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Fsn E-commerce Ventures
Ambitions lofty

FY24-26 marked a clear step-up in customer acquisition across verticals, and it
intends to do an encore over FY26-30. This note, alongside key highlights from
the FY26 analyst meet, assesses the feasibility of Nykaa’s stated ambitions
across segments. In BPC, it intends to grow GMYV at 2.5-3x i.e., 25-30% CAGR
over FY26-30 (vs. 27.7% over FY24-26), predominantly underpinned by
customer acquisition. Management intends to more than double its BPC
cumulative customer base (CCB; from 45mn to ~100mn over FY26-30). Multiple
tailwinds aided the FY24-26 performance, which we suspect may not be
available (in the same quantum) over FY26-30 - (1) House of Nykaa (Beauty)
grew ~60% CAGR; e-B2B grew at 41%; while core BPC (ex-HoN and e-B2B) grew
at 22% CAGR over FY24-26; (2) Benign competition. We suspect unless there is
another successful acquisition like Dot & Key, HoN growth is likely to

moderate (base effect). Management too expects HoN to grow between 26-31%

CAGR. Hence, the implicit assumption that core BPC business would grow at

a faster clip than the FY24-26 seems like a stretch. In Fashion too, the 32-37%

CAGR in NSV pencilled in by management (vs ~24% CAGR delivered over

FY24-26) seems lofty and will likely be AUTC-led as purchase frequencies

(~2.3x) and AOVs (~INR 4,600) seem optimized. Adding customers at 30%+

CAGR over FY26-30 while achieving high-single-digit margin by FY30 would

be a first. On consolidated basis, management aims to grow GMYV at 2.5-3x and

EBITDA at 4-5x over FY26-30, with early to mid-teens EBITDA margin by FY30.

We build in 22/21% NSV CAGR for BPC/Fashion respectively over FY26-30.

Our Sell rating stands with a DCF-based TP of INR220/sh (implying 60x Jun-28

EV/EBITDA). Note: We have revised our fashion estimates upward.

" Customer acquisition healthy, management intends to do an encore over
FY26-30: Management aims for BPC GMV to grow at 25-30% CAGR over
FY26-30, led by (1) AUTC additions, (2) sophistication of purchases
(premiumization), and (3) further proliferation of skin routines. Management
remains aggressive in its offline plans as well; it intends to nearly double the
store count to ~600 stores by FY30 (vs 313 in FY26). As highlighted earlier, we
suspect the HoN and e-B2B tailwinds may not be as strong in FY26-30 as they
were over FY24-26 (base effect). Hence, the ask from core BPC to acquire
customers at 25-27% CAGR in order to hit the stated ambition of 2.5-3x GMV
CAGR in BPC seems high. We pencil in 22% CAGR for BPC over FY26-30 with
healthy ~12% EBITDAM of NSV (~225bps margin expansion). Caveat:
Wellness Retail (USD 12bn TAM — Nykaa specific) could push growth rates
higher and pose a risk to our estimates.

® Fashion ambitions lofty too at 3-3.5x FY26 NSV at high-single digit
EBITDAM: Given that Nykaa already enjoys 60% higher AOVs (INR4,600)
than the market and purchase frequencies seem nearly optimized at 2.3x; if
Nykaa has to achieve 3-3.5x FY26 NSV at high-single digit margin (-2.6% in
FY26, break-even in Q4FY26), it needs to consistently (1) add high AOV,
margin-accretive categories, (2) improve ad income, (3) improve own brands
salience, (4) improve customer addition/retention, and (5) reduce returns. The
biggest profitability unlock in fashion will come from lower marketing
spends. Management expects marketing/fulfillment costs to come down by
700bps of NSV in steady state (from 23% in Q4FY26), which seems unlikely,
in our view, without meaningfully hurting growth ambitions (32-37% vs
HSIE’s 21%; we bake in EBITDAM of 4.3% in FY30). Note: On a per order
basis, Nyvkaa spends ~2x that of BPC (given the lack of stickiness in fashion).
It also expects to save another 500bps in operating leverage (12.8% of NSV
currently). Note: The scaled BPC vertical’s other expenses stand at 12.9% of

NSV).

HSIE Research is also available on Bloomberg ERH HDF <GO> & Thomson Reuters
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Fsn E-commerce Ventures: Company Update

®  Superstore pegged to achieve INR35bn and EBITDA-breakeven in FY30:
Progress of Nykaa’s B2B offering Superstore continues to track well. Meaningful
improvements have been made both on scale and unit economics. The segment has
onboarded 493k retailers (vs 364k/252k in FY25/FY24) and is present across 1,250
cities. Growth is expected to be predominantly expansion-led with tier 3+ towns
contributing ~75% of the GMV by FY30. Nykaa intends to grow GMV from
~INR12bn to INR35bn (i.e., 31% CAGR over FY26-30, similar to where we are),
break even by FY30, and achieve 3-5% EBITDAM in steady state (HSIE: -7% in
FY30).

®  What is built in? We expect Nykaa to clock 22/23 (overall: 22%) revenue CAGR
for BPC/fashion segments (INR 168/15.3bn) over FY26-29 respectively. Customer
addition and CAC remain the anchor variables across segments. We are building
in a ~290bps expansion in EBITDAM to 7.6% (pre-INDAS 116) over FY26-29,
driven by margin improvement across segments. RoCEs could improve to ~25%
by FY29 (from ~12% in FY26).

