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Share Reservation 
Net issue 

(%) 

QIB 75 

NII 15 

Retail 10 

Shareholding (%) Pre IPO Post IPO 

Promoter & Promoter 
Group 

95.31% 71.35% 

Public 4.69% 28.65% 

Company Leadership 

Anjana Haresh 

Motwani 
Promoter, Executive Director 

and Chairperson 

Karan Haresh 

Motwani 
Promoter and Managing 

Director 

Mihir Suresh Shah CFO 

Issue Managers 

BRLMs 
Unistone Capital Private 

Limited 

Registrar 
Bigshare Services Private 

Limited 

                  Issue Opens: 15th Dec 2021; Issue Closes: 17th Dec 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:  
HP Adhesives Limited (HPAL) is a fast-growing multi-product, multi-category consumer adhesives 

and sealants company. For its largest product category – PVC solvent cement, the company is 

amongst the leading manufacturers in India within the consumer/ bazaar segment of the adhesive 
industry. It manufactures a wide range of consumer adhesives and sealants such as PVC, cPVC 
and uPVC solvent cement, synthetic rubber adhesive, PVA adhesives, silicone sealant, acrylic 
sealant, gasket shellac, other sealants and PVC pipe lubricant which are sold across India, through 
an extensive distribution network of distributors, and is also exported to several countries, through 
a network of distributors and direct customers. The company also manufactures these products for 
select large PVC pipe manufacturing companies under co-branding or private label on an order 
basis. Apart from the above products, it also sells ancillary products like ball valves, thread seal & 
other tapes and FRP products for drainage and architectural solutions that are distributed along 
with their products to the end customers through their distribution network. 

*Source: RHP 

 

All you need to know about 

HP ADHESIVES LIMITED IPO 

 

Price Band: 

INR 262 – 
INR 274 

Face Value:  

INR 10 
Issue Size: 

INR 125.96 Cr 

Bid Lot & Size: 

50 Equity Shares 

Issue Type: 

100% Book Building  
Post money market cap of ₹503.47 crores-at upper price band. 

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

 



 
 

 

Objects of the Offer  
 
 
 
 
 
 

 
 
 

 
 
 
 
 
 

 

 
 

  
 

 
 
 
 
 

(`₹ in lakhs) FY19 FY20 FY21 

Revenue from Operations 8,741.75 9,547.93 11,816.16 

EBITDA 870.09 691.95 1768.67 

EBITDA Margin (%) 9.95% 7.3% 14.97% 

PAT 400.07 (467.05) 1005.96 

EPS (₹) 3.08 3.59 7.74 

RoE (%) 27.3% (188.0%) 79.5% 

ROCE (%) 20.5% 12.1% 31.6% 

The offer comprises a fresh issue and offer for sale. The fresh issue is of 41,40,000 equity shares 
amounting up to ₹11,343.6 lakhs out of which ₹2,550.86 lakhs would be utilized for funding 
working capital expenditure, ₹5,400 lakhs would be utilized for funding incremental working capital 
requirements and the balance would be used for general corporate purposes.  The offer for sale is 
of 4,57,200 equity shares amounting up to ₹1,252.72 lakhs and the company will not receive any 
proceeds from these proceeds. 

Financial Performance 

HPAL has seen significant growth in its revenue from operations from ₹8,741.75 lakhs in FY19 to 
₹11,816.16 lakhs in FY21, at a CAGR of 16.3%. The company’s EBITDA has grown from ₹870.09 
lakhs in FY19 to ₹1,768.67 lakhs in FY21, at a CAGR of 42.6%. Its EBITDA margin has expanded 
from 9.95% in FY19 to 14.97% in FY21. HPAL’s PAT has grown at a CAGR of 58.6% from 
₹400.07 lakhs in FY19 to ₹1,005.96 lakhs in FY21. 

