
 

 

 

 
 

 

                            

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 

Shareholding (%) Pre IPO Post IPO 

Promoter & Promoter 
Group 

- - 

Private Equity Investors 83.82 45.60 

Company Insiders 5.42 3.20 

Public 10.76 51.19 

Share Reservation Net issue 
(%) 

QIB 25 

NII 35 

Retail 40 

Company Leadership 

Vinay Vinod 
Sanghi 

Chairman, Managing Director 
& CEO 

Victor Anthony 
Perry III 

Non-Executive Director  

Aneesha Menon Executive Director & CFO 

Issue Managers 

BRLMs Axis Capital, Citigroup 
Global Markets, Kotak 

Mahindra Capital, Nomura 
Financial Advisory & 

Securities 

Registrar Link Intime India Pvt. Ltd. 

                  Issue Opens: 9th August 2021; Issue Closes: 11th August 2021 

 

This document summarizes a few key points related to the issue and should not be treated as a comprehensive summary. Investors are requested to refer the Red 
Herring Prospectus for further details regarding the issue, the issuer company and the risk factors before taking any investment decision. Please note that investment in 
securities is subject to risks including loss of principal amount and past performance is not indicative of future performance. Nothing herein constitutes an offer of 
securities for sale in any jurisdiction where it is unlawful to do so. This document is not intended to be an advertisement and does not constitute an invitation or form any 
part of any issue for sale or solicitation of an offer to subscribe for or purchase any securities and neither this document nor anything contained herein shall form the 
basis for any contract or commitment whatsoever. 

Company Overview:  
CarTrade Tech Limited is a multi-channel auto platform with coverage and presence across vehicle types and 
value-added services (Source: RedSeer Report). The company’s platforms operate under several brands: 
CarWale, CarTrade, Shriram Automall, BikeWale, CarTrade Exchange, Adroit Auto and AutoBiz. Through these 
platforms, the company enables new and used automobile customers, vehicle dealerships, vehicle OEMs and 
other businesses to buy and sell their vehicles in a simple and efficient manner. The vision of Cartrade Tech is 
to create an automotive digital ecosystem that connects automobile customers, OEMs, dealers, banks, 
insurance companies and other stakeholders. The company offers a variety of solutions across the automotive 
transaction value chain for marketing, buying, selling and financing of new and pre-owned cars, two-wheelers 
as well as pre-owned commercial vehicles and farm and construction equipment. 

Face Value:  

INR 10 
Issue Size: 

INR 2998.5 Cr 

Bid Lot: 

9 Equity Shares 
Issue Type: 

100% Book Building 

Price Band: 

INR 1585 – 
INR 1618 

SUBSCRIBE NOW 

Post money market cap of ₹7,416 crores-at upper price band. 

*Source: RHP 

IIFL Research: E-mail - research@iifl.com 

 

All you need to know about 

CARTRADE TECH 
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Objects of the Offer 

 
 

 
 
 

 
 
 

 
 
 
 
 
 

 
 
 

 
 

  
 

 
 
 
 
 
 
 
 
 

 
 
 
 

 
   

(`₹ in million) FY19 FY20 FY21 

Revenue from Operations 2,432.78 2,982.82 2,496.83 

Adjusted EBITDA 651.5 723.27 777.49 

Adjusted EBITDA Margin (%) 24.42 22.71 27.62 

PAT 259.17 312.94 1,010.74 

PAT Margin (%) 10.7 10.5 40.5 

EPS 4.31 5.65 22.06 

RoNW (%) 1.36 1.73 5.43 

The offer comprises of an offer for sale. The offer for sale is comprised of 18,532,216 shares 
amounting to ~ INR 2,998cr and the proceeds would directly go to the selling shareholder. The 
objective of the issue is to achieve the benefits of listing the equity shares on the stock exchanges. 

Consistent Track Record of Financial Performance 

The company’s revenue has increased marginally from INR 2,432.78mn in FY19 to INR 
2,496.83mn in FY21 at a CAGR of 1.3% owing to the pandemic. EBITDA has increased at a 
CAGR of 9.2% from INR 651.5mn in FY19 to INR 777.49mn, while profits have increased from INR 

259.17mn to ₹1,010.74mn, respectively during the same period at a CAGR of 97.5%. Notably, the 
sharp increase in profit is due to deferred tax assets which were credited in FY21. 

