
Ashiana Housing Ltd — Aug 2024 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

The punchline. Read this first — it frames everything below.

Result: Weak Miss (Operational) | Accounting Beat (Cash Flow) One-line: Q1 was an "accounting gap" quarter

where legacy low-margin deliveries caused a P&L loss, but the core thesis remains intact as pre-tax operating

cash flow stayed robust and Gurugram/Bhiwadi demand indicators improved.

Dimension This Quarter Signal / Evidence Sentiment

Beat/Miss vs Guidance /

Prior Quarter
Miss

Presales of ₹235.32 Cr is ~12% of FY25 guidance; Q4

was ₹862.54 Cr.
🟡

Earnings Quality Low (P&L) / High (CF)
P&L hit by ₹5.45 Cr loss; however, Pre-tax OCF of ₹74.92

Cr remains 32% of sales value.
🟢

Guidance Confidence Neutral
Maintaining ₹2,000 Cr target requires ₹588 Cr/qtr run-rate;

heavily dependent on Amarah Ph 4.
🟡

Management Credibility Strong
Transparent regarding Shubham cost overruns and the

anticipated loss in Q2.
🟢

Business Quality Signal Improving
Pivot to Senior Living (SL) accelerating; Bhiwadi market

finally showing pricing power.
🟢

Key Q&A Exchange
Q# 1 + Senior Living

Strategy

Mgmt explained the Shubham margin hit as "learning

costs" for a new city/legacy project.
🟡

The Street's Primary

Anxiety
Margin Volatility

Lumpy revenue recognition; Street worried about "locked-

in" low-margin legacy projects.
🟡

Capital Cycle Stage Reinvestment
Active search for SL land in Bangalore/Mumbai;

conserving cash (no QIP needed).
🟢

Margin / Return Ratio

Trajectory
Deteriorating (Temp)

Reported PAT Margin -4.24% vs 8.63% FY24; recovery

expected in H2.
🔴

Pricing Power Expanding
Amarah Ph 4 realizations expected 25% higher than Ph 3;

Bhiwadi prices also rising.
🟢

FCF Conversion & Quality Strong
Positive OCF despite P&L loss; customers effectively

funding construction.
🟢

Competitive Moat Signals Widening
Explicit rejection of "hybrid" SL models; sticking to

specialized ecosystem moat.
🟢

Balance Sheet Strength Strong
Debt/Equity stable at 0.17x; high visibility on ₹1,706 Cr

future collections.
🟢

Working Capital Efficiency Stable High customer advances buffer the P&L volatility. 🟢

Mgmt Guidance Track

Record
Reliable

Historically deliver in H2; HSIIDC land slip to Q1FY26 is a

minor execution delay.
🟡

Key Vulnerability / Red

Flag

Regional

Concentration

Revenue recognition remains highly sensitive to single-

project delivery timelines.
🔴

Management Tone Disciplined
Conservative on land prices; focused on maximizing price

over velocity.
🟢



Key Takeaways: * Positives: AHL’s cash flow generation (₹74.92 Cr pre-tax OCF) remains decoupled from its

lumpy P&L, signaling strong business health. The Bhiwadi market, long a laggard, showed its "best two quarters

in the longest time," providing a second growth engine alongside Gurugram. Realization discipline is high; mgmt

is raising prices by 25% in Gurugram even if it slows velocity, prioritizing profitability. * Negatives: The Q1 loss of

₹5.45 Cr highlights the risk of AHL's "delivery-based" accounting, where legacy projects with cost overruns

(Chennai Shubham) can mask current operational strength. One-off costs (incentives/interest) further dragged

performance. * Street Concern: Analysts pressed on the inconsistency of quarterly revenues. Management

reframed this as an unavoidable reality of the RERA delivery cycle, urging a focus on "Economic Profit" and

yearly numbers. * Forward Watchpoint: Conversion of Amarah Phase 4 Expression of Interests (EOIs) into

bookings in late August/September is the make-or-break event for the FY25 ₹2,000 Cr sales target.

2. BUSINESS PERFORMANCE

2A. KEY METRICS DATA SOURCE: PPT figures used as primary source. Concall used for Mgmt Commentary

and one-off details.

