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THE

OF OUR EXISTENCE

La Opala RG Limited was faced with two choices after 
it had commissioned its cutting-edge Sitargunj plant 
in ̨̨̪̰.

Price its quality products higher.

OŅ łŅĆce aƅĩŅdaběű aĢd eĢěaŅge őĂe ġaŅėeő͠
TĂe CĩġłaĢű ŉeěecőed őĩ ūaěė őĂe Ņĩad ěeŉŉ őŅaŪeěed͠
Iő łŅĆced łŅĩdŖcőŉ aƅĩŅdaběű͠
Iő aőőŅacőed ƈŅŉőͿőĆġe őaběeūaŅe ŖŉeŅŉ͠
Iő cŅeaőed a ġaŅėeő ūĂeŅe ĢĩĢe eŰĆŉőed͠ Iő ūĆdeĢed 
choice to graduate preferences.

It widened penetration deeper.

Iő eĢŉŖŅed łŅĩdŖcőŉ ūeŅe aěūaűŉ aŪaĆěaběe ĩĢ ŉĂeěŪeŉ͠
TĂe ŅeŉŖěő Ćŉ őĂaő La OłaěaΎŉ łŅĩdŖcő cĩĢőĆĢŖeŉ őĩ be 
łŅĆced aƅĩŅdaběű͠
AĢd űeő͡ őĂe cĩġłaĢű Ăaŉ gŅĩūĢ ŅeŪeĢŖeŉ ƈŪeͿfĩěd 
aĢd łŅĩƈő afőeŅ őaŰ ŉeŪeĢőűͿfĩěd acŅĩŉŉ őĂe ěaŉő decade͠
BeĢeƈőĆĢg cĩĢŉŖġeŅŉ͡ cĩġłaĢű aĢd cĩŖĢőŅű͠

La Opala RG Limited
was promoted by the 
Kolkata-based Jhunjhunwala 
family. The family of the 
Kolkata-based promoters 
was engaged in the 
manufacture of ̨̨̩%recycled 
glass. The family possessed a 
multi-decade insight of the 
sector, markets, preferences 
and trade channels.

The management of La 
Opala RG Limited comprises 
MŅ͠ SŖŉĂĆě JĂŖĢĔĂŖĢūaěa aŉ 
Executive Vice Chairman, 
Mr. Ajit Jhunjhunwala as 
Managing Director and 
Mŉ͠ NĆdĂĆ JĂŖĢĔĂŖĢūaěa 
as Executive Director. The 
Company’s employees 
comprise technologists, 
functional experts and 
ŉĂĩłͿƉĩĩŅ łŅĩfeŉŉĆĩĢaěŉ͠

OUR MISSION
Our mission is to 

continuously satisfy our 

consumers through our 

world-class products and 

services. This, we believe, 

is the best way to ensure 

consistent success for our 

Company, shareholders 

and employees.

OUR VISION
Our vision is to be 

the chosen tableware 

of every home across 

the world.

Location Sőaőe Products 

manufactured

SĆőaŅgŖĢĔ UőőaŅaėĂaĢd Opalware

Madhupur Jharkhand Opalware  

Crystalware
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Forward looking statement
In this annual report, we have disclosed forward-looking 
information to enable investors to comprehend our 
prospects and take informed investment decisions. 
This report and other statements - written and oral 
- that we periodically make contain forward-looking 
statements that set out anticipated results based on 
the management’s plans and assumptions. We have 
tried wherever possible to identify such statements by 
using words such as ‘anticipates’, ‘estimates’, ‘expects’, 
‘projects’, ‘intends’, ‘plans’, ‘believes’, and words of similar 
substance in connection with any discussion of future 
performance.

We cannot guarantee that these forward-looking 
statements will be realised, although we believe we have 
been prudent in our assumptions.

The achievement of results is subject to risks, 
ŖĢceŅőaĆĢőĆeŉ aĢd eŪeĢ ĆĢaccŖŅaőe aŉŉŖġłőĆĩĢŉ͠ SĂĩŖěd 
known or unknown risks or uncertainties materialise, or 
should underlying assumptions prove inaccurate, actual 
results could vary materially from those anticipated, 
estimated or projected. Readers should bear this in mind.

We undertake no obligation to publicly update any 
forward-looking statements, whether as a result of new 
information, future events or otherwise.



̬

̭
̰

̯

̮ ̱

̨̩

THINGS YOU NEED TO KNOW ABOUT 
LA OPALA RG LIMITED

̫̩

̪

PRODUCT 
INTRODUCTION
In ̩̱̰ ,̯ the promoters 

gŅadŖaőed őĂeĆŅ bŖŉĆĢeŉŉ őĩ 
ĩłaě gěaŉŉ őaběeūaŅe͠ TĂe 
product was superior to 

őĂe łŅeŪaĆěĆĢg aěőeŅĢaőĆŪeŉ͠ 
The product was stronger, 

whiter and chip resistant. 

The promoters were also 

őĂe ƈŅŉő őĩ ĆĢőŅĩdŖce ĩłaě 
glass in India.

OPAL GLASS 
COMMISSIONING
The Company entered into 

a őecĂĢĆcaě cĩěěabĩŅaőĆĩĢ 
with Hosan Glass (South 

Korea). The Company 

pioneered the manufacture 

of opal glass technology 

in India. The Company 

cĩġġĆŉŉĆĩĢed őĂe ƈŅŉő 
plant for opal glass in 

MadĂŖłŖŅ͡ JĂaŅėĂaĢd͡ ĆĢ 
̩̱̰̰-̰̱ (̨̮̭ TPA). The 

łěaĢő ūaŉ ĩĢe ĩf őĂe ŪeŅű 
few in Asia at the time. The 

łŅĩdŖcő ūaŉ bŅaĢded La 
Opala.

