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Share Reservation 
Net issue 

(%) 

QIB 50 

NII 15 

Retail 35 

Shareholding (%) Pre IPO Post IPO 

Promoter & Promoter 
Group 

83.99 74.27 

Public 16.01 25.73 

Company Leadership 

Rafique A. Malik Chairman 

Farah Malik Bhanji Managing Director 

Kaushal Khodidas 
Parekh 

CFO 

Issue Managers 

BRLMs 

ICICI Securities, AMBIT, 
Motilal Oswal DAM Capital 

Advisors, Axis Capital, 
Equirus Capital 

Registrar 
Link Intime India Private 

Limited 

                  Issue Opens: 10th Dec 2021; Issue Closes: 14th 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:  
Metro Brands Limited (Metro) is one of the largest Indian footwear specialty retailers, and is among 
the aspirational Indian brands in the footwear category (Source: CRISIL Report). The company 
opened its first store under the Metro brand in Mumbai in 1955, and has since evolved into a one-stop 
shop for all footwear needs, by retailing a wide range of branded products for the entire family 
including men, women, unisex and kids, and for every occasion including casual and formal events. 
As of September 30, 2021, the company operated 598 stores across 136 cities spread across 30 
states and union territories in India. Metro targets the economy, mid and premium segments in the 
footwear market, which together are expected to grow at a higher rate compared to the total footwear 
industry between FY20 and FY25. These segments have a higher presence of organized players and 
their growth in the overall footwear industry is expected to accelerate formalization of the footwear 
industry (Source: CRISIL Report). The company had the third highest number of exclusive retail 
outlets in India, in FY21 (Source: CRISIL Report). 

Post money market cap of ₹ 13575 crores-at upper price band. 

*Source: RHP 

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

 

Face Value:  

INR 5 
Issue Size: 

INR 1367.5 Cr 

Bid Lot & Size: 

30 Equity Shares 

Issue Type: 

100% Book Building 

Price Band: 

INR 485 – 
INR 500 

 

All you need to know about 

METRO BRANDS 
LIMITED IPO  

 

 

 



 
 

 

Objects of the Offer 

 
 
 

 
 
 
 
 

 
 
 
 

 
 
 
 
 

 
 

  
 

 
 
 
 
 
 
 

(`₹ in million) FY19 FY20 FY21 

Revenue from Operations 12,170.65 12,851.62 8,000.57 

EBITDA 3,373.26  3,535.11  1,709.25  

EBITDA Margin (%) 27.72%  27.51%  21.36%  

PAT 1,527.31  1,605.75  646.19  

PAT Margin (%) 12.55%  12.49%  8.08%  

EPS 5.75 6.05 2.43 

RoE (%) 22.82% 19.33% 7.63% 

ROCE (%) 25.89% 20.07% 9.54% 

Debt-Equity 0.15 0.14  0.01 

The issue comprises of a fresh issue and an offer for sale. The fresh issue amounts to ₹2,950 mn 
out of which ₹2,253.74 mn would be used for expenditure towards opening of new stores and the 
balance would be utilized towards general corporate purposes. The offer for sale comprises 
21,450,100 equity shares amounting to ₹10,725 mn and the proceeds would go directly to the 
selling shareholders. 

Consistent Track Record of Financial Performance 

The company’s revenue from operation has decreased from ₹12,170.65 mn in FY19 to ₹8,000.57 
mn in FY21. The company’s EBITDA decreased from ₹3,373.26 mn in FY19 to ₹1,709.25 mn in 
FY21. The company’s PAT has fallen from ₹1,527.31 mn in FY19 to ₹646.19 mn in FY21. 

