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Moderator: Ladies gentlemen, good day and welcome to the Q2 FY21 Earnings Conference Call of Hi-

Tech Pipes Limited. We have with us from the management Mr. Arvind Bansal - CFO, and 

Mr. Anish Bansal - Executive Director. As a reminder, all participant lines will be in the listen-

only mode and there will be an opportunity for you to ask questions after the presentation 

concludes. Should you need assistance during the conference call, please signal an operator by 

pressing “*” then “0” on your touchtone phone. Please note that this conference is being 

recorded. I now hand the conference over to Mr. Arvind Bansal - CFO and Mr. Anish Bansal - 

Executive Director from Hi-Tech Pipes Limited for opening comments. Thank you, and over 

to you all sir. 

Anish Bansal: Good morning. Welcome to Hi-Tech Pipes Limited Earnings Conference Call for the quarter 

and half year ended September 30th, financial year 2020 and 21. I would like to begin by 

expressing my gratitude to you all for taking the time out to join us today. On the call with me 

today is Mr. Arvind Bansal – the CFO of our company to take any specific questions regarding 

any financial related matters.  

I would like to start by giving a brief introduction about the company for the benefit of the 

persons who have joined for the first time. Our company was established in the year 1986, 

having more than 350 dealers and distributors across India. We entered the manufacturing 

segment in the year 1988 with setting up our first ERW steel pipe unit as Sikandrabad, Uttar 

Pradesh. From the year 1996 to 2012 we have been a leading manufacturer of ERW steel tubes 

and pipes, hollow sections, cold rolled coils, strips, hot dipped galvanized products , hollow 

sections at our Sikandrabad facility. In the year 2015 we expanded our geographical presence 

in Sanand, Gujarat to manufacture ERW steel tubes and hollow sections with a capacity of 

1,20,000 tonnes per annum. 

In the year 2016, we then started our third manufacturing unit at Hindupur in Andhra Pradesh, 

near Bangalore with capacity of 1,20,000 tonnes per annum. At the same facility we have also 

installed hot dipped galvanizing facility for value added tubular steel products. We are happy 

to inform you that the company has achieved commercial success for its newly added capacity 

of cold rolled coils and strips at Sikandrabad facility with much wider product range. This 

facility is one of the most technologically advanced setup in North of India. Today, our full 

state of the art manufacturing units are at three locations that is Sikandrabad, UP, Sanand, 

Gujarat and Hindupur in Andhra Pradesh. With a total cumulative installed capacity of 0.5 

million tonnes per annum. All these plants are equipped with all the latest and sophisticated 

manufacturing facilities along with best testing equipment’s, which can produce high quality 

products as per the requirement of our client.  

By the end of the current financial year the total installed capacity of the group will increase to 

600,000 tonnes per annum. With the addition of our newly commissioned plant at Khopoli, 

Maharashtra. This unit is going to be commissioned in the quarter four of the current financial 

year. The company is constantly increasing its distribution network and increasing the client 
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base to cater pan India requirements of steel tubular products. During this COVID pandemic, 

the company is regularly interacting with its customers over webinars and doing virtual 

customer awareness programs across India. The company is also promoting application 

specific brands for it’s products and keeping full range of these products to meet diverse needs 

of the customer. The company has launched various sub-brands during the year, namely Hi-

Tech CaseWell, Hi-Tech Jalshakti, Hi-Tech Pre-Gal, Hi-Tech Bahubali, Hi-Tech Organic and 

Hi-Tech FlatMax. At Hi-Tech we are confident of emerging as a trusted brand across the 

country going forward. Our focus remains on increasing the capacity utilization, improving its 

operational efficiencies and further strengthening its brand equity.  

Now coming to the financial performance of the quarter year September 30th, 2020. Despite 

having very challenging situation due to COVID pandemic the company is doing fairly well. 