® Valuation and outlook: While Nykaa remains an efficient online business,
especially in the BPC segment, its success in part is due to the absence of potent
competitors (a fact that is gradually changing). Fashion has hit break-even but
questions remain on how well it can scale. Ex-ad income, the lack of non-linear
monetization levers forces us to restrict our valuation compass somewhere
between a linear business and a pure platform. Our SELL rating on Nykaa stands
with a DCF-based TP of INR220/sh (implying 60x Jun-28 EV/EBITDA).

Financial summary

(INR mn) FY23 FY24 FY25 FY26 FY27E FY28E FY29E
Net Revenue 51,438 63,856 79,498  1,00,224| 1,24201 151,931 1,82,976
EBITDA 2,560 3,462 4,739 7,523 10,865 14,707 18,989
Pre-IND-AS EBITDA 1,179 1,658 2,517 4,721 7,393 10,475 13,910
APAT 210 397 721 2,039 4,365 6,728 9,687
EPS (Rs) 0.1 0.1 0.3 0.7 1.5 2.3 34
P/E (x) 4,109.7 2,169.9 1,198.2 424.0 198.1 128.5 89.3
EV/EBITDA (x) 733.0 522.8 346.1 184.1 117.3 82.3 61.5
Core RoCE(%) 1.9 24 4.0 10.5 20.3 25.8 29.7

Estimate changes

FY27E FY28E FY29E

(INR mn) Change Change Change
New (0)(: %) New (O)(: ©4) New O1d %)

Revenue 1,24,201 1,23,357 0.7|1,51,931 1,50,223 1.1|1,82,976 1,82,976 -
Gross Profit 55,978 55,276 13| 68,461 67,044 21| 82399 82,399 =
Gross Profit Margin (%) 45.1 448 26 bps 45.1 446 43 bps 45.0 45.0 -
Reported EBITDA 10,865 10,695 1.6| 14,707 14,359 24| 18989 18,989 =
i/eforted EBITDA margin 8.7 87  8bps 9.7 96 12bps| 104 104 -

0

Pre-IND AS EBITDA 7,393 7,247 2.0 10475 10,175 29| 13910 13,910 =
EBITDA margin (%) 6.0 59 8 bps 6.9 6.8 12bps 7.6 7.6 -
Page | 2
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One Nykaa FY30 Ambition: targeting 2.5-3x/4-5x FY26 consolidated GMV/EBITDA respectively by FY30

HDFC | 9K
securities
Powering India’s Investments

-
YEARS

Management HSIE
FY30 Management . .
Particulars FY25 FY26  Management Implied scale implied HSI,E FY30 CAGR/PPS
expectations in FY30 CAGR over estimates expansion
P FY26-30 over FY26-30
. 26-32%
Consolidated GMV (INR bn) 156 199 2.5-3x ~500-600 CAGR 429 ~21% CAGR
. 41-50%
Consolidated EBITDA (INR bn) 5 8 4-5x ~30-38 CAGR 23 ~33% CAGR
Early to mid- 330bps
Consolidated EBITDA Margin (% of revenue) 6.0 7.5 teens EBITDA 10.8 p
. expansion
margin
26-31%
HoN NSV (INR bn) 17 2.5-3x ~43-51 CAGR
Source: Company, HSIE Research
BPC FY30 Ambition: targeting 2.5-3x FY26 GMV and healthy double-digit EBITDA margin by FY30
FY30 Management Management HSIE HSIE
Particulars FY21 FY26 Management Implied  implied CAGR FY30 CAGR over
expectations  scalein FY30 over FY26-30 estimates FY26-30
BPC GMV (INR bn) 34 150 2.5-3x ~375-450  25-30% CAGR 330  ~22% CAGR
Healthy double
EBITDA Margin (% of NSV) 8.6 9.6 digit EBITDA 119  ~230bps
margin by FY30 expansion
10%+ at scale
Customer base (in mn) 11 45 2-2.5x 100 20-25% CAGR
No. of stores (#) 72 313 ~600 600 633
Tier 2 and 3 contribution (%) 53 60 ~65-70% 30-35% CAGR
No. of global brands <300 600 1000+
Beauty AOV 1953 2068 ~1.1x 2275 2209
Make up + Make up + Make up + Skin:
Category Mix Skin: 75% Skin: 64% 55%
Others: 25%  Others: 36% Others: 45%
Same Day/Next Day Delivery% of Total <15% 40-50% ~90%
Ad income (INR bn) 6 ~2.5-3x vs FY26 ~16-19 ~26-32% CAGR 13 ~19% CAGR
Source: Company, HSIE Research. Note: FY26 Ad income is as per HSIE estimates
Fashion FY30 Ambition: targeting 3-3.5x FY26 NSV and high single-digit EBITDA margin by FY30
HSIE
FY30 Management = Management
Particulars FY25 FY26 Management Implied scale implied CAGR HSI,E FY30 CAG,R /bps
expectations in FY30 over FY26-30 estimates expansion over
P FY26-30
Fashion NSV (INR bn) 11 14 3-3.5x ~43-51 32-37% CAGR 31 ~21% CAGR
High single
EBITDA Margin (% of NSV) -2.6 digit EBITDA 4.3 690st
. expansion
Margin
Source: Company, HSIE Research
eB2B FY30 Ambition: targeting 35bn GMV and EBITDA margin breakeven by FY30
HSIE
FY30 Management = Management
HSIE FY AGR
Particulars FY25 FY26 Management Implied scale implied CAGR S . 30 c G, /bps
expectations in FY30 over FY26-30 estimates expansion over
p FY26-30
eB2B GMV (INR bn) 9 12 35 35 ~31% CAGR 34 ~30% CAGR
Breakeven by
EBITDA Margin (% of NSV) 225 FY30E 6.9 1,55bps
expansion
3-5% at scale
Source: Company, HSIE Research. Note: FY26 eB2B EBITDA margin is as per HSIE estimates
Page | 3



Fsn E-commerce Ventures: Company Update

Focus Charts

HDFC 9E;
ik M
securities ' vears
Powering India’s Investments

We expect Nykaa to clock 23%/22% NSV/revenue CAGR over FY26-29

Segment-wise NSV split (INRmn)
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Source: Company, HSIE Research

Over FY26-29E, we expect AUTC growth to do most of the heavy-lifting for GMV growth (19% CAGR built in)...

