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Shareholding (%) Pre IPO Post IPO 

Promoter & Promoter 
Group 

57.47 52.78 

Public 42.53 47.22 

Share Reservation 
Net issue 

(%) 

QIB 75 

NII 15 

Retail 35 

Company Leadership 

Prakash Kumar 
Saraogi 

Promoter and Managing 
Director 

Gautam Saraogi Executive director and 
Chief Executive Officer 

R Mohan CFO 

Issue Managers 

BRLMs JM Financial, DAM Capital 
Advisors, ICICI Securities 

Registrar KFin Technologies Private 
Limited 

                  Issue Opens: 17th Nov 2021; Issue Closes: 22nd Nov 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. 

Bid Lot & Size: 

21 Equity Shares 
Issue Type: 

100% Book Building 

Post money market cap of ₹ 3726 crores-at upper price band. 

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

 

Company Overview:  
Go Fashion (India) Limited is women’s bottom-wear brand in India, with a market share of 
approximately 8% in the branded women’s bottom-wear market in Fiscal 2020. The company is 
engaged in the development, design, sourcing, marketing and retailing a range of women’s bottom-
wear products under the brand, ‘Go Colors’. It is among the few apparel companies in India to have 
identified the market opportunity in women’s bottom-wear and have acted as a ‘category creator’ for 
bottom-wear. The company was the first company to launch a brand exclusively dedicated to women’s 
bottom-wear category and has leveraged this advantage to create a direct-to-consumer brand with a 
diversified and differentiated product portfolio of premium quality products at competitive prices. 
 

Face Value:  

INR 10 
Issue Size: 

INR 1013.61 Cr 
Price Band: 

INR 655 – 
INR 690 

*Source: RHP 

 

All you need to know about 

GO FASHION (INDIA) 
LIMITED IPO  

 



 
 

 

Objects of the Offer 
 
 

 
 
 
 
 
 

 
 

 
 
 
 
 
 
 

 
 

  
 

 
 
 
 
 
 
 
 

 
 
 
 
 

 
   

(`₹ in million) FY19 FY20 FY21 

Revenue from Operations 2,852.47 3,920.14 2,506.68 

EBITDA 799.88 1,265.05 463.49 

EBITDA Margin (%) 28.04% 32.27% 18.49% 

PAT 309.41 526.34 (35.39) 

PAT Margin (%) 10.85% 13.43%  (1.41)% 

EPS 5.93 10.08 (0.68) 

RoNW (%) 13.55% 18.38% (1.25)% 

ROCE (%) 14.36%, 18.14% 3.47% 

Debt to net worth 0.04 0.01 0.04 

The offer comprises of a fresh issue and an offer for sale. The fresh issue is of ₹1,250 mn while the 
offer for sale is of 12,878,389 equity shares amounting to ~ ₹8,886mn. Out of the fresh issue 
proceeds, ₹337.34mn would be utilized for funding roll outs of 120 new EBOs, while ₹613.98mn 
would be used for funding the working capital requirements of the company and the balance of the 
fresh issue would be used for general corporate purposes. The proceeds of the offer for sale would 
go directly to the selling shareholders. 

 
Consistent Track Record of Financial Performance 

The company’s revenue from operation has decreased at a CAGR of 6.3% from ₹2,852.47mn in 
FY19 to ₹2,506.68mn in FY21. The company’s EBITDA and margins have also declined. The 
company’s EBITDA declined at a CAGR of 23.9% from ₹799.88mn in FY19 to ₹463.49mn in FY21. 
The company also incurred loss of ₹35.39 mn in FY21 compared to a profit of ₹526.34mn in FY20. 
The decline in business can be attributed to the Covid-19 pandemic.  

 

Competitive Strengths 

Women’s bottom-wear brand in India with 
well-diversified product portfolio 
As of September 30, 2021, Go Fashion (India) Limited 
retails 50 bottom-wear styles in a range of over 120 
colours under the brand ‘Go Colors’. Their product 
portfolio includes churidars, leggings, fusion wear, western 
wear, lounge wear, athleisure, Go Plus and girl’s wear. 
The company is among the few women’s apparel retailers 
that offer bottom-wear products across all categories, 
including ethnic, western wear, fusion and denims and 
have one of the largest bottom-wear product offerings in 
women’s apparel (Source: Technopak Report). Their 
diverse product portfolio caters to women across all age 
groups and girls and physiques covering the entire 
spectrum of women’s bottom-wear requirements, including 
daily wear, casual and work wear, festive and occasion 
wear and lounge wear. The company’s reasonably priced, 
differentiated and quality product portfolio coupled with 
their extensive distribution network of EBOs, LFSs as well 
as online channel also allows them to sell their products 
directly to a wider customer base. 
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Multi-channel pan-India distribution network with a focus on EBOs, enhancing 
brand visibility 
Go Fashion (India) Limited has a multi-channel retail presence across India. Their extensive network 
of stores allows them to cater to women across India, and ensures effective penetration of the 
products they retail. The company retails their products directly to consumers primarily through their 
network of EBOs and as of September 30, 2021, they operated 459 EBOs across 118 cities in 23 
states and union territories across India. As of March 31, 2021, Go Fashion (India) Limited had the 
largest network of EBOs among key women’s apparel brands in India. As of September 30, 2021, the 
company also retailed their products through 1,270 LFSs, such as Reliance Retail Limited, Central, 
Unlimited, Globus Stores Private Limited and Spencer's Retail among others, across 499 cities 
spanning the entire country covering 31 states and union territories. The company also sold their 
products through online marketplaces and through their own website. 