Competitive Strengths 

Leading marketplace for automotive sales 
with a synergistic ecosystem 
The platforms of CarTrade Tech, CarWale and BikeWale 
ranked number one on relative online search popularity 
when compared to their key competitors over the period 
from April 2020 to March 2021, while Shriram Automall is 
one of the leading used vehicle auction platforms based 
on number of vehicles listed for auction for the financial 
year 2020. The company offers a variety of solutions 
across the automotive transaction value chain from 
discovery and research tools, pricing and auto financing 
information to connecting consumers with dealers and 
OEMs for both used and new vehicle purchases. 
CarTrade Tech also provides vehicle buyers with dynamic, 
personalized and real-time financing offers from multiple 
finance providers digitally through their finance platforms. 
The combination of online and offline auctions as well as 
related services is synergistic and drives customer traffic, 
creates competition among their network of professional 
dealers and helps ensure the best price for their users. 
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Brands and customer experience driving powerful network effects 
The strength of the CarTrade Tech brands and their association with trust, quality and reliability is a 
key at-tribute in business, which increases consumer confidence and influences consumption 
behaviour. The recognizable brands and the quality and reliability of the company’s user experience 
and interface have led to a consistent growth in consumer traffic across their platforms. The 
company’s monthly average number of unique visitors was 27.11 million, 25.66 million and 20.51 
million in the three months ended June 30, 2021 and the financial years 2021 and 2020 respectively, 
and had 212,552, 814,316 and 809,428 listings on their online and offline auction platforms for the 
same periods. The network effects of this brand based growth are significant and create a positive 
feedback loop. The strong recognizable brands have also allowed us to develop new offerings such 
as price tools, financing solutions and trade-in solutions. 

 
Proprietary end-to-end technology platforms 
CarTrade Tech’s agile and flexible technology is capable of supporting new offerings and scale. The 
company also uses machine learning and artificial intelligence (“AI”) to advance their proprietary 
pricing, marketing and inventory technology for customers to enhance their experience and to keep 
the company’s systems up to date with technological advancements. CarTrade Tech focuses on 
leveraging their proprietary technology plat-forms and analytics and data frameworks to guide 
consumers on their vehicle search, enable better price discovery and provide efficient inventory 
management for used car dealers and institutional sellers. Due to the company’s deep understanding 
and technology penetration in each of the businesses that they run, CarTrade Tech offers a suite of 
products which can be deployed or sold to third parties such as automotive dealers, OEMs, financial 
institutions or fleet owners. 

 
Focus on data science to provide superior solutions 
The analytics driven decision making is a key competitive advantage. CarTrade Tech analyses 
vehicle sales that happen through their auctions, as well as vehicles offered for sale by dealers on 
CarWale, CarTrade and BikeWale using data science and proprietary algorithms based on a number 
of factors, including vehicle-specific information on automotive transactions, vehicle registration 
records, consumer buying patterns and behaviour, demographic information, and macroeconomic 
data. The company’s statisticians and data scientists have developed complex and proprietary 
algorithms to leverage this data to provide pricing tools, product re-views and market insights as well 
as reports to consumers, dealers, financial institutions and OEMs through their web and mobile user 
interfaces in an engaging and easy to understand way. 

 
 Profitable and scalable business model 
CarTrade Tech was the only profitable automotive digital 
platform for financial year 2020 among its key competitors 
in India. For the financial years 2021, 2020 and 2019, the 
restated profit for the year was INR 1,010.74mn, INR 
312.94mn and INR 259.17mn, respectively. The company 
operates on an asset-light business model, operating only 
114 automalls, a large majority of which they lease or rent 
from third parties. CarTrade Tech has invested 
significantly in building technology platforms that can 
manage considerably increased offerings without requiring 
sizable additional investments, and their growing scale 
has resulted in a decrease of the share of fixed costs. 
Together with the company’s strong brands, longstanding 
relationships with customers, dealers and other 
stakeholders, and an expanding suite of offerings, the 
company has created a profitable and scalable business 
mode. 



