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ABSTRACT

DMart has effortlessly taken over India and continues to do so, despite the fact that it has only been in the
formal retail industry for a short period of time. Since its establishment, DMart has been consistent in its
operations and has made headlines. Not only that, even though the company does not pay a dividend, it has
managed to gain the trust of its shareholders and has redirected its funds towards the expansion of the
business. The goal of this research is to provide a complete comparative analysis of DMart over the last three
financial years, namely FY19, FY20, and FY21, and to determine its success in terms of numbers. To achieve
this, various profitability and liquidity ratios have been employed. The numerous strategies employed by
DMart that have contributed to its success were also briefly explored in order to acquire a comprehensive
view of the company and its long-term prospects.
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INTRODUCTION

History of DMart

Anyone who is even vaguely aware that industries exist understands how competitive and volatile the market can
be. Even surviving in one when there are so many competitors is a difficult task. Various internal and external
factors must be closely monitored. If even one of them gets out of hand, the entire company may be forced to shut
down. As a result, if someone wants to start a business, they only have two options. They can either have extremely
abled and talented people at their hands, who know what they're doing and don't require any guidance, or they can
learn the business them self, which will greatly increase their chances of having complete control and monopoly
over their business affairs and ensuring its success but it may as well take them the rest of their life, as fleeting as it
is. However, some people defy the norm and rise to the top, leaving everyone baffled. Radhakishan Damani, one of
the top 10 billionaires in India and the founder of DMart, is one of these men. At the age of 32, R.K. Damani began
his career as a stockbroker. He gained a great deal of knowledge and understanding of how the stock market works
over the years, and in the year 2000, he launched his own company, DMart, one of India's largest supermarkets. His
over a decade of stock market experience undoubtedly aided him in his success story, as he not only observed
various market fluctuations but also went against Harshad Mehta, exposing his scam and profiting while also doing
good for society.

Radhakishan had extensive knowledge of the stock market, as well as some insight from his Apna Bazaar
franchisee, it just wasn't enough for him. He decided to travel to the United States and observe Walmart, another
successful supermarket chain, to gain a better understanding of how it operates. By far the most important aspect of
his story has been observation and patience. Before diving into any subject, he always made sure he properly
studied it instead of going in blindly. In the year 2002, the first DMart opened in Powai, Mumbai, with the goal of
selling a wide range of options for almost any aspect of one's life. Personal care items, household essentials,
clothing for all ages, and much more were available at a reasonable and discounted price. This was, unsurprisingly,
a big hit with the customers. Instead of expanding his business, Radhakishan concentrated on accumulating profits
first. DMart's growth was slow in the first eight years, with only 25 locations. However, as of FY21, it had resumed
its expansion and had opened up 234 stores in various cities all over India.

Key competitive strengths of DMart
Radhakishan identified the potential of the organized retail sector and moved first to exploit the idea in India. This
is one of the major reasons for DMart’s success as it got the first-mover advantage. The idea of a one-stop store
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containing all the essentials one could think of was the key attraction for DMart alongside the cheap and affordable
prices. When it comes to customers, DMart is largely characterized by relatively low prices and a wide selection of
products. DMart keeps its prices low and affordable by employing a variety of strategies to gain the favour of its
suppliers. One such method is to pay the suppliers in cash on the spot while purchasing the goods. This builds trust
between the parties involved, and the suppliers respond by offering substantial discounts in exchange for prompt
cash payment. DMart also purchases its products directly from manufacturers rather than through intermediaries.
This not only saves money but also time in transit. The chain also employs psychological techniques such as full,
colourful shelves with products priced at .99 rupees to make it appear far less than what the buyer is originally
paying. To further reduce its operating costs, DMart makes sure to buy rather than rent its properties. If such an
option is not available, it decides to lease the property on a long-term basis instead. These stores are primarily
located in residential and busy areas to attract as many customers as possible. It has also begun to provide online
services and even home deliveries to increase customer satisfaction. As previously indicated, the market can be
extremely volatile. The pandemic that has ravaged the planet for the past few years is one of the finest living
examples. The years chosen (FY18 -FY21) were picked to determine how the supermarket chain managed to stay
afloat during the situation and how it has since been recovering. As a result, a few references from prior years will
be used for comparison to provide a more comprehensive grasp of the subject at hand.