EXTENSION TO 
CRYSTAL GLASS
TĂe CĩġłaĢű eŰőeĢded 
from opal glass to the 

pioneering manufacture 

of crystal glass in India 

(handcrafted ̪̬% lead 

crystal glassware under 

őĂe SĩěĆőaĆŅe bŅaĢdʹ͠ TĂe 
CĩġłaĢű ūaŉ őĂe ƈŅŉő 
to introduce ̪̬% lead 

crystal glassware in India 

in ̩̱̱̭. The product was 

synergistic with opal glass, 

accounting for a larger 

share of trade channel 

ŅeŪeĢŖeŉ͠ TĂe őecĂĢĩěĩgű 
for this product was 

sourced from Doosan 

Glass (South Korea). This 

dĆŪeŅŉĆƈcaőĆĩĢ ūaŉ fŖĢded 
through an IPO in ̩̱̱̭ 

(shares at H̨̬ each).

INFLECTION 
POINT
The Company 

cĩġġĆŉŉĆĩĢed a gŅeeĢƈeěd 
̨̨̩% automated state-

of-the-art European 

technology plant at 

SĆőaŅgŖĢĔ͡ UőőaŅaėĂaĢd͠ 
This H̨̬ cŅĩŅe ĆĢŪeŉőġeĢő 
(Sitargunj) was made at a 

time when the company’s 

ŅeŪeĢŖeŉ ūeŅe ĩĢěű  
H̨̭ cŅĩŅe͠ TĂe ĆĢŪeŉőġeĢő 
was directed to address 

őĂe abŉeĢce ĩf ŉcaěe ĆĢ 
őĂe bŖŉĆĢeŉŉ͡ Ņełěace a 
high manual component 

aĢd ěabĩŖŅ ĆĢőeĢŉĆőű ūĆőĂ 
automation and prepare 

őĂe cĩġłaĢű fĩŅ őĂe ĢeŰő 
round of growth. The 

ĆĢŪeŉőġeĢő ġĩdeŅaőed 
production cost, enhanced 

realisations and increased 

output, transforming the 

company’s fortunes.

TRANSFORMING 
THE COMPANY 
WITH SPEED
The Company scaled 

ĆĢŪeŉőġeĢőŉ ĆĢ aŖőĩġaőed 
manufacturing technology 

at the Sitargunj unit: 

̨̨̨̬͡ TPA in FY ̨̨̪̯-̨̰ 

to ̨̪,̨̨̨ TPA (FY ̨̪̩̯-

̩̰). This rapid growth in 

capacity translated into 

a cĩġłeőĆőĆŪe adŪaĢőage͢ 
ĩŅgaĢĆŉed ġaŅėeő ŉĂaŅe ĩf 
̮̭ό fĩŅ ĩłaě gěaŉŉ͡ eŰłĩŅő 
őĩ ĩŪeŅ ̨̬ countries, 

presence in ̨̮̭+ towns 

across India (̨̨̩,̨̨̨+ 

population) and presence 

in more than ̩̪,̨̨̨ retail 

outlets.

OUR LOCATIONS
La Opala RG Limited is 

ĂeadńŖaŅőeŅed ĆĢ Kĩěėaőa 
(West Bengal) and conducts 

all its manufacturing 

operations in India. The 

CĩġłaĢű eŰłĩŅőŉ łŅĩdŖcőŉ 
to more than ̨̬ countries.

La Opala RG Limited 

possesses the largest opal 

gěaŉŉ őaběeūaŅe całacĆőű ĆĢ 
India across its Sitargunj 

and Madhupur facilities.

PRODUCT 
PORTFOLIO
TĂe CĩġłaĢű łŅĩŪĆdeŉ 

the widest portfolio within 

őĂe cĩŖĢőŅűΎŉ őaběeūaŅe 
segment.

Opal glassware: Plates 

| Bowls | Dinner Sets | 

CŖłͿSaŖceŅ Seőŉ Ϧ Cĩƅee 
MŖgŉ Ϧ Cĩƅee CŖłŉ Ϧ Tea 
Sets | Soup Sets | Pudding | 

Dessert Sets

Crystalware: Barware | 

Vases | Bowls | Stemware

BRANDS
The Company’s prominent 

bŅaĢdŉ cĩġłŅĆŉe La Ołaěa͡ 
DĆŪa ͳCěaŉŉĆńŖe͡ IŪĩŅű͡ 
QŖadŅa aĢd SĩŪŅaĢaʹ aĢd 
Solitare.

DĆŪa ͳĩłaěūaŅeʹ aĢd 
Solitaire (crystalware) 

address premium 

consumer needs.

TĂe La Ołaěa bŅaĢd 
addresses the largest end 

ĩf őĂe ġaŅėeő͠

AWARDS
ET Bengal Awards 

ͳĢĩġĆĢaőed ƈŪe űeaŅŉ ĩŖő 
ĩf ƈŪe͡ aūaŅded ĆĢ fĩŖŅʹ

Best Under a Billion – 

FĩŅbeŉ͡ ̨̪̩̫

CAPEXIL Award and EPCH 

Award year-on-year

India’s Most Trusted 

Dinnerware Brand (The 

Brand Trust Report, India 

Study – ̨̪̩̮)

FE CFO Awards – ̨̪̩̯ (The 

FĆĢaĢcĆaě EŰłŅeŉŉʹ

MARKET 
CAPITALISATION
The Company’s shares are 

ěĆŉőed ĩĢ őĂe Bĩġbaű Sőĩcė 
EŰcĂaĢge aĢd NaőĆĩĢaě 
Sőĩcė EŰcĂaĢge͠ TĂe 
ġaŅėeő całĆőaěĆŉaőĆĩĢ ĩf őĂe 
Company stood at H̫̩̰̫.̬̰ 

crore as on ̫̩st March 

̨̪̩̰. Anyone holding 

̨̨̩ shares from the IPO 

eĢőaĆěĆĢg aĢ ĆĢŪeŉőġeĢő ĩf 
H̨̨̨̬͡ ūĩŖěd ĂaŪe ŉeeĢ 
őĂe ĆĢŪeŉőġeĢő gŅĩū őĩ 
H̭,̯̫,̨̨̮ as on ̫̩st March 

̨̪̩̰.