 
 

 

Strategies Going Forward  

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Well-positioned to benefit from the growth of the automotive sector and 
digitalization 
The vehicle penetration in India was approximately 22 cars per thousand population in 2019, which 
is one of the lowest ratios in the world. In comparison, the same ratio for the United States and 
Germany is 750 and 562, respectively, per thousand population. Thus, there is substantial 
headroom for the Indian auto industry to grow. Annual new car sales in India are expected to grow 
from 2.7 million new cars in financial year 2021 to 4.4 million new cars in financial year 2026, while 
annual used car sales are expected to grow from 4.4 million used cars in financial year 2020 to 8.3 
million used cars in financial year 2026. Since the sales in the second-hand commercial vehicle 
market are driven through middlemen, inefficiencies and information asymmetry arise due to lack of 
standardization of pricing and quality checks, which represents a huge opportunity for organized 
players. CarTrade Tech expects its subsidiary Shriram Automall to benefit from the growth of both 
the used car market and the used commercial vehicle market as well as from the shift to more 
organized players resulting in more transactions. 
 

Grow the business through digital ecosystem and vehicle agnostic approach 
CarTrade Tech’s multi-vehicle approach increases their efficiencies and profitability as the services 
and technology can be leveraged and applied across vehicle categories. In addition, because 
banks, insurance companies, vehicle accessory companies and other business partners work 
across multiple vehicle categories, the company can be an efficient and effective partner for such 
companies as they can work with them in their transactions spanning multiple vehicle categories. 
The company has created a physical presence through Shriram Automall and the CarWale 
franchisee network comprising a select number of used car dealers who carry the CarWale brand 
and who are required to adhere to certain standard operating processes so that customers can buy 
used cars with confidence. This online and offline pan-India presence will enable the company to 
efficiently grow their products and services and cater to their customer needs across touch points. 

 
Monetize value added services and untapped opportunities 
The complexity of a vehicle purchase transaction provides substantial opportunity for technology 
investment and that their leadership and continued growth will enable CarTrade Tech to further 
distinguish their offerings. The company intends to increase monetization opportunities by 
introducing complementary, value-added products and services to improve the experience of 
buying, selling and owning vehicles. CarTrade Tech also plans to provide vehicle servicing, 
automobile accessories and automobile insurance by engaging with product and service providers 
who will provide these to consumers on the company’s websites. Further, the company offers 
software and technology services to automotive clients domestically and plan to grow that business 
internationally and invest in new trends such as connected vehicles, electric vehicles, ridesharing 
and vehicle subscription services. Finally, subject to regulatory approvals, the company may 
consider diversifying into the business of financing the purchase of vehicles on their platforms. 

 
Invest further in technology 
Cartrade Tech plans to continue to invest in improving their technology such as their AI and 
machine learning capabilities in order to provide more relevant and timely information to their 
customers, and enhance user experience. In addition, the company will continue to build advance 
technology to digitalize offline elements of the customer’s vehicle buying journey to the extent 
practicable. The company is also building technologies for MG Motor so it can digitally offer a 
platform for retail finance solutions for new car buyers and additional-ly support sales and 
operational processes related to its used car business. 
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Vinay Vinod Sanghi (Chairman, Managing Director and CEO):  
He holds a Bachelor’s degree in Commerce from the University of Bombay. He was appointed as 
the Chief Executive Officer of the Company on September 1, 2009. He has previously been 
associated with Mahindra First Choice Wheels Limited and Pro-ject. Automobiles (Bombay) 
Private Limited. He has over 30 years of experience in the automobile industry. 

 
Victor Anthony Perry III (Non-executive director):  
He holds a Bachelor’s degree of Science in Civil En-gineering from the University of Virginia and a 
master’s degree in business administration from the Harvard University. He was previously the 
president and chief executive officer of TrueCar, Inc. 
 
Aneesha Menon (Executive Director and Chief Financial Officer):  
She is a Chartered Accountant with the Institute of Chartered Accountants of India. She was 
previously employed with S. R. Batliboi & Co. LLP and has 13 years of experience in the field of 
finance. She joined Automotive Exchange Private Limited (an erstwhile Subsidiary which was 
subsequently amalgamated with Cartrade Tech) – as AVP - Finance on December 8, 2015. She 
was then appointed as the Chief Financial Officer of the Company on July 21, 2020. 