Metric
Current Qtr

(Q1FY25)

YoY

Change

QoQ

Change
Trend Mgmt Commentary

Presales (₹ Cr) 235.32 ↓ 46.1% ↓ 72.7% ↓
Mix Driven: No major Gurugram launch in Q1;

Q4 had Amarah Ph-3 (₹440 Cr).

Equivalent Area

Const. (L-sqft)
4.91 ↑ 12.9% ↓ 29.6% ↓

Seasonal labor migration/monsoon impact;

FY25 target is 25-26 L-sqft.

Pre-tax Operating CF

(₹ Cr)
74.92 ↓ 9.9% ↓ 18.7% ↓

Strong Quality: CFO-to-Sales Value is high

(32%); 13.7x higher than PAT.

Realization/sqft (₹) 5,315 ↓ 20.5% ↓ 34.6% ↓
Mix Shift: Lack of Gurugram sales (₹10k+ psf)

dragged avg down.

Revenue Potential

Locked (₹ Cr)
1,706.76 N/A ↓ 6.4% ↓

Area booked remaining to be received (vs

₹1,823 Cr in Q4).

Revenue (₹ Cr) 128.51 ↓ 0.6% ↓ 56.7% ↓
Driven by lumpy deliveries in Chennai

Shubham.

PAT (₹ Cr) (5.45) ↓ 150.1% ↓ 131.4% ↓
One-offs: Staff incentive (₹2.7 Cr) and interest

for delay (₹0.92 Cr).

Land Bank

(Estimated Area)
52.30 L-sqft N/A → → Total across Jaipur, Gurugram, Bhiwadi.

D/E Ratio 0.17 → → → Maintained low leverage despite reinvestment.

2B. SEGMENT BREAKDOWN



Segment
Area Booked

(L-sqft)

% of Q1

Sales

Realization (₹/

psf)
Trend

vs Co.

Avg
Key Development

Jaipur 1.74 39% ~5,200 ↑ -2.2%
ONE44 Phase 2 launched; Ekansh

remains steady.

Bhiwadi 1.38 31% ~4,200 ↑ -21.0%
Vindicated: Best quarters in years;

Advik Ph-2 launched.

Pune 0.76 17% ~5,800 → +9.1% Malhar Ph-3 launch expected in Q2.

Chennai 0.31 7% ~6,000 ↑ +12.9%
Shubham Ph-5 pricing increased

significantly.

Gurugram 0.03 1% N/A ↓ N/A
Inventory exhausted in Ph 1-3; Ph 4

launch in Q2.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Dimension Category
Management Target /

Claim

Required Run-Rate /

Mathematical Feasibility

Historical

Delivery
Risk Flag

Guidance
Revenue

(Presales)
₹2,000 Cr for FY25

Needs ₹588 Cr/qtr for next 3

qtrs. (Q1 was only ₹235 Cr).

Delivered FY24

target.

Moderate

(Launch timing)

Guidance
Volume

(Const.)

25-26 Lakhs sq. ft.

FY25

Needs ~7 L-sqft/qtr. (Q1 was

4.91).

Delivered 20.68 in

FY24.
Low

Guidance Margins
Reported profit for full

year FY25

Requires heavy deliveries/

high-margin mix in H2.

Lumpy but

directional.
Moderate

Strategy
Senior Living

Mix

Accelerating BD in

Bangalore/Panvel

Target 1,000 units/year in 4-5

years.

No. 1 SL brand 7

yrs in a row.
Low

Strategy
Capital

Allocation
Economic ROE > 15%

Needs Amarah cash flows to

reinvest in high-yield SL.

First-ever buyback

in FY23.
Low

Macro
Industry

Dynamics

Land prices

"plateauing"

Mgmt refusing to overbid in

Greater Noida.

Disciplined

historically.
Low

Balance Debt Target
Conservative / Cash

Rich

D/E at 0.17x; Net Cash

positive.