FY20-26 Growth components for BPC
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Source: Company, HSIE Research

...ditto for fashion; we don’t expect the order frequency and AOV levers to be in play over FY26-29 in fashion

FY22-26 Growth components - Fashion (%)

AUTC growth Order AoV growth Nykaa Fashion
%) frequency %) GMV growth
growth (%) %)

FY26-29E Growth components - Fashion (%)

AUTC growth Order AoV growth Nykaa Fashion
(%) frequency (%) GMV growth
growth (%) %)

Source: Company, HSIE Research

Source: Company, HSIE Research
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We expect ad income as % of NSV to drop from 8% in Building in ~290bps EBITDAM expansion over FY26-
FY26 to 7.7% in FY29 29E
mmmm Ad/Shipping Inc. (INR mn) As % of NSV == EBITDA (INR mn) EBITDAM (%)
16,000 - - 12.0 20,000 r 120
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Source: Company, HSIE Research

If one strips out own brands’ sales and eB2B, core BPC is estimated to have grown

1QFY25 2QFY25 3QFY25 4QFY25 1QFY26 2QFY26 3QFY26 4QFY26

at ~20% in FY26

House of Nykaa (GMV)

Beauty and Personal Care 3410 3,600
Fashion 900 1,090
Total 4,310 4,690
eB2B 2,050 2,280
BPC (ex-HON & eB2B) 19,969 21,953
HON as % of GMV

Beauty and Personal Care 13.4 12.9
Fashion 11.6 12.6
Total 13.0 12.8
YoY Growth (%)

Beauty and Personal Care

Fashion

4686 57260
1,200 1,120
5886 6,380
2,597 2,483

26,616 22,837

13.8 17.2
10.6 10.8
13.0 15.6

5,780
970
6,750
2,880
23,420

18.0
10.1
16.1

69.5
7.8

6,270 7,750
950 1,000
7,220 8,750
2,850 3,180
26,390 32,090
17.7 18.0
8.1 6.8
15.2 15.1
74.2 65.4
(12.8) (16.7)

8,080
960
9,040
2,960
27,880

20.8
72
17.2

53.6
(14.3)

Source: Company, HSIE Research

Cash generating power has improved meaningfully; peak investment phase seems

behind us
Particular (INR mn) FY20 FY21 FY22 FY23 FY24 FY25 FY26 Total
Sources of Funds
Cash from Operations (excl. WC change) 890 1,903 1,831 2,839 3,828 5,063 7,946 24,481
Less : Rent Adjustment 471 429 652 1,169 1,479 1,797 2,161 8,370
: Int on Lease Liability Adjustment -
Other Income 1 36 166 181 218 96 203 901
Sub Total (A) 419 1,510 1,345 1,851 2,567 3,352 5,988 17,012
Net Proceeds from Issue of Capital 1,037 1,029 8,729 288 279 312 708 13,834
Borrowings 419 (800) 1,456 1,263 2,200 2,768 (2,143) 7,615
Total (B) 1,876 1,739 11,529 3,403 5,046 6,431 4,553 38,462
Application of Funds
Working Capital 829 405 5371 4,241 3,825 387 1,503 18,533
Net Capex (888) 421 940 2,082 1,107 1,272 1,518 8,329
Investments -
- in subsidiary - 16 508 702 - 290 - 1,517
- others 739 897 4,746 (3,999) (788) 588 274 2,459
Other Investing Cash flows = = = = = = = ®)
Interest 298 177 262 334 558 724 764 3,397
Net Change in cash 898 (176) (297) 42 344 492 523 1,582
Total (C) 1,876 1,739 11,529 3,403 5,046 3,752 4,582 35,811
Page | 5
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As a % of Source of Funds (A) FY20

WC + Capex (14)
Obligatory payments (Interest) 71
Total 57

Source: Company, HSIE Research




Fsn E-commerce Ventures: Company Update

£ HDFC 2F;

securities | Years

Powering India’s Investments

Key takeaways from investor meet

BPC

The core Beauty segment is mapped to deliver a 2.5-3x compounding growth track
by FY30E, while beauty store is targeted to multiply scale by 2.5-3x.

BPC Ad income is projected to be 2.5-3x FY26 by FY30E.
The beauty segment targets a healthy double-digit EBITDA margin by FY30E.

India's overall BPC market size is projected to grow at 12%+ CAGR over FY26-31E
to reach $42 bn.

The online BPC channel remains the primary growth driver, outperforming offline
markets with a projected 20%+ CAGR over the same period.

Every major channel —online ($14 bn), organized offline ($13 bn), and unorganized
offline ($14 bn)—is projected to cross a $13 bn size by FY31E and House of Nykaa
Beauty has potential to address the entire $42bn India BPC opportunity. House of Nykaa
FY26 GMV mix by channels - online (75%), organized offline (9%), and
unorganized offline (16%).

The health and wellness retail market is emerging as a major adjacency, projected
to grow at 15% CAGR over FY26-31E to hit a $27 bn size.

