
Pvt telcos to hike tariffs in H2; FY23 
revenues to jump 20-25%: Report  

The country’s top three private telecom 
operators will resort to another round of tariff 
hike in the second half of the current fiscal 
and will close FY23 with a revenue growth of 
20-25 per cent, a report said on Tuesday. A 
growth in average revenue per user is 
essential for the industry to invest in the 
network and spectrum, and if they do not do 
so, it can result in poor service offerings, 
domestic rating agency Crisil's research wing 

said in a report. After years of intense competition following the 
entry of the deep-pocketed Reliance Jio, the industry had started 
hiking tariffs from December 2019. “...revenue of the top three 
players is expected to grow a robust 20-25 per cent this fiscal,” the 
note said, adding that the operating profit margin will expand by 
1.80-2.20 per cent during the fiscal year. PTI 

IKEA to open  
large-format store 
in Bengaluru  
Swedish home furnishing 
retailer IKEA India on Tuesday 
said it will open its large-
format store in Bengaluru in 
Karnataka on June 22, 2022 "We 
aim to offer home furnishing 
solutions that match the 
aspirations and dreams of 
many people of Bengaluru for a 
better everyday life," IKEA India 
market manager for the 
Karnataka market Anje Heim 
said in a statement. PTI 

Agencies accused  
of ignorance in 
Xiaomi spat case  
A lobby group, including  
Apple and other technology 
giants, called out India’s 
agencies for misunderstanding 
how patent fees work, after 
dispute with Xiaomi. The India 
Cellular and Electronics 
Association accused the 
enforcement agencies of a “lack 
of understanding” of royalty 
payments in the technology 
industry. BLOOMBERG 

Clarification 
With reference to the report 
'Voda Idea in talks with 
Amazon, PEs to raise ~20,000 cr' 
published on May 31, Vodafone 
Idea has clarified that the 
board of directors at its meeting 
held on September 4, 2020, 
had approved raising of funds 
upto an aggregate amount of 
~25,000 crore, and the same 
was immediately notified to 
stock exchanges. In a 
clarification to exchanges, it 
said, "The company keeps 
exploring various opportunities 
and options to raise funds 
within the authorizations given 
by the board.... Currently, there 
is no proposal that is being 
considered by the board.” 

Oil production to 
rise 11 %, gas 25% 
by FY25: ONGC 
Reversing the declining trend 
of the past few years, ONGC said 
its crude oil production will rise 
11 per cent and natural gas 
output will jump 25 per cent 
after newer discoveries in the 
western and eastern offshore 
start producing. PTI

Billionaires bet on cement 
sector for big investments
Premji Invest, Damani pick up minority stakes in smaller cement companies 
DEV CHATTERJEE 

Mumbai, 31 May 

The Indian cement industry is not 
only attracting billions of dollars of 
investment from the new entrants 

like the Adani group, but several financial 
investors such as Premji Invest and 
Radhakishan Damani, promoter of D-Mart 
chain of retail stores, are also picking up 
minority stakes in regional cement  
companies. 

Premji Invest, an investment vehicle 
of infotech major Wipro’s promoter Azim 
Premji, acquired a 10 per cent stake in 
Hyderabad-based Sagar Cement for ~350 
crore in March. In December last year, 
Damani increased his stake to 23 per cent 
in India Cements. 

Aditya Birla and JSW groups, which 
lost the race to buy Ambuja Cements, are 
backing smaller players for an acquisition. 
The Adani family, which acquired Ambuja 
Cements and ACC with 70 mtpa capacity, 
is planning to increase capacity to 140 
mtpa via organic and inorganic routes. 

“The financial investors don’t want to 
run the companies and have picked up 
stakes so that they can ride the boom in 
the industry. We are entering a phase of 
consolidation in the sector where many 
smaller players will exit the sector,” said 
a banker who is advising the cement 
companies in raising capital. 

The industry is attracting new investors 
mainly due to a massive push by the 
Indian government in the infrastructure 
sector and real estate sector making a 
sharp turnaround after two years of Covid 
lockdowns, say industry experts. The 
cement sector grew 20 per cent in the fiscal 
year ending 2022 to report total sales of 
356 million tonnes per annum, which is 
higher than pre-Covid sales of 337 mtpa, 
according to Care Ratings (see chart). 

