
Hindware Home Innovation Ltd — May 2026 Quarterly Analysis

1. VERDICT & BUSINESS QUALITY SNAPSHOT

Result: Inline to Slight Beat (Operational) One-line: The long-term thesis is reinforced by a structural turnaround

in Bathware profitability and disciplined portfolio pruning in Consumer Appliances, though execution in the Pipes

segment remains sensitive to raw material volatility and inventory management errors.

Dimension This Quarter Signal / Evidence Sentiment

Beat/Miss vs Guidance /

Prior Quarter
Inline

Bathware margins expanded +160bps YoY; Pipes missed

on Q4 margins due to inventory strategy.
🟡

Earnings Quality
Low (Distorted by

One-offs)

₹52.6 Cr impairment on Hintastica JV and business exit

costs masked core PBT growth.
🔴

Guidance Confidence Strong
Reaffirmed 15-20% growth for Bathware/Appliances; high-

double digit volume growth for Pipes.
🟢

Management Credibility Neutral to Strong
Transparent regarding the "miss" in Pipes inventory

strategy; executed promised business exits.
🟡

Business Quality Signal Improving
Bathware premiumization (Queo/Italian Collection) and WC

improvement (103 to 89 days).
🟢

Key Q&A Exchange Q#3 Margin Trajectory
Nirupam Sahay: Targeted 1-2% annual EBITDA expansion

in Bathware to reach mid-teens.
🟢

The Street's Primary

Anxiety
Pipes Margin Volatility

Mgmt admitted lean inventory prevented March price

capture; countered with 50% April growth.
🟡

Capital Cycle Stage
Consolidation /

Harvesting

Major capex (Roorkee) completed; focus shifts to debt

reduction and utilization.
🟢

Margin / Return Ratio

Trajectory
Improving

Bathware EBITDA margin hit 10.3% (FY26) vs 8.8%

(FY25); Appliances nearing EBITDA breakeven.
🟢

Pricing Power Expanding
Successful 15% faucet and 6-7% sanitaryware price hikes

in Q4/Q1 to offset brass/gas.
🟢

FCF Conversion & Quality Strong
Bathware WC reduction and Pipes expansion completion

enabling ₹150 Cr debt repayment target.
🟢

Competitive Moat Signals Widening (Brand)
1 Lakh plumbers on app; 500+ brand stores; top-3 market

position in Sanitary/Faucets.
🟢

Balance Sheet Strength Adequate
Net Debt at ₹708 Cr (Consol); Net Bank Debt/EBITDA is

improving as EBITDA grows 27%.
🟡

Working Capital Efficiency Improving Consolidated Bathware NWC days fell from 103 to 89 YoY. 🟢

Mgmt Guidance Track

Record
Mixed

Bathware/Consumer guidance met; Pipes volume/margin

hit by strategic inventory miscalc.
🟡

Key Vulnerability / Red

Flag

Related Party / JV

Impairment

₹35 Cr goodwill impairment in Hintastica JV suggests poor

capital allocation in past ventures.
🔴

Management Tone Confident yet Realistic
Bullish on April/May momentum (+50% in Pipes) but honest

about Q4 supply/inventory issues.
🟢



Sentiment: 🟢 Positive | Overall Verdict: The core thesis—Hindware as a premiumizing sanitaryware leader with

an improving consumer appliance tail—is intact. The primary disappointment (Pipes) is cyclical/operational

rather than structural.

Key Takeaways: * Positives: Bathware is firing on all cylinders with 10% revenue growth and significant margin

expansion (to 10.3%) despite a subdued macro environment. The "Designed for Sukoon" positioning and

premiumization (Queo) are driving higher ASPs. Consumer Appliances rationalization is nearly complete,

removing the "loss-making drag" of fans and air purifiers. * Negatives: The Pipes segment was caught "short"

on inventory during the March PVC price surge (₹68 to ₹114), resulting in a revenue shortfall and Q4 PBT loss of

₹10 Cr. The ₹52.6 Cr exceptional loss (impairment of Hintastica JV) highlights the friction involved in cleaning up

the legacy portfolio. * Street Concern: Analysts pressed on the sustainability of Bathware margins and the

Pipes recovery. Management responded with specific price hike data and April volume data (50% growth) to

prove the Q4 Pipes hit was a timing/inventory issue, not a demand issue. * Watchpoint: Execution of the

₹145-150 Cr debt repayment in FY27 to validate the FCF generation claim.