Wellness retail will add +$12 bn to the core market, lifting Nykaa's total
addressable BPC TAM to $54 bn by FY31E.

Per capita spending on BPC items in India is expected to rise from $16 in FY26 to
$30 by FY31E.

Organized BPC shoppers make up ~15% of Indian internet users in FY26, expected
to hit ~18% by FY30. Nykaa currently holds a 32% share of this organized market
and aims to reach a 50% share (100 mn consumer base) by FY30.

Nykaa currently has 313 beauty specialty stores across 99 cities in FY26 and aims
to reach 600+ stores by FY30.

The customer premiumization engine focuses on driving three corporate levers:
boosting ASP, expanding basket sizes, and increasing purchase frequency. Nykaa's
vision is to triple the prestige and premium shopper base by FY30.

Nykaa stands as the default partner of choice for global luxury retail, hosting 600
global brands in FY26 with a target to hit 1,000+ by FY30.

Cross-category adoption is altering platform product salience, with non-makeup
and skin products projected to capture a combined 45% share by FY30E from 36% in
FY26.

Fragrances and Wellness are two such emerging categories that are witnessing
acceleration and offer a multi decadal growth opportunity. Fragrance line economics

are highly lucrative, with the average selling price of perfumes tracking at 2.5x+ higher
than general BPC items.

The company expects to deliver 90% of all the orders across its 19k pin codes within
the same day/next day by FY30.

Page | 7
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Fashion
= The Fashion vertical maps out a target of 3-3.5x scale-up over FY26.
= Nykaa Man lifestyle operations target a 4-5x growth scale by FY30E.

*  Women's wear will maintain a lion's share of 65-70%, while non-women categories
(menswear, premium sneakers, kids style) are projected to capture a combined 30-
35% share by FY30E.

= It targets a high single-digit EBITDA margin by FY30E and a 10%+ steady-state
margin.

=  The total Indian fashion market is projected to grow at 12%+ CAGR over FY26-31E
to reach $160bn. Within this, online fashion market is projected to reach a $48 bn size
by FY31, driven by a 22-25% CAGR.

= The online premium fashion segment is expected to grow 3x over FY26-31E to hit
$8.5-9.5bn, tracking a 26-28% CAGR, driven by the affluence wave, digitalization
of decisions, and spending by Gen Z shoppers.

=  Over 50% of Nykaa Fashion's order volume originates from iOS and premium
Android devices.

= Tier-1 cities command a ~40% share of total order volume on the platform.

= Non-women categories generated ~44% of new customer acquisitions on the
platform.

* Industry surveys place Nykaa Fashion as the #2 most preferred fashion e-
commerce application in India.

= The platform's AOV stands at INR4,600, outperforming relevant competition by
+30%.

* Brand partners captured a +70% higher mix of new season sales on the app
compared to competing platforms.

= The platform launched 1,250+ new brands in FY26 across apparel, kids, home, and
accessories categories.

* Female workforce participation in India climbed from 32% in FY20 to 40% in FY26
and is expected to reach 40% by FY31E.

* Combined annual beauty and fashion spend per female consumer is forecast to
increase by 50% to reach INR16-17k by FY31E.

* India's luxury fashion market value is projected to scale from $11 bn in FY26 to
$30-32 bn by FY31E.

* The premium segment (priced over INR 1.5k) in Indian wear is projected to reach
50% market share by FY31E.

= House of brand Nykd reached 2mn+ users, crossed a INR1.5bn GMV run rate in
FY26 and expanded its distribution footprint to include 35+ EBOs.

* Annual menswear spend per adult male in India is projected to grow at 9% CAGR
to reach INR9.5-10k by FY31E.

*  The men-focused vertical generated 75%+ YoY revenue growth and a 90%+ growth
in new customer acquisition.

* The platform onboarded 150+ specialist D2C menswear brands in FY25 to capture
casualwear growth.

= Spend per child in India is projected to reach $390 by FY30E from $300 in FY24.
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Nykaa Fashion expanded its operational pipeline by securing an exclusive full-
stack partnership to manage end-to-end digital commerce operations for Nike in
India starting February 2026.

eB2B

Superstore eB2B aims to scale GMV to INR35bn by FY30E.

Geographic reach targets establishing a presence across 3,500 cities and 19,000 pin
codes by FY30E.

The segment is targeted to hit operational breakeven by FY30E, reaching 3-5%
EBITDA at scale.

General Trade category penetration remains low for sunscreens (6%) and serums

(3%).

Small-town consumers follow identical digital trends but face localized access
barriers.

Platform GMYV scaled 4x over the last 3 years to reach INR1,1.87bn in FY26.

The active retailer network expanded 3x over 3 years, growing to 493K onboarded
storefronts in FY26.

Operational leverage and scale drove a +3,500 bps YoY expansion in EBITDA
margin from FY23-26.

Fulfillment expenses and S&D cost lines per order fell consistently over a 3-year
period.

Localized operating zones (including the North East cluster) have achieved
positive operating margins.

Sales mix optimization targets a higher contribution of new-age brands to lift gross
margin by 400 bps by FY30E.

