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This Presentation is for information purposes only and is not intended to be an advertisement and does 

not constitute or form part of and should not be construed as any offer or invitation for sale or 

subscription of or solicitation or invitation of any offer to buy or subscribe for any securities, nor shall it 

or any part of it form the basis of or be relied on in connection with or act as an inducement to enter 

into any contract, commitment or investment decision in relation thereto in India, the United States or 

any other jurisdiction. This Presentation is not intended to be a prospectus (as defined under the Indian 

Companies Act, 2013, as amended) or an offer document under the Securities and Exchange Board of 

India (Issue of Capital and Disclosure Requirements) Regulations, 2018, as amended (“SEBI ICDR 

Regulations”). 

The information set out herein is provided only as at the date of this Presentation (unless stated 

otherwise), its accuracy is not guaranteed, and it may be subject to updating, completion, revision, 

verification and amendment without notice and such information may change materially. This 

Presentation is based on the economic, regulatory, market and other conditions as in effect on the 

date hereof.

Disclaimer
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Management Commentary
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Mr. SANTOSH KATARIA

Chairman and Managing Director

“The jewellery retail business is closely linked to festive occasions, wedding dates and consumer 

purchase cycles. This year, the timing of Navratri and certain wedding-related purchases has shifted 

compared to the previous year, resulting in a change in the timing of customer purchases across quarters.

We remain confident in the underlying strength of our business and the long-term opportunity in the 

markets in which we operate. Our focus continues to be on building a stronger retail platform through 

strategic showroom additions, strengthening our customer relationships and enhancing our presence 

across key geographies.

The new showrooms added during the year will progressively contribute as they mature, while our planned 

expansion of another 3–4 showrooms by March 2027 is expected to further strengthen our retail network. 

With the upcoming festive and wedding season, we expect Q3-FY27 to record the highest-ever quarterly 

turnover in the Company's history to date. We remain committed to pursuing sustainable growth while 

maintaining our focus on operational efficiency and customer trust.”



Business Highlights and Seasonal Developments 

6

01
Festive calendar shifted

Navratri shifted from September in 2025 to October in 2026, while wedding jewellery demand 
remained linked to specific auspicious dates..

SEP 2025 OCT 2026

02 Demand Shifted to the Subsequent Quarter

The change in festive and wedding timelines resulted in a timing shift in purchases, which 
should be viewed in the context of half-yearly performance and business seasonality.

Proven Execution

Successful COCO launches in Ratlam, Dhar and Dahod, followed by the recent FOCO launch 
in Jabalpur, reinforce the platform for scalable growth.

03 Festive and wedding demand
flows into the Q3FY27

S H I F T  I N  P U R C H A S E  T I M I N G



Consolidated Financial Highlights – Q2FY27 & H1FY27
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Total Revenue (₹ CR)

968
761

Q2FY26 Q2FY27

21%

YoY

EBITDA (₹ CR)

76
61

Q2FY26 Q2FY27

19%

YoY

Profit After Tax (₹ CR)

51
40

Q2FY26 Q2FY27

23%

YoY

Total Revenue (₹ CR)

1,509

1,615

H1FY26 H1FY27

7%

YoY

EBITDA (₹ CR)

131

155

H1FY26 H1FY27

18%

YoY

Profit After Tax (₹ CR)

88

104

H1FY26 H1FY27

19%

YoY
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Revenue Mix by Category – H1FY27
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Gold (₹ CR)

1,374

1,482

H1FY26 H1FY27

8%

YoY

Silver (₹ CR)

47

79

H1FY26 H1FY27

68%

YoY



Standing Tall as Leaders in Footfall to Conversion Ratio
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95,459
80,433

1,29,946

1,58,460

1,96,141 2,03,495

2,34,661

1,01,909

89%
85% 86% 87% 87%

84% 82% 81%

FY20 FY21 FY22 FY23 FY24 FY25 FY26 H1FY27*

Walk In Conversion %
*As on 30th September 2026



H1FY27 Store wise Footfall to Conversion
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Store Total Walk in Total Walk Out Conversion %

Ajmer 3,719 647 82%

Banswara 3,575 389 89%

Bhilwara 3,878 698 82%

Bhopal 9,541 1,799 81%

Dahod 288 45 84%

Dhar 7,408 1,570 79%

Indore 19,846 3,802 81%

Kota 7,303 1,320 82%

Neemuch 6,102 1,050 83%

Ratlam 5,472 453 92%

Ratlam II 4,923 624 87%

Udaipur 16,861 3,744 78%

Ujjain 12,993 2,972 77%

Grand Total 1,01,909 19,113 81%

*As on 30th September 2026
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• Successfully Inaugurates First FOCO Showroom in Jabalpur, Madhya 
Pradesh, further expanding its retail footprint in the state.