 

 

Competitive Strengths 

Consistently growing company with established brand presence 
HPAL has grown from a single product company to a multi- product adhesives company with sales 
across India as well as international markets. Its revenue from operations has grown from ₹355.96 
lakhs in FY10 to ₹11,816.16 lakhs in FY21, registering a CAGR of 37.5%. Over the years, its brands 
‘HP’ and ‘Strong Weld’ in PVC adhesives product category have gained increasing acceptance on 
account of high product quality and efficient pricing. Despite FY21 being impacted by COVID-19, its 
revenue from operations has grown by 23.75% between FY20 and FY21. Strong brand recall has 
enabled it to introduce newer product categories through the existing distribution network initially 
and then to a larger customer base with an established goodwill. Increasing acceptance in newer 

product categories due to high quality and efficient pricing has further established HPAL’s brand 

reputation. 
 

Wide Product Portfolio and multiple SKUs 

HPAL started its business activities in just one product category i.e. PVC, cPVC and uPVC solvent 
cement. Since then, it has expanded its product portfolio and now offers multiple products across 
categories including silicone sealants, synthetic rubber adhesives, PVA adhesives and other 
sealants. Having a wide portfolio of products enables it to cross-sell to a large customer base 
(which, in this case, are majorly distributors) who in-turn reach out to large number of retail counters 
for serving the appliers and eventual end-customer. Having a wide product portfolio also enables 
HPAL to efficiently compete with larger adhesive players in the market who also have a wide 
product offering. HPAL’s efforts are focused towards continuously identifying market demands and 
introducing relevant products with high quality. Within each product category, the company has 
multiple SKUs in terms of grades, pack sizes for various applications thereby enabling it to cater to a 
diverse customer base. 
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In PVC, cPVC and uPVC solvent cement, HPAL has 295 SKUs. Similarly, in silicone sealants, it has 
16 SKUs and in PVA adhesives, 75 SKUs. Its wide range of SKUs from 10 ml tubes to 200 litre drums 
help it cover both small jobs as well as project applications. 

 
Focusing on multiple end-user industries 
HPAL’s products have diverse end-use applications. Initially when it started with PVC adhesives, the 
company was primarily dependent on the PVC and cPVC pipes industry for its growth. Subsequently, 
it has established a good presence in silicone sealants, which has helped HPAL to diversify into more 
end-user industries such as automobiles, electronic devices and appliances, glass and glazing, 
external weather sealing, general interior sealing, bathroom and sanitary, uPVC door and window 
industry, ACP panel industry, wood working and furniture, footwear, handicrafts, automotive, PVC 
flooring, AC ducting, upholstery, foam- mattresses, non-woven and thermal insulation leather. 

 
Extensive distribution network across India catering to customers 
HPAL has established its distribution network strategically over the last several years. Its distributors 
cater to retailers who, in turn, make the product available for end-users. Its sales team services the 
retail network through regular engagement with the distributors. For FY21, out of the company’s total 
revenue from operations, its sales to distributors was about ₹8,573.79 lakhs, which represents 
71.52% of the total sales. HPAL has more than 750 distributors and no distributor constituted more 
than 5% of its total sales in FY21. Top 10 distributors contributed not more than 20% of total sales in 
FY21. The distributors are spread across 23 states and 4 union territories of the country. 
 

Established presence in international markets 

HPAL’s focus on manufacturing good quality products has helped it to expand and grow its exports 

business. Company has received the prestigious NSF International certification in the year 2011. NSF 
is considered as a benchmark of quality and safety for products linked to drinking water distribution. 
Its customers in international markets are primarily from Middle East and Indian sub-continent and it 
has ramped up presence in USA, Africa, South-East Asia and Europe. These customers are large 
distributors or organized retailers in their respective countries and their products are well accepted by 
consumers because of high quality. Their exports business constituted 17.20% of sales in FY21 and 
has grown at a CAGR of 17.30% over the last 11 years. As of March 31, 2021 the company had sold 
its products in 21 countries despite the impact of the pandemic. 
 

Institutional sales to select large players 
HPAL’s emphasis on product quality and efficient manufacturing at competitive pricing has made it a 
preferred company for select players from the end-user industry for procurement of adhesives for 
their markets. This business opportunity has helped HPAL to develop a larger customer base for its 
products. It has business relationships with large PVC pipe companies in this segment for over a 
decade. These products carry a co-branding/ private label strategy further strengthening its market 
position even in its own channel. These large customers are generally PVC pipe companies whose 
validation further fortifies HPAL’s brand equity. 
 