 ANNUAL REPORT ̨̪̩̯΅̩̰  | ̫̪ Ϧ LA  OPALA RG LIMITED



HOW WE ENHANCED 
SHAREHOLDER VALUE 

OVER THE LAST

THE LA OPALA BRAND ADDRESSES ALL 
SEGMENTS OF A GROWING INDIAN MARKET.

YEARS

̩ share of H̪̮.̨̱ 
̫̩st March ̨̨̪̰

̩:̩ 
Bonus issue 

̨̨̪̮-̨̯

̭ shares after 
split in ̨̪̩̬-̩̭ 

(from H̨̩ face value 
to H̪)

̩:̩ 
Bonus issue 

̨̪̩̯-̩̰

̨̩ shares of 
H̪̰̮.̨̮ each 

̫̩st March ̨̪̩̰

BSE Sensex 

growth: ̩̩̩% in ten 

years

La Opala RG Limited 

valuation growth: 

̨̩̮̮̪% in ten years

The Company’s shares are listed on the Bombay Stock Exchange and 
National Stock Exchange. The market capitalisation of the Company stood 
at H̫̩̰̫.̬̰ crore as on ̫̩st March ̨̪̩̰. Anyone holding ̨̨̩ shares from 

the IPO entailing an investment of H̨̨̨̬ would have seen the investment 
grow to H̭,̯̫,̨̨̮ as on ̫̩st March ̨̪̩̰.

LA OPALA’S BRAND PYRAMID

Diva Sovrana 

Formal range for formal dining

Diva Quadra 

Catering to a young and trending audience

Diva Ivory 

Complete round dinnerware; slightly upmarket

Diva Classique 

Entry level for the premium collection

La Opala 

Entry level brand
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THIS IS HOW WE HAVE GROWN OVER THE YEARS

DĆŉcěaĆġeŅ͢ TĂe ƈĢaĢcĆaěŉ ĩf őĂe cĩġłaĢű fĩŅ FY̩̯-̩̰ aĢd FY ̩̮-̩̯ ĂaŪe beeĢ beĢcĂġaŅėed aŉ łeŅ IND 
AS ūĂĆěe őĂe CĩġłaĢűΎŉ ƈĢaĢcĆaěŉ fĩŅ FY ̩̬-̩̭ aĢd FY ̩̭-̩̮ ĂaŪe beeĢ beĢcĂġaŅėed aŉ łeŅ GAAP͠ TĂe 
őūĩ běĩcėŉ ĩf űeaŅŉ ūĩŖěd Ģĩő ŅełŅeŉeĢő a faĆŅ cĩġłaŅĆŉĩĢ dŖe őĩ a dĆƅeŅeĢce ĆĢ accĩŖĢőĆĢg őŅeaőġeĢő͢ 
ūĂĆěe őĂe ƈŅŉő běĩcė ĆĢcěŖded őĂe eƅecő ĩf ŉaěeŉ befĩŅe őŅade dĆŉcĩŖĢőŉ eőc͠ cĩŅŅeŉłĩĢded bű eŰłeĢŉeŉ 
ĩĢ őĂe EŰłeĢdĆőŖŅe ŉĆde ĩf őĂe PŅĩƈő aĢd Lĩŉŉ accĩŖĢő͡ őĂe ŉecĩĢd běĩcė ŅeƉecőŉ őĂe IĢcĩġe ŉĆde ūĆőĂ 

őĂe őŅade dĆŉcĩŖĢőŉ eőc Ģeőőed ĩƅ͠ HeĢce͡ Ćő ūĩŖěd ałłeaŅ őĂaő őĂe cĩġłaĢűΎŉ ŅeŪeĢŖe gŅĩūőĂ Ăaŉ 
ŉěĩūed ĆĢ ŅeceĢő űeaŅŉ ūĂeŅeaŉ őĂe ŅeaěĆőű Ćŉ őĂaő ŪĩěŖġe ĩƅőaėe Ăaŉ beeĢ ĂĆgĂeŅ őĂaĢ eŪeŅ͠ FĩŅ őĂe 
cĩġĆĢg űeaŅŉ͡ őĂe ŉŖŉőaĆĢed gŅĩūőĂ aĢd cĩġłaŅĆŉĩĢ ĩf őĂaő łeŅfĩŅġaĢce ūĆőĂ a ĂaŅġĩĢĆŉed ŉeő ĩf 
ŅeőŅĩŉłecőĆŪe ĢŖġbeŅŉ ūĩŖěd łŅĩŪĆde a faĆŅ ĆĢŉĆgĂő ĆĢőĩ őĂe cĩġłaĢűΎŉ ƈĢaĢcĆaě gŅĩūőĂ͠

HIGHER REVENUES
(H cŅĩŅeʹ

DeƈĢĆőĆĩĢ
TĂe ŉaěeŉ gŅĩūőĂ ūĆőĂĩŖő 
dedŖcőĆĢg eŰcĆŉe dŖőĆeŉ͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ ġeaŉŖŅe ŅeƉecőŉ őĂe 
ŅeŉŖěő ĩf ĩŖŅ całacĆőű őĩ 
ŖĢdeŅŉőaĢd ġaŅėeő Ģeedŉ 
aĢd ŉeŅŪĆce őĂeġ ūĆőĂ 
cĩŅŅeŉłĩĢdĆĢg ġaĢŖfacőŖŅe͡ 
ŅeěeŪaĢő bŅaĢdŉ͡ deaěeŅ 
eĢgageġeĢő aĢd ŪĆŅőŖaěěű őĂe 
eĢőĆŅe ŉŖłłěű cĂaĆĢ͠

