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This presentation and the accompanying slides (the “Presentation”), which have been prepared by Globus Spirits Limited, (the “Company’), have been 

prepared solely for information purposes and do not constitute any offer, recommendation or invitation to purchase or subscribe for any securities, and 

shall not form the basis or be relied on in connection with any contract or binding commitment whatsoever. No offering of securities of the Company 

will be made except by means of a statutory offering document containing detailed information about the Company.

This Presentation has been prepared by the Company based on information and data which the Company considers reliable, but the Company makes 

no representation or warranty, express or implied, whatsoever, and no reliance shall be placed on the truth, accuracy, completeness, fairness and 

reasonableness of the contents of this Presentation. This Presentation may not be all inclusive and may not contain all of the information that you may 

consider material. Any liability in respect of the contents of, or any omission from, this Presentation is expressly excluded.

Certain matters discussed in this Presentation may contain statements regarding the Company’s market opportunity and business prospects that are 

individually and collectively forward-looking statements. Such forward-looking statements are not guarantees of future performance and are subject to 

known and unknown risks, uncertainties and assumptions that are difficult to predict. These risks and uncertainties include, but are not limited to, the 

performance of the Indian economy and of the economies of various international markets, the performance of the industry in India and world-wide, 

competition, the Company’s ability to successfully implement its strategy, the Company's future levels of growth and expansion, technological 

implementation, changes and advancements, changes in revenue, income or cashflows, the Company's market preferences and its exposure to market 

risks, as well as other risks. The Company's actual results, levels of activity, performance or achievements could differ materially and adversely from 

results expressed in or implied by this Presentation. The Company assumes no obligation to update any forward-looking information contained in this 

Presentation. Any forward-looking statements and projections made by third parties included in this Presentation are not adopted by the Company and 

the Company is not responsible for such third-party statements and projections.

All Maps used in the Presentation are not to scale. All data, information and maps are provided "as is" without warranty or any representation of 

accuracy, timeliness or completeness.

Drink responsibly: The consumption of alcoholic beverages should always be approached responsibly and with awareness
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A CONSUMER ALCOBEV PLATFORM WITH RESILIENT CASH FLOWS, PREMIUMISATION UPSIDE AND DISCIPLINED CAPITAL ALLOCATION

Growing scale, distribution 

depth and cash flow 

foundation

R&O

R&O Growth

Premiumisation-led growth 

through deeper reach and 

stronger brand traction

P&A

P&A Scale-up

Selective seeding of 

aspirational brands to build 

equity and long-term value

LUXURY

Luxury brand equity

Supply control, margin 

support and return-led 

capital allocation

OPS

Integrated Operating Discipline



Q1 FY27 QUARTERLY SCORECARD

TERAI GIN
An Authentic Dry Gin Of True Provenance
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Net Revenue from Operations (INR Mn)

6,990

7,888

Q1 FY26 Q1 FY27

+13%

EBITDA (INR Mn) & EBITDA Margin PAT (INR Mn) & PAT Margin 

600

795

Q1 FY26 Q1 FY27

+33%

185

276

Q1 FY26 Q1 FY27

+49%

9% 10% 3% 4%
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Performance Metrics of Key Segments – Q1 FY27
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❖ Broad-based growth across states, led by stronger 

traction in TERAI, Snoski and Brothers & Co.

❖NSV trends have stabilized sequentially, supporting 

healthier revenue conversion as volumes scale

Segment – Consumer: Prestige & Above

Segment – Consumer: Regular & Others

Segment – Manufacturing Segment

INR 550 Mn
.

35% YoY

38% QoQ
.

Revenue

❖UP continues to scale strongly, with R&O volumes 

growing 2.4x YoY and crossing 0.2 million cases per 

month, net of traded volumes

❖Rajasthan remains steady, while UP expands the growth 

base; reported NSV per case reflects the state’s excise 

structure and product mix

❖Capacity utilization improved to 89%, supported by strong 

ethanol demand, ENA export sales and better operating 

throughput

❖Segment EBITDA grew 66% YoY, with EBITDA per litre at 

approximately INR 6.5, reflecting improved 

manufacturing profitability

0.42 Mn cases
.

45% YoY

45% QoQ
.

Sales Volume

INR -13 Mn
.

8% YoY

74% QoQ
.

EBITDA

INR 2,564 Mn
.

10% YoY

14% QoQ
.

Revenue*

INR 4,720 Mn
.

