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Disclaimer

By attending the meeting where this presentation is made, or by reading the presentation slides, you agree to be bound by the following 
limitations:
• This document has been prepared for information purposes only and is not and should not be construed to be, directly or indirectly, an offer 
and / or an invitation and / or a recommendation and / or a solicitation of an offer to buy or sell any securities of REI Agro Limited (the 
"Company") in any jurisdiction, nor shall part, or all, of this document form the basis of, or be relied on in connection with, any contract or 
investment decision in relation to any securities of the Company. No securities may be offered or sold in the United States absent registration or 
an exemption from registration under the U.S. Securities Act of 1933, as amended. The Company does not intend to register any of its securities 
for offer or sale in the United States or elsewhere, or to conduct a public offering of securities in the United States or elsewhere.
• This document is strictly confidential and may not be copied, published, distributed or transmitted to any person, in whole or in part, by any 
medium or in any form for any purpose. The information in this document is being provided by the Company and is subject to change without 
notice. The Company relies on information obtained from sources believed to be reliable but does not guarantee its accuracy or completeness.
• This document contains statements about future events and expectations that constitute forward-looking statements. These statements 
typically contain words such as "expects" and "anticipates" and words of similar import. Any statement in this document that is not a statement of 
historical fact is a forward-looking statement and involves known and unknown risks, uncertainties and other factors which may cause the 
Company’s actual results, performance or achievements to be materially different from any future results, performance or achievements 
expressed or implied by such forward-looking statements. There can be no assurance that the results and events contemplated by the forward-
looking statements contained herein will in fact occur. None of the future projections, expectations, estimates or prospects in this document 
should be taken as forecasts or promises nor should they be taken as implying any indication, assurance or guarantee that the assumptions on 
which such future projections, expectations, estimates or prospects have been prepared are correct or exhaustive or, in the case of the 
assumptions, fully stated in the document. The Company assumes no obligations to update the forward-looking statements contained herein to 
reflect actual results, changes in assumptions or changes in factors affecting these statements.
• You acknowledge that any assessment of the Company that may be made by you will be independent of this document and that you will be 
solely responsible for your own assessment of the market and the market position of the Company and that you will conduct your own analysis 
and be solely responsible for forming your own view of the potential future performance of the business of the Company.
• This information contained in this document is as of 8 June 2009. Neither the delivery of this document nor any further discussions of the 
Company with any of the recipients shall, under any circumstances, create any implication that there has been no change in the affairs of the 
Company since that date.



3

Table of Contents

Industry overview

Unique Business Model

Key Financials

Highlights

Other Businesses



4

Company snapshot

REI Agro Limited

Basmati rice processing & 
wind power generation

REI Six Ten 
Retail Limited

Engaged in retail 
business- stores 
across India

Key Shareholding

45.31%58.3%

30.29%41.7%

Public 
& Others

Promoter 
family & entities

USD:INR = 47
Source: Company data, BSE 

24.4%

• Started in 1994, REI Agro 
is a major player in the 
Basmati Rice market both 
in India and abroad 

• Undertakes activities right 
from procuring, processing, 
packaging, branding, 
distribution of basmati rice

• Has a presence in key 
markets – India and the 
Gulf region

• Current processing 
capacity of 692,040 MTPA

• Operates one of the largest 
parboiling facilities globally 
with a capacity of 411,720 
MTPA

• Raised capital in 2005, 
from international capital  
markets through FCCB and 
GDR issues 

• Carried out a de-merger in 
September 2008, effective 
from August 2007, of the 
retail division to form a 
separate company - ‘REI 
Six Ten Retail Ltd’

• The Company reported 
FY09 revenues USD521m, 
EBITDA of USD95.6m and 
net profit of USD13m
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Regional Exclusivity & IPR
Protection

• Basmati is exclusively grown in certain 
parts of India (75%)  and Pakistan (25%)

• As per a WTO ruling, only certain varieties 
of rice grown in India and Pakistan can be 
labeled as Basmati

Basmati rice is a premium product 
Basmati means “the queen of fragrance” or the “perfumed one”

Source: Company data and estimates

Superior Cooking qualities

• Basmati is a long grain rice with fine 
texture

• It’s unique qualities include a strong aroma, 
elongation and a non-sticky nature

• It is available as both white and brown rice
• Basmati loses moisture when stored unlike 

ordinary rice and therefore cooks better

Strong International Demand

• A majority of the basmati rice produced in 
India is exported 

• Favourable import duties on Basmati rice  
in major consumer markets in the Gulf 
region