SUBSCRIBE NOW 

 
Recommendation & Valuation 

 
At the higher price band, CarTrade Tech would be valued at a price to sales ratio of 

29.70x in FY21. As there are no listed players, the valuations of the company cannot be 
compared with other companies. Considering the future growth potential of automobile 

market and the used vehicle market, strong dealership network, debt free company, 
profitable business model and long-term plans of entering into vehicle financing 
business, we recommend ‘Subscribe’ to the issue with a long term perspective. 

Supplement organic growth with selective acquisitions 
Cartrade Tech is well-positioned to pursue value-enhancing investments and acquisitions. The 
company will be both opportunistic and disciplined in their acquisition strategy. CarTrade Tech has 
a track record of successful consolidations and is well positioned to take advantage of the expected 
consolidation and shift towards organized providers in their industry. Through their expertise and 
demonstrated track record of identifying appropriate targets, successfully integrating them and 
helping them grow, the company is well positioned to create synergies and drive growth of their 
business though inorganic route. 



 
 

 

Disclaimer 

 

RISKS 

1. Demand for cars sold through the platforms may be adversely affected by trends, like youth opting 

for ride-sharing services, that will lead to a decline in demand for cars. This can affect the business 

adversely. 

2. Any extended period of the pandemic can lead to decline in revenues and can have a material 

impact on the business. 

3. Disruptions or failures of their technology platforms can cause significant legal and financial risks 

and negative publicity, and adversely affect their business and reputation. 

4. Some of the vehicles sold through their platforms turned out to have been stolen and third parties 

are likely to continue to seek to sell stolen vehicles through their platforms. The company may be 

subject to legal proceed-ings and their reputation and value of their brands may suffer adversely. 

5. The company enters into certain related party transactions in the ordinary course of their business 

and cannot assure that such transactions will not have an adverse effect on their results of 

operations. 

6. Failure to protect personal information and other data could damage their reputation and brands. 

No long term or definitive agreements with dealers or customers. If dealers or customers choose 

not to source requirements from them, the business and financial condition may be adversely 

affected. 

 
*For complete list of risk factors referring to the Red Herring Prospectus. 

IIFL Securities Limited shall not be in any way responsible for the contents hereof, any omission there from or shall 

not be liable for any loss whatsoever arising from use of this document or otherwise arising in connection therewith, 

including with respect to forward looking statements, if any. IIFL makes no representation/s or warranty/ies, express 

or implied, as to the contents hereof, accuracy, completeness or reliability of any information compiled herein, and 

hereby disclaims any liability with regard to the same. Neither IIFL Securities Limited nor any of its affiliates, group 

companies, directors, employees, agents or representatives shall be liable for any damages whether direct, indirect, 

special or consequential including lost revenue or lost profits that may arise from or in connection with the use of the 

information.  You shall verify the veracity of the information on your own before using the information provided in the 

document. Investors are requested to review the prospectus carefully and obtain expert professional advice.  IIFL 

Group | IIFL Securities Ltd (CIN No.: U99999MH1996PLC132983) IIFL House, Sun Infotech Park, Road No. 16V, 

Plot No. B-23, MIDC, Thane Industrial Area, Wagle Estate, Thane - 400604. Tel.: (91-22) 2580 6650 *Customer 

Service: 40071000 *Stock Broker SEBI Regn: INZ000164132 *NSE: 10975 *BSE: 0179 *MCX:55995 *NCDEX:378 

*Depository: INDP185 2016 *MF Distributor ARN: 47791, *PMS SEBI Regn.: INP000002213, *Investment Adviser 

SEBI Regn. : INA000000623, *Research Analyst SEBI Regn:- INH000000248 | Kindly refer to www.indiainfoline.com 

for detailed disclaimer and risk factors.  
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For Research related queries, write at research@iifl.com 

  
For Sales and Account related information, write to customer care: cs@iifl.com or call on 91-22 4007 1000 
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