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Annapurna Swadisht at X146: The
X5-Pack FMCG Growing at 48%, But
Where Is the Cash?

A cheap rural FMCG inflection, or growth financed by distributor credit?

Dhruva Pandey | Research reviewed 12 September 2026 | PDF edition 13 September 2026
Price reference: Rs 146 as of 2 September 2026. Financial evidence: FY26 and Q1 FY27.

The headline valuation looks cheap at about 9.5 times trailing profit. My status is watch,
with cash-conversion and governance evidence insufficient for a buy case. The real question
is whether the claimed 8.5 lakh retail touchpoints represent consumer pull, or a network
that still needs long distributor credit to grow.

Annapurna Swadisht is exactly the sort of company that can tempt a small-cap investor.

Revenue has grown from X160 crore in FY23 to X520 crore in FY26. Profit attributable to
shareholders has risen from roughly X7 crore to 30 crore. The company says it can cross
1,000 crore of revenue and X100 crore of PAT in FY28. Yet the entire company is available
at a market capitalisation of only about X318 crore.

If management delivers, the stock is at only 3.2 times FY28 earnings.
That is the easy calculation.

The difficult calculation is whether those earnings will ever become cash belonging to
shareholders.

Annapurna has reported negative operating cash flow in each of the last four years.
Borrowings have risen from X24 crore to X229 crore. Debtor days have increased to 63,
while established packaged-food companies normally collect much faster. About 80% of the
promoters' holding was still pledged in the latest official shareholding disclosure.

So this is not a normal cheap FMCG stock. It is an argument between two versions of the
same company.

One version is becoming the Balaji Wafers of Eastern India.

The other is building distribution through debt, equity and long credit periods, without yet
demonstrating a self-sustaining moat. That is a question about business economics, not an
allegation of fabricated sales.
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ANNAPURNA SWADISHT

The X5-pack FMCG
growing at 48%
But where is the cash?

At %146, the stock trades near 9.5x trailing profit. The moat
question is hidden in 63 debtor days.

X318 cr

Market cap

The opening snapshot

As of 2 September 2026:

Share price: X146

Market capitalisation: X318 crore

TTM revenue: approximately X539 crore

TTM shareholder PAT: approximately X33.6 crore
TTM P/E: approximately 9.5 times

March 2026 net debt: approximately 214 crore
Enterprise value: approximately X532 crore

TTM EBITDA: approximately X77 crore

EV to EBITDA: approximately 6.9 times

Annapurna Swadisht

X5

PRICE POINT

-X21 cr

FY26 operating cash flow

| have used consolidated numbers. The TTM shareholder profit needs one adjustment that
most screens will miss. Annapurna owned only 74% of Madhur Confectioners during Q1
FY26, but owns 100% now. | therefore use the X6.54 crore profit attributable to Annapurna
shareholders for the old quarter, rather than the subsidiary's entire X8.84 crore group profit.

That is how | arrive at approximately X33.6 crore of trailing shareholder earnings.

The headline P/E is genuinely low. The debt and cash-flow questions are also genuine.
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What does Annapurna actually sell?

The story started as a small pellet-manufacturing unit in Asansol in 2016. Pellets are the
unfried shapes that become fryums. In 2020, the company moved forward in the value
chain and began selling its own branded X5 packs.

Today, the core portfolio includes fryums, namkeen, noodles, biscuits, cakes, sweets, chips
and other snacks. Around 95% of the core Annapurna business is still sold in X5 and X10
packs. The company says it now has 188 SKUs, 1,150 distributors, 250 stockists and access
to 8.5 lakh retail touchpoints across 15 states. It sells roughly 33 lakh packets per day.

The Madhur acquisition added lollipops, candies, chocolates and exports. The smaller Andri
Agro acquisition added soya chunks, pasta, vermicelli and 3D papad. OFFSIDE is the new
higher-priced urban brand for products such as banana chips, makhana and diet chiwda.