Competitive Strengths 

Among India's largest nationwide footwear retailers with a brand appeal 
among aspirational consumers  
Metro is one of the largest Indian footwear specialty retailers, and is among the aspirational 
Indian brands in the footwear category (Source: CRISIL Report). The company had the third 
highest number of exclusive retail outlets in India in FY21 (Source: CRISIL Report). As of 
September 30, 2021, the company had a Pan-India presence through 598 stores (across Metro, 
Mochi and Walkway branded MBOs, Crocs™ branded EBOs, and Walkway franchisees and SIS) 
located in 136 cities spread across 30 states and union territories in India, operated by the 
company. Metro operated a total retail business area of 734,217 sq. ft., through its stores as of 
September 30, 2021. Its operations are well-spread across metro cities, tier I, II and III cities and 
towns, and across all four zones of India. 
 

Wide range of brands and products catering to all occasions across age 
groups  
Across its various brands, Metro is a one-stop-shop family retailer catering to the footwear needs 
of men, women and children for different occasions including casual and formal events. The 
men’s, women’s and children’s product lines benefit from Metro’s reputation for style, quality, 
comfort, innovation and affordability. The company’s wide range of brands allows it to operate 
across the economy, mid and premium segments. Metro has been able to evenly distribute its 
sales with low seasonality in operations through its optimum mix of in-house brands and 
complementary third-party brands across the 
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premium and affordable segments. The company’s merchandizing and design team sources new 
designs regularly for consumers across diverse ethnicities and segments for various seasons and 
festivals. The company draws inspiration from the fashion trends and contemporary colors of the 
season. The company follows and surveys fashion trends across inter-national and domestic markets 
to understand the evolving needs of the consumers. Metro’s strong understanding of evolving 
consumer preferences has enabled it to create and grow its brands. 

 
Efficient operating model through deep vendor engagements and TOC based 
supply chain  
Metro has long-standing relationships with many of its vendors, and works with them to continuously 
introduce new designs, which are regularly updated. In the last three Fiscals and six months ended 
September 30, 2021, the company dealt with over 250 vendors for its products. The company has 
been dealing with certain vendors for over 20 years, and continues to leverage these relationships 
together with its combined understanding of evolving customer preferences, regional sensitivities, and 
prevailing trends. Metro’s merchandizing and design teams and its continued engagement with its 
vendors, company has translated trends into products efficiently and has remained relevant to its 
growing customer base by catering to various segments across price points. 

 
Asset light business with an efficient operating model leading to sustained 
profitable growth  
Metro is among the few footwear retailers in India to source all its products through outsourcing 
arrangements without its own manufacturing facility, resulting in an asset light model (Source: CRISIL 
Report). The company’s asset light model is based on third-party manufacturing by long-standing 
vendor relationships, and supported by active brand portfolio management, optimum store size and 
layout, and long-term lease arrangements. Owing to its scale of operations and strong supplier 
network, the company has been able to leverage better margins with its vendors and enter into 
arrangements with third-party brands on favorable terms. The company seeks to operate its stores 
based on variable cost structures in terms of lease rentals and employee expenses. Metro operates 
stores either on a fixed lease basis or revenue share basis with landlords and follows a robust 
location and store selection process – primarily targeting high streets, malls and airports. 
 

Presence across multiple formats and channels 
Metro owns and operates stores of both MBO and EBO formats. The company operates a broad 
retail distribution set-up that is complemented by scalable e-commerce capabilities including through 
tie-ups with select commercial partners. Choice of store format depends on the store location, brands 
retailed and the target customer audience. Further, the company also engages distributors and has 
SIS in major departmental stores. With an increase in research driven purchases online, it has set-up 
an omni-channel experience for customers through its online platforms. The company’s customers 
are able to order-in-store, buy online and ship-from-store. Metro operates websites for its various 
brands and has an extensive online presence. These are brand websites directly managed by the 
company. Majority of its online business also comes through leading e-commerce marketplaces. The 
company also market its products on various social media platforms, and engages with its customer 
base through home-visits and instant messaging channels such as WhatsApp. 
 