Efficient manufacturing set-up with scope for expansion 
HPAL’s manufacturing facility is located at Village Narangi, Raigad, Maharashtra which at ~80 kms 
from Mumbai, Maharashtra. The land of its manufacturing facility is owned by the promoters and the 
same has been licensed out to the company. Over last few years, the company has expanded its 
manufacturing capacities by making incremental additions to its equipment with growth in its 
business. The company has also made consistent investments in automation of its manufacturing 
facility which, in turn, has led to increased productivity. The company is also in the process of setting 
up an additional unit having a proposed construction area admeasuring about 4,532.57 sq. mtrs. 
(built-up) area on the adjacent plot. 



 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

Effective quality checks thereby reducing batch failure 
HPAL has developed rigorous quality control processes across the entire process chain. It has 
implemented internal procedures to ensure quality control at various stages of production, from 
procurement of raw material, production to inventory storage. Its manufacturing facility has 
personnel responsible for monitoring the parameters of equipment, stability of materials, reporting 
any irregularities in the manufacturing process and making adjustments accordingly. These levels of 
quality checks ensure maintenance of its brand value for quality of products. 
 

Focus on R&D to drive constant product improvement and develop new 
products 
HPAL has extensive R&D capabilities. It focusses on developing cost-effective manufacturing 
processes and new and cost-efficient products. The company’s dedicated R&D team is continuously 
engaged in developing new products and processes. 

 
  
 
 
 
Continue to introduce new product categories 
HPAL is focused on introducing new product categories to serve more end-users. This helps in 
strengthening its relationship with existing distribution network (as the company provides a larger 
product basket to their customers), and on board new distributors in untapped segments and 
regions. Identifying and developing new products and product categories is a continuous exercise 
that HPAL undertakes to tap into the immense market opportunity for high quality, competitively 
priced products. 
 

Further expand the distribution network across domestic and international 
markets 
HPAL has constantly grown its distribution network across the country and it will continue to do so in 
the future. Having a wider product portfolio and an established brand presence in existing products, 
provides confidence to new distributors to engage with the company. HPAL undertakes proper area 
marking and financial credibility check before appointing a distributor to ensure a good service and 
reputation in the market without hurting its existing channel. Profile of every distributor that is on-
boarded is matched with its well-established criteria and the relationship with every new distributor is 
gradually scaled up. 
 

Further strengthen brand image 
HPAL has focused on strengthening its brands ‘Strong Weld’, ‘HP’ and newer product categories 
like ‘Strong Seal’ (for silicone sealant) and ‘Strong Fix’ (for PVA and synthetic rubber adhesives) by 
undertaking several marketing and promotion initiatives. The company organizes dealer and 
distributor meets, plumber meets in order to promote the brand but no specific brand promotion 

policy has been adopted. In FY21, HPAL incurred promotion expenses of ₹11.75 lakhs. Going 

forward, the company will further bolster its brand image by undertaking marketing initiatives to 
enhance brand visibility in the market and also to create strong brand recall. Though the bigger 
product category of PVC, cPVC and uPVC solvent cement has helped HPAL establish its 
positioning in the market, increasing marketing and sales promotion activities for newer product 
categories going forward will take its brand image to the next level. 

Strategies Going Forward 



 

 

 
    

 

Expansion of manufacturing facility 
HPAL is implementing capacity expansion plans at its existing manufacturing facility at village 
Narangi, Raigad, Maharashtra. It intends to use a part of the net proceeds from the issue towards 
expansion of its manufacturing facility.  
 

Increasing the size of the field staff will help secondary penetration 
HPAL’s key focus is to enhance its reach in the markets where it currently operates by replicating 
the same proposition that has helped it grow in the past. There is significant untapped opportunity in 
rural and semi-urban regions that can be capitalized by expanding its sales team. As of September 
30, 2021, the company had a team of 198 sales professionals, and HPAL intends to keep growing 
the team.  
 

Enhancing demand by incentivizing the product end-user  
HPAL’s sales are driven by the appliers that are typically plumbers, carpenters, masons and glazing 
contractors. The company offers incentives to these appliers through additional gifts on a select 
range of products. It also incentivizes the distributors based on purchase volumes and payment 
practices. The company intends to continue the marketing of its products by incentivizing the 
appliers which will help build more loyal relationships. 
 