The product breadth looks impressive in one presentation slide.

gy

Comprehensive Product Portfolio - Presence in Each Segment oy

Potato Chicken Jackpot

Ballcon  Chatpata Moen Finger Jackpot Makeup Box Pipes
Crunch Crunch

Bhoot Makeup Box ~ PopCorn | Choco Balls Jumpee

Garam Gathiya Crispy Diet Moong Dal Gujarati Papdi Punjbi Tarka Green Matar Garam Badam  Garam Masala
Chidwa Pakora Muri
S B
el Diet Chiwda Moong Dal Chicken Bhujia ~ Spicy Bhujia | Banana Chips Gummies

INVESTOR PRESENTATION - AUGUST 2026
[ 16|

Source: Annapurna Swadisht Q1 FY27 investor presentation

But the economic engine is easier to understand if we ignore the 188 SKUs.

The company makes money when it can put a low-cost product into millions of tiny packets,
move those packets cheaply through a rural distribution network and get the same
shopkeeper to reorder them frequently.

The packet is the product. Distribution is the business.
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Why the X5 price point worked

National brands often find deep rural distribution unattractive. The value per packet is tiny,
freight matters, and the consumer may not accept a 10 or 20 purchase every day.
Informal manufacturers can serve the market cheaply, but product quality and supply can
be inconsistent.

Annapurna entered the gap between them.

Its proposition was simple. Give the consumer a hygienically packed snack at the same X5
impulse price that a local producer charges. Give the distributor reliable supply, a large
number of fast-moving products and enough commercial support to try the new brand.

That seems to have worked. In a 2024 interview, former MD Shreeram Bagla said the
business found demand by word of mouth among distributors. A Business India profile
included a rural customer who preferred the packs because they were affordable and felt
more hygienic than loose alternatives. These are anecdotes, not a consumer survey, but
they fit the reported growth in packets and distribution.

The fixed price is also a constraint.

When palm oil, maida, spices or packaging costs rise, Annapurna cannot casually move a X5
pack to X6. Management has said it protects margins by reducing grammage and cutting
the cost of free gifts inside packs.

That is not the same as pricing power. It is shrinkflation at a fixed price point.

In FY26, raw materials cost approximately X356 crore, about 68% of revenue. A 5% increase
in the aggregate raw-material bill, with no grammage reduction or other pass-through,
would reduce pre-tax profit by almost X18 crore. After tax, that is roughly 13 crore, or
more than 40% of FY26 shareholder profit.
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What a ¥5 packet must accomplish

The packet is the product. Distribution is the business.

1 ) & o

Consumer Retailer Distributor Annapurna
— . ]

A familiar taste and a Fast rotation in very little Reliable supply, enough Tiny rupees per pack

hygienic impulse purchase shelf space incentive and low rejection multiplied by millions of

packs

The raw-material trap

FY26 material cost 356 cr 5% cost shock ~ 3I18 cr PBT How price adjusts

Less grammage, not ¥6 MRP
More than 40% of FY26 PAT is exposed if input inflation cannot be passed through.

Source: FY26 results and management interview. Sensitivity is an author estimate.

The company has no long-term supply agreements for its important raw materials. The low
price point may create consumer habit and retailer velocity, but it leaves little room for
error.

| checked the products, reviews and social media

Online evidence is helpful here, but it needs to be interpreted carefully because the core
consumer buys a X5 packet from a local kirana or paan shop. That consumer is unlikely to
post a detailed Amazon review.

| could find very little reliable e-commerce review data for the core Annapurna range. One
local Asansol discussion described the products as widely present in shops and tapris and of
decent quality. Another participant had not heard of the brand. That is exactly what | would
expect from a regional, rural-first company.

Madhur has stronger online evidence. Several Madhur lollipop listings on Flipkart have
ratings around 4.0 to 4.1 from hundreds of buyers. This does not prove a national brand
moat, but it does show that the acquired product range has real consumer demand beyond
a management slide.