2. BUSINESS PERFORMANCE

2A. KEY METRICS

Metric
FY26

(Current)

YoY

Change

QoQ

Change (Q4)
Trend Mgmt Commentary

Revenue (₹ Cr) 2,510 -0.5% -3.5% →
Rationalization in Consumer and Pipes

inventory issues offset Bathware growth.

Gross Margin (%) Not Stated - - -
Bathware pricing power noted; Pipes GM hit by

resin volatility.

EBITDA (₹ Cr) 233 +27% +21% ↑
Higher quality mix in Bathware and lower

losses in Consumer Appliances.

EBITDA Margin % 9.3% +230 bps +20 bps ↑
Bathware reached 10.3%; Consolidated hit 9%

in Q4 vs 7% YoY.

PAT (₹ Cr)
~Loss/Near

Zero
↓ - ↓

Impacted by ₹52.6 Cr exceptional impairment

and business exit costs.

PBT (Excl.

Exceptional) (₹ Cr)
45

Positive

Swing
+150% ↑

Core profitability is recovering; FY25 was ₹-28

Cr.

ROCE (%) Not Stated - - -
Improving path as asset turns in Roorkee ramp

up.

Cash Flow (OCF) Not Stated - - ↑
Mgmt confirmed accruals being diverted to

₹150 Cr debt repayment.

Net Debt (Consol) (₹

Cr)
708 - - → Stable despite Roorkee capex completion.

Interest Coverage

(x)
Not Stated - - ↑ Improving as EBITDA grows +27% YoY.

Working Capital

(Bathware)
89 Days ↓ 14 Days ↓ 6 Days ↑

Tighter receivables and inventory

management.

2B. SEGMENT BREAKDOWN



Segment
Revenue (₹

Cr)

YoY

Growth

Margin

(EBITDA)
Trend

vs Co.

Avg
Key Development

Bathware 1,520 +10% 10.3% ↑ Above
Premiumization; 160bps margin expansion;

1 Lakh plumbers on app.

Pipes & Fittings 673 -10.3% 6.1% ↓ Below
Missed Q4 price rally due to lean inventory;

Roorkee commissioned Jan 30.

Consumer

Appliances
317

-21%

(adj)
-3.8% ↑ Below

Rationalization in progress; focus on

Kitchen/Hobs; EBITDA positive target Q1.

3. MANAGEMENT OUTLOOK & EXECUTION TRACKER

Dimension Category
Management Target /

Claim

Required Run-Rate /

Mathematical Feasibility
Historical Delivery

Risk

Flag

Guidance Revenue
Bathware: 15-20% growth

in FY27.

Needs ~₹1,800 Cr in FY27;

requires steady 18% YoY

growth.

Delivered 10% in FY26

(subdued year).
Low

Guidance Margins
Bathware: 1-2% EBITDA

expansion annually.

Target 11.5%-12.3% for

FY27.

Expanded 160bps in

FY26.
Low

Guidance Volume
Pipes: 14-15% volume

growth.

Massive Q1 (50% growth)

already provides strong

headstart.

Missed March Q4

volumes.
Moderate

Guidance Profitability

Consumer: EBITDA

positive in Q1 FY27;

8-10% in 2 years.

Requires ~₹5 Cr EBITDA in

Q1 vs -₹7 Cr in Q4.

Progressed on

rationalization exits.
Moderate

Strategy
Capital

Allocation

₹145-150 Cr debt

repayment in FY27.

Requires strong FCF;

Bathware WC improvement

supports this.

Capex (Roorkee)

completed on time.
Low

Strategy Portfolio

Exit Air Coolers (retail),

Fans, Purifiers, Furniture

Fittings.

Effectively completed in

FY26.
Done. Low

Balance

Debt /

Leverage

Target

30-40% Debt reduction in

2 years.

Target Net Debt ~₹450 Cr

by FY28.

Debt slightly increased

in FY26 due to

Roorkee.

Moderate



4. ANALYST Q&A



Q# Rel.
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded Cred. Verdict

1 4.0
Maitri Shah /

Sapphire

Growth

Outlook

Mgmt

Outlook

Why did

Pipes

degrow and

what is the

turnaround

plan?

Management

confirmed a

14-15% volume

growth target for

Pipes, backed by

a 50% volume

surge in April and

30% MTD May.

This implies the

Q4 weakness was

a timing/inventory

issue rather than a

demand collapse.