The company is having its strong distribution network and good brand image in the market 

which has resulted in year-on-year volume growth of 30% and year-on-year value growth of 

39% in quarter two. Our EBITDA for the quarter stood at Rs.19.14 crores and on per tonne 

basis it is Rs.2300 and it is expected to further improve in the coming quarters. The company 

has taken COVID 2019 pandemic as an opportunity instead of a problem to set his business 

model right and further correct it’s marketing and operational policies. Now, the company is 

focusing on reduction of credit days for its customers, working selectively and improving 

inventory efficiency with greater zeal and enthusiasm. This has resulted in reduction of debtor 

days from 41 to 33 in quarter two and inventory from 54 to 42 in quarter two of FY21. On a 

quarterly basis return on capital employed and the return on equity has also significantly 

improved. We are optimistic that the performance of H2 FY2021 will be even better from the 

H1 of FY21. This is all from our end, we can now take questions please. 

Moderator:  Thank you very much. We will now begin the question-and-answer session. The first question 

is from the line of Ankit Merchant from Reliance Securities. Please go ahead. 

Ankit Merchant: So, I have like a couple of questions. The first is related to the current demand scenario. So, 

how are we expecting or how is the current demand scenario on the ground and what are the 

factors which are driving this particular demand, if you could share some light on that? 

Anish Bansal: Good morning Ankit thank you for the results. See, the demand is fairly very strong at this 

moment, post monsoon we are seeing a very good pickup in demand from all sectors namely 

government projects, the government Jal Jeevan Mission, Har Ghar Jal Yojana this is one of 

the major catalysts of the steel tube demand in the country. And along with that, even 

structural tube segment has also picked up very strongly post monsoon and our cold rolling 

division is also doing phenomenally well. So, we are seeing demand from all spears at this 

point.  

Ankit Merchant: Okay, and how was the October month for you and what are the early trends going into 

November?  
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Anish Bansal: See October, we were at our peak utilization. And then November month also we are hoping 

for meeting our full capacity utilization of 75% to 76%.  

Ankit Merchant: Sure, and just one question related to the working capital if you could share how many days of 

working capital do we have like inventory days, debtors days and also on the credit payment 

term? 

Anish Bansal: So right now, our total debtor days is about 33 and inventory days is 42.  

Ankit Merchant: Okay, the reason I’ve asked this question is that one of the sector leader Apollo tubes have 

actually moved towards Cash ‘n’ Carry business and there the debtor’s days have fallen too. 

Anish Bansal: So, Ankit we are also moving in the same direction as being there, it is to be done gradually. 

So, we are conscious of this fact and we are also doing the same, within our existing setup we 

have cold rolling also. So, in this the major customers are OEM suppliers and we have to 

extend certain credit to them.  

Ankit Merchant: Sure, but in the tubes are you expecting your debtors days to come down?  

Anish Bansal: Yes definitely, definitely. 

Ankit Merchant: Okay. And because of this, I was also doing a market study so, when in I came to know that 

there were some dealers who were not happy with the payment terms related to Cash ‘n’ Carry 

model, so are you tapping those particular dealers who are not happy and you’re trying to exit 

from that and grow some volume or capture some market share? 

Anish Bansal: Yes, definitely Ankit we are catering to the dealers, but like we are doing our own due 

diligence about the dealers like how have they been performing in the past and like, what 

credibility they are having in the market. So, based on these, we are taking these decisions on a 

day-to-day basis.  

Ankit Merchant: Sure, okay. And just last two questions, if I could squeeze in, one is related to the demand 

scenario, which particular region is actually driving the demand is it the Southern and the 

Western market or the Northern and the Eastern market?  

Anish Bansal: So, Ankit right now we are having our peak utilization at all three locations. So, I can’t say this 

region is doing more so, our understanding is that all three regions, the North, West and South, 

they all are performing equally well.  

Ankit Merchant: Sure. And just one last question that was related to the gross margin, so what we have seen is 

that in this particular quarter, the gross margins have actually declined. So, if you could share 

some light on that, because we used to do per sales used to be near about 90.9% and in this 
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particular quarter, we have gone to 91.1%. So, the gross margins have declined to 8.9% in this 

particular quarter, and last quarter we had actually seen some improvement? 