• The new showroom has an approximate retail area of 3,750 sq. ft. and marks 
the Company’s first operational outlet under the Franchisee Owned Company 
Operated (FOCO) model.

• Under the FOCO arrangement, the franchise partner has funded the 
inventory and showroom capital expenditure, while D.P. Abhushan will 
manage the day-to-day operations of the outlet under its established retail 
framework.

• The Jabalpur showroom represents the 14th showroom under the D.P. 
Jewellers brand and will operate as an exclusive D.P. Abhushan outlet, further 
strengthening the Company’s customer outreach and brand presence in 
Madhya Pradesh.

Jabalpur 

• Successfully Inaugurates its First Showroom in Dahod, Gujarat, marking the 
Company’s formal entry into Gujarat and further expanding its geographical 
footprint.

• The new showroom features an approximate retail area of 3,200 sq. ft. 
Strategically located near the Madhya Pradesh–Gujarat border, the Dahod 
showroom enables the Company to leverage its existing customer base and 
strong brand recall in the region while improving accessibility for customers in 
Gujarat.

• The showroom offers a comprehensive and premium jewellery shopping 
experience, featuring contemporary store aesthetics aligned with the 
Company’s existing showroom network.

• The inauguration represents an important milestone in geographical expansion 
strategy, strengthening the D.P. Jewellers brand’s presence beyond its 
established markets in Madhya Pradesh.

A Glimpse into Elegance: Our Recently Opened Showrooms

Dahod 



Ongoing initiatives to expand our 
presence across leading third-
party e-commerce platforms, 

including Amazon.

D.P. Abhushan Limited has strengthened its digital commerce presence with the launch of its e-commerce website and mobile application 
available on Play Store and App Store , along with active expansion across leading online marketplaces.

Accelerating Omni-Channel Capabilities to Expand Customer Reach

www.dpjewellers.com Mobile Application

12

http://www.dpjewellers.com/


Leveraging Fest & Exhibitions to Broaden Brand Exposure

Targeted exhibitions initiatives have significantly boosted brand reach, driving revenue growth across key markets

13



D.P. Swarn Plus: Structured Gold Accumulation Scheme 

In a high gold price regime, our Swarn Plus scheme structurally converts demand into a forward-booked pipeline, improving visibility and reducing volatility

Industry Context 

Government raised the import duty on gold (and silver) 
from ~6% to 15%.
Government encouraging reduced lump-sum gold 
buying

Purpose:

• Reduce gold imports (India imports most of its 
gold)

• Protect foreign exchange reserves

• Control trade deficit and rupee depreciation

Objective:

• Reduce non-essential imports

• Support currency stability and reserves

Customer Incentive

Strong Value Proposition

Redemption within 301 to 330 days 

• Up to: 40% discount on making charges (Gold)

• 50% discount on making charges (Diamond)

Affordability + Discipline

• Converts high-ticket purchase into monthly 
manageable outflow

• Aligns with Indian savings behaviour

Our Strategy – DP Swarn Plus Scheme 

Advance Price Hedging for Customers

• Gold locked month-by-month → reduces volatility 
risk

• Encourages planned purchase vs price-timing 
behaviour

Consistent Demand and Customer Lock-In

• Mandatory redemption into jewellery (no cash)

• Creates 100% pipeline conversion into sales

Structured Monthly Gold Accumulation

• 10-month installment plan (Rs. 5,000+ monthly)

• Customers accumulate gold grams over time

• Benefit from average gold price 

14
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Industry Overview
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Source: IMARC Group , CareEdge Research 