Growth and expansion
The rise of DMart stores in India over the last few years is depicted in the graph below.

Retail Business Areas (in mn. sq.

Financial Year No. of stores ft)
2017 131 4.1
2018 155 4.9
2019 176 5.9
2020 214 7.8
2021 234 8.8

Growth in number of stores Growth in retail business areas (in mn
sq. ft.)

Number of Stores
Area (mn sq. ft.)

FY17 FY18 FY19 Fy20 FY21 FY17 FY18 FY19 FY20 Fr21

Financial years Financial years

States No. of Cities
Maharashtra 21
Gujarat 12
Daman 1
Telangana 4
Andhra Pradesh 11
Karnataka 2
Madhya Pradesh 5
Chbhattisgarh 2
NCR 1
Tamil Nadu 4
Punjab 3
Rajasthan 3
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Presence of DMart across India

No. of cities
21

Powered by Bing
© GeoMamas, Micrasoft, TomTom

DMart takes a cluster-based approach to expansion, indicating significant penetration in areas where it already
operates, i.e., within a few miles’radius. As a result, it took a while to spread to surrounding states. however, it now
plans to open 20 to 25 locations per year on average, accelerating the process. Since its first store opened in
Mumbai, the company's expansion has begun in the country's southwest and has gradually moved to other
directions. Below is a graph depicting the number of cities DMart is present in.

LITERATURE REVIEW

Reardon and Gulati (2008) addressed the "Supermarket Revolution" that every developing country has
experienced and that India has been going through. It explores the numerous policies implemented by governments
to boost competitiveness and protect the interests of small retail stores, and it utilizes them to chart a potential path
for India in this rapidly evolving sector. Timmer, and Minten (2010) cover the three waves of modern retail food
store diffusion and highlight three concerns with the diffusion in Asian countries, namely, Continuity and
Innovation in Transformation, and Innovation in Development Strategies. The analysts concluded that modern retail
dominated the vast majority of the sector and to advance further, modern retail stores were able to include smaller
dealers such as farmers and devise innovative policies to facilitate increased inclusiveness. Murali, M. (2013)
discussed the various changes occurring in the retail sector and the possible reasons behind such changes. It further
covers the future trends in the retail market and their causes.

It concluded that India will become a potential market for international retail sectors by 2020.Kamal, Kumar. A
(2014). discuss the growth and problems of the retail sector in India as well as the sector’s future scope. It was
concluded that the Over the last decade, the Indian retail sector has grown rapidly, with a perceptible movement
from unorganised to organised retailing structures. A study conducted by Kohli. R, and Bhagwati. J (2011)
focused on the modernization of the retail sector and its effects on smaller retailers. It expressed concerns over
whether the monopoly or monopsony of the retail industry is purely illusory. Dash, M. and Chandy, S. (2009) in
their paper ‘A Study on the Challenges and Opportunities Faced by Organized Retail Players in Bangalore’ carried
out extensive research on opportunities, threats, and perceptions of both organised and unorganised sectors. Goyal
B. and Aggarwal M. (2009) analysed the importance of various consumer products purchased from organised
retail shops. It also provides insight into future retail trends in India. It concludes that the retail sector offers
tremendous potential and is growing fast.Raju S., Sayulu K. (2020).focused on the factors which are influencing
the select retailers’ store location choice.

The study has revealed that retailers prefer store locations that are located in the main shopping centres and near
residential areas. Usha N. (2019) provided details about the Impact of GST on retail sector profitability and
financial health in her research paper, with an emphasis on DMart's progress from 2012-13 to 2014-15.1t was
concluded that the outlook post-GST is largely positive for the consumer business industry. Modhavadiya, R. K.
(2020) compared various ratios of DMart and VMart from FY 2016 to 2020. The researcher provided insight
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intothe transparency of the select companies and provided recommendations for their better performance.
Shobhika, S. and Sundari, R. G. (2021) together studied the consumer perception of DMart and the various
strategies that proved to be effective in improving it. They discovered that the consumers were pleased with the
quality and affordability of the products and services provided, and they suggested that DMart incorporate branded
products to broaden its customer base. Kumbar, S. and Jayadatta, S. (2020) studied various marketing activities
of DMart and how they affected consumer perception.