Anish Bansal: Ankit the margins are, they are on a improving trajectory, as you have seen like in quarter one, 

there was a steep reduction in steel prices, and in month of July also there was a steep 

reductions in steel prices. So, from there we prefer a little bit of inventory hit and otherwise, 

this Q2 is really positive from that point of view. So, the margins are going to increase and as 

we are adding more value added, we’re increasing the share of value added products like pre 

galvanized and galvanized business. So, that will also contribute to the value addition in 

coming quarters.  

Ankit Merchant: Okay, because what we have seen is the HRC prices are on an upward trend and there is a 

likely hike also coming to the next 10 to 15 days at least already sale or other steel 

manufacturers have already announced the hike of another 1500 per tonne. So, in that scenario, 

do we expect our margins also to improve or we would be able to pass it on, that was my key 

question? 

Anish Bansal: So, the price indeed they are being passed on there’s just a lag of like 10 to 15 days which we 

are offsetting from our existing inventories. So, going forward we see good margins and also 

good utilization at least till December, there is no issue in demand and in the margins.  

Moderator:  Thank you. The next question is from the line of Vaibhav Kapoor an Individual Investor. 

Please go ahead. 

Vaibhav Kapoor: Sir, I did not get the expansion part when you were discussing it on the call. And if you could 

give some details about the 47 crore as a break up for the CAPEX that you all are doing.  

Anish Bansal: Thank you Vaibhav. So we are adding this capacity of 100,000 tonnes at Khopoli, 

Maharashtra. This is a solely for ERW steel tubes and hollow sections. And it should be 

operational in the month of January 2021. So it is very near to finishing stage. So, we’ll start 

trials in December and by January, mid or January end we’ll start the commercial production. 

Vaibhav Kapoor: Okay. So, sir the entire 47 crore CAPEX includes the plant and machinery and the steel side 

basically? 

Anish Bansal: The CAPEX of how much sorry? 

Vaibhav Kapoor: Sir your capital work in progress as per the balance sheet is showing 47 crore. 

Anish Bansal: Yes, this is partly, there is the cold rolled facility that we have added in Sikandrabad, So, it 

includes the cold rolling facility and Khopoli both basically. So, what is the Sikandrabad could 

you just expand on the Sikandrabad facility as well? 
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Anish Bansal: So, in Khopoli we have done a CAPEX of 35 crores and 12 to 15 crores is in Sikandrabad 

facility for cold rolling complex. 

Vaibhav Kapoor: Okay. Sir, the other question that I had is which just asked in the discussion that the debtor 

days have gone down to about 33 days and you’re saying that it will be a Cash ‘n’ Carry 

model. So, could you just give us an indication that what is the sales in this quarter for the 

OEM or the customers that are from the non-distribution planning of our direct channels and 

what would that be in terms of percentage going forward? 

Anish Bansal:  So, Vaibhav our market mix is like 50% to 60% is the distribution network, the trade, the 

dealer and the retailer’s network. And 40% to 45% consists of OEMs and government sales 

and the project sales. So, in project and OEMs, we have to extend credit of 30 to 40 days. And 

dealers, distributors we have to extend a credit of 35 to 40 days earlier. But now, we have 

brought it down to 25 days now average  

Vaibhav Kapoor: So, it’s not a Cash ‘n’ Carry model if you’re giving 25 days to your, in fact I will? 

Anish Bansal: All the dealers are not choosing for a Cash ‘n’ Carry so we are maintaining, fine balance so 

that the dealers, distributors they can’t they don’t go away from us. So, we are encouraging 

dealers to shift on Cash ‘n’ Carry, but it will take a little more time to get used to their 

financials and so, with time the percentage of Cash ‘n’ Carry distributors, it should increase. 

Vaibhav Kapoor: So based on your judgment, what would be the blended average based on Cash ‘n’ Carry and 

the incentive that you’ll be giving to the distributors to stay if you could just give some kind of 

a general projection that 50% is the distributor, so some ratio sir, some idea? 