Platform of choice for third party brands looking to expand in India 
Metro has become a ‘platform of choice’ for other national and international third-party brands on the 
back of its footwear focused retailing experience since 1955, track record of successfully incubating 
and scaling up various retail brands, and extensive Pan-India operations through which it has gained 
strong insights on evolving customer preferences across demographics. This is also reflected through 
its successful partnership with Crocs™, a global brand offering innovative casual footwear for women, 
men and children, with a focus on its moulded products (Source: CRISIL Report). The company has 
entered into a retail license arrangement with Crocs™ in 2015, and has since expanded Crocs™ 
branded EBOs throughout the country. The company currently retails Fitflop products, a global brand 
offering shoes for all-day wearing, using a combination of biomechanics, comfort and fashion at its 
MBOs. 



 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

Strategies Going Forward 

Expand store network in existing and new Indian cities 
Metro’s total store count has grown from 504 in 116 cities as of March 31, 2019 to 586 in 134 cities 
as of March 31, 2021 and, 598 stores across 136 cities as of September 30, 2021. As of March 31, 
2019, 2020 and 2021 and as of September 30, 2020 and September 30, 2021, the company 
operated stores with a total retail business area of 643,442 sq. ft., 694,955 sq. ft., 720,994 sq. ft., 
692,211 sq. ft. and 734,217 sq. ft., respectively. In particular, for the Walkway brand of footwear, it 
proposes to focus on franchise arrangements to increase its network of Walkway stores in India. The 
key factor influencing the expansion of its stores is the selection of suitable locations. The company 
will continue to adopt a methodical approach in evaluating and selecting suitable locations for the 
establishment of new stores, such as local population density, and identifying prime retail areas. 
 

Leverage its multi-channel platform to pursue new business opportunities Metro 

will continue to leverage its existing multi-channel platform to evaluate similar opportunities in the 
future. The company continues to evaluate similar and other arrangements, including licensing 
arrangements with other national as well as international brands as part of its active brand portfolio 
management and seeks new brands which it believes have high potential in its markets and are 
complementary to its existing in-house brands. The company would continue to take a long-term 
view of the partnerships it enters into with third-party brands; investing time to understand a new 
brand, the target customer segment and their expansion aspirations. The company is well-
positioned to offer a unique and scalable pan-India platform to new footwear and accessory brands 
looking to expand in India. Its asset light model and low indebtedness further makes it an attractive 
retailer to partner with for brands that require reach and visibility.  
 

Increase contribution of e-commerce and omni-channel sales in its total sales  
Metro intends to leverage its existing capabilities to increase its e-commerce operations. The 
company will integrate its omni-channel model as well as apply new technologies to further expand 
and improve its operations to handle individual customer deliveries and enhance customer buying 
experience with faster dispatches. The company also intends to grow its team of e-commerce 
operations. The company proposes to make further investments in digital marketing to build an 
omni-channel engagement experience for its customers. In addition, the company will invest in 
content generation to build engagement with a younger audience. The company will continue to 
focus on analytic technologies to create personalized journeys for customers and increase ATV, 
drive customer loyalty, increase the number of transactions per customer through active customer 
engagement, and introduce complementary products. 

 
Expand portfolio of accessories and grow other allied businesses 
Metro would continue to look at new opportunities to increase its in-house range of belts, wallets, socks and 
handbags, by leveraging on its understanding of the Indian consumer market. The company intends to 
introduce a wider range of products under its existing brands of accessories based on consumer preferences 
and demand, and assess international and local fashion trends and evolving market preferences in order to 
evaluate the feasibility of new types of product intro-ductions. The company intends to leverage its existing 
vendor arrangements, distribution, and re-tail network through its MBOs, in order to effectively launch and 
distribute its new products. The company would also distribute the range of foot care accessories and insoles 
of another prominent footwear and footcare brand. This would help it to increase sales from foot care 
accessories. The company will distribute this range of products through its MBO format stores as well 
continue to evaluate other channels for distribution in the future. 



 

 

 
  

Evaluate accretive inorganic growth opportunities 
Metro will continue its expansion through an active evaluation of inorganic opportunities, partner-
ships, tie-ups and franchises (including international opportunities). The company will evaluate 
acquisition opportunities based on its targeted returns, operational scale and diversification criteria 
and on whether it considers these opportunities to be available at reasonable prices that can be 
funded through its internal accruals. Company’s experienced operational and management teams will 
enable it to identify, structure, execute and integrate acquisitions effectively based on its 
demonstrated ability to partner with several third-party brands, such as Crocs™. 