This study focuses on the retailing giants' novel marketing tactics and the power struggle between them; the
creative marketing strategies have been identified with the assistance of four primary marketing variables that each
retailer is applying and therefore successful in drawing customers to them, and the impact of the adoption of
innovative marketing strategies has been quantified in terms of revenue created by them. The objective of the study
carried on by Guruprasad M. (2018) was to identify consumers’ shopping habits and preferences as well as their
perception of DMart with a special focus on Badalapur and Karjat. Customers were found to be happy with the
services delivered by DMart. Dhuba, S. (2021) studied the functioning and principles of the retail sector and
analysed consumer behaviour concerning DMart. It was concluded that DMart is frequented by all age groups each
having different needs and wants. DMart’s service stood to be one of the main reasons for customer satisfaction.
The study found that the majority of the customers are loyal to the brand. Nikhare, S. V. and Nipane, R. D.
(2022)researched how DMart became a retail giant in the market by studying its marketing strategies. They also
studied consumer perception and satisfaction. This extensive research study reveals that DMart is a one-stop retail
store with all of the necessary amenities for its customers, which impacts their purchasing behaviour.

RESEARCH METHODOLOGY

Objectives

1 To annotate the financial statements of DMart for the last 3 financial years.

2 To examine the financial standings of DMart on key performance matrices

3 To evaluate the financial performance of DMart for the selected 3 years

4 To present a comparative study of the various financial indices analysed for further study

Data Source

This study relies on secondary data, the sources of which are listed in the references section. The main data source
was the company’s official website; however, other websites were also used for reference. A huge percentage of the
data gathered comes from the company's financial statements. Other reliable sources like wsj.com were also used
for reference. This research will look at three financial years: FY19, FY20, and FY21.

Research design

For the purposes of this study, a comparative research design was used. Various profitability ratios and liquidity
ratios have been used to evaluate DMart’s performance over the 3 financial years.

Tools Formula Purpose
Sales Growth (Sales of the Current Year/ Sales of | Compare the sales of the current year to
the Previous Year) *100 that of the previous year.
Gross Profit Margin (Revenue-COGS)/Revenue To illustrate the company's level of cost
efficiency.
Operating Profit Margin Operating Profits/Net Sales To denote how much money DMart is

making from its main operations.
To determine if DMart’s present goals and
Net Profit Margin Net Profit/ Sales strategies are effective, as well as to
estimate profitability based on revenue.
To determine DMart's ability to pay down

Current Ratio Current Assets/Current Liabilities - I
its current liabilities.
To determine DMart's ability to meet its
Quick Ratio (Curr_ent A;se'gs_— _ short-term com_mitrr_lents Wij[h its short-
Inventories)/Liabilities term assets while disregarding current

assets with low liquidity.

To ascertain the average number of days
required for a debtor to fulfil DMart's
obligations
To calculate the average time it takes
DMart to repay its debts.

(Accounts Receivable/ Net Sales)

Debtors Collection Period *365

Creditors Collection

Period (Accounts Payable/COGS) *365
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DATA ANALYSIS

Sales Growth

The graph above displays DMart's sales increase over the preceding year. The growth has been gradually slowing
down and turned into negative in the year 2021. This is, of course, a bad indication for the firm since it means it is
losing consumers quicker than it is adding new ones. The organisation should prioritise client retention. The

growing popularity of online purchasing services might be a major contributor to this negative rate.

Sales Growth mapped to previous years

Percentagze
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31 stfae2021

|
31 st Mar 2019

Financial Years

Gross Profit Ratio:
The Gross profit margin of the company is showing a declining trend. Although the company was able to keep it

stable to some degree in the first 2 years, it plummeted in 2021. The gross profit ratio shows us the company’s cost
efficiency level. The better a corporation is at controlling costs, the greater its gross profit ratio will be, and vice

versa.
Gross Profit Margin

Operating profit margin
Operating profit is useful in determining the scope and capability of a business since it includes all expenses

incurred due to internal factors while excluding all expenses incurred due to external causes. As a result, it
demonstrates a company's real potential. It helps us calculate the profit per rupee earned before any external
expenses are removed. As seen in the above graph, the Operating profit margin has dropped by 1.77% which is not

a good sign. However, it can be recovered with enough effort.