Anish Bansal: So, right now just a ball park number if you want 25% to 30% of the dealers and distributors, 

they have shifted to Cash ‘n’ Carry and rest of them, they are also planning to shift but they 

will take little time. So, we are waiting, how this plans out. 

Vaibhav Kapoor: Sure. And you plan to keep the ratios at government and OEM contracts at 50% going 

forward? 

Anish Bansal: Yes, this will remain as it is because, a lot of our products market we have created these 

markets over a long period of time, we can’t just leave these markets.  

Vaibhav Kapoor: Okay. Sir, the question that I had was a little bit on the demand forecasting that you will do 

and whether the inputs that you’re looking to when you do a demand forecasting for the next 

two or three months, across what kind of product would you like to make for the market and 

how do you look at those variables? 

Anish Bansal: So, well there are various macro, micro factors like we see especially the monsoons are 

important factor this we have to consider because these one or two months the agriculture 
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segment goes pretty down. So, our product Hi-Tech Jalshakti, GI Pipes, so, this goes down, but 

now this is, it has picked up at least to 70%, 80% level now, and even structural like after this 

monsoon, the structural demand has also gone really high because construction has come back 

and even our supplies to the automotive segment they have also bounced back, our supplies to 

the commercial vehicle manufacturers, the tractor manufacturers, and two wheeler 

manufacturers. So, even these demands have also gone through that and all the automobile 

companies the two wheeler companies that we are supplying to they are all talking of the 

highest production volumes. So, this is giving us a good sense of the coming demand. 

Vaibhav Kapoor: And do you see the inventory levels to be at 42 days going forward or would there be 

fluctuation. 

Anish Bansal: See right now the inventory is high because, the steel itself there’s a little bit of shortage going 

on. So, we have to have a backup of raw materials at all the branch so we are maintaining like 

sufficient volume so that the production facilities don’t get disturbed. So, with the easing of the 

supply then we can bring it down but right now it should at least for one or two quarters it 

should remain where it is.  

Vaibhav Kapoor: So, on a yearly trajectory basis what should we consider the inventory levels that you will keep 

in the future? 

Anish Bansal: About 35 days is the optimum because we have to keep raw material and finished goods both. 

Moderator:  Thank you. The next question is from the line of Ajay Pandey from ITI Investment Trust India. 

Please go ahead. 

Ajay Pandey: My question was basically for the next two to three years CAPEX plan and what can be the 

target capacities we can see next three, four years? 

Anish Bansal: Thank you Ajay. So as we have previously mentioned under the platforms that our aspiration is 

to reach 1 million tonne capacity by year FY23 and end at this year end we will reach our 

capacity to 600,000 tonnes, 0.6 million tonnes that means and the rest of the capacities will be 

Brownfield capacities and they will be added at our existing manufacturing locations. So, in 

coming two to three years, we would like to take this capacity to about 1000,000 tonnes, 1 

million tonnes. 

Ajay Pandey: Okay. And something on your South expansion plan? 

Anish Bansal: Yes, we’ll be adding like capacities there we have land and we have all the other infrastructure 

available there. So, once our Maharashtra unit gets operational and then we’ll move to our 

second round of expansion. So, we are just waiting for Maharashtra to start its operations and 

next financial year based on the company’s the board’s outcome we will decide on further 
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course of capacity expansion, but 1 million tonne capacity that we have laid out is sure and 

most of it will be funded through internal accruals now going forward.  

Ajay Pandey: Brownfield projects currently which are right now there and the South will be totally new or 

this will be part of your 1 million capacity target? 

Anish Bansal: No, the South expansion will also be a part of 1 million tonne capacity. 

Ajay Pandey: And what kind of benefits we are getting for putting new plants in different geographical 

areas?  

