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Certain	statements	made	in	this	presenta.on	may	not	be	based	on	historical	informa.on	or	facts	and	may	be	“forward	looking	statements,”	including	those	rela.ng	to	general	business	plans	and	strategy	of	PI	Industries	Limited	(“PIIL"),	its	future	
outlook	and	growth	prospects,	and	future	developments	in	its	businesses	and	its	compe..ve	and	regulatory	environment.	Actual	results	may	differ	materially	from	these	forward-looking	statements	due	to	a	number	of	factors,	including	future	
changes	or	developments	in	PIIL's	business,	its	compe..ve	environment,	its	ability	to	implement	its	strategies	and	ini.a.ves	and	respond	to	technological	changes	and	poli.cal,	economic,	regulatory	and	social	condi.ons	in	India.	This	presenta.on	
does	not	cons.tute	a	prospectus,	offering	circular	or	offering	memorandum	or	an	offer,	or	a	solicita.on	of	any	offer,	to	purchase	or	sell,	any	shares	and	should	not	be	considered	as	a	recommenda.on	that	any	investor	should	subscribe	for	or	
purchase	any	of	PIIL's	shares.	Neither	this	presenta.on	nor	any	other	documenta.on	or	informa.on	(or	any	part	thereof)	delivered	or	supplied	under	or	in	rela.on	to	the	shares	shall	be	deemed	to	cons.tute	an	offer	of	or	an	invita.on	by	or	on	
behalf	of	PIIL.		
PIIL,	as	such,	makes	no	representa.on	or	warranty,	express	or	implied,	as	to,	and	does	not	accept	any	responsibility	or	liability	with	respect	to,	the	fairness,	accuracy,	completeness	or	correctness	of	any	informa.on	or	opinions	contained	herein.	The	
informa.on	contained	 in	 this	presenta.on,	unless	otherwise	specified	 is	only	current	as	of	 the	date	of	 this	presenta.on.	PIIL	assumes	no	 responsibility	 to	publicly	amend,	modify	or	 revise	any	 forward	 looking	statements,	on	 the	basis	of	any	
subsequent	development,	informa.on	or	events,	or	otherwise.	Unless	otherwise	stated	in	this	document,	the	informa.on	contained	herein	is	based	on	management	informa.on	and	es.mates.	The	informa.on	contained	herein	is	subject	to	change	
without	 no.ce	 and	 past	 performance	 is	 not	 indica.ve	 of	 future	 results.	 PIIL	may	 alter,	modify	 or	 otherwise	 change	 in	 any	manner	 the	 content	 of	 this	 presenta.on,	without	 obliga.on	 to	 no.fy	 any	 person	 of	 such	 revision	 or	 changes.	 This	
presenta.on	may	not	be	copied	and	disseminated	in	any	manner.		
	

THE	INFORMATION	PRESENTED	HERE	IS	NOT	AN	OFFER	OR	SOLICITATION	OF	ANY	OFFER	TO	PURCHASE	OR	SELL	ANY	EQUITY	SHARES	OR	ANY	OTHER	SECURITY	OF	Pi	INDUSTRIES	LTD.	
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Out-performance	conQnues	in	spite	of	Covid-19	challenges….		
Revenue	Up	41%,	EBITDA	Up	55%	and	PAT		Up	43%,	YoY	

Fig	in	Crores	 Q1FY20	 Q1FY21	 %	YOY	

Revenue	 											754	 											1060		 41%	

Gross	Margin	 45%	 42%	 (280)	Bps	

Fixed	Overheads	 											185		 											216		 -17%	

EBITDA	 											153		 											236	 55%	

EBITDA	as	%	Revenue	 20%	 22%	 	140bps		

Net	Profit	 											102		 											146		 43%	

ü  Revenues	grew	by	~41%	YoY	despite	Covid-19	disrupAons	to	operaAons	
and	movement	of	goods	during	iniAal	phase	of	Q1	

ü  Exports	 increased	 ~23%	 YoY	 driven	mainly	 by	 proacAve	 raw	material	
inventory	 management	 and	 capacity	 planning.	 Demand	 for	 key	
commercialised	 molecules	 remains	 strong.	 Shipments	 have	 gained	
momentum	