PeŅfĩŅġaĢce
OŖŅ aggŅegaőe ŉaěeŉ 
ĆĢcŅeaŉed ̯̱̬͠ ό őĩ H̪̭̮̭̭͠ 
cŅĩŅe ĆĢ FY ̨̪̩̯-̩̰͡ ūĂĆcĂ 
cĩġłaŅed faŪĩŖŅaběű ūĆőĂ 
őĂe gŅĩūőĂ ĩf őĂe cĩŖĢőŅűΎŉ 
ecĩĢĩġű͠ HĩūeŪeŅ͡ ĩĢe ġŖŉő 
ĆĢdĆcaőe őĂaő őĂe Ņecaŉő ĩf 
őĂe cĩġłaĢűΎŉ accĩŖĢőĆĢg 
ŉűŉőeġ ałłeaŅŉ őĩ ĂaŪe 
ġĩdeŅaőed őĂe cĩġłaĢűΎŉ 
ŅeŪeĢŖeŉ ͳūĆőĂĩŖő aƅecőĆĢg 
ŪĩěŖġe ĩƅőaėeʹ͠

̨̪
̩̬

΅̩
̭

̪̪
̰͠

̮̮

̨̪
̩̭

΅̩
̮

̪̭
̭͠

̮̮

̨̪
̩̮

΅̩
̯

̪̬
̨̩͠

̮

̨̪
̩̯

΅̩
̰

̪̭
̱͠

̬̭
PROFIT AFTER TAX
(H cŅĩŅeʹ

DeƈĢĆőĆĩĢ
WĂaő őĂe CĩġłaĢű eaŅĢed 
afőeŅ ĆĢőeŅeŉő͡ dełŅecĆaőĆĩĢ͡ 
eŰőŅaĩŅdĆĢaŅű Ćőeġŉ aĢd őaŰ͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ ġeaŉŖŅe Ćŉ aĢ ĆĢdeŰ 
ĩf őĂe CĩġłaĢűΎŉ Ģeő 
łŅĩƈőabĆěĆőű͡ ūĂĆcĂ caĢ be 
eaŉĆěű cĩġłaŅed ūĆőĂ ŉecőĩŅ 
łeeŅŉ͠

PeŅfĩŅġaĢce
TĂe CĩġłaĢűΎŉ Ģeő łŅĩƈő 
ĆĢcŅeaŉed ̨̩̰̰͠ό ĆĢ FY̨̪̩̯-
̩̰ fĩěěĩūĆĢg ĆĢcŅeaŉed 
deġaĢd acŅĩŉŉ őĂe ěaŉő őūĩ 
ńŖaŅőeŅŉ ĩf FY̨̪̩̯-̩̰͠

̨̪
̩̬

΅̩
̭

̬̩
̯̬͠

̨̪
̩̭

΅̩
̮

̭̰
̯͠

̩

̨̪
̩̮

΅̩
̯

̮̪
̩̱͠

̨̪
̩̯

΅̩
̰

̯̫
̬͠

̬

OPERATING PROFIT 
GROWTH (H cŅĩŅeʹ

DeƈĢĆőĆĩĢ
WĂaő őĂe CĩġłaĢű eaŅĢed 
befĩŅe őĂe dedŖcőĆĩĢ ĩf 
ĆĢőeŅeŉő͡ dełŅecĆaőĆĩĢ͡ 
eŰőŅaĩŅdĆĢaŅű Ćőeġŉ aĢd őaŰ͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ ġeaŉŖŅe Ćŉ aĢ ĆĢdeŰ ĩf 
őĂe CĩġłaĢűΎŉ ĩłeŅaőĆĢg 
łŅĩƈőabĆěĆőű ͳaŉ dĆŉőĆĢcő fŅĩġ 
ƈĢaĢcĆaěʹ͡ ūĂĆcĂ caĢ be eaŉĆěű 
cĩġłaŅed ūĆőĂ ŉecőĩŅ łeeŅŉ͠

PeŅfĩŅġaĢce
TĂe CĩġłaĢű ŅełĩŅőed a 
̨̪̫̫͠ό gŅĩūőĂ ĆĢ ĩłeŅaőĆĢg 
łŅĩƈő ĆĢ FY ̨̪̩̯-̩̰ fĩěěĩūĆĢg 
a ŅebĩŖĢd ĆĢ ŉőĩcėĆĢg bű 
őŅade łaŅőĢeŅŉ aĢd cĩĢŉŖġeŅ 
ĩƅőaėe͠

̨̪
̩̬

΅̩
̭

̮̮
̨͠

̬

̨̪
̩̭

΅̩
̮

̰̮
̭͠

̮

̨̪
̩̮

΅̩
̯

̰
̯̰͠

̰

̨̪
̩̯

΅̩
̰

̨̩
̮͠

̨̰

GEARING

DeƈĢĆőĆĩĢ
TĂĆŉ Ćŉ deŅĆŪed őĂŅĩŖgĂ őĂe 
ŅaőĆĩ ĩf debő őĩ Ģeő ūĩŅőĂ 
ͳěeŉŉ ŅeŪaěŖaőĆĩĢ ŅeŉeŅŪeŉʹ͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ Ćŉ ĩĢe ĩf őĂe deƈĢĆĢg 
ġeaŉŖŅeŉ ĩf őĂe cĩġłaĢűΎŉ 
ƈĢaĢcĆaě ĂeaěőĂ͡ ĆĢdĆcaőĆĢg 
őĂe abĆěĆőű ĩf őĂe CĩġłaĢű 
őĩ ŅeġŖĢeŅaőe ŉĂaŅeĂĩědeŅŉ 
ĩŪeŅ debő łŅĩŪĆdeŅŉ ͳőĂe 
ěĩūeŅ őĂe geaŅĆĢg őĂe beőőeŅʹ͠ 
IĢ őŖŅĢ͡ Ćő ĆĢdĆcaőeŉ őĂe abĆěĆőű 
ĩf őĂe CĩġłaĢű őĩ ŉŖŉőaĆĢ 
gŅĩūőĂ ĆĢ łŅĩƈőŉ͡ ġaŅgĆĢŉ 
aĢd ŉĂaŅeĂĩědeŅ ŪaěŖe͠