Experts expect the industry to grow at 
double digit rate which is attracting new 
investors. “In the 2023 fiscal year, cement 

volumes growth will be stable at 5-7 per 
cent, driven by affordable housing demand 
from tier-2 and tier-3 cities, along with 
infrastructure. However, high construction 
costs will limit the demand uptick,” said 
Hetal Gandhi, director, CRISIL Research. 

Bankers said the cement sector is set 
for a consolidation with big groups buying 
out the smaller players. “The financial 
investors are buying stakes in the cement 
companies as they see a sharp upside once 
the smaller companies are sold to the 
bigger players,” said a banker. 

Apart from Indian billionaires, several 
private equity companies are talking to 
smaller companies to pick up minority 
stakes. American private equity major 
Apollo Global Management and Synergy 
Metals Investments invested ~1,500 crore 

in JSW Cement last year. 
“In spite of recent negative news like 

rising raw material prices like coal and 
power, the transactions in the cement 
sector are expected to rise. The govern-
ment plans to invest in new airports, 
national highways and new ports. Hence, 
the demand for cement will go up sub-
stantially,” said a banker. 

Cement prices rose in the last 12 
months to touch ~390 a bag in April this 
year. Industry analysts say prices will 
climb by another ~25-50 across the coun-
try as manufacturers pass on rising costs 
of raw materials to the customers. “This 
will not impact the valuations. With mar-
quee names as investors, the valuations 
of many of these small players will rise,” 
said a banker.
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The buzz about Indian 
short video social media 
apps became louder on 
Monday with ShareChat’s 
parent company, Mohalla 
Tech, raising nearly $300 
million in funding from 
Google, Times Group and 
Singapore’s Temasek 
Holdings. However, when 
it comes to matching the popularity bar set by TikTok, 
the Indian apps still have some way to go.  

Though ShareChat and its sister app, Moj, have 
been able to apportion a larger part of the Indian 
market, a Business Standard analysis shows that even 
after two years of the government banning Chinese 
apps, no company has come close to TikTok’s market 
share. Data from Comscore shows TikTok in May 2020 
accounted for 41 per cent of mobile internet users as its 
unique visitors. BIGO Live, also banned in India, had 
7.8 per cent share of the country’s total mobile, web, 
and app audience. Sharechat, on the other hand, had 
a 3.6 per cent share of unique visitors.              ISHAAN GERA  

2 YRS ON, INDIAN APPS YET 
TO MATCH TIKTOK NUMBERS 
A BS analysis shows no Indian app has been able to garner 
as many unique visitors as TikTok did before it was banned

TikTok had 160 million monthly 
unique visitors before it was banned 

User base of leading Indian short 
video apps 
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‘Pecking order has never been a 
boardroom discussion for us’ 
What’s your view on the 5G market 
potential in India?   
5G is a long haul.  Unlike 4G , where if 
you have a smart phone you get 
connected to an ecosystem of apps 
and high speed broadband,  5G 
provides  a very different connectivity 
whose use cases are still up in the air 
and are unclear what they will be. We 
showcased about 20 use cases in the 
5G trials in Pune and Gandhinagar 
and some of them were interesting 
and innovative. However, which ones 
will take off and which ones would not 
be relevant, we don’t know yet. We 
have signed with companies to see 
how we can develop some of them 
further, but only time will tell. There is 
no use case of 5G today that someone 
launches it and everyone will say I 
want it. Even globally there is a search 
for such use cases and maybe India 
will be the first one to have it. But 
where 5G is good is to provide a 
significant amount of capacity at a 
lower cost.  So cost per GB on 5G is 
lower than 4G. That is because it is a 
broadband technology and comes 
with a lot of spectrum. Which means,  
as we roll out capacity for 4G, if we 
find that some places require 5G 
capacity which is cheaper, we could 
do that.  Many places in the world are 
doing it.  But that is a use case for cost-
saving and not an end-use case.  

Is ~25,000 crore enough for your 
plans? Will you be bidding 
aggressively for 5G? 
It is sufficient.  Of course we can 
increase it, and go to the market and 
ask for more money. We have done 
recent updates on the business plan 
and this money seems sufficient. On 
how we will bid for 5G, I cannot 
comment as it is competitive 
information. But what I can say is that 
the industry has had a robust and 
lengthy consultation process with the 
regulator on 5G. They have done 
many things which are good like 
instead of paying  upfront 50 per cent 
for the spectrum we can now pay on a 
yearly basis. The spectrum caps will 
ensure that spectrum is spread 
around the industry rather than 
hoarded by a few players. They could 
have reduced the price further but we 
believe the government is still 
discussing it.   