ü  DomesAc	 revenues	 up	 by	 76%	 YoY,	 contributed	 by	 carryover	 demand	
from	 Q4’FY20,	 Isagro	 brand	 sales	 and	 robust	 momentum	 in	 the	
domesAc	segment	on	planned	brand	posiAoning	to	avail	advantage	of	
early	sowing	

ü  Both	 domesAc	 and	 export	 supplies	 have	 picked	 up	 pace	 with	 all	
manufacturing	 faciliAes	 being	 operaAonal	 and	 capacity	 uAlisaAon	 is	
building	back	to	pre-COVID	levels		

ü  ContribuAon	 from	 Isagro	 further	 enhanced	 during	 the	 quarter.	 ~13%	
growth	contributed	by	Isagro	Asia,	a	mark	of	good	beginning		

ü  280	basis	drop	in	gross	margin	due	to	change	in	business	mix	of	Export,	
DomesAc	and	Isagro	

ü  Control	on	overall	fixed	overhead	helped	in	improving	EBITDA	Margin	

ü  Net	 Profit	 upsurge	 with	 higher	 momentum	 in	 topline	 ,	 depreciaAon	
inline	with	capaciAes	added	increased	from	Rs.29	Cr	to		Rs.43	Cr.	

CONSOLIDATED	

501	

253	

614	

446	

EXPORTS	 DOMESTIC	

Q1FY20	 Q1FY21	

76%	

153	

102	

236	

146	

EBITDA	 PAT	

Q1FY20	 Q1FY21	

23%	 43%	

•  	FY20	figures	includes	3	months	data	of	Isagro	Asia	acquired	in	Dec,	2019		 •  	All	Figures	are	in	Crores	

55%	

2	



(Rs	in	Crores)	 JUN	20	 JUN	19	
Shareholders'	Funds	 												2,789.5		 												2,391.9		
Non	Current	LiabiliQes	 															598.6		 																		49.9		
										Long-term	borrowings		 															468.7		 																				0.0		
										Deferred	tax	liabili.es	 																		26.0		 																						-				
										Other	long-term	liabili.es		 																		75.1		 																		19.2		
										Long-term	provisions			 																		28.8		 																		30.7		
Current	LiabiliQes	 												1,390.3		 															962.5		
										Short	–	term	Borrowings	 																						42.7				 39.2	
										Trade	payables		 															921.5		 															544.5		
										Other	current	liabili.es		 396.7	 365.9	
									Short-term	provisions		 																		29.3		 																		12.9		
	TOTAL		 												4,778.4		 												3,404.3		
Non	Current	Asset	 												2,226.0		 												1,595.8		
										Net	Fixed	Asset	 												2,076.8		 												1,517.4		
										Goodwill	 																		82.8		 -		
										Non-current	investments		 																				7.0		 																				7.0		
										Long	term	Loans	&	advances		 																				6.1		 																				3.7		
										Other	Assets		 																		53.4		 																		67.6		
Current	Asset	 												2,552.4		 												1,808.6		
										Inventories		 															948.4		 															588.4		
										Trade	receivables		 															830.5		 															775.9		
										Cash	and	Bank	Balances		 															609.1		 															172.0		
											Short-term	loans	and	advance	 																		29.7		 																		44.2		
										Other		assets		 															134.6		 															228.1		
	TOTAL		 												4,778.4		 												3,404.3		
KEY	RATIOS	
		Net	sales	to	Fixed	assets		 																		2.04		 																		1.99		
		Net	Sales	to	Working	capital		 																		4.95		 																		3.68	
		Net	Sales	to	Inventory		 																		4.47		 																		5.31	
		Current	ra.o	 																		1.84	 																		1.88		
		Debt	Equity	ra.o		 																		0.18	 																		0.02		

Balance	Sheet	posiQon	further	strengthened		
	Efficient	W/C	management	resulQng	in	free	cash	flow	generaQon	