PeŅfĩŅġaĢce
TĂe CĩġłaĢűΎŉ geaŅĆĢg 
ŉőŅeĢgőĂeĢed fŅĩġ ̨̨̬͠ ĆĢ 
̨̪̩̪-̩̫ őĩ ̨̨̩͠ ĆĢ FY̨̪̩̯-̩̰͠

̨̪
̩̬

΅̩
̭
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̨͠
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̨̪
̩̮

΅̩
̯

̨͠
̨̨

̨̫

̨̪
̩̯

΅̩
̰

̨͠
̨̩

PROFIT BEFORE TAX
(H cŅĩŅeʹ

DeƈĢĆőĆĩĢ
WĂaő őĂe CĩġłaĢű eaŅĢed 
afőeŅ dedŖcőĆĢg aěě eŰłeĢŉeŉ 
befĩŅe őaŰ͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ ġeaŉŖŅe Ćŉ aĢ ĆĢdeŰ 
ĩf őĂe CĩġłaĢűΎŉ ŉŖŅłěŖŉ 
befĩŅe accĩŖĢőĆĢg fĩŅ 
cĩŅłĩŅaőe ĆĢcĩġe őaŰ͠

PeŅfĩŅġaĢce
TĂe CĩġłaĢűΎŉ łŅĩƈő 
befĩŅe őaŰ ĆĢcŅeaŉed ̪̪̮̬͠% 
ĆĢ FY̨̪̩̯-̩̰ fĩěěĩūĆĢg 
ĆĢcŅeaŉed deġaĢd acŅĩŉŉ 
őĂe ěaŉő őūĩ ńŖaŅőeŅŉ ĩf 
FY̨̪̩̯-̩̰͠

̨̪
̩̬

΅̩
̭

̭̭
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̮

̨̪
̩̭
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̮

̯
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̪
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̨̪
̩̯

΅̩
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̨̩
̭͠

̬̮

EARNINGS PER 
SHARE (Hʹ

DeƈĢĆőĆĩĢ
TĂe łŅĩƈő afőeŅ őaŰ dĆŪĆded 
bű őĂe ĢŖġbeŅ ĩf ūeĆgĂőed 
eńŖĆőű ŉĂaŅeŉ ĩŖőŉőaĢdĆĢg͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ ġeaŉŖŅe Ćŉ aĢ ĆĢdeŰ 
ĩf őĂe CĩġłaĢűΎŉ eaŅĢĆĢgŉ 
całabĆěĆőű ƈěőeŅĆĢg dĩūĢ őĩ 
őĂe ŉĂaŅeĂĩědeŅ ěeŪeě ūĂĆcĂ 
caĢ be eaŉĆěű cĩġłaŅed ūĆőĂ 
ŉecőĩŅ łeeŅŉ͠

PeŅfĩŅġaĢce
TĂe CĩġłaĢűΎŉ EPS 
ŉőŅeĢgőĂeĢed fŅĩġ H̨̩̩̪͠ 
ĆĢ FY̨̪̩̮-̩̯ őĩ H̩̪̱̭͠ ĆĢ 
FY̨̪̩̯-̩̰͠

̨̪
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΅̩
̭

̯̮͠
̮

̨̪
̩̭
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̯
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΅̩
̰

̩̪
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̭

OPERATING MARGIN 
MOVEMENT ͳόʹ

DeƈĢĆőĆĩĢ
TĂe ġĩŪeġeĢő ĆĢ łeŅceĢőage 
łĩĆĢőŉ ĆĢ łŅĩƈő befĩŅe 
ĆĢőeŅeŉő͡ dełŅecĆaőĆĩĢ͡ 
eŰcełőĆĩĢaě Ćőeġŉ aĢd őaŰ 
dĆŪĆded bű őĂe CĩġłaĢűΎŉ 
ŅeŪeĢŖeŉ aĢd eŰłŅeŉŉed aŉ a 
ġaŅgĆĢ͠

WĂű ūe ġeaŉŖŅe
TĂĆŉ ġĩŪeġeĢő eŉŉeĢőĆaěěű 
ĆĢdĆcaőeŉ ūĂeőĂeŅ őĂe 
bŖŉĆĢeŉŉ Ćŉ becĩġĆĢg ġĩŅe 
eƆcĆeĢő ĩŅ Ģĩő͠

PeŅfĩŅġaĢce
TĂe CĩġłaĢűΎŉ ĩłeŅaőĆĢg 
łŅĩƈő ġaŅgĆĢ ĆĢcŅeaŉed bű 
̩̰̩̩όĆĢ őĂe ěaŉő őeĢ űeaŅŉ 
eĢdĆĢg FY̨̪̩̯-̩̰ ͳőĂe 
ġaŅgĆĢŉ caĢĢĩő be ŉőŅĆcőěű 
cĩġłaŅed fĩěěĩūĆĢg a Ņecaŉő 
ĆĢ ŅeŪeĢŖe őŅeaőġeĢőʹ͠
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̩̬

΅̩
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AT LA OPALA, AN EMPTY RETAIL SHELF IS 
A LOST CUSTOMER. OVER THE YEARS, WE 
HAVE ENSURED THAT OUR PRODUCTS 
ARE ALWAYS AVAILABLE AND VISIBLE.