Page | 9
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Key charts from investor presentation

BPC and Fashion are expected to outperform overall
discretionary market over FY26-31E
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BPC and Fashion combined are set to capture 30% of the
Indian discretionary market by FY31, up from 23% in
FY26

India Discretionary, BPC, Fashion market
CAGR over FY26-31E

12%+ 12%+
~10%
Overall Discretionary BPC Fashion

FY26 FY31E
$465 bn $740 bn
$110 bn 2x » $200bn

m BPC + Fashion Others

Source: Company, HSIE Research

Source: Company, HSIE Research

India’s expanding young working-age population serves as a structural tailwind for Nykaa, with Millennials and
Gen Z driving over 90% of the nation's BPC and Fashion expenditures

India working-age population by generation (%)

B Pre-millennials (%) Millennials (%)
B Gen Z (%) Gen Alpha (%)
39
33
30
Fyle Fy2e FY36E

India consumption spend by new age consumers

4
™
2
Fy2e FY36E
Millennials + Gen Z ($ tm) Millennials + Gen Z + Gen
Alpha ($ tm)

Source: Company, HSIE Research

India’s e-retail market is expected to hit $175bn by
FY31...

Source: Company, HSIE Research

...while BPC market is expected to reach $42bn by FY31

India e-retail market ($ bn)

175

Fy25 FY2e6 FY31E

India BPC market size ($ bn)

B Unorganized offline (%) Organized offline (%) M Online (%)

$42bn
eral CAGE
32
$14bn
FY20 FYZ26 FY31E

Source: Company, HSIE Research

Source: Company, HSIE Research
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India’s fashion market is expected to grow at CAGR of 12% to reach $160bn by FY31, while online premium fashion
market is expected to grow faster at 26-28% CAGR over FY26-31.
India fashion market size ($ bn)

W Online (%) = Offline (%)

India online premium fashion market ($ bn)

B Men ($ bn) Women ($bn)
e
\\(_‘3“ o
O $8.59.5bn
R
pChct o &
oT% "\.'eta\'\oe Gk i o
L L 5570 40-45
n
$60bn /
$3bn
n 13
FY20 FY26 FY31E FY26 FY31E

Source: Company, HSIE Research Source: Company, HSIE Research

India’s lifestyle online shopper base doubled over FY20-26, while Nykaa’s consumer base scaled 7x over the same
period. With the total market projected to reach 332 million, Nykaa has a massive expansion runway.

5 Total lifestyle online shopper base (mn) A’m Cumulative consumers (mn)

- 332 200-250
T P

2 //?

S s %/

- 220 %

TN %
- . M
(7= ) 55 %/

az  iommyi |77

i 8 /

FY2&6 FY3BE » FYZDE FY23 FyY24a FY25 FVIEE FY3BE

26 of India’s lifestyle online shopper base = 8% 25% 60%+

Source: Company, HSIE Research

Nykaa’s diversified portfolio of B2C, B2B, Digital, Physical & Consumer Brands serving $100bn TAM

India BPC
Online

[ $1abn | |
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Organized Offline
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India Fashion
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Beauty Consumer
brand TAM

$42 bn |
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Source: Company, HSIE Research
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Beauty GMV has grown 6x over FY20-27, while Fashion has grown 27x over the same period (on a low base)

Fashion, 7%

Beauty, 93%

Rs 2,700 Cr

[FY20 GMV]
One Nykaa

Fashion, 25%

Beauty, 75%

Rs 20,000 Cr
[FY26 GMV]

One Nykaa

Source: Company, HSIE Research

Share of House of Nykaa in GMV has grown from 12% in FY20 to 16% in FY26

G number rounded off to 10s

Share of House of Mykaa - 12%

HOMN - 3P
HON - Nykaa Channels, 1%
Channels, e

11%

Nykaa - B2C + BIB
platforms, B8%

Rs 2,700 Cr

[FY20 GMV]
Nykaa

House of Nykaa

Share of House of Mykaa - 16%

HOMN - 3P
Channels, 53

HON - Nykaa

Chanmes 11% \\\\\\\%\&\\\\3\\\%

10x

Nykaa - B2C + B2B
platforms, BA%

Rs 20,000 Cr

[FY26 GMV]
Nykaa

Source: Company, HSIE Research

House of Nykaa - NSV split by channel - FY26

House of Nykaa - Portfolio of brands — FY26

® Nykaa Online (%) Nykaa Stores (%)
® Nykaa B2B + GTMT (%) m Other 3P Channels (%)

\ 5

16

m Dot & Key (%) Nykaa Cosmetics (%)

m Kay Beauty (%) = Emerging brands (%)

Source: Company, HSIE Research

Source: Company, HSIE Research
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HON’s NSV is projected to scale from INR17bn to INR50bn by FY30, with the contribution from established brands