Consistently low

debt.
Low



4. ANALYST Q&A



Q# Rel.
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded /

Not

Addressed

Cred. Verdict

1 4.5
Harsh

Beria

Margin

Compression
Financials

"Why are

you making

lower gross

margin in

senior living

projects

[Shubham]?"

Management

attributed the

low margins to

legacy 2015

land costs,

learning costs

in a new city,

and

environmental

compliance

overruns. This

confirms the

P&L hit is

project-specific

and shouldn't

bleed into

newer SL

projects like

Vatsalya where

realizations are

~₹1,300/sqft

higher.

None 4.5
Validated

volatility

2 3.5
Harsh

Beria
Sales Quality

Business

Overview

"Why do we

have

negative

sales in

ONE44 and

Surbhi?"

ONE44 saw

Q4 launch

cancellations

within the 30-

day window,

while Surbhi

involved

clearing old

investor

inventory.

These are one-

off technical

adjustments

and do not

signal a

collapse in

underlying

demand for

current

phases.

None 4.0
Technical

cleanup

3 4.0

Manu

Rishi

Guptha

Rev. Timing Financials

"Why are our

revenues

quite

inconsistent

quarter after

quarter?"

Management

explained that

RERA delivery

bunching in

specific

quarters

creates P&L

noise that

doesn't reflect

actual

None 5.0

Specificity

on

lumpiness



Q# Rel.
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded /

Not

Addressed

Cred. Verdict

business

economics.

Long-term

investors must

shift focus to

Year-on-Year

metrics and

operating cash

flows to judge

business

health.

4 4.0

Manu

Rishi

Guptha

Cycle Risk
Management

Outlook

"Could we

be saddled

with a large

inventory

during the

next

downturn?"

AHL is limiting

unsold

inventory (only

14 L-sqft

unsold vs 68 L-

sqft launched)

and pivoting to

Senior Living,

which mgmt

claims is less

cyclical. This

risk mitigation

strategy

protects the

balance sheet

from the 11 L-

sqft "drag"

experienced in

the last

downturn.

None 4.5
Risk

mitigation

5 5.0 Shivam
Gurugram

Alpha

Business

Overview

"Are

realizations

[Amarah Ph

4] better

from the

previous

phase

launches?"

Management

confirmed Ph 4

realizations will

be ~25%

higher than Ph

3, as they are

now

"maximizing

price over

velocity." This

is a massive

margin lever;

even if sales

take longer to

book, the

terminal

profitability of

the Gurugram

project has

materially

increased.

None 5.0
Thesis-

defining



Q# Rel.
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded /

Not

Addressed

Cred. Verdict

6 4.5

Manu

Rishi

Guptha

Bengaluru

BD

Capex and

Allocation

"When are

you planning

to actually

break ground

in

Bengaluru?"

One term

sheet failed in

diligence, but

another is

active; mgmt

views

Bengaluru as a

"great market

for senior

living." This

geographic

diversification

is the critical

next step for

the thesis to

move beyond

the NCR-

Jaipur corridor.

Specific

timeline
3.0

Strategic

intent

7 4.0

Manu

Rishi

Guptha

Leverage Financials

"Do you see

the same

quality of

balance

sheet...

without debt

becoming an

issue?"

AHL is

comfortable

taking "a little

more leverage"

given visibility

on ₹1,700 Cr

future

collections but

will remain

conservative

vs industry.

Increased

leverage will

likely fund the

Bengaluru/

Mumbai SL

pivot,

accelerating

ROE

expansion.

None 4.5
Quantified

comfort

8 4.5
Rishi

Singhal

Competitive

Moat
Strategy

"Max Antara

or anyone

else... there

is a very big

gap. Ashiana

can easily fill

that gap."

AHL is

launching

"Ashiana

Swarang" in

Q3 to target

the

sophisticated/

premium SL

segment, filling

the gap below

luxury players

like Max. This

allows AHL to

utilize its

None 5.0
Specific

gap-fill



Q# Rel.
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded /

Not

Addressed

Cred. Verdict

execution

scale to

capture higher

margins

without the

high risk of the

ultra-luxury

segment.