Demand Side Drivers            

₹ 4,414

₹ 6,531
₹ 5,912 ₹ 6,384

₹ 7,204
₹ 7,992

₹ 8,931
₹ 10,024

₹ 11,310

₹ 12,784

2021 2022 2023 2024 2025 2026P 2027P 2028P 2029P 2030P

Indian Retail Gems & Jewellery Market Size- By Value (In ₹ Billion)

Supply Side Drivers
➢ Wedding & festive demand remains a key 

jewellery consumption driver
➢ Consumer preference continues shifting 

towards organised and branded jewellers
➢ Tier-II/III cities remain an important expansion 

opportunity for organised retailers
➢ Higher gold prices supporting value growth 

despite pressure on volumes
➢ Increasing preference for lightweight and 

lower-ticket jewellery
➢ Gold continues to retain its dual appeal as 

adornment and store of value
➢ Omnichannel engagement and digital 

discovery increasingly influencing jewellery 
purchases

➢ Accelerating expansion by organised 
jewellery chains

➢ Improving consumer preference for 
transparency and branded retail

➢ Mandatory hallmarking strengthening 
consumer trust

➢ Gold Metal Loans supporting inventory 
procurement and working-capital efficiency

➢ Franchise/asset-light formats supporting 
faster retail expansion across the industry.

➢ Technology-led inventory management and 
omnichannel capabilities enabling scale

Indian Retail Gems and Jewellery Break up by region 

Gems and Jewellery Market Breakup- By Material Type & Category

South 
40%

West & 
Central

26%

North 
21%

East 
11%

North-East 
2%

South India dominates the jewellery retail 
landscape with ~40% market share, while 
South and West/Central regions together 
account for nearly two-thirds of total industry 
demand.

Gold 
80%

Diamond 
10%

Silver
5%

Others
5%

Bridal
56%Daily Wear

34%

Occasional Wear 
10%



Industry Overview
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Indian Gold Jewellery CY25 Market Split by Organised and Unorganised Segments   

Organized jewellery retail is projected to grow creating a significant 
opportunity for Branded players

563.40
511.40

132.10

41.20 40.90

India Greater China USA Russia Turkey

Gold Jewellery Consumption in CY25 (in tonnes)

Key jewellery retail highlights shaping 2026 and beyond

➢ India’s gold demand is projected to remain in the range of 600–700 tonnes in 2026, with rising investment demand offsetting weaker jewellery 
consumption due to elevated gold prices.

➢ Digital-first and omni-channel brands are popularizing lab-grown diamonds, creating new market segments.

➢ Jewellers are introducing contemporary designs to meet modern lifestyle needs, moving beyond traditional styles.

➢ Affordable, high-fashion jewellery using alternative metals (e.g., surgical steel, brass) is emerging as a major category.

➢ Stores are evolving into immersive spaces with virtual try-ons, diamond testing labs, and interactive experiences.

➢ Digital facades, AR/VR-enabled displays, and interactive windows are redefining store branding.

➢ Online platforms are enabling global reach for Indian brands and vice versa, targeting NRIs and international buyers.

➢ Online-first brands are leveraging tech for design, marketing, and customer engagement before moving to physical retail.

Unorganized 
63%

Organized 
37%

Source: IMARC Group , CareEdge Research 



Market Trends
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Consumers are increasingly 
favouring branded retailers 

due to greater trust, 
transparency, certification, 
and wider design choices, 
supporting the shift from 
unorganised to organised 

players

Strong Interest in Lab-
Grown Diamonds. 

Affordable pricing and 
growing awareness among 

younger consumers are 
driving demand for lab-

grown diamond jewellery, 
particularly in fashion and 
everyday wear segments.

Jewellery blending 
traditional craftsmanship 

with contemporary 
aesthetics is witnessing 

strong traction, particularly 
among younger consumers 

seeking multi-occasion 
wear

Virtual try-ons, AR/VR-
enabled displays, digital 
catalogues, and omni-

channel engagement are 
enhancing customer 

convenience and 
redefining jewellery 

retailing

Rising disposable 
incomes and growing 

jewellery penetration in 
emerging Tier II & Tier II 

cities continue to support 
industry expansion, 
creating significant 

opportunities for 
organised retailers

Consumers are increasingly 
purchasing jewellery for 

regular use rather than only 
weddings and special 

occasions, driving demand 
for lightweight and versatile 

collections.

