
Cement Industry Report 

Following the union budget of 2024 favoring the cement industry, below is a financial analysis of 

PAN India and domestic cement players  

 

Comparison between North and South 

As seen by the figures above, Shree Cement, based in the North, exhibits a higher revenue and 

EBITDA growth rate compared to Sagar Cement, which shows a higher sales growth rate. The 

regional dynamics significantly influence these outcomes.  

Sagar Cement, located in the South, is facing an oversupply issue wherein it has a drastically larger 

production capacity exceeding the local demand to meet it. Although, this gives cement companies the 

benefit of keeping lower prices giving them a competitive edge, it also decreases the EBIDTA per ton 

growth which was -13% from financial year 2017-2023 

On the other hand, the high competitiveness in the Northern region allows Shree Cement to 

strategically inflate prices which was seen by the increase in revenue per ton from 4359 to 5614 from 

2016 to 2023. This allows them to maintain price competitiveness in the market allowing them to earn 

a higher EBIDTA per ton of Rs. 93 in 2023.  



 

 

Comparison between other geographic regions 

Companies in the Southern region, including Sagar Cements, exhibit higher EBITDA growth 

compared to Eastern companies like Nuvoco Vistas. However, Shree Cement in the North surpasses 

Sagar Cement in both revenue and EBITDA growth. This disparity highlights the influence of 

regional market dynamics on financial performance, with Shree Cement capitalizing on competitive 

advantages and demand conditions in the North to achieve superior growth. Meanwhile, JK Lakshmi 

Cements in the West has achieved the highest EBIDTA and revenue per ton growth of 11% and 5% 

respectively in 2023. 

However, the Southern region is transitioning to become a better avenue for cement companies due to 

the high production capacity and other external factors such as coastal trade advantages and high 

industrial growth in Tamil Nadu and other areas due to the Housing for All government policy. Due to 

the highest number of regional players and the highest installed cement capacity, south India 

represents the most fragmented and competitive market within the country’s cement industry.  

Comparison between small and large cap cement companies 

Larger cement companies, such as Ultratech, have experienced a significant and consistent rise in 

revenue and EBITDA over the years, demonstrating low volatility. However, their EBITDA per ton 

has remained relatively stagnant, averaging around Rs. 810 million per ton. 

In contrast, smaller cap companies like Sagar Cement exhibit higher volatility, as evidenced by their 

fluctuating EBITDA. These companies are more sensitive to market changes leading to continuous 

changes in their financial performance. Notably, Sagar Cement has also achieved a higher 

percentage increase in sales compared to Ultratech. 

 

 

 

 

 

 



Automobile Industry Report  

Below is a financial analysis report comparing PAN India and domestic automobile players  

 

 

As shown in the figures above, Maruti's earnings per car sold, including EBIDTA and EBIT per 

vehicle are greater than the earnings per bike sold by both Hero and TVS Motors. This indicates a 

higher profitability per unit for Maruti vehicles compared to its two-wheeler counterparts 

Additionally, there has been a drastic increase in the volume of Maruti cars sold, rising from 1.4 

million units in 2016 to 1.9 million units in 2023. This increase in sales volume has been accompanied 

by a rise in the average selling price, leading to higher sales revenue. 

Ceteris paribus, Maruti Suzuki is performing relatively better and more consistently as 

compared to Hero and TVS motors 

Comparison between 2-wheeler automobile companies  

Hero had higher earnings of EBIDTA and EBIT per vehicle than TVS motors. However, despite the 

lower absolute EBIDTA and EBIT, TVS motors is exhibiting a higher EBIDTA and EBIT per vehicle 

growth rate as compared to Hero. 

 Furthermore, TVS motors also has a higher trajectory growth in sales as compared to Hero wherein 

TVS motors is sacrificing its profitability to increase its volume. This might reflect superior quality 

and demand for TVS motor vehicles. 



Hence, ceteris paribus we can conclude that of the two companies, while Hero currently has a 

better financial performance with higher profitability, TVS motor is likely to become more 

profitable in the future due to increasing sales  

 