•  Free	Cashflow	genera.ons	of	Rs.298	Crs	(7%	of	
revenue)	 thru	 bejer	 working	 capital	
management.	 Increase	 in	 opera.ng	 cash	 flow	
helping	fund	con.nued	strategic	ini.a.ves	

•  Net	 working	 capital	 to	 sales	 improved	 from	
3.68	 to	 4.95	 as	 at	 Jun’20	 despite	 Covid-19	
disrup.on	and	resultant	liquidity	challenges	in	
the	markets	

•  Increased	 inventory	 levels	 to	 securi.ze	
con.nuity	 of	 opera.ons	 amid	 Covid-19	
uncertain.es	

•  Moved	 back	 to	 surplus	 cash	 posi.on…	 Cash	
available	 (net	of	debt)	 	at	 	Rs.98	Crs	 	on	30th	
Jun’	20	

•  Net	sales	to	fixed	Assets	 improved	to	2.04	Vs.	
1.99	PY	

3	



Key	operaQonal	highlights	Q1’FY21	
Planned	progress	on	strategic	iniQaQves	for	sustained	growth..	

•  Highest	ever	placement	of	Nominee	Gold.	Successful	execu.on	of	tank	mix	
solu.ons.	

•  Launch	of	PI	Mitra	,	digital	campaigns	like	Awkira	Harvest	Days,	Sone	Pe	
Suhaga,	Digital	Channel	Partner	Meet,	Etc	

Good	start	of	DomesQc	Agri	Input		

•  Successfully	scaled	up	and	supplied	ini.al	quan..es	of	Covid	intermediate	
•  Gradual	capacity	ramp	up	of	new	MPP	commissioned	last	quarter.	
•  Produc.on	almost	at	pre-covid	level	
•  Covid	delayed	the	regulatory	clearance,	expected	to	re-start	produc.on	in	

MPP5	shortly.	

Successful	Scale	up	of	Covid	Intermediate	&	
Capacity	ramp-up	for	new	MPPs		

•  Order	&	Inventory	management	tool	rolled	out	to	ensure	online	connect	
with	channel	partner	

•  Various	ini.a.ves	taken	to	connect	with	farmers	and	channels		through	
social	network	marke.ng	

DigitalisaQon	and	process	improvement		

•  7	new	patent	applica.on	filed	during	Q1’FY21	including	intermediary	of		
covid	19.		IPR	CreaQon	
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PI	EXTERNAL	
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Overwhelming response to QIP issue ...... . 
Inspired by Science 

''I am glad that we have received an overwhelming response from the investor 
community, especially in the midst of ongoing disruptions posed by the pandemic. 
This showcases investors' trust in growth-oriented approach of PI Industries., 7 
Mayank Singhal 
Vice Chairman and MD 
PI Industries Ltd. 



Business	outlook	remains	robust..		
Focused	progress	on	strategic	iniQaQves	to	conQnue	while	navigaQng	through	

•  Good	progress	of	overall		South-West	Monsoon…	
•  Con.nue	to	have	robust	demand	for	branded	products		to	drive	growth	
•  Expect	to	launch	2	new	products	in	Q2/Q3	

Focus	on	Demand	generaQon	and	new	
product	launches	

•  Global	customers	con.nuing	posi.ve	commentary;	no	change	in	demand	
outlook	

•  Volume	Scale	up	expected	for	some	of	the	products	commercialized	in	last	
1-2	years.		

•  Promising	products	in	R&D	pipeline,	gradual	ramp	up	in	progress.	
•  Order	book	remained	robust	@	~US$	1.5	Bn;		high	visibility	of	sustainable	
growth	over	3-5	yrs	

CSM	Exports	to	conQnue	growth	
momentum		

•  Successfully	completed	QIP	process	
•  Aggressively	pursing	inorganic	growth	opportuni.es	to	diversify	into	
adjacencies,	widen	technology	porwolio	and	de-risk	opera.ons		

•  Dedicated	deal	team	formed	to	run	the	process	in	.me	bound	manner	

Strategic	direcQon	and	prioriQes	remain	
intact	while	carefully	transiQoning	through	

Covid-19	uncertainQes	

Confident	of	achieving	20%	plus	growth	in	FY21	assuming	gradual	normalisaQon	of	Covid-19	curve	
6	