None 4.0 Confirmed

2 4.5
Maitri Shah /

Sapphire
Profitability Financials

When will

Consumer

Appliances

turn PAT/

EBITDA

positive?

Nirupam Sahay

targeted Q1 FY27

for EBITDA

positivity, citing

portfolio

rationalization and

new high-margin

product launches.

This provides a

clear near-term

catalyst for

consolidated

margin re-rating.

None 4.5 Specific

3 5.0

Vinod

Krishna /

Avendus

Margins Financials

Will

Bathware

ever return

to mid-teens

EBITDA

margins?

Management

expects 1-2%

annual margin

expansion through

manufacturing

efficiency and

premium product

design, hitting the

"teens" within

12-24 months.

This sets a

structural

trajectory for

valuation

expansion.

None 4.0 Clear path

4 4.0 Yash Mantoo
Market /

Real Estate

Business

Overview

How is the

slowdown in

affordable

housing

(<₹1Cr)

affecting

demand?

Mgmt argued that

real estate

absorption in Tier

1/2 remains

strong, but shifted

toward mid-

premium/premium

homes where

Hindware has

better positioning.

None 3.5 Qualitative



Q# Rel.
Analyst /

Firm

Theme

Cluster
Category

Underlying

Concern

Management

Response &

Investment

Implication

Evaded Cred. Verdict

This suggests

HHIL is shielded

from the affordable

segment's volume

drag.

5 4.5

Fenil

Brahmbhatt /

Choice

Pricing Financials

Were the

recent price

hikes

sufficient to

cover RM

inflation?

Management

confirmed 15%

faucet hikes

(brass) and 7%

sanitaryware hikes

(gas) are sufficient

for current costs

but will monitor

volatility. This

validates the

brand's pricing

power in a

competitive

market.

None 5.0 Quantified

6 4.0
Sandeep

Sikka

Exceptional

Items
Financials

What exactly

was the

₹52.6 Cr

exceptional

loss?

Sikka clarified it

was primarily a

goodwill

impairment for the

Hintastica JV and

costs for shutting

down fans/coolers

businesses. This

is a "clean-up"

signal that should

lead to higher

quality earnings in

FY27.

None 4.5 Transparent

PATTERN FLAGS & SENTIMENT * The Pipes Inventory "Oops": Multiple analysts questioned why HHIL

missed the March rally. Management's posture was defensive but data-backed, emphasizing that a "lean

inventory strategy" backfired when resin prices spiked 60% in one month. The resolve is to carry better inventory

levels going forward, which should stabilize margins. * Premiumization as a Shield: Analysts are skeptical of

growth given macro softness, but management is confidently leaning into the "Queo" and "Italian Collection"

brands. The sentiment is that HHIL is successfully decoupling from the mass-market struggle.

Analyst Sentiment Verdict: Analysts were cautiously optimistic, buoyed by the strong Bathware margins and

Consumer rationalization but remained skeptical about the Pipes segment's execution consistency. The

Hintastica impairment was accepted as a necessary housekeeping measure. Management credibility remains

intact but requires a "clean" Q1 without inventory mishaps to regain full trust.



5. WHAT CHANGED vs PRIOR QUARTER

What Changed Prior Quarter (Q3 FY26) This Quarter (Q4 FY26) Direction

Bathware Margins 10.0% (Q3) 9.5% (Q4) / 10.3% (FY) ↑ (YoY)

Bathware NWC 95 Days 89 Days ↑ (Efficiency)

Pipes Performance Recovery mode (+7% Rev) Hit by Inventory Strategy (Miss) ↓ (Execution)

Pipes Capacity Roorkee Commercialized Roorkee Ramping Up ↑ (Utilization)

Consumer Portfolio Rationalization ongoing Effectively Complete ↑ (Focus)

Exceptional Items Minor exit costs ₹52.6 Cr Impairment ↓ (One-off)

Debt Strategy Servicing Planned ₹150 Cr Paydown ↑ (De-leveraging)

Tone on Demand Cautiously Optimistic High Momentum in April (+50% Pipes) ↑ (Confidence)

Conclusion: The thesis is strengthening on the core Bathware segment's efficiency and stabilizing on the

Consumer segment's restructuring. The Pipes segment remains the primary "noisy" variable, but the ramp-up of

the Roorkee plant and early FY27 volume signals suggest the Q4 dip was an anomaly. Non-negotiable

monitorable: EBITDA positivity in the Consumer Appliances segment in Q1 FY27.
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