moderating from 92% to 72%

FY26

Emerging
brands 8%

Established
brands 92%

Today's
emerging brands

19%

FY30E New + Future
_— Opportunities
‘ 9%
INR 50bn
Established

brands 72%

Source: Company, HSIE Research

eB2B GMYV scaled 4x over FY23-26 to INR11.9bn

...driven by 3x growth in onboarded retailers

eB2B GMV (INR bn) eB2B Onboarded Retailers ('000)
4x in 3year 3x+in 3 years
X1 2 years > 11.87 193
9.41
364
5.97 252
325 148 I
FY23 Fy24 FY25 FY26 FY23 Fy24 FY25 FY26
Source: Company, HSIE Research Source: Company, HSIE Research
eB2B business aims to reach 19,000 pin codes by FY30... ....and expand city reach to 3,500 cities
eB2B Pincode Expansion eB2B City Expansion
19,000 3,500
~12,500
~6,000 ~1,250
. B l
FY23 FY26 FY30E FY23 FY26 FY30E
Source: Company, HSIE Research Source: Company, HSIE Research
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eB2B - Tier-wise GMV Contribution (%) eB2B order volumes grew 3x over FY23-26
Tier-wise GMV Contribution (%) eB2B Order Volumes ('000)
M Tier 1 (%) Tier 2 (%) M Tier 3+ (%) 3x »2 357
1,786
1,244
729
Fy23 Fy26 FY30E Fy22 Fy23 Fy24 Fy25 Fy26
Source: Company, HSIE Research Source: Company, HSIE Research
eB2B'’s path to breakeven
o Gross Profit per Order 9 Fulfilment Cost/ Order
1.9x X
0.8x o
| . l .
FYZ3 FY26 FY30E FY23 FY26 FY30E
9 5&D Cost/ Order o EEBITDA/ Ordear
“ - FY23 FY26 FY30E
m
0.3x -0.5x
I »
FY23 FY26 FY30E
Source: Company, HSIE Research
Fashion AUTC clocked ~23% CAGR over FY23-26 Nykaa Fashion is India’s 2nd most preferred platform
Fashion - AUTC (in mn)
May'24 Mar'25 Nov'25 P Nov'2s
4.3 1
7% CP&GR 1
227" Myntra 47% 57% i %
32 Nykaa Fashion [ 23% I I 4.4. I
22 Ajio 20% 14% 14% 25%
Offline preferred | 5% & 5%
Others | 5% % 6%
Preferred apps for purchasing fashion Preferred apps for
products online latest trends/styles
Fy23 Fy24 Fy25 Fy26
Source: Company, HSIE Research Source: Company, HSIE Research
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Women to retain at 65-70% share by FY30; Men & kids Key brands are projected to grow faster and account for

to gain share 65-70% of the fashion business share
Fashion - Portfolio Mix (%) Fashion - Brand Mix (%)
B Women (%) = Men (%) ®Kids(%) = Home (%) m Key Brands (%) Other Brands (%)
I
. 2025 45 309

FY2e6 FY30E FY2e6 FY30E

Source: Company, HSIE Research Source: Company, HSIE Research

Nykaa aims for steady-state EBITDAM in fashion segment through strong repeat buying leading to marketing
efficiencies and significant leverage in overhead costs as business scales

4 500 bps
1 700 bps - 10%+

-16.7% -10.3% -8.3% -2.6% -
- - 4 570 bps B

FY23 EBITDA FY24 EBITDA FY25 EBITDA Marketing Efficiency & FY26 EBITDA Gonfribution Margie

Operating Leverage expacalen Operating Leverage Steady state EBITDA

Source: Company, HSIE Research

Nykaa’s BPC AUTC grew 2.2x over FY23-26 to reach 45mn consumers and management aims to reach 100mn
consumers by Fy30

Beauty cumulative customer base (in mn)

2.2xin 3 yvears

> 45 FY26 FY30E
34 958mn Uni“l'il. u-fln L TE T 1bn
27

20 310 mn 430 mn
140mn 200 mn

45mn 100 mn

FY23 FY24 FY25 FY26
Source: Company, HSIE Research Source: Company, HSIE Research
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Significant cross-category headroom allows Nykaa to deepen customer wallet share and expand its lifestyle footprint.
Fragrances and wellness emerge as the primary high-growth categories anchoring this acceleration.

FY20 FY26 FY30E
Others Makeup
Others O:hcls/—l
/__1 Makeup
Fragrance \ Fragrance—
akeup
Hair—= . Fragrance =2 \
Hair—
o Hair —=
Skin -~ \
Skin
Skin
FY28 vs FY20 greme— 5 FV30E vs FV26 JETTTTIPR— X
Color Cosmetics, Skin, Podx i 2-2 5y :
Hair, Fragrances L S— : SRR, ;
Other categories: Bath & FY26 vs FY20 grinsenia : FY30E vs FY26 grenressasasaeas .
Body, Appliances, < H - 3Ix
Wellness, Mom&Baby 0000 Ceesewsd 0 s

Source: Company, HSIE Research
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Income statement

Year End (March) FY20 FY21 FY22 FY23 FY24 FY25 ©FY26E FY27E FY28E FY29E
Net Revenues 17,675 24,409 37,739 51,438 63,856 79,498 1,00,224 1,24,201 1,51,931 1,82,976
Growth (%) 59.0 38.1 54.6 36.3 241 245 26.1 23.9 22.3 20.4
Material Expenses 10,142 14,926 21,300 28,657 36,464 44,727 55,065 68223 83,470 1,00,577
A&P Expense 2,022 1,695 4,781 6,946 8913 12,112 15370 17,984 21,794 25,968
Fulfilment expenses 1,730 2,177 3,956 4,548 4,903 6,003 9590 11,972 14,726 17,755
Employee Expense 1,956 2,330 3,259 4,917 5,649 6,661 7,715 9,326 10,669 12,241
Rent Expenses 66 83 106 213 325 426 507 640 798 980
Other Expenses 949 1,632 2,704 3,597 4,142 4,832 4,453 5,189 5,766 6,466
EBITDA 811 1,567 1,633 2,560 3,462 4,739 7,523 10,865 14,707 18,989
EBITDA Growth (%) 295.2 93.3 4.2 56.8 35.2 36.9 58.7 444 35.4 29.1
EBITDA Margin (%) 4.6 6.4 4.3 5.0 5.4 6.0 7.5 8.7 9.7 10.4
Pre IND AS EBITDA 273 1,054 874 1,179 1,658 2,517 4,721 7,393 10,475 13,910
Pre IND AS EBITDA Growth (%) (1,011.6) 285.6  (17.1) 34.9 40.6 51.8 87.6 56.6 41.7 32.8
Pre Ind AS EBITDA Margin (%) 1.5 4.3 2.3 2.3 2.6 3.2 4.7 6.0 6.9 7.6
Depreciation 595 716 964 1,733 2,242 2,664 3,203 4,006 4,757 5,406
EBIT 215 851 668 828 1,219 2,075 4,320 6,859 9,950 13,583
EBIT - Pre IND AS 61 747 483 517 706 1,369 3,365 5,800 8,768 12,126
Other Income (Including EO Items) 103 118 270 302 299 273 328 353 617 1,144
Interest 443 307 465 746 828 1,073 1,171 1,378 1,576 1,782
Interest - Pre IND AS 303 177 263 397 515 741 807 904 994 1,093
PBT (124) 661 473 384 690 1,274 3,476 5,833 8,991 12,945
Total Tax 39 45 60 136 253 538 1,263 1,468 2,263 3,258
PAT before share of associate earnings (163) 616 413 248 437 737 2,213 4,365 6,728 9,687
Share of associate earnings - - - (39) (40) (16) - - - -
RPAT (163) 616 413 210 397 721 2,213 4,365 6,728 9,687
Exceptional Gain/(loss) - - - - - - - - - -
Adjusted PAT (163) 616 413 210 397 721 2,213 4,365 6,728 9,687
APAT Growth (%) (33.4) (4773) (33.00 (49.2) 89.6 81.3 207.1 97.2 54.1 44.0
Adjusted EPS (Rs) (0.3) 1.3 0.9 0.1 0.1 0.3 0.7 1.5 2.3 34
EPS Growth (%) (33.4) (477.3) (33.00  (91.6) 89.4 81.1 182.6 114.0 54.1 44.0

