impacting USL have been 
discussed below: 

 Accounting changes for third party manufacturing units fall into the following two types: 
 

 Under Ind AS 18 on ‘Revenue’ there is explicit guidance on assessment of principal-agent relationships. The company 
has assessed its relationship with the third party manufacturing units (TMUs) and has identified that the TMUs act as 
the Company’s agents and all their activities are carried out on behalf of USL. Accordingly, the results of the 
Company’s activities with the TMUs which were hitherto being shown net in the financial statements of USL will 
henceforth have to be shown gross i.e. the revenues, costs, Inventory and Net assets of the TMUs activities relating 
to USL will be grossed up in the financial statements of USL and appropriate adjustments have been made in that 
regard. However, there is no impact at the profit after tax level as a result of these adjustments.  

 USL has an arrangement with certain TMUs where the goods produced by the TMU are sold back to USL and USL 
sells the finished product in the market. On these sales, the TMU is required to charge excise duty to USL. However, 
since we have established that in this relationship, USL is a principal, we also need to account for the excise duty as 
if it were duty that USL needs to bear. Under the erstwhile Indian GAAP, we have accounted for these purchases as 
a cost of purchase of stock in trade (including the excise duty that USL paid). We have therefore, reversed the excise 
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duty paid on sales by TMU to USL and classified along with excise duty. This is only a reclassification and does not 
impact the profit of the company. 

 

 Discounts, rebates and certain sales promotions activities linked to revenue transactions: Under Indian GAAP, 
all expenditure pertaining to promotional activities were included within expenses and trade discounts were netted 
against revenue. Under Ind AS, certain expenses and discounts which were hitherto included in expenses will have to 
be set off against revenue as these are in the nature of additional discounts/consideration paid to customers. 

 

 Fair valuation of investments: In Indian GAAP, long term investments are measured at cost less diminution in value 
that is other than temporary. Under Ind AS, investment in equity instruments (other than in subsidiaries, associates and 
joint arrangements) are measured at fair value with changes in fair value accounted in either in other comprehensive 
income (OCI) or Statement of Profit and Loss. USL has chosen to record investments in equity shares at fair value 
through OCI. Gain on sale of UBL Shares moved from P&L to Opening Reserve as on 1 April 2015. 

 

 Other comprehensive income (OCI): Under Ind AS, any investments that the company makes in equity instruments of 
another company (other than in a subsidiary, associate or joint venture) is required to be fair valued. Accordingly, at each 
period end, the company would need to record the investment in its balance sheet at its fair market value. The Company 
has a policy choice of recording the movements in fair values, both positive and negative, either in the profit and loss 
account or in the other comprehensive income (OCI). The Company has chosen to record such movements in OCI in 
order to reduce any volatility in the profit and loss account.  

 

 Other Ind AS impact includes reversal of borrowing cost on maturing spirits, reclassification of actuarial gain or loss to 
other comprehensive income, etc. 

 

 There is a change in point of revenue recognition for sales made to government corporations as a result of our transition 
to Ind AS. 

 

 The Ind As impact summary has been prepared based on the format of the SEBI circular CIR/CFD/CMD/15/2015 dated 
30.11.2015. 

 

 

 
Cautionary statement concerning forward-looking statements 
 
This document contains ‘forward-looking’ statements. These statements can be identified by the fact that they do not relate 
only to historical or current facts. In particular, forward-looking statements include all statements that express forecasts, 
expectations, plans, outlook and projections with respect to future matters, including trends in results of operations, margins, 
growth rates, overall market trends, the impact of changes in interest or exchange rates, the availability or cost of financing 
to United Spirits Limited, anticipated cost savings or synergies, expected investments, the completion of United Spirits 
Limited's strategic transactions and restructuring programmes, anticipated tax rates, expected cash payments, outcomes 
of litigation, anticipated deficit reductions in relation to pension schemes and general economic conditions. By their nature, 
forward-looking statements involve risk and uncertainty because they relate to events and depend on circumstances that 
will occur in the future. There are a number of factors that could cause actual results and developments to differ materially 
from those expressed or implied by these forward-looking statements, including factors that are outside United Spirits 
Limited's control. United Spirits Limited neither intends, nor assumes any obligation, to update or revise these forward-
looking statements in the light of any developments which may differ from those anticipated. 
 
 
   
Media enquiries to: Michelle D’Souza Michelle.dsouza@unitedspirits.in  

  +91 98 208 59690 

   

Investor enquiries to: Richard Kugler +91 80 396 42172 

  +91 99 0116 1930 

  richard_kugler@unitedspirits.in 

 Investor Relations mailbox Investor_relations@unitedspirits.in 

mailto:Michelle.dsouza@unitedspirits.in
mailto:Investor_relations@unitedspirits.in
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Conference call and live Q&A session 

 
Anand Kripalu, Managing Director and Chief Executive Officer and Sanjeev Churiwala, Chief Financial Officer will be 
hosting a Q&A session on Wednesday 27th July 2016 at 12:00 pm (Noon, IST time).  
 
If you would like to join to the Q&A session please use the below dial in details.  
 

Conference Dial In Information 

Click here for your DiamondPass™  

URL: 

http://services.choruscall.in/diamondpass/registration?confirmationNumber=3820918  
[Copy and paste the above link in your internet browser to access the Diamond Pass.] 

 

DiamondPass™ is a Premium Service that enables you to connect to your conference call without having to wait for 
an operator.  
 
If you have a DiamondPass™ click the above link to associate your pin and receive the access details for this 
conference, if you do not have a DiamondPass™  
please register through the link and you will receive your DiamondPass™ for this conference. 

All other participants dial the numbers below 

Please dial the below number at least 5-10 minutes prior to the conference schedule to ensure that you are connected 
to your call in time. 

Primary Number  +91 22 3960 0651 

Secondary Number  +91 22 6663 5516 

Local Access Number  6000 1221 
Available in - Ahmedabad, Bangalore, Bhubaneswar, 
Chandigarh, Chennai, Coimbatore, Delhi, Goa, Guntur, Gurgaon, 
Hyderabad, Indore, Jamshedpur, Kanpur, Kochi/Cochin, 
Kolhapur, Kolkata, Nagpur, Noida, Patna, Pune, Raipur, Rajkot, 
Surat, Trivandrum, Vadodara, Vijayawada 
Accessible from all major carriers except BSNL/MTNL. 

 

3940 3977 
Available in - Ahmedabad, Bangalore, Chandigarh, Chennai, 
Gurgaon (NCR), Hyderabad, Kochi/Cochin, Kolkata, Lucknow, 
Pune 
Accessible from all carriers. 

International Toll Free Number   USA - 18667462133 

 UK - 08081011573 

 Singapore - 8001012045 

 Hong Kong - 800964448 

International Toll Number   HongKong - 85230186877 

 Singapore - 6531575746 

 UK - London - 442034785524 

 USA – Los Angeles - 13233868721 
 

 

 

http://services.choruscall.in/diamondpass/registration?confirmationNumber=3820918
http://services.choruscall.in/diamondpass/registration?confirmationNumber=3820918