Many of your competitors will bid 
aggressively. So would you like to be 

left behind?   
I can’t comment on the 5G strategy. 
What I can tell you is that 5G has some 
elements that make it different from 
4G , like higher speeds and lower 
latency. But as I said earlier, we have 
not seen anything in the globe of a 
particular use case today of scale 
which a billion customers 
would say I need it today.  
It might start with 
enterprises or with 
infrastructure like smart 
cities. …Will that guide 
our plans for 5G and how 
we approach our 5G 
strategy? Why should it 
not? It makes sense to 
look at use cases, look at how people 
are using it before we develop our 5G 
strategy. 

The government will have around 
one-third shareholding in Vodafone-
Idea Ltd. Will there be controls and is 
there a way to ensure that public 
money is not lost if the company 
doesn’t perform?     
The government plan, as far as I 
understand, is that it doesn’t want to 
interfere with the company, have an 
operational role or a board seat. They 
are just like public shareholders. With 
regards to performance, public 
shareholders do not have any security 
on performance of the company. 

Will the promoters be willing to put 
in more money? 
I think the big point is that a couple of 
years ago they were not ready to, now 

they are putting in money. In any 
business, Rs 4,500 crore is a big 
amount. That’s what has come from 
the promoters out of a total 
requirement of Rs 25,000 crore. What 
they will do in future, I can’t tell you 
because it is their money. As CEO of 
the company, my job is to work hard to 

attract that money. Here’s 
a signal that we have done 
good work for them to put 
in this money. Regarding 
third party capital, there 
are multiple ways to look 
at it. One way to look at it is 
it’s a very very positive 
sign reflecting ultimate 
confidence in business.       

Do you have a target in mind on 
average revenue per user per month 
(ARPU) for Vodafone Idea? 
The short-term ARPU target needs to 
be Rs 200 per subscriber per month. If 
you look at a three-year horizon, the 
target can be Rs 250 and in a longer 
term it can be Rs 300. So share of the 
customer wallet is very small. And the 
value it provides is very big. 

Are we anywhere close to the next 
round of tariff hike? 
That’s a tricky question. There’s no 
date because there are a lot of factors 
to look at before a tariff increase. Like 
we have said and done before, 
Vodafone Idea will not be shy of 
taking a lead in tariff hike …. 

Vodafone Idea has been a third player 
for long. Is there any plan to go up the 

pecking order? 
Pecking order has never driven who 
we are as a business and what we do. 
What’s important is to create a quality 
service and a great experience while 
giving returns to shareholders. That’s 
the priority. It doesn’t matter what the 
number is in the pecking order. That’s 
never been a  boardroom discussion 
for us. There’s no ego issue here that 
we have to be the biggest telecom 
provider.  

Who’s a bigger competition? Bharti 
Airtel or Reliance Jio? 
Everybody is a competition. 

Vodafone Group has faced many 
challenges in India and retrospective 
tax was perhaps the biggest. With 
several multinationals exiting India, 
what are your thoughts on India as an 
investment destination? 
Telecom has always been at the heart 
of consumer engagement. With 700 to 
800 minutes of talk time every month 
and high data usage, 4G penetration 
at 56 per cent and smartphones at 58 
per cent, I cannot think of a better 
place than India as a destination. The 
opportunity is huge. 

Bharti Group chairman Sunil Mittal 
recently referred to the culture 
incompatibility between the 
Vodafone Group and Idea. Do you 
agree? 
I can’t comment on what he meant. 
But was the difference in culture a 
challenge in the merger between the 
two? The answer is no. We had other 
struggles and challenges in one of the 
biggest integration that the world has 
seen. 

What has been a bigger challenge? 
Regulatory or Jio? 
Disruption caused by Jio resulted in 
industry consolidation and low 
tariffs. Then there were regulatory 
issues. It wasn’t just one or the other. 

Bharti Airtel also faced those 
challenges. So why did it impact 
Vodafone Idea so much more? 
Life and history of companies go on. 
Vodafone history will continue to be 
written. It’s the same for Bharti. It’s 
not a straight line. Ups and downs are 
part of the game. It would have been 
very easy for us to give up. But we 
didn’t . We are all geared to make it go 
and be a part of history.