01

02

03

04

05

06

Source: IMARC Group , CareEdge Research 
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D. P. Abhushan at a Glance
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86+
Years of Legacy

4th

Generation Business

14
No. of Stores        
( 13 COCO & 1 FOCO)

~₹7.58 Lakhs

Average Revenue per sq.ft
(FY26)

₹339 Cr

Average Revenue per store
(FY26)

Product Category 
Mix

FY26

18%

20%

Others 

Festival & 
Light weight  

62%

Wedding

~₹1.27 Lakhs

Average Ticket Size
(FY26)

4.7 x

Inventory Turnover 
Ratio
(FY26 Annualised)

60,600 sq ft 

Total Store Area
(As on 30th October 26)



D. P. Abhushan : A Brief History
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ESTABLISHMENT

D.P. Jewellers, a venture of 
D.P. Abhushan Ltd., 

originated in Ratlam, 
Madhya Pradesh

FOUNDER'S LEGACY

Late Shri Dhulchand Ji 
Kataria, was the pioneer of 

this business and is 
renowned for his vision.

EXPANSION

Over 86 years, evolved into a 
retail chain with branches in 
Ratlam, Indore, Udaipur, and 

other cities.

CUSTOMER TRUST

Acknowledged as the “Most 
Trusted Jewellery Brand in 
Central India” catering to a 
loyal global customer base.

VISION

Preserving tradition while 
redefining D.P. Jewellers  under 
the dynamic leadership of the 

younger generation

Originally a partnership firm, 
converted into a limited 

company in 2017 under the 
Company Act 2013

Leadership transition from Late Shri 
Dhulchand Ji Kataria to Late Shri 

Panna Lal Ji Kataria and then to Late 
Shri Manoharlal Ji Kataria & Shir 
Ratanlal Ji Kataria, ensuring the 

continuity of values.

Under the guidance of Late Shri 
Manohorlal Kataria and Shri 

Ratanlal Ji Kataria, and now led by 
Santosh Kataria, Vikas Kataria , 
Anil Kataria and Sanjay Kataria 

skillful management has been the 
hallmark

LEGAL STRUCTURE SUCCESSION MANAGEMENT CORE VALUES

Commitment to quality and 
transparency to develop 
strong brand recognition.



Through Generations: Upholding Tradition & Innovation
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FIRST GENERATION SECOND  GENERATION THIRD GENERATION FOURTH GENERATION

MR. DHULCHAND KATARIA

▪ Established D.P. Jewellers in 
Ratlam, Madhya Pradesh.

▪ Laid the foundation of the 
venture during challenging 
times of India's struggle for 
independence.

MR. PANNA LAL KATARIA

▪ Continued the legacy of D.P. 
Jewellers.

▪ Emphasized purity and 
transparency as the brand's 
core values.

▪ Expanded the business.

MR. MANHORLAL KATARIA / 
MR. RATANLAL KATARIA

▪ Managed the growth of D.P. 
Jewellers into a retail chain 
with branches across multiple 
cities.

▪ Maintained the brand's 
reputation for purity and 
transparency

MR. ANIL KATARIA /
MR. SANJAY KATARIA /

MR. SANTOSH KATARIA/
MR. VIKAS KATARIA

▪ Leading the company with a 
focus on fair and transparent 
business practices.

▪ Working to uphold the trust of 
millions of customers.

▪ Emphasizing dedication to 
quality and customer 
satisfaction.



Journey & Milestones

1940

The journey of D.P. 
Jewellers began in 
Ratlam

2010

Inaugurated Indore 
showroom

2012

Opened the Udaipur 
showroom

2015

Inaugurated Bhopal 
Showroom 

2017

DP Abhushan listed on NSE-
SME & Expanded the Indore 
showroom

2020

Migrated to the main board 
of NSE &
Inaugurated showrooms in 
Ujjain and Bhilwara

2021

Inaugurated the Kota 
showroom

2022

Inaugurated Banswara
showroom

2024

Listed on BSE
Inaugurated showrooms in 
Ajmer and Neemuch

2025

Inaugurated Ratlam II and 
Dhar showrooms

2026

Launched the e-commerce 
website and mobile app
Inaugurated Dahod and 
Jabalpur FOCO Showrooms