9 3.5
Rishi

Singhal

Land

Bubbles

Management

Outlook

"Are you

watching the

wave... more

downwards

[to Tier 2/3

cities]?"

Management

argued that

cycles are

decoupled by

city; while

Gurugram/

Bhiwadi are

up,

Ahmedabad is

hearing of

delays. This

supports AHL's

multi-location

strategy as a

hedge against

a slowdown in

any single

metropolitan

micro-market.

None 4.0
Market

decoupling

10 3.0
Prem

Khurana

Execution

Delay

Management

Outlook

"HSIIDC

land parcel...

are we on

track to have

that come

through in

this year?"

Project is off

track and will

likely slip to

Q1FY26 due to

approval

delays. While a

negative for

FY25 volume,

the 2x jump in

land values

since

acquisition

makes this a

high-margin

"stored value"

asset.

None 4.0
Delay

conceded

PATTERN FLAGS & SENTIMENT Analyst anxiety centered on AHL’s quarterly P&L lumpiness and the 

sustainability of Gurugram growth. Management responded with high confidence, framing the Q1 loss as an

accounting artifact of legacy projects (Shubham) and the lack of Gurugram sales as a temporary pause before

launching Phase 4 at a 25% price premium. The concern over land bubbles was addressed through AHL's

refusal to participate in "irrationally exuberant" bidding in Greater Noida, reinforcing their reputation for capital

discipline.



Analyst Sentiment Verdict: 🟢 Positive (Long-term). While the quarterly loss was a headline negative, analysts

were heartened by the recovery in the Bhiwadi market and the aggressive pricing power being exercised in

Gurugram. The primary friction point—lumpy revenue—is being increasingly accepted as a characteristic of

AHL’s conservative accounting rather than a fundamental flaw. The key unresolved risk is the exact timing of the

Bangalore SL launch, which is needed to prove the model's scalability outside the North.

GUIDANCE GAPS REVEALED IN Q&A | Topic | What Mgmt Claimed (Opening / Prior Q) | What Q&A Revealed

| Gap / Walk-back | Risk to Thesis | | :--- | :--- | :--- | :--- | :--- | | HSIIDC Land | Expected launch in FY25 | Slipping

to Q1FY26 | Approval delay | Low; land value appreciation compensates for time value. | | Shubham Margins |

Not previously flagged as "low margin" | Legacy cost overruns admitted | Learning curve hit in Chennai | Low;

isolated to legacy phases. |

5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q4FY24) This Quarter (Q1FY25) Direction

Sales Value ₹862.54 Cr ₹235.32 Cr ↓

P&L Profitability ₹17.38 Cr PAT (₹5.45 Cr) Net Loss ↓

Realization/sqft ₹8,134 ₹5,315 ↓

Bhiwadi Sentiment Recovering "Best in a long time" ↑

Gurugram Pricing High (Amarah Ph 3) Target +25% (Amarah Ph 4) ↑

CFO-to-PAT Divergence 5.3x PAT PAT is Negative; OCF Positive ↑

One-off Costs Nil ₹3.62 Cr (Incentives + Interest) ↓

Wait-list Strategy Sell out at launch "Ambivalent to selling out" / Price max ↑

CFO-to-PAT Quality Check: Q1 Pre-tax OCF of ₹74.92 Cr versus a PAT loss of ₹5.45 Cr. This massive

divergence is the working capital lever of Customer Advances: AHL is collecting significant cash from

projects like Amarah and Advik that are selling well, even as it recognizes lumpy P&L losses from delivering

older phases. The cash engine is far superior to the accounting engine this quarter.

Growth Attribution: Q1 growth was non-existent on a QoQ basis due to lack of launches. However,

compared to Q3FY24 (the last "no-launch" quarter of ₹173 Cr), the ₹235 Cr presales represent an underlying

volume/price improvement in base projects (Bhiwadi/Jaipur).

• 

• 


	1. VERDICT & BUSINESS QUALITY SNAPSHOT
	2. BUSINESS PERFORMANCE
	3. MANAGEMENT OUTLOOK & EXECUTION TRACKER
	4. ANALYST Q&A
	5. WHAT CHANGED vs PRIOR QUARTER