The current Instagram page has about 12,700 followers and is active with product launches,
festival creatives and reels. The more interesting disclosure is on the company's own media
page. It says a paid Puja campaign moved Instagram followers from 50 to more than
10,000.

That tells me most of the social following was acquired through a campaign. It is evidence of
marketing activity, not evidence of organic brand love.
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Annapurna has also launched a live loyalty microsite where consumers scan codes from
chips packets, collect points and redeem gifts. This is a sensible way to create first-party
consumer data in an offline market. It is not proof of loyalty yet, because incentives can buy
scans. The useful future disclosure would be repeat participation and whether enrolled
consumers buy more frequently.

The official investor-presentation page is accessible in my 12 September check. It contains
presentation and transcript links, so | would not use the earlier website-access problem as
evidence of a current governance failure. The important questions are in the filings,
especially collections, pledges, funding and related-party dealings.

None of this says the products are bad. It says online popularity is not where the investment
thesis can be proved.

The proof has to come from repeat orders, outlet throughput and the amount of credit
required to generate them.

Is distribution really the moat?

Management calls its rural distribution a moat. | think that is only half proven.
The positive evidence is substantial:

- Distribution expanded from 510 distributors in FY23 to 1,150 in FY26
- Claimed retail touchpoints rose from 6 lakh to 8.5 lakh

- Packets sold per day rose from 20 lakh to 33 lakh

- The portfolio expanded from 72 SKUs to 188

- The company moved from 5 states to 15

- Consolidated revenue compounded at roughly 48% between FY23 and FY26, although
Madhur contributed to the final year

The missing evidence is cash.

There is another useful sense check. Thirty-three lakh packets divided by 8.5 lakh claimed
touchpoints is only about 3.9 packets per touchpoint per day. That may be perfectly healthy
if "touchpoints" means the addressable outlets reached through distributors rather than
stores ordering every day. But it also means the headline outlet count cannot be treated as
active distribution without a reconciliation.

On the Q1 FY27 call, management explained that it offered distributors more than 90 days
of credit to win business from established competitors. That is a rational market-entry
strategy. It is also a warning that the distribution network may have been rented with the
balance sheet.

This is the distinction that matters:

A distributor who works with you because consumers pull the product is a
moat. A distributor who works with you because you finance his inventory for
three months is a customer funded by your shareholders.
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Annapurna's debtor days are not merely high in isolation. They are dramatically worse than
relevant peers.

The distribution moat test

If the product pulls itself through the channel, the company should not need to finance three months of sales.

FY26 Debtor days Cash cycle CFO / operating profit What it suggests
Annapurna 63 127 -15% Credit-funded reach
Bikaji 13 24 97% Proven cash conversion
Gopal Snacks 14 66 57% Intermediate

Prataap Snacks 5 10 63% Fast collections

The real inflection is not one more distributor. It is lower credit days without losing sales.

Sources: FY26 figures compiled from Annapurna, Bikaji, Gopal Snacks and Prataap Snacks.
Screener is used only as a consistent cross-check, with Annapurna's figures reconciled to

filings.

Bikaji collected receivables in 13 days in FY26. Prataap did it in 5 days. Gopal took 14 days.
Annapurna took 63.

The difference does not automatically mean bad debts. Annapurna is younger, much
smaller and is deliberately buying entry into distributor networks. But if the company cannot
reduce credit without losing volume, distribution is not yet a durable moat.

Management says debtor days should fall toward 60 by FY27 and 30 over the following year.
That is the single most important operating promise in this thesis.

The growth is real, the cash conversion is not
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The P&L grew. The cash never arrived.

% crore, consolidated FY23 to FY26

Revenue and PAT Borrowings and operating cash flow
520 229
30
408
225
115
263
13 63
160
. .
g = =
-16
Fy23 Fy24 FY25 FY26 -21
FY23 -25 FY24 FY25 FY26
Teal bars = revenue Yellow circles = PAT
Red = borrowings Navy below line = operating cash flow

Source: annual reports and Screener cross-check. PAT shown is attributable where available.