RATLAM

INDORE

UDAIPUR

BHOPAL

UJJAIN BHILWARA

KOTA

BANSWARA

AJMER NEEMUCH

RATLAM-II DHAR

JABALPURDAHOD

23



An Array of Offerings: D.P. Abhushan’s 
Versatile Product Range
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Shop by Collection Shop by Products

Wedding
Jewellery

Valentine
Jewellery

Flower 
Collection

Mewar 
Collection

Dohra 
Collection

Traditional 
Jewellery

Idol 
Collection

Lightweight and 
trendy jewellery

Chains Rings

Armlets

Pendants

Nose Rings

Gajrahs

Bangles & 
Jewellery sets

Mangal sutra



Rani Rupmati Collection: A New Addition to Our Product Portfolio

25

, Exclusive Showcase of the Rani Rupmati Collection at Kota



Business Model
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Centralized purchasing at Ratlam ensures smooth inventory flow, minimizing dead stock and maximizing operational 
efficiency across all stores within a 300-kilometer radius

Sourcing & Manufacturing 

Gold, Silver & Diamond are sourced from 
Bullion Dealers, DTC Sight Holders and 

Exchange from customers. Manufacturing 
of Jewellery is outsourced through 

Nationwide Network of Goldsmith and 
Vendors

Focused Region

Prioritizes gold jewellery due to the 
cultural and economic topography of 

central India which creates a constant 
demand for gold jewellery specifically for 

occasions such as weddings

Inventory Management

The company conducts periodic inventory 
reshuffling, aiming for an average store duration 

of maximum of 180 days before rotation, 
prioritizing stock turn, which typically exceeds 

the industry average at 5 to 6

Distribution Network

Currently operates through 11 
stores and now focusing on 

expansion of the stores through 
company owned stores.

Customized Design Offerings 

Considers the designs of jewellery 
and make them available according 

to customer specific preferences 
through our customised jewellery 

offerings

Lower Operating Cost

Operating in tier 2 and tier 3 cities 
enables the company to reduce its 
expenses and benefit from easier 

and more economical logistics 
movement of inventory



Retail Presence Across Central Indian Regions
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Plans to Expand in Tier 2 & 3 Cities in Madhya Pradesh, Rajasthan, 
Chhattisgarh , Gujarat and Maharashtra in upcoming 5 years.

RATLAM (M.P.)
▪ Since 1940
▪ Store Size 2,100 sq. ft*
▪ Rented Premise

1

BHOPAL (M.P.)
▪ Opened in May 2015 
▪ Store Size 4,450 sq. ft*
▪ Rented Premise

4

KOTA (RAJ.)
▪ Opened in January 2021 
▪ Store Size 2,830 sq. ft*
▪ Rented Premise

7

UDAIPUR (RAJ.)

▪ Opened in April 2012 
▪ Store Size 5,050 sq. ft*
▪ Rented Premise

3

BHILWARA (RAJ.)

▪ Opened in October 2020 
▪ Store Size 4,000 sq. ft*
▪ Rented Premise

6

AJMER (RAJ.)

▪ Opened in September 2024 
▪ Store Size 3,100 sq. ft*
▪ Rented Premise

9

NEEMUCH (M.P.)

▪ Opened in November 2024 
▪ Store Size 3,800 sq. ft*
▪ Rented Premise

10

INDORE (M.P.)
▪ Opened in 2010 and 

Expanded in 2017 
▪ Store Size 9,000 sq. ft*
▪ Owned Premise

2

UJJAIN (M.P.)

▪ Opened in August 2020 
▪ Store Size 3,520 sq. ft*
▪ Rented Premise

5

BANSWARA (RAJ.)

▪ Opened in January 2022 
▪ Store Size 3,350 sq. ft*
▪ Rented Premise

8

RATLAM (M.P.)

▪ Opened Second Showroom 
in April 2025

▪ Store Size 9,450 sq. ft*
▪ Rented Premise

11

* Sq.ft  shown as retail area

DHAR (M.P.)

