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Tata Consumer Products Q4FY20 

Financial Results & Highlights  

Brief Company Introduction 

Tata Consumer Products Limited (formerly Tata Global Beverages) is an Indian multinational non-

alcoholic beverages company headquartered in Kolkata, West Bengal, India and a subsidiary of the 

Tata Group. It is the world's second-largest manufacturer and distributor of tea and a major producer 

of coffee.  

Tata Consumer Products markets tea under the major brands Tata Tea, Tetley and Good Earth Teas. 

Tata Tea is the biggest-selling tea brand in India, Tetley is the biggest-selling tea brand in Canada and 

the second-biggest-selling in United Kingdom and United States. 

In 2012, the company ventured into the Indian cafe market in a 50/50 joint venture with Starbucks 

Coffee Company. The coffee shops branded as "Starbucks Coffee - A Tata Alliance" source coffee beans 

from Tata Coffee, a subsidiary company of Tata Consumer Products. 

Standalone Financials (In Crs) 

  Q4FY20 Q4FY19 YoY % Q3FY20 QoQ % FY20 FY19 YoY% 

Sales 1352 1488 -9.14% 811 66.71% 5808 3612 60.80% 

PBT 96 74 29.73% 194 -50.52% 729 576 26.56% 

PAT 71 53 33.96% 143 -50.35% 524 411 27.49% 

Consolidated Financials (In Crs) 

  Q4FY20 Q4FY19 YoY % Q3FY20 QoQ % FY20 FY19 YoY% 

Sales 2427 1811 34.01% 2522 -3.77% 9749 7409 31.58% 

PBT -17* 153 -111.11% 264 -106.44% 809* 735 10.07% 

PAT -50 94 -153.19% 189 -126.46% 535 474 12.87% 

*Contains exceptional item of Rs 264 Cr which mainly consists of impairment of goodwill related to 

business in Australia and tea business in USA. It also contains some business integration and 

reorganization costs after the merger with the consumer products division of Tata Chemicals. 

Detailed Results: 

1. The consolidated performance was modest on a like to like basis with 4% YoY growth in revenue 

for FY20 and 6% YoY growth for Q4 revenues. 

2. Most of the numbers above may not be exactly comparable as the numbers of Q4Fy19 did not 

have the performance of the consumer products businesses of Tata Chemicals which were merged 

later. 

3. Excluding the performance of the newly added foods business, the company saw growth in 

consolidated EBITDA of 29% YoY for Q4 and 12% YoY for FY20. This was mainly due to an increase 

in profitability in various international businesses. 

4. The consolidated EBITDA margin improved to 13% in Q4FY20 from 9.9% last year. 
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5. The India Beverages business showed a growth of 7% YoY in FY20 while the India Foods business 

grew 12% YoY in FY20. 

6. International beverages saw flat revenue growth for FY20. 

7. The company declared a final dividend for the year of Rs 2.7 per share. 

8. In the India Beverages business, the company saw volume and value growth of 7% YoY in FY20. 

The company tied up with Flipkart, Zomato, Swiggy, and Dominoes for delivery of all of its products 

in this division. 

9. The company also launched Tata Tea Gold and Tata Tea Premium in the UK and Europe. 

10. The India Foods division saw volume and value growth of 3% YoY and 12% YoY respectively for 

FY20. The company saw a significant increase in demand for salt and pulses during the lockdown 

period. 

11. The Tata Coffee division saw volume and value growth of 14% YoY and 19% YoY respectively with 

highest-ever quarterly sales of 1050 tons from the Vietnam facility. This Vietnam plant is now 

running at greater than 80% utilization. 

12. In the Starbucks JV, the company saw 21% YoY revenue growth in FY20. The company launched 

39 new stores in the year and >10% growth in transactions YoY. 

13. The UK tea business saw revenue growth of only 1% YoY but it maintained its market share of 

21.3% in the everyday black tea segment. 

14. The USA business saw 5% YoY growth in volumes and the volumes share of Eight O’ Clock Coffee 

was at 7.4%. 

15. In Canada, the company saw revenue growth of 6% YoY in FY20 and it maintained its market share 

at 28.9%. 

 

Investor Conference Call Highlights 

1. The management has stated that there is a market opportunity of Rs 30 Lakh Crore for Tata 

Consumer Products in the consumption story in India. 