The profit and loss statement tells a beautiful story.
The cash-flow statement tells a completely different one.

FY23: Revenue X160 crore, PAT X7 crore, borrowings 24 crore, operating cash flow -X25
crore, debtor days 45, cash cycle 84 days.

FY24: Revenue X263 crore, PAT X13 crore, borrowings 63 crore, operating cash flow -X10
crore, debtor days 41, cash cycle 76 days.

FY25: Revenue X408 crore, PAT X22 crore, borrowings X115 crore, operating cash flow -X16
crore, debtor days 52, cash cycle 123 days.

FY26: Revenue X520 crore, PAT X30 crore, borrowings X229 crore, operating cash flow -321
crore, debtor days 63, cash cycle 127 days.

Revenue more than tripled, but the company consumed operating cash every year. Growth
has been funded by new equity, higher debt and supplier or distributor working capital.

The Acuité rating rationale from October 2025 showed average fund-based limit utilisation
of about 94% in the preceding six months. It also highlighted a 177-day gross current asset
cycle and concentration in West Bengal and the Northeast.

This is why | do not accept the 9.5 times P/E at face value.

Reported PAT gives me the earnings denominator in the P/E ratio. Cash conversion tells me
how much of that accounting profit can eventually be used by shareholders.
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Q1 FY27 did not really grow PAT by 50%

The investor presentation says consolidated PAT rose 50% to X9.81 crore in Q1 FY27 from
X6.54 crore.

That is mathematically correct for profit attributable to Annapurna shareholders. It is not the
cleanest measure of operating growth.

In Q1 FY26, Annapurna owned only 74% of Madhur. The group earned X8.84 crore after tax,
but X2.30 crore belonged to the minority shareholders. Annapurna later bought the
remaining 26%, which is why all of Q1 FY27 profit now belongs to the listed company.

The like-for-like operating numbers are less dramatic:

Consolidated PBT rose from X11.77 crore to X13.20 crore, up about 12%

Total consolidated PAT rose from X8.84 crore to X9.81 crore, up about 11%
EPS rose from X4.05 to X4.50, also about 11%

Finance cost rose 71% to X4.80 crore

Buying the minority stake increased the share of profit attributable to us. It did not make
the underlying business grow 50%.

This does not make Q1 weak. EBITDA margin reached 16.5%, and the product mix is
improving. It simply means the headline number needs to be read correctly.

The Madhur acquisition, the part | like and the part |
do not

Madhur is probably the most valuable strategic move Annapurna has made.

Fryums are bulky relative to their selling value. Confectionery carries more value in the
same truck. It can travel much farther from the factory. Madhur also came with a
90-tonne-per-day facility, about 300 distributors, exports and products that have actual
online ratings.

The capacity is under-utilised. Management believes a longer production schedule, new
chocolate moulding, larger pack configurations and better distribution can lift Madhur's
revenue from X105 crore in FY26 to X145-150 crore in FY27.

The price paid was not obviously cheap.

Annapurna raised X150 crore in a September 2024 QIP at ¥413.21 per share and used
almost the entire amount to acquire 74% of Madhur. Management describes the total
enterprise valuation as approximately X181 crore, around 10 times the X18 crore EBITDA
Madhur was then producing.

The FY25 acquisition accounting is more revealing. Against an acquisition cost of about
X150 crore, Annapurna recognised only X11.75 crore of identifiable net assets and 138.25
crore of goodwill.

In other words, roughly 92% of the initial purchase price became goodwill.
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By March 2026, consolidated goodwill had increased to approximately X156 crore. That is
47% of stated net worth. The stock may trade at only 0.96 times reported book value, but it
trades at roughly 1.8 times tangible book after removing goodwill.

Madhur produced FY26 revenue of approximately X105 crore and PAT of X7.2 crore. On
those earnings, the X181 crore acquisition valuation was about 25 times PAT.