High Entry Barriers 

• The best types of basmati rice are aged for 
18-24 months before milling and selling 

• Therefore, Basmati rice requires storing 
inventory – thereby necessitating huge 
capital requirements

• Knowledge & experience of Basmati 
procurement and processing required
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Regional exclusivity ensures that Basmati is a niche 
product
India produces and sells the majority of Basmati 
rice in the world

Global Rice

Basmati 
Rice

Other 
varieties

India (75%) Pakistan 
(25%) 

BrokenFull Grain

Exports 
(60%) 

Rest of 
World
15%

Middle East 
76%

USA/UK
9%

Domestic 
(40%)

Mostly 
exports

Basmati is grown exclusively in the foothills of 
the Himalayas

Basmati rice 
producing region

Source: Company estimates, APEDA

As per a WTO ruling only a certain type of rice grown in few specified 
regions of India & Pakistan can be referred to as  “ Basmati”
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Saudi
Arabia

UAE Kuwait United
Kingdom

USA Yemen
Republic

% Growth in export value (Top 6 export countries)

Market Share in 2007-08 ( % of total Exports)

46%

16%

10%

6%

4%

3%

2% 13% Saudi Arabia

UAE
Kuwait

United Kingdom
Yemen Republic

USA
Netherlands

Others

Basmati – a key export product from India

The World’s key largest importers of 
basmati rice

Source: APEDA, Company data and estimates

Saudi Arabia and UAE are the two 
largest markets for basmati globally

Importers
Exporters
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Leading Market Position

• Market leader in the processing 
and marketing of basmati rice with 
c.20% market share of production 
in India

• One of the largest processing 
capacity globally of 692,040 
MTPA

REI Agro – Key highlights

Source: Company estimates and data

Presence in key markets

• REI is a major exporter of Basmati 
to the Gulf region, which is one of 
the world’s largest consumers of 
Basmati rice

Strong Focus

• Exclusively Focused on Basmati 
Rice

• Does not deal in other varieties of 
rice or other food products

Integrated player

• Integrated operations right from 
procuring of paddy, maturing, 
processing to packaging, branding, 
and distribution of basmati rice

Preferred buyer status

• REI enjoys preferred buyer status 
among farmers owing to its 
superior payment terms

• Strong presence in approximately  
150 government monitored grain 
markets, giving it access to 
procure quality paddy at low 
prices

Established Track Record 

• Long Term Track Record of 
Growth and Value Creation

• Near Consistent Improvement in 
EBITDA Margins over the last 7 
years

Superior know-how

• Promoters with a strong  track 
record in the business with 
experience of over 15 years

• Technically advanced plant and 
equipment supplied by reputed 
suppliers

• One of the few players with a 
large parboiled rice facility
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Company history – track record of growth
Over the last 15 
years, REI Agro has 
established itself 
as a global leader 
in basmati rice and 
has grown through 
increasing 
processing 
capacity

REI Agro has 
increased its 
capacity to mature 
basmati over 
longer periods of 
time and is 
therefore able to 
realise higher 
margins  

1994-2003 

2004-2005
2006-2009

Company set up by 
two entrepreneurs 
in 1994 in basmati 
rice business

Initial public offering 
& listing

Backward 
integration to rice 
milling in 1998

REI becomes one of 
the  the largest 
processors of 
basmati rice in the 
world

Branded products at 
all price points

Capital infusion via 
FCCB and GDR 
issues

REI is one of the 
leading exporters of 
basmati rice in the 
world

Capacity expansion 
through leased unit at 
Punjab

Expanded total wind 
farm capacity to 46.1 
MW

2009 & Beyond

Market leader – REI 
is one of the  
leading basmati 
players globally

Increase maturing of 
basmati to capture 
entire value chain 
post procurement

Increase profitability 
through changing 
sales mix

Focus on branding 
and yield 
improvement

Capacity: 367,920 
MTPA

Capacity: 367,920 
MTPA

Capacity: 692,040 
MTPA

Capacity: 692,040+ 
MTPA

Source: Company data
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Dominant & integrated player across the Basmati rice 
value chain

• Presence Across c.150 auction houses 
• “Preferred Buyer” & one of the largest 

purchasers in India 
• Preference on account of early payment

of dues

• Processing Capacity of 692,040 MTPA including 
411,720 MTPA of Parboiled Rice 

• Equipment imported from leading Global Supplier 
• Continuously increasing maturity cycle leading

to improved quality and higher realizations

• Channel of 490 Distributors
• Supplier to modern retail major (Six Ten) as an alternative 

vehicle to access the Indian Consumer 

• Established Brands across price-points
• Pioneered branding of broken rice

Processing and maturing

Distribution

Procurement

Consumption
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Market-maker in procurement in India