2. The company has seen a decline in commodity costs especially in tea due to large oversupply from 

small tea growers. Even Kenyan tea and Robusta coffee prices have declined in the year. 

3. In international businesses, the company has seen a 20-25% jump in the consumption of retail 

brands while it has seen a sharp decline in B2B businesses in Australia and the USA since the start 

of COVID-19. The management expects demand to normalize and contract slowly going forward. 

4. In Tata Starbucks, the company had shut down all stores since the start of the lockdown and has 

opened only 30 stores for delivery only operations. 

5. The company saw 30% of revenues in the Tata Starbucks JV being generated from the loyalty 

program called My Starbucks Rewards which highlights the growing strength of the brand. 

6. In the UK, the company saw significant demand growth in teabag sales since the start of COVID-

19 and were running their factories even during the weekends to meet the demand. 

7. The company has a net cash position of Rs 1321 Cr and at a gross basis, it has cash of more than 

Rs 2500 Cr. 
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8. The new CEO has highlighted that the immediate priority for the company will be to ensure full 

operational effectiveness as the lockdown ends. Other than this, the management will work on 4 

pillars: organizational structure, sales & development, synergies and growth categories. 

9. The management believes that the main strength that the company has while developing the New 

brand of Tata Sampann is the conversion of customers from unbranded products to branded 

products in the F&B industry. Tata Sampann is in pulses and spices which is still dominated by 

unbranded products in terms of consumption figures in the country. The management hopes to 

be able to replicate the same success it is having in converting unbranded tea consumers to 

branded tea consumers into this new consumption category for the company. 

10. Major advantages for the company are the conversion of unbranded consumers to branded 

consumers, the shift in overall consumer behaviour and the adoption of non-traditional channels 

like online grocery shopping. This shift is expected to be further accelerated due to the current 

lockdown. 

11. The management has admitted that the company has struggled with logistical issues in 

distributing Tata Salt at the start of the lockdown and it has ramped up production while managing 

to bring its operations close to normal. 

12. The management is expecting synergies of Rs 150 Cr in the next 18 to 24-month period. Most of 

these synergies are cost synergies. 

13. The management admits the return ratios for the company will remain subdued for a while as 

long as the integration takes place but overall it should go up once the company starts to see 

growth coming in and costs reducing as a consequence of the completed integration. 

14. The management has refrained from providing any specific guidance on EBITDA margin or ROE 

targets but it remains confident that these ratios should rise from current levels going forward 

and should reach the industry benchmark in the medium term. 

15. The management has admitted that the company is indeed renegotiating many existing rental 

agreements for its existing Starbucks outlets and is aiming to make it a revenue linked model 

rather a fixed model. The management has stated that most of the owners are amenable to this 

suggestion. 

16. Other than the major brands of Tata Tea and Tata Sampann, the company is also looking into other 

packaged beverage formats like health drinks and will be seeing it play out once the lockdown is 

over. 

17. The management has stated that the company will maintain low Capex intensity and will keep the 

current model for spices and pulses asset-light by working with 2 co-packers. 

18. The company has reached a coverage of 2-2.5 million outlets (an increment of 400,000-500,000) 

after the merger. 

19. The management will explore how to proceed forward with Tata Coffee and whether to enter the 

retail space with it or maintain operating primarily in the B2B space which is working very well for 

the company till now. 
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Analyst’s View: 

Tata Consumer Products has a very good product portfolio in diverse F&B segments and strong brands 

like Tata Tea under its umbrella. The company has also appointed a new CEO who has had a lot of 

experience in the F&B industry in India with major brands like Whirlpool, PepsiCo, Coca Cola, etc. The 

newly merged entity of Tata Consumer Products aims to leverage the synergies and brand building 

experiences of the company and new CEO to forge a new FMCG major in India. The company’s retail 

businesses have been doing well despite the disruption across the world from COVID-19. The company 

did face severe supply chain issues at the start of the lockdown period and has managed to resolve 

them now. It remains to be seen how the company’s wholesale businesses which have the worst hit 

from COVID-19 fare going forward. Nonetheless, given the company’s lead position in its top brand 

segments, its enhanced distribution reach after the merger and the incoming synergies and benefits 

from integration, Tata Consumer Products remains a good FMCG stock to watch out for.    

 

 

If you found this report useful and would like to receive more such investing insights, you can subscribe 

to our updates.  
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