Management's FY28 target is inconsistent across its own materials. The presentation says
roughly X200 crore of revenue and X16 crore of PAT. During the call, Ritesh Shaw spoke
about X250 crore of revenue and %25 crore of PAT.

| use the lower presentation number in my base case. If the higher number arrives, that
belongs in the bull case.

Andri could be cheap optionality

Andri Agro is a much smaller acquisition. Annapurna agreed to acquire 75% at an enterprise
valuation of approximately X15 crore, with cash consideration of roughly X4.5 crore for the
equity stake. Andri generated only about X16.8 crore of FY25 revenue and was barely
profitable.

Management targets X60-70 crore of revenue in FY27 and X120 crore with X6 crore PAT by
FY28. That is a very large jump from the historical base.

Unlike Madhur, the amount at risk is small. The strategic logic also makes sense. Soya
chunks, pasta and vermicelli can move through the same rural distributor.

| treat Andri as an option, not as X6 crore of guaranteed FY28 profit.

Can the existing factories support the growth?

Management says numerical capacity utilisation is only about 45% and existing facilities
could support nearly twice the present revenue.

That sounds ideal. The business may be able to grow before large new machinery bills
arrive.

The catch is that snack factories do not scale in a spreadsheet. Some facilities are already
fully occupied on one or two shifts. Fryums are mostly air after frying, so storage and
outbound logistics can become the bottleneck before the machine reaches theoretical
capacity.

This explains the proposed integrated Siliguri facility. Management wants to place flour
milling, besan milling, extrusion, frying, packing and lamination on one site, similar to Balaji
Wafers. The total proposed investment is ¥450-500 crore over four to five years, including
roughly X60-70 crore for land and site development.

The strategic idea is good. The size frightens me.

The proposed capex is larger than Annapurna's current market capitalisation. The board has
already proposed increasing borrowing powers and the charge over company assets to
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X350 crore. Management has also left open the possibility of a future QIP or debenture
issue.

In its November 2024 interview, management said a leased facility had removed the need
for a major greenfield project for the next few years. Less than two years later, it is
discussing a X500 crore integrated project.

Strategies can change when growth is faster than expected. But shareholders deserve a
detailed project report, capacity module, funding plan and incremental return-on-capital
calculation before treating this as an inflection.

At present, the integrated plant is Stage 1 of my inflection framework. It is a story with
plausible economics. It is not yet customer validation or cash evidence.

Management guidance needs a credibility discount

Management’s FY27 target is X750 crore of revenue and X113 crore of EBITDA. FY28
ambition is 1,000-1,100 crore of revenue and more than X100 crore of PAT. These are
management ambitions, not my forecasts. The historical accounts show what has
happened, the distribution figures are company-reported operating claims, and every future
margin, debt balance, share count and exit multiple in the scenarios below is my
assumption.

Here is the first arithmetic check.

Q1 FY27 revenue was X127 crore. Annualising that quarter gives only X509 crore. To reach
X750 crore, Annapurna must produce another X623 crore in the remaining nine months, or
approximately X208 crore per quarter.

That is 63% above the Q1 run rate.

Q1 may be seasonally weak. Madhur should ramp, Andri will consolidate and the second half
is usually better. Even then, X750 crore requires an abrupt acceleration that should not be
my base case.

The Q1 call also contained disclosure inconsistencies:

- Management agreed at one point that operating cash flow may turn positive only around
FY30, then said at the end of the same call that it would be positive in FY27 for sure

- The presentation says Madhur can produce X16 crore FY28 PAT, while management also
said X25 crore

- The call described current debt of about X180 crore, while the March 2026 audited
balance sheet showed X229 crore of borrowings. The difference may reflect repayments
or a different definition, but no June balance sheet was provided

- The presentation's capacity figure for Andri appears inconsistent with the much lower
12,500-tonne figure disclosed in an earlier company update

Management may have innocent reconciliations for all four. A main-board company should
provide them before asking investors to underwrite a 1,100 crore target.
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The governance checklist

The statutory auditor gave an unmodified opinion. | did not find evidence supporting a fraud
allegation. | did find enough governance and disclosure issues to demand a higher margin of
safety.