Extremely well placed in  
strategic locations in rural 
areas and localized mandis
providing  access to cheaper 
paddy 

Upfront payments and 
consistent purchase policies-
farmers give “preferred buyer 
status” to REI

REI is the one of the largest 
purchasers of Basmati paddy 
in India

Strong linkages with farmer 
based on ability to remunerate 
farmers on time

Dominant presence in India 
via a Procurement network 
spread across approximately 
150 auction houses (mandis) 
in India

Largest Procurement Network

Leading presence

First Mover advantage

Located in key markets

Preferred Buyer

Proven track record

One of the Largest 
Purchasers

Market maker
Strong Relationships

Access to reliable supply of 
paddy 

REI has built a significant competitive advantage on 
account of Wider Presence across Mandis as well 
as the financial muscle to pay the farmers on time

Source: Company data

REI has consistently 
improved its 

procurement  abilities

414,599 451,210

574,379 633,28263%
65%

72%
76%

0

100,000

200,000

300,000

400,000

500,000

600,000

700,000

2005-06 2006-07 2007-08 2008-09
30%

40%

50%

60%

70%

80%

90%

100%

Paddy procurement (in MT) Peak season %
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Head Rice Yield EnhancementMaturity period

Maturing – contributing to increased head rice output

The Company has increased the maturing period of its basmati over the years  by holding greater inventory, leading to 
an increase in yield of head (wholegrain) rice from paddy 

14 months ageing (current) 4 months additional ageing (target)

Paddy
Procurement Processing Distribution Consumption

Value addition by REI through ageing of basmati

REI can capture the entire value 
chain from procurement by ageing 

paddy and significantly improve 
head rice yield
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28% 20%

33% 33% 33% 33% 33% 33% 33% 33%

18% 13%18%24%31%37%

0%

20%

40%

60%

80%

100%

2002-03 2003-04 2004-05 2005-06 2006-07 2007-08 2008-09 TARGET
head rice % broken rice % others %

Source: Company data and estimates
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Higher margins due to increasing maturity period 

179168150
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312
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341

0
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4,494

3,206

1,988

318 396
873

1,489

18.4

6.4 6.6
10.3

18.518.3
15.5

0
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0

4

8
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16

20
(%)

EBITDA Margin (%)

EBITDA and EBITDA margin

* Raw material consists of paddy and unprocessed rice

Raw material* (Days of RM consumed)

Debt/Equity

The margins realised 
are on an increasing 
trend due to the 
increase in maturity 
period for the rice

The increase in working 
capital needed for 
maturing the basmati 
has been funded 
primarily through debt

Increase in the 
maturing period has led 
to an increase in the 
EBITDA margins

However,  this has also 
increased REI Agro’s
financial  leverage ratio 

D
eb

t/E
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Debt/EBITDA

6.6

5.0

6.5
7.27.5 7.2

5.9

0.0x
1.0x
2.0x
3.0x
4.0x
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2.7

0.0x
1.0x

2.0x
3.0x
4.0x

5.0x
6.0x

FY03 FY04 FY05 FY06 FY07 FY08 FY09

Drop in EBITDA margin due to 
duty levied on export of basmati 

from India

Preferential shares 
issued

Source: Company data
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Most advanced rice processing units globally

REI operates one of the most advanced rice processing 
units globally

534,360 MTPA of 
owned capacities-

Two owned units of 
capacity 324,120 

MTPA and 210,240 
MTPA in Bawal, 

Haryana 

One leased unit of 
157,680 MTPA 
capacity in Punjab

• Plants strategically located in the vicinity of basmati producing 
regions of  Northern India

• Production equipment imported from world class suppliers such 
as Buhler in Germany and Satake in Japan Source: Company data

Note:1] Fall in capacity utilisation in 2007 is on account of expansion of capacities  during the year 
2] The capacity utilisation has been calculated on annualised basis

Significant increase in processing capacity over the years 

397.9

194.0

207.5

230.7

265.6
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74.3% 77.6%
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Drop in capacity utilisation due 
to substantial capacity ramp-up 

during the year
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REI Agro is 
present across 
all price-points 
in the branded 
basmati market  