Anish Bansal: Sir of course now the markets are asking for ready materials and that’s the nearest possible 

touch point. So, for us catering to South from Western India would be virtually impossible 

now we are consolidating so much that even one unit is feeding one state for example, earlier 

we were feeding Maharashtra from Gujarat market from Gujarat plant, but that wasn’t 

sufficient so, we had to put up our Maharashtra facility to cater to Maharashtra regions from 

the local plant in terms of service, in terms of the costing, there is a lot of logistic cost involved 

when we are sending from other states. So, to mitigate those costs and be more competitive in 

the market, so we have to be near to our end market and we are seeing a strong in ERW tubes 

and pipes. First, there are numerous applications and we are seeing that every year there is a 

new application that comes on the horizon and that takes all the capacity in one go. So, we 

want to be prepared for any such surge in demand. We want to be fully competent to cater to 

any kind of demand which comes overnight, like the Jal Jeevan Mission, Har Ghar Nal Jal 

Yojna. So, this has created a lot of demand from the government side. So, we are just focusing 

on our capacity, so that once the demand is there, we are able to immediately cater to those 

demands.  

Ajay Pandey: Again, I’m asking, I’m asking where from government side, we are going to get any benefits 

like on taxation part or on financing part or other kind of benefits we can get from government 

side? 

Anish Bansal: Mr. Pandey we are entitled to these benefits but with the current cash flows of state 

governments the amount accrued is not coming close. So, we are not basing our project on 

those benefits, if they come that will be all extra. So, down the line we know after one or two 

years, there should be accrued benefits they should come. 

Ajay Pandey: For this Maharashtra project also we are going to get any benefit from government side or not? 

Anish Bansal: No, in Maharashtra in our Khalapur belt, in Khalapur region there are no benefits. The benefits 

are there in the other the C&D category regions which are very far off from the markets and 

from our raw material. 
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Moderator:  Thank you The next question is from the line of Ankit Merchant from Reliance Securities. 

Please go ahead. 

Ankit Merchant: Yes. So, just one question what would be the CAPEX amount which we would be spending 

from taking it to 0.6 million to 1 million for the next two to three years? 

Anish Bansal: So, right now like all our Greenfield projects have been set up. So, our further capacity will 

only be Brownfield now. And going from 600000 tonne to 1 million tonnes we know it will all 

be funded through internal accruals and we already have the land there, the building is there, 

the half of manufacturing is also there. So, it is not be like huge CAPEX involved in from 

taking it to from 6 lakh tonnes to 1 million  tonne, it will be only funded through internal 

accruals.  

Ankit Merchant: Because, just looking at the debt numbers and what we have seen is the debt is now close to 

300 crores. So, majority of which is short term but, still there is a good amount of debt. So, 

that was the reason I was concerned about how would we be taking the cash flow ahead? 

Anish Bansal: See the working capital we are managing it very well, in last two years we have added a big 

capacity at Sikandrabad and also a Greenfield unit in Maharashtra. So, the only long term we 

have taken this for these two particular projects and rest there is no further big CAPEX lined 

up from here and we only have to take the benefits out of these.  

Moderator:  Thank you. The next question is from the line of Vaibhav Kapoor an Individual Investor. 

Please go ahead. 

Vaibhav Kapoor: So just taking the discussion of the Khopoli plant forward, I just wanted to understand when is 

it that you would actually whether you would have any additional warehouses or depot’s going 

forward and the second is how do you make the decision like for example, in Maharashtra like 

you were just discussing about the logistics cost, whether you would actually have a depot at 

that junction or whether you would actually set up a plant, I just wanted some understanding 

there sir? 

Anish Bansal: Mr. Vaibhav so this Maharashtra facility, that Khopoli facility is a manufacturing plant, it’s not 

a depot. 

Vaibhav Kapoor: I understand.  

Anish Bansal: So, we are not opening depots because that increases the inefficiency because the 

manufacturing plant will keep the stocks and then if we keep the stocks at the warehouses then 

that will also lead to enefficiency. So, these manufacturing locations these are manufacturing 

come depot. Yes. So, we are creating like, Mumbai and Pune region because these are the 

major markets in Maharashtra region. And Khopoli we are right in the middle of these two 
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important markets. So, we will maintain the finished goods stocks at our Khopoli facility and 

will supply directly to these markets.  