11% YoY

28% QoQ
.

Revenue

4.48 Mn cases
.

13% YoY

13% QoQ
.

Sales Volume*

INR 440 Mn
.

13% YoY

7% QoQ
.

EBITDA*

INR 368 Mn
.

66% YoY

3% QoQ
.

EBITDA

56.11 Mn Litres
.

3% YoY

30% QoQ
.

Sales Volume

Note: * As mandated by UP Excise Policy, all country liquor warehouses in the state need to offer inventory of other company brands. Segment numbers exclude INR 53.16 Mn of trading revenue and INR 5.66 Mn of trading EBITDA from 

GSL managed warehouses in the state. Sale volume above does not include traded volume.
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Particulars (INR Mn) Q1 FY27 Q1 FY26 Y-o-Y% Q4 FY26 Q-o-Q% FY26 FY25 Y-o-Y%

Revenue from Operations 7,888 6,990 13% 6,321 25% 27,081 25,360 7%

Other Income 17 23 50 128 96

Total Income 7,905 7,013 13% 6,371 24% 27,209 25,456 7%

Cost of Goods Sold 5,295 4,826 3,985 17,933 17,970

Gross Profit Margin % 33% 31% 37% 34% 29%

Employee Expenses 307 282 274 1,115 877

Other Expenses 1,508 1,305 1,391 5,433 4,980

EBITDA 795 600 33% 721 10% 2,728 1,629 67%

EBITDA Margin (%) 10% 9% 11% 10% 6%

Depreciation 264 216 254 917 816

Finance Cost 157 146 165 583 460

Profit before Tax 374 238 302 1,228 353

Tax 98 53 85 279 102

Profit after Tax 276 185 49% 217 27% 949 251 278%

PAT Margin (%) 4% 3% 3% 3% 1%



Globus Spirits Overview

DOAAB
Single Malt Whisky: Six Blind Men & The Elephant
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Globus Spirits - At a glance
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Cases

Sold (FY26)

~ 16 Mn
Regular & Others

~ 1.2 Mn 
Prestige & Above

Bottling

Capacity

~30 Mn
Cases annually

Geographic

Footprints 

11*
PAN India Presence

Revenue

from Operations

INR 27,081 Mn
 in FY26

Brands in

Portfolio

38
Brands across

Regular, Prestige &

Luxury segments

Incorporated 

in

1993

Distillation

Capacity

~334 Mn Litres
 Distilled annually

Millionaire

Brands

3

Headquartered in Delhi, Globus Spirits Limited (GSL) is India’s only fully integrated alco-bev 

player, straddling the entire value chain from raw grain to premium spirits. Its balanced 

two-engine model — comprising a high-margin manufacturing business and a 

premiumizing consumer portfolio — positions GSL as a 360-degree integrated alco-bev 

player with a unique edge in the industry.

From Grain to Glass to Glory

*presence across states in regular & others, prestige & above and luxury segment
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Two engines. One integrated platform
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ManufacturingConsumer

The Consumer Business is GSL’s GROWTH engine, contributing 40% of total revenues

 (Q1 FY27) and driven by a diversified portfolio spanning multiple categories and 

price segments

The Prestige & above Portfolio drives 

premiumisation, strengthening margins 

while building brand equity in emerging 

markets.

Prestige & Above

The Regular & Others portfolio anchors 

the business with steady demand in 

core markets, providing scale and cash 

flow to support growth.

Regular & Others

Extra Neutral 

Alcohol (ENA)

What we produce 

Ethanol By-Products 

(Animal Feed, 

Corn Oil)

Franchise Bottling

452

1,293

1,644

2024 2025 2026

+91% 

CAGR

7,417
8,643 8,997

2024 2025 2026

+10% 

CAGR

GSL’s manufacturing business is the VALUE engine of the company contributing 

60% of total revenues (Q1 FY27)

3.4

2.0

6.2 6.5

2024 2025 2026 Q1FY27

Revenue (INR Mn) EBITDA/Ltr (INR)
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Our geographical presence