1. Promoter pledge remains extremely high

The official 31 July 2026 shareholding disclosure showed 7.115 million promoter shares
pledged, equal to 80.06% of promoter holding and 32.61% of the entire company.

Management said on the August call that pledge had fallen to about 70% and should reach
zero by the end of September. That would be a major positive. | will count it only when the
exchange filing confirms it.

2. Two senior resignations days after the first earnings call

The company's first main-board earnings call happened on 24 August. On 29 August,
Shreeram Bagla resigned immediately as managing director and director, citing relocation
and social work. CEO Rohit Singhania also resigned from the CEO role, although he remains
Group Sales Head. Ritesh Shaw became both MD and CEO.

Ritesh has been central to the business since the branded expansion began, so this is not a
new outsider taking control. Still, two senior changes immediately after an ambitious call
deserve attention.

3. The Darsh Advisory round trip needs an explanation

In FY24, shareholders approved Annapurna's acquisition of 100% of promoter-group
company Darsh Advisory for about X14 crore. The stated logic was that Darsh owned
manufacturing premises and provided collateral for Annapurna's borrowings.

In FY25, Annapurna sold the investment to Rachna Suman Shaw, a promoter relative, for
X15 crore. It also purchased land from Darsh, paid rent and used related freight entities
during the year.

The transaction may have been fair and profitable for Annapurna on paper. What | do not
understand is why strategic property and collateral were important enough to acquire from
the promoter group, then worth selling back shortly afterward while rent continued.

That should be explained in plain language.

4. Balance confirmations and advances

The FY26 auditor noted that trade payables, loans and advances and other current liabilities
were subject to confirmation and reconciliation.

The March balance sheet also carried nearly 63 crore of short-term and long-term loans
and advances. Management says much of this relates to land acquisition and rented sheds.
Registration of the 30-acre Siliguri site was still pending on the call.
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5. Disclosure hygiene is not main-board quality yet

The 2024 placement document said copies of some promoters' and directors' qualifications
and experience were not traceable. It also disclosed that the Asansol fire licence had
expired at that time and awaited renewal. | have not found a current filing confirming
whether this was subsequently resolved.

Add the conflicting guidance numbers and the auditor change still under discussion, and | do
not think investors should award a premium FMCG governance multiple yet. An unresolved
question is not proof of wrongdoing, but it does limit the confidence | can place in the
valuation.

What is the market pricing in?

At X146, the market capitalisation is X318 crore. Add March 2026 net debt of roughly X214
crore and enterprise value is about X532 crore.

TTM EBITDA is approximately X77 crore.
So the business trades at about 6.9 times enterprise value to EBITDA.

Rearrange the arithmetic and X532 crore enterprise value divided by 7 gives about X76
crore EBITDA. That is close to trailing EBITDA, but it is an identity using an assumed
multiple, not proof of the growth rate the market expects.

That is approximately what the company has already produced.

In other words, the current multiple is low relative to a scenario in which growth becomes
cash-generative. It does not establish that future growth is unpriced, because future debt,
dilution and the multiple can all change.

Why?

Because investors may doubt whether growth will create cash after funding the channel and
the proposed capex. That is my hypothesis about the discount, not a verified consensus.
Slower demand, weak collections or governance concerns could each justify a low multiple.

My FY28 scenario valuation
As of 2 September 2026:

- Share price: X146

- Market capitalisation: X318 crore

- TTM revenue: approximately 539 crore

- TTM shareholder PAT: approximately X33.6 crore
- TTM P/E: approximately 9.5 times

I do not use a DCF here. Four years of negative operating cash flow, a working-capital
transition and a proposed capex larger than the market capitalisation make any near-term
free-cash-flow forecast theatrical.
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Enterprise-value scenarios can show what would have to happen, but they do not solve the
missing funding forecast. | use them as conditional illustrations, not established fair values.

The formula is:

Equity value = FY28 EBITDA x exit EV to EBITDA multiple - FY28 net debt

Value per share = equity value + diluted shares

Stress case, conditional illustration

Revenue reaches only X600 crore, EBITDA margin falls to 12%, and EBITDA is X72 crore.
Receivables remain high, net debt climbs to X260 crore and the market pays only 6 times
EBITDA.

Equity value becomes X172 crore, or roughly X79 per share.

This is the case where the market was right. Growth was purchased with credit, and the
balance sheet keeps the multiple low.

Base case, conditional illustration

Revenue reaches X825 crore, EBITDA margin holds near 14.5%, and EBITDA becomes
approximately 120 crore. Cash conversion improves slowly, net debt is around X200 crore
and the business receives an 8 times multiple. | assume modest dilution to 2.30 crore
shares because the capex funding question remains open.

Equity value becomes approximately X757 crore, or roughly X329 per share.

This does not require management's 1,100 crore target. It requires about 26% annual
revenue growth from FY26 and a margin close to what the company has already reported.

Bull case, conditional illustration

Revenue reaches X1,050 crore, EBITDA margin reaches 16%, and EBITDA is X168 crore.
Better cash generation reduces net debt to X150 crore. A proven regional FMCG platform
receives 10 times EBITDA. | assume dilution to 2.40 crore shares.

Equity value becomes approximately X1,530 crore, or roughly X638 per share.

This case requires the distribution network to become a genuine moat, Madhur to scale,
Andri to work, promoter pledge to disappear and cash flow to turn positive.

The three endpoints show the sensitivity to operating performance, net debt and dilution.
They are FY28 future equity values, not buy prices today. | am not assigning probabilities
because the funding and cash-conversion paths are not established.

That distinction matters. A higher scenario endpoint does not by itself mean the stock is
undervalued at X146.

But | cannot justify the earlier 3246 weighted value from this model. It assumed future net
debt and share counts without a complete annual funding bridge for the proposed X450-500
crore project. Those are not small missing details.
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Owner cash begins with EBITDA, less cash interest, cash taxes, maintenance and growth
capex and additional working capital. Any shortfall must be covered by existing cash, asset
sales, debt or new equity. The last two change the equity-value calculation. At 2.30 crore
shares, an extra X100 crore of net debt removes about X43.50 per share. A 25% larger
share count reduces an unchanged equity value per share by 20%.

Before treating the upside scenarios as investment values, | need a phased project budget,
realistic collections and a funding plan. Severe financing or governance outcomes could be
worse than the illustrated X79 stress value, which is not a floor.

What would make this investible for me?

| do not need to wait for every number to become perfect. By then, the stock will have
moved.

| need leading evidence that the improvement is probable before it appears fully in the P&L.
Shorter distributor settlement times alongside repeat orders would matter more than
another headline outlet count. Slower collections, rising overdue balances or fresh pledge
creation would weaken the thesis, even if reported sales kept rising.

These are the signals | would watch:

1. FY27 operating cash flow turns positive, as promised

2. Debtor days fall toward 60 without a collapse in distributor count or revenue growth

3. Promoter pledge falls to zero in an exchange filing

4. Core Annapurna revenue grows organically, excluding Madhur and Andri consolidation

5. Management discloses active outlets and sales per active outlet, not only theoretical
touchpoints

6. The Siliguri project report shows phased capex, realistic utilisation and acceptable

incremental ROCE

7. Land advances convert into registered assets and the funding plan avoids cheap equity
issuance

(o]

. A stronger auditor is appointed and disclosure inconsistencies reduce

9. Madhur reaches X145-150 crore of FY27 revenue without consuming disproportionate
working capital

The most powerful signal would be simple. If credit days fall and sales continue growing, the
product is pulling itself through the channel. That would convert the distribution story into a
moat.
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My conclusion

Annapurna sells real products and Madhur has plausible strategic value. But the claimed
distribution footprint is not an independently measured active-outlet count, and reported
growth, partly helped by acquisitions, does not prove market-share gains. | need repeat
outlet orders and like-for-like growth without longer credit before treating distribution as a
durable moat.

The headline valuation is low at approximately 6.9 times TTM EBITDA. Successful growth
with cash conversion could produce substantial upside. Growth funded by escalating debt or
dilution could leave shareholders with much less than the revenue chart suggests.

But | cannot call it a no-brainer.

The company has not yet demonstrated that growth creates cash. It has demonstrated that
debt, equity and long distributor credit can create revenue. That is a different achievement.

The high promoter pledge, sudden leadership transition, related-party round trip, large land
advances, acquisition goodwill and proposed X500 crore capex all increase the cost of being
wrong.

My present view is:

Annapurna Swadisht is a potentially powerful earnings inflection at a distrust
valuation, but the cash-flow and governance inflection has not arrived. | would
keep it on the watchlist, not treat it as a core quality holding today.

At the X146 reference price, | keep doing the work rather than treating the low multiple as a
buy signal. What changed in this review is the confidence | can put in the valuation, | am
withdrawing the weighted target because the project-funding bridge was incomplete. | am
also removing the unsupported inference that growth proves market-share gains.

Last research-consistency review: 12 September 2026. Financial evidence covers FY26 and
Q1 FY27, with the 2 September price reference retained. The pledge percentage cited is
specifically from the 31 July filing, not a freshly confirmed September balance. Current
pledge releases, the land registrations, related-party rationale, repeat sales without
extended credit and the complete capex funding plan remain unresolved.

If receivables fall, operating cash flow turns positive and promoter pledge disappears while
revenue keeps growing, | will have to revisit the conclusion quickly.

If debt rises again and credit remains the growth engine, the 9.5 times P/E is not cheap. It is
a warning.

Sources

Q1 FY27 investor presentation

- Q1 FY27 earnings-call transcript

FY26 audited financial results

FY25 annual report
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https://nsearchives.nseindia.com/corporate/ASL_24082026141319_Investor_Presentation_24082026.pdf
https://nsearchives.nseindia.com/corporate/ASL_26082026173200_ASL_Submission_Transcript.pdf
https://nsearchives.nseindia.com/corporate/ASL_29052026194150_ASL_-_Outcome_Financial_2026.pdf
https://archives.nseindia.com/annual_reports/SME_AR_28309_ANNAPURNA_2024_2025_A_4298256_03092025180837.pdf
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- September 2024 QIP placement document
- Augqust 2026 management changes and borrowing proposal

- October 2025 Acuité rating rationale
- November 2024 management interview

- Business India profile of the rural strategy

- Annapurna consumer loyalty programme

- Madhur product ratings on Flipkart

- Current price and financial cross-check

This is my investment opinion under stated assumptions, not a promise of returns or advice
tailored to your circumstances. | may be wrong. Please do your own work before acting.
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https://nsearchives.nseindia.com/content/equities/PD_ANNAPURNA_060924.pdf
https://nsearchives.nseindia.com/corporate/ASL_29082026161115_Outcome_BM__29082026.pdf
https://connect.acuite.in/company-details/36858
https://smallcapspotlight.in/interview/shreeram-bagla-chairman-managing-director-annapurna-swadisht-ltd/
https://businessindia.co/magazine/corporate-report/from-bharat-to-india-annapurna-swadishts-growth-journey
https://loyaltyprogram.annapurnasnacks.in/
https://www.flipkart.com/madhur-mix-fruit-flovoured-mellow-s-pop-lollipop-kid-s-baby-child-birthday-gift-yummi-treat-flavour-made-india-jar/p/itm0dfe448751754
https://www.screener.in/company/ANNAPURNA/consolidated/
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