Balance sheet

Year End (March) FY20 FY21 FY22 FY23 FY24 FY25 FY26 FY27E FY28E FY29E
SOURCES OF FUNDS
Share Capital - Equity 146 151 474 2,852 2,856 2,859 2,863 2,863 2,863 2,863
Reserves 3,076 4,749 12,925 10,928 9,766 10,154 11,517 17,746 26,868 39,413
Total Shareholders’ Funds 3,221 4899 13,399 13,780 12,622 13,013 14,380 20,610 29,732 42,277
Minority Interest 7 8 56 141 188 414 641 641 641 641
Long Term Debt 2 17 9 4 - 1,102 183 183 183 183
Short Term Debt 2,673 1,858 3,321 4,600 6,804 8,512 7,289 6,289 5,289 5,289
Total Debt 2,675 1,875 3,330 4,604 6,804 9,614 7,472 6,472 5,472 5,472
Lease Liabilities 1,450 1,452 2,596 3,381 2,891 3,592 4,906 6,160 7,414 8,668
Net Deferred Taxes 3 247 22 - - - - - - -
Other Non-current Liabilities & Provns 471 850 2,889 1,373 712 1,359 17 17 17 17
TOTAL SOURCES OF FUNDS 7,827 9,332 22292 23,280 23,217 27991 27416 33,899 43,276 57,074
APPLICATION OF FUNDS
Net Block 841 921 2,032 3,547 3,699 4,410 4,490 4,501 4,448 4,521
CWIP 8 20 98 20 61 32 93 93 93 93
Other Non-current Assets 2,097 2,274 4,342 6,061 6,481 7,594 8,955 10,135 11,314 12,494
Total Non-current Assets 2,946 3,215 6,471 9,628 10,241 12,036 13,538 14,728 15,855 17,107
Inventories 4,453 4,981 8,756 10,061 11,920 14,175 16,422 20,417 24975 30,078
Debtors 984 766 945 1,635 2,416 2,466 2,894 3,586 4,387 5,283
Other Current Assets 1,067 1,568 7,617 6,316 6,687 8,945 10,069 12,885 15,762 18,983
Cash & Equivalents 1,794 2,490 2,670 1,869 2,742 2,173 3,202 3,856 8,478 14,397
Total Current Assets 8,299 9,805 19,989 19,872 23,765 27,759 32,576 40,744 53,602 68,741
Creditors 3,133 3,162 3,621 2,654 3,867 6,348 7,325 8,907 10,688 12,621
Other Current Liabilities & Provns 285 526 548 3,566 6,922 5456 11,373 12,666 15493 16,153
Total Current Liabilities 3,418 3,688 4,168 6,220 10,789 11,804 18,698 21,573 26,181 28,774
Net Current Assets 4,881 6,117 15,821 13,652 12,976 15955 13,878 19,171 27,420 39,967
TOTAL APPLICATION OF FUNDS 7,827 9,332 22,292 23280 23,217 27,991 27,416 33,899 43,276 57,074
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Cash flow statement