11

Prestige and above Luxury Regular and Others

Delhi

Rajasthan

Goa

West Bengal

Uttarakhand

Uttar 
Pradesh

Assam

Jharkhand

Punjab

Haryana

Maharashtra

Portfolio Current Presence Strategic Role

Regular & Others

Prestige & Above

Luxury

Manufacturing 

Footprint

Rajasthan, Uttar Pradesh, 

Delhi, Haryana, West 

Bengal

Delhi, West Bengal, Uttar 

Pradesh, Assam, 

Rajasthan, Jharkhand, 

Uttarakhand

Delhi, Rajasthan, 

Maharashtra, Goa, 

Uttarakhand, Uttar 

Pradesh, West Bengal, 

Punjab, Haryana

Rajasthan, Haryana, West 

Bengal, Bihar, Jharkhand, 

Uttar Pradesh

Scale, distribution depth 

and cash generation

Future core consumer 

growth engine

Brand equity, aspiration 

and premium image

Supply security, cost 

control and route-to-

market support

Key Takeaway

Rajasthan provides a 

stable base; UP is the 

largest volume growth 

opportunity and is now 

scaling meaningfully

Presence is expanding 

beyond legacy markets, 

with growth led by TERAI, 

Snoski and Brothers & Co.

Selective presence in high-

salience markets supports 

brand seeding rather than 

volume-led expansion

Capacity is aligned with 

key consumption markets, 

improving serviceability 

and operating flexibility
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Consumer Segment: Powering the next phase of growth
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7,417

8,643 8,997

2,564

452

1,293
1,644

550

FY24 FY25 FY26 Q1FY27

7,869

9,936
10,641

3,114

P&A - EBITDA Breakeven within reach

Prestige & Above Regular & Others

Transforming Consumer Revenue Mix (INR Mn) 

R&O – Delivering Industry Leading Margins

19%

FY24

16%

FY25

18%

FY26

17%

Q1FY27

-62%

FY24

-12%

FY25

-6%

FY26

-2%

Q1FY27

Industry guidance 15-17%

Prestige & Above contribution increased 

from ~6% in FY24 to ~15% in FY26
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Portfolio architecture for sustainable value creation
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A balanced portfolio approach – driving scale and cash generation today, premiumizing for tomorrow, and building iconic brands that lead the future

Steady Growth

Built on scale and 

strong foundations

Emerging Growth

Expanding reach and 

gaining momentum

Transformational Growth

Shaping the future through 

innovation and leadership

Value 

Foundation

Value 

Enrichment

Value 

Acceleration

P
R

E
M

IU
M

IZ
A

T
IO

N

GROWTH

CORE

Regular & Others

• Volume driver

• Wide distribution

• Consistent cash 

generation

FUTURE CORE

Prestige & Above

• Premium growth driver

• Margin accretive

• Expanding reach & 

consumer base

MARKET MAKERS

Luxury

• Build aspirational brands

• Drive innovation & 

category creation

• Strengthen brand equity 

& premium image



Investor Presentation

Consumer Segment: Regular & Others – Fast moving cash cycle
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01

02

03

04

STRONG SALES MOMENTUM
~16 Mn Cases
Sold in FY26 across core markets

RAPID INVENTORY TURNOVER
High Turnover
Ensures low inventory holding period and reduced stock days

QUICK SALES REALISATION
Established Route-to-Market
Across 6 states enabling steady offtake and timely realisations

FAST CASH CONVERSION
Short Cash Cycle
Low working capital intensity enables faster cash conversion, resulting in improving 

operating cashflow
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Manufacturing Segment: Anchoring business through scale and integration…
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Our integrated, multi-feed distilleries provide full control over cost and quality — driving scale, maximizing efficiency, and margin expansion

Key Highlights

89%
Capacity utilization in 

Q1FY27

6
Distilleries across North 

& East India 

43%
Captive consumption for 

ENA in Q1FY27

Franchise Bottling for 

Top IMFL 

Revenue Mix – Q1 FY27

77%

22%

1%

Key Strengths

Interchangeability between ENA/Ethanol - 
Flexible configuration enables allocation between ENA, ethanol and captive 

consumption, based on demand, pricing and margin opportunity. This improves asset 

utilization, protects profitability, and reduces dependence on a single end-market

Strategic Plant Network: 
Location aligned with key agri zones for efficient sourcing of raw materials

Scalable growth platform:
Infrastructure supports expansion into higher margin segments

Ethanol demand visibility: 
Ethanol blending ratio expected to be same next year 20%. GSL’s LTOA units of 

Jharkhand, West Bengal and Haryana continue to enjoy preferential allocation. Ethanol 

demand to grow at the rate of petrol consumption growth, expected ~7.5% p.a.