Plant automation to improve productivity 
HPAL intends to automate the process of manufacturing and packaging. The plant & machinery at 
the facility under expansion is targeted to be more automated in order to reduce human intervention 
and thereby decrease the scope of human error. The entire activity will lead to higher efficiency and 
production output. 
 

Technology integration for all business functions 
HPAL believes that investments in its technology infrastructure have been critical to increase its 
operational efficiencies and realize economies of scale. The company also believes that such 
initiatives will drive cost efficiencies, improve customer service, reduce manual workload and enable 
integrating its business functions, thereby improving its overall business processes. 
 

Continue to drive business based on people-centric policies and practices 
HPAL believe its employees are an integral part of its success and hence it maintains people-centric 
policies and practices. While the management leads it ably in achieving its strategic goals, 
identification and retention of key talent is also crucial to the business. HPAL will continue to provide 
a positive, safe and collaborative working environment to its employees and invest in structured 
training and upskilling programs. All upskilling programs are conducted on need basis by the 

company through its VP – Sales and Marketing or Product Heads or Deputy General Managers. 

These trainings cover subjects like product knowledge, sale techniques, dealer loyalty techniques, 
market intelligence gathering techniques, etc. HPAL promotes a culture of meritocracy and diversity 
and drives its people to give their best output. 
 
 
 
 
 
 
 
 



 
 

 

Management 

 

Anjana Haresh Motwani (Promoter, Executive Director and Chairperson): She 

holds a bachelors’ degree in Arts (Special) and diploma in Administrative Management from 

University of Bombay and a diploma in Export Business Management from Indian International 
Trade Center, Bombay. 
 

Karan Haresh Motwani (Managing Director): He has completed Bachelor of 

Management Studies from Narsee Monjee Institute of Management Studies, Mumbai and the 
Post Graduate Programme in Management from S.P. Jain Institute of Management &Research, 
Mumbai. 

 

Mihir Suresh Shah (Chief Financial Officer): He holds a bachelor’s degree in 

commerce from Narsee Monjee College of Commerce & Economics, Mumbai and master’s 

degree in management studies from Jamnalal Bajaj Institute of Management Studies, Mumbai. 

 
Recommendation & Valuation 

 

At higher price band of ₹274, the company is valued at 35.4x FY21 earnings and 4.26x FY21 

sales. It is under-valued compared to its listed peer, Pidilite Industries Limited, which trades 

at FY21 PE multiple of 81.28x. Considering the established brand presence, wide product 

portfolio, future growth potential of the adhesive and sealant industry and plans for 

expansion, we recommend subscribe to the issue with a long-term perspective. 



 

 

  

RISKS 

 

 HPAL’s capacity expansion at its manufacturing facility are subject to the risk of 

unanticipated delays in implementation and cost overruns.  

 Impact of the COVID-19 on its business and operations is uncertain, may be significant 

and will continue to have an adverse effect on the company’s business, operations and its 

future financial performance.   

 HPAL’s ability to grow its business depends on its relationships with the distributors and 

the community of appliers. Any adverse changes in these relationships, or its inability to 

enter into new relationships and thereby expand its distribution network, could negatively 

affect its business and results of operations.  

 HPAL does not enter into long-term arrangements with its distributors and any failure to 

continue its existing arrangements could negatively affect the business and results of 

operations.  

 Underutilization of its manufacturing capacities and/or an inability to effectively utilize its 

expanded manufacturing capacities could have an adverse effect on HPAL’s business, 

future prospects and future financial performance.  

 HPAL does not have long-term agreements with its raw material suppliers. An inability to 

procure the desired quality, quantity of its raw materials in a timely manner and at 

reasonable costs, or at all, may have a material adverse effect on its business, results of 

operations, financial condition and cash flows.  

 Fluctuation in the prices of petro-chemicals which are affected by the prices of crude oil 

may affect its ability to price the products competitively.   

 HPAL needs to obtain, renew or maintain certain statutory and regulatory permits and 

approvals required to operate the business. If the company fails to do so in a timely 

manner or at all the business, financial conditions, results of operations, and cash flows 

may be adversely affected. 

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