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Shareholding (%) 
Pre 
IPO 

Post 
IPO 

Promoter & Promoter 
Group 

31.98 27.98 

Public 68.02 72.02 

Share Reservation 
Net issue 

(%) 

QIB 75 

NII 15 

Retail 10 

Company Leadership 

M Murali 
Promoter, Chairman and 

Managing Director 

K R Ramesh Executive Director 

Gopalakrishnan J CFO 

Issue Managers 

BRLMs 

Axis Capital Limited, ICICI 
Securities Limited, Nomura 

Financial Advisory and 
Securities (India) Private 

Limited. 

Registrar KFin Technologies Pvt Ltd 

                  Issue Opens: 8th Dec 2021; Issue Closes: 10th 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:  
Shriram Properties Limited (SPL) is one of the leading residential real estate development companies 
in South India, primarily focused on the mid-market and affordable housing categories. Company is 
among the top five residential real estate developers in South India in terms of number of units 
launched between 2012 and the third quarter of 2021 across Tier 1 cities of South India including 
Bengaluru, Chennai and Hyderabad. The company is also present in other categories, namely, mid-
market premium, luxury housing and commercial & office space in its core markets. SPL is part of the 
Shriram Group, which has four decades of operating history in India and is a well-recognized brand in 
the retail financial services sector and several other industries. Company management believes that 
the parentage of Shriram Group provides SPL with strong brand recall and that it benefits, and will 
continue to benefit, from the trust and confidence that homebuyers, lenders, financial investors, 
landowners, development partners, contractors and other stakeholders place in the Shriram brand and 
its operational history. 

Face Value:  

INR 10 
Issue Size: 

INR 600 Cr 

Bid Lot & Size: 

125 Equity Shares 

Issue Type: 

100% Book Building 

Price Band: 

INR 113 – 
INR 118 

Post money market cap of ₹ 2001.56 crores-at upper price band. 

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

 

*Source: RHP 

 

All you need to know about 

SHRIRAM PROPERTIES 
LIMITED IPO  

 



 
 

 

Objects of the Offer 

 
 
 

 
 
 
 
 

 
 
 
 
 
 
 
 
 

 

 
  
 

 
 
 
 
 
 
 

(`₹ in million) FY19 FY20 FY21 

Revenue from Operations 6,501.31  5,719.60 4,314.99 

EBITDA 799.30 904.14  1,210.53 

EBITDA Margin (%) 11.04 14.31 24.15 

PAT 487.91 (863.93) (681.78) 

PAT Margin (% of Total 
Income) 6.74 (13.67) (13.6) 

EPS 3.39 (5.80)   (4.60) 

Net Asset Value per share 
(₹) 66.01 60.94 56.43 

Debt/Equity 0.81 0.76 0.77 

The offer comprises a fresh issue and offer for sale. The fresh issue is to raise ₹2,500 mn, out of 
which ₹2,000 mn would be utilized for repayment/prepayment of certain borrowings and the 
balance would be used for general corporate purposes.  The offer for sale will garner upto ₹3,500 
mn and SPL will not receive any proceeds from the same. 

Consistent Track Record of Financial Performance 

SPL has seen significant decline in its revenue from ₹6,501.31 mn in FY19 to ₹4,314.99 mn in 
FY21 due to decrease in the number of sale deed registrations and pressures arising from the 
COVID-19 induced lockdowns. However, SPL’s EBITDA increased significantly from ₹799.30 mn 
in FY19 to ₹1,210.53 mn in FY21. Its EBITDA margin increased from 11.04% in FY19 to 24.15% in 
FY21. SPL’s posted a Profit After Tax (PAT) of ₹487.91 mn in FY19 and a loss of ₹687.78 mn in 
FY21. 