Year ending March FY20 FY21 FY22 FY23 FY24 FY25 FY26 FY27E FY28E FY29E
Reported PBT (124) 753 473 384 690 1,275 3,302 5,833 8,991 12,945
Non-operating & EO Items (24) 172 58 (24) 67 41 269 (353) 617) (1,144)
Interest Expenses 443 307 465 746 828 1,073 1,171 1,378 1,576 1,782
Depreciation 595 671 835 1,733 2,242 2,664 3,203 4,006 4,757 5,406
Working Capital Change (786) (273) (4,649) (3,290) (2,513) 211 (151) (4,639) (3,627) (6,628)
Tax Paid (43) (132) (722) (951) (1,312) (597) (1,352) (1,468) (2,263) (3,258)
OPERATING CASH FLOW (a) 62 1,498 (3,540) (1,402) 3 4,666 6,443 4,758 8,816 9,103
Capex 888 (437) (1,448) (2,784) (1,107) (1,562) (1,518) (1,605) (1,654) (1,857)
Free Cash Flow (FCF) 949 1,062 (4,988) (4,186) (1,105) 3,104 4,925 3,154 7,162 7,246
Investments (739) (897) (4,746) 3,999 788 (588) (274) - - -
Non-operating Income 1 36 166 181 218 96 203 353 617 1,144
INVESTING CASH FLOW (b) 149 (1,297) (6,028) 1,396 (101) (2,054) (1,589) (1,252) (1,038) (713)
Debt Issuance/(Repaid) 1,153 46 1,195 929 1,643 2,044 (2,906) (2,378) (2,576) (1,782)
FCFE 2,103 1,107 (3,793) (3,257) 538 5,148 2,019 775 4,586 5,464
Share Capital Issuance 5 6 8,727 288 279 312 708 - - -
Dividend - - - - - - - - - -
Others 471) (429) (652) (1,169) (1,479) (4476) (2,132) (474) (581) (689)
FINANCING CASH FLOW (c¢) 687 377) 9,270 49 443 (2,1200 (4,331) (2,852) (3,157) (2,471)
NET CASH FLOW (a+b+c) 898 (176) (297) 42 344 492 523 654 4,622 5,919
EO Items, Others - - - - - - - - - -
Closing Cash & Equivalents 1,756 2,477 2,670 1,487 2,399 2,172 3,200 3,854 8,476 14,395
Key Ratios

FY20 FY21 FY22 FY23 FY24 FY25 FY26 FY27E FY28E FY29E
PROFITABILITY (%)
GPM 42.6 38.9 43.6 443 429 43.7 45.1 45.1 45.1 45.0
EBITDA Margin 4.6 6.4 43 5.0 54 6.0 7.5 8.7 9.7 10.4
EBIT Margin 1.2 3.5 1.8 1.6 1.9 2.6 43 55 6.5 7.4
APAT Margin 0.9) 2.5 1.1 0.4 0.6 0.9 2.0 3.5 44 5.3
RoE (5.9) 15.2 45 1.5 3.0 5.6 16.2 25.0 26.7 26.9
RolIC (or Core RoCE) 5.5 12.3 4.4 2.6 3.7 5.2 11.0 18.9 23.0 26.2
RoCE 6.2 10.5 5.2 3.0 4.0 52 10.7 17.6 20.5 22.0
RoE* (5.9) 15.0 4.5 15 29 5.5 15.8 24.4 26.3 26.5
RolIC (or Core RoCE)* 22 13.8 3.9 1.9 2.4 4.0 10.5 20.3 25.8 29.7
RoCE* 44 10.9 4.8 2.4 3.5 52 11.8 20.3 23.6 25.0
EFFICIENCY
Tax Rate (%) (31.5) 6.8 12.7 35.4 36.7 422 36.3 25.2 25.2 25.2
Total Asset Turnover (x) 2.9 3.6 1.9 24 3.1 3.1 4.1 4.1 44 4.3
Fixed Asset Turnover (x) 18.6 22.0 19.6 14.8 15.1 15.5 14.8 14.8 15.1 15.4
Inventory (days) 92.0 74.5 84.7 71.3 68.1 65.1 59.8 60.0 60.0 60.0
Debtors (days) 20.3 11.5 9.1 11.6 13.8 11.3 10.5 10.5 10.5 10.5
Other Current Assets (days) 22.0 234 73.7 44.8 38.2 41.1 36.6 37.9 37.9 37.9
Payables (days) 64.7 47.3 35.0 18.8 221 29.1 26.7 26.2 25.7 25.2
Other Current Liab & Provns (days) BY 7.9 5.3 253 39.6 25.0 414 37.2 37.2 322
Cash Conversion Cycle (days) 63.7 54.2 127.2 83.6 58.5 63.3 38.9 45.0 45.5 51.0
Net D/E (x) 0.3 (0.1) 0.0 0.2 0.3 0.6 0.3 0.1 0.1) 0.2)
Interest Coverage (x) 0.5 2.8 1.4 1.1 1.5 1.9 37 5.0 6.3 7.6
PER SHARE DATA (Rs)
EPS 0.3) 1.3 0.9 0.1 0.1 0.3 0.7 1.5 23 34
CEPS 1.0 29 29 0.7 0.9 1.2 1.8 2.9 4.0 5.3
Dividend - - - - - - - - - -
Book Value 7.1 10.6 284 4.8 44 4.6 5.0 7.2 10.4 14.8
VALUATION
P/E (x) (871) 231 345 4,110 2,170 1,198 424 198 129 89
P/BV (x) 42 29 11 63 68 66 60 42 29 20
EV/EBITDA (x) 2,997.1 795.3 977.1 733.0 522.8 346.1 184.1 117.3 82.3 61.5
EV/Revenues (x) 46.4 34.3 22.6 16.8 13.6 11.0 8.7 7.0 5.7 47
OCF/EV (%) 0.0 0.2 0.4) 0.2) 0.0 0.5 0.7 0.5 1.0 1.1
FCF/EV (%) 0.1 0.1 0.6) (0.5) 0.1) 0.4 0.6 0.4 0.8 0.8
FCFE/Mkt Cap (%) 0.3 0.1 0.4) (0.4) 0.1 0.6 0.2 0.1 0.5 0.6

Dividend Yield (%) - - - - - - - - - -
Source: Company, HSIE Research
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Price History
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Rating Criteria
BUY: >+15% return potential
ADD: +5% to +15% return potential
REDUCE: -10% to +5% return potential
SELL: >10% Downside return potential
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