΍AŅŅe bĂaĆ ŉaĂĆb͡ gĂaŅ ġe Ģaűa ėĆőcĂeĢ baĢ ŅaĂa ĂaĆ͠ KŖcĂ 
acĂcĂe baŅőaĢ dĆėĂaaĆűűega͠Ύ

΍MadaġĔĆ͡ baŅőaĢ ėa ŹaġaĢa gaűa͠Ύ

΍Gaűa ġaőěabͧΎ

΍ZűaadaͿőaŅ ěĩg aaĔͿėaě La Ołaěa ġe ałĢa ėĂaĢa ėĂaaőaű 
hain.’

΍La OłaěaͧΎ

΍BĆěėŖě͠ DĆėĂaaĩĩĢͧΎ

΍AcĂcĂa͡ dĆėĂaĆűűe͠Ύ

΍YeĂ deėĂĆűe͠ Pěaőe͠ CŖł͠ DĆĢĢeŅ ŉeő͠ Cĩƅee cŖł͠ DĆĢĢeŅ ŉeő͠ 
SĩŖł ŉeő͠ Bĩūě͠ Jĩ ŉĩcĂĆűe͡ ūĩĂ ĂaaŹĆŅͥΎ

΍Baał Ņe͠ YeĂ őĩ ėaġaaě ėa ŅaĢge ĂaĆ͠ CĂaěĆűe ̮ piece dinner 

ŉeő ŉe ŉĂŖŅŖ ėeeĔĆűe͠Ύ
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AT LA OPALA, WE BELIEVE THAT THE 
FIRST RULE OF BRAND POPULARITY IS TO 
NEVER BE TOO FAR FROM A CUSTOMER.

΍Kaě Ņaaő ėe łaŅőű ėe ěĆűe dĆĢĢeŅ ŉeő ėĂaŅeedĢĆ ĂaĆ͠Ύ

΍Uŉėe ěĆűe őĩ baĂŖő dĩĩŅ ĔaaĢa ładega ΁ ūĂĩěeŉaěe ġaŅėeő ėe 
paas.’

΍DĩĩŅ ėűŖĢͧ CĂaěĩ łaaŉ ėe ġaěě ġe cĂaěőe ĂaĆĢ͠Ύ

΍Maěě ġe dĆĢĢeŅ ŉeő ġĆěegaͧΎ

΍KűŖĢ ĢaĂĆĢͧ AĢcĂĩŅ ŉőĩŅe ġe La Ołaěa ėa ĔĆőĢa ŉőĩcė 
chaahiye milega.’

΍PŖccaͧΎ

΍EėdŖġ łŖcca͠Ύ

΍CĂaěĩ͠ Gĩĩd ĆdeaͥΎ
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AT LA OPALA, WE PRIDE ON OUR 
PRICES Ά THEY ARE AMONG THE MOST 
AFFORDABLE ONE CAN FIND FOR 
ORGANISED TABLEWARE IN INDIA TODAY.

΍BabŖ͡ ŹaŅa ūĩĂ dĆĢĢeŅ ŉeő dĆėĂaĢaͥΎ

΍YeĂ ěeeĔĆĆűe͡ beĂeĢĔĆ͠Ύ

΍Baał Ņe͡ űeĂ őĩ baĂŖő ġeĂeĢga Ăĩga͠Ύ

΍YeĂ bŅaĢd dĆėĂőa ĂaĆ ġeĂeĢga ΁ ěeėĆĢ ĂaĆ ĢaĂĆ͠Ύ

΍MaőěabͧΎ

΍BeĂeĢĔĆ͡ űaĂĆ ĂaĆ La Ołaěa ėa ėaġaaě͠ QŖaěĆőű ġe ƈŅŉőͿcěaŉŉ͠ 
Daaġ ġe eėdŖġ aƅĩŅdaběe͠Ύ

΍YeĂ ėaĆŉeűͧΎ

΍YaĂĆ őĩ ĂaĆ La Ołaěa ėĆ ėĂaaŉĆűaő͠ AƅĩŅdabĆěĆőű ġe 
cĂaġłĆĩĢͥΎ
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In ̨̨̪̰, La Opala commissioned a state of the art 
new manufacturing plant in Sitargunj.

TĂĆŉ facĆěĆőű ūaŉ ġaŅėed bű cŖőőĆĢgͿedge aŖőĩġaőed 
European technologies that enhanced quality on the 
one hand and moderated costs on the other.

Aŉ ńŖaěĆőű eĢĂaĢced ĩƅőaėe͡ őĂe CĩġłaĢű eĢĂaĢced 
its manufacturing capacity, setting into motion a 
ŪĆŅőŖĩŖŉ cűcěe͠
The Company enhanced its Sitargunj capacity in ̫ 
ŉŖcceŉŉĆŪe ŅĩŖĢdŉ Ϳ fŅĩġ ̬,̨̨̨ TPA to ̨̪,̨̨̨ TPA.

TĂe ŅeŉŖěő Ćŉ őĂaő La OłaěaΎŉ őaběeūaŅe całacĆőű Ćŉ őĂe 
ěaŅgeŉő ĆĢ IĢdĆa aĢd Ćőŉ ńŖaěĆőű Ćŉ cĩġłaŅaběe ūĆőĂ 
őĂe ƈĢeŉő ĆĢ őĂe ūĩŅěd ͳūĆőĂĆĢ Ćőŉ łŅĆce ŉegġeĢőʹ͠
TĂe ŅeŉŖěő ĩf őĂĆŉ łŅŖdeĢő ałłŅĩacĂ Ăaŉ beeĢ a 
ŉŖŉőaĆĢed gŅĩūőĂ ĆĢ őĂe ĩƅőaėe ĩf őĂe CĩġłaĢűΎŉ 
bŅaĢdŉ͡ cŅeaőĆĢg őĂe baŉe fĩŅ ŉŖbŉeńŖeĢő ěĩūͿcĩŉő 
eŰłaĢŉĆĩĢŉ͠

Widening the moat. Strengthening competitiveness.