INNOVATION	
Enlivening,	like	the	air,	in	the	

constant	quest	for	the	
horizon,	the	never-ending	
search	for	a	bener,	newer	

way	to	do	things;	InnovaQon,	
for	us,	is	a	way	of	life	

ADAPTABILITY	
AdapQve,	like	water,	we	are	
constantly	transforming	
ourselves.	Being	nimble	
footed,	we	are	highly	
responsive	to	change	

TRUST	
Like	the	earth,	we	are	

dependable.	We	work	with	
integrity	of	purpose,	honesty	in	
acQon	and	fairness	in	all	our	

dealings	

VISION

“Building	on	the	foundaQon	of	trust,	we	shall	be	at	the	forefront	of	

science-led	opportuniQes	by	delivering	innovaQve	soluQons.”	

VALUES


SPEED	
Blazing	ahead,	like	fire,	we	

constantly	strive	to	work	with	
speed	in	the	way	we	observe,	

think	and	act	

Our	Vision	&	Values..	
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Quality	
•  ObjecQve	to	be	high	

quality	producer		
•  Control	all	processes	

that	impact	quality	
of	the	end	product	

Throughput	
•  Ensure	consistent,	

reliable	delivery	
•  ConQnuous																			

de-bonlenecking	
•  AutomaQon	

Environment	&	
Safety	

•  To	set	bench	marks	
•  Address	at	source	
•  Safety	first	culture	

InnovaQon	
•  Protect	and	build	IP		

Efficiency	
•  Target	driven		
•  Ownership	at	sub-

funcQonal	level	

Customer	Needs	 Business	Strategy	

Consistent	Quality	

Speed	of	execuKon,	delivery	

Real-Kme	monitoring	&	review	

ConKnuous	improvement	innovaKvely	

Reliable	&	Adaptable	

Cost	CompeKKveness	

Discovery	 Development	 EvaluaQon	&	
Trials	Scale-up	 Manufacturing	 MarkeQng	&	

DistribuQon	
Regulatory	services	
&	RegistraQons	

Global	Export	Business	-	CSM	 DomesQc	Business	–	Brands	

Strong	focus	on	customer	needs	and		
conQnuous	innovaQon	
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EvaluaQon	&	
Trials	

MarkeQng	&	
DistribuQon	

Regulatory	services	
&	RegistraQons	

	Farmers	&	Extensive	DistribuQon	Network	
28	stock	points;		10K+	distributors;		70K+	retail	points	

	More	than	50	years	CreaQng	Market	Leading	Brands	
Significant	revenue	from	Brands	Ranked	No	1	or	2	in	the	market,	Some	brands	are	more	than	a	decade	old	

DomesQc	Business	–	Brands	

Strong	Pipeline		
Molecules	based	on	crop	
solu.ons	and	Indian	needs	 FOCUS	ON	

INNOVATION		

BENEFITS	OF	CROSS	
SELLING	

OPPORTUNITIES	

PROCURE	REPEAT	
BUSINESS	

UNDERLYING	PRINCIPLES	
RESPECT	FOR	IP	DEVELOPMENT		

REPUTATION	OF	TRUST	&	RELIABILITY	
FORGE	RELATIONSHIP		

•  Extension	&	product	development	&	stewardship	(team	
experience	in	handling	complex	new-age	premium			
chemistries)	

•  Strong	relaQonship	with	stakeholders	

•  Policy	level	by	parQcipaQon	

		Strong	Partner	
40+	years	experience		
20+	Global	Innovators		

Crop	SoluQons	 Channel	 Enablers	

Digi-tech	@Core	

Farmers	

DifferenQated	domesQc	distribuQon	
	Driven	by	brands	and	market	reach		

•  Crop	soluQon	approach	focussing	farmer	&	using	
ICT	(Informa.on,	Communica.on	and	Technology)	

•  OrganizaQon	structure	empowered	with	digi	tech		
to	support	and	demonstrate	value	delivery	to	
farmers	