▪ Opened in March 2026
▪ Store Size 3,000 sq. ft*
▪ Rented Premise

12

DAHOD (Gujarat)

▪ Opened in September 2026 
▪ Store Size 3,200 sq. ft*
▪ Rented Premise

13 JABALPUR (M.P.)

▪ Opened in October 2025
▪ Store Size 3,750 sq. ft*
▪ FOCO Format 

14

2

3

45

6

7
8

6

11

10

12

1

13

14

As on 30th October 2026
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D. P. Abhushan’ s Roadmap & Business Outlook
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➢ Expanding presence across Gujarat, Maharashtra, Chhattisgarh, Madhya Pradesh, and Rajasthan through a disciplined, research-led approach backed by 

detailed regional analysis, customer preferences.

➢ Plans to open ~3–4 additional showrooms by March 2027, subject to business considerations and execution timelines.

➢ Progressing with a new COCO showroom in Jodhpur, Rajasthan (~5,200 sq. ft.), expected to be inaugurated by December 2026.

➢ Finalised two new COCO showrooms in Madhya Pradesh, at Mandsaur (~3,500 sq. ft.) and Sagar (~5,800 sq. ft.), expected to become operational by the 
end of FY27.

➢ Accelerating Omni-Channel Capabilities to Expand Customer Reach - (E-commerce website launched, mobile app in final testing phase, and active expansion 
across leading online marketplaces)

➢ Reducing dependence on fresh gold procurement through exchange-led scheme and Structured Gold Savings Accumulation Scheme, thereby improving 

capital efficiency and sustaining sales even at higher gold prices.

➢ Continue to follow a disciplined approach towards gold procurement and inventory management, exchange gold, leveraging Gold Metal Loans (GMLs) and 

hedging mechanisms at commodity exchange platform to mitigate gold price volatility while supporting margin stability and working capital efficiency.

➢ Increasing focus on diamond-studded jewellery as a key revenue driver.



Our Growth Pillars
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High Customer 
Satisfaction

 DP has built the family of 
satisfied customers over a 
period of time.

 The tradition of wearing DP 
Jewellery is running from 
generations to generations 
which is making our DP family 
bigger and stronger.

Quality

 Dealing with transparency, 
unchallenged purity and rates 
which makes DP Abhushan 
customers 1st choice in our 
areas.

 Integrity of management is of 
absolute importance, and this 
cannot be compromised. 
Thus, the Management is 
working to stand up to the 
expectations of millions of 
Customers.

Expansion

 D.P. Abhushan is a rapidly 
expanding company with strong 
growth potential and significant 
headroom to scale further in the 
coming years.

 The Management is planning to 
expand the footsteps of DP in 
Gujarat, Chhattisgarh and other 
Parts of MP & Rajasthan.

 Strategic initiative to broaden its 
footprint throughout India via a 
self-owned outlets

Sustainability

 DP holds its history from the last 
86 years, and team of young and 
dynamic entrepreneurs makes 
the company to forecast its 
brighter future.

 The strengths of Company and 
the ever-growing opportunities 
coming our way will contribute 
towards the sustainability of the 
company.
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Income Statement 

32

In ₹ Crores Q2 FY27 Q1 FY26 Q2 FY26 H1FY27 H1FY26

Total Income 761.27 853.63 967.74 1614.90 1509.06

Cost of good sold 669.84 731.20 863.69 1401.04 1325.52

Employee benefit expenses 12.09 11.49 9.28 23.59 18.29

Other Expenses 18.20 16.94 18.96 35.15 34.21

Total Expenditure 700.13 759.64 891.94 1459.77 1378.01

EBITDA 61.14 93.99 75.80 155.14 131.05

EBITDA Margin 8.03% 11.01% 7.83% 9.61% 8.68%

Depreciation 2.62 2.50 2.72 5.12 5.34

Finance Cost 5.44 5.28 3.78 10.72 7.80

Profit Before Tax 53.08 86.21 69.31 139.29 117.90

PBT Margin 6.97% 10.10% 7.16% 8.63% 7.81%

Tax 13.34 21.76 17.85 35.10 30.02

Profit after Tax 39.74 64.45 51.46 104.19 87.88

PAT Margin 5.22% 7.55% 5.32% 6.45% 5.82%



Balance Sheet
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Particulars (₹ crores) H1FY27 FY26 Particulars (₹ crores) H1FY27 FY26
Equity and Liabilities Assets
Share Capital 22.83 22.83 Non-current assets
Other Equity 716.32 609.78 Property, plant and equipment 62.62 60.14
Total Equity 739.15 632.61 Right to Use Assets 14.67 13.83