 
Introduce and expand its portfolio of sustainable footwear 
Metro intends to intensify its product development efforts to develop and launch sustainable footwear 
through alternate sources by optimizing its raw materials. For instance, the company has recently 
developed a line of footwear using merino wool that is a natural fibre – improving breath-ability of the 
shoes, making it suitable for summers and winters. By using merino wool and avoid-ing use of animal 
hide, the shoes are largely vegan in its manufacturing process, and the material for the upper portion 
of the shoes is also biodegradable. The company has similarly developed footwear by using materials 
created out of a yarn that is manufactured by upcycling the plastic from discarded PET bottles. The 
company intends to similarly introduce other sustainable prod-ucts and continue to refine its 
packaging, to remain cost efficient by optimizing raw materials in-volved, while catering to the growing 
trend of sustainable fashion. The company intends to realign its resources to focus on product 
development and explore other opportunities on sustainability that it may pursue. 
 

 



 
 

 

Management 

 
  

Rafique A. Malik (Chairman):  
He holds a bachelor’s degree in commerce from Siddharth College of Commerce and Economics, 
University of Bombay. He has attended the Owner/President Management Program at the 
Harvard Graduate School of Business. He has secured 1st position in the ‘Ladies Shoes’ category 
and 3rd position in the ‘Gents Dress Shoes’ category at the All India Fashion Parade and Design 
Competition for Leather, Leather goods and Footwear, 1970, organized by the Indian Leather 
Technologists’ Association. 

 
Farah Malik Bhanji (Managing Director):  
She holds a bachelor’s degree in arts and a bachelor’s degree in business administration from the 
University of Texas at Austin. She is presently attending the Owner/President Management 
Program at the Harvard Graduate School of Business. 

 
Kaushal Khodidas Parekh (Chief Financial Officer):  
He holds a bachelor’s of commerce degree in Financial Accounting and Auditing (Special) from 
University of Mumbai and is a qualified chartered accountant. He has previously served as 
Associate Vice President, Ernst & Young Private Limited. 

 
Recommendation & Valuation 

 
At the upper price band of ₹500, Metro Brands Limited is demanding a PE multiple of 
~205.8x based on FY21 earnings, while the company’s price to sales ratio is at 16.97x 

FY21 revenue. These higher valuation numbers are due to the pandemic-related 
slowdown in the business. However, considering the future growth potential of the retail 

industry, wide number of brands, asset light business model with efficient operating 
model and plans for expansion, 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 

 

 The impact of the pandemic on its operations in the future, including its effect on the ability or 

desire of customers to visit its stores, is uncertain and may be significant and continue to have an 

adverse effect on the company’s business prospects. 

 Metro’s inability to identify customer demand accurately and maintain an optimal level of inventory 

in its stores may impact its operations adversely. 

 If the company is unable to effectively manage or expand its retail network and operations or 

pursue its growth strategy, its new stores may not achieve the expected level of profitability which 

may adversely affect its business prospects. 

 The premises of all its stores and warehouses are leased. If the company fails to renew these 

leases on competitive terms or if it is unable to manage its lease rental costs, its results of 

operations would be materially and adversely affected. 

 The company is dependent on third-parties for the manufacturing of all the products it sells. Any 

disruptions at such third-party manufacturing facilities, or failure of such third-parties to adhere to 

the relevant quality standards may have a negative effect on the company’s reputation and 

business. 

 The company has entered into, and may continue to enter into, related party transactions which 

may not always enable it to achieve the most favorable terms. The percentage of the aggregate 

value such related party transactions to its revenue from operations in FY21, six months ended 

September 30, 2020 and September 30, 2021 was 7.87%, 21.35% and 8.46%, respectively. 

 Both its warehouses are located in Bhiwandi, Maharashtra, and any adverse development affecting such 

region may have an adverse effect on its business. 

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