Graphical Representation of Operating Profit
Margin
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¥
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Net Profit Margin

Net profit, being the bottom line, is usually regarded as one of the most important profits of the three. Net profit not
only indicates good cost control but also the existence of proper planning and management in the business. The
company has been earning an average Net Profit, meaning that its net profits are almost on the same line as that of
other companies. Although the drop in 2021 is a bit concerning, the company may increase its margin in the next
Financial Year.

Net profit margin

31st Mar 2020 31st Mar 2021

Financial Years

Current Ratio

A corporation is in a good situation if its current ratio is greater than 1, since it is routinely paying down its current
liabilities. The current ratio of DMart is applaudable as it seems to be increasing over the years. DMart’s various
cost-effective strategies help it to pay off its debts early and gain the manufacturers’ trust while at it. When
compared to 2019, DMart’s current ratio for 2021 is surely a big feat.

Current Ratio

Quick Ratio

Quick Ratio focuses primarily on current assets that are certain to be useful in an emergency by excluding items
that cannot be easily converted into cashWhen a company's most liquid current assets are not enough to pay its
current liabilities, the Quick Ratio is less than one. A quick ratio greater than one is therefore always
recommended.DMart has been raising its Quick Ratio, which jumped by 1.14 in 2021. This is encouraging progress
since it indicates a rise in short-term liabilities that can be readily converted into cash.

Quick Ratio

31st Ma H 31st Mar 2021

Financial Years

Debtors Collection Period
The debtor collection period aids investors in comprehending the company's credit control. The lower the debtor
days, the better, since it implies that the company is receiving money from its creditors more quickly, resulting in
an increase in cash inflow. We can see that DMart is seeing an increase in its debtors’ days on average which is
undoubtedly a positive sign.
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Debtors Collection Period

31st M

Financial Years

Creditors Payment Period

As we can see, DMart is making an effort to keep a constant creditor payment period. A short creditor payment
period shows that the corporation pays its bills on time. This assists the company in developing a relationship
founded on trust with its creditors, making it simpler for it to obtain loans from them consistently.

Creditors Payment Period

Financial Years

Observation and Findings

Criteria 2019 2020 2021
Sales growth 33.07% 24.32% -2.92%
Gross profit margin 9.98% 9.96% 8.92%
Operating profit margin 8.16% 8.56% 7.23%
Net profit margin 4.51% 5.23% 4.55%
Current Ratio 1.70 3.23 3.67
Quick ratio 0.31 0.43 1.57
Debtors’ collection period (Days) 2.20 1.70 3.04
Creditors payment period (Days) 9.39 7.07 9.60

1. In terms of sales, DMart has performed admirably in 2019 and 2020, with remarkable growth in the field.
When we look at the big picture, even if there was a drop in 2021, it does not appear to have had any negative
consequences because the company has still increased its customer base and sales.

2. Profit margins are currently a source of concern, having declined significantly in 2021. The bottom line, also
known as net profit, can be somewhat managed by cutting operational costs.

3. The Current and Quick Ratios have both increased significantly in 2021. This is advantageous for the
company because it leaves a favourable impression on investors. These ratios are likewise trending upward,
indicating that the corporation is investing in more current assets. This assures that the corporation can repay
its present debts with its current assets.

4. Due to its remarkable performance in 2020, DMart has managed to keep the Creditors' payment terms, like the
Debtors' collection period, steady on average. Nonetheless, the organisation must focus on these elements in
the coming years because they are one of the ways a company can generate goodwill.
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CONCLUSION

Despite being fairly new, DMart has swept the Indian supermarket industry, becoming one of the largest service
providers in the industry. Considering the current pandemic's financial impact on many businesses, the company
has managed to stay afloat. Without a doubt, its approach of purchasing rather than renting its properties aided it in
minimising costs during this period. DMart has managed to create a positive image not just in the eyes of its
customers, but also in those of its investors. Its marketing strategies and manufacturer relationships have always
been outstanding. The company has a bright future and is unlikely to tumble for a long time as it continues to focus
on growing its business and customer base.
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