•  Online	analyQcs	tools	for	farmers	and	employees	
•  InnovaQve	Ideas	and	branding	for	enhancing	

product	life	cycle	
•  Experience	of	successfully	managing	transiQon	of	

products	from	patented	to	generic	
•  ApplicaQon	services	for	development	&	

engagement	

Engagement			Efficiency			Excellence	

	

9	



Custom	Synthesis	&	Manufacturing	–	
Our	vision	

	
Who	
Niche	player	/	bou.que	industry	–	leading	supplier	

	

How	
•  Longevity	of	meaningful	engagement	
•  A	marriage	of	competent	equals	
•  Consulta.ve	solu.on	rendering	&	outsourcing	

process	
•  Reliability	of	services	

	
	

	

In	
	
	

•  Technology	
•  Process		
•  Commercial	opera.ons		
•  Supply	chain	customer	
•  End	applica.ons	
	

	
	

SoluQons	

OUR	FOCUS	

Development	 Scale-up	 Manufacturing	

Global	Export	Business	-	CSM	

	High	value	
Low	-	Mid	volume	

Process	technology	
Complex	chemistry	

IP	(generaQon	/	protecQon)	
High	PotenQal	

PI	as	1	or	1	of	2-3	sources	

Customer	as	innovators	

Partner	of	Choice	
	

Service	Lines	
	

	
•  Research	&	Development	
•  Analy.cal	Research	&	

Services	
•  Process	Development	
•  Engineering	
•  Process	Scale	up		
•  Commercial	Produc.on	

	

	

Characterized	by	
	

			
•  Specifica.ons	with	control	

limits	
•  Reliability	&	predictability	
•  Repeatability	

	

Off-patent	
	

Early-to-market								Late-to-market	

On-patent	
	

mature	

On-patent	
	

growing	

Pre-launch	

Focus	on	the	early	stage	novel	molecules		 ConQnuous	innovaQon	for	process	and	operaQonal	improvement.	

Knowledge	
Partnership	

PI	has	all	that	is	required	to	be	
the		

“Partner	of	Choice”	

To	be	the	lifelong	Partner	of	Choice	for	the	Global	Chemicals	Industry	by	building	innovaQve,	knowledge	based	soluQons	through	speed,	efficiency,	
straighvorwardness	&	just	dealings,	respect	for	intellectual	property,	society	&	environment	
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Global	tailwinds	offering	opportuniQes	for	aggressive,		
mulQ-pronged	growth	strategy	

Explore	and	exploit	
untapped	chemistry	
areas	

Go	low	on	capital	
Investment	

Customer-centric	
approach	

IP	
De	risk	&	Create	

Organic	
Grow	Smart	

Build	
Customer	
InKmacy	
Product	&	
services	

Inorganic	
Value	creaKon	

Inorganic…	
•  Value	added	Technolgy	
•  Products	Assets		
•  Niche	ver.cal	with	a	future	

Pharma	/	Specialty	chemical	
•  High	growth	applica.on	areas	

having	synergy	
•  Disrup.ve	technologies	in	

chemistry	&	process	engineering	

Market	
•  Expansion		
•  Crea.on		
•  Segments	
•  Opera.on	excellence	
•  Brands	

	

•  Asset		
•  Customer	rela.onship	Management	
•  Process	
•  Customers	Value-chain	
―  Add	Products	
―  Digi.za.on	
―  Strategic	.e	ups	

Create…	
•  Process	Innova.on	
•  Biological	process	

development	
•  Formula.on	Combina.ons	

with	Partners	
•  New	formula.ons	-	
•  Digital	Customer	engagement	

De	risk…	
•  Manufacturing	

concentra.on	
•  New	formula.on	of	

exis.ng	products	
•  Biological					
	

Process									
•  Chemistry																											
•  Block	Builders	
•  Process	engg																					
•  Flow	
	

Digital	
•  Informa.on	integra.on	
•  Decision	tools	

	
Deepening	our	technological	capabiliQes	

to	open	new	horizons..			

Prudent	financial	management	in	place	to	ensure	that	long	term	shareholder	value	creaQon	remains	at	the	heart	of	
the	strategy…	
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Thank you


PI	EXTERNAL	
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