Competitive Strengths 

Part of the Shriram Group and Backed by Marquee Investors 
Shriram Properties Limited is part of the Shriram Group, which is a prominent business group with 
four decades of operating history in India and a well-recognized brand in the retail financial 
services sector and several other industries. The Group is funded by marquee global and 
domestic financial investors across several of its businesses. The Group’s management 
philosophy is characterized by empowerment of stakeholders and decentralized decision-making 
by professional management teams. Management believes that the company benefits from the 
trust and confidence that homebuyers, lenders, financial investors, land-owners, development 
partners, contractors and other stakeholders place in the Shriram Group. SPL believes that the 
Shriram Group parentage provides it with brand recall and the ability to leverage its reputation 
among stakeholders in performing its business operations. SPL has benefited from the strategic 
inputs and support of reputed global and domestic financial investors. It has received foreign 
investment from reputed private equity investors, after the real estate sector in India was opened 
to foreign direct investment in March 2005. 58.34% of SPL’s outstanding equity is owned by 
marquee investors affiliated with TPG, Tata Opportunities Fund, Walton Street Capital and 
Starwood. SPL has benefitted from the expertise and strategic inputs of these investors, enabling 
it to strengthen its business operations, management systems and overall governance practices. 
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One of the Leading Residential Real Estate Development Companies in South 
India  
SPL is one of the leading residential real estate development companies in South India, primarily 
focused on the mid-market and affordable housing categories. It is among the top five residential real 
estate companies in South India in terms of number of units launched between 2012 and the third 
quarter of 2021 across Tier 1 cities of South India including Bengaluru, Chennai and Hyderabad. The 
company’s completed projects in Bengaluru and Chennai accounted for 15.18 million square feet, or 
90.56% of its total saleable area in completed projects. In addition, ongoing projects, under 
development and forthcoming projects in Bengaluru and Chennai accounted for 31.37 million square 
feet, or 67.15% of its total estimated saleable area. Bengaluru and Chennai are the two key markets 
in South India, and India generally, contributing to approximately 29.3% of the residential launches 
and 28.7% of the sold inventory in India’s seven cities (Bengaluru, Mumbai, Delhi, Chennai, Pune, 
Hyderabad and Kolkata), from 2012 to the third quarter of 2021. Further, over the years, SPL has 
increased focus on the mid-market and affordable housing categories. 

 
Demonstrated Capabilities in Project Identification and Strong Execution Track 
Record  
SPL has realized pre-sales volumes of 3.56 million square feet of saleable area or 3,469 units, for the 
six months ended September 30, 2021. The company’s pre-sales volumes grew at CAGR of 22.61% 
between FY17 and FY21. The company has strengthened its market position amid consolidation in 
the industry post demonetisation in 2016 and introduction of RERA in 2017. SPL believes its strong 
brand recall, track record of quality execution and deliveries have driven its performance so far. SPL 
completed and delivered seven projects with aggregate saleable area of 8.04 million square feet 
during FY18 and FY21 and the six months ending September 30, 2021. Its overall execution timelines 
have improved consistently over the years benefiting from improvements in project management and 
control, technology and automation as well as strengthened implementation and monitoring. In order 
to achieve timely development of projects, SPL relies on its project engineering, design and 
procurement teams, comprising 167 employees including ones who manage regulatory approvals 
and track project timelines and costs. Company focused on achieving high quality of construction and 
realize synergies in procuring construction materials and equipment. It places emphasis on cost 
management and rigorously monitors the progress of its projects. The project design team utilizes 
streamlined design processes and modern technologies, in order to manage execution timelines. 

 
Established Strategic Relationships 
SPL has established relationships with domestic as well as international financial investors, who have 
made financial investments in its projects. These include SUN Apollo India Real Estate Fund I LLC, 
Mitsubishi Corporation, Amplus Capital Advisors Private Limited, ASK Real Estate Special 
Opportunities Fund, India Realty Excellence Fund II LLP managed by Motilal Oswal Real Estate 
Investment Advisors II Private Limited and Kotak Affordable India Fund (a joint investment vehicle 
focused on investing into affordable housing projects between CDC of UK and Kotak Alternative 
Investment Managers), and certain investors who have made multiple investments in its completed 
and ongoing projects. This approach has enabled SPL to raise capital through investments from 
financial investors in order to fund growth, expand the scale of its projects and reduce debt exposure, 
while also benefitting from the know-how and strategic inputs of such investors. The company also 
has well-established relationships with several lenders, including public and private sector banks and 
NBFCs, across its projects. Further, a significant portion of SPL’s completed and ongoing projects are 
developed through joint-development agreements or joint ventures. 23 out of its 29 completed 
projects, covering a saleable area of 10.68 million square feet are through joint development 
agreements or joint-ventures. Similarly, 12 out of its 35 ongoing projects, projects under development 
and forthcoming projects, covering an estimated saleable area of 18.23 million square feet, are 
owned through joint development agreements or joint-ventures. 