> FROM PAGE 1

RAVINDER TAKKAR 
MD & CEO,  
Vodafone Idea

Strong Q4 sales during war aided by ‘stocking up of inventory’
SOHINI DAS 

Mumbai, 31 May 

The Russia-Ukraine war has 
not dampened Indian 
pharma sales in that market. 
In fact, firms with a presence 
in Russia — Sun 
Pharmaceuticals, Dr Reddy’s 
Laboratories (DRL), and 
Glenmark — have posted high 
double-digit revenue growth 
during the ongoing crisis. 

DRL, for example, posted 
revenues of ~686 crore for Q4, 
a year-on-year growth of 70 
per cent. “Growth majorly 
attributable to traction in base 
business and new product 
launches. Q4 partially bene-
fited due to stocking up and 
divestment of two non-core 
brands,” DRL said. 

India’s largest drug maker 
by market share Sun 
Pharmaceutical Industries 
has posted a 43 per cent YoY 
growth in constant currency 
terms during the fourth 
quarter of the 2021-22 fiscal 
year. Sun Pharma’s MD Dilip 
Shanghvi said there had been 
no major impact of the geo-
political tension on Russia 
business. The company 
hardly has any business in 
Ukraine, he clarified. 

On the other hand, another 
Mumbai-based firm Glenmark 
saw its secondary sales grow 
by 31 per cent YoY in Q4. It reg-
istered a growth of 27.6 per cent 
versus a market growth of 21.6 
per cent in Russia, noted an 
Elara Securities report.  

During the quarter, 
Glenmark received approval 
for Ambroxol Solution (a res-
piratory drug) and it said the 
response to Ryaltris and 
Ryaltris Mono (nasal spray) 
has been “very encouraging” 
in the Russian market. 

The strong growth in the 
fourth quarter, which also 
coincided with the geopoliti-
cal tension between Russia 
and Ukraine, is attributable to 
stocking up of inventory. 

Speaking to the media 
after the quarterly results, GV 

Prasad, co-chairman and MD 
of DRL, said, “Our Russian 
operations continue as usual. 
There was some stocking up 
of inventory by our customers 
during the initial period of 
this ongoing crisis. From the 
next quarter we expect that to 
normalise.” He added that 
they will continue to launch 
brands in the Russian market. 

CEO of branded markets 
(India and emerging mar-
kets), DRL, MV Ramana said 
DRL had a significant volume 
market share in Russia. It has 
seen good growth in that mar-
ket, and continues to focus on 
accessibility and affordability. 
“We have been there for three 
decades now. We continue to 
run our operations as usual. 
We have taken care of the 
safety of our employees,” he 
added. 

Ramana further said there 
had been no issue with repa-
triation of funds from Russia 
so far. No pharma company 
has, in fact, exited Russia, he 
added. “Some multinational 
companies have halted their 
promotional activities, but no 
one has exited the country,” 
Ramana told reporters. 

Prasad said operations in 
Ukraine were impacted ini-

tially, but now they are trying 
to find logistical solutions to 
send medicines. 

Emerging markets con-
tribute 21 per cent to DRL’s 
consolidated revenues. It is 
more than the share of India 
(20 per cent). DRL has 
launched 86 products across 
emerging markets during the 
year. 

Emerging markets con-
tribute about 17 per cent to 
Sun Pharma’s consolidated 
global turnover. 

Russia is one of the key 
markets for pharma exports 
from India, ranking fourth in 
FY21 after the US, South 
Africa and the UK. Russia 
accounted for 2.41 per cent of 
India's pharmaceutical 
exports in FY21, according to 
data from the Pharmexcil. 

The US, in comparison, 
accounted for 31.57 per cent 
of India’s pharma exports in 
FY21. Indian firms exported 
$590.80 million worth drugs 
to Russia in 2020-21. 

Drug firms such as Sun 
Pharmaceutical Industries, Dr 
Reddy's Laboratories have sig-
nificant presence in Russian. 
In its FY21 annual report, DRL 
said revenue from Russia was 
~1,580 crore. 

CASHING IN  
Russia revenue growth in Q4 (%)

n In FY21, Russia 
accounted for 2.4% 
of India’s pharma 
exports  

n Russian pharma 
market expected to 
clock 11-14% CAGR 
between 2021 and 
2025  

n In 2020, size of 
Russia’s pharma 
market was  
$17.5 billion
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WHAT PROMOTERS 
WILL DO IN FUTURE,  
I CAN’T TELL YOU 
BECAUSE IT IS THEIR 
MONEY. AS CEO OF THE 
COMPANY, MY JOB IS TO 
WORK HARD TO 
ATTRACT THAT MONEY 

Pharma companies 
see steady revenue 
growth in Russia 
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