 
Strong unit economics with an efficient operating model 
Go Fashion (India) Limited has standardized and scalable development model for EBOs based on 
their know-how and experience. In determining their store roll-outs the company assesses optimum 
store size and layout and lease arrangements that are typically long-term in nature and/or revenue 
share arrangements. Their ability to identify and determine the optimum location and size of a store 
as well as manage rental costs and the marketing leverage of their EBOs are critical to ensuring 
visibility among target customers and sustainability of store profitability, resulting in the company 
having one of the highest sales per square feet among key women’s apparel companies and in 
particular among EBOs in India in Fiscal 2021. Their unit economics has allowed the company to 
expand their EBO network across various regions in India including new EBOs in tier I/II / III / IV cities 
and towns resulting in frequency of store openings, being one every 12 days over the last three 
Fiscals. Go Fashion (India) Limited staff their EBOs with limited people per store which is among the 
factors that contribute to their store profitability while ensuring adequate attention to customers. 

 
Extensive procurement base with highly efficient and technology-driven supply 
chain management 
Go Fashion (India) Limited outsources the manufacture of their products and thereby do not incur 
manufacturing costs. The company has been able to build and manage an extensive sourcing 
network to support their product development teams. The company works closely with their suppliers 
and also supervise their manufacturing operations through their personnel and conduct inspections 
that enable them to perform quality checks. The company’s sourcing team closely monitors their 
suppliers and provides strict quality assurance analysis that allows them to consistently maintain 
quality for their customers. Go Fashion (India) Limited follows stringent norms of quality assurance at 
various levels through quality control mechanisms and regularly conduct inspections of fabrics 
sourced from their suppliers. The company also tracks their supplier’s capacity and out-put to ensure 
that their production requirements are met and they are able to procure finished products in a timely 
manner. The company has automated their entire procurement and supply chain operation through 
their ERP system, which allows them to maintain flexibility and enables the company to meet their 
requirements in an efficient manner without relying on any one vendor, supplier or factory. 
 

In-house expertise in developing and designing products 
Go Fashion (India) Limited develops products in-house based on demand for such products and the 
sale of similar products that they track and monitor through their ERP system. The company designs 
their products keeping in mind trends in fashion, fabric, textiles, wearability, stitch and pricing. Their 
products are designed for every occasion including for daily wear, office wear, festive, denim and 
lounge wear. Go Fashion (India) Limited also undertakes concept development and trend forecasting 
to develop and design new styles and products and regularly participate in fairs or exhibitions in India 
or abroad to understand the trends. Their design and merchandising team, together with their 
marketing and procurement teams, are focused on developing innovative de-sign concepts across 
categories. 
 



 
 

 

 
  

Strategies Going Forward 

Leverage leadership position in women’s bottom-wear market  
Go Fashion (India) Limited’s diverse product portfolio available in varied price ranges, styles and 
colours ensures that they are well positioned to cater to the needs of women of varied ages, eco-
nomic backgrounds and segments and address the growing demand in the organised women’s 
bottom-wear market. Further, the fragmented nature of the industry and the lack of organized players 
and limited competition positions them well to benefit from the growth in the bottom-wear segment 
(Source: Technopak Report). There is a lot of scope for expansion in the bottom-wear category given 
that bottom-wear is a horizontal category enabling multiple extensions and new products (Source: 
Technopak Report). Their existing portfolio coupled with their ability to launch new products that 
address the requirements of women’s bottom-wear ensures that the company is better equipped to 
offset an impact on one or more product categories, due to temporary disruptions in the market, by 
focusing more on the other part of the portfolio. The company intends to expand into loungewear, a 
work-from-home collection, athleisure and other new products in the ethnic, western and fusion wear 
segments. 