Diversified Power Source: 
Multi-fuel usage lowers energy risk and supports cost competitiveness

Feedstock Flexibility:
Fungible capacity between ENA and Ethanol allows real-time reallocation based on 

demand — this flexibility, combined with the ability to process Broken Rice, Maize, and 

Surplus Rice from FCI, sustained profitability through FY26

Profitability growth trajectory 

716

375

1,238

368

3.4

6.2
6.5

FY24

2.0

FY25 FY26 Q1FY27

EBITDA per Ltr (INR) EBITDA (INR Mn)

Bulk Alcohol

By products

Franchise Bottling
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…through state of the art manufacturing units 
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Capacity - 47.6 million litres 

Products – Regular & others; prestige & 

above; Bulk Sales – ENA & Ethanol, Contract 

Bottling

Capacity - 102 million litres 

Products – Regular & others; prestige & 

above; Bulk Sales – ENA & Ethanol, Contract 

Bottling

Capacity - 54.4 million litres 

Products – Regular & others; prestige & 

above; Bulk Sales – ENA

Capacity - 68 million litres 

Products - Bulk Sales – ENA & Ethanol, 

prestige & above

Capacity - 28.9 million litres 

Products - Bulk Sales – ENA & Ethanol

Capacity - 34 million litres 

Products – Regular & others, prestige & 

above, Bulk Sales - ENA

Samalkha, Haryana

Behror, Rajasthan

Hajipur, Bihar

Panagarh, West Bengal

Behragoda, Jharkhand

Lakhimpur Kheri, Uttar Pradesh
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Driving execution: Experienced leadership & governance
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Sunil Chadha

Chairman

Ajay Kumar Swarup

Managing Director

Shekhar Swarup

Joint Managing Director & CEO

R. K. Malik

Whole Time Director

Kenneth Dsouza

Non-Executive Director

Amit Bhatiani

Independent Director

Ruchika Bansal

Independent Director

Paramjit Singh Gill

Chief Executive Officer, Consumer Division

R. K. Malik

President – Operations, North

Amitabh Singh

President – Technical and Operations

Chief Financial Officer

Nilanjan Sarkar Akhil Arora

Senior Vice President, Commercial

Board Of 

Directors

Management 

Team

Santosh Kumar Pattanayak

Company Secretary, Compliance Officer

Amitabh Singh

Whole Time Director



Investment Rationale

TERAI VODKA
Crystal Amethyst Filtered
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INVESTMENT RATIONALE – A rare integrated alcobev play with premiumization momentum & 

structural margin visibility
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6 REASONS TO INVEST

Compelling Transformation Journey

GSL offers a unique transformation opportunity, with manufacturing-

backed protections and consumer brand upside

60/40 Revenue Split between Manufacturing and Consumer; 34% Gross Margin in FY26

1

Premiumization at Speed

P&A revenues +27% YoY in FY26

P&A share of consumer revenue: increased from 6% in FY24 to 15% in FY26 

in just 3 years

Long-term industry tailwind with significant headroom

2

UP is a platform market where captive manufacturing, value-market 

distribution, and premium seeding can work together

Unlocking Uttar Pradesh

The state presents a long-term growth advantage

3

Strengthening Balance Sheet

Debt refinancing and completion of major capex position the business for 

improved free cash flow generation and sustained deleveraging

Debt/Equity now stands at 0.48 in FY26 vs. 0.54 in FY25

4

R&O – High-Quality Base 

R&O is a high-velocity, distribution-rich consumer business that gives GSL 

scale, cash flow, and route-to-market strength

High value strategic business that creates state level operating depth

5

Manufacturing Resilience

Fulfilment and cash generation engine to drive consumer growth

Feedstock flexibility, ENA & Ethanol flexibility

ENA Sales in India and Exports

6 flexible distilleries with installed capacity of 334 million litres

6



COMPANY :

Globus Spirits Limited
CIN: L74899DL1993PLC052177

Name: Mr. Nilanjan Sarkar, CFO

Email: ir@globusgroup.in

Website: www.globusspirits.com

INVESTOR RELATIONS ADVISORS:

MUFG Intime India Private Limited
A part of MUFG Corporate Markets, a division of

MUFG Pension & Market Services

Mr. Nikunj Seth

+91 9773397958

nikunj.seth@in.mpms.mufg.com

Mr. Sumeet Khaitan

+91 7021320701

sumeet.khaitan@in.mpms.mufg.com

THANK YOU

Meeting Request
Link

Link

https://www.miraqle.com/in/meeting-request/
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