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We'll shore up our capex to Rs 160 crin three years

Piramal Glassisa

global leader in pro-

viding packaging so-

lutionsforthe perfume

and the pharmaceuticals busi-

nesses. Inan interview with FE's

Sajan C Kumar, managing di-

rector; Vijay Shah shares his

viewsontheindustryand theway
ahead. Excerpis:

Piramal Glass has a large ge-
ographic footprint. What is
vour marketing strategy for
such awidespace?

The strategy is specific to
markets. Western Europe and
the US are the most important
ones strategically, because they
constitute close to 80% of busi-
ness for premium cosmetics
and perfumes. We have our own
emplovees and sales offices in
the UK and France. We alsohave

We are focussing on organic
growth and improving our
debt equity ratio and cash
flows. We are not proactively
looking at any acquisitions

warehousing facilities in all
strategic markets across the
globe. Inthe US, oursalespeople
are spread across the geogra-
phy, sothat they are closer to the
customer and can make fre-
quent customer visits. For
slightly less strategic markets,
we work with agents. who re-
main in contact with customer
and pass on the orders to us,
which we cater to through a
back-end customer service
team. For the least important

markets, wework withdistribu-
tors. We would be one of very
few companies with such exten-
sive network.

Does your company have sig-
nificant costadvantages?
Ourmajorcompetitors in the
cosmetics and perfumes (C&P)
space operate out of Europe
(Germany, Italy etc). Labour
costs in Europe are almost five-
fold that in India. This gives a
significantcostadvantage. Pira-

mal Glass has made significant
stridesbecause wewerethe first
plaver in Asia to identify the op-
portunity in C&P business. To
control costs, we emphasise
manufacturingexcellence.

How do vou plan to aug-
ment facilities?

We would not have any green
field capex. We could tweak
someof thecapacitiesformanu-
facturing the products in areas
of focus. For pharmaceuticals,
there is an increased thrust to-
wards better realisation. De-
pending on the market needs,
ourcapacities can be tailored to
cater tospecificsegments.

How has the previous
financial vear been for vou?

The focus of the company was
on C&P and within C&P on the

premiumsegment. Ontheoperat-
ing margin front, we improved
EBDITA margin by about 600 ba-
sis points, driven mainly by the
fact that C&P constituted 43% of
salesin FY-10ascompared to37%
in FY-09 and within that the pre-
mium composition went up from
32% to43%. Improvements inthe
US operations through better
productmixandcostcuttingmea-
sures helped us in improving
the operating margins. For the
last fiscal, our interest costs have
come down as we repaid close

to Rs 370 crore debt
through the rights issue and
internalaccruals.

Do you foresee consolidation
inthesegment?

Our thrust would be on
C&P segment that currently
constitutes close to 43% of

total sales. The C&P premi-
um segment, which consti-
tutes 43% to revenue, is
expected to contribute 63%
to revenue by fiscal 2012, At
this point of time, we are fo-
cussing on organic growth
and improving our debtequi-
ty ratio and cash flows. We
are not proactively looking
atanyacquisitions.

What would your capital
expenditure be thisfiscal?
We do not have any specific
guidance for this vear. In the
next3vearstheestimated capex
will be about Rs 160 crore,
against the depreciation of
about 300 crore. This will be
mainly for re-lining
andupgrade of some
of the furnaces to
higher capacities.