 
Continue to expand retail network with a focus on EBOs 
Go Fashion (India) Limited intends to follow the COCO model that will ensure better operational 
control over their stores. As part of their growth strategy, the company intends to expand their EBO 
network in other regions across India. By having their products be reasonably priced and essential, 
we hope to increase our footprint and scale of operations across India. Bottomwear being a core 
essential category and having limited print or design is relatively insulated from changes in fashion 
trends and is acceptable across the country (Source: Technopak Report). Given their cluster-based 
approach of establishing EBOs primarily in tier I cities, the company will focus on establishing 
additional EBOs on a similar model across tier II and tier III cities. The company intends to leverage 
the experience of their operations and business development teams to grow their network in existing 
and newer geographies. Their expansion into newer markets offers them potential for market share 
gains, increased brand recognition and economies of scale. 

 
Grow sales through online channel 
Go Fashion (India) Limited would continue to focus on further strengthening their online sales 
channels to benefit from evolving customer trends in their market. The company proposes to make 
investments in digital channels to build an omni-channel engagement experience for their customers 
and have a dedicated team for their e-commerce operations. The company also intends to leverage 
their existing capabilities to increase their online presence by improving and upgrading their website. 
The company’s focus will be to target customer acquisition to drive sales through their website and 
online marketplaces. In addition, the company intends to invest in content generation to build 
engagement with a younger audience. The company plans to continue to focus on analytic 
technologies to create personalized journeys for customers. 
 

Leverage technology to bring cost efficiency and enhance customer experience 
Go Fashion (India) Limited intends to further improve their operating efficiency and ensure efficient 
supply chain management through global best practices. Among the measures that they intend to 
undertake include investing further in their IT infrastructure to improve productivity and time savings. 
The company will look to expand and upgrade their warehouse to optimize their inventory and supply 
management. The company intends to strategically expand their warehouse operations as well as 
implement new technologies to further expand and improve customer deliveries and enhance 
customer buying experience with faster dispatches. Go Fashion (India) Limited in-tend to also 
undertake data analytics that will allow them to better understand customer preferences, improve 
sales and help scale their operations. 
 



 

 

Management 

  

Prakash Kumar Saraogi (Promoter and Managing Director):  
He has over 28 years of experience in garment manufacturing, fashion industry and retail industry. 
He holds a bachelor’s degree in chemical engineering from Anna University, Chennai. 

 

Gautam Saraogi (Promoter, Executive Director and Chief Executive Officer):  
He has over 10 years of experience in consumer retail, marketing, brand building and garment 
manufacturing. He holds a bachelor’s degree in commerce from University of Madras, Chennai 
and an executive diploma in marketing management from Loyola Institute of Business 
Administration, Chennai. 

 

R Mohan (Chief Financial Officer):  
He is a chartered accountant by profession. He holds a bachelor’s degree in commerce from 
Bharathiar University and is a member of the ICAI since November 1991. He has served as the 
chairman of the Coimbatore Branch of Institute of Chartered Accountant India from 2000 to 2001. 
He was also a member of economic affairs and taxation panel of Confederation of Indian Industry, 
Coimbatore from 2016 to 2017. 
 

 
Recommendation & Valuation 

At the upper price band of ₹690, Go Fashion (India) Limited is demanding a PE multiple 
of ~172.07x based on weighted EPS of ₹4.01 from FY19 to FY21, which is higher than 
Page Industries’ PE multiple of 130.17x. The company’s price to sales ratio is at 14.87x 
of FY21 revenue. Go Fashion (India) Limited’s revenue has declined in FY21 which can 
be attributed to the Covid-19 pandemic. Yet, it was able to restrict its loss to ₹35.39 mn 

with the help of their efficient operating model. Considering, the future growth potential of 
women’s organized bottom-wear market, expansion plans of their retail network, strong 
pan-India distribution network, and a debt-free company, we recommend ‘Subscribe’ to 

the issue with a long-term perspective. 
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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 

RISKS 

1. The impact of the pandemic on their operations in the future, including its effect on the 

ability or desire of customers to visit their stores, is uncertain and may be significant and 

continue to have an adverse effect on their business prospects, strategies, and business. 

2. The company has incurred losses in Fiscal 2021. In the event they incur net loss in the 

future, their business and financial condition may be adversely affected. 

3. They carry out their operations from a single warehouse located in Southern India. Any 

disruption in the operation of their warehouse, including due to adverse developments in 

the region, may have an adverse effect on their business and prospect. 

4. The company does not currently own any manufacturing facilities and engage job workers 

for manufacturing all their products. They may not be able to obtain sufficient quantities or 

desired quality of products from job workers in a timely manner or at acceptable prices, 

which may ad-versely affect their business. 

5. The company is dependent on third-party transportation providers for the supply of raw 

materials and delivery of their products. Any disruptions could materially affect the 

company. 

6. Sales are subject to seasonal variations that could result in fluctuations in their results of 

opera-tions. 
For complete list of risk factors referring to the Red Herring Prospectus. 