Other Intangible assets 0.83 0.69

Non-current liabilities Capital Work in progress 1.74 0.55
Long term borrowing 4.13 3.37 Other Financial assets 1.76 1.26
Lease Liability 14.40 13.79 Other non-current assets 2.11 2.18
Deferred tax liabilities (net) 0.00 0.00 Deferred tax assets (net) 0.30 0.22
Long term provision 2.37 2.06 Non-current investments 8.73 12.50
Total non-current liabilities 20.90 19.22 Total non-current assets 92.77 91.37

Current Liabilities Current assets

Short term borrowing 354.10 284.01 Inventories 1,250.07 1,003.94
Lease Liability 3.06 2.65 Trade receivables 0.33 1.64
Trade payable 145.06 113.61 Cash and bank equivalents 16.35 25.75
Other financial liabilities 3.18 3.53 Other Financial assets 0.65 0.76
Other current liabilities 115.14 82.83 Other current assets 35.12 19.14
Current Tax Liabilities 7.81 2.59
Short term provision 6.89 1.57
Total current liabilities 635.23 490.79 Total current assets 1,302.52 1,051.24
Total Equity and Liabilities 1,395.29 1,142.62 Total Assets 1,395.29 1,142.62
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Anil Kataria aged 54, is the Founder, Promoter and 
Whole-Time Director of our Company. He has been a 
Director on our Board since May 02, 2017. He has a 
vast experience of 30 years in the Jewellery Industry. 
He holds a degree of Master of Commerce from Vikram 
University, Ujjain (M.P.). He is responsible for the 
expansion and overall management of the business of 
the Company.

Santosh Kataria aged 47 is the Promoter and 
Chairperson cum Managing Director of our Company. 
He has been a Director on our Board since May 02, 2017. 
He has a rich experience of 25 years in the Jewellery 
Industry and additional experience in the plastic 
industry as well. He holds a degree of Bachelor of 
Engineering (Polymers) from Amravati University 
Maharashtra. He is responsible for the expansion and 
overall management of the business of the Company. 

Mr. Vikas Kataria
Promoter 

Manish Laddha, serves as a Chief financial officer of our 
company, a finance leader with over 25 years of post-
qualification experience across jewellery, banking, 
manufacturing, trading, and financial services sector. 
He brings deep expertise in Financial strategy & 
Planning, compliance, taxation, treasury, ERP 
implementation, Fund raising and risk management. He 
has a proven track record in driving financial 
excellence, strengthening governance frameworks, and 
partnering strategically to enable sustainable business 
growth.

Chairman cum Managing Director

Mr. Manish Laddha

Vikas Kataria is a seasoned professional in the 
jewellery industry with over 20 years of experience. A 
longstanding partner in the renowned firm D. P. 
Jewellers since 2003, Mr. Kataria has been deeply 
rooted in the business from an early age. His journey 
reflects a strong legacy combined with modern 
business acumen. During his tenure as Managing 
Director, Mr. Kataria played a pivotal role in shaping 
the strategic direction of D. P. Abhushan Limited, 
contributing significantly to its growth and brand 
positioning in the competitive jewellery market marked 
by a focus on operational excellence, and expansion 
into new geographies.

Mr. Anil Kataria
Whole-Time Director

Mr. SANTOSH KATARIA

Chief Financial Officer
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Mukesh Kumar Jain aged 64, is a Non-Executive 
Independent Director of our Company. He has been a 
Director on our Board since July 15, 2017. He has a vast 
experience of 45 years in the wire industry. He holds a 
degree of Bachelor of Commerce from University of 
Bombay. He is also a director on the board of Kataria 
Industries Limited, Navkar Wires Private Limited and 
JITO Ratlam Chapter Foundation.

Sanskar Kothari aged 55, is a Non-Executive 
Independent Director of our Company. He has been a 
Director on our Board since July 16, 2018. He holds a 
degree of Master of Business Administration in Finance 
and Diploma in Taxation Laws from Bombay University. 
He has a rich experience of 35 years in the Electrical 
Engineering, Construction, warehousing and Leasing 
Industry. He is actively involved in his family business, 
Reliable Group Ratlam since 1992. He is also a director 
on the board of Reliable Power and Transformer Private 
Limited and Yashovardhan Township Private Limited.