LA OPALA IS ABOUT  
PROVIDING THE

HIGHEST 
VALUE
TO CUSTOMERS

La Opala introduced two new collections (Quadra and 
SĩŪŅaĢaʹ ĆĢ őĂe ěaŉő ńŖaŅőeŅ ĩf ̨̪̩̮-̩ .̯

TĂe ěaŉő ƈĢaĢcĆaě űeaŅ ūaŉ őĂe ƈŅŉő őĆġe őĂaő őĂeŉe 
products enjoyed a full year of operations.

TĂeŉe łŅĩdŖcőŉ ūeŅe ěaŖĢcĂed őĩ łŅĩŪĆde aŉłĆŅĆĢg 
customers a top-end product choice from the same 
company – a one-stop solution.

TĂe QŖadŅa aĢd SĩŪŅaĢa ŉeŅĆeŉ ūeŅe łŅĆced ĂĆgĂeŅ őĂaĢ 
őĂe łŅeŪaĆěĆĢg aŪeŅage ĩf őĂe ĩőĂeŅ La Ołaěa bŅaĢdŉ͠
EŪeĢ aŉ őĂeŉe łŅĩdŖcőŉ ūeŅe łŅĆced ĂĆgĂeŉő ūĆőĂĆĢ őĂe 
cĩġłaĢűΎŉ łŅĩdŖcőŉ ġĆŰ͡ őĂeű geĢeŅaőed ĩŖőŉőaĢdĆĢg 
traction.

ReŪeĢŖeŉ fŅĩġ őĂeŉe cĩěěecőĆĩĢŉ ĆĢcŅeaŉed ŉĆgĢĆƈcaĢőěű 
dŖŅĆĢg őĂe űeaŅ ŖĢdeŅ ŅeŪĆeūͣ őĂeĆŅ cĩĢőŅĆbŖőĆĩĢ őĩ őĂe 
cĩġłaĢűΎŉ łŅĩƈőŉ ĆĢcŅeaŉed ġĩŅe őĂaĢ łŅĩłĩŅőĆĩĢaőeěű͠

EŉőaběĆŉĂĆĢg a fĩŖĢdaőĆĩĢ fĩŅ eĢĂaĢced łŅĩƇőabĆěĆőű͠

LA OPALA IS ABOUT 
EXPLORING DARING

UNCHARTED 
SPACES
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TĂe bĆg ńŖeŉőĆĩĢ őĂeĢ Ćŉ͢ ūĂaő Ăaŉ cĂaĢgedͧ 
WĂű Ćŉ őĂe cĩġłaĢű eĢgaged ĆĢ aĢ aggŅeŉŉĆŪe 
eŰłaĢŉĆĩĢ ĆĢ całacĆőűͧ WĆěě őĂĆŉ eŰłaĢŉĆĩĢ 
cĩġłŅĩġĆŉe őĂe ŉőŅeĢgőĂ ĩf őĂe BaěaĢce SĂeeőͧ
Permit to answer my own questions in sequence.

TĂe ĩĢe őĂĆĢg őĂaő Ăaŉ cĂaĢged eŪeŅ ŉĩ gŅadŖaěěű͡ bŖő eŪeŅ 
ŉĩ ŪĆŉĆběű aŉ ūeěě͡ Ćŉ őĂe ěĆfeŉőűěe őŅaĢŉfĩŅġaőĆĩĢ ĆĢ IĢdĆa͠ 
There was a time when ‘lifestyle transformation’ largely 

concerned the rich and famous. Interestingly, these words 

aŅe Ģĩū ŅeěeŪaĢő fĩŅ ġĩŉő IĢdĆaĢŉ͡ eŪĆdeĢő ĆĢ őĂe ńŖaěĆőű 
ĩf őĂeĆŅ ŉġaŅőłĂĩĢe͡ őĂe cĩěĩŖŅŉ ĩf őĂeĆŅ cěĩőĂeŉ͡ őĂe ƈěġŉ 
őĂeű ūaőcĂ aő Ăĩġe͡ őĂe ġeŉŉageŉ őĂeű eŰcĂaĢge͡ őĂe 
ŅeŉőaŖŅaĢőŉ őĂeű ŪĆŉĆő͡ őĂe łěaceŉ ūĂeŅe őĂeű őaėe ĂĩěĆdaűŉ͡ 
őĂe ūaű őĂeű bĩĩė ƈěġ őĆcėeőŉ aĢd őĂe běĩgŉ őĂeű Ņead͠

WĆőĂ ŉŖcĂ eŰőeĢŉĆŪe 
őŅaĢŉfĩŅġaőĆŪe Ćġłacő͡ Ćő Ćŉ 
not surprising for the change 

őĩ eŰőeĢd őĩ őĂe ūaű łeĩłěe 
eat as well. There was a time 

ūĂeĢ łeĩłěe aőe ĩƅ ŉőaĆĢěeŉŉ 
ŉőeeě łěaőeŉ becaŖŉe őĂeű ěaŉőed 
ěĩĢgeŅ aĢd ūeŅe ŖĢbŅeaėaběe͠ 
Gradually people changed; they 

gŅadŖaőed beűĩĢd őĂe ΍becaŖŉe 
Ćő ūĩĢΎő bŅeaė ġĆĢdŉeőΎ őĩ ΍I 
ūaĢő őĩ be ŉeeĢ eaőĆĢg ĆĢ a 
plate that enhances my self-

eŉőeeġ aĢd Ćf Ćő bŅeaėŉ I caĢ 
always go and get a new one.’