Vaibhav Kapoor: So just to understand this, so there will be no future more depots coming and you feel that 

these four locations, you’ll be able to have a pan India presence comfortably till about 1 

million tonne.  

Anish Bansal: No, I don’t think we will require more depots, from one manufacturing plant then one state is 

enough to cater to the whole state. So, if we open depots then the doubling and the duplication 

of the cost like warehouse maintenance cost, the logistic cost, the loading, unloading costs. So 

this will all add up to the cost in the final product, which is not very feasible.  

Vaibhav Kapoor: Sir the other question that I had was our distributor channel, I just want to understand the 

concentration ratio. So, sir if you could give some understanding there? 

Anish Bansal:  Concentration ratio as in, can you please elaborate?  

Vaibhav Kapoor: So, what you have top 10 or top 50, so you have about 350 odd distributors. So, the bulk of the 

steel about how many distributors would cater in the market, so in those terms I would like to 

understand sir. So, your 50 distributors contribute to the revenue sir? 

Anish Bansal: So, 70:30 principle applies there, so 30% of our dealers and distributors will account to 70% of 

our sales.  

Vaibhav Kapoor: Okay. And this ratio would remain the same going forward the next two, three years? 

Anish Bansal: Yes, more or less, more or less like then there will not be a sudden shift like so, more or less it 

should remain the same.  

Vaibhav Kapoor: Sir, the market leader which is APL Apollo their concall speaks about channel financing. So, I 

just wanted some understanding whether the banks, whether you all will have a discussion 

with the banks and have some kind of channel financing or what is? 

Anish Bansal: Vaibhav, we are in discussion with the banks regarding the same, regarding channel financing 

and during this pandemic, banks are engaged in their own thing. So, once they get stabilized, 

we had initiatives the docs and they had, we had started small relationship with this but in Q3 

or Q4, we’ll take this forward, the channel financing part. This is on our on our priority list and 

we should hopefully do it in Q3 to Q4.  

Vaibhav Kapoor: Okay. The other question I had was on the cost of debt, so if you could give what is the current 

cost of debt? 

Anish Bansal: So, the blended is around 9, 9.5 the blended. 
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Vaibhav Kapoor: Okay. And sir about the power in your plants. So, I guess few of your plants are working on 

solar power is that totally across the board, or it’s just few plants? 

Anish Bansal: So, solar power is operational at our Gujarat facility and Andhra facility and in Sikandrabad it 

is under commissioning stage.  

Vaibhav Kapoor: Okay and what about Khopoli?  

Anish Bansal: Khopoli is new so we will start the solar process once the commercial production starts. 

Vaibhav Kapoor: Once the production stabilizes? 

Anish Bansal: Yes, correct. So the demand will get exact of our power demand. 

Vaibhav Kapoor: Okay, I just said, because you’re dealing with the distributors and the OEM channel on ground, 

I just wanted to understand that how this Cash ‘n’ Carry model that you all are discussing and 

the terms of trade that have changed for this industry, how did it actually happen and how is 

this taking place in this fashion, because it is a little for something that where the terms of 

trade have been there since a long while, how during a pandemic this change is coming it will 

be nice to understand this, in general? 

Anish Bansal: See, during this pandemic, so it was a conscious call by all the players together to convert it to 

the cash model. So, it is a joint effort of all the players and everybody is working to improve 

the trade terms in tandem. So, that is the major driver, because it cannot be done by one 

individual so it has to be a collective decision. So, it is a collective decision taken by the whole 

industry.  

Vaibhav Kapoor: Okay. Perfect and just one last question on your SKUs if you could just get the current SKU 

count book ? 

Anish Bansal: So current SKUs is about 600 and by the end of financial year, we’ll have about 700, we will 

increase our SKUs to 1000. 

Moderator:  Thank you. The next question is a follow up from the line of Vaibhav Kapoor an Individual 

Investor. Please go ahead. 

Vaibhav Kapoor: Sir, regarding your brand spending, if you could give me some indication of what you’re 

currently do in terms of advertisement and promotion and how would that be going forward? 