 
 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 

Strategies Going Forward 

Scalable and Asset Light Business Model supported by Strong Financial 
Position  
Shriram Properties Limited’s business model relies on the strength of its brand, project execution and 
management capabilities as well as its well-established relationships with landowners, development 
partners, financial investors, architects and contractors. Leveraging these capabilities and 
relationships, it is transitioning from a real estate development model to a combination of real estate 
development and real estate services based business model. This transition will help SPL improve 
margins and profitability as well as return ratios, given the low capital-intensive nature of the new 
business model. As part of this model, SPL’s focus is on DM or joint development agreements with 
landowners/developers or joint ventures, which requires lower upfront capital expenditure compared 
to direct acquisition of real estate or land parcels. The company has grown its DM business, which is 
primarily a service model, under which it enters into DM agreements with other developers and 
landowners and provides turn-key approach to development involving product design, project 
development, branding, sales and marketing, CRM efforts and thereby handles collection, 
construction, overall completion and handover to customers, all under the control of the Shriram 
brand and company. SPL has a well-established DM model and has launched 11 projects under the 
DM portfolio with a saleable area of 6.42 million square feet. Its pre-sales volume from the DM model 
for FY21 was 1.05 million square feet. Under this business, SPL provides a combination of services in 
relation to timely and quality planning, development, construction, branding, marketing and sales, 
collections and client management, in addition to arranging third-party financing. For these services, 
SPL generally receive fees ranging between 10% to 16% of the total project revenues, based on the 
nature of activities agreed with the counterparty. SPL management believes its asset light business 
model will result in efficient utilization of capital resulting in lower debt and regular fee income, 
boosting return on capital employed. 

 
Well Positioned to Benefit from Regulatory and Industry Developments 
SPL is among the top five residential real estate companies in South India in terms of number of units 
launched between 2012 and the third quarter of 2021 across Tier 1 cities of South India including 
Bengaluru, Chennai and Hyderabad. The company believes that leveraging on its industry position, 
scale of operations, experience and efficient project management systems and processes, and its 
ability to comply with requirements relating to cash flows, project delivery and regulatory disclosures, 
it is well positioned to benefit from the opportunity presented by the introduction of RERA and the 
expected consolidation in the real estate industry in India. 

Continued Focus on Mid-Market and Affordable Housing Categories  
SPL will continue to strengthen its reputation and track record in the mid-market and affordable 
housing categories, in order to deliver cost effective housing solutions to its customers. It will 
leverage its existing market position, competitive strengths and understanding of customer 
preferences to gain market share in the mid-market and affordable housing category. The company 
has a portfolio of 16 ongoing projects, three projects under development and one forthcoming 
project in the mid-market category and affordable housing category. These aggregate to 16.67 
million square feet and 16.73 million square feet in the mid-market category and affordable housing 
category, respectively, or 35.67% and 35.80%, respectively, of its estimated total saleable area. 
Further, as part of this strategy, it is currently developing a project in Kolkata, with a focus on the 
affordable housing category. SPL continues to evaluate new opportunities in the mid-market and 
affordable housing categories in its core markets, which will provide opportunities for growth and 
increased returns. Company will also explore opportunities in the senior living and the hospitality 
real estate categories. 



 

 

 
  

Continued Focus on Key Cities in South India  
SPL will continue to focus on its key existing markets, such as Bengaluru and Chennai, where it has 
established a strong presence, in depth local knowledge and trustworthy relationships. The company 
intends to use its expertise and know-how to identify opportunities in areas in these cities where it is 
under-represented and to build a stronger presence in such areas. It has 22 projects or 16.95 million 
square feet of estimated saleable area in ongoing projects, 4 projects or 2.27 million square feet of 
estimated saleable area in projects under development and 4 projects or 12.15 million square feet of 
estimated saleable area in forthcoming projects in Bengaluru and Chennai, in aggregate. Further, 
SPL will continue to evaluate growth opportunities outside these cities on a case-by-case basis. 