Heading
Support text

Hading
Support text

Economy

Hansraj, Raindrop

Mid-range

Mr.Miller, Hungama

Kasauti

Premium
24% of sales*

56% of sales

20% of sales

Price range 
INR 85 -
INR 105 /kg 

Price range 
INR 60 -
INR 80 /kg

Price range 
INR 35 -
INR 55 /kg

Branded basmati – sales across all price points

Source: Company data*% breakup by domestic branded sales by value as of FY09 
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Change in product mix over 2006-2009

15% 18% 18%

41%

33%
21%

20%

34%

33%
32%

10%

16%
5%

12% 13%

14%
24%

26%6%

10%

0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

100%

2006 2007 2008 2009
Export Branded wholegrain Branded Broken rice

Institutional Trading

Changing sales mix – leading to higher profits 

There is an 
increasing shift in 
focus towards 
exports and 
branded 
wholegrain sales as 
these provide the 
highest margins    

Ability to maintain higher inventory maturing period and stronger distribution network have 
helped increase revenues from exports and branded wholegrain sales

Source: Company data

EBITDA margin per product category
(2006-2009)

19%

10%

17%

19%

21%

13%

21%

13%

20%

13%

20% 20%

0%

5%

10%

15%

20%

25%

Branded Sale Unbranded Rice Export

2006 2007 2008 2009
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Key strategies

1

2

3

4

5

Increasing branding and distribution

Increase exports to capture high growth and volume markets with higher margins

Increase maturity holding period thereby increasing profitability

Deeper penetration and stronger linkages to increase procurement access 

Reduce debt to improve bottom-line and Improving Sales mix for higher realisations
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Strong management and execution track record

Overview

Employees

Experienced 
and stable 
senior 
management 
team

• 13 years of experience; market leaders in their fields
• Professional and experienced management 
• In-depth understanding and knowledge of the market and customer behavior
• Significant ability to procure and build strong linkages
• Proven track record of operating and processing basmati rice plants at optimum levels

• 500 full time staff
• Over 2,000 temporary staff
• Cordial industrial relations –no strikes/lockouts
• Negligible senior management turnover

Board of Directors

Independent DirectorMr. K D Ghosh

Independent DirectorMr. A Chatterjee

Independent DirectorDr. ING N K Gupta

Vice Chairman and Managing 
Director

Mr. Sandip
Jhunjhunwala

ChairmanMr. Sanjay 
Jhunjhunwala

Management Team     Experience (yrs)

15 yearsMr. Danish Beg
Asst. Finance Controller

16 yearsMr. Rajesh Pandey
General Manager - Production

16 yearsMr.Sarad Buchasia
Financial Controller

15 yearsMr. Atul Saxena
General Manager - Operations

32 yearsMr. Ajay Sharma
President
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Entry barriers across the value chain ensure sustainable 
competitive advantage

• Critical Success Factor:
– Widespread reach across 

Mandis
– Ability to pay the seller 

(farmer) on time-access 
to working capital

• Critical Success Factor:
– Financial wherewithal to 

be able to maintain 
higher levels of inventory 
on account of longer 
maturity cycle

• Critical Success Factor:
– Access to Scale and 

Technology

• Critical Success Factor:
– Scale
– Access to Distribution 

Channels 

Procurement Storage and Maturing Processing Marketing & 
Distribution

• Advantage REI
– ‘Market Maker’ kind of 

status on account of 
financial wherewithal and 
extensive broker network

– ‘Preferred Buyer Status’
on account of ability to 
ensure early payment

• Advantage REI
– Continuously increasing 

maturity cycle from 4 
months in 2003-04  to 11 
months in 2008-09

• Advantage REI
– Equipment imported from 

Global leaders like 
Buhler, Germany and 
Satake, Japan

– Large production facilities 
with capacity of up to 
692,040MTPA

• Advantage REI
– Presence across retail, 

wholesale and export 
market

– Widespread distribution 
network

– Ability to tap multiple 
price points
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Source: Company data
Note: USD:INR = 47
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369

6.8 8.4 18.6 31.7 42.3
68.2

95.6

2.2 4.5 8.1 14.0 19.4 21.9 13.0

521

106

180

128

18.4%

5.9%

18.5%

6.4%

15.5%

18.3%

6.6%

10.3%

2.5%
2.0%

6.9%

4.5%

3.5%

8.4%

FY03 FY04 FY05 FY06 FY07 FY08 FY09

Revenues EBITDA Net Profit EBITDA Margin (%) Net Profit Margin (%)