Ms. APURVA LUNAWAT

Women Independent Director

Apurva Lunawat aged 35 is a Non-Executive Woman 
Independent Director of our Company. She has been a 
Director on our Board since April 19, 2022. She is a 
Chartered Accountant by profession with expertise in 
Accounts, Finance and Taxation and runs a 
proprietorship firm, Apurva Lunawat & Co. She is also a 
director on the board of Kataria Industries Limited.

Ms. RENU KATARIA

Non-executive Director

Renu Kataria aged 50, is the Promoter and Non-Executive 
Director of our Company. She has been a Director on our 
Board since June 20, 2017. She has an experience of 24 
years in Jewelry Industry. She holds a degree of Bachelor 
of Science from Vikram University, Ujjain (M.P.). 

Mr. MUKESH JAIN
Independent  Director

Mr. SANSKAR KOTHARI
Independent  Director
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Best Bridal Diamond 
Jewellery Of The Year 2019 

(Aug)
-Retail Jeweller India Awards 

2019

Special Excellence Award
Feb 2019
- IBC 24.

Most Prestigious Jewellery 
Brand Of The Year In Madhya 

Pradesh July 2019
-My Fm Bhopal

Best Ring Of The Year 2019 
(Dec)

- IJ Jewellers Choice Award

Most Innovative Marketing 
Campaign –Print (Sep)

-Retail Jewellers Guild Awards 
2019

Best Lifestyle Excellence 
Awards Indore-2020

-My Fm Indore

Recognised By Times Icons Of 
Madhya Pradesh 2020 (Jan)

- A Times Group Company

Dpal : For Being Inspiring 
Leader Of Indian Jewellery 

Retail – Sep 2023
- All India Gem & Jewellery 

Domestic Council

Dpal : Best Retail Jewellers Of 
The Year – Oct 2023

-International Business Summit 
& Awards 2023 - Dubai (UAE)

Dp Jewellers : Best Family 
Managed Business

Jan 2024
- Retail Jeweller Md & CEO 

Awards 2024

Honouring The Legends Of The 
Gems & Jewellery Industry 

(Anil Ji & Vikas Ji Kataria)
Aug -2024

-Gjepc India

India'S Coolest National Chain 
Store 1St Runner-Up-2024

(Sept 2024)
-India'S Coolest Store 2024-

Indian Jeweller

Dpal -Most Trusted Jewellery 
Brand In Central India

 (Gaurav Samman Award)
Dec 2024

- News 18 MP-CG

Dp Jewellers : Franchise 
Startup Of The Year Jewellery 

(May 2024)
 -Franchise Awards'24

Awarded For Our Purity & 
Transparency In The Jewellery 
Industry  ( Vistaar Esthaapna 

Utsav) May 2025
- Vistaar News

India'S Coolest Chain Store -
Sep -2025

-India'S Coolest Store Awards 
2025-Indian Jeweller

India'S Coolest Store Launch 
(Ratlam New Store) – 2025 

(Sept 2025)
-India'S Coolest Store Awards 

2025-Indian Jeweller

India'S Coolest Next-Gen 
Leader (Mr. Aman Ji Kataria)

 (Sept 2025)
- India'S Coolest Store Awards 

2025-Indian Jeweller

BRIDAL GOLD (PLAIN) 
JEWELLERY OF THE YEAR-2025)

Aug 2025
 -Retail Jeweller India Awards 

2025

Regional Chain 2026
(Jan 2026)

- Retail Jeweller Md & Ceo 
Awards 2025



THANK  YOU

Ms. Atika Jain
Company Secretary & Compliance Officer
investor@dpjewellers.com

Mr. Ajit Mishra
Investor Relations
ajit.j.mishra@in.ey.com  
+91 9967551378

D.P Jewellers
A BOND OF TRUST SINCE 1940

Mr. Siddesh Chawan
Investor Relations
Siddesh.chawan@in.ey.com 
+91 9930235001

mailto:ajit.j.mishra@in.ey.com
mailto:Siddesh.chawan@in.ey.com
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