 
Strengthen Presence in the Plotted Development Category 
SPL ventured into plotted development under the brand extension “Shriram Earth”. Its maiden plotted 
development project was called “Shriram Earth - Mysore Road”, under the DM model. Since then, it 
has launched 8 more projects, comprising 6 projects under the DM model, 1 project under the joint 
development arrangement and 1 project under the owned development category. The total area 
launched for these projects is around 2.84 million square feet, out of which it has sold 2.54 million 
square feet or approximately 89.53% of saleable area. SPL’s foray into this vertical outlines its 
strategy to tap new opportunities in its core markets.  SPL has focused on building a mix of projects 
with a quick turnaround time and faster returns. 

 
Focus on its Asset Light Business Model, Primarily through Development 
Management 
SPL will remain focused on transition from a real estate development model to a combination of real 
estate development and real estate services-based business model in order to grow its fee income 
while reducing capital investments, and improve its return on capital. While continuing to enter into 
joint development agreements with landowners or joint ventures, which requires lower upfront capital 
expenditure, the company intends to increase its fee income and revenues from the DM business. 14 
out of 35 projects aggregating to 31.92% of its total estimated saleable area in ongoing projects, 
projects under development and forthcoming projects are under its DM business. SPL intends to 
continue forming new DM agreements with landowners and other real estate developers and provide 
additional project development services. The company believes that this business enables it to 
access land banks in a cost-efficient manner and leverage its brand name and project execution and 
management capabilities, while investing low upfront capital. 
 

Develop and Monetize its Project in Kolkata 
SPL has expanded its presence to Kolkata by leveraging on its land reserves in the city and is among 
the 4 largest residential real estate companies in Kolkata in terms of number of residential units 
launched between 2014 and the third quarter of 2021. It owns a land parcel of 314 acres located at 
Uttarpara, Kolkata which will be used for development of an integrated township project, ‘Shriram 
Grand City’. In addition, SPL has entered into an agreement for sale for acquiring approximately 73 
acres in the same location, of which it will use approximately 25 acres of land for development of 
roads and associated infrastructure for the proposed integrated township project. The land parcel of 
314 acres has an aggregate development potential of about 33.54 million square feet of estimated 
saleable area. SPL has obtained approval for development of 26.42 million square feet of residential 
area and 7.12 million square feet of non-residential area. In addition to 4.32 million square feet of 
ongoing projects and 6.00 million square feet of projects under development, 21.45 million square 
feet of estimated saleable area was also intended to be in the mid-market and affordable housing 
category and commercial developments.  



 
 

 

  
Build Scale, Consolidate Position and Enhance Execution Capabilities  
SPL believes that it will be able to capitalize on the consolidation of the real estate industry and 
projected increase in the market share of larger developers with strong execution and financial 
capabilities, which according to the JLL Report, are required to meet compliance requirements 
stipulated under RERA. It has realized pre-sales volumes of 1.56 million square feet of saleable area, 
3.00 million square feet of saleable area, 3.25 million square feet of saleable area, and 3.56 million 
square feet of saleable area for the six months ended September 30, 2021, FY21, FY20 and FY19, 
respectively. Its realized pre-sales volumes have grown at a CAGR of 22.61% between FY18 and 
FY20. To support its growth, SPL has successfully launched several projects in recent periods. The 
company has launched 7, 6, 6 and 4 projects during FY19, FY20, FY21 and the six months ended 
September 30, 2021. It will continue to build scale and consolidate its leadership position in core 
markets through focused efforts on sales and marketing and customer service, as well as efforts to 
manage costs efficiently. SPL intends to further scale-up and enhance its execution and in-house 
capabilities for project planning and monitoring. 

 

Continued Focus on Relationships with Financial Investors 
SPL will continue to enter into arrangements with financial investors aimed at leveraging the strength 
of its current business model and existing relationships with reputed financial investors. As part of this 
strategy, company has entered into strategic relationships with financial investors for development of 
investment platforms arrangements, which include a capital commitment towards projects that meet 
specified and agreed upon criteria. For example, it has entered into partnership with Kotak Affordable 
India Fund (a joint investment vehicle focused on investing into affordable housing projects between 
CDC of UK and Kotak Alternative Investment Managers) wherein it has secured capital from the fund 
towards 50% economic interest in Sunshine One (formerly known as Shriram Grand-2), as part of its 
project in Kolkata. Similarly, SPL has entered into economic interest / equity partnership with 
Mitsubishi Corporation for its Project Shriram Park 63 at Chennai. SPL proposes to leverage such 
arrangements to reduce its capital exposure by sharing risk and rewards with financial investors. 

 

Initiatives taken to overcome COVID-19 challenges 
The COVID-19 led lockdown and associated near standstill in activities disrupted SPL’s operations in 
terms of sales, collections and construction activities. Given the unprecedented nature of 
development and uncertainties, SPL focused on measures to monitor and control liquidity, e-
marketing initiatives to ensure client conversions and reasonable sales momentum and collection 
efforts. Based on its experience from the lockdown led by ‘first wave’ of COVID-19, SPL modified its 
business model to reduce the impact of interruption caused by the ‘second wave’ during the first half 
year of FY22. 
 

 



 

 

Management 

 
  

M Murali (Promoter, Chairman and Managing Director):  
He has completed the executive education Fast Track General Management Programme 
conducted by Indian Institute of Management, Bangalore and Owner/President Management 
programme conducted by the Harvard Business School, Massachusetts. 

 

K R Ramesh (Executive Director):  
He is an associate member of the Institute of Chartered Accountants of India and holds a 
bachelor’s degree in commerce from Annamalai University. 

 

Gopalakrishnan J (Group Chief Financial Officer):  
He holds a bachelor’s degree in science from the University of Madras and a master’s degree in 
business administration from Madurai Kamaraj University. He has more than 28 years of 
experience in the field of finance, mergers and acquisitions, corporate restructuring, debt and 
equity, capital markets financing and debt financing. 
 

 

 
Recommendation & Valuation 

 
At higher price band of ₹118, the Price to Sales ratio stands at 4.64x on FY21 revenues. 
The company is undervalued compared to its listed players similar to its line of business 
and comparable to its scale of operations. However, considering the future potential of 

the real estate sector and 23% CAGR growth in EBITDA from FY19 to FY21, and a debt-
to-equity ratio fairly valued as per the industry standards, we recommend subscribe to 

the issue with a long-term perspective. 
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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. SPL’s business and profitability is significantly dependent on the performance of the real 

estate market in India, generally, and particularly in South India. Fluctuations in market 

conditions may affect its ability to sell its projects at expected prices, which may adversely 

affect SPL’s revenues and earnings.  

2. The extent to which COVID-19 disease may affect SPL’s business and operations in the 

future is uncertain and cannot be predicted.  

3. SPL’s real estate development activities are geographically concentrated in key cities in 

South India. Consequently, it is exposed to risks arising from economic, regulatory and 

other changes as well as natural disasters in South India.  

4. SPL has a significant amount of debt, which could affect its ability to obtain future financing 

or pursue its growth strategy.  

5. Some or all of SPL’s ongoing projects, projects under development and forthcoming 

projects may be delayed or may not be completed by expected completion dates or at all. 

Such delays may adversely affect its reputation, business, results of operations and 

financial condition. 

6. SPL depends significantly on its residential development business, particularly in the mid-

market and affordable housing categories, the success of which is dependent on its ability 

to anticipate and respond to consumer requirements.  

7. Significant increases in prices of, or shortages of, or disruption in supply of labour and key 

building materials could affect the company’s estimated construction cost and timelines 

resulting in cost overruns, impacting its profitability.  

8. SPL relies on independent contractors to execute its projects and any failure on their part 

to perform their obligations could adversely affect SPL’s reputation, business, results of 

operations and cash flows. For complete list of risk factors referring to the Red Herring Prospectus. 
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