Financial performance

Drop in net profit margin due to duty 
levied on export of basmati from 

India and high interest costs

U
SD

m

Revenue increase due to 
better realisations and 

larger volume

Increased margins due to 
change in sales mix
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High interest expense has led to fall in ROE  High dependence on short term working capital
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51 67 73 80

419

109
208

553

0

100

200

300

400

500

600

700

FY06 FY07 FY08 FY09

Long term debt Short term debt

U
S

D
m

Source: Company data
USD:INR = 47

U
S

D
m



Picture to 
be inserted

Other businesses



26

The REI Six Ten de-merger : capturing value

In order to focus on each of its business segments, the company effective 
August 2007, de-merged its retail business (REI Six Ten Retail Limited)

12 shares for every
20 Shares held

Basmati Rice
Wind Power 
Retail 

REI Agro Limited

48.0mn shares

Basmati Rice
Wind Power 

REI Agro Limited

28.9mn shares

Retail 

REI Six Ten Retail Limited

28.7mn shares

9 shares for every
20 Shares held

24.4% stake
Post de-merger holding
Pre de-merger holding

Equity holders in REI

Source: Company data
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REI Six Ten – an overview

REI Six Ten Retail Limited is a ZERO debt company

Source: REI Six Ten Retail

Neighbourhood convenience stores
format 
One of the leading retail brands in 
fresh vegetables & fruits
Strong private label strategy in food 
and non food consumer products 

Leading chain

385 stores currently
350,000 Sq ft leased and occupied 
Wet Grocery focus - Wet Grocery and 
Private Label constitute majority of the 
sales 

Strong Infrastructure Existing farmer relations provide first 
mover advantage
Geographical reach focus
Efficient supply chain network
Close customer proximity via stores 
locations
High margins product sales

Key advantages

Supply chain infrastructure
expansion planned
Location increased to enable 
frequent footfalls 
Product mix to drive footfalls, sales 
and margins 
Reduced dependence on FMCG 
brands

Growth strategy
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Six Ten Retail  – Growth plus margin expansion

Highest gross
margin Build brand

Basket size

Fruits and 
vegetables drives 
footfalls 

Brand acceptance 
Increase in private 

label products

Sustained top line growth with 
margin expansion

Six Ten Retail does not rely on 
low margin third party brands 

for driving footfalls

3rd party 
brands also

available

Private label 
product sales

H
igher gross

m
argin

Increased  
customer  

footfalls

Source: REI Six Ten Retail
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REI Agro – A dominant player in an attractive industry

Source: Company data and estimates

Preferred buyer status

Superior know-how

Established Track Record 

Leading Market Position

Presence in key markets

Integrated player

Strong Focus

Enjoys preferred buyer status 
among farmers owing to 
superior payment terms
Strong presence in 
approximately 150 government 
monitored grain markets, giving 
it access to procure quality 
paddy at low pricesMarket leader in the processing 

and marketing of basmati rice 
with c.20% market share of 
production in India
One of the largest processing 
capacity globally of 692,040 
MTPA

REI is a major exporter of 
Basmati to the Gulf region, 
which is one of the world’s 
largest consumer of Basmati 
rice

Exclusively Focused on 
Basmati Rice
Does not deal in other varieties 
of rice or other food products

Integrated operations right from 
procuring of paddy, maturing, 
processing to packaging, 
branding, and distribution of 
basmati rice

Promoters with a strong  track 
record in the business with 
experience of over 15 years
Technically advanced plant and 
equipment supplied by reputed 
suppliers
One of the few players with 
large parboiled rice facility

Long Term Track Record of 
Growth and Value Creation
Near Consistent Improvement 
in EBITDA Margins over the 
last 7 yeas

Regional Exclusivity & 
IPR Protection

• Basmati is exclusively grown 
in certain parts of India (75%)  
and Pakistan (25%)

• As per a WTO ruling, only 
certain varieties of rice 
grown in India and Pakistan 
can be labeled as Basmati

Superior Cooking 
qualities

• Basmati is a long grain rice 
with fine texture

• It’s unique qualities include a 
strong aroma, elongation and 
a non-sticky nature

• It is available as both white 
and brown rice

• Basmati loses moisture when 
stored unlike ordinary rice 
and therefore cooks better

Strong International 
Demand

• A majority of basmati 
produced in India is 
exported 

• Favourable import duties in 
major consumer markets in 
the Gulf region

High Entry Barriers 

• The best types of basmati 
rice are aged for 18-24 
months before milling and 
selling-Basmati rice requires 
storing inventory 

• Knowledge & experience of 
Basmati procurement and 
processing required
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