TĂeŅe aŅe a ĢŖġbeŅ ĩf ŅeaŉĩĢŉ 
for this shift in the mindset 

beűĩĢd ūĂaő I ĂaŪe aěŅeadű 
ŉőaőed͠ HĩūeŪeŅ͡ őĂe ĩĢe 
factor that most would not 

eŪeĢ be aūaŅe ĩf Ćŉ őĂaő őĂe 
cĩŉő ĩf őaběeūaŅe Ăaŉ decěĆĢed 
ŉŖbŉőaĢőĆaěěű ĆĢ IĢdĆa ĩŪeŅ őĂe 
last decade – in real terms. 

When one factors the reality 

őĂaő ĆĢcĩġeŉ ĂaŪe ĆĢcŅeaŉed 
ŉĆgĢĆƈcaĢőěű ĆĢ őĂe ěaŉő decade͡ 
őĂe Ņeaě cĩŉő ĩf őaběeūaŅe Ćŉ 
now so inconsequential in 

őĂe ĩŪeŅaěě ĆĢcĩġeŉ͡ őĂaő őĂe 
shift from stainless steel or 

ġeěaġĆĢe ĩŅ bĩĢe cĂĆĢa őĩ 
opalware is such a foregone 

conclusion that it is almost 

őaėeĢ fĩŅ gŅaĢőed͠

TĂĆŉ Ćŉ łŅĩbaběű őĂe bĆggeŉő 
őŅaĢŉfĩŅġaőĆĩĢ őĂaő Ăaŉ őaėeĢ 
place within the country’s 

őaběeūaŅe ŉecőĩŅ acŅĩŉŉ őĂe 
last decade. From a time when 

the product was considered 

higher middle-class to a time 

ūĂeĢ őaběeūaŅe Ćŉ cĩĢŉĆdeŅed 
ūĆdeěű deġĩcŅaőĆc Ćŉ łŅĩbaběű 
őĂe bĆggeŉő cĂaĢge őĩ ĂaŪe 
transpired. 

I am proud to state that a 

cĩġłaĢű ěĆėe La Ołaěa RG 
LĆġĆőed Ăaŉ facĆěĆőaőed ΁ eŪeĢ 
accelerated – this transition. 

The Company continuously 

eŰłaĢded całacĆőű͡ addŅeŉŉed 
őĂe bŖěge ĩf őĂe ġaŅėeő͡ 
graduated preferences, grew 

Ćőŉ łŅeŉeĢce bĩőőĩġͿŖł fŅĩġ 
ŉeġĆͿŖŅbaĢ IĢdĆa͡ adŪeŅőĆŉed 
ŅeěeŪaĢőěű aĢd łŅĆced aƅĩŅdaběű 
– all the ingredients that helped 

Ćő gŅĩū őĂe ġaŅėeő aĢd accĩŖĢő 
for a disproportionate share.

TĂe ŅeŉŖěő Ćŉ ĆĢ őĂe ĢŖġbeŅŉ͠ 
The Company accounts for a 

̮̭% share of the organised 

ĩłaěūaŅe ġaŅėeő ĆĢ őĂe 
country. The Company had 

ałłŅĩŰĆġaőeěű H̨̨̪ crore of 

fŅee caŉĂ ŉĆőőĆĢg ĩĢ Ćőŉ bĩĩėŉ 
as on ̫̩st March ̨̪̩̰. The 

CĩġłaĢű Ćŉ debőͿfŅee͠ TĂe 

Company created a family 

ĩf bŅaĢdŉ őĩ addŅeŉŉ dĆŪeŅŉe 
customer preferences. The 

CĩġłaĢűΎŉ dĆŉőŅĆbŖőĆĩĢ 
ĢeőūĩŅė ūaŉ aőőŅĆőĆĩĢͿfŅee͠ TĂe 
CĩġłaĢűΎŉ ėĢĩūěedge całĆőaě 
(people) remained protected. 

These realities inspire 

the optimism that the 

company addresses a sea of 

opportunities. As more Indian 

aŉłĆŅe őĩ a beőőeŅ ġeaěͿőaběe 
eŰłeŅĆeĢce͡ La Ołaěa ūĩŖěd be 
beŉőͿłěaced őĩ całĆőaěĆŉe͠

IĢ ŪĆeū ĩf őĂeŉe ŅeaěĆőĆeŉ aĢd 
ŅeaŉĩĢŉ͡ I beěĆeŪe őĂaő ĩŖŅ ŉőĩŅű 
Ćŉ ĩĢěű ŉőaŅőĆĢg ĩŖő͠ TĂe beŉő Ćŉ 
űeő őĩ be͠ 

MŅ͠ A C CĂaėŅabĩŅőőĆ͡ 
Chairman

The Company had 
ałłŅĩŰĆġaőeěű

H̨̨̪ crore  
of free cash sitting 
ĩĢ Ćőŉ bĩĩėŉ aŉ ĩĢ 
̫̩st March ̨̪̩̰.

I WRITE THIS AT AN EXCITING TIME FOR THE 
COMPANY. NEVER BEFORE HAS LA OPALA RG LIMITED 
JUST COMPLETED ONE EXPANSION OF ̨̨̨̬TPA AND 
IMMEDIATELY ANNOUNCED ANOTHER. NEVER HAS 
THE COMPANY INVESTED IN AS LARGE A CAPACITY 
INCREMENT AS IT IS PRESENTLY DOING, WHICH 
SHOULD BE COMMISSIONED BY THE SECOND HALF 
OF THE NEXT FINANCIAL YEAR.

THE 
CHAIRMAN’S 
OVERVIEW
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