Anish Bansal: So, Vaibhav what we are doing is, we are doing on ground market like doing fabricator meets, 

doing retailer meets, doing customer meets like, so we are very like before pandemic we used 

to have, roadshows every week, every month, in the small towns and on a district level. So, we 

take our distributor along with that and we organize the event in a town and we gather all the 

retailers, the fabricators, plumbers and whoever are the users of that in that particular market 
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and we educate them about the product and give our own USP factors and any incentive 

schemes are there we announce there, so all these activities they really help in brand building 

like the in-shop branding, the dealer branding, retail branding so, all these activities we are 

doing it around here, and then we are having a annual distributor meet, it is outside of town 

and we gather all the distributors of one region in that particular place and make it a one night 

stay package with them and just, it is just basically for interaction and motivation of the 

distributors and if they have any suggestion they have any market feedback they share with us, 

if they have any grievance they share with us, so it takes the relationship forward. So, we are 

doing all these activities to penetrate deeper in the markets. 

Vaibhav Kapoor: Okay, any learning or insights from these discussions and meets that you do? 

Anish Bansal: Yes, there are plenty of things that come on the table, when we set informally and when 

everybody is there, our production team is there, marketing team is there, the management is 

there. So, it is all inclusive. So, the distributors, the retailers, they only give suggestions, how 

to improve your product, how to improve the branding, how to improve the product range and 

what to add, and they also tell us what sizes are not currently in the, they are not being asked 

so we do away with those kinds of sizes. So, all the things they are very important for us, and 

we have to and we based our decisions on these feedbacks.  

Vaibhav Kapoor: Sure. Sir the other question I had was if you could just the EBITDA that is there, if you could 

just give an indication of the different products and the margins for those, so a breakup against 

the EBITDA margin? 

Anish Bansal: Yes, Mr. Arvind wants to answer this question, if you may allow please. 

Arvind Bansal: Sure. At present as Anish ji has mentioned our EBITDA is around Rs.2300 per tonne. And if 

you see on quarter-to-quarter basis it has improved. On product wise basis, in value added 

products say in GI it is a little bit higher and in Black Pipes, it is a little bit lower. And in cold 

rolling it is around in the same range say way around Rs.2400 per tonne. And we are expecting 

in coming quarters, the EBITDA per tonne should improve.  

Vaibhav Kapoor: Sir could you give a number indication and the percentage indication to be more precise sir? 

Anish Bansal: Actually in our industry we are always calculating EBITDA in terms of, EBITDA per tonne 

because. 

Vaibhav Kapoor: Sir I am talking in terms of the percentage of the mix and the EBITDA per tonne for that 

product category. So, for Black what is the percentage of the entire volume that has happened 

and what will be the EBITDA per tonne? 

Arvind Bansal: Out of total volume around 75% is out of tubular products and out of tubular products around 

25% is galvanized and rest is Black. 
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Vaibhav Kapoor: Okay. And you said that, and in terms of the EBITDA per tonne for Black and GI could you 

give some numbers there, some indication? 

Arvind Bansal: Actually, that is something trade secret that. 

Vaibhav Kapoor: No, even if you give a range I’m not asking for an exact but somewhat of a range, is it a rupee 

higher per kg or a Rs.1000 per tonne? 

Arvind Bansal: Approximately it is around Rs.1000 per tonne higher than the Black one. EBITDA per tonne in 

GI is around Rs.1000 higher than the black one.  

Moderator:  Thank you.  

Anish Bansal: So, I think that is it, 

Moderator:  Sure sir. Over to the management for closing comments. 

Anish Bansal: Thank you everyone for your valuable time and patience for hearing us. In this pandemic, we 

are just striving for our best performance in the coming quarters. And we are hopeful to meet 

market expectations. Thank you so much.  

Moderator:  Thank you. Ladies and gentlemen on behalf of Hi-Tech Pipes Limited, that concludes this 

conference. Thank you all for joining us and you may now disconnect your lines